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FUNDAMENTAL UNDERSTANDING OF PFS 

Recruit Name Field Trainer 
------------ ------------

( c) _________ _
(h) ______ _

KEYS: 

(Read and Initial) 
REALIZE That you don't know anything about our business and 
therefore you must become a student of the business. 

BE COACHABLE: Follow directions, do what your manager says 
when he/she says it, do what your manager asks, when he/she asks it. 
Understand that they will stop when you stop. 

STUMBLE FORWARD: You learn from failure. Get back up when 
you fall. Experience is the teacher. 

TREAT IT LIKE A BUSINESS: Treat this with the respect it deserves. 
Study hard and practice, practice, practice. Think quality! 

COMMUNICATE WITH YOUR MANAGER: Communication is your 
lifeblood. Passing information, encouragement attitude adjustment and 
motivation ... without it you'll die. 

SERIOUS: This is a serious business and a serious company. If you have 
the ability and opportunity to change your financial future by earning 
$100,000.00 a year, you should not take this lightly. 

COURAGE: Have the courage and the inner strength to do the things that scare you, 
to do the things that are uncomfortable. You must get 'wcomfortable" 
before you get "comfortable." 

TRAINING: Build and schedule your week around the weekly training meetings. 
These meetings are more important to your success than a sale! 

MARKET: Don't waste valuable time. Time is something you can never Make 
up. Stay in the "market": married, children, age 25-45 and employed. 
There are exceptions, but they are few and far between. 

SPOUSE: Recruit your spouse by making him/her aware of what we do. Bring 
him/her to training and fast start schools. Let them see the potential 
of this opportunity. 

RECRUIT: Understand that all businesses, colleges, universities, The Army, Navy, 
Air Force, Marines, The NFL, NBA, MLB, all professional sports teams 
and leagues recruit. Recruiting is the life line of our business. 

(Initials) 

TOTAL COMMITMENT IS THE FIRST STEP TO GREATNESS! 

FOR PFA USE ONLY. NOT TO BE USED WITH THE PUBLIC 

Columbus Pollard 

National Sales Director 



THE SUCCESS CYCLE

1. RECRUIT

2. 
ORIENTATION

3. FIELD
ACTIVITY

5. SALES

6. REFERRALS

7. RECRUIT
REFERRALS

•Zoom OR Kitchen Table/Do IBA
•Download Primerica APP/$50.00 IN BANK
•Get certified for Vivint/PLPP/SR HEALTH/
A&H/Annuities

PROCESS STARTS  WITH FIELD 
TRAINER ONE ON ONE
RVP ON SATURDAY TRAINING 
CLASSES
•Zoom OR Live

•Start within 48 hours
•Set appointment/field trainer
•Do PIN/FIN/CLIENT SURVEY
•Close Personal Program
•Invite prospects to an Opp
Meeting
•Build List and Qualify
•Set appointments
•Recruiting/PFC and get
referrals

4. PRIMERICA
PRE-
LICENSING

•Register/Attend/Complete pre-licensing
•Sign into POL – get familiar with benefits
•Review pre-course material emailed to you
•Use POL’s Licensing system to help you
pass State Exam
•Continue  field training
•Get life licensed and Receive your FIELD
TRAINING BONUS

•Educate families  on Primerica
philosophies
•Discuss Primerica’s products/services
•Review Policy Comparison and Proposal
•Make the sales(Life/PLPP/A&H/Vivent/
SR Health/Annuity/MF/ GET REFERRALS
•Invite client to an Opp Meeting

•Beneficiaries
•Emergency Contacts
•Linking
•Steaming
•Happy Clients
•QUALIFY REFERRALS

•DECIDE WHICH SCRIPT
WILL BE USED TO SET
APPTS  OR GROUP
MEETING/ZOOMS

To be 
SUCCESSFUL:

All Parts of the 
CYCLE  MUST 
be completed 

every time.

Your success will depend on your learning the Success Cycle, 
understanding it, using it yourself and teaching it to others.

- Most products require you to be licensed or certified to market them.  Check with your trainer for details.
- You may not discuss products/services for which you are not licensed or certified.
Important note:  Remember to always comply with Primerica’s telephone solicitation policy.  Rules on “Do Not Call” can be found in 
the Advertising handbook under the compliance tab on POL.

For internal use only.  Not to be used with, or distributed to, the public.



The Field Training Bonus

FIELD TRAINING BONUS

ACTIVITY

1 X $1,000

3 X $3,000

5 X $5,000

10 X $10,000

15 X $15,000

20 X $20,000

25 X $25,000

30 X $30,000

LIFE
LICENSE

+ =

BONUS    CREDIT

$200

$600

$1,000

$2,000

$3,000

$4,000

$5,000

$6000

WHAT WILL YOUR BONUS BE?

$200 CREDIT FOR EVERY 1 RECRUIT X $1,000

FIELD TRAINING OBSERVATION PREMIUM 

RACE TO THE BANK!

When You Pass The Test

BACKGROUND CHECK FEE: $124

RECRUIT NAME

FIELD TRAINER

SOLUTION NUMBER

IBA START DATE

RACE TO THE BANK!



For internal use only. Not to be used with, or distributed to, the public. 

GET OFF TO A FAST START 

PHASE 1: 3 x 3 in 7  Days
(You Watch Me Help You Do MINIMUM) 

You watch me set appointments, Do PFC, get commitments, get referrals 
and  close 

• Get started and get active IMMEDIATLEY!

• Earn the bonus monies (new recruit must complete class and do 3x3 within their first 30 days)

• Get Fast Tracked to District in 7 days and get scheduled for pre-licensing class.

PHASE 2: 15 – 45 DAYS (I Watch You) 

Keep Building, Keep Learning, Keep Earning... 

• I’ll watch and help you make adjustments as you do presentations (individual/group).

• You will learn the PFC SYSTEM/Theory of Decreasing Responsibility, policy delivery System,
recruiting, setting appointments, handling referrals, Steaming, Linking, Rule of 72, Cash Flow
Quadrant, Prospecting, Beneficiary/Emergency Contacts, Refrigerator A Refrigerator B, Goal
Setting, Teamwork, How to handle objections & FEET.

PHASE 3: 45 - 90 DAYS 

FAST TRACK TO SECURITIES LICENSING 
• Pass SIE and Set Up Securities Profile

• Complete Fingerprint Process and Submit

U4

PHASE 4: 60 – 120 DAYS 

FAST TRACK TO FIELD TRAINER 
you will learn and Must Master PFC….

• How to Help New Recruit Set Appts

• Qualifying List for New Recruit

• Giving Winning Presentation

• Rule of 72

• Three Types of Accounts

• Whole Life vs. TERM

• Funny Banking

• Theory of Decreasing Responsibility

• Refrigerator A Refrigerator B

• Setting Appointments

• FIPs (Group Presentations)/Zoom

• Inviting to Meeting

• Client Survey

• Primerica App

• Debt Stacking

• Facebook Prospecting

• PLPP

• VIVINT

• Promotions

• Life App

• Auto & Home

• Sr. Health

• IBA

• Breakout Rooms

• PIN/FIN/Close

• Commitments

• Beneficiary/Emergency Contacts

• Referrals: STEAM/Linking/Happy

Clients

• Overcoming Objections

• Attitude is Everything

• Attendance

• Communication

• Technology

• Cash Flow Quadrant

• 8 5 3 1

• Goal Setting/FEET/Please Tell Me No
• Teamwork



PROMOTION GUIDELINES 

_______________________________________ 

_______________________________________ 

Promote Me to Division Leader 
60% Contract 

Produce 3 Licensed People (Team) 
$5,000 Premium in 1 Month 

Submit U4 Package 

Produce 5 Licensed People (Team) 
$7500 Premium in 1 Month 

Pass SIE, Securities Series 6, 63 & 26 
________________________________________________________________________________ 

Average Income $125,000 per year 

Produce 10 Licensed People (Team) 
$15,000 Premium 1st Month / $15,000 Premium 2nd Month 

Do Promotion Exchange: promoting RVP’s choice 
(1 Regional Leader, 2 Division Leaders, or 3 District Leaders) 

Be able to do $10,000 in Premium after Promotion Exchange 

FOR PFA USE ONLY, NOT TO BE USED WITH THE PUBLIC 

Promote Me to District Leader 
50% Contract 

 YOU 

 YOU 

Promote Me to Regional Leader 
70% Contract 

 YOU 

Promote Me to Regional Vice President 

110% Contract + 20% BONUS + $15,000 in PRI Stock 

REC 

Representative 
25% Contract 

Promote Me to Senior Representative 
35% Contract 

 YOU 

Get Life Licensed 

$1000 Premium in 1 Month 

1 Recruit 
$2500 Premium in 1 Month 

YOU 

 

1st Month – money 
submitted 

18 - 24 Months in 
Business - Max 

 YOU 



Products & Services 

Life Insurance 
$83 Month PAC 

($1000) 

Auto & Home Variable Annuity 
($100,000) 

X 6.5% = $6500 

PFS Investments 
($10,000) 

X 5% = $500 

Primerica Legal 
Protection 

$38 Start/$28
mo ($336 first

year) 

VIVINT 

ID Theft 
Defense 

$22 
start/$22 

per month 

Senior 
Health 

LEVEL Rate Comp Auto Home Rate Comp Rate Comp Comp Comp Comp Comp 

REP 25% $250 $100 $95 16.50% $1,073 30% $150 $50 $200 $39.20 $150 

SRP 35% $350 $102.50 $97 18.60% $1,209 32.50% $162.50 $60 $250 $47.04 $158 

DIS 50% $500 $105 $99 21.75 $1,414 35% $175 $80 $250 $62.72 $173 

DIV 60% $600 $107.50 $101 27% $1,755 37.50% $187.50 $90 $250 $70.56 $181 

REG 70% $700 $110 $103 38% $2,470 42.50% $213 $100 $250 $78.40 $206 

RVP 110% $1,100 $135 $112.50 57% $3,705 62% $310 $125 $350 $98 $292 

FOR PFA USE ONLY, NOT TO BE USED WITH THE PUBLIC 







GAMEPLAN 

FOR 

GREATNESS 

"The road to success is not a mystery; it 

is the result of a deliberate, intelligent 

plan inspired by the desire to reach a 

goal." 





Who do you know? 
• The best leader, manager, friend
• The most successful salesperson, teacher, coach
• The most ethusiastic, ambitious, monev motivated

CONTACT LIST The most successful way to start your business is by contacting your warm market 
These are the people you would want to help �nd who would most want to help you. 

Primary Market - 4/5 Pointers 
• People who are married/single parent with young children 
• People who have a good job, home and car, but want more 
• People who are highly motivated and will work hard for their dreams 

Credibility Factor- 4/5 Points

MARKET CREDIBILITY 
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Primary Market+ Credibility Factor= 8-10 points: You want your Field Traiol!}g Appointments to be in the Primary Market and with a Credibility Factor 
that would have a minimum of 8 points. 

*Profile : BF• Best Friend M • Mom DA• Dad B - Brother S • Sister SO - Son D· Daughter TRAITS: A= Ambitious C = Competitive E = Enthusiastic 

notes 

U· Unclf! A· Aunt C • Cousin W • Work AQ • Acquaintances CH• Church F • Friend M = Money Motivated S = Great People Skills H = Likes Helping People 

I 





INTRODUCING THE CRUSADE 

Friend 

#2 

Mom/ 

Dad 

Friend 

#3 

Aunt 

Setting Appointments With Your Field 
Trainer 

You will say: "HELLO, (prospects name), 
THIS IS (new teammate), l'VE GOT A 
FRIEND ON THE PHONE THAT I 
WOULD LIKE YOU TO MEET; his/her 
name is ____ .. " (The Field Trainer
proceeds to introduce him/herself) 
The new Tea mm ate should not say any more. 

Your Upline PFA says the rest 

"HELLO ( ), THE REASON WE 
CALLED, IS THAT (New Teammate) 
TOOK A LOOK AT A BUSINESS 
OPPORTUNITY, GOT EXCITED AND 
DECIDED TO GET INVOLVED ON A 
PART-TIME BASIS, THE REASON 
WE'RE CALLING YOU IS TO SET A TIME 
WHEN WE CAN GET TOGETHER, 
SHARE IT WITH YOU AND GET YOUR 
OPINION. WHEN WE GET TOGETHER 
WE BASICALLY NEED 3 FAVORS; A 
COLD GLASS OF WATER, FOR YOU TO 
TAKE YOUR CHECKBOOK AND LOCK 
IT UP, AND TO KEEP AN OPEN MIND. 
IS THAT FAIR ENOUGH? WOULD 
(suggest a day and time) BE GOOD FOR 
YOU?" 

"GREAT, PULL OUT YOUR CALENDAR 
AND PUT ME DOWN FOR __ am/pm 
AT __ . SEE YOU THEN." 

Remember, the Jess you say the better! 
> If the new prospect calls you back to ask, "What
is this about?" Tell them that "it's about saving
money, getting out of debt, and there's a business
opportunity involved." Or "I don't know all the
particulars because I am being trained. I do know
that I am very excited about the possibilities and
my trainer will explain everything to you when we
see you ___ at ___ ."

FOR PFA USE ONLY, NOT TO BE USED WITH THE PUBLIC 



INTRODUCING THE OPPORTUNITY 

NEW RECRUIT SCRIPT 

"Hello Bob this is (your name), how have you been? (Wait for answer) That's great!" 
"Look, the reason I called is that I have a great business idea and I want to talk to you 
about being one of my business partners. I need to get together with you within the 
next 24 to 48 hours for about 30 minutes." 

"Is (tomorrow) at (time) or (next day) at (time) better?" 

(If they ask what it is about?) 
Answer - "That's why I need to get with you in the next 24 to 48 hours!. Would __ 
at __ be good?" 

DON'T TELL THEM ANYMORE!!!! 

I i 

2 

3 

4 

5 

6 

7 

8 

10 

NAME 

TOP 10 

BUSINESS PARTNERS 

PHONE# APPT DATE/TIME IN or OUT $124 PAID 









Grand Opening Questionnaire 

You were invited by: ________ Your Name: ____________ _ 

Cell Phone #: ________ Email: _______________ _

Are You Married? Y __ N __ Do You Have Children Under Age 25? Y_N_ 

Select the statements below that best represents your interest level inour business. 
• I am interested in becoming an RVP/ Franchisee __
• I am interested in making part-time income __
• I am interested in becoming a client __
• I am interested in helping with referrals __ _
• I am not interested

---

Who can you think of that's married? 

Referrals 

Name _____________ Phone ________ Relationship ___ _ 

Name Phone Relationship ___ _ 

Name Phone Relationship ___ _ 

Who can you think of that has children under age 25? 

Name _____________ Phone ________ Relationship ___ _ 

Name _____________ Phone Relationship ___ _ 

Name _____________ Phone ________ Relationship ___ _ 

Who can you think of that's ambitious or that's money motivated? 

Name _____________ Phone ________ Relationship ___ _ 

Name _____________ Phone ________ Relationship ___ _ 

Name Phone Relationship ___ _ 

Who can you think of that can use part-time income? 

Name _____________ Phone ________ Relationship ___ _ 

Name _____________ Phone Relationship ___ _ 

Name _____________ Phone Relationship ___ _ 

Who can you think of that would be a good RVP/Franchisee? 

Name _____________ Phone ________ Relationship ___ _ 

Name _____________ Phone ________ Relationship ___ _ 

Name Phone Relationship ___ _ 

Follow up date and time ________ _ 
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OBSTACLES ARE THOSE FRIGHTFUL THINGS YOU SEE 

WHEN YOU TAKE YOUR EYES OFF YOUR GOALS 

7 Steps To Becoming Successful 

1) GOAL 2)PLAN 3) WRITE IT DOWN 4) DEADLINE ON IT 5) COMMIT TO IT

6} WORK THE PLAN 7) LOOK AT !T EVERYDAY

GOAL: 

WHY THIS GOAL IS IMPORTANT TO ME: 

TYPE OF GOAL: SHORT D 

START DATE: 

INTERMEDIATED LONG TERM D 

COMPLETION DATE: 

GAMEPLAN: LIST RESOURCES, PROJECTED AND ACTUAL DATES TO HAVE 

RESOURCES IN PLACE TO ACCOMPLISH GOAL. (BABYSITTER, LIBRARY, LAP TOP, POL IPAD, SEC 
LIC, INTERNET, EMERGENCY FUND, PFSU, LIFE LIC, TRANSPORTATION, PHONE, LIST OF NAMES, SPOUSE, 
BUSINESS PARTNER, HOT SPOT, ETC) 

RESOURCES PROJECTED ACTUAL 

NEEDED COMPLETION DATE COMPLETION DATE 

IBA Submitted 

Representative date 

Senior Rep date 

District Leader date 

Division Leader date 

Regional Leader date 

RVP date 

WORK THE PLAN=SUCCESS!!! 

I REVISED OR ELIMINATED THIS GOAL YES □ NO □ 

WHY? 

WHAT PRICE ARE YOU WILLING TO PAY TO ACCOMPLISH YOUR GOAL (ANYTHING YOU NEED TO 

GIVE UP TO FREE UP TIME TO WIN? HOW MANY DAYS A WEEK WILL YOU WORK? HOURS A DAY 

YOU WILL WORK. EVENTS YOU WILL HOST AND TRAVEL TO BECAUSE YOU GROW EVENT TO 

EVENT. CONF CALLS YOU WILL DO WEEKLY. WILL YOU COMMIT TO THIS?) 

IF YOUR FEAR FACTOR IS A 5 AND YOUR FAITH FACTOR A 3 YOU WILL NOT WIN. YOUR FAITH FACTOR 

MUST BE GREATER THAN YOUR FEAR FACTOR. WHAT'S YOUR FAITH/FEAR FACTOR? _/_. WHY? 

WHAT WILL YOU ALLOW TO STOP YOU FROM WINNING? 

FOR PFA USE ONLY, NOT TO BE USED WITH THE PUBLIC 



Recruits Name: _____ _ Today's Date: _____ _ 

Contact# _______ _ Field Trainer ______ _ 

1. 

3. 

5. 

7. 

9. 

1. 

3. 

DRILL DOWN ON YOUR GOALS 

Top 10 Goals you want to get accomplished in the next 18 -36 months 

2. 

4. 

6. 

8. 

10. 

Top 5 Goals you want to get accomplished first 

2. 

4. 

s. 

1. 

Top 2-3 out of the 5 Goals you want to get done first 

1. 

2. 

3. 

What's the #1 most important goal out of these 2-3 goals you want to get accomplished 

in the next 18-36 months: 

What Does It Cost: 

l - ------------------------ ------------ ---



F E E T 

Who gets your FEET the next 18 months? 

People on the INSIDE of the circle 

,u� o __ 0
0 0 PRIMERICA 

Over the next 18 - 36 months the people inside your circle should get your FEET.

The people or events on the outside of your circle in the next 18 - 36 months 

can't get your FOCUS, your EFFORT, your ENERGY or your TIME 

because you are learning the business/systems. While you're learning the systems and 

building YOUR BUSINESS, you should be able to make $30,000 - $50,000.





Mark Your Calendar 

Now it's time to set your goals and your training schedule. You should plan on attending 

all meetings during training. Keeping a schedule will help you and your trainer keep 

track of when you'll be working together each week. 

Here are some of the important dates and meetings you and your up line might want to 

add to your calendar: 

WEEK 

1 

WEEK 

2 

WEEK 

3 

WEEK 

4 

WEEK 

5 

WEEK 

6 

I 

• Opportunity Meeting nights • Base shop training dates
• Fast Start School dates • Self-study time
• Next insurance exam dates • First appointment dates

• Field instruction sales dates • First sales target date

•• I t • • • WEDNESDAY THURSDAY FRIDAY 

STAY ENGAGED 

TO YOUR UPLINE! 

STAY COMMITTED 

TO YOUR GOALS! 

I I 

DISCIPLINE: 

Do the things that others won't, 

So you can live the life others don't 

SATURDAY 
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