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ON THE COVER
USAA member Lt. Col. Hector Villarreal, USA (Ret.), far right, 
gathers with his wife, Bonnie, and their children, in-laws and 
grandchildren in the backyard of their San Antonio home. 
The Villarreal family represents three generations of USAA 
membership.

Pictured (left to right): Giana Villarreal Martinez, Rebeka Villarreal Martinez, 
William Brent Scoggins, Katie Scoggins (seated), Daniela Jeaux Villarreal, 
Angela Chris Wineland (seated), Chief Warrant Offi  cer 5 Jeff  Wineland, 
USA (Ret.), Daniel Wineland, Bonnie D. Villarreal, Lt. Col. Villarreal.

Turn to page 7 to learn more about Lt. Col. Villarreal.
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USAA’S MISSION
The mission of the association is to facilitate the fi nancial 
security of its members, associates, and their families 
through provision of a full range of highly competitive 
fi nancial products and services; in so doing, USAA seeks 
to be the provider of choice for the military community. 

Visit usaa.com to read the report online, download a PDF 
version, or share it on Facebook, Twitter or LinkedIn. 

A FOUNDATION OF TRUST

Our roots reach back to June 1922, when 25 Army offi cers came together with the 
goal of insuring one another’s automobiles. Since those modest beginnings 91 years ago, 
we’ve continued to honor the shared military values that defi ne us, look out for our 
membership’s best interests, and build on the wisdom that brings fi nancial strength 
and your trust. 



MILITARY VALUES
Service is an honored value for USAA employees, including auto 
adjuster Michael Koehler. Michael, shown here with his son, Noah, 
and daughter, Payton, retired from active duty after serving 11 years 
with three deployments to Iraq and one to Bosnia.

BUILT ON

VALUES

Our members and employees share a 
strong and lifelong bond based on the 

military experiences and values we 
have in common. Every day, we make 

decisions that refl ect those values, 
keeping in mind the military 

families we serve. 

OUR CORE VALUES
Service��•�Loyalty�•�Honesty�•�Integrity

23%
Twenty-three percent of current USAA employees 

have served�—�or are a spouse of someone who 
has served�—�in the armed forces.
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HELP WITH HEART
USAA employees were on the ground to help after an 

EF5-rated tornado roared through Moore, Okla., and other 
Oklahoma City suburbs in May 2013. Photographed here, 

member Michael Butler (right) and auto appraiser 
Chad Turner stand amid the remains of Michael’s house. 

BUILT ON

COMPASSION

We put our hearts into serving 
our members. We’re right there 

beside them when they need us most, 
and we work hard to meet their 

needs throughout life.

5 MILLION
USAA assisted members with more than 

5 million auto and property claims in 2013, 
including nearly 100,000 catastrophe claims. 

We closed 97 percent of catastrophe 
claims by year-end.
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STRONG MEMBER INFORMATION PROTECTION
Employees at USAA’s Cyber Threat Operations Center, including 
information security analyst Duane Weldon, pictured here, block 
hackers and fraudsters from our systems to help protect thousands 
of members from account takeovers and identity theft. Working 
together with our members, we prevented or recovered $2 billion 
in fraud losses in 2013. 

BUILT ON

STRENGTH

We owe our fi nancial strength to the 
loyalty of our members, who depend 

on us to help guide their decisions 
and protect what’s dearest to them. 
By managing our business wisely, 

with deep knowledge and decades of 
experience, we work to strengthen our 

relationship with them.

4 USAA PRODUCTS
On average, USAA serves each of its members 

through four USAA products.

$24 BILLION 
The net worth of USAA has grown steadily 

over the past fi ve years and continues to climb, 
growing almost $10 billion since 2008. 
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Last fall, some 91 years after our organization was founded, 
we celebrated a remarkable milestone — our 10 millionth 
member joined the USAA family. Members are coming to 
USAA because they’re discovering what other military fami-
lies have known for decades: They trust USAA to have the 
best interests of its membership at heart, to deliver practical 
fi nancial advice and to carefully manage the resources of 
the organization.

Our latest member milestone signifi es that USAA is better 
fulfi lling our mission — and reaching more military families — 
than ever before. Greater fi nancial strength has followed, 
with outstanding performance in 2013. As a result, USAA was 
able to return $1.5 billion to eligible members and customers 
in the form of dividends, distributions, and bank rebates and 
rewards — an 18 percent increase over 2012. Indeed, there is 
strength in numbers.

More Veterans and Military Families Trusting USAA
Thanks in part to formal relationships with 50 military-affi nity 
organizations, more than one-third of our member growth 
is coming from the veteran community, which has served our 
nation so honorably. 

These veterans, along with active service members and their 
families, are joining USAA as they discover all that we have 
to offer. Our awareness efforts, focused on key geographic 

locations with high concentrations of active and former 
military, are paying off. In 2011, only 1 in 3 veterans was aware 
of USAA. In 2013, 1 in 2 was aware. We want our members 
to know we’re achieving these gains with highly effi cient and 
effective efforts, as USAA’s property and casualty business 
invests less than 20 percent of the average advertising expen-
diture of key competitors.

Enhancing Service Levels
Longtime members ask me, “Will a growing USAA be the 
same USAA I’ve come to know and trust all these years?” 
As chairman of the board and a 45-year member, I can answer, 
unequivocally, yes. Amid increasing demand for what USAA 
has to offer, we’re committed to maintaining and even enhanc-
ing the member service experience. I observe our employees 
in action, and they do a magnifi cent job taking care of our 
members. Member satisfaction with our member service rep-
resentatives, for instance, remained very high at 93 percent 
last year, even as call volumes increased.

To make it even easier to do business with USAA, we’re lever-
aging new tools and technologies. With these tools, we can 
do things like pick right up on a previous conversation with 
you and provide advice, service and products that are more 
relevant to your current situation. And, of course, we have 
implemented comprehensive, around-the-clock security mea-
sures and expertise to help keep member information safer.

STRENGTH IN NUMBERS

Dear Fellow Members,

Back in 1922, 25 Army offi cers knew they were stronger when they joined together for a 
common purpose. That purpose evolved into a mission that still sets USAA apart from every 

other fi nancial services company: to serve the fi nancial needs of the military community. 
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See details about fi nancial ratings on page 20. 

Strength in Financial Performance
To meet our commitments and help even more of our mem-
bers, USAA relies on robust fi nancial resources. Continued 
industry-low expense ratios and healthy operational revenue 
growth have helped increase USAA’s 2013 net worth — the 
best indication of our ability to make good on commitments 
to members — 9 percent, to $24 billion. This keeps us strong 
as we build for the future.

That fi nancial strength enabled USAA’s property and casualty 
group to remain one of only a handful of fi nancial organizations 
to receive the highest possible fi nancial strength ratings from 
Moody’s and A.M. Best. 

Our fi nancial results were driven by three major factors. 
First, more members trusted us to provide them with products 
and services. Second, although our members reported nearly 
100,000 weather catastrophe-related claims — incurring 
$720 million in catastrophe losses — major hurricanes avoided 
the United States in 2013. Finally, our members continued to 
demonstrate honorable creditworthy behavior, reducing debt 
and continuing to pay bills and meet their commitments.

10 Million Dreams, 26,000 Employees, One Mission
The USAA family continues to grow, but we will never forget 
that each one of our 10 million members and counting has 
their own unique goals and dreams — each shaped by lives of 
service, courage, hardship, perseverance and success. You can 
trust CEO Joe Robles Jr. and our extraordinary leadership 
team to ensure that we continue to honor each member and 
deliver the best levels of service and value in the industry. 

Our founders knew there is strength in numbers. USAA has 
more than 10 million loyal members, 26,000 dedicated 
employees and one unyielding mission: to help military families 
with their fi nancial dreams.

Sincerely,

Lester L. Lyles
General, USAF (Ret.)
Chairman of the Board

$1.5 BILLION 
USAA returned $1.5 billion to members and customers in 2013 
through dividends, distributions, and bank rebates and rewards�—�
an 18 percent increase over 2012 and the highest in USAA history.

2011

$1.1

2012

$1.3

2013

$1.5

(Dollars in billions)

Includes amounts returned as auto policyholder dividends as well as Subscriber’s 
Account distributions, senior bonus and terminations. Past dividends or 
distributions are not a guarantee or promise of future dividends or distributions.

10 MILLION MEMBERS STRONG
USAA thanks you, our members, for the opportunity to serve your fi nancial needs.

The trust you place in us every day has led to our long 
history of growth. Together, as one extended military 
community, we’re helping each other build a stronger 
fi nancial future.

SERVING MORE MILITARY FAMILIES
Approximate number of members, in millions, 
for milestone years of membership levels.
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USAA’S CORE ADVICE

Protect your life, loved ones and possessions.

Spend less than you earn.

Save enough for emergencies.

Save now for your retirement.

Have a will and other legal documents.

Have a plan, review it annually and 
update with major events.

DRAW ON OUR CORE ADVICE 
When you need guidance on life’s biggest opportunities and challenges, 
we’re here with the knowledge to help you build sound fi nancial footing 

on the path to a brighter fi nancial future. 
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Lt. Col. Hector Villarreal
ARMY, RETIRED 
USAA MEMBER SINCE 1964

TRUST IN MY

LEGACY
Lt. Col. Hector Villarreal was a young Army offi cer when 
his fellow offi cers recommended USAA. He still remembers 
that fi rst phone call to USAA — 50 years ago — when he 
purchased auto insurance. In the half-century since, Lt. Col. 
Villarreal has continued to count on USAA for his insur-
ance needs. He’s also encouraged his fi ve children to take 
advantage of USAA’s offerings. With Lt. Col. Villarreal’s 
grandson, Daniel, now a member, the Villarreals represent 
three generations of USAA members holding numerous 
auto, renters and property insurance policies. That means 
Lt. Col. Villarreal can rest 
assured that the legacy of 
membership he started 
can continue as the family 
grows. His sphere of 
infl uence extends beyond 
his family, to veterans in 
need, in his work as founder 
and CEO of San Antonio 
Coalition for Veterans and Families. “Because I work with 
veterans and their families, I share with them the benefi ts 
of USAA membership,” he says. “I want them to be able 
to take advantage of the excellent services, and the way we 
are always treated with great care and compassion.” 

BENEFITS FOR MILITARY FAMILIES
Millions of members have earned access to USAA’s products 
and solutions thanks to the military service of a family member. 

Lt. Col. Hector Villarreal 
is the recipient of 11 military 
awards, including three 
Bronze Stars, a Purple Heart 
and two Meritorious Service 
Medals, among other honors. 

Protect your life, loved ones 
and possessions.

FOLLOW USAA’S 
CORE ADVICE
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See legal information on page 33.

TRUST IN OUR

PROTECTION
As a practicing emergency medicine physician and former 
Critical Care Air Transport Team doctor serving in Iraq, 
Dr. Allen Holder knows fi rsthand the fragility of life. Before 
his fi rst deployment, he drew up a will and living will and 
established a healthcare proxy, advanced directives, and 
medical and fi nancial powers of attorney. He also bought a 
USAA Life insurance policy. 
When his wife, Amy  — also 
a physician  — gave birth to 
their fi rst of two children 
just before Allen’s second 
deployment, he realized 
he didn’t want to continue 
in the military until his 
retirement. But he was 
concerned about the fi nancial consequences of military 
separation, including losing his Servicemembers Group 
Life Insurance. A call to USAA quickly eased that worry. 
A Military Future Insurability Rider could replace his SGLI 
coverage up to $400,000 without any additional medical 
screenings. It was an easy decision, he says, because of his 
long-established relationship with USAA. “I have life 
insurance because I want to be able to launch my kids into 
life with the same standard of living they would have 
enjoyed if I had survived, in the event of my death,” Allen 
says. “I trust USAA to help me take care of my family.”

Allen served three overseas 
deployments and multiple 
overseas temporary duty 
assignments practicing criti-
cal care medicine during his 
nine years of active duty. 

DELAYING IS COSTLY 
The longer you put off  
life insurance, the more 
expensive it can become. 

Have a will and other 
legal documents.

FOLLOW USAA’S 
CORE ADVICE

Average monthly life insurance premium, 
by age in years

Examples given are hypothetical illustrations. Sample premiums are for illustration 
purposes only and are not a rate quote.

The estimates in the chart are taken from the Life Insurance Estimate Tool on 
usaa.com based on a 20-year, 250K Level Term Policy for healthy males.

25 35 45 55

$14 $15

$32

$74

Dr. Allen Holder
FORMER AIR FORCE LIEUTENANT COLONEL
USAA MEMBER SINCE 1995

Dr. Amy Holder
USAA MEMBER SINCE 1998
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Lori Bell 
FORMER AIR FORCE MAJOR 
USAA MEMBER SINCE 1996

Kenyon Bell 
AIR FORCE, ACTIVE DUTY
USAA MEMBER SINCE 1993

In accordance with Department of Defense guidelines, the story 
above is factual and in no way implies endorsement of USAA by 
the Airman, the Air Force or Department of Defense.

TRUST IN

SHARED VALUES 
The sense of a common understanding is something Lori Bell 
is particularly attuned to since her 2007 separation from 
the Air Force. Her experience shifting to a military spouse 
role — a transition she says was tough — led her to reach 
out and connect with others. 
In fact, it inspired her to 
establish an online resource, 
the National Association of 
Military Moms and Spouses. 
“What I’ve learned in our 
community at nammas.org 
is that people want to be 
around folks who understand 
their lifestyle, their needs,” Lori says. Those shared military 
roots are a key reason USAA earns the business — and trust — 
of Lori and her active-duty husband, Kenyon. The couple, 
who met as young military offi cers, relies on USAA for 
banking, budgeting, insurance and college savings for their 
three young children — Amira, Kenyon II and Roman. They’re 
also working with a USAA wealth manager on a savings 
plan for retirement. Lori says, “USAA is made up of people 
who have served, who are serving, and they just say, ‘Hey, 
we get it. We understand you.’ ”

TRANSITION FOR SUCCESS 
Approximately 30,000 members and their families took 
advantage of USAA’s Guide to Leaving the Military in 2013 
to help prepare for the transition to civilian life.

Today, the National 
Association of Military 
Moms and Spouses 
community is home to 
more than 3,000 military 
moms and spouses. 

Save now for your retirement.FOLLOW USAA’S 
CORE ADVICE
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Stacie Gibson
FORMER NAVY LIEUTENANT
USAA MEMBER SINCE 1996 

USAA Money Manager is not an investment advisory service of USAA.

There may be tax consequences associated with the transfer of assets. 
Indirect transfers may be subject to taxation and penalties. Consult with 

your own advisors regarding your particular situation.

TRUST IN MY

FUTURE
Just last year, human resources manager Stacie Gibson was 
living paycheck to paycheck. She had a good job with a 
healthy salary, but the more she made the more she spent. 
“I was advancing, but I didn’t really have a ton to show for 
it,” Stacie says. When she decided to change jobs, Stacie 
looked to USAA to help her prepare for the transition with 
a better fi nancial future in mind. Encouraged by a USAA 
fi nancial advisor, she started using the USAA® Money 
Manager online tool to 
review her expenses and 
establish a budget. Her 
advisor scheduled a 30-day 
follow-up call to check on 
Stacie’s progress. Next, he 
helped her consolidate her 
401(k) and Roth accounts 
and develop a retirement 
strategy. Today, Stacie is happy in a new job and grateful 
that she had support during what she says was one of the 
biggest changes in her life. “They [USAA] have a proactive 
approach. They really guide you through what you need 
to do,” she says.

SAVE AGAINST UNCERTAINTY
USAA recommends saving at least three to six months 
of living expenses to help protect against unexpected loss of 
income and other fi nancial hardships or transitions. 

Stacie estimates that she 
is saving 25 percent more 
of her take-home pay since 
she started following USAA’s 
guidance and using our 
budgeting tools. 

Save enough for emergencies.FOLLOW USAA’S 
CORE ADVICE

10 USAA 2013 REPORT TO MEMBERS



Tarren Griggs
USAA MEMBER SINCE 2009

Cole Griggs
ARMY, ACTIVE DUTY
USAA MEMBER SINCE 2003

In accordance with Department of Defense guidelines, 
the story above is factual and in no way implies endorsement 
of USAA by the Soldier, the Army or Department of Defense.

See legal information on page 33.

TRUST IN A

LIFELONG
RELATIONSHIP
Cole Griggs was a young soldier preparing to move to 
Germany when he opened his fi rst USAA Bank account at 
the urging of his parents, both USAA members. “I needed a 
bank that caters to people in the military living overseas,” 
he says. Since then, Cole 
has continued to look to 
USAA to help him manage 
the fi nancial side of his 
life’s biggest events, such as 
preparing for a permanent 
change of station shortly 
after marrying his wife, 
Tarren. Cole and Tarren were reviewing their auto policy 
at a USAA fi nancial center when their member represen-
tative learned they were newlyweds and renters, and set 
them up with valuable personal property and renters policies 
to insure Tarren’s engagement ring and the couple’s other 
belongings. The Griggs also went home with a packet of 
PCS-related moving tips. Cole agrees that his relationship 
with USAA has the makings of a lifelong commitment, and 
he’s looking forward to passing on the legacy of member-
ship to his newborn son, Lewis. “When I call, I need advice, 
and I have special concerns. And that’s their No. 1 goal — 
to give advice specifi c to me as a military member,” he says. 

BONDS THAT LAST 
From year to year, 98 percent of our members stay with USAA. 

Cole has completed seven 
years of military service, and 
is the second generation 
in his family to serve in the 
armed forces. 

Have a plan, review it annually 
and update with major events.

FOLLOW USAA’S 
CORE ADVICE
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Kellie Ka’u
USAA MEMBER SINCE 2013

Jeshaun Ka’u
NAVY, ACTIVE DUTY
USAA MEMBER SINCE 2003

In accordance with Department of Defense guidelines, 
the story above is factual and in no way implies endorsement 
of USAA by the Sailor, the Navy or Department of Defense.

See legal information on page 33.

TRUST IN

NEW BEGINNINGS
Kellie Ka’u is a pro at starting over. The military wife and 
mom of two has moved four times in nine years for her 
husband Jeshaun’s PCS orders. “In my house you always 
know everything is fresh because it hasn’t been here very 
long,” she quips about the routine restocking of spices, fl our 
and other staples after each 
move. For this most recent 
move, the couple knew that 
relocating from Hawaii to 
the mainland while buying 
their fi rst house would be 
a challenge. Kellie, tasked 
with home shopping while 
Jeshaun worked long hours, 
headed to usaa.com to apply 
for a mortgage. There, she learned about USAA Movers-
Advantage,® a program that pays rewards to members 
buying and selling their homes and pairs them with USAA-
preferred real estate agents trained to work with military 
members. “At usaa.com you can view and mark homes 
that you like,” Kellie says. “We saw eight in one day with 
our realtor — it was really very simple.” Their new home, 
also insured through USAA, has everything on their wish 
list: four bedrooms, mature trees and a fenced backyard. 
“The people were awesome, and the resources were just 
so useful,” Kellie says of their home-buying experience. 
“And there’s a lot of pride now that this is our home.”

KEEP HOUSING COSTS IN CHECK
USAA recommends that homeowners spend no more than 
28 percent of their pretax income on housing costs, including 
taxes, insurance and association dues. Capping costs helps 
homeowners stay within their budget, freeing up funds for 
emergency purchases, such as a new furnace or refrigerator. 

Within two weeks of 
closing on their home, 
the Ka’us received a $950 
reward through USAA’s 
MoversAdvantage —  
money they are saving 
for new windows.

Spend less than you earn. FOLLOW USAA’S 
CORE ADVICE
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MONITOR YOUR STATEMENTS 
Take advantage of a free credit report at annualcreditreport.com 
to make sure you aren’t a victim of fraud. Check your credit card 
and checking account statements regularly to help ensure there 
are no fraudulent charges. 

USAA SOLUTION
Credit monitoring and identity protection
USAA Secure Checking Plus

PROTECT YOUR TECH 
Install the proper software on your computer and other devices, 
and don’t disable security systems that are already in place.

USAA SOLUTION
Free malware protection software

BE SOCIAL SAVVY 
Be aware of what you share in social channels, as cybercriminals 
often can pick up names and patterns that allow them to easily 
hack your account. 

USAA SOLUTION
Security Advisor and security fraud alerts

TRUST IN STRONG SECURITY FOR
YOUR PERSONAL INFORMATION
We help guard our members from cyberattacks, fraud and identity theft by providing a 
high level of vigilance, including an around-the-clock security team working to keep your 
personal information secure. Even so, cybersecurity is everyone’s job. Help protect 
yourself and your family by following these key security tips. 

Visit usaa.com/securitytools for additional tips on protecting your information and identity, 
and to learn more about USAA’s cybercrime-fi ghting tools and services.

1 Javelin Strategy & Research, 2013. 2 VISA security survey, 2013. 3, 4 U.S. Department of Justice, 2010 and 2013. 

Reports of identity theft 
rose approximately

33%
between 2009–2012.3

Reports of credit card fraud 
increased approximately

14%
between 2009–2012.4

Nearly

60%
of consumers risk having their 

identities stolen by publicly 
posting personal information.2

Tips to Combat Cybercrimes

PROTECT YOUR LOGON CREDENTIALS 
Use stronger authentication methods (rather than just traditional ID 
and password) where available. Opt for extra protection by using an 
additional four-digit PIN, security questions, tokens and one-time codes 
sent as text messages. Avoid reusing passwords across multiple sites 
and creating passwords that incorporate birthdates, names or patterns.

USAA SOLUTION
Password strength indicator

Account takeovers resulted in 

$4.9B
in fraud in 2012, with credit card 

accounts being the most targeted.1

NATIONAL STATISTICS
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ADVICE TOOLS

Entering & Leaving the Military 
Get what you need to bank on the go, manage 
bills and debt, and plan for the future�—�whether 
you’re serving in the military or transitioning out.

Free Financial Advice, Articles & Tips
Get fi nancial guidance for every stage of 
your military career�—�from deployment 

to coming home to retirement.

Military Separation Assessment 
Tool & Checklist

Assess how separation may aff ect 
your fi nances and better prepare with 

customized to-do items.

Deploying
We’re standing by to answer your call when you 
receive yours. Prepare your fi nances, assess your
insurance and legal needs, and ready your family 
with help from USAA.

Deployment Assistance
Receive personal guidance and a deployment 
checklist to help manage your fi nances when 

duty calls.

Servicemembers Civil Relief Act 
Reduced Interest Rates

Apply on mobile for SCRA benefi ts at 
4 percent with USAA Bank on existing 
and new loan balances�—�better than 

the 6 percent required by SCRA.

PCS-ing or Moving
Learn about your relocation entitlements, protect 
your belongings, and fi nd suitable neighborhoods 
and schools in your new hometown.

Moving Advice & Tips
Get help researching your new community 

and creating a budget to help avoid 
unexpected moving costs.

Home Circle®
Find homes to buy or rent, get a USAA-
preferred real estate agent and access 
personalized advice, fi nancing options, 

insurance and other discounts.

Starting a Family
Protect your valuables and plan ahead so that your 
little ones will have money for college and other key 
fi nancial needs.

Estate Planning
Have a plan in place to help ensure your loved 
ones carry out your fi nal wishes and that your 
belongings go to the people you designate.

Life Insurance Needs Calculator
Determine how much insurance protection 
you may need based on your unique goals.

Managing Your Car & Home
Buy or refi nance, help protect and maintain 
your car and home aff ordably, and enjoy special 
savings and rewards.

Auto & Home Safety Guides
Help protect your belongings year-round 

with our month-by-month guides.

Young Drivers Intelligence
Evaluate your teen’s driving behaviors.

Property Risk Assessment Tool
Assess your home’s exposure to 

natural disasters.

Planning for the Golden Years
Cover your health care needs, choose investments 
and create a road map with our full suite of 
retirement products, tools, calculators and advice.

Personalized Financial Plans
Find the plan and tools that fi t you and your family.

USAA Managed Portfolios
Get a customized investment solution without 

having to manage it on your own.

Retirement Advice & Calculators
Estimate how much you may need to retire, 
track your progress and see how long your

retirement savings could last.

SOLUTIONS TO CONSIDER

EVENTS

BUILD YOUR FINANCIAL FUTURE WITH USAA
We’re with you for the long haul so that you can count on us at the most important 
moments of your life. We focus on delivering the products, service and advice that are 
right for you, based on your needs. Our attention to each individual member is why 
we’re confi dent that no other company can serve you with the know-how, compassion 
and advice that we can. 

See legal information on page 33.14 USAA 2013 REPORT TO MEMBERS

PRODUCTS & SOLUTIONS



BANKING INVESTMENTS & SAVINGS INSURANCE

Secure Checking 
Establish a checking account and enjoy no 
monthly fees, use any ATM nationwide, and 
deposit checks from anywhere via mobile 

for qualifi ed members.

Individual Retirement Account 
Contribute to your retirement plan when 

entering the military or roll over your 
Thrift Savings Plan funds when leaving.

Military Protection Plus Life Insurance
Get guaranteed additional coverage 

while deployed in a combat zone and when 
you leave the military.

Mobile Banking 
Make deposits and access your money 

from anywhere, easily and conveniently.

Mutual Funds 
Save for the future without having to 
manage investments on your own.

Auto Insurance Savings
Save when your car is stored during 
deployment or if you garage your 

vehicle on base.

USAA Bank Credit Cards 
Add a no-annual-fee USAA rewards credit 
card to your wallet and earn your choice 

of cash back, travel discounts, merchandise 
or gift cards.

Hotel Discounts & Rental Car Benefi ts 
Get money-saving discounts on hotels 

and exclusive benefi ts on rental cars that 
can be helpful during a PCS move.

Renters Insurance
Get coverage that can help replace 

your possessions in the event of fi re, theft 
or certain weather-related losses.

Youth Banking 
Get guidance on teaching your children 

prudent spending and saving habits.

College Savings Solutions
Make a contribution to your child’s future 

by starting early on college saving.

Valuable Personal Property
Purchase additional coverage for 

jewelry, cameras, guns and fi ne art with 
a no-deductible policy.

Flexible Mortgage Choices & 
Competitive Auto Loans 

See available selections�—�from VA loans 
to adjustable-rate mortgages�—�and get 

competitive auto loan rates.

USAA Car Buying Service
Save time and money on vehicle purchases.

Insurance with Exceptional Service 
Explore homeowners, renters, umbrella and 

auto policies that provide exceptional 
claims service and special military savings.

Variable Rate, Adjustable Rate & 
Fixed Rate Certifi cates of Deposit 

Choose a bank CD with terms ranging from 
six months to seven years.

Immediate Annuities
Build increased stability into your retirement 

and get a check every month for life.

Medicare & Long-Term Care 
Insurance Solutions

Have a plan in place for managing your 
health care costs in retirement.

GET IN TOUCH
WITH USAA

Call, go online or visit us at a USAA Financial Center to 
learn more about what may be right for your future. 
We’re standing by to help you with your fi nancial goals. 

usaa.com
usaa.com/mobile
800-531-8722

Investments/Insurance: Not FDIC Insured • Not Bank Issued, Guaranteed or Underwritten • May Lose Value
See legal information on page 33.  USAA.COM/REPORT2013 15

 PRODUCTS & SOLUTIONS



With decisions that could affect the fi nancial security of you 
and your family — especially in a year of sequestration, payroll 
tax increases, health care reform and a government shutdown — 
it all comes down to the people you trust. USAA is a community 
of people who share and live military-inspired values such 
as service, loyalty, honesty and integrity, so we begin with a 
common foundation. 

Trust isn’t given; it is earned. In 2013, USAA worked hard to 
continue earning your trust. 

Standing Up for the Military
Last year, we honored our military and veterans’ service 
by hiring and developing even more veterans and military 
spouses at USAA. They comprised nearly 31 percent of our 
new hires in 2013. 

Finding a job isn’t the only challenge for transitioning service 
members. USAA introduced online tools to help separating 
and retiring veterans make smoother fi nancial transitions to 
civilian life, with access to a team of dedicated advisors who 
understand military benefi ts and can help identify gaps that 
may need to be addressed.

During the debt-ceiling impasse and government shutdown 
that threatened the paychecks of some of our members, USAA 
Bank was prepared to provide qualifi ed members interest-free 

payroll advance loans. Those on active duty also can take 
advantage of products and services designed just for service 
members — such as life insurance with no war exclusion and 
credit-card interest rate reductions for deployed members.

Keeping Our Commitments
Whether making good on everyday claims or helping rebuild 
from tornadoes and other catastrophes, USAA was there when 
you needed us most. Using streamlined processes and technol-
ogy tools, we enhanced the claims experience for our members 
in 2013, effi ciently handling nearly 100,000 catastrophe-related 
claims and millions of other auto and property claims.

In some cases, such as the Black Forest wildfi res in Colorado, 
aerial surveillance technology helped USAA assess total losses 
and send initial payments, sometimes before members could 
even return home. Our new online Claims Communications 
Center enables members to interact with us and see their claims 
status every step of the way. 

Simplifying Your Life
You asked for products, services and tools to make your life 
easier, and we responded. The new USAA virtual mobile 
assistant lets members use hands-free voice commands to do 
things such as pay bills, transfer balances and manage their 
USAA accounts on smartphones. On those same smartphones 

TRUST IS EARNED

Dear Fellow Members,

Early in my tour in Vietnam, I learned the real meaning of the word “trust.” 
Before you took your next step, you checked with the person to the left of you 

and the person to the right of you. 
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or tablets, qualifi ed members now can deposit up to 10 checks 
in one session with our enhanced USAA Deposit@Mobile® tool.

Our new health insurance marketplace on usaa.com helps 
members research and shop with confi dence for Medicare 
solutions, as well as for vision and dental plans available 
for members of all ages. And military members stationed 
overseas can save money on vehicle purchases through 
the USAA Car Buying Service Overseas Vehicle Program. 
The USAA Car Buying Service and USAA-exclusive incen-
tives saved members more than $523 million off MSRP on 
auto purchases in 2013.

Delivering Relevant Advice 
Thousands of USAA professionals — including CERTIFIED 
FINANCIAL PLANNERS,™ wealth managers, investment 
professionals, fi nancial advisors and others — helped millions 
of USAA members with informed, personalized fi nancial 
information. And by using “My Life Plan” and other self-
service fi nancial tools, members created 1.6 million fi nancial 
plans in 2013.

Our online and mobile retirement center is enhanced to offer 
personalized information and calculators to help you save for 
your future. Elsewhere on usaa.com, you can use free tools 
to budget, manage debt, keep track of what you have and set 
goals for your fi nancial needs. 

Stewarding USAA’s Assets
USAA strives to keep expenses down so our members pay 
competitive rates for quality products and services. For exam-
ple, in our core property and casualty business in 2013, the 
operating expense ratio was almost half of industry levels as 
of the third quarter — and the lowest at USAA since 1955.

Drawn to our competitive pricing and value, members did 
more business with us. And with prudent management of 
operations, net worth grew 9 percent to $24 billion, meaning 
we can continue to meet our commitments to you.

Earning Your Trust
For USAA, it’s been more than 91 years since those 25 Army 
offi cers met to formalize our organization — one built on trust. 
Because many USAA members pass down the legacy of access 
to membership to new generations of family members, we 
never take that trust for granted. 

Thank you for your membership. You have my commitment 
that USAA will continue to work hard to earn your trust.

Sincerely,

Josue (Joe) Robles Jr.
Major General, USA (Ret.)
President 
and Chief Executive Offi  cer

HUNDREDS OF THOUSANDS OF FEDERAL EMPLOYEES
were affected by the October 2013 government shutdown.

HELP FOR HARD TIMES
Federal budget issues aff ected many Americans in 2013, 
from the partial government shutdown to sequestration 
budget cuts that brought furloughs to many civilian 
Defense Department employees. Some USAA members, 
including Mike and Marsha Edwards, suff ered substantial 
furlough-related income loss. “We had gone through our 
budget and eliminated or reduced everything we could,” 
Mike says. “We were at the point where we couldn’t see 
what else to do.” That’s when the couple decided to call 
USAA. The advisor who took the call immediately set up 

the Edwardses with an action plan. “It was so nice to talk to 
somebody who sympathized,” Marsha says. “I made a list 
of everything he said, and luckily we were able to do most 
of those things. Now we’re planning to build our savings so 
if this happens again, we’ll be ready.” 

USAA has developed special assistance for members who receive 
a government paycheck and fi nd themselves in fi nancial distress 
because of federal budget issues. 
Call us at 800-531-USAA (8722) to learn more.

“USAA strives to keep expenses down 
so our members pay competitive rates 
for quality products and services. For 

example, in our core property and casualty 
business in 2013, the operating expense 
ratio was almost half of industry levels 
as of the third quarter — and the lowest

at USAA since 1955.”
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DEDICATED TO THE MILITARY COMMUNITY 
The military forges a unique sense of camaraderie�—�a deep bond 
between service members. USAA shares that same fellowship 
with the military community. That’s why, since 2009, we’ve built 
relationships with a diverse range of military-focused groups. 
As the fi nancial services provider of choice for many of these 
groups, USAA can support them by delivering to their members 
products and services designed with the military in mind. As of 
the end of 2013, we have 50 affi  nity relationships benefi ting the 
military community. 

COMMITTED TO MILITARY HIRING 
The White House estimates that 1 million service members will 
separate from the military between 2011 and 2016. These military 
veterans need more than jobs�—�they need meaningful careers. 
At USAA we hire veterans because it’s good business to hire the 
best, and we educate others on the exceptional skills they off er. 
From 2006 to 2013, we hired more than 7,800 veterans and 
military spouses.

WE PROUDLY WELCOME THE

950 VETERANS & 464 MILITARY SPOUSES
who joined us as employees in 2013.

No. 1 Military Friendly Employer
USAA is the nation’s top Military Friendly Employer® 

for 2014, according to Victory Media, publisher of 
G.I. Jobs Magazine. USAA claimed the No. 1 spot for the 

second consecutive year, and has ranked in the list’s 
top 10 every year since the award’s 2003 inception. 

USAA’s military hires accounted for nearly 31 percent of 2013 new 
employees. We’re honored to welcome the 1,414 veterans and military 
spouses who bring their expertise and talent to USAA, including 
those pictured above. 

BUILT ON

SERVICE

Employees pictured above: Manuel Aguayo III, William Beecham, Javier Beltran, 
Taylor Clark, Timothy Durdin, Adela Fernandez, David Glover, LaShonta Goins, 
Thomas Hartswick, Charmetera Humphries, David Kotch, John Luong, Johnathan 
Malish, Jason McCree, John Moreno, Josephine Okunfolami, Nicole Pauley, William 
Pitts, Steve Schwing, Ben Senecal, Anjali Sharma, Robert Smith, Michael Valiente, 
Kelly Watson, Terra Williams, Winter Wade, Raymond Yee 

USAA’s military affi  nity relationships include (clockwise from top left): 
Special Forces Association, Virginia Military Institute Alumni Association, 
82nd Airborne Division Association, National Military Family Association 
and Military Order of the Purple Heart.

18 USAA 2013 REPORT TO MEMBERS



The fi nancial statements that appear in this document 
have been selected from the audited consolidated fi nancial 
statements to give basic and necessary fi nancial information 
about USAA. Certain prior-year amounts were reclassifi ed 
to conform to the current-year presentation. The selected 
fi nancial information was prepared by USAA in accordance 
with Accounting Principles Generally Accepted in the 
United States of America (GAAP), except for the key statutory 
data, which was prepared in accordance with Statutory 
Accounting Principles (SAP). Management believes the 
fi nancial information contained in the audited consolidated 
fi nancial statements fairly presents USAA’s fi nancial position, 
results of operations and cash fl ows. A copy of the complete 
audited consolidated fi nancial statements of USAA, including 
Ernst & Young LLP’s unqualifi ed independent auditors’ 
report thereon, is available upon request to USAA head-
quarters in San Antonio.

USAA’s internal controls are designed to reasonably ensure 
that USAA’s assets are safeguarded from unauthorized use 
or disposition and that USAA’s transactions are authorized, 
executed and recorded properly. In addition, USAA has a 
professional staff of internal auditors who monitor these 
controls on an independent basis. The Finance and Audit 
Committee of USAA’s Board of Directors engaged Ernst & 
Young LLP as independent auditors to audit USAA’s fi nancial 
statements and express an opinion thereon. Ernst & Young 
LLP’s audit included consideration of USAA’s internal con-
trols over fi nancial reporting as a basis for designing audit 
procedures that support their fi nancial statement audit 
opinion, but not for the purpose of expressing an opinion on 
the effectiveness of USAA’s internal controls over fi nancial 
reporting. The Finance and Audit Committee of USAA’s 

Board of Directors consists of members who are not offi cers 
or employees of USAA. This committee meets periodically 
with management, internal auditors and Ernst & Young LLP 
to ensure that management fulfi lls its responsibility for 
accounting controls and preparation of the consolidated 
fi nancial statements and related data.

Josue (Joe) Robles Jr.
Major General, USA (Ret.)
President 
and Chief Executive Offi  cer

Stuart Parker
Executive Vice President 
and Chief Financial Offi  cer

MANAGEMENT’S RESPONSIBILITY 
FOR FINANCIAL REPORTING 

OUR FINANCIAL STRENGTH 

In 2013, you trusted USAA to serve more of your needs, 
and we continued to assist you with solutions to your 
goals and life challenges. We honored that trust through 
diligent stewardship of your resources, as validated 
through strong growth in assets owned and managed and 
net worth, reaffi  rmation of our fi nancial strength ratings, 
expense ratios that were better than the industry, and 
by sharing profi ts and other rewards with our members 
at a record-high level.

Our fi nancial strength also enabled USAA to promptly pay 
claims and provide assistance as members felt the impact 
of sequestration and budget cuts. A successful 2013 
strengthened our fi nancial foundation in order to ensure 
we are able to serve our members well into the future. 

The management of USAA is responsible for the integrity and objectivity of the fi nancial 
information presented in this annual report. Due to the volume of fi nancial information 
contained in the audited consolidated fi nancial statements, which include the fi nancial 
statements as well as the accompanying footnotes, we have chosen not to include the full 
audited consolidated fi nancial statements in this Report to Members. 
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RATINGS OF FINANCIAL STRENGTH 
For insurance companies, fi nancial strength ratings represent 
independent assessments of the company’s ability to honor its 
obligations under its policies and contracts. These ratings are the 
toughest measure of fi nancial strength and only a few companies 
can show the same degree of quality in their strength as we 
demonstrate.

The three major rating agencies evaluate numerous factors, 
including USAA’s profi tability, the strength of its balance sheet 
and risk management practices, and the overall effectiveness of 
our operations, and have consistently awarded USAA extremely 
strong ratings.

USAA is one of a handful of companies that still maintains the 
highest possible ratings from A.M. Best, and the only property 
and casualty insurance company that maintains the highest 

possible ratings from Moody’s. Our Standard & Poor’s rating, 
which continues to be constrained by the downgrade of the U.S. 
government credit in 2011, remains at the highest level currently 
possible, AA+. Our fi nancial strength is further validated by 
USAA Bank’s superior rating from IDC. 

S&P also scores USAA’s enterprise risk management framework 
as very strong, the highest awarded by S&P, with industry-leading 
risk management practices. These assessments of USAA’s fi nan-
cial strength acknowledge our persistent focus on doing what’s 
right for our members.

2013 FORTUNE 500® RANKING 

No. 139 in Revenue No. 57 in Assets No. 58 in Net Worth

USAA’s long-term fi nancial strength consistently earns us spots 
on FORTUNE’s annual rankings of America’s corporations.

USAA PROPERTY AND CASUALTY INSURANCE GROUP

A++
A.M. Best Company
(Superior, highest of 
16 possible ratings)

Aaa
Moody’s Investors Service

(Exceptional, highest of 
21 possible ratings)

AA+
Standard & Poor’s

(Very Strong, second highest of 
21 possible ratings)

USAA LIFE INSURANCE COMPANIES

A++
A.M. Best Company 
(Superior, highest of 
16 possible ratings)

Aa1
Moody’s Investors Service

(Excellent, second highest of 
21 possible ratings)

AA+
Standard & Poor’s

(Very Strong, second highest of 
21 possible ratings)

USAA FEDERAL SAVINGS BANK

TOP 20% OF PEER GROUP
Thomson Reuters Bank Insight

As of Sept. 30, 2013

SUPERIOR
IDC Financial Publishing Inc.

As of Sept. 30, 2013
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Years ended Dec. 31 2011 2012 2013

Total members (in millions) 8.8 9.4 10.1
Total products (in millions) 36.5 39.2 41.8
Total employees (in thousands) 23.4 24.7 25.8

USAA CONSOLIDATED 
(Dollars in millions)

Revenues $�19,036 $�20,729 $�20,971 
Expenses 16,908 17,897 18,245
Net income 2,128 2,832 2,726 
Assets owned 104,352 115,589 122,204
Assets owned and managed 162,169 183,055 198,455
Total liabilities 84,312 93,453 98,048
Net worth 20,040 22,136 24,156

Years ended Dec. 31 (Dollars in millions) 2011 2012 2013

Subscriber’s Account distributions $� 218 $� 377 $� 473
Senior Bonus distributions* 173 189 212
Subscriber’s Account terminations 127 144 151
Automobile policyholder dividends 67 113 177

Total property and casualty distributions 585 823 1,013
Life insurance policyholder dividends 44 44 45
Bank rebates and rewards 458 448 489

TOTAL DISTRIBUTIONS TO MEMBERS** $1,087 $1,315 $1,547

Past dividends or distributions are not a guarantee or promise of future dividends or distributions.
*Senior Bonus distributions represent additional Subscriber’s Account distributions for eligible members of the association with more than 40 years of membership.
**Includes amounts returned to members, associates and other customers.

DISTRIBUTIONS TO MEMBERS
(Dollars in millions)

2009
$1,188

2010
$1,333

2011
$1,087

2012
$1,315

2013
$1,547

MEMBER DISTRIBUTIONS 
We take pride in sharing our success with our members — it is 
one of the unique features of our membership that sets us apart 
from other companies. In 2013, we returned $1.5 billion to 
members and customers through distributions, dividends, and 
bank rebates and rewards — 18 percent more than last year and 
the highest level in USAA’s history. In fact, for the last 20 years, 
we returned no less than 20 percent or more of profi ts back 
to our members in the form of policyholder dividends and 
Subscriber’s Account distributions, returning 35 percent of net 
income in 2013. Our overall strength in our fi nancial results is 
the primary driver of these healthy return levels. 

FINANCIAL HIGHLIGHTS
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Years ended Dec. 31 (Dollars in millions) 2011 2012 2013

ASSETS

Cash and cash equivalents $�13,447 $�12,341 $�14,388
Investments 38,944 49,223 51,682
Real estate investments, net 2,370 2,725 2,549
Loans receivable, net 38,103 38,932 40,133
Premiums due from policyholders 2,309 2,434 2,619
Property and equipment, net 1,309 1,341 1,477
Securities lending collateral 205 351 392
Other assets (e.g., accounts receivable, pension plans) 7,665 8,242 8,964

TOTAL ASSETS $104,352 $115,589 $122,204

LIABILITIES

Insurance reserves $�15,598 $�16,991 $�18,112
Life insurance�—�funds on deposit 15,368 16,910 17,105
Bank deposits 46,432 52,374 55,435
Borrowings 1,874 1,443 995
Securities lending payable 208 352 393
Other liabilities (e.g., accounts payable, benefi t plan obligations) 4,832 5,383 6,008

TOTAL LIABILITIES $�84,312 $�93,453 $�98,048

NET WORTH

Total net worth 20,040 22,136 24,156

TOTAL LIABILITIES AND NET WORTH $104,352 $115,589 $122,204

ASSETS
(Dollars in billions)

2009
$79.9

2010
$94.3

2011
$104.4

2012
$115.6

2013
$122.2

CONSOLIDATED BALANCE SHEETS 
USAA’s goal is to offer a full range of highly competitive products 
and services that help and protect our members, to provide high-
quality member service and to maintain our fi nancial strength. Our 
fi nancial strength is refl ected in our strong and well-capitalized 
balance sheet. Through another year of economic uncertainty, 
our assets grew by $6.6 billion, led by a $4.5 billion growth in cash 
and investments. This growth was fueled from profi table opera-
tions and prudent efforts to invest in high-quality portfolios, and 
from a signifi cant growth in bank deposits as members continued 
to display their loyalty to USAA.
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Years ended Dec. 31 (Dollars in millions) 2011 2012 2013

NET WORTH

Beginning of year $18,711 $20,040 $22,136
Net income 2,128 2,832 2,726
Distributions to subscribers (517) (710) (836)
Other (282) (26) 130

TOTAL NET WORTH $20,040 $22,136 $24,156

NET WORTH
(Dollars in billions)

2009
$17.0

2010
$18.7

2011
$20.0

2012
$22.1

2013
$24.2

CONSOLIDATED STATEMENTS
OF NET WORTH
In 2013, USAA’s net worth grew by $2 billion to $24.2 billion, 
an increase of 9 percent. This increase was made possible 
through strong product growth and careful management of 
USAA’s capital. This level of growth is exceptional given 
the fact that we were able to absorb the impact of increasing 
interest rates as well as return the highest distributions to our 
members in association history.

USAA’s net worth stands well-prepared to fund current and 
future operations, to cover ever-increasing regulatory and rating 
agency requirements, but more important, to carry out our 
promises to our members.
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Years ended Dec. 31 (Dollars in millions) 2011 2012 2013

REVENUES

Insurance premiums $11,960 $13,028 $14,295
Investment returns:

Interest and dividends earned, net 1,812 1,904 2,009
Gains (losses) on investments, net 684 829 (525)
Gains on sale of loans, net 414 638 478

Total investment return 2,910 3,371 1,962
Fees, sales and loan income, net 3,489 3,578 3,817
Real estate investment income 253 287 330
Other income 424 465 567

Total revenues 19,036 20,729 20,971

LOSSES, BENEFITS AND EXPENSES

Net losses, benefi ts and settlement expenses 10,998 11,224 11,547
Deferred policy acquisition costs 574 510 494
Real estate investment expenses 189 198 197
Interest expense 475 370 298
Dividends to policyholders 112 157 222
Other operating expenses 3,899 4,545 4,968

Total losses, benefi ts and expenses 16,247 17,004 17,726

Pre-tax income 2,789 3,725 3,245
Income tax expense 661 893 519

NET INCOME $�2,128 $�2,832 $�2,726

Other comprehensive income, net of tax (269) (29) 82

COMPREHENSIVE INCOME $�1,859 $�2,803 $�2,808

CONSOLIDATED STATEMENTS 
OF COMPREHENSIVE INCOME 
Our fi nancial performance during the year refl ects that we suc-
cessfully overcame a variety of headwinds, including economic 
uncertainty, a considerably more competitive environment and 
higher interest rates, to generate a net income of $2.7 billion. 

We benefi ted from a mild hurricane season and maintained our 
prudent and effi cient cost discipline, which resulted in a P&C 
operating expense ratio that once again led the industry and was 
our lowest in almost 60 years. Our operational performance 
was enabled by strong contributions from all our major lines 
of business, highlighting our commitment to meeting more of 
our members’ needs. 

Despite solid growth in USAA’s operations, our revenues and 
net income appear relatively fl at year over year. This is due to 
experiencing a $525 million loss on our investments, primarily 
in unrealized losses on our portfolios as we saw interest rates 
increase and bond values decline. Unlike most other companies 
that record market fl uctuations of their portfolios through net 
worth, USAA records these fl uctuations through its income 
statement. Absent the impact of gains and losses on investments, 
USAA experienced strong revenue growth of 8 percent.

2009 2010 2011 2012 2013
*A.M. Best 2013 

estimate

USAA P&C Insurance GroupP&C Insurance Industry

OPERATING EXPENSE RATIO

23% 22%24% 24% 24%

41% 40%*41% 41% 41%

*Excludes gains/losses on investments.

PRE-TAX INCOME*

Banking

Other

Life & Health

Property & Casualty

55%

30%

11%

4%
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Years ended Dec. 31 (Dollars in millions) 2011 2012 2013

CASH FLOWS FROM OPERATING ACTIVITIES

Net income $ �2,128 $ �2,832 $ �2,726
Adjustments to reconcile net income to net cash provided by operating activities:

Increase in insurance reserves 1,033  1,052 1,093
Interest credited on policyholder deposits 603  596 601
(Gains) losses on investments and sale of loans, net (1,098)  (1,467) 47
Increase in premiums due from policyholders (186)  (125) (185)
Depreciation and amortization 206  136 258
Decrease in mortgage loans held for sale 148  499 1,365
Change in other assets/liabilities 911  404 292

Net cash provided by operating activities 3,745  3,927 6,197

CASH FLOWS FROM INVESTING ACTIVITIES

Proceeds from investments sold or matured 8,556 5,835 6,014
Cost of investments acquired (11,400) (14,631) (9,709)
Net increase in bank loans (804) (990) (2,509)
Other uses (656)  (391) (22)

Net cash used in investing activities (4,304) (10,177) (6,226)

CASH FLOWS FROM FINANCING ACTIVITIES

Subscriber’s Account distributions (515) (706) (834)
Net repayment of debt (1,598)  (431) (469)
Net increase in bank deposits 6,656  5,942 3,061
Other 677  339 318

Net cash provided by fi nancing activities 5,220 5,144 2,076

Net increase (decrease) in cash and cash equivalents 4,661 (1,106) 2,047
CASH AND CASH EQUIVALENTS�—�BEGINNING OF YEAR 8,786 13,447 12,341

CASH AND CASH EQUIVALENTS�—�END OF YEAR $ 13,447 $ 12,341 $ 14,388

CASH FLOWS FROM OPERATING ACTIVITIES
(Dollars in billions)

2009
$3.0

2010
$4.9

2011
$3.7

2012
$3.9

2013
$6.2

CONSOLIDATED STATEMENTS
OF CASH FLOWS 
USAA produced positive operating cash fl ows of $6.2 billion due 
to strong operational performance through healthy product 
growth as members continued to turn to us as stewards of their 
fi nancial resources. Our members brought $3.4 billion in net new 
cash fl ows to USAA and its mutual funds in 2013. These cash fl ows 
add to USAA’s already solid liquidity position and help ensure 
USAA is able to be there for members when they need us most.
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OUR 2013 
BOARD OF DIRECTORS
USAA’s board members are distinguished by their 
exceptional leadership abilities and their exemplary 
service to both USAA and our country. Members of 
the board conduct regular, formal evaluations of 
USAA’s CEO and corporate performance. 

STANDING (LEFT TO RIGHT):

Gen. Lester L. Lyles, USAF (Ret.)
Member since 1968, Elected 2004

USAA SERVICE
Chairman of the Board; chair, Governance and 
Executive committees; ex offi  cio member, 
Finance & Audit, Compensation & Workforce, 
Marketing & Programs, and Risk committees
Previously: member, Finance & Audit Committee; 
vice chairman of the board; vice chair, Marketing 
& Programs, Governance and Executive 
committees

SERVICE TO COUNTRY AND LEADERSHIP
.�35-year career in U.S. Air Force
.�Vice Chief of Staff , U.S. Air Force
.�Commander, Air Force Materiel Command
.�Defense Distinguished Service Medal
.�Distinguished Service Medal
.�Defense Superior Service Medal
.�Legion of Merit
.�Director, Ballistic Missile Defense Organization
.�Commander, Space and Missile Systems Center
.�Director, General Dynamics Corporation
.�Director, KBR Corporation

.�Director, Battelle Memorial Institute

.�Director, Precision Castparts Corporation

.�Member, NASA Advisory Council

.�Member, Defense Science Board 

.�Elected, National Academy of Engineers, 2011

.�Member, Secretary of State’s International 
Security Advisory Board 

Previously: member, President’s Intelligence 
Advisory Board

EDUCATION
.�Distinguished graduate, Air Force ROTC 
.�Bachelor of Science, mechanical engineering, 

Howard University
.�Master of Science, mechanical engineering, 

New Mexico State University
.�Honorary Doctor of Laws degree, 

New Mexico State University
.�Honorary Doctor of Laws degree, Urbana 

University

Maj. Gen. Josue Robles Jr., 
USA (Ret.)
Member since 1967, Elected 2007
(Previously served on the USAA Board from 
1990–1994)

USAA SERVICE
Member, Governance and Executive committees; 
president and chief executive offi  cer
Previously: executive vice president, chief 
fi nancial offi cer and corporate treasurer

SERVICE TO COUNTRY AND LEADERSHIP
.�28-year career in U.S. Army
.�Commanding General, 1st Infantry Division 

(The Big Red One)
.�Director of the Army Budget
.�Served in Korea, Vietnam, Germany and the 

Middle East
.�Distinguished Service Medal with Oak Leaf 

Cluster
.�Legion of Merit with two Oak Leaf Clusters
.�Bronze Star with Oak Leaf Cluster
.�Meritorious Service Medal with Oak Leaf 

Cluster
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.�Director, DTE Energy Company

.�Director, San Antonio branch of the Federal 
Reserve Bank of Dallas

.�Serves on the boards of several other 
companies and nonprofi ts

EDUCATION
.�Bachelor of Business Administration, 

accounting, Kent State University
.�Master of Business Administration, Indiana 

State University

Gen. John P. Abizaid, USA (Ret.)
Member since 1973, Elected 2007

USAA SERVICE
Chair, Marketing & Programs Committee; 
member, Governance and Executive committees
Previously: member, Finance & Audit Committee; 
member and vice chair, Marketing & Programs 
Committee

SERVICE TO COUNTRY AND LEADERSHIP
.�34-year career in U.S. Army
.�Commander of United States Central 

Command, overseeing military operations 
in a 27-country region

.�Distinguished chairman emeritus, 
West Point’s Combating Terrorism Center

.�Independent consultant, international and 
strategic issues

.�Chairman, Blue Hackle LLC

.�Director, RPM International Inc.

.�Advisory board member of several 
corporations

EDUCATION
.�Bachelor of Science, U.S. Military Academy 

at West Point
.�Master of Arts, Middle Eastern aff airs, 

Harvard University
.�Olmsted scholar, University of Jordan

John F. Young
Member since 1978, Elected 2011

USAA SERVICE
Vice Chair, Finance & Audit Committee
Previously: member, Finance & Audit Committee

SERVICE TO COUNTRY AND LEADERSHIP
.�5-year career in U.S. Navy
.�Service included a tour aboard the 

U.S.S. Ticonderoga

.�President and chief executive offi  cer, Energy 
Future Holdings Corp. 

.�Chairman, Nuclear Energy Institute

.�Director, Edison Electrical Institute

.�Director, Nuclear Electric Insurance Ltd.

.�Director, Children’s Medical Center of Dallas

.�Member, Center for Strategic and 
International Studies Dallas Roundtable

.�Advisor, U.S. Naval Academy Foundation’s 
Corporate Advisory Forum

.�Serves on the boards of several other 
companies

Previously: executive vice president, Finance and 
Markets, Exelon Corporation; president, Exelon 
Generation and Exelon Power; various leadership 
roles at Sierra Pacifi c Resources Corporation and 
the Southern Company

EDUCATION
.�Bachelor’s degree, mechanical engineering, 

U.S. Naval Academy
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STANDING (LEFT TO RIGHT), CONTINUED: 

Gen. Michael E. Ryan, 
USAF (Ret.)
Member since 1964, Elected 2002

USAA SERVICE
Chair, Finance & Audit Committee; member, 
Governance and Executive committees
Previously: member, Personnel & Membership 
and Compensation & Benefi ts committees; mem-
ber and vice chair, Finance & Audit Committee 

SERVICE TO COUNTRY AND LEADERSHIP
.�36-year career in U.S. Air Force
.�16th Chief of Staff , U.S. Air Force
.�Commander, 16th Air Force and Allied 

Air Forces Southern Europe in Italy
.�Staff  assignments at major command level, 

Headquarters U.S. Air Force and the Joint Staff 
.�Commander, U.S. Air Forces in Europe
.�Commander, Allied Air Forces Central Europe
.�President, Ryan Associates
.�Chairman, CAE USA
.�Chairman, SELEX Galileo Inc.
.�Serves on the boards of several other 

companies 

EDUCATION
.�Graduate, U.S. Air Force Academy
.�Master of Business Administration, Auburn 

University 
.�Completed the National Security Program, 

Harvard University

Maj. Gen. Tracy L. Garrett, 
USMCR
Member since 1987, Elected 2010

USAA SERVICE
Vice Chair, Marketing & Programs Committee
Previously: member, Marketing & Programs 
Committee

SERVICE TO COUNTRY AND LEADERSHIP
.�35-year career in U.S. Marine Corps (active 

and reserves)
.�Special Assistant to the Commander, 

U.S. Africa Command
.�Decorated veteran of the Iraq War 
.�Commander, Marine Forces Europe and 

Marine Forces Africa
.�Inspector General, Marine Corps, fi rst woman 

to hold this post
.�Former member, Secretary of the Navy’s 

Marine Corps Reserve Policy Board

EDUCATION
.�Bachelor’s degree, English, University of 

Washington
.�Master’s degree, national security and 

strategic studies, Naval War College

Lt. Gen. Robert VanAntwerp, 
USA (Ret.) 
Member since 1972, Elected 2012

USAA SERVICE
Member, Risk Committee
Previously: member, Finance & Audit Committee 

SERVICE TO COUNTRY AND LEADERSHIP
.�39-year career in U.S. Army
.�Chief of Engineers and Commanding General, 

U.S. Army Corps of Engineers 
.�Commanding General, U.S. Army Accessions 

Command
.�Commanding General, U.S. Army Maneuver 

Support Center at Fort Leonard Wood, Mo.
.�Chief of Infrastructure and Executive 

Development, Flippen Group

EDUCATION
.�Graduate, U.S. Military Academy
.�Master of Business Administration, Long 

Island University
.�Master of Science, mechanical engineering, 

University of Michigan

Col. Herman E. Bulls, 
USAR (Ret.)
Member since 1977, Elected 2010

USAA SERVICE
Chair, Risk Committee; member, Governance 
and Executive committees
Previously: member and vice chair, Finance & 
Audit Committee 

SERVICE TO COUNTRY AND LEADERSHIP
.�30-year career in U.S. Army (active and 

reserves)
.�Offi  ce of the Assistant Secretary of the Army 

for Financial Management at the Pentagon
.�Assistant professor of economics and fi nance 

at West Point 
.�Completed Army’s Airborne, Ranger and 

Command and General Staff  College courses
.�International director, founder and chairman 

of Jones Lang LaSalle’s Public Institutions
.�Member, Real Estate Advisory Committee for 

New York State Teachers’ Retirement System
.�Director, Comfort Systems USA
.�Director, Exelis
.�Director, Rasmussen Inc.
.�Director, Tyco International
.�Board member and former vice chairman, 

West Point Association of Graduates Board 
of Directors

.�Member, Executive Leadership Council

.�Director, Military Bowl, NCAA-sanctioned 
postseason football game

Previously: Co-founder, president and chief 
executive offi cer, Bulls Capital Partners LLC; 
chairman of the board, Executive Leadership 
Foundation

EDUCATION 
.�Bachelor of Science, engineering, 

U.S. Military Academy at West Point
.�Master of Business Administration, fi nance, 

Harvard Business School

Capt. Frederick M. Hamilton, 
USCG (Ret.)
Member since 1965, Elected 1998

USAA SERVICE
Member, Finance & Audit Committee; vice chair, 
USAA Advisory Panel
Previously: member, Personnel & Membership 
Committee

SERVICE TO COUNTRY AND LEADERSHIP
.�27-year career in U.S. Coast Guard
.�Key command and staff  positions
.�Recognized leader in the telecommunications 

infrastructure industry
.�More than 30 years’ experience as an 

executive, manager and technical professional

Previously: vice president, Network Construction 
and Maintenance, Tyco Telecommunications

EDUCATION
.�Honors graduate, U.S. Coast Guard Academy
.�Master’s degree, naval architecture and 

marine engineering, Massachusetts Institute 
of Technology 

.�Master’s degree, mechanical engineering, 
Massachusetts Institute of Technology 

.�Master’s degree, management, MIT Sloan 
School of Management

Col. Eileen M. Collins, 
USAF (Ret.)
Member since 1978, Elected 2007

USAA SERVICE
Vice Chair, Risk Committee; chair, USAA 
Advisory Panel
Previously: member, Finance & Audit and 
Marketing & Programs committees

SERVICE TO COUNTRY AND LEADERSHIP
.�26-year career in U.S. Air Force
.�First woman pilot and fi rst woman commander 

of a space shuttle
.�More than 850 hours in space as a veteran of 

four space fl ights 
.�Logged more than 6,700 hours in 30 diff erent 

types of aircraft
.�Consultant, aerospace industry and 

motivational speaker
.�Member, U.S. Air Force Academy Athletic 

Corporation
.�Member, Aerospace Science and 

Engineering Board
.�Advisor, National Space Biomedical Research 

Institute
.�Director, Astronaut Memorial Foundation
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Previously: assistant professor of mathematics, 
U.S. Air Force Academy; chairman, Space Operations 
Committee on the NASA Advisory Council

EDUCATION
.�Bachelor of Arts, mathematics and economics, 

Syracuse University
.�Master of Science, operations research, 

Stanford University
.�Master of Arts, space systems management, 

Webster University

Adm. Jay L. Johnson, USN (Ret.)
Member since 1968, Elected 2013
(Previously served on the USAA Board from 
1991–1996 and 2000–2008)

USAA SERVICE
Vice Chair, Compensation & Workforce 
Committee
Previously: vice chairman of the board; member, 
Governance and Executive committees; vice chair 
and chair, Personnel & Membership Committee; 
chair, Compensation & Benefi ts Committee; 
member, Finance & Audit Committee

SERVICE TO COUNTRY AND LEADERSHIP
.�32-year career in U.S. Navy
.�26th Chief of Naval Operations
.�Member of Joint Chiefs of Staff 
.�Carrier-based fi ghter pilot 
.�Director, International Paper
.�Director, U.S. Naval Academy Foundation Board
.�Director emeritus, Congressional Medal of 

Honor Foundation Board

Previously: chairman and chief executive offi cer, 
General Dynamics; various leadership positions, 
Dominion Resources; chief executive offi cer, 
Dominion Virginia Power

EDUCATION
.�Bachelor of Science, U.S. Naval Academy

SEATED (LEFT TO RIGHT): 

Patricia C. Barron
Member since 1972, Elected 2000

USAA SERVICE
Vice Chairman of the Board; vice chair, 
Governance and Executive committees; 
member, Marketing & Programs Committee
Previously: vice chair, Finance & Audit 
Committee; chair, Compensation & Workforce 
Committee

SERVICE TO COUNTRY AND LEADERSHIP
.�Lead director, Quaker Chemical Corp.
.�Lead director, Telefl ex Inc.
.�Director, Ultralife Corporation
.�Director, Business Executives for National 

Security 

Previously: president of two Xerox divisions and 
vice president, Business Operations Support, 
Xerox; adjunct professor, Stern School of Business, 
New York University

EDUCATION
.�Graduate, Bedford College of Physical 

Education, United Kingdom
.�Master of Business Administration, Harvard 

Business School

Adm. Thomas B. Fargo, 
USN (Ret.)
Member since 1970, Elected 2006

USAA SERVICE
Chair, Compensation & Workforce Committee; 
member, Governance and Executive committees 
Previously: member, Finance & Audit Committee; 
member and vice chair, Compensation & 
Workforce Committee

SERVICE TO COUNTRY AND LEADERSHIP
.�35-year career in U.S. Navy
.�20th Commander, U.S. Pacifi c Command
.�29th Commander in Chief, U.S. Pacifi c Fleet
.�Commander, U.S. Fifth Fleet and Naval 

Forces of the Central Command
.�Held the largest Unifi ed Command while 

directing the joint operations of the Army, 
Navy, Marine Corps and Air Force

.�Non-executive chairman, Huntington Ingalls 
Industries

.�John M. Shalikashvili Chair in National 
Security Studies, The National Bureau of 
Asian Research

.�Director, Hawaiian Electric Industries 

.�Director, Matson Inc.

.�Serves on the boards of several companies 
and nonprofi ts

EDUCATION
.�Bachelor of Science, U.S. Naval Academy
.�Business-related training, Harvard University 

and Stanford University

Vice Adm. James M. Zortman, 
USN (Ret.)
Member since 1972, Elected 2013

USAA SERVICE
Member, Compensation & Workforce Committee

SERVICE TO COUNTRY AND LEADERSHIP
.�34-year career in U.S. Navy
.�Commander, Naval Air Forces and Naval Air 

Forces Pacifi c Fleet
.�Commander, Naval Air Forces, Atlantic Fleet
.�Commander, Task Force Fifty during 

Operation Enduring Freedom
.�Sector Vice President, Global Logistics and 

Operational Support, Northrop Grumman 
Aerospace

.�Member, Chairman’s Competitiveness Council

.�Director, San Diego Economic Development 
Corporation

.�Serves on the boards of several other 
nonprofi ts

EDUCATION
.�Bachelor’s degree, economics, U.S. Naval 

Academy
.�Fellowship, Chief of Naval Operations 

Strategic Studies Group, Naval War College

NOT PICTURED: 

Lt. Gen. Thomas P. Carney, 
USA (Ret.) 
Member since 1963, Elected 1997

USAA SERVICE
Retired 2013. During his 16-year tenure as a 
member of the USAA Board of Directors, 
Carney served with distinction as a member, 
Finance & Audit, Compensation & Workforce, 
Executive and Governance committees; 
vice chair, Personnel & Membership Committee; 
chair, Marketing & Programs Committee

SERVICE TO COUNTRY AND LEADERSHIP
.�31-year career in U.S. Army
.�Deputy Chief of Staff  for Personnel, director 

of program analysis and evaluation, Offi  ce of 
the Chief of Staff , Army

.�Commanding General, 5th Infantry Division 
(Mechanized), Fort Polk, La.

.�Commanding General, U.S. Army Recruiting 
Command

.�Assistant Division Commander, 
82nd Airborne Division

.�Executive to the Vice Chief of Staff , Army

.�Commander, 3rd Brigade, 2nd Infantry 
Division, Korea

.�Commander, 2nd Battalion (Mechanized), 
87th Infantry, Mainz, Germany

.�Served two infantry tours in Vietnam

.�Independent consultant, defense industry

.�Chairman, CALIBRE Systems Inc.

Previously: chief executive offi cer, Deputy 
Librarian of Congress

EDUCATION
.�Graduate, U.S. Military Academy 
.�Master’s degree, operations research and 

systems analysis, U.S. Naval Postgraduate 
School
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SEATED (LEFT TO RIGHT):

Dan McNamara 
President, Financial Advice 
and Solutions Group 

Carl Liebert 
President, USAA Capital 
Corporation Group

David Bohne 
President, USAA Federal 
Savings Bank

Christopher Claus 
Executive Vice President, 
Enterprise Advice Group

STANDING (LEFT TO RIGHT):

Wayne Peacock 
Executive Vice President, 
Member Experience 

Shon Manasco
Executive Vice President 
and Chief Administrative Offi  cer 

Stuart Parker 
Executive Vice President 
and Chief Financial Offi  cer 

Steven Bennett 
Executive Vice President, 
General Counsel and 
Corporate Secretary

Josue (Joe) Robles Jr. 
President 
and Chief Executive Offi  cer

Kevin Bergner 
President, USAA Property 
and Casualty Insurance Group 

Dana Simmons 
Executive Vice President, 
Human Resources

Wendi Strong 
Executive Vice President, 
Enterprise Aff airs

USAA’s 12-member Executive Council manages the 
day-to-day operations of USAA’s companies and 
staff agencies. President and Chief Executive Offi cer 
Josue (Joe) Robles Jr. chairs the council. 

OUR 2013 
EXECUTIVE COUNCIL
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SEATED (LEFT TO RIGHT):

Michael Flowers
Lieutenant Colonel, USMCR 
Marietta, Ga.
Member since 1989

Sandra James
Lieutenant Colonel, 
USAR (Ret.)
Mineola, N.Y.
Member since 1985

Douglas Looney
Lieutenant, USA (Sep.)
Niwot, Colo.
Member since 1963

Kathleen Sperling
Daughter of a Navy offi  cer
Chula Vista, Calif.
Member since 1990

Joanne Begert 
Spouse of an Air Force 
offi  cer
New Gloucester, Maine
Member since 1984

STANDING (LEFT TO RIGHT):

Eileen Collins 
Chair, USAA Advisory Panel
Colonel, USAF (Ret.)
San Antonio
Member since 1978 

Fred Hamilton
Vice Chair,
USAA Advisory Panel
Captain, USCG (Ret.)
Lewisberry, Pa.
Member since 1965

Julie Boit 
Colonel, USAF
Honolulu
Member since 1990

Deanna Butler
Spouse of a Navy offi  cer
Gulfport, Miss.
Member since 2000

Matthew Schroeder
Major, USAF
Poquoson, Va.
Member since 2003

Mike Stamat
Captain, USAF
San Antonio
Member since 2007

Renee Bostick
Spouse of an Army offi  cer
Arlington, Va.
Member since 1995

Jamie Chitko
Commander, USN
Haymarket, Va.
Member since 1995

Freda Bredy
Colonel, USAR
Alexandria, Va.
Member since 1995

Jacob Cuomo
Chief Petty Offi  cer, USCG 
Alexandria, Va.
Member since 1999

USAA’s Advisory Panel provides invaluable feedback 
about USAA’s products, solutions, marketing campaigns 
and delivery methods. Our panel members bring diverse 
backgrounds and points of view to their service to USAA. 

OUR 2013 
ADVISORY PANEL
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BUILDING A SUSTAINABLE WORLD
USAA is committed to conducting business as a 
responsible steward of our natural resources while 
reducing our opera tional costs. 

A LEADER IN SUSTAINABILITY 
 USAA’s headquarters in San Antonio earned a Leadership in Energy 
and Environmental Design Gold certifi cation from the U.S. Green 
Building Council in 2013. The LEED Green Building Rating 
System™ is an internationally recognized green building 
rating system for the design, construction and operation 
of high-performance green buildings. 

ENERGY STAR
 Among FORTUNE 500® companies, USAA ranks within the top 40 
largest users of renewable power, according to a U.S. Environmental 
Protection Agency survey. Our San Antonio, Phoenix, 
Tampa and Colorado Springs campuses all have earned 
the EPA’s prestigious ENERGY STAR for energy effi  ciency.

LEED CERTIFIED
USAA’s headquarters in San Antonio is one of the 

largest LEED-certifi ed offi ce buildings in the world.

BUILDING STRONG COMMUNITIES
USAA employees are dedicated to serving our members as well 
as our communities�—�giving back in ways that provide essential 
services for families in need, help students succeed, and serve 
military and veterans groups. 

VOLUNTEER SCORECARD
 In 2013, more than 7,600 employees, their families and retiree 
volunteers reported 417,000 combined hours of volunteering. 
Our volunteers provided meals to wounded warriors, assisted 
at food banks, and served as mentors, pen pals and readers to 
more than 6,200 students from 23 schools. 

CHARITABLE CONTRIBUTIONS 
 During our 2013 United Way Campaign, more 
than 96 percent of USAA employees pledged a 
record-breaking average of $365. 

 With additional funds from USAA retirees and The USAA Foundation, 
total United Way contributions reached $12.6 million, up from 
$11.8 million in 2012. 

 In 2013, USAA, the USAA Federal Savings Bank and The USAA 
Foundation contributed more than $14.9 million in total to nonprofi t 
organizations. 

See legal information on page 33.

BUILDING CONSUMER EDUCATION
 The USAA Educational Foundation strives to help consumers 
make more informed fi nancial, safety and big life-event 
decisions by providing relevant educational materials. 

 We recently launched free mobile technology to make our 
digital educational content more widely available. Download 
our Budget Ops mobile app or view our Distracted Driving 
video and other materials at usaaedfoundation.org.

 We also promoted fi nancial literacy within the military 
community by providing fi nancial management presentations 
to 45,000 service members.

The USAA Educational Foundation, a nonprofi t organization, 
provides information on a variety of consumer issues but does not 
endorse or promote any commercial supplier, product or service. 
Visit www.usaaedfoundation.org for more information.
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LEGAL INFORMATION
Investments/Insurance: Not FDIC Insured�•�Not 
Bank Issued, Guaranteed or Underwritten�•�May 
Lose Value

What does USAA mean? USAA means United Ser-
vices Automobile Association and its insurance, 
banking, investment and other companies. Banks 
Member FDIC, investments provided by USAA 
Investment Management Company and USAA Finan-
cial Advisors Inc., both registered broker dealers.

Who is a USAA member? The term “member” gen-
erally refers to current USAA customers who are 
eligible for USAA auto or property insurance, and 
their spouses and children who are current USAA 
customers. Use of the term “member” does not 
convey any eligibility rights for auto and prop-
erty insurance products, or legal or ownership 
rights in USAA. Ownership rights are limited to eli-
gible policyholders of United Services Automobile 
Association.

Who is eligible for USAA auto and property insur-
ance products? These products are available to 
current and former military members and their for-
mer dependents who meet certain membership 
eligibility criteria. Membership and product eligi-
bility and underwriting restrictions apply and are 
subject to change. Eligible former dependents of 
USAA members may purchase auto or property 
insurance if the member obtained USAA auto or 
property insurance. Eligible members with auto and 
property policies issued by United Services Auto-
mobile Association have ownership rights in USAA. 
Ownership rights, including Subscriber’s Accounts, 
do not apply to policies issued by other insurers 
within the USAA family of companies or to business 
assigned/accepted because of state insurance plans. 
Refer to your insurance policy to determine in which 
company you are insured. Contact us to find out 
about the benefi ts of USAA membership. 

Purchase of a product other than USAA auto or 
property insurance, or purchase of an insurance pol-
icy offered through the USAA Insurance Agency, 
does not establish eligibility for, or membership in, 
USAA property and casualty insurance companies.

Use of the term “member” or “membership” does 
not convey any eligibility rights for auto and prop-
erty insurance products, or legal or ownership 
rights in USAA. Ownership rights are limited to 
eligible policyholders of United Services Auto-
mobile Association. “Honorably served” means a 
discharge type of “honorable.” Membership and 
product eligibility and underwriting restrictions 
apply and are subject to change. Eligible former 
dependents of USAA members may purchase auto 
or property insurance if the member obtained 
USAA auto or property insurance.

USAA does not off er tax, legal or estate planning 
advice. Consult with your tax, legal or estate plan-
ning professional regarding your specifi c situation.

Certifi ed Financial Planner Board of Standards, Inc. 
owns the certifi cation marks CFP® and CERTIFIED 
FINANCIAL PLANNER™ in the United States, which 
it awards to individuals who successfully com-
plete CFP Board’s initial and ongoing certifi cation 
requirements.

Financial planning services and financial advice 
provided by USAA Financial Planning Services 
Insurance Agency Inc. (known as USAA Financial 
Insurance Agency in California, License # 0E36312), 
a registered investment adviser and insurance 
agency and its wholly owned subsidiary, USAA 
Financial Advisors Inc., a registered broker dealer.

Credit cards provided by USAA Savings Bank, other 
bank products by USAA Federal Savings Bank, both 
Member FDIC.

Life insurance and annuities provided by USAA Life 
Insurance Company, San Antonio, TX, and in New 
York by USAA Life Insurance Company of New 
York, Highland Falls, NY. All insurance products are 
subject to state availability, issue limitations and 
contractual terms and conditions. Each company 
has sole fi nancial responsibility for its own products.

Investments provided by USAA Investment Manage-
ment Company and USAA Financial Advisors Inc., 
both registered broker dealers.

Property and casualty insurance provided by United 
Services Automobile Association, USAA Casualty 
Insurance Company, USAA General Indemnity Com-
pany, Garrison Property and Casualty Insurance 
Company, USAA County Mutual Insurance Com-
pany, USAA Texas Lloyds Company, San Antonio, 
TX, and is available only to persons eligible for P&C 
group membership. Each company has sole fi nan-
cial responsibility for its own products.

USAA means United Services Automobile Associa-
tion and its affi  liates.

The trademarks, logos and names of other compa-
nies, products and services are the property of their 
respective owners.

USAA Car Buying Service provided by TrueCar, Inc.

Medicare and Long-Term Care insurance solutions 
provided by USAA Life Insurance Company, San 
Antonio, TX, and by USAA Life General Agency, Inc. 
(LGA) (known in CA and NY as USAA Health and 
Life Insurance Agency), which acts as an agent for 
select insurance companies to provide products to 
USAA members. LGA representatives are salaried 
and receive no commissions. However, LGA receives 
compensation from those companies, which may be 
based on the total quantity and quality of insurance 
coverage purchased through LGA. Plans not avail-
able in all states. Each company has sole fi nancial 
responsibility for its own products.

USAA takes great care to comply with all applicable 
military guidelines, and therefore our ability to dis-
play or refer to certain military dress, insignia and 
terminology in this publication may be limited.

No Department of Defense or government agency 
endorsement.

Page 5: Includes amounts returned as auto policy-
holder dividends as well as Subscriber’s Account 
distributions, senior bonus and terminations. Past 
dividends or distributions are not a guarantee or 
promise of future dividends or distributions.

Page 8: Military Future Insurability�—�Increases in 
coverage require payment of additional premium. 
Availability of increased life insurance coverage 
depends on characterization of military separation. 
Form LBR57941ST 05-06 (may vary by state); NY 
form NBR60469NY 06-06.

Total premiums paid over 20 years for buying a 
policy starting at ages 25 and 55 are: $3,547.20 
($177.36/20 yrs) and $17,947.20 ($897.36/20 yrs), 
respectively. The diff erence between the two pre-
miums ($17,947.20−$3,547.20) is $14,400 over 
20 years.

Page 11: 98% based on member data from 
2008–2013.

Page 12: MoversAdvantage® is offered by USAA 
Relocation Services Inc., a licensed real estate bro-
ker and subsidiary of USAA Federal Savings Bank. 
Program may be unavailable for employer-spon-
sored relocations. Not available for transactions in 
Iowa or outside the U.S. This is not a solicitation if 
you are already represented by a real estate bro-
ker. Reward offer limited in some states. Reward 
amount is based on sale price of home sold or pur-
chased and cannot exceed $6,000 per transaction. 
To receive the maximum amount off ered of $6,000, 
the sale price of the home sold or purchased must 
be $1 million dollars or more. In 2013 the average 
member closing in the program received $1,000. 
A reward is not available in Alaska, Louisiana, Mis-
sissippi and Oklahoma. In Kansas and Tennessee, a 
gift card will be issued that is accepted at specifi c 
retailers. State regulations in Kansas limit the dol-
lar amounts and the type of incentive. In Oregon, a 
commission reduction may be available at closing. 
In New Jersey, a commission credit may be available 
at closing. Please check with the program coordina-
tor for details. You must be enrolled in the program 
and be represented at closing by an approved agent 
with a participating real estate fi rm in order to qual-
ify for the reward. Reward not available to sellers in 
a short sale transaction.

Page 14: USAA Managed Portfolios-UMP™ is a ser-
vice of USAA Investment Management Company, 
a registered investment adviser and broker dealer. 

Loans include: credit card, auto loans and home 
equity loans. Mortgages are not included.

To receive the special active-duty benefits, you 
must tell us when you enter active duty, start a 
deployment/PCS, or complete service in a quali-
fied military campaign. SCRA rate will not apply 
unless you notify us that you have entered into 
active military service. The SCRA rate will apply only 
to balances made before commencement of active 
duty and will last until the end of your active duty 
period. We will notify you 45 days in advance before 
the SCRA rate ends. Thereafter, the regular variable 
APR will apply. For other benefi ts, we must receive 
notice within 90 days after the start of deployment 
or PCS, or within six months after completion of a 
military campaign. We reserve the right to require 
documentation. A qualifi ed military campaign is any 
war or military confl ict in which the President of the 
United States of America issues an Executive Order 
establishing a campaign medal.

Home Circle® is a program provided by United Ser-
vices Automobile Association. Availability, eligibility 
restrictions and fees may apply to certain bank-
ing, insurance or ancillary products. Property and 
casualty insurance provided by United Services 
Automobile Association, and its affi  liate property 
and casualty insurance companies is available only 
to persons eligible for P&C group membership. 
Loans subject to credit and property approval. Bank 
products provided by USAA Federal Savings Bank, 
Member FDIC. Purchase of a bank product does 
not establish eligibility for or membership in USAA 
property and casualty insurance companies. Equal 
Housing Lender. Some products provided through 
Home Circle are provided, directly or indirectly, by 
third-party providers. Each company or provider has 
sole liability for its own products.

The Young Drivers Intelligence™ program service is 
provided by Intelligent Mechatronic Systems, Inc. 
USAA is offering the Young Drivers Intelligence 
program to members and is not responsible for 
the actions of Intelligent Mechatronic Systems, Inc. 
Member and related teen must be listed in an active 
USAA Auto Insurance policy to take advantage of 
off er. Limit one per driver who meets the eligibil-
ity criteria. While supplies last. Off er not redeemable 
for cash. Limited-time off er. Off er may be cancelled 
at any time. Other restrictions may apply. Offer 
details available on usaa.com. Device cannot be 
sold. After 12 months, the service will expire. USAA 
is not responsible for any actions resulting from use 
of the device and program.

The USAA Property Risk Assessment Tool has been 
developed to provide you information regarding 
selected risks at a specifi c property location from 
third-party data available to USAA. It may help you 
to identify risks and possible mitigation measures. 
No opinion regarding the market value or market-
ability of the property is intended or expressed. No 
opinion or guarantee of insurability, or premium 
amount is intended or expressed.

Page 15: USAA Bank refunds up to $15 in other 
banks’ ATM usage fees each month and does not 
charge a fee for the fi rst 10 ATM withdrawals. Subse-
quent transactions will be charged $2.00 each. A 1% 
foreign transaction fee applies to withdrawals out-
side the United States.

To use USAA Deposit@Home® and Deposit@
Mobile,® you must be eligible for USAA auto or prop-
erty insurance and meet other qualifi cations based 
on your account history with USAA Bank. Depos-
its may not be available for immediate withdrawal.

Off er subject to approval. As of 03/01/2014, APRs 
are 6.9% to 25.9%, depending on your credit history 
and other factors. APRs will vary with the market 
based on Prime Rate. There is a Transaction fee of 
3% on cash advances ($200 maximum on each bal-
ance transfer and each convenience check) and 1% 
on foreign transactions.

Penalty for early withdrawal may reduce earnings.

Money not previously taxed is taxed as income 
when withdrawn. Withdrawals before age 59½ may 
be subject to a 10% federal tax penalty. Surrender 
charges may apply to withdrawals.

Annuities are suitable for long-term investing, par-
ticularly retirement savings.

The fi xed annuity guarantee is based on the claims-
paying ability of the issuer.

Military Protection Plus is level term life insurance. 
Initial life insurance coverage limited by rank and 
occupation. Level Term V: Coverage is level for the 
duration of the policy. Premiums remain level for the 
duration of the Initial Benefi t Period, then increase 
annually while benefits remain the same. Form 
LLT49045ST 01-05 (may vary by state). In New 
York, New York Term Series V: form NLT45861NY 
01-04. Military Severe Injury Benefit and option 
to increase coverage to replace SGLI provided by 
riders. Increases in coverage require payment of 
additional premium. Rider forms LBR57941ST 05-06 
and LBR67140ST 05-07 (may vary by state). In New 
York, forms NBR60469NY 06-06 and NBR67175NY 
06-07. Availability of increased life insurance cov-
erage depends on characterization of military 
separation. Call for details on specifi c policy costs, 
benefi ts, limitations and availability in your state.

Storage discount is not available in CA, HI, MA, 
NC, NY, PA and VA. To qualify for the discount, the 
vehicle must not be driven and must be stored in 
a secure location. Premium savings are a result of 
changes in coverage. Other restrictions apply.

This is a reduction in your premium for Comprehen-
sive coverage, except in CA, where it also applies to 
your premium for Collision coverage. Not available 
in MA and NY. Other restrictions apply.

Pages 16–17: War exclusions apply to coverage 
provided under accidental death benefit riders 
and policies.

To receive the special active-duty benefits, you 
must tell us when you enter active duty, start a 
deployment/PCS, or complete service in a quali-
fied military campaign. SCRA rate will not apply 
unless you notify us that you have entered into 
active military service. The SCRA rate will apply only 
to balances made before commencement of active 
duty and will last until the end of your active duty 
period. We will notify you 45 days in advance before 
the SCRA rate ends. Thereafter, the regular variable 
APR will apply. For other benefi ts, we must receive 
notice within 90 days after the start of deployment 
or PCS, or within six months after completion of a 
military campaign. We reserve the right to require 
documentation. A qualifi ed military campaign is any 
war or military confl ict in which the President of the 
United States of America issues an Executive Order 
establishing a campaign medal.

To use Deposit@Mobile,® you must be eligible for 
USAA auto or property insurance and meet other 
qualifi cations based on your account history with 
USAA Bank. Deposits may not be available for 
immediate withdrawal.

Page 20: From FORTUNE Magazine, May 20, 2013 
©2013 Time Inc. FORTUNE 500® is a registered 
trademark of Time Inc. and is used under license. 
FORTUNE and Time Inc. are not affi  liated with, and 
do not endorse products or services of, Licensee.

Page 32: The USAA Foundation, Inc., a nonprofit 
organization, supports organizations that pro-
vide services in the areas of education, health and 
human services, arts and culture, and civic and eco-
nomic development primarily in the communities 
where USAA employees live and work. The USAA 
Foundation, Inc. does not endorse or promote any 
commercial supplier, products or services. USAA is 
the sponsor of The USAA Foundation.
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9800 Fredericksburg Road
San Antonio, TX 78288

GET IN TOUCH
We love hearing from our members. 
Contact USAA by phone or email, or 
connect with us via Facebook, Twitter, 
Pinterest, Instagram or Vine. 

GO PAPERLESS
USAA prints all USAA marketing material on post-consumer waste paper. 
Help us further reduce our environmental impact by opting to receive 
your USAA documents electronically. Members who have opted for online 
document delivery helped save 1.3 billion document pages in 2013. 

Opt in at usaa.com > My Profi le > Manage Preferences > 
Document Preferences > Deliver all online.

201268-0314 

usaa.com

800-531-8722

facebook.com/usaa

twitter.com/usaa

pinterest.com/usaa

instagram.com/usaa_photo

vine.co/usaa


