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PREFACE

The material and information contained in this program have been 
formulated using the knowledge and experience of some of the 
most successful leaders of the Primerica Sales Force. The result is 
material that we hope will be helpful to you in building a successful 
organization.

This program is not a “directive” telling you how you must build your 
Primerica business. The only requirement that Primerica makes is that 
you operate your business within legal and regulatory limits. As an 
independent contractor, this is your business, and you decide how you 
will build your business within the regulatory and legal requirements.  
However, keep in mind that the material presented in this program 
may help you avoid common pitfalls of building a Primerica business, 
and enable you to achieve your dreams sooner.

Finally, this material is not intended to be an all-inclusive guide to 
building your business. Other materials produced by Primerica will 
add to your knowledge of building a successful business.
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INTRODUCTION
SNSD Sam Shepard

Have you ever wondered why some people are better at recruiting than others?  
Master recruiters have learned to make a connection with people.   

This workbook and the accompanying videos and learning activities have been 
specifically developed to help you learn how to make that recruiting connection 
with prospects and become a better recruiter.

Topics covered in this training program include:

• Recruiting Mindset

• What Makes a Good Recruiter

• Why We Recruit

• Who We Recruit

• How We Recruit

• When Do We Recruit

• How We Build Relationships

You’re also going to hear a lot of valuable recruiting tips and incredible personal 
stories to help you grow your business. 
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RECRUITING MINDSET 
SNSD Mark Yozipovic

I want to talk to you about a recruiting mindset, because I struggled with this 
early in my career. I have been with the company 25 years now and I remember 
my first few months to a year in Primerica. I was always so intimidated by this 
recruiting thing.  Everybody was talking about recruiting. They were saying,  
“If you don’t get recruiting going, you’re not going to grow the business.”

I just felt like I was not a great recruiter. I loved the concepts of this business.  
I came here because of what we did for families. I got all psyched up about 
righting a wrong and getting involved in a movement, but I just didn’t feel like 
I could recruit people. I thought, “Who’s going to follow me?”  I’m sure a lot of 
you feel the same way. 

Then it hit me! I can’t remember what meeting it was or who said it, but 
recruiting boils down to two simple keys. Number one, you need to be 
passionate about what you do for people. Number two, you need to make other 
people feel the same way you do. That’s what recruiting’s about. 
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RECRUITING MINDSET 
SNSD Mark Yozipovic

Be Passionate 

What do I mean by being passionate about what we do for people? Well, there 
are two things to that. Number one, we have our concepts, which if you have 
been around for a couple of weeks, you know our concepts are pretty awesome.  
We do phenomenal things for people. Our concepts change people’s lives. 
We right a wrong a lot of the time. We take a stand for people against other 
companies and products that may be hurting them. They would never have 
known about the things that are going wrong in other company’s products until 
you showed up and educated them. 

We help people that no other company will help. We go to the middle-income 
marketplace; we go to their kitchen table. We don’t charge for the visit or the 
financial needs analysis.  We give people a lot of free advice. What we do is 
amazing. If you came to this company because you got excited about what 
we do and you love our concepts, you have to understand that’s the basis of a 
great recruiter.
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RECRUITING MINDSET 
SNSD Mark Yozipovic

Make Others Feel Passionate

I was forgetting the second half. The first half is what we do for families and the 
second half is we have an incredible business opportunity tied to this. A lot of 
people forget or run out of time on an appointment to bring up the other, and 
most important part of our message, which is the business opportunity. 

We have the ability to bring somebody in on a part-time basis and let them 
earn a part-time income. Once we show them our concepts, people want to get 
involved and help other families. We also have a full-time business opportunity, 
which is a chance for someone to go into business for themselves and learn the 
ropes on a part-time basis.

So, that’s recruiting. It’s that simple. Do you love the concepts?  Tell people 
about them. This is going to cause them to get passionate about what’s going 
on out there and how they just learned something about their personal finances 
they can teach others. 

We have the ability to take something that’s perceived as complicated and boil 
it down to the ridiculously simple. That fires people up, because now they don’t 
have the fear of money. That’s how you felt and that’s how they are going to 
feel. So be excited about what you do and cause other people to feel the same 
way.  That’s recruiting. 

The Primerica part-time opportunity is not available in parts of Canada, and where available is subject to 
certain restrictions. 

The Primerica business opportunity involves the sale of term life insurance and mutual funds, as well as 
offering other financial services products and services such as debt consolidation loan referrals. Primerica 
Representatives are individuals who have signed an Independent Business Application (“IBA”) and who have 
been approved to become a member of Primerica’s sales force. Primerica Representatives are independent 
contractors, and are not employees of Primerica Companies, or its parent company Primerica, Inc.
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RECRUITING MINDSET 
SNSD Mark Yozipovic

Important Recruiting Tips

1.  Dress Appropriately & Be Excited 

You must look like something. You don’t have to wear a three-piece suit or a 
business suit if you’re a lady, but you can’t look like you just came from your 
buddy’s party at 5 o’clock in the morning.  You have to position yourself to look 
like you’re in business and you’re going somewhere. 

It isn’t just what you’re wearing (business casual is fine) but your eyeballs have 
got to be dancing, your body language has got to be forward and your tonality 
has to show that you’re excited. You’re not giving a boring talk again.  You’re 
catching that feeling you had the first time you saw this opportunity and you’re 
expressing it every time you do this. See, if you do those things every time you 
communicate to someone, they may catch on to it too. Not everybody will, but 
the right ones will. So look like something and sound like something.

2.  Be in the Right Market 

If you want to be an effective recruiter, you must to be in the right market. 
What’s the right market? Age 25 and up, married, has kids, has a home and is 
employed. That’s the right market.  

I learned a long time ago, we don’t need to recruit people that need this, you 
know, the desperate ones.  We need to recruit people that want this. Sometimes 
they don’t look like they want it until you show up and are passionate about 
what you do and cause them to feel the same way. And all of a sudden, bang, a 
recruit pops up in front of you. 



FOR INTERNAL USE ONLY. NOT TO BE USED WITH, OR DISTRIBUTED TO, THE PUBLIC.

11

RECRUITING MINDSET 
SNSD Mark Yozipovic

Important Recruiting Tips

What do I mean by don’t recruit people that need this?  You’re shooting yourself 
in the foot if you’re trying to recruit somebody who’s living in their mom’s 
basement doesn’t have a car and you have to pick them up and they don’t have 
two nickels to rub together. That’s somebody who needs us, but they should 
probably get a job and get stable, then you can recruit them.  This business is 
tough enough without front-end loading it with more issues. 

I’m not saying there aren’t exceptions to every rule, but if somebody has a job,  
a partner that supports them and kids, it just shows they are responsible and 
can juggle stuff. You want the right kind of recruits because recruiting can turn 
into the most frustrating thing you have ever experienced if you don’t recruit in 
the right market.  I’m telling you from experience that I have done enough of it 
the wrong way to learn I’m never doing that again.

Recruit in the right market and always make sure you’re talking to both husband 
and wife on the first appointment, the second appointment, after an Opp Night 
and after every Saturday. Involve the two of them. They may not both get 
licensed. I know some hierarchies encourage both to get licensed. We did not 
grow up in the business that way, but we still involve the spouse. 

We Want the Spouse to Know: 

• What the husband or wife is doing

• Why they are going to these meetings

• What they are learning across the kitchen table

• What they are doing for families
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RECRUITING MINDSET 
SNSD Mark Yozipovic

Important Recruiting Tips

Get the other spouse behind the new recruit so the chances of them quitting in 
the first two weeks greatly diminish.  When things get tough, those two people 
are going to have conversations in their home about not giving up because they 
heard it together at a meeting or on the phone with you.  They are going to 
encourage each other through that very delicate first few weeks of every new 
recruit’s life where they want to quit 10 million times and all it takes is one thing 
a friend says to knock them out of the business. 

If they have a spouse behind them saying, “Oh honey, remember we were at 
the Opp meeting last night and that couple told their story about how they 
almost quit two months ago and they are so glad they didn’t because now 
they’re making $5,000 a month. That could be us.” See, if you didn’t have the 
two spouses together at the beginning on appointments and at the meetings, 
that conversation never would happen and you could lose those folks. So 
involve the spouse. 

The cash flows stated are not intended to demonstrate the earnings of typical RVPs/representatives. Rather, 
the cash flows that have been cited reflect the potential that comes with building your business, and there is no 
guarantee that you will achieve any specific cash flow level. Most RVPs/representatives do not achieve the levels 
illustrated. From January 1 through December 31, 2012, Primerica paid a total of $509,227,049 in compensation 
to its sales force, at an average of $5,513 per life-licensed representative. Actual gross cash flow is, among 
other factors, dependent upon the size and scale of a representative’s organization, the number of sales and 
the override spread on each sale, and the ability and efforts of a representative and their downlines. Having 
said this, Primerica provides an opportunity for individuals who work hard to develop a business with unlimited 
income potential.  
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RECRUITING MINDSET 
SNSD Mark Yozipovic

Important Recruiting Tips

3.  Be a Leader

Being a leader is critical to recruiting. That means never show hurt, never show 
doubt and always charge. What do I mean? Well, things are not going to go the 
way you want. The best-laid plans are going to blow up because we’re dealing 
with people, and you don’t know what you’re getting from one day to the next. 

What worked today isn’t going to work tomorrow. That doesn’t mean it doesn’t 
work. Keep on it, stay on it, stay excited, be passionate with what you do and 
transfer that to other people. Treat every appointment like it’s the first one of 
your life, the first one you gave when you were so fired up and excited and you just 
could not believe what you were sharing with people and how incredible it was. 

Don’t allow things to get mundane, matter of fact or bored because you’re 
doing the same thing over and over again.  If you allow yourself to stay nervous, 
scared and excited like that new person, you are not going to believe how your 
recruiting is going to take off. And that’s where leadership comes in. You have to 
fight the urge to become complacent. 

When things go wrong, never show doubt, never show hurt and never show 
quit. Keep charging through all the false starts that are going to happen. You’re 
going to recruit somebody. They are excited one day and gone the next. That’s 
not you, that’s the way it is.  If you have this philosophy every day until you build 
your team, you are going to be up there with all the greats in this company.  
That is all they did.  It doesn’t take long for a breakthrough to happen. 

Treat every appointment like it’s the first one of your life. 
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RECRUITING MINDSET 
SNSD Mark Yozipovic

Important Recruiting Tips

Focus for about two to three years, not two to three months, not two to three 
weeks, but two to three years.  If it means being totally financially independent 
and having options for the rest of your life, what are two to three years of 
focus? You can do that, right? 

Don’t be like most people that focus for a few hours and then dis-focuses over 
the long weekend, or they focus for a few weeks then they dis-focus for the next 
week. Stay on it and watch yourself break through. I hope this has helped you. 
Don’t let recruiting become something that is another thing you have to learn. 

You’re already doing it and you don’t realize it. Review what I said today and if 
you do this on every appointment and phone call, you are going to have people 
saying, “Hey, I’d like to come to a meeting. Hey, I’d like to learn more about 
this. Can you bring some more information when you come back to see me on 
the next appointment? I’d like to come to the office with you on Saturday. Hey, 
I’d like to come to your Opp meeting.”  When you put a couple years of that 
together, your life is never going to be the same again.

Welcome to your future. I hope that if you’re new you decide to stay in this 
business and stay focused. If you have been around a long time, I hope this has 
reignited you because this company is looking for leaders and we need more 
people like you stepping up and developing other teammates.
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WHAT MAKES A GOOD 
RECRUITER

NSD Collis Temple 

I want to talk with you today about who recruits the most people and review a 
couple of characteristics of some of the best recruiters. First of all, in terms of 
who recruits the most it’s, really simple. Whoever makes the most attempts is 
going to recruit the most people. The person who understands our business is 
a numbers game is going to recruit the most. Our business is a number game, 
but you cannot treat people like a number. 

Also, the person who understands you get quality through quantity recruits 
the most. I love it when people talk about, “Well, I only want to recruit this type 
of person.”  Obviously we know we want good quality people, but quality will 
happen as a result of quantity.  Someone may look good on the outside, but a 
lot of times, those people don’t necessarily have the goods on the inside. 

Also, people who don’t take rejection personally recruit the most. I had to learn 
this early.  Listen, if the person says no to the opportunity, they’re not telling 
me no.  Maybe they don’t see themselves as able to do this. We may be able to 
pour a little belief into them, but I learned early on, if a person believes they 
can’t do this or they aren’t willing to put forth the effort, I’m going to move on 
to someone else. I don’t take it personally. 

They may be telling their goals and dreams no.  They may be telling their family 
accomplishing unbelievable things no, but they are not necessarily telling me no.  
I’m just the messenger. We can’t take rejection personally. All you can do is  
all you can do. But the reality is you must make sure you’re truly doing all you 
can do. 
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WHAT MAKES A GOOD 
RECRUITER

NSD Collis Temple 

Good recruiters are people who know how to get in, stay in and work in a warm 
market. A huge part of working in a warm market is getting referrals and making 
sure we’re recruiting people the new recruit or client has a close relationship 
with. It’s much simpler working in a warm market. You have a tough “row to 
hoe” if you are working in a cold market. But if you are in a warm market you 
achieve success quickly. In the beginning, Primerica was built for working in 
warm markets. 

Those who realize, accept and embrace the fact that recruiting is the lifeblood 
of our business recruit the most.  I’m not saying you can’t make money without 
recruiting, because with our unbelievable compensation system, you can 
still make good money, part-time or full-time.  But if you truly want to build a 
business, our compensation is also unbelievable for the builder. However, you 
can’t be a builder and a non-recruiter. There’s no such thing as non-recruiting 
builders. So, if you want to be a builder, then recruiting is the lifeblood of 
building our business. 

Recruiting is the lifeblood of building your business. 

Primerica Representatives are independent contractors and are not employees of Primerica.

The Primerica part-time opportunity is not available in parts of Canada, and where available is subject to 
certain restrictions.

Remember to check Primerica’s Telephone Solicitation Policies in Section 14 (U.S.) or Section 7 (Canada) of 
the advertising handbook on POL before placing any calls for your business.

All telephone calls you place including calls that you place in response to a text that you sent or received 
continue to be subject to Primerica’s telephone Solicitation Policy.



FOR INTERNAL USE ONLY. NOT TO BE USED WITH, OR DISTRIBUTED TO, THE PUBLIC.

17

WHAT MAKES A GOOD 
RECRUITER

NSD Collis Temple 

Characteristics of a Good Recruiter

Pleasant & Attractive Personality 

A good recruiter is someone who has a pleasant and attractive personality, 
someone who has a personality that draws people in. They have good people 
skills, they know how to smile at people and they know how to give a quality 
handshake. You don’t have to wear the nicest clothes, but they need to be 
clean and pressed. Well, bottom line, you just need to be someone who is nice 
to be around. 

Interested Extrovert 

Another characteristic of a good recruiter is an interested extrovert. When I say 
extrovert, obviously, I’m talking about somebody who doesn’t mind speaking 
to people. You’re not necessarily outgoing, but if you are outgoing that’s no 
problem. I was the type of person that would say hello to somebody in line 
whether I was in Primerica or not. You might not be that person or you might 
have to go outside of your comfort zone to do that, but it’s necessary.

Think about it, I said interested extrovert. It’s not like you’re always talking 
about yourself and saying, “This is what I have going on, and this is what I did” 
but you’re extroverted enough to actually start a conversation. Then, you want 
to find out about the person and be interested in what’s happening with them. 
So an interested extrovert is a characteristic of a good recruiter.



RECRUITING CONNECTIONS

18

WHAT MAKES A GOOD 
RECRUITER

NSD Collis Temple 

Characteristics of a Good Recruiter

Confident, Not Cocky 

A good recruiter is also somebody who’s confident, but not cocky. There’s 
nothing wrong with having a professional confidence. People are drawn to 
people who are confident, but you don’t want to be cocky or standoff-ish. You 
don’t want to turn people off, but you definitely want to be confident because 
people are drawn to confidence.

Assertive, But Not Aggressive 

A good recruiter is someone who’s assertive, but not aggressive. When I 
say assertive, you have to be willing to go after someone, speak up and say 
something, but don’t be overbearing.

Knowledgeable 

Another characteristic is someone who’s knowledgeable. A good recruiter 
actually understands what they’re recruiting someone to, they can overcome 
the objections that may exist in that person’s thought process and they can 
thoroughly explain our opportunity. They know how to ask the right questions 
to find out what that person wants. Because at the end of the day, it doesn’t 
matter what you want, it totally matters what the other person wants.



FOR INTERNAL USE ONLY. NOT TO BE USED WITH, OR DISTRIBUTED TO, THE PUBLIC.

19

WHAT MAKES A GOOD 
RECRUITER

NSD Collis Temple 

Characteristics of a Good Recruiter

Asks the Right Questions 

A good recruiter understands how to ask the right questions to get the 
information they need to present our opportunity. Then, they know how to show 
the connections between what our opportunity has to offer and the things this 
person wants.  When we connect those things, we can help them achieve some 
of their goals and dreams.

Knows How to Close 

Next, good recruiters are able to close. They have to know how to go for “the 
ask.” That’s part of being assertive and not aggressive. If they’ve asked the 
right questions throughout the recruiting process, then this person has gotten 
used to saying yes. All the recruiter’s done was ask the prospect what they 
want, showed them how we can offer it to them and the person basically closes 
themselves. Good recruiters understand how to ask those questions. 

Is Sincere 

A good recruiter has sincerity about him/her.  It’s just something that you feel.  
A good recruiter truly believes that this person’s life and circumstances are 
going to be better as a result of them getting involved with our opportunity. 
There’s a sincerity that is felt and can be seen by the person they’re recruiting.
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WHAT MAKES A GOOD 
RECRUITER

NSD Collis Temple 

Characteristics of a Good Recruiter

Knows Recruiting Is a Process That Takes Time

At the end of the day, a good recruiter realizes recruiting is a process that 
takes time. Yes, they might get the person to sign the IBA right there, but we’re 
not in the business of just collecting $99 from people. We’re in the business of 
recruiting someone, then helping them get trained and licensed to become a 
productive, moneymaking member of our team. It’s a process that takes time. 
So, just realize once they get that IBA, the recruiting process is far from over; 
in fact it’s just beginning. Good recruiters are going to spend time with their 
new recruits one-on-one and in a group setting. 

For representatives conducting business in Canada, The IBA fee is $103.95 and the monthly Primerica Online fee 
is $28.00 (including applicable taxes). New members of the Primerica sales force who have inquiries concerning 
an Independent Business Application (“IBA”) fee refund should refer to the Basic Agreement contained in the 
IBA. For additional IBA inquiries, send email to: canada_agencysupport@primerica.com

canada_agencysupport@primerica.com
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WHAT MAKES A GOOD 
RECRUITER

NSD Collis Temple 

Learning Activity

List three characteristics of a good recruiter. 

1.

2.

3.

List three things that you need to improve to become a better recruiter.  

1.

2.

3.
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WHY WE RECRUIT
NSD Nikole Galanes

I want to talk to you about why we recruit.  Often people find recruiting to be 
the most intimidating or confusing part of our business.  When you come down 
to it, if you aren’t recruiting, you’re missing out on the magic of Primerica. 

I heard once that you’re one recruit away from an explosion.  I believe that was 
said by Bob Safford. And I think back to the story of when he was in Atlanta and 
met someone who referred him to Joe Ensor.  He recruited Joe Ensor, which led 
to one of the biggest and most influential hierarchies today. 

Whenever we’re feeling down or like we need to kick-start our business, we go 
back to recruiting and recruiting directs because nothing is going to change our 
business faster. 

To build a big team, you have to become a leader.  Fear and intimidation hold 
many of us back from being leaders.  We quit for something as simple as we just 
don’t think we can do it. A task that really scared or intimidated us was making 
calls.  I hated making calls. It was my Achilles heel.

We intentionally made calls in front of our team. When you have somebody 
there, you can rise to the occasion of becoming a leader, and that’s going to 
transform your business in a lot of different ways.  It’s also going to allow you to 
build with the right people. 

You are only one recruit away from an explosion!
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WHY WE RECRUIT
NSD Nikole Galanes

Art Williams always said five stars, (married, age 25-55, has children, a home 
owner and employed) and while we agree with that completely, we were not five 
stars when we started. I was 19 years old and a student, but we had a strong 
desire to be somebody, to be a leader and to be in charge. So when we see those 
characteristics on our team – regardless of their age or anything else – if they 
have that core desire to be leaders, then we know they’re the right people to 
work with us. 

Recruiting really starts everything. It is the absolute beginning in our business, 
and it is going to allow you to decide what path you are going to take. It doesn’t 
matter whether a securities first or an FNA first business, but recruiting is going 
to open doors for you. It’s going to energize your business. I remember our first 
year in Canada when we were trying to run training, we’d be excited for it and 
there would be such a small group in the room. Most of them had already seen 
the topics.  During these times, it’s really a test on you to stay positive and to 
keep going. 

But when you have new recruits in the room, you fall back in love with the 
business. You see it from their perspective and it creates an environment 
that’s infectious.  You can keep growing and people come into it and want to 
be a part of it. 

In terms of building your business, recruiting helps you start establishing 
teams that start running things. Recruiting helps with the progression up to 
RVP and beyond. 

There are many different ways to prospect and set appointments.  Working 
in warm markets is always going to give you the highest return. It’s the most 
efficient and effective way to set appointments.  
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WHY WE RECRUIT
NSD Nikole Galanes

Let me give you two scenarios. I meet you at a volleyball game and we start to 
become friends.  We chat and then I try to set a kitchen table appointment. But 
we’ve never spent time together outside of volleyball. We don’t really have a 
strong connection except while playing volleyball. Initially when I meet you, I am 
going to spend more energy on building a relationship rather than talking about 
the business. Yes, it is still doable, but it just takes a little longer. 

In the other situation, let’s say my new recruit takes me to see their sister, 
brother, parents or best friend. There’s an automatic relationship there. It’s their 
credibility and my ability and skills. They open the door and we’re at the kitchen 
table and it’s a warm meeting. They spend less time figuring out if they like me 
and more time listening to the concepts and deciding yes, they want to work 
with me. 

The same goes for referrals. You’re going to get the best referrals if a recruit 
relationship is there. We have people who have come into our business and 
left, but they still refer clients to us. They even refer recruits to us because we 
already have that connection. They’ve seen the business, and even if it wasn’t 
what they decided to do, they’ve seen how much value it brings. 

Most of our team loves the company and the concepts. Their issue is always who 
to see, which is probably across the board in every office. People say, “I want to 
do it, I really do, but who should I see?” Recruiting always gives you the answer 
to that question. 

Remember to check Primerica’s Telephone Solicitation Policies in Section 14 (U.S.) or Section 7 (Canada) of the 
advertising handbook on POL before placing any calls for your business.

All telephone calls you place including calls that you place in response to a text that you sent or received 
continue to be subject to Primerica’s telephone solicitation policy.
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WHY WE RECRUIT
NSD Nikole Galanes

The thing that most attracted us to recruiting was the ability to transition from 
being self-employed to being business owners. Leo and I did not move to a 
different country with this company to be self-employed. We wanted to own it, 
be big and be paid on more than just our own efforts.  

We both grew up in self-employed families.  We saw our parents lacked 
the freedom that the person who recruited us had. They had to be at the 
restaurants and stores. They didn’t get to take a lot of time off, and nothing 
really changed. Year after year was similar. 

But when you recruit and start building a larger team and business, your  
day-to-day activities start to change. You have new contacts, new people to 
work with, and you’re always inspired. There is a lot of duplication.  See, it‘s no 
longer me with my three clients, but it might be 100 licensed representatives 
working with three clients each, so it can start to become bigger than you ever  
thought was possible.

You must not misrepresent or imply that the Primerica opportunity is a job. See POL for recruiting guidelines.

Primerica representatives are independent contractors and are not employees of Primerica.

Primerica representatives earn income through the sale of products. Representatives are not paid to recruit.
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WHY WE RECRUIT
NSD Nikole Galanes

We’ve found a direct relation with the persistency of our business (clients 
sticking with us) because, as a recruit, they know what’s going on in the 
industry. Even if they move on career-wise, they stay with us as clients. That 
is the way we want to build our business. We want long-lasting relationships 
and connections. We don’t want a revolving door. We want people who really 
stay with us in whatever way makes them happy.  We want their time with us to 
create positive things in their life. 

The most important question from most of our future RVPs is, “What’s the 
fastest way to RVP?” Because of the Magic of Multiplication, recruiting is the 
fastest way to RVP.

You could take two people who each learn to recruit three more people.  Then, 
maybe they go for their bonus this month.  Then, each month teach these teams 
to do the same thing. Before you know it, you have an RVP team.  That’s what 
we found our first two years in the business. We have never been the fastest 
out of the gate and we haven’t been the biggest, but we stuck to a couple core 
principles of recruiting people that we care for and want to build our business 
with, and then focused on licensing after that. Then one day you wake up and 
you are a National Sales Director. 

Recruiting is the fastest way to RVP.
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Magic of Multiplication

You
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WHY WE RECRUIT
NSD Nikole Galanes

Learning Activity

List at least two reasons you recruit.

1.

2.

3.

4.

5.

Carry these reasons with you as you build your business. 
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WHO WE RECRUIT
NSD Gurpreet Singh

Who do we recruit? We want to recruit from Middle America, which are married 
people with kids who own homes and are working. 

We want to recruit working people because it takes time to build a business. We 
don’t want people to quit because they’re not making income. 

When you are recruiting, you want to ask some great questions like, “Oh, did you 
like this information? Do you think we should share it with other people? Do you 
think it would be beneficial to your friends and family? By the way, who do you 
know? Oh, your brother, sister, mother, father, or neighbor? Do you think they 
should be exposed to this information?” if that person says, “Absolutely!” then 
those are the people you want to recruit.

The best way to help your new recruit build the business is through their natural 
market. Most people know 2,000 people, which includes their phone and social 
media.  However, they just can’t think of those 2,000 people right away, so we 
have to start small and say, “Okay, let’s list your best friend, brother, sister, 
mother, and neighbor. Who did you see yesterday? Who did you have lunch with 
today? Oh, you have kids? Who do they play with? Who came over to your house 
on Thanksgiving?”

All of a sudden they see the possibilities.  They say, “I had no idea I knew all 
these people?”

Primerica representatives’ online activities are subject to Primerica’s social media policy, which can be found in 
Section 13.5 of the Advertising Handbook on POL. 

Remember that under our current policies, Primerica representatives are prohibited from engaging in business-
related activities on any social networking Web site. More information on Primerica’s internet guidelines can be 
found in Section 13 of the Advertising Handbook on POL. 
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NSD Gurpreet Singh

When people say, “I’m not like you, I don’t want to be in sales.” I tell them, 
“Listen, we’re not in sales, we’re educators. We want to educate people and 
we’re going to train you how to run this business. After we train you, you’re 
going to understand a little more. We want to help people because that’s what 
people are looking for right now.”

While you’re prospecting you want to always be excited because 90 percent of 
winning is enthusiasm! 

You want to be excited about the possibilities and expectations. When I go to an 
appointment, I visualize this person knows 10 people, and that person knows 10 
people and all of a sudden, a month later, now I have 1,000 people.

When you go to married people, get two lists – because the husband and wife 
have different people on their list. All of a sudden, you have two Top 25 name lists.

Who Do You Know? What Do We Do?
• The Best Leader, Manager, Friend • We Show People How To Make and Save Money

• The Most Successful Salesperson, Teacher, Coach • How Do You Feel About Making Money

• The Most Enthusiastic, Ambitious, Money Motivated • How Do You Feel About Saving Money
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Who Do You Know? What Do We Do?
• The Best Leader, Manager, Friend • We Show People How To Make and Save Money

• The Most Successful Salesperson, Teacher, Coach • How Do You Feel About Making Money

• The Most Enthusiastic, Ambitious, Money Motivated • How Do You Feel About Saving Money
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Can you imagine the possibility if those 50 people give us 10 names each? The 
possibilities are endless! So, don’t worry about not knowing enough people.

Husband’s  
Top 25 Names + Wife’s  

Top 25 Names
= 50 
Names
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WHO WE RECRUIT
NSD Gurpreet Singh

When I started, I had one person on my list. From there I helped build referrals 
and now I have 10,000 referrals. Of course it takes time, so don’t think it’s  
going to happen overnight. Talk to everybody. You’re one recruit away from  
an explosion. 

You don’t know who people know and you don’t know the heart of a champion 
or what’s inside of people. I think people want to be a part of something bigger 
than themselves.

Don’t forget, 53 percent of the new people in Primerica are women, and 25 per-
cent are Hispanic, but that doesn’t mean because they’re not women and they’re 
not Hispanic, we’re not going to recruit them. We’re going to recruit everyone. 

We’re going to talk to the world. We’re going to talk to community leaders, 
pastors and teachers.  We’re going to talk to the moms, dads, grandfathers and 
grandmothers, all of which are leaders and influential in their family. 

You don’t know the heart of a champion.

 

Remember to check Primerica’s Telephone Solicitation Policies in Section 14 (U.S.) or Section 7 (Canada) of the 
advertising handbook on POL before placing any calls for your business.

All telephone calls you place including calls that you place in response to a text that you sent or received 
continue to be subject to Primerica’s Telephone Solicitation Policy.

In striving to provide an equal business opportunity to representatives, Primerica does not discriminate on the 
basis of race, color, religion, sex or national origin.
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NSD Gurpreet Singh

This business is not built in a day. You have to take action steps daily. Just like a 
shoe store checks their inventory on shoes, you need to check your inventory – 
which is names. Once you have good inventory, you can build a massive business. 
You can recruit the world because the world is waiting for this information. 
Nobody has shared it with them. 

When I joined the business, I didn’t know the Rule of 72. I said, “Wow, this is 
great information,” It blew me away. 

What types of markets are out there? There’s the warm market, natural market, 
lukewarm market and hot market.

Your hot market is people you talk to every day. You want to talk to those people 
because they’re waiting for us to show up and they’re looking for extra income. 
Remember the first part of our mission is to help people earn money. Yes, the 
insurance is good, the investments are good, but building a business is forever. 

Don’t forget anybody on your list. Go back to your phone, all the phones your 
family has and your old list.  Never throw away a list. When you meet your new 
recruit, make sure to keep their list – give them a copy and keep a copy. Update 
the list to have names daily.

The Primerica business opportunity involves the sale of term life insurance and mutual funds, as well as 
offering other financial services products and services such as debt consolidation loan referrals. Primerica 
Representatives are individuals who have signed an Independent Business Application (“IBA”) and who have 
been approved to become a member of Primerica’s sales force. Primerica Representatives are independent 
contractors, and are not employees of Primerica Companies, or its parent company Primerica, Inc.
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Learning Activity

Write the names of 10 people with whom you’d like to make a connection. 

1.

2.

3.

4.

5.

6.

7.

8.

9.

10.
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HOW WE RECRUIT
SVP Mario Arrizon 

One of the biggest tips I can give is to always share your personal story. People 
need to feel your heart before you tell them anything about the company. Your 
personal story is powerful.  Spend two or three minutes sharing your personal 
story, then continue with the presentation.

The second step is to make money fast so you can build a team fast.  Even 
earning $50 from an auto policy referral is a big deal. 

Ask your potential recruit, “How many people do you know that make $50 in 
one hour? Well, not many. Look, it didn’t even take me one hour to make $50.   
I spent 10 or 15 minutes and just passed the phone.” You need to understand 
that showing proof helps you recruit people. 

Primerica is a place for a different kind of person. It’s a place for someone who 
wants to be somebody. The only time I was recognized is when I did something 
bad, but Primerica makes you feel unbelievable. 

You must create an office environment that makes people want to keep coming 
back.  It should be a place where people feel better there than anywhere else. 
If you create this type of environment, your people are going to want to bring 
their best friends, family, spouse and kids, because they want them to feel great 
also. Creating that type of environment is very powerful.

Primerica Secure is not available in all jurisdictions. Check POL for product availability. 

Primerica representatives are independent contractors and are not employees of Primerica.
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HOW WE RECRUIT
SVP Mario Arrizon 

Once you get a new recruit involved in the business, it’s important to put armor 
on that person. Navy Seals are some of the toughest people in this world. They 
go through brutal training and they don’t give up.  Then, they join Primerica  
and with the first shot of negativity they’re gone because we didn’t put armor 
on them. 

Imagine if you were building an army, but you gave them no equipment and  
no armor. The first time they go to war, the first shot of negativity is going  
to kill them. It’s a war out there in this world. There is so much negativity;  
it’s unbelievable. 

You need to understand that Primerica is huge. We’re on the New York Stock 
Exchange. We’re part of the most regulated industry in the world, but your 
broke friend or family member found something negative about us.

In the U.S., we have an A+ rating with the Better Business Bureau (BBB). 
The BBB could not find anything wrong with us, but someone on Google did. 
Exercise caution on who you’re listening to about Primerica. 

Imagine you want to become a successful doctor. Are you going to take advice 
from someone who tried to be a doctor and quit? Of course not. Then why 
would you do that with Primerica? Why would you consult with people that tried 
and then quit? If I want to be a successful doctor, I’m going to get tips from a 
successful doctor. 

Use company-approved materials to show credibility.
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HOW WE RECRUIT
SVP Mario Arrizon 

If you want to become successful in Primerica, take tips from your RVP and 
other successful people in the business. You need to understand there are 
people who are going to try to find ways to discourage you. 

You need to explain to your new recruits that Primerica is a vehicle for 
achieving success. On your journey to becoming successful, you’re going to see 
relatives and acquaintances on the road telling you, “Hey, I have a dead battery, 
can you charge my battery with your brand new battery?”

If you charge their dead battery with your new battery, what is going to start 
happening? It’s only a matter of time before your battery gets drained. And, let’s 
face it, you aren’t going anywhere with a dead battery.  

In short, you should avoid hanging around with battery-drainers.  Those people 
are going to keep you in your current situation permanently – if you let them. 

You have to sell the crusade to your people. What Primerica does is 
unbelievable.   My mother and father worked so hard. They were scratching 
pennies to make ends meet, but they were putting money away into their 
insurance policy because the insurance agent told them it was an investment, it 
was something for their retirement and it was money for our college. Can you 
believe that? 

In the beginning I did not think Primerica was for me. When I found out my 
parents had been taken advantage of for 15 years, I got mad! Then, I thought, 
“Even if this is not for me, I’m going to make this for me. How many of my 
friends and family members are being taken advantage of because no one’s 
talking to them?” That moved me like you wouldn’t believe. 
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You have to sell the crusade that we do what’s right 100 percent of the time. 
We’re here to make a difference. People want to feel like they’re a part of 
something great. And with Primerica, they are. We’re changing this world.  

Focus on recruiting and building a big organization.  Remember, it all starts with 
you.  By recruiting one or two first generation recruits and then helping them 
get three, four, six or ten people on their team, and then repeating the process, 
you can have a dream life in this business. It’s so worth it to win.

Growing up, I wasn’t the best big brother or son. As a matter of fact, everything 
you can point at for why I was not supposed to be successful was there. I grew 
up really poor and my parents separated when I was five years old.  I could have 
pointed the finger and blamed all those other things for why I was not going 
to be successful.  But every time I pointed the finger, there were three fingers 
pointing back at me. 

You have to take responsibility for where you are at in life, and Primerica gives 
you a shot. Primerica doesn’t care about your past, your grades or the people 
you hung around. Instead, Primerica says, “Hey, press this reset button and we 
are going to give you a shot.”
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SVP Mario Arrizon 

Steps for Success at Primerica 

1.  Show Up

Show up when you don’t feel like showing up – that’s when you really need to 
show up. And when you’re winning, guess what? Now the meeting needs you to 
show up because you’re going to inspire others. 

2.  Apply What You’ve Learned

Show up and don’t act like a seal by clapping for everybody. Instead, you have 
to take notes, get better and apply what you have learned to your business and 
your life immediately. 

3.  Take Massive Action 

They say knowledge is power.  This is not true. Applied knowledge is power. 
Nothing matters if you don’t take massive action. If you show up, you get better 
and you take massive action, there’s nothing that can stop you from succeeding 
at Primerica. 
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Let me tell you that it feels so good to have my parents, brothers and sisters 
look at me like I am their hero. All I did was follow the system and focused on 
recruiting. I just recruited people and gave everyone a shot. 

I have that childlike enthusiasm about having hope. I can’t describe the feeling. 
My stepdad is in construction, so when it rains he can’t work.  My mom tells me, 
“Hey, son, it’s raining and it’s kind of tough with the bills because your stepdad, 
he ‘ain’t’ working right now.” Do you know how good it feels to say, “Mom, here 
you go, here’s three months of your mortgage,” and just give her a check? And 
she says, “Are you sure? That’s a lot of money.” Then she still puts the check in 
her pocket. Do you know that feeling? 

In these moments, the challenges and negativity became so small.  As a matter 
of fact, I get mad at myself and ask myself, “Why didn’t I recruit more? Why 
didn’t I stay focused on recruiting even more? Why didn’t I get it done faster?” 

It all starts by having a recruiting mindset. Recruiting is the lifeblood of your 
business. You have to be a massive recruiter. You must say to yourself, “I am a 
recruiting machine!” By doing that, you can live that dream life. 



FOR INTERNAL USE ONLY. NOT TO BE USED WITH, OR DISTRIBUTED TO, THE PUBLIC.

43

HOW WE RECRUIT
SVP Mario Arrizon 

Learning Activity

To prepare yourself for negative comments, find and list three company-
approved facts about Primerica.  

1.

2.

3.
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WHEN DO WE RECRUIT
SVP Glen Li 

My topic is when do we recruit? I say this all the time, when do we not recruit? 
I think that’s the real question. If you really take a look, every man, woman and 
child has a flashing sign on their chest that says make me feel special, make me 
feel good. 

The challenge is, in today’s cool age, where everybody wants to seem like they 
have it going on, people aren’t going to come up to you and say, “Could you 
recruit me?”  Like Bill Whittle says, everyone is wearing a social mask. But deep 
down inside, everybody wants to feel special and everybody wants to be a part 
of something special. 

Know Your Ratios

When we talk about recruiting, one of the first things we need to understand is 
know your ratios. Everyone’s ratios are a little bit different. I remember when I 
first came into this business and people said, “Okay, it’s how many people you 
talk to.”  I said to myself, “Wait a moment, how come the numbers aren’t working 
for me?” 

I started feeling like, maybe I’m not that good, but then I started realizing, 
maybe I should just work my ratios. There are different ratios in different 
markets.  When I first joined the business, I didn’t really have a big warm market 
because at that point, I didn’t have a good relationship with my parents and  
I didn’t have a lot of credibility with my market. 

Everyone wants to feel special.
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I had to go into the colder market to turn it into a warm market.  In the 
beginning, I didn’t understand how to turn that warm, but now that we’ve been 
in the business 14 years, we’ve mastered that part. We had to talk to a lot of 
people to get a few to show up and talk to even more people to bring a recruit 
into the business. So you’ve got to know your ratios. 

As you get better and become more successful in the business, your ratios are 
going to start changing because you’re going to be more confident. As you start 
making more money with the company, you’re going to have a certain presence. 
Things are going to change. 

Recruit in Warm & Natural Markets 

You don’t want to be a secret agent. When people look at you, you want them 
to know you’re part of Primerica. What I mean is, anytime you get involved in a 
business, you want to make sure you advertise yourself. Advertisement in our 
business is talking to people and getting referrals. 

When we came into Primerica, sometimes we talked to certain people and they 
told us no and said things like, “Oh, I’ve heard about that before,” Since we’re 
not used to that rejection prior to Primerica, we do not think it works. The goal 
is to talk to everybody. You’re going to have people in your life that are going to 
start avoiding you and start saying things.

Introduce People to Your RVP

When you’re brand new, you may not have the credibility and you tend to talk 
too much. The more you say, the more questions people have and when you’re 
new in the business, you don’t know how to answer those questions.
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SVP Glen Li 

One of the things you want to do is introduce people to the leader in your office 
(your Regional Vice President). All you want to do is get good at introducing, 
watching and learning. Then you’re going to get better. You may not have 
credibility, but your RVP may have credibility and knows how to answer 
questions.

The Correlation Between Recruits & Clients 

I remember when I first joined this business, I heard Franco Greco say when he 
was new, he thought about recruiting and clients being in two different buckets 
and there was no connection between the two. And I was almost the same way. 
I’d say, “Who do I recruit and who do I make a client?” Then, I realized a recruit 
will become a client and a client will become a recruit. It’s about how you take 
inventory in this business. 

Qualifying Prospects 

Anytime we bring a new person into the business or we do an inventory list for 
ourselves, we talk about the 4 – 5 pointers and then the 0 – 3 pointers. Four to 
five pointers are people we want to see and set up kitchen table appointments 
with. And, with some exceptions, we invite the 0 – 3 pointers to the office or for 
coffee or lunch. I’ve always heard your best recruit is a client because they’re 
sold on the business.
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What is Your Intention at the Kitchen Table?   
The Client or the Recruit?

Let me ask you a question. What is your intention when you’re at the kitchen 
table? If your intention is to make a sale, then obviously, what we do makes 
so much sense that you are going to get clients. But you are only going to get 
recruits by chance. 

Recruiting at the Kitchen Table

But if your intention is to go in there looking for good people to come aboard 
with you to be part of your business, a recruiting and building mindset, you’re 
always going to get the client as the byproduct because what we do always 
makes sense. So here are two different ways that we talk to our team about how 
to recruit at the kitchen table.

1.  Shortfall 

I’ve always heard Hector La Marque talk about the shortfall. Every one of your 
clients has goals in life. Whether it’s “I want to put my kids through college” or 
“I want to retire early” or “I want to retire at all” or “I want to get out of debt.” 
Everybody has goals. 

So when we put together the Financial Needs Analysis for our clients it’s going 
to identify certain shortfalls. Let’s just say hypothetically they need $2,000 a 
month to fund all of their goals. And let’s say we can only help them free up 
about $500 a month. There’s a $1,500 shortfall. 
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We would say to the client, “You can either raise your income to match your goals 
and dreams or lower your goals and dreams to match your income. What would 
you rather do? So if we can show you how to make an additional – a possible 
$2,000 to $3,000 a month without jeopardizing your full-time job, would that be 
of interest to you?” That’s one way to recruit over the kitchen table.

2.  Referrals 

When we sit down with a client, we average getting anywhere from 10 to 15 
referrals. Let’s say I’m training James, and as I’m getting the referrals, I say, 
“John and Mary, let me ask you a question. Would you agree with me that we 
helped you, that we provided value to you?” And then John and Mary says, ‘Of 
course, otherwise why would we do business with you?”  

Then I say, “So let’s say we offer you value. You see, all these referrals you gave 
us are people we can go see and provide the same value we gave you. Now, if 
we sit down with these people and let’s say hypothetically we could make a few 
hundred, a few thousand, or tens of thousands of dollars.”

The cash flows stated are not intended to demonstrate the earnings of typical RVPs/representatives. Rather, 
the cash flows that have been cited reflect the potential that comes with building your business, and there is no 
guarantee that you will achieve any specific cash flow level. Most RVPs/representatives do not achieve the levels 
illustrated. From January 1 through December 31, 2012, Primerica paid a total of $509,227,049 in compensation 
to its sales force, at an average of $5,513 per life licensed representative. Actual gross cash flow is, among 
other factors, dependent upon the size and scale of a representative’s organization, the number of sales and 
the override spread on each sale, and the ability and efforts of a representative and their downlines. Having 
said this, Primerica provides an opportunity for individuals who work hard to develop a business with unlimited 
income potential.  

Remember to check Primerica’s Telephone Solicitation Policies in Section 14 (U.S.) or Section 7 (Canada) of the 
advertising handbook on POL before placing any calls for your business.

All telephone calls you place including calls that you place in response to a text that you sent or received 
continue to be subject to Primerica’s Telephone Solicitation Policy.

Primerica representatives earn income through the sale of products. Representatives are not paid to recruit.
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“These people (referrals) can lead us to that. James and I can sit down with 
them, help them out and we can make that income, or you can come with us. We 
know the situation that you’re in. You can come with us and we can make the 
income together. What would you want to do?” 

Most of the time the client’s going to say, “Yes. Of course I want to make that 
extra income.”

So let me ask you a question, what is your intention at the kitchen table? Is it 
just the client or is it building a team and having that client become part of your 
team and leading to more clients. 

Recruiting 0 – 3 Pointers 

The one-on-one meeting with 0 – 3 pointers (at the office, for coffee or  lunch) 
is a way for us to explain the business to them. The 0 – 3 pointer is generally 
a recruit first and becomes a client down the road, if there’s a need. I’m a big 
believer that you’ve got to practice what you preach.  You’ve got to be a product 
of the product. 

Recruits are not required to purchase any of the Primerica products of services to become a Primerica 
representative.

The Primerica part-time opportunity is not available in parts of Canada, and where available is subject to 
certain restrictions. 
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You don’t know how many times we sit across the kitchen table from a client 
and they would say, “Glen, what do you have? I know you’re explaining this, but 
what do you have?” I show them my investment statements and my policy. I 
want them to understand that I believe in what I do. There’s a better chance of 
them becoming a client. But you can’t say, “Man, I don’t have anything. I don’t 
have any investments, I don’t need life insurance, but I believe you need it.” 
That’s hypocritical.

Always Recruit 

Recruiting is not a part-time thing. You could be part-time in Primerica, but a 
recruiting mindset, a builder’s mindset has to be 24/7. It’s not something that 
you say, “Man, I finished my recruiting for today. It’s 9 o’clock today, I’m going to 
turn off my recruiting mindset.” instead, it’s something you continue to do. 

When you’re out and about at a restaurant, what do you say to somebody? 
I always tell our guys to just pick up a name and number. You don’t need to 
explain everything right there. It’s a two-minute conversation you have with 
somebody. “Are you open to explore different options? I can’t promise you 
anything, but here’s my name and number, how do I reach you?” 

Most people out there are hurting. Most people want a different lifestyle and 
if they’re not hurting financially, they’re hurting from lack of freedom. The 
more you make in corporate America, the more you tend to work and the more 
responsibilities you tend to have. 
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I don’t want to be one of these people that bothered other people, but when I 
saw my upline Keith Otto talk to somebody, he got a name and number and it 
was almost nonchalant.

As you’re going out, you want to pick up names and numbers. If you’re buying 
something, make sure you have the person’s name and number that you bought 
something from on the back of that receipt. 

When we first joined this business, we didn’t have a lot of money. I would go to 
different stores to buy a pack of 25 cent gum and would get a name and number 
from everybody. If I got four packs of gum, I spent a dollar, but I would have four 
different names and numbers. You have to work the numbers. 

Timing is everything. I have a great example of a guy in our office that was part 
of our base shop. We joined at the end of 1999 and my friend George joined at 
that time, but left the business after a couple of months. 

I would constantly talk to him as our life started progressing and we started 
to see more success, I would give him a phone call and say, “Hey listen, let me 
ask you a question, which car is better? Which area would be better to buy  
a home?” 
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I would always ask questions to keep him curious. Eventually, three years 
ago we recruited him back into the business and he’s one of our top Regional 
Leaders today. 

So in wrapping up, everybody wants to be somebody. The goal is to 
communicate what we do, so you cannot turn it off. If they knew what you 
knew, they would do what you do. Every time you get together you always 
talk about business, but what is your mindset? It may not be the right time 
yet, but one day it will, so keep following up with people.
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Learning Activity

List three places you plan to recruit next week.

1.

2.

3.
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Let’s talk about making a connection with our new recruits, the people we’re 
going into business with and want to have on our team.  I’m going to give 
you everything that Kate and I do in our business, and hopefully it makes a 
significant difference to you. 

You got someone to say yes. You got them to come to the overview or you 
met with them one-on-one. Now, they’re probably excited.  But let’s face it; 
some people are skeptically excited. They’re checking us out as much as 
we’re checking them out.  We want to make sure we’re giving them a great 
opportunity and we are going to make a great connection. 

One of the ways you can make a connection is by having the fundamental belief 
that you are a recruiter and a relationship-builder. This was one of my biggest 
challenges when I got started in the business. I had never done anything like this 
before. I had never made a connection to people. I’d never gone out of my way 
to get people to want to be around me, my environment and our business. It just 
was not my background and was totally foreign to me.  

See Yourself as a Leader 

One of the things you’ve got to do is really believe you can do this!  You need 
to see yourself as the leader, and you’re showing your new recruit the business. 
For them to win, there is going to be things that you do and things that they do.  
There is a back-and-forth that occurs.  So believing that you have the ability to 
do this is so important.  
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Make a Welcome Call to New Recruits

Your recruits want you to tell them they’re good enough. We’ve always been 
told to imagine a big flashing sign on their chest that says, “I want to be 
somebody, say something good to me.”

Just after someone gets started with us, Kate and I make a quick outbound 
call just to say, “Hey, we wanted to touch base with you and welcome you to 
our team. I noticed that we are getting back together on  _________ (then 
briefly chit-chat) Hey, if you have any questions, give me a call. Here’s my cell 
phone number.”

I’ve had people ask, “You give out your cell phone number?” Well, of course I 
do!  Everybody has that mode of communication.  I want to hear their voice and 
I want them to hear my voice many, many times.  We want to make contact with 
new recruits constantly. And, we want them to hear our voices saying things 
and bragging on what they’re doing right, not pointing out what they’re doing 
wrong.  (Let’s face it, we all do most things wrong when we get started.) But we 
want to focus on what they’re doing right and build them up around that, so we 
make that welcome call.

In our opinion, text and email will not have nearly the impression that a phone 
call does. If you text somebody, “Hey, looking forward to seeing you next Friday,” 
that is completely different than you stop what you are doing, pick up the phone 
and give them a buzz. 

Even if you get voicemail, they hear it in your voice, and this makes people feel 
important when they know you’re taking the time to call. 
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One of the things I think new people are worried about is, now that they’ve 
signed up, is that it? Did you kind of get what you want by them signing up? 
We have really worked hard at going in the opposite direction, to not confirm 
those suspicions. So that outbound call is super clutch.  It’s going to make a big 
difference to you. It’s not to add things that need to get done. It ‘s just, “Hey, 
glad that you got started, looking forward to working together, see you next 
Friday at 7 o’clock, I look forward to seeing you then.” That’s it. 
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Be Genuinely Interested 

If you reach them on the phone, you might ask how their day or job is going.  If 
they bring up their family, you have to be genuinely interested. 

Being sincerely interested was another challenge I had. From my background, I 
wasn’t sincerely interested in what people had going on in their lives. Instead, I 
had a task to perform in my job as a mechanic and that was it. I was not trying 
to engage them.  

In our business, I had to learn people need to feel  as though we’re genuinely 
interested. And listen, they can’t just feel we’re genuinely interested we have to 
be genuinely interested in what they have going on.

To take a genuine interest in their life, you could find common ground, but I 
think that’s taking the easy way. If I have a three-year-old and you have a three-
year-old, that’s taking the easy way. 

Maybe they ski, but I don’t. I would start asking them about skiing, how they got 
into skiing and if they took lessons. Some of the things I’m going to bring up 
later with them in training and helping them go through the system are lessons 
they told me they learned in skiing. 

They’re going to tell me things like they struggled with stopping. Then they got 
a coach, took a couple lessons and they fell, but got up again.  That’s going to 
become some of the friendship recruiting that I ‘m going to use with them. 

I’m going to be their leader, I am trying to get into their life, because I know 
that’s going to give them the best chance to win, and we’re here to build a team 
of productive people. So be genuinely interested. 
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Make People Feel Heard 

When you make that outbound call and they say, “Yeah, as a matter of fact 
Friday is not going to work because I’m going to the soccer meeting in town.” 
I am going to put that information into my phone and then call Friday evening 
about the next upcoming event.  I’m going to work into the conversation, “Hey, 
how did the soccer meeting go?’  I am going to take a genuine interest in their 
life so they feel heard. 

We all want to feel heard and we all want to feel important. We all want to feel 
we matter and that we’ve been noticed particularly if we’re in an environment 
like this where there’s always a few people around. People want to know they’re 
a standout person to you and your business – you can create that. 

For years I thought, “Who the heck wants to hear from me? That’s crazy, they’re 
going to either do it or not do it.”  People will rise and develop faster when the 
leader or the trainer takes a genuine interest in them.

One thing we try to do for licensing is to meet them at their class. We try to log 
time when they’re studying. We’re obviously going to do appointments and the 
mechanical parts of the business, but I’m talking to you today about making a 
connection. So we’re going to log time doing things that aren’t necessarily the 
8-5-3-1s of the business.  

We all want to feel heard. We all want to feel important.  
We all want to feel we matter and that we’ve been noticed.
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I’m going to help them study for their licenses. If they’re having trouble with 
annuities, I’m going to give them some definitions or maybe I will print flash 
cards. I’m going to try to go above and beyond in every way possible. I’m going 
to under-promise and over-deliver. 

I’m not going to tell them that I’m going to bring the flash cards. I’m going to 
make a mental note and say, “You know what? I’m going to make those flash 
cards and give them to that person the next time I see them.” This makes a 
giant difference. People feel heard. They want to be around us more when they 
feel like they have a place. 
 

Notice Unique Things about People 

Notice unique things about the person.  This is harder when they’re not like you.  
In my first few years in the business, I looked around one day and said, “Wow, 
everybody in our office is just like us.”  So we had to learn to get outside of that 
box and notice specific things about people. 

For instance, I’m not terribly organized; I’m sort of okay organized. But if 
someone were super-organized, it would be my conditioning before Primerica to 
say something like, “For the time you spend organizing, you could have…” But 
you know what? That’s not going to build them up. That’s going to create a point 
of contention for us. 

Now, I say, “Man, how do you do that? Tell me about how you are so organized. 
It’s so impressive how organized you are.” It’s very important you try to make 
a conscious effort to notice things when they’re not like you. This is how you’re 
going to have larger business. They’re going to feel that connection to the 
business, the office and maybe the entire company through you. 
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Be Kind

Another thing Kate and I always talk about is, just be kind to other people. If you 
know someone ran late to the office for an appointment ask, “Hey, is everything 
okay? I was worried something came up.” And even if it they overslept (and you 
want to be like, “Buddy, you overslept?”), you just say, “You know what, it happens 
to everybody, We’ll have a little less time, but let’s get started.” Be the person 
that’s going to be different from anybody else they’ve ever met or been around.  

The amount of time you put into making contact and logging time with people 
is what really builds that fiber. It’s like the tendons around the muscles. It really 
holds it in place. It really keeps them engaged, because people will walk out the 
door on a boss, business or a job, but they really won’t walk out on someone 
who’s taken a specific interest in their success.

Build Up People 

One of the things we do when people fail the test is send a note that says, 
“Sorry you missed the test. You know what? The test isn’t a measure of 
intelligence; you just need to be able to pass that thing.” Then, I attach a copy of 
my fail notice. 

We want to build them up. It’s about, “Hey, no big deal, you’re not alone, you’re 
not the only one. For most of us before Primerica, you do something your 
boss didn’t want you to do and they say, “What is it, your first day at work 
or something? You didn’t know that you weren’t supposed to do that?” It’s 
important that you build them up. Make sure you’re going out of your way to 
make them feel not alone.
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That is tough if you feel alone. If you’re feeling alone right now, the best 
solution is to muster up some courage and pour into other people. There’s 
nothing more motivating than making 5 or 10 outbound calls to people on your 
team and asking how it’s going and telling them why they’re going to win and 
why you believe they can do it here. I’m telling you, it helps you for sure, but 
you have to make a conscious decision and say, “I’m going to make sure they 
don’t feel alone, particularly if I’m feeling alone right now.” You might not get 
out of this without feeling alone several times along your journey, just as  
we haven’t.  

Spend Time with Your People 

I think you have to spend individual and group time with people. You need to 
spend time doing things inside and outside of the business. There’s a group of 
us that go trick-or-treating with our kids. That’s not business and they’re not 
asking us questions, we’re just trick-or-treating. We’re just in a group and we all 
share. When you make memories, you build bonds.

If you think about the best memories you have, they’re usually surrounded by 
people or groups of people that pull you together. Whether it’s your family, your 
high school football team or whatever, there was a group of people that say, 
“Oh, remember that time and remember that time?”  

When you make memories, you build bonds.
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We know there’s an hourglass turned over when people get started in Primerica. 
We have to pack in as many of those, “Remember that time? Remember how 
fun that was? Remember when you did this? Remember when you did that?”  
as possible. If you make a connection with them and build bonds, they’re going 
to stay here a long time. 

When you are making the next connection, give 100 percent. Give them 
everything you’ve got. Look for ways to make them feel important. Be you. 
Know that you’re good enough. Be genuine. Find something about them that’s 
nothing like you and ask them to tell you about it. Don’t just take the easy way. 
Make sure that you stay with them and stay with them and you both will get 
exactly where you want to go.
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Learning Activity 

Write your five greatest strengths as a recruiter.

1.

2.

3.

4.

5.
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Learning Activity 

List three things you could improve to help you become a better recruiter. 

1.

2.

3.

Share this information with your upline or trainer to develop a plan to help you 
become a better recruiter. 
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You have to treat people special. You have to make them feel special. I believe that 
love, at the end of the day, will conquer all. I know this may sound silly, but it’s one 
of my secrets. You have to treat people special. When they walk within a three-foot 
radius of you and when they leave that three-foot radius, they have to feel better 
about themselves. This one little secret will keep people coming back. You have to be 
genuine and they have to know that you truly care. When you love on your people, 
they will come back.

SNSD Alex Makanvand

Following up with your new recruits is critical to your success. The guy that recruited 
me wouldn’t shut up for four months straight. He was just hammering me over and 
over, come to this meeting, come to that meeting. He never forgot about me. Well, 
thank God he never forgot about me. He was great at following up. So bottom-line, 
one of the tips that I want to give you on following up is have a system. Have lists for 
all types of areas of the business. I have lists for new prospects and new recruits. I 
have a list for clients that I need to follow up on, clients that maybe I didn’t sell yet, 
but I need to get back in there and sell. So I have lists for everything. With today’s 
technology, getting organized is easier than ever. So you could put this information in 
your cell phone, and have them categorized so you’re always organized. Organization 
is essential to building a successful business. Get organized, have lists for everything 
and get on the road to building a world-class Primerica business.

NSD Daniel Alonzo

Stay plugged in, stay excited, stay around the environment and you’ll always be on 
your game. When that newest person comes in, you can teach them to do what you do. 

NSD Bob Graham
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Recruit to help people. Have pure motives. You’re not recruiting someone to get an 
override and you’re not recruiting someone to get recognition. You’re recruiting 
someone because that is the way they can change their life. People are going to feel 
that you’re trying to help them and you’re trying to make a difference in their life. 
They are going to sense your motives. There’s power in pure motives that gives s\
power to your communication. You recruit them to benefit them because Primerica is 
the way that they can change their life.

SNSD Jim Kocher

Here’s a recruiting tip. When you recruit, recruit with the confidence of knowing that 
we have the best business opportunity that exists in North America. So guess what? 
You don’t have to beg anyone. You’re looking for people that are looking for you. So 
when you recruit, have confidence and understand they are not doing you a favor. 
In fact, you are doing them a favor by giving them the opportunity to join our great 
company, to join your team, and to work with you. So have confidence, don’t beg and 
go recruit the world.

SVP Rene Turner

The Primerica business opportunity involves the sale of term life insurance and mutual funds, as well as 
offering other financial services products and services such as debt consolidation loan referrals. Primerica 
Representatives are individuals who have signed an Independent Business Application (“IBA”) and who have 
been approved to become a member of Primerica’s sales force. Primerica Representatives are independent 
contractors, and are not employees of Primerica Companies, or its parent company Primerica, Inc.

Remember to check Primerica’s Telephone Solicitation Policies in Section 14 (U.S.) or Section 7 (Canada) of the 
advertising handbook on POL before placing any calls for your business.

All telephone calls you place including calls that you place in response to a text that you sent or received 
continue to be subject to Primerica’s Telephone Solicitation Policy.

Primerica representatives are independent contractors and are not employees of Primerica.
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Here’s another recruiting tip. One of the things that really helped me to explode my 
recruiting was, I had to increase my belief about the company, the services and the 
products.  I also had to increase my belief about myself. So those are the three aspects 
of belief I worked on to help me become a better recruiter. Do whatever you need to 
do to make sure you understand what you’re involved with and how it works. Because 
the more you believe in something, the easier it is for you to share and be genuine. 

NSD Joe Tansey

My recruiting tip is simply to not back away from it. We cannot shy away from 
recruiting. It’s a natural thing. If you think about it, all great companies recruit. When 
I was working as a food server in a restaurant, I recruited people to my job and I got 
recruited. In fact, there was a bank across the street and one of the managers was 
trying to recruit away one of our managers. So recruiting is a natural thing. And I think 
that we need to be confident about it when we are talking to people and feel great 
about what we do and just say, “I am a recruiter. That’s what we do.” 

RVP Tanya Searcy

Here’s a recruiting tip. Become a professional friend maker. This was hard for me in 
the beginning because I was not used to talking to and meeting people. But people 
like people who are interested in them. So if you can connect with a person and be 
genuinely interested in them, in return, they are going to be interested in you. So 
become a professional friend maker wherever you go. 

RVP David Katan
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One thing that we do with our new recruits is we ask them, “Who are your flat tire 
people?” And what I mean by that is, let’s say you’re out at 12 o’clock at night and you 
get a flat tire, you don’t have a spare and AAA isn’t working.  Who would be the first 
person you know that you can call to help you? Whoever that person is, it might be 
your brother; that’s the very first person, we go see. You know what’s so funny when 
you do set up that appointment? Your brother thinks he’s doing you a favor, you think 
your brother’s doing you a favor, but really, we are doing your brother a favor. Once we 
get there and we show him how to free up money, get the right type of insurance and 
invest for his future, he’s going to be so grateful and thankful, we are going to get you 
so many referrals, and that’s how you can start exploding your business.

SVP Mario Arrizon

To be a good recruiter, you have to understand that people won’t follow you, join you 
or get near you unless they have a reason.  So you have to be excited. Art Williams 
always said, “You know, nobody will follow a dull, disillusioned, dad-gum crybaby.”  
You must have a great attitude and you have to understand that recruiting is 
about relationships.  It is about getting to know somebody and being really good at 
creating friends. It’s not the words you say, it’s not how you say it and it’s not your 
ability to overcome concerns and objections. Instead, you have to build a relationship 
with people, create friends, get to know them and they have to see that you are real. 
Just be real with people, have good conversations and your success is assured as a 
great recruiter.

SNSD Guy Shashaty

Here’s a great recruiting tip for you, never pre-judge or prequalify anyone. Remember, 
you’re only one recruit away from an explosion!

RVP Rosa Bazin
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I always try to find out what the hot button is, or what the person wants. I ask, “What 
are your goals and dreams? Give me three goals. If income wasn’t an issue, what are 
three goals you have? Is it the house, car, kids? If you can get all three and you only 
could do one today, which one would it be?” And they say, “The house.” Then I say, 
“Why the house?” And they say, “Because I’m living in my Mama’s basement and I 
need to get out.” I ask, “You’d do the house before you do the car or the kids?” They 
say, “Absolutely”. So I want to find that hot button, because I can make sure I continue 
to use it towards helping them hit their goals. Always find out the hot button whenever 
you’re talking to people.

SNSD Mike Evans

Here’s a recruiting tip. One of the biggest reasons people join Primerica is because of 
them, it’s because of what they want out of Primerica. I think sometimes we miss the 
message in that we don’t find out enough about them in the recruiting process. The 
number one thing you’ve got to do is know why they would join you. Would it improve 
their life? What are they looking for? What do they need? 

You know, I’m the girl that had a $5,000 Visa bill and I saw Primerica as a way to make 
$500 a month and in 10 months totally pay off my Visa bill. So you need to do a little 
more question and answer and find out who you’re sitting with and what their goals 
and dreams are. Fill a void or a need they have in their life for additional money and 
you’re going to recruit more people onto your team. 

SVP Mary Hayes

Primerica representatives are independent contractors and are not employees of Primerica.

The cash flows stated are not intended to demonstrate the earnings of typical RVPs/representatives. Rather, 
the cash flows that have been cited reflect the potential that comes with building your business, and there is no 
guarantee that you will achieve any specific cash flow level. Most RVPs/representatives do not achieve the levels 
illustrated. From January 1 through December 31, 2012, Primerica paid a total of $509,227,049 in compensation 
to its sales force, at an average of $5,513 per life-licensed representative. Actual gross cash flow is, among 
other factors, dependent upon the size and scale of a representative’s organization, the number of sales and 
the override spread on each sale, and the ability and efforts of a representative and their downlines. Having 
said this, Primerica provides an opportunity for individuals who work hard to develop a business with unlimited 
income potential.  
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Hey guys, here is a recruiting tip. You want to go into every task you do with positive 
expectancy. One of the things you never want to do is feel like, “Man, I’m probably 
going to fail, I’m probably going to fail,” and then talk yourself into failing. You’ve got 
to have a positive expectancy that you are going to find the right person. Today is 
going to be like Christmas. Today I’m going to find somebody who’s going to be my 
future RVP. You want to go out there and get as many names and numbers as possible 
because you never know who’s going to be your next ace. Keith Otto says you’ve got 
to flip the cards until you find an ace. But you can’t turn a 2 of spades into an ace. So 
you’ve got to go through the numbers, but go out there and do it positively. 

SVP Glen Li

Once you get the IBA, I think it’s very important that you take the next step, which is 
making sure that you lock in the new recruit. As you build your business and recruit 
people, it’s important that you plug them in and get them off to a fast start. The 
best example I can give you would be like a piece of ice. If you take a piece out of the 
freezer and you let it sit too long, eventually the ice is going to melt away. Well, that 
same example happens to people when you recruit them in the business. If you’re not 
plugging them into your environment, Opp night, training or conference calls, they’re 
going to fade out. So as you recruit people remember, you have to lock them in. 

RVP Art Martinez

For representatives conducting business in Canada, the IBA fee is $103.95 and the monthly Primerica Online fee 
is $28.00 (including applicable taxes). New members of the Primerica sales force who have inquiries concerning 
an Independent Business Application (“IBA”) fee refund should refer to the Basic Agreement contained in the 
IBA. For additional IBA inquiries, send email to: canada_agencysupport@primerica.com

Primerica representatives are independent contractors and are not employees of Primerica.

The Primerica part-time opportunity is not available in parts of Canada, and where available is subject to 
certain restrictions.

mailto:%20canada_agencysupport@primerica.com
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If I were going to give you one tip on recruiting, I think that it starts and ends with 
having a daily prospecting game plan. I think you have to make a choice about the 
number of people you’re going to approach about our business. Maybe that number 
is three, five or ten – I don’t know what your number is going to be. You must have a 
number in your mind that you’re going to approach, contact and try to develop some 
interest level on a daily basis. 

The other thing I would tell you is make sure you contact these people right away. 
You’ve got to strike while the iron is hot. You create curiosity and it wanes quickly. 
Give them a quick call, that day. Here are some things you can say, “I’m going to call 
you this afternoon. What are you doing tonight? What time do you get off work?” 
Make sure you get a tentative follow-up. 

Then lastly, make sure you have a follow-up system. I don’t care what you use, whether 
it’s smoke signals or Excel. You must have a follow-up system, because timing is often 
off for many of us. Many of you might not have gotten started right away. It might 
have been a month or three or six months later. Some of you, two years after someone 
prospected or contacted you. So you have to make sure that you follow up. 

I suggest you ask them, “Hey, could I give you a call in three months? What about after 
the holidays? Hey, how about next year after New Year’s? Hey, how about in the spring 
when the kids go back to school? What about after Labor Day, after Halloween, after 
Christmas?” You have to keep pushing them forward, because very few people say no. 
They’re only saying not now. So prospect people daily, make sure you follow-up and do 
it quickly. I’m telling you, you’ll be a recruiting machine.

NSD Dan DeFeo
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When I’m focused on recruiting I think of three areas. The first area is obviously 
obtaining people because you can’t train someone if you don’t have them. I believe 
obtaining people comes from warm markets and other recruits and clients. 

The next stage is retaining them. To keep people in the business, you have to develop, 
train, and work with them. But you have to work with them where they are right now. 
I think people try to create people the way they’ve already been changed. I make a 
connection with people so I can retain them and say, “Hey, remember this is what 
we’re going to do. Let’s do the baby steps first. Let’s get the bonus; let’s get the first 
recruit. Don’t overwhelm yourself. Don’t think about the next step. Let’s think about 
this step.” 

And then obviously, influencing them. I think a mark of a great leader or recruiter is 
you’re able to influence people. You’re able to hold them accountable. That’s one area 
I don’t really have an issue with people because I think when I’m doing it, they want to 
do it too. So those three areas keep me focused on the right market and recruiting the 
right people.  All my RVPs I’ve developed had no markets, and I was able to teach them 
how to build markets through obtaining, retaining, and influencing.

NSD Gurpreet Singh

Remember to check Primerica’s Telephone Solicitation Policies in Section 14 (U.S.) or Section 7 (Canada) of the 
advertising handbook on POL before placing any calls for your business.

All telephone calls you place including calls that you place in response to a text that you sent or received 
continue to be subject to Primerica’s telephone Solicitation Policy.
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Here’s a recruiting tip. After you’ve done a great recruiting presentation, sometimes 
you’re thinking, “Well, how do I go ahead and close for the IBA, how do I ask for 
the $99?” So here’s an idea, “Joe, if I could show you how to get started in a great 
business for only $99 and we have an earn while you learn program that will allow 
you to earn a $300 bonus for successfully completing our training in the next 30 days, 
what would stop you from getting started in business with me today?”

SVP Rene Turner

Primerica representatives are independent contractors and are not employees of Primerica.

The cash flows stated are not intended to demonstrate the earnings of typical RVPs/representatives. Rather, 
the cash flows that have been cited reflect the potential that comes with building your business, and there is no 
guarantee that you will achieve any specific cash flow level. Most RVPs/representatives do not achieve the levels 
illustrated. From January 1 through December 31, 2012, Primerica paid a total of $509,227,049 in compensation 
to its sales force, at an average of $5,513 per life-licensed representative. Actual gross cash flow is, among 
other factors, dependent upon the size and scale of a representative’s organization, the number of sales and 
the override spread on each sale, and the ability and efforts of a representative and their downlines. Having 
said this, Primerica provides an opportunity for individuals who work hard to develop a business with unlimited 
income potential.  

For representatives conducting business in Canada, the IBA fee is $103.95 and the monthly Primerica Online fee 
is $28.00 (including applicable taxes). New members of the Primerica sales force who have inquiries concerning 
an Independent Business Application (“IBA”) fee refund should refer to the Basic Agreement contained in the 
IBA. For additional IBA inquiries, send email to: canada_agencysupport@primerica.com

The Primerica part-time opportunity is not available in parts of Canada, and where available is subject to 
certain restrictions.

mailto:%20canada_agencysupport@primerica.com
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I want to give you a couple of tips about recruiting. Number one, stay positive. You’ve 
got to understand that, you’re not going to sign up everybody. Everybody’s not going 
to want to get started right away, but you’ve got to stay positive and as you become a 
better recruiter, your numbers will grow.  Number two, don’t prejudge. Don’t say, “Well, 
they’ll be interested, they won’t be interested, I’m not going to talk to them, I am going 
to talk to them.” Listen, your job is to throw the seeds. You cannot determine which 
ones grow. So you just throw the seeds. Some will grow, some won’t, but you just 
keep throwing the seeds. Third, realize it’s a process. Just because you get somebody 
to sign an IBA, that doesn’t mean they’re locked into the business. It’s a process. So, 
recruiting is not just getting an IBA signed. Recruiting is the entire process of getting 
somebody engaged in our opportunity to getting somebody where they don’t want 
to be anyplace other than Primerica, whether that’s part-time or full-time. So, think 
about it from a recruiting standpoint. Stay positive, don’t prejudge people and realize 
that it’s a process that doesn’t end with just signing an IBA.

NSD Collis Temple 

When you’re recruiting, at the kitchen table, the office or wherever you are, make sure 
that you are recruiting that person for what they want, and not just what you want. 
Keep it in mind, keep it center, write down what they want to achieve with us. Our job 
is to help them get what they want. If you always put what they want first, I find that 
people are going to stick with you a lot longer and help you build a great team.

NSD Nikole Galanes

The Primerica part-time opportunity is not available in parts of Canada, and where available is subject to 
certain restrictions.

Primerica representatives are independent contractors and are not employees of Primerica.

For representatives conducting business in Canada, The IBA fee is $103.95 and the monthly Primerica Online fee 
is $28.00 (including applicable taxes). New members of the Primerica sales force who have inquiries concerning 
an Independent Business Application (“IBA”) fee refund should refer to the Basic Agreement contained in the 
IBA. For additional IBA inquiries, send email to: canada_agencysupport@primerica.com

mailto:%20canada_agencysupport@primerica.com
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In my opinion, the mark of a great recruiter is somebody that’s honest and direct. You’ve 
got to be honest and you’ve got to be direct. One of the things that I never did was 
oversell the Primerica opportunity.  We are an amazing company, we have an amazing 
opportunity and I don’t think we have to oversell it. I never begged anybody to join 
Primerica. I think if you show a sense of confidence, a sense of vision and some courage 
and determination, people want to follow you. They want to follow somebody they can 
believe in. So in my opinion, a mark of a great recruiter is somebody that’s confident, 
that knows where they’re going and ultimately has the determination to get it.

NSD Daniel Alonzo

A great recruiting tip is we are looking for people that are looking for us. You know, 
they say that 20 percent of the people do 80 percent of the work. We are looking for 
the 20 “percenters” that have a want-to inside of them. They want to be somebody. 
Since there’s no way of telling who the 20 “percenters” are from the outside, the only 
way to find out is to talk to everybody. So why don’t we? We’re afraid of rejection. A 
silly little two-letter word called No. When people say no to you, they’re not saying no 
to you, they’re not saying no because the company is not good and the opportunity is 
not good, they’re saying no because they’re not open.  They’re saying no because the 
timing’s not right for them.

Let me ask you a question. If I told you that you were going to have to talk to 100 
people and the first 90 of them were going to say no, but the last 10 are going to be 
your key people that are going to help you build a huge empire, that’s going to help 
you and your family earn millions and millions of dollars, how excited would you be for 
the first 90 to say no? You wouldn’t be upset and you wouldn’t be scared. You could 
go high-five, yeah, one down, 89 to go, wouldn’t you? So one of the things that I have 
found is the ”SW”: Some Will, Some Won’t, So What, Someone’s Waiting. So the next 
time you hear the word no, switch it in your mind to something positive. Instead,  
NO stands for Not Open, go for the Next One because the Next One is ready for  
the opportunity.

RVP Eve Meyer
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Always start with your personal story. When they feel your heart, when you tell them 
your personal story that changes everything. They see this is real and it’s not just 
about nickels and dimes here. Talk about how the crusade changed you and where 
you started. I always talk about where I started (I came from very humble beginnings) 
to where I am now. I show them if I can do it, they can do it too. They want to relate 
to you, they want to see this is real. It’s not just about Primerica. They don’t know 
Primerica, but they know you and they can feel your heart when you talk about your 
personal story. That’s what gets people involved.

SVP Mario Arrizon

Here’s a recruiting tip. You know when you’re going to close the IBA and you’re sitting 
with someone and they say, “But you know, I just don’t have the $99.” Well, bottom 
line is, they do have the $99 and what we have to realize is we just haven’t given 
enough value for what they’re going to get out of their $99 to come to Primerica. So 
you’ve got to make sure the $99 is not an issue to changing their life forever.

SVP Mary Hayes

Just be excited. When most people are not happy with their jobs, if they see that 
you’re happy and you’re excited in what you do, that’s going to get them interested. 
Having a positive energy is contagious, so it makes other people curious about what 
you’re doing.

RVP Seda Gabrielyan

Primerica representatives are independent contractors and are not employees of Primerica.

For representatives conducting business in Canada, The IBA fee is $103.95 and the monthly Primerica Online fee 
is $28.00 (including applicable taxes). New members of the Primerica sales force who have inquiries concerning 
an Independent Business Application (“IBA”) fee refund should refer to the Basic Agreement contained in the 
IBA. For additional IBA inquiries, send email to: canada_agencysupport@primerica.com

mailto:%20canada_agencysupport@primerica.com
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I love to prospect when I’m out and about. I am very good, and you are going to find 
that anybody that’s really good at the business gets really good at getting names and 
numbers. One of the biggest challenges with getting names and numbers is organizing 
them. Well, in the world today, our cell phones have fixed that forever. Let me give you 
an example.

Let’s say I’m at a restaurant or I meet somebody at a store or wherever I am talking 
to them, I say. “Let me ask you a question. Do you keep your options open when it 
comes to making more money?” When you ask that, people are going to say, “Well, 
yeah, doing what? “You’ve got to have a simple answer, whether it’s, “We show people 
how to make money, save money and get out of debt.”  Or, “You know all the financial 
challenges that families deal with today? We help fix those.” I’m going to ask, “Do 
you keep your options open? If you could make some money part-time with a flexible 
schedule, would you like to find out more about it?” And they say, “Well, yes.” That’s 
when I ask for their phone number. I put their phone number in my cell phone or I 
call them. I say, “I’m going to call you real quick, you’ll have my name and my phone 
number, and I’ll have yours, then we’ll touch base later today or tomorrow. We’ll set  
up a time to meet. I can’t promise you anything, but if there’s a mutual interest, 
we’ll take it from there.” Then I put their name in and under notes I write the words 
“recruit prospect”. 

Anytime I have a few minutes and I want to recruit somebody, all I have to do is go 
into my phone, type in the word recruit and every prospect I have pops up. I have little 
notes about where I met them and I start making my phone calls. So you want to keep 
track of all your names and numbers, under the notes section, put the words “recruit 
prospect” and you are always going to have your list with you at any given moment. 

SNSD Jon Lavin

The Primerica part-time opportunity is not available in parts of Canada, and where available is subject to 
certain restrictions. 
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Here’s a recruiting tip. Primerica is about leadership. One of the main things you 
need to learn as a leader is how to connect with people. Your new recruits are always 
going to look at your excitement, your enthusiasm and who you are as a leader. 
Your example is what’s going to help them. You’re going to bring them in with your 
excitement, but your example is what’s going to keep them in the business. So make 
sure you’re the first one to do it. You have to be the main example of what they’re 
looking for. People are used to being in a world where there’s no leadership, there’s 
nobody telling them or allowing them or giving them a chance. And so you have to 
be able to connect with them in a deeper sense, build a relationship with them; get to 
know them, their family and their kids. You need to know everything that’s going on in 
their life and learn to make that connection with them. That’s what’s going to help you 
have an explosion in recruiting. 

SVP Cathy Munoz

Always lead with the business. I got excited about building a company within a company 
and becoming financially free. I didn’t want to be in sales, but I had a chance to build 
my own business in Primerica. Keep the main thing the main thing. Let’s go win.

NSD Bob Graham

Here’s a recruiting tip. Make a friend. It’s so important when you’re meeting people 
to be nice, smile a lot, be friendly and be the kind of person you like to meet. Don’t go 
straight into telling them what you’re here for or straight into what you do. When I 
meet people, I just try to be friendly and try to find out something about them. I make 
a friend. After I make a friend, it’s much easier to follow up and talk to them about the 
business later.

SNSD Sam Shepard
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Here’s a recruiting tip I always focus on. When I’m out talking to somebody, I always 
tell my personal story. Tell your personal story and be genuine.  Nobody wants a 
phony. Just tell them why you got in the business, why you’re here and what you 
stand for. Most of the time people are looking for something logical. This is not logical 
– people make an emotional decision to get involved because they want to change 
something in their life. So just be yourself, tell your personal story and get passionate. 
Tell people why you’re here. 

NSD Joe Tansey

My recruiting tip is you have to fall in love with recruiting. I think it starts with really 
believing in what we do.  At the end of the day, this is what’s going to give you the 
freedom and the ability to have a business that is going to give you all the options in 
the world. So my advice is to fall in love with recruiting.

RVP Tanya Searcy

One of the things I do whenever I’m talking to people and just having a good time, is 
I ask them questions. “So what line of business are you in?” And they say, “I work for 
XYZ Company”. Then I say, “Oh wow, I heard they make a lot of money doing that.” 
And they say, “Hum, not where I’m working.” I say, “Well, the reason why I say that 
is, there’s a company I’m working for, they’re expanding and looking for some sharp 
people who have an interest in making some additional income. I have a question for 
you. “Are you the kind of person to keep your ears open for an opportunity to earn 
extra income?” And they say, “Yes,” and then I say, “What I’d like to do is give you my 
number.” I give them my number and have them call me, so I have their number and 
we can follow up from there.  It’s a great opportunity to meet people, touch them and 
be able to follow-up with them very quickly.

SNSD Mike Evans
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Here’s a recruiting tip. I remember when I was new in the business and I would give 
out my number to people because people would say, “Well, what’s your number?” and 
I would give out my number hoping they would call me. But people will never call you 
and you can’t hope on them calling you. We have to take control. One of the things 
that I learned was how to get a name and number. I would say to them, “Here’s my 
name and number.” (I would give first) Then, I would say, “How do I reach you?”  
(I kept my eyes on the paper expecting to write their response.) And so if you give 
first, they will always give back. “So here’s my name and number, how do I reach you?” 

SVP Glen Li

Here’s a recruiting tip. No matter how great your recruiting presentation is, not 
everybody’s going to join your business. And so remember, when somebody tells you 
no, N-O, to joining the business, you always ask who do you know, K-N-O-W? And so 
that way, every NO can turn into referrals that can lead you to the right person that 
wants to join your team. 

SVP Rene Turner

If you go out there and talk to people, you talk to them about how you can change 
their lives, or how this business can change their lives. It’s not about the money. The 
money can be made in different ways. But if you show them the opportunity on how 
their lives can be changed by being with this great company, I think that’s what is 
going to attract more people.

RVP Dave Abog

Remember to check Primerica’s Telephone Solicitation Policies in Section 14 (U.S.) or Section 7 (Canada) of the 
advertising handbook on POL before placing any calls for your business.

All telephone calls you place including calls that you place in response to a text that you sent or received 
continue to be subject to Primerica’s telephone Solicitation Policy.
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I have a great recruiting tip for moms and dads on how to get your children more 
involved in recruiting and in your business. One of the things I did when my two boys 
were young, and now with my grandchildren, is I talked to them about the fact that 
we’re building a family business and we need more people in our business. I told  
them that I need their help to recruit. So whenever we’re out and about doing our 
normal chores and our normal things, I’ve made an arrangement with my children  
and grandchildren. 

One of the things I tell them is, “When Grandma starts talking to someone, at that 
time, what I need you to do is be quiet and wait because I’m recruiting them. If we 
exchange numbers and they say yes to grandma, not only are we building a family 
business together, but you’re going to get a tally mark.” And when they get 10 tally 
marks, they get to do something special like go to Dave & Buster’s, Chuck-E-Cheese 
or Toys R Us. They get to pick whatever it is they like. Now let me tell you what.  
When I’m done talking and the person walks away, my grandchildren look up at me 
and they say, “Grandma, did you get a number?” And if so, they high-five and say, 
“Let’s go get more!”

When my boys were young, to help them get involved in the business and be excited 
about what we were doing, I got them to have a vested interest in what I was doing. 
What do I mean? Well, every time I had a KT appointment, each of my children would 
get a tally mark. When they got 10 or 20 tally marks, they got to do something special. 
But even more exciting was when I came home after I helped a family, (either got 
them involved with our great opportunity or helped them with their insurance or 
investments), I gave each of my children a dollar. Now let me tell you, my children were 
not sitting there saying, “Mommy, why are you leaving?” Instead they were saying, 
“Mommy, why are you home?” One of the things I found, just like our recruits, is get 
your children involved in the business and put it in their best interest to help you build 
a family business. 

RVP Eve Meyer
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Lead by example. You’ve got to show success. A person coming into Primerica wants 
you to show them a path to doing this business. If you do that, they’re going to think 
they could definitely get it done too. So, be an example, show your teammates how to 
recruit, show them how to talk to people and present the opportunity. You can’t expect 
your teammates to do something they haven’t seen before.

RVP Jason Hernandez

Make sure you are putting time, effort and energy into building relationships with the 
new people on your team. When they come aboard, they want to know if we’re real. 
They want to know if this is something they can believe in, and if you’re someone 
that they can believe in. We have to make sure that we’re spending time with them in 
the office, outside the office, on the team, and also outside the team. Our suggestion 
is to try to build a bond. Try to build a friendship that supersedes and envelops the 
business to where you’re a part of their life. It’s very common for Kate and I to be 
at our team’s kids’ games. We have people over to the house all the time. We go to 
their house and we meet them at work. When someone quits their job, we’re bringing 
them a ginger ale or something. We’re doing something to constantly celebrate what 
they’re doing. When they do their first appointment on their own, we spend time with 
them. Maybe they pass their test or get securities licensed, we make sure that we are 
celebrating and spending time and reinforcing when they make and take positive steps 
and get good results. I’m telling you, when you build hardcore relationships, people are 
locked in. They’ll always quit on a boss, but they will never quit on a friend.

NSD Dan DeFeo

If you want to build a big business, you’ve got to talk to everyone. Everything great 
comes from recruiting, your next promotion, a bigger income, a better business, the 
dream life. So talk to everyone. You can explode your business and you can explode 
everything. All you have to do is go out there and explode your recruiting. Remember, 
you’re only one recruit away from an explosion!

RVP Rosa Bazin



FOR INTERNAL USE ONLY. NOT TO BE USED WITH, OR DISTRIBUTED TO, THE PUBLIC.

85

RECRUITING TIPS

Today I want to give you a prospecting tip as you’re out recruiting. I think a lot of 
times we pressure ourselves to think that we need to pull people over and talk to 
them. So as you’re out and you’re eating breakfast or you’re having lunch or whatever, 
just get into conversation with people. Don’t prospect to recruit, prospect to build a 
friend, because if you build a friend, then you can recruit them. If you think about it, 
people love to talk about who? They love to talk about themselves. They don’t want 
to talk about you, they don’t want to hear you talk about you; they want to talk about 
themselves. We teach our guys to get into conversation with people, say hello and 
smile. People want to say hello to you. As you’re meeting people, ask them what they 
do and how long they’ve been doing it.

We love to ask them, “Hey, what do you like about what you’re doing?” Now they’re 
going to tell you what they like about what they’re doing. And then I always ask the 
person three times, “What are three things you don’t like about what you’re doing?” 
They’re going to tell you they don’t like their hours, what they’re making, their boss 
or whatever it is. Once they do that, you could say, “Hey listen, if I could show you an 
opportunity to maybe have more flexible hours, make more money and like your boss 
(Why? Because they’re going to be their own boss) would that be of interest?”

Or a lot of times they’re going to start telling you what they do and then they’re going 
to say, “Hey, by the way, what do you do for a living?” I love to tie it into whatever 
age group they’re in. So I’ll give an example. If someone’s in their 50s, I’m going to 
say, “Well, I do two things. I help clients – people that are in their 50s that are maybe 
getting close to retirement that are not sure what they want to do. Maybe they are 
retired but feel full of energy and want to do something after retirement. I show them 
how to do something that’s going to be fun and interesting, and at the same time,  
I show them how to protect their investments. 
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If I meet a young person, then I tell them we teach young people how to become 
business owners and eventually run and operate their own business. But again, it’s 
really making a friend, creating some interest by asking them about what they do, 
what they like, and asking them three times what they don’t like. You can utilize that 
to tell them, “Hey, I have an opportunity,” or if you want to take the pressure off you, 
“Hey, I have a friend or I know somebody that’s looking for people right now that can 
maybe show them an opportunity to make more money, have flexible hours and like 
your own boss.”

Keep it simple, make a friend and prospecting is going to become fun.

SVP Carlos Salazar

The cash flows stated are not intended to demonstrate the earnings of typical RVPs/representatives. Rather, 
the cash flows that have been cited reflect the potential that comes with building your business, and there is no 
guarantee that you will achieve any specific cash flow level. Most RVPs/representatives do not achieve the levels 
illustrated. From January 1 through December 31, 2012, Primerica paid a total of $509,227,049 in compensation 
to its sales force, at an average of $5,513 per life-licensed representative. Actual gross cash flow is, among 
other factors, dependent upon the size and scale of a representative’s organization, the number of sales and 
the override spread on each sale, and the ability and efforts of a representative and their downlines. Having 
said this, Primerica provides an opportunity for individuals who work hard to develop a business with unlimited 
income potential.  
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RECRUITING TIPS

Here’s a great recruiting tip. Everyone recruits. It’s normal and it’s natural. In fact, 
if you’re married, you know how to recruit because you recruited your spouse. If 
you ever asked anyone out for a date, to a movie or to come over for dinner, you’ve 
recruited. So why is it that we get so scared about recruiting?

Kids recruit all the time. They will be at the playground one child says to the other, 
“You want to play?” The other child says, “Yes,” and off they go. It’s as easy as that. 

What makes adults so afraid of recruiting? I think it’s because we’re used to being 
recruited, but we’re not used to being the recruiter. 

The military is always recruiting, whether it’s the Army, Air Force, Navy or Marines, 
they’re always recruiting. All clubs and organizations always recruit, whether it’s the 
Chamber of Commerce, Boy Scouts, Girl Scouts or college clubs. 

Schools are always recruiting. Universities, trade schools, dance schools and 
gymnastics always recruit. Human Resource departments are always recruiting. 

Sports recruit all the time, from Little League to pro ball. If you think about it, how 
many hundreds of thousands of people aspire to be pro athletes? They’re always 
recruiting, whether it’s football, baseball, basketball, soccer or hockey. Yet only a few 
make the cut, but everybody tries to be “the one”. Churches and all religions, recruit 
all the time.

Talent scouts always recruit.  I started thinking about American Idol and the hundreds 
of thousands of people that apply, but yet only a few make the cut. So why does 
someone like Simon Cowell sit through so many auditions? He gets paid per episode, 
but that’s not where the big money is. He understands the big money is when he finds 
that one.  After he goes through all those people, he gets royalties on that one, and 
that’s where his income grows exponentially. 

That’s like our overrides. Even though people have to go through a lot to get a few, 
those few make all the difference in the world. So everyone recruits. And remember, 
we only need seven to ten key people to build a huge business.

RVP Eve Meyer
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NOTES
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PERSONAL STORIES
NSD Gurpreet Singh

Personal stories touch our hearts. We don’t know who a person is until they tell 
their personal story. Then, all of sudden, we can understand where they’ve been 
and what their vision was. Personal stories teach us how to connect with  
a person. 

Use Disk 2 to watch these great field leaders’ personal stories. They’re going to 
touch your heart and make you do something amazing. 
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PERSONAL STORIES
NSD Gurpreet Singh

You will find personal stories from the following field leaders on disk 2:

RVP Dave Abog

NSD Daniel Alonzo

RVP Tom Aminikharrazi

SVP Mario Arrizon

RVP Rosa Bazin

RVP Casandrah Carreon

NSD Susan Carreon

RVP Ursula Chavez

SVP Whitney Cooper

NSD Dan DeFeo

NSD Kate DeFeo

SNSD Mike Evans

RVP Seda Gabrielyan

NSD Nikole Galanes

NSD Giancarlo Gigone

NSD Bob Graham

SVP Mary Hayes

RVP Jason Hernandez

RVP David Katan

SNSD Jim Kocher

SNSD Chris Koob

SNSD Arleigh Larson

SNSD Jon Lavin

SVP Glen Li

SNSD Alex Makanvand

RVP Art Martinez

RVP Eve Meyer 

SVP Cathy Munoz

SNSD Keith Otto

SVP Daniel Pirillo

NSD Joyclen Prevost

SNSD Ed Randle

SVP Carlos Salazar

RVP Tanya Searcy

SNSD Guy Shashaty

SNSD Sam Shepard

NSD Gurpreet Singh

NSD Joe Tansey 

NSD Collis Temple

SVP Rene Turner 

NSD Ron Weber

SNSD Mark Yozipovic 
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YOUR PERSONAL STORY

Learning Activity 

Part of selling the dream of hope and opportunity is showing potential recruits 
that people just like them have achieved their goals and dreams with Primerica. 
You don’t have to be earning a million-dollars to show people the opportunity 
is real.   

Just be honest and sincere about what Primerica has done or will do for you 
and you’re sure to make a recruiting connection.

Write your own personal story. 
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YOUR PERSONAL STORY
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RECRUITING TOOLS
Top 25 Lists

Who Do You Know? What Do We Do?
• The Best Leader, Manager, Friend • We Show People How To Make and Save Money

• The Most Successful Salesperson, Teacher, Coach • How Do You Feel About Making Money

• The Most Enthusiastic, Ambitious, Money Motivated • How Do You Feel About Saving Money

MARKET CREDIBILITY
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RECRUITING TOOLS
Memory Jogger 

Who Comes to Mind?

Credit Union/banker Fast food restaurants Guidance counselor Works second job
Boss Doctor Fish with Groomsmen
Partner Principal Tennis with Singers
Janitor Teacher Ski with Plumber
Security guard Coach Soccer with Plays bridge
Delivery person Gym Baseball with Plays bingo
Administrative staff Therapist Softball with Plays poker
Customer Hairdresser Football with Church
Parking attendant Carpenter Bike with  Plays pool
Landscaper Mechanic Racquetball with Carpool 
Coffee shop Car salesperson Swim with Yoga
Personnel manager Gas station Jogs with PTA
Salespeople Police officer Fire fighter Hometown
Boss’s boss Painter Scout leader School reunion
Competition Book store Auctioneer Optimist 
Repair person Department store Photographer Eat out with
Copier person Grocery store Golf with Dancing with
Complainers Convenience store Musician Daycare center
Inspector Waitress/waiter Sister-in-law Park
Co-worker Chef Brother-in-law From out of state
Fired-up male Dishwasher Father-in-law Has a truck
Fired-up female Cashier Mother-in-law Plays instrument
Federal Express Hardware store Brother Lifts weights
UPS Truck driver Sister Beard
Delivers mail Pharmacist Father Little league
Lost job Flower shop Mother  YMCA
Will be laid off Health spa Cousin Apartment manager
Job hunters Dentist Aunt Ambitious
Dislikes job Toy store Uncle Outgoing
Missed promotion Dry cleaner Nephew Enthusiastic
Most likable Student Niece Trustworthy
Needs part-time job Repair person  Best friend Hard worker
Engineer Movie rental  Farmer Chiropractor
New employee Theater Military Nice smile
Time keeper Realtor Babysitter Works nights
Operator  Office supplies Sitter’s parents Quit smoking
Payroll Pizza delivery Neighbors Scuba diver 
Contractor Phone installer Best man College professor
Mover and shaker Pest control Maid of honor In Management
Preacher Bowl with Bartender Does odd jobs
Nurse Hunt with Bridesmaids Works second job

Other Potential Resources: Address book, PDA contacts, cell phone contacts, church directory,  
myspace / facebook, work directory, wedding list, graduation / family reunion invite lists, etc.
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RECRUITING TOOLS
S.T.E.A.M.

In addition to the Memory Jogger, another great way to create a prospect list is 
by using S.T.E.A.M.  Take a look at the following categories and write down the 
names of people who come to mind. 

S.alesperson 1. Tel #

2. Tel #

3. Tel #

T.eacher 1. Tel #

2. Tel #

3. Tel #

E.nthusiastic person 1. Tel #

2. Tel #

3. Tel #

A.mbitious person 1. Tel #

2. Tel #

3. Tel #

M.ost competitive person 1. Tel #

2. Tel #

3. Tel #
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RECRUITING TOOLS
C.H.A.M.P

Another prospecting tool is the C.H.A.M.P. list.  Review the following adjectives 
and write down who comes to mind. 

C.ompetitive   1. Tel #

2. Tel #

3. Tel #

H.ardworking 1. Tel #

2. Tel #

3. Tel #

A.mbitious 1. Tel #

2. Tel #

3. Tel #

M.otivated 1. Tel #

2. Tel #

3. Tel #

P.eople skills 1. Tel #

2. Tel #

3. Tel #
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