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ENGAGED ASSOCIATES

• Delight clients by delivering
more than expected

• Feel empowered to do 
their best work

• Look forward to spending 
their careers at Pinnacle

ENGAGED CLIENTS

• Rely on Pinnacle for 
effective advice

• Rave about distinctive 
service to others

• Become clients for life

ENGAGED SHAREHOLDERS

• Continue to invest 
for the long-term

• Appreciate the focus on 
both growth and soundness  

• Value Pinnacle’s 
dedication to clients 

To be the best financial
services firm and the
best place to work 
in Tennessee

Pinnacle Vision

mailto: support@pnfp.com


Letter to Shareholders

mailto: support@pnfp.com


Home |    Letter to Shareholders |    Pinnacle Model |    Engaged Associates |    Engaged Clients |    Engaged Shareholders |         Financials

2Pinnacle Financial Partners  |  2013 Annual Report

2013 was another great year for our shareholders. The market has indeed been able to distinguish our
performance from that of peers and competitors. At Dec. 31, our stock was up nearly 73 percent over year-end
2012, making Pinnacle the “second-highest performing bank stock over the last decade,” according to 
notable banking experts Keefe, Bruyette & Woods. Additionally, based on its confidence in the future and 
its commitment to long-term shareholder value, our board declared our first quarterly cash dividend in the 
fourth quarter of 2013.

Author and consultant Joe Calloway says, “It’s not what we don’t know that hurts us; it’s what we know and
don’t do.” We know, based on compelling research, that workforce engagement correlates to shareholder
returns. So that’s why we are intentional about building a great work environment. It all begins there.

In 2013 we continued to be recognized on a local and national basis for associate engagement, which of
course is the precursor to strong client loyalty and shareholder returns. We were recognized for the second
year in a row by Great Place to Work® and FORTUNE magazine as one of the top five workplaces in the
nation among mid-sized businesses. Perhaps more importantly, we earned the top score in the entire 
country in American Banker’s inaugural ranking of the Best Banks to Work For.

Despite the fact that the war for talent has never been more intense, our associate retention rate in 2013 
was 95 percent. Our focus on associate engagement not only enabled us to retain our existing associates,
but also to continue our successful recruitment of the market’s best bankers. We believe this will position 
us for continued rapid market share movement and balance sheet growth going forward.

Dear Fellow Shareholders,
In last year’s letter to you, we expressed our belief that the very difficult operating environment that
banks faced would begin to magnify the distinctions between firms that had successfully rehabilitated
their balance sheets and rebuilt core earnings capacity, like Pinnacle, versus those that had not. In
general the industry did encounter a number of headwinds in 2013: a sputtering national economy,
low loan demand, collapsing margins and the increasing cost of regulation. But by building on the
foundation we laid following the Great Recession, Pinnacle was able to capitalize on the vibrance of
our local markets and vulnerable competitors to grow loans and core deposits at a double-digit pace
while harvesting the reduction in credit-related expenses associated with normalized credit metrics.

LETTER TO SHAREHOLDERS
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H No. 1 lead market share among businesses in Nashville.
More businesses in Nashville call Pinnacle their primary bank than any other firm in the
market, according to financial research firm Greenwich Associates. In addition, Pinnacle
was again the No. 1 small business lender of banks headquartered in Middle Tennessee.

H Market-leading client satisfaction.
Not only do we have a commanding lead in business market share, but we also have the
strongest loyalty among our clients. According to Greenwich Associates, our “net promoter”
score—clients who are likely to recommend us to their friends and colleagues—is
meaningfully higher than all of our key competitors. This kind of client engagement not only
explains our success in 2013, but is also the basis for our optimism going forward.

H Double-digit loan growth.
Our hiring philosophy has always been to attract financial advisors who can bring a large
book of business to Pinnacle. Our existing financial advisors and the high-performing
producers we recruited in 2013 were successful in growing loans at a double-digit pace
again this year. This momentum keeps us on track to meet our targeted net loan growth of
$1.27 billion during the three-year period from 2012 to 2014.

H Normalized credit metrics. 
The balance sheet rehabilitation that began in 2009 is now complete, as we achieved what
we believe are normalized and sustainable credit metrics consistent with our long-term
profitability targets during 2013. Our net charge-offs for the year were just 24 basis points
and in the fourth quarter were 15 basis points, actually dipping below the target range we
have established.

H Our first quarterly cash dividend. 
Confident in Pinnacle’s outlook, our board of directors approved the initiation of a quarterly
cash dividend to common shareholders in the fourth quarter. The dividend provides even
more return for shareholders while allowing the firm to retain capital sufficient to support our
double-digit loan growth goals for the foreseeable future.

2013 ACCOMPLISHMENTS

LETTER TO SHAREHOLDERS
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Following the Great Recession, we set about in earnest to
rebuild the core earnings capacity of our firm. We published a
long-term target range for return on assets of 1.10 to 1.30 percent,
along with target ranges for the key operating metrics that would
produce that level of return. We are now within or better than the
targeted range for return on assets and each key operating
metric, with the exception of the expense-to-asset ratio. Many 
in the industry, including most of our primary competitors, have
largely relied on expense cutting as the path to desired levels of
profitability. Unless done exceptionally well, meaningful expense
cuts tend to demoralize employees, jeopardize client service
and, therefore, produce only short-term earnings enhancement.

Instead, Pinnacle has focused on taking advantage of our
rapidly growing markets and our proven ability to move market
share from these vulnerable competitors to gain operating
leverage—an approach we believe produces significantly greater
value for our shareholders. To that end, we also published 
multi-year asset growth targets for the period of 2012 through
2014 that require a cumulative annual growth rate of roughly
11.5 percent. Through the first two years of the three-year
growth target, we are just ahead of schedule.

As we look forward, many of the challenges the industry has faced will likely continue: increased regulatory
burden and cost to comply, intense competition for loans and the like. Regardless of the regulatory and
economic factors that prevail, we believe that firms that win the war for talent and take valuable clients from
increasingly vulnerable competitors are likely to be rewarded. Consequently, that remains the primary focus 
and direction of this firm.

As you review this report, we hope you will find valuable insight into the opportunities we see and our approach
to seize them. Your comments, feedback and visits are welcome.

Sincerely,

M. Terry Turner
President and CEO

Robert A. McCabe, Jr.
Chairman

Watch Video
Terry Turner outlines
Pinnacle’s 2013 highlights
and formula for success.

LETTER TO SHAREHOLDERS
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ENgAgED
ASSOCIATES

ENgAgED
CLIENTS

ENgAgED 
SHAREHOLDERS

The Pinnacle Model
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Some might consider it a waste—a frivolous expense—to invest in anniversary celebrations
and family gatherings or in wellness programs that encourage associates to stay fit and
active. But at Pinnacle, “wowing” our associates is just as important as “wowing” our clients.
It’s an obsession for us. 

We treat our associates well so that they, in turn, will treat our clients well. There is simply no
other way to sustain market-leading levels of client satisfaction—and outsized returns for
shareholders—than to create a top-notch work environment where associates feel valued,
respected and engaged.

The research is overwhelming. A 2010 report by Hewitt Associates
found that companies with high levels of engagement outperformed
the total stock market index and posted shareholder returns 19 percent
higher than the average in 2009. The Great Place to Work® Institute’s 
30 years of research further validates our formula. That firm’s studies
show that investing in a high-trust culture yields distinct and tangible
business benefits, such as significantly lower associate turnover and
better financial performance than industry peers.
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Pinnacle’s Formula for Success
The formula never changes: engaged associates lead to engaged clients, 
and engaged clients lead to outsized shareholder returns.

Companies with high
levels of engagement
posted shareholder
returns 19 percent higher
than the average.

RESEARCH SHOWS ENGAGEMENT
LEADS TO BUSINESS BENEFITS

THE PINNACLE MODEL

Copyright © 2014 Great Place to Work® Institute, Inc. All rights reserved.              www.greatplacetowork.com

Comparative Cumulative Stock Market Returns

Source: Russell Investment Group
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Given the strong link between job satisfaction and firm value, when we
started Pinnacle in 2000, we were very intentional about the kind of culture
we wanted to create. Specifically, we set out to build the best place to work
in Tennessee. It would be unreasonable to expect our associates to treat 
our clients better than we treat those associates. And now more than 
ever, the war for talent is intense. It’s simply impossible to attract and 
retain the market’s best bankers without building a great work environment.
By every measure we have succeeded in accomplishing our goal.

Engaged AssociatesTHE PINNACLE MODEL

mailto: support@pnfp.com
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Again in 2013 we were recognized on a national level for our uniquely engaging
work environment. The Great Place to Work® Institute named Pinnacle one of
the best workplaces in the United States on its 2013 Best Small & Medium
Workplaces list, which was published in FORTUNE magazine. For the second
year in a row, Pinnacle was in the top five on the medium-sized company list.             

We also earned two new awards in 2013. When Nashville’s daily newspaper,
The Tennessean, held its first “Top Workplaces” awards in June, it wasn’t 
a surprise that Pinnacle was named No. 1 in the large company category.
Furthermore, American Banker, the banking industry’s leading trade publication,
announced its inaugural “Best Banks to Work For” ranking in October. 
Not only did Pinnacle come in first in our category, banks with $3 billion to 
$10 billion in assets, but our scores were also the highest for banks of all sizes.
That makes Pinnacle the best bank to work for in the country.

Creating a Remarkable Culture
Pinnacle has consistently been named a “great place to work” in local and
statewide publications throughout our history. In fact, we have been a
winner of the “Best Places to Work” award in Nashville for 10 consecutive
years and were actually inducted into the “Hall of Fame” in 2013.

No. 5 best
medium-sized
workplace in
the U.S.

Associates
celebrate
Pinnacle’s 
10th consecutive
win at the 
“Best Places 
to Work” awards
luncheon.

ENgAgED ASSOCIATES

Watch Video

Best Bank
to Work For
Pinnacle scored
the highest out of
banks of all sizes
in American
Banker’s inaugural
workplace ranking,
making the firm the
best bank to work
for in the country.

mailto: support@pnfp.com
http://money.cnn.com/gallery/news/companies/2013/09/19/best-small-medium-companies.fortune/31.html
http://www.americanbanker.com/magazine/123_11/best-banks-to-work-for-pinnacle-financial-partners-1062985-1.html
http://www.youtube.com/watch?v=ia7GNQcGDUY
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APRIL  2013 
For the 10th consecutive year, Pinnacle wins the
Nashville Business Journal’s “Best Places to Work”
award and is inducted into the “Hall of Fame,” which

recognizes companies who have won the award for at
least five consecutive years. 

JUNE 2013 

Pinnacle is named No. 1 in the large 
company category of The Tennessean’s

inaugural “Top Workplaces” awards.

AUGUST 2013 
Nashville Business Journal names Pinnacle 

a finalist for its “Healthiest Employers” 
award for the third year.

SEPTEMBER 2013 

For the second consecutive year, Great 
Place to Work® names Pinnacle one of the 
best workplaces in the United States on its 
2013 Best Small & Medium Workplaces list 
published in FORTUNE magazine. Pinnacle

ranked No. 5 on the list for medium-sized companies.

OCTOBER 2013 
American Banker names Pinnacle the “Best Bank to

Work For” in its inaugural ranking. The firm earned the
top spot in the $3 billion to $10 billion in assets category

and was No. 1 overall among all banks.

EXTERNAL AWARDS RECOGNIZE
PINNACLE AS A GREAT WORKPLACE

Engagement
Momentum
Continues in 2013
Pinnacle’s annual work environment
survey measures our obsession with
engaging associates, which is, of
course, the key to engaging clients.
Again in 2013 Pinnacle saw an
increase in associate engagement—
it just continues to rise. The firm
received its highest percentage of
“top box” (those who “strongly agree”)
ratings ever—even higher associate
engagement levels than before the
Great Recession began. 

Richard Boyer with ModernThink
LLC, the company that administers
Pinnacle’s survey each year, made
these observations about Pinnacle’s
2013 results:

“The level of commitment
and true engagement is
perhaps best illustrated in
the associate response to
statement 20, ‘This is a
great Firm where associates
want to work.’ With a 98%
positive response, there can
be little doubt that the
Pinnacle culture is special
and unique—and a
competitive advantage 
not easily replicated.”

Contact Us
ENgAgED ASSOCIATES

mailto: support@pnfp.com
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What Associates Value Most
Who can explain Pinnacle’s unique culture and 
the high level of job satisfaction better than the
associates themselves? Every year in our work
environment survey we ask the open-ended
question, “What do you value most at Pinnacle?”
We receive hundreds and hundreds of comments. 
Here is just a small sample of the kind of
responses we receive.

“I love the open communication
and the willingness by
everyone to help each other. 
I feel like I am a shareholder,
not just an associate.”

“Pinnacle has lofty goals, and
we work together to achieve
them. Pinnacle also has very
high standards and lives by
a worthy set of values. 
This is the only place where
I would work...period.”

“What I appreciate most about Pinnacle is
the integrity, communication and honesty I
see demonstrated daily in dealing with our
clients and with each other. Not only do my
fellow associates come to each other's aid,
but there are also stories weekly of clients
being assisted FAR beyond their banking or
financial needs. WE CARE, we are
different, and it shows in how we treat our
clients and each other.”

Pinnacle associates value the firm’s
open communication, high standards

and close-knit family feel.

ENgAgED ASSOCIATES

mailto: support@pnfp.com
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Our associate retention rate again in 2013
was an extraordinary 95 percent—but that’s
just the standard at Pinnacle. Compare that
to the industry standard of 71.2 percent. 

Keeping our associates engaged
and creating an environment where
they want to come to work every
day is absolutely critical to our
mission. Why? Because a key
ingredient in creating a “wow”
experience for our clients is making
sure they are conducting business
with familiar faces. And it appears
our focus on engaging and
retaining associates is working. 

“Each day we have the opportunity 
to be our best and raise the bar for
our clients, shareholders and our
family of associates. Meeting the
daily challenge, not just to be better
but the BEST, is very important to 
our entire firm and clearly represents
who we are and continue to be!”

“ I appreciate that we are
different than any other bank. 
I believe we stand alone and
above our competitors in our
commitment to provide
distinctive service and effective
advice. I am always so proud 
to say I work at Pinnacle."

PINNACLE INDUSTRY STANDARD

71.2%95%

Source: Bureau of Labor Statistics

ENgAgED ASSOCIATES
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Making a significant impact on the community is an
important part of Pinnacle’s mission. We support the
quality of life in our markets through both financial
contributions and associate volunteerism. We recognize
that Pinnacle’s strength and prosperity is interwoven
with that of the communities we serve.
COMMUNITY IMPACT
Like many businesses, nonprofit organizations have had to
do more with less. Pinnacle is proud of our track record of
financial support. As our profits grow, so do our contributions.
We give in four priority categories: education; health and
human services; arts; and economic development, with
preference given to organizations where our associates 
are actively involved.

Associate involvement is also key to our community initiatives. Pinnacle actively encourages
associates to volunteer and serve in leadership roles for causes that are of interest to them.
Pinnacle associates logged 17,982 hours for 365 not-for-profit organizations in 2013.

Associates all over the firm share their financial and fundraising talents by serving on boards
and committees of philanthropic organizations. Others volunteer as financial literacy trainers 
for schools that serve low- and moderate-income families and organizations that work with 
first-time homebuyers or those who have credit issues. Some serve as Junior Achievement
mentors or raise funds for the various events and races that benefit disease research.

Our commitment to the community begins at the top and extends throughout the leadership 
of the firm. Pinnacle Chairman Rob McCabe has been active in the Nashville Downtown
Partnership, Nashville Chamber of Commerce, Cheekwood Botanical Garden and Museum 
of Art and the Middle Tennessee Boy Scout Council. For all of his community and professional
achievements, Junior Achievement of Middle Tennessee named Rob the 2013 laureate of its
Nashville Business Hall of Fame.

Partners With Our Communities
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Check out Pinnacle’s Facebook 
page, which showcases our 
community involvement, at
www.facebook.com/pinnaclefinancialpartners

Associates logged
17,982 hours for 
365 not-for-profit
organizations in 2013.

COMMITMENT TO THE
COMMUNITIES WE SERVE

Our four priority giving
categories are education,
health and human
services, arts and
economic development.

Pinnacle associates
help teach financial

literacy classes,
volunteer for the
Special Olympics
and much more.

ENgAgED ASSOCIATES

mailto: support@pnfp.com
http://nashvillepost.com/blogs/postbusiness/2013/8/6/pinnacle_chairman_to_enter_jas_hall_of_fame
www.facebook.com/pinnaclefinancialpartners
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AFFORDABLE HOUSING:
PINNACLE’S TOP COMMUNITY PRIORITY

Highlights of Pinnacle’s long-term involvement with the Federal Home Loan Bank
of Cincinnati (FHLB) include helping secure more than $9.89 million in grants
since 2003, which we used to:

• Provide financing and grant money for 378 new affordable single-family units, 
52 new affordable rental units and 112 rehabilitated rental units in total since 2003 

• Provide down payment assistance for 244 affordable single-family homes

• Help more than 79 families remain in their homes using grant funding and 
counseling services; also assisted 43 additional families with funding from the
Tennessee Housing Development Agency

Pinnacle also has a long-standing relationship with Habitat for Humanity. 
Our involvement consists of servicing more than 881 Habitat for Humanity loans
with a total value of more than $46.5 million at no cost to Habitat or the home owner.

ENgAgED ASSOCIATES

Rutherford County Area Executive Bill Jones and his wife Kathy were honored as the Humanitarians of
the Year by the Rutherford County Family YMCA. Together, Bill and Kathy have helped lead fundraising
events for the Rutherford County Heart Association and St. Paul’s Episcopal Church, in addition to their
individual leadership on several foundations and boards.

And Carla Jarrell, our community development officer, was recently named a finalist in the Community
Supporter category for the Nashville Business Journal’s important and exclusive Women of Influence
Awards—a list of the most powerful women in Nashville. 

These are just a few examples—the wide variety of associate volunteer projects are too numerous to
list here. Pinnacle’s Facebook page, created in 2013, highlights our community involvement, associate
awards and partner events throughout the year.

$9.89 million:
grants secured from 
the FHLB since 2003

881: Habitat for
Humanity loans serviced

PINNACLE HIGHLIGHTS
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Our excited and engaged associates “wow” clients with an
experience they simply can’t find at any of our competitors. While
many firms use the changing of the calendar to roll out new ideas
and strategies aimed at the latest fad, client feedback validates
the importance of Pinnacle staying the course with the same key
business strategies we’ve employed since the firm’s inception.

1. Focus primarily on businesses, their owners and employees,
as well as consumers who desire more from their banking
relationship than just the best price.

2. Hire and retain highly experienced and qualified financial
services professionals.

3. Provide distinctive service, effective advice and extraordinary
convenience in exchange for premium pricing.

Engaged ClientsTHE PINNACLE MODEL

mailto: support@pnfp.com
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Our targeted focus on businesses, their owners and employees has helped us
achieve extraordinary penetration of those segments. More businesses with
sales from $1 million to $500 million in Nashville, Tennessee call Pinnacle their
lead bank than any other bank in town. More than 90 percent of our demand
deposit account balances come from businesses. Not only that, but according 
to financial services research firm Greenwich
Associates, 49 percent of those businesses’
owners also have personal accounts at
Pinnacle—far greater than the industry average
of 36 percent. Now that’s a valuable franchise.

Pinnacle’s own surveys and independent
research by Greenwich Associates show that we
are excellent at satisfying our clients’ needs.

2013 gREENWICH ExCELLENCE AWARDS

Again in 2013, Greenwich Associates named Pinnacle a winner for distinguished
service—this year in four categories. Greenwich Associates evaluated more than
750 banks, including all of the largest 50 banks in the country, by conducting
thousands of interviews with their clients. Only about 5 percent of the financial
institutions evaluated were selected as significantly better than their peers.
Pinnacle’s recognition includes national and regional awards for overall
satisfaction in small business banking and regionally for overall satisfaction in
middle market banking and small business banking treasury management.

Focus primarily on businesses, their owners and employees,
as well as consumers who desire more from their banking
relationship than just the best price.

Strategy

$681 million in small
business loans
(Source:  Nashville
Business Journal)

PINNACLE TOP SMALL BUSINESS
LENDER IN MIDDLE TENNESSEE

MOST DEMAND DEPOSITS COME FROM BUSINESSES
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ENgAgED CLIENTS
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•  Small business banking, Overall Satisfaction
•  Small business banking, Overall Satisfaction — South Region
•  Small business banking, Treasury Management Overall

Satisfaction — South Region
•  Middle market banking, Overall Satisfaction — South Region  
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My Financial Advisor…. Q1 Q2 Q3 Q4 Avg
1. Is in touch with me frequently enough to 
know and meet my needs. 4.73 4.76 4.69 4.75 4.73

2. Demonstrates knowledge and experience   
necessary to meet my needs. 4.87 4.89 4.84 4.86 4.87

3. Provides timely responses to my requests. 4.88 4.88 4.84 4.87 4.87

4. Ensures accuracy in all our work. 4.86 4.86 4.83 4.85 4.85

5. Is recognizably better than his/her competitors. 4.84 4.84 4.79 4.85 4.83

High Scores on Pinnacle Client Surveys

The chart below shows the five measures that best represent client satisfaction. Clients have the opportunity
to rate their level of agreement with each of these critical statements on a scale of “1” to “5,” where “5” is
“strongly agree.” As was the case for our associate engagement, 2013 was a record year in terms of client
engagement as well. Our average scores for each of these five measures was higher in 2013 than the
previous year. The momentum with clients continues to build.

2013 SERVICE QUALITY - REPRESENTATIVE MEASURES

And for our own client surveys, we use the same 14 measures of satisfaction every year so
we can evaluate current performance and compare to previous years. 

ENgAgED CLIENTS

mailto: support@pnfp.com
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Financial advisors for personal banking advise individuals or families on the best types of
accounts for their deposit and borrowing needs. Our mortgage advisors are experts in the
housing industry and guide homebuyers through the process.

Many of Pinnacle’s business financial advisors have expertise in certain industry sectors,
such as health care or music; key business functions, such as treasury management; or
certain market segments, such as small businesses. 

Our wealth management capabilities best demonstrate Pinnacle’s intent to be “more than
a bank.” Wealth management associates help clients grow, manage and distribute assets
through financial planning, investment management, trust and
insurance services.

Greenwich Associates’ research indicates that our business clients
appreciate the full line of financial services we offer. In Nashville,
on average, our business clients have chosen Pinnacle as their
provider for 3.6 unique financial services, versus a range of 3.0 to
3.3 products for our primary in-market competitors. 

Full Line of Financial Services
While we focus on business owners and their employees, we strive to meet all
of a client’s financial needs—whether at home, at the office or when managing
their wealth. Each client has one primary contact, usually a financial advisor,
who can assemble a team with a variety of expertise to provide a solution
customized to his or her unique needs.

2013
Record Year 

in Client
Engagement

Nashville clients have
chosen us as their
provider for 3.6 unique
financial services.

CLIENTS APPRECIATE 
PINNACLE’S RANGE OF SERVICES

ENgAgED CLIENTS

mailto: support@pnfp.com


Strategy
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Given our strategy of focusing on businesses, their owners and employees,
banking is still a “people” business. Therefore, the only way we can fulfill our
brand promise of distinctive service and effective advice is by attracting and
retaining the best financial services professionals in Nashville and Knoxville.
Pinnacle’s financial advisors have a track record of success in these markets,
averaging 31 years of experience including their time here. Clients know that
they can expect long-term relationships with their partners at Pinnacle, given
our annual retention rate of 95 percent. 

While other banks are cutting staff in search of profitability, we are going 
the opposite direction and investing in talented advisors. Year after year 
we continue to hire additional high-profile financial advisors who have the
opportunity to bring large books of business with them to help meet the
aggressive multi-year growth and profitability targets we set through 2014.

Our advisors’ vast experiences in areas such as SBA lending and business
ownership—not to mention their key leadership positions at their previous
employers and within the community—have added to the depth and breadth 
of Pinnacle’s team. They continue to show great success in motivating clients
to move with them to Pinnacle, as our financial advisors have from inception.

Focus primarily on businesses, their owners and employees,
as well as consumers who desire more from their banking
relationship than just the best price.

31

95%

Average Years 
of Experience

FINANCIAL ADVISORS JOINING PINNACLE IN 2013

Annual Associate
Retention Rate

NOTEWORTHY

Lee Campbell Tom Dozier Kirk Garrett

Heather McKinney

David Hatcher Steve Kopman Lynn Lassiter Kendrick David Ligon

Shannon Loyd Josh Marsh Amy Pangelinan Lorrie Pruett Jerry Woods

ENgAgED CLIENTS

mailto: support@pnfp.com
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Any of Pinnacle’s associates can tell you the company’s vision: to be the best financial
services firm and the best place to work in Tennessee. Better yet, they can translate that
vision into what they do every day—delivering distinctive service and effective advice.

Our associates are committed to answering the phone within three rings because we
want our clients to be able to talk to a real person, not an automated system or outgoing
voice mail message, when they call. That’s the norm, but our passion for client service
doesn’t stop there. Our associates go beyond what is expected, whether it’s creating
memorable moments by bringing a mother and her young son on the field before a
Tennessee Titans game or alerting an unsuspecting client to a scam before the funds
are wired. Our approach to “wowing” clients is to do things that are memorable, delight
them, provide unexpected solutions and anticipate their unspoken needs. 

That level of service leads to client loyalty. Our “net
promoter score,” which measures how willing our
clients are to recommend us, is almost off the chart
and is meaningfully higher than all of the banks we
target in terms of taking market share. That’s the
kind of client engagement we are striving for.

Provide distinctive service, effective advice and extraordinary
convenience in exchange for premium pricing. 

NET PROMOTER SCORE SHOULD CONTINUE MOMENTUM IN LEAD SHARE

Pinnacle’s net
promoter score 
of 80 is meaningfully
higher than our
competitors’.

CLIENTS ARE LOYAL TO PINNACLE

Note: Cross-hairs are set at the mean for lead penetration (Y-axis) and NPS (X-axis). Net Promoter Score equals Promoters minus Detractors. Evaluations are based on a 0-10 scale, "0" not
at all likely to "10" extremely likely. Promoter = 9,10; Passive = 7,8; Detractor = 0-6. Question: How likely are you to specifically recommend (Lead Bank) in the future to a friend or colleague
using a scale of 0-10 where "0" means Not At All Likely and "10" means Extremely Likely? Which bank or non-bank do you consider to be your company’s single most important or lead provider
of banking services? Source: 2013 Greenwich Associates Market Tracking Program (Pinnacle Financial — Nashville & Knoxville — $1-500 Million — Full Year 2013).
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Affordable housing is Pinnacle’s top community
service priority, and many of our associates are
committed to the cause. Pinnacle finance
manager Gary Green was serving on the board
of Rutherford County Habitat for Humanity when
he connected Beth Smith, who served as its
director at the time, with Carla Jarrell, Pinnacle’s
community development officer. Through her
extensive work with affordable housing, Carla
knew of a grant program that could significantly
reduce the amount of interest Habitat was paying
on a $1.2 million building loan. Carla involved
Pinnacle financial advisor Russell Creech, and
together they proposed refinancing the loan at a
much lower interest rate that has since been
reduced even further. Because Pinnacle was
able to work together on a creative way to lower
its borrowing costs, Habitat decided to move its
deposits, other loans and treasury management
business to Pinnacle as well.

RUTHERFORD COUNTY
HABITAT FOR HUMANITY

Proton cyclotrons are very specialized pieces of
equipment manufactured by only a few
companies around the world. ProNova
Solutions, a Knoxville-based firm that delivers a
lower cost, smaller and more energy efficient
proton therapy solution for cancer patients,
entered into a strategic relationship with a
Japanese cyclotron manufacturer. Their financial
advisor at Pinnacle, Kim Ciukowski, helped
them navigate through international business
concerns. Proton therapy cyclotrons are
manufactured, tested, installed and
commissioned over several months, and the
payment terms between companies typically
follow this schedule. Kim worked with Pinnacle’s
foreign exchange specialists to execute a
foreign exchange strategy to minimize
ProNova’s currency exchange rate exposure
over the terms of the purchase agreement. 
In addition, ProNova received guidance on
originating an import letter of credit that would
protect both buyer and seller and facilitate a
clean transaction. Together, the foreign
exchange arrangement and the letter of credit
would help ProNova minimize any payment or
performance risk that can arise when doing
business overseas.

PRONOvA SOLUTIONS

Effective Advice
in Action

On our 2013 annual survey, 96 percent of clients indicated that
we provided knowledge and insights they would not have
otherwise. Here are just a few examples to illustrate the valuable
service and advice that Pinnacle clients receive.

Longtime director 
Beth Smith oversaw
Habitat’s building loan
and banking relationship.

Watch Video

http://www.youtube.com/watch?v=_TfGptzGLOc
mailto: support@pnfp.com
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Sherman-Dixie President Pete DeLay had
worked with financial advisor Tom Dozier for
12 years at another bank in Nashville. Pete
liked the idea of dealing with a local bank with
decision makers who understood the market.
He wanted a banker who knew his company
and would be there when he needed him.
Pete’s company, which manufactures precast
concrete pipes and culverts used in sewers,
storm drains, highway bridges and more,
enjoyed strong revenues for years but was not
immune from the recent recession. Tom had a
deep understanding of the business from
regular meetings with Pete and knew that
Sherman-Dixie could benefit from more
flexible financing. When Tom joined Pinnacle
in April 2013, he used his knowledge of
Sherman-Dixie’s operations to structure a
facility that was tailored to their specific needs.
He set up a line of credit and restructured the
terms of a loan that was good for both Pete’s
company and Pinnacle. Tom introduced
Sherman-Dixie to a number of treasury
management and remote deposit solutions
that helped the company bank more efficiently. 

SHERMAN-DIxIE

Southwestern, one of the largest privately held
businesses in Nashville, has always been an
entrepreneurial company. All of their businesses,
which range from in-home sales of its flagship
educational learning system, Southwestern
Advantage, to fundraising to consulting to financial
services, have a foundation in face-to-face sales.
Many of them (think in-home sales of Southwestern
Advantage and school fundraising) are cyclical in
nature and require processing a great number of
payments from many diverse customers across the
country. Financial advisor Tom Roady had been
calling on Southwestern Chairman and CEO Henry
Bedford and Treasurer Cynthia Johnstone for years.
After Tom joined Pinnacle, Southwestern decided to
move its banking relationship of 30 years to the firm.
Tom involved the Pinnacle treasury management
team to design an efficient system to collect checks
directly from Southwestern customers or remote
salespeople and prepare them for deposit. Because
of the complexity of Southwestern’s cash
management systems, Pinnacle met face to face
with Southwestern often to understand its specific
needs and develop a lockbox solution tailored to the
company. Tom also secured Southwestern a working
capital line of credit on which to draw between
heavy sales seasons.

SOUTHWESTERN

Watch Video

http://www.youtube.com/watch?v=3YCMgzpB4-w
mailto: support@pnfp.com
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MASTERMIND gROUPS
We host Mastermind Groups—groups of eight to 10 small
business owners who meet in one of our offices once a week for
eight consecutive weeks—to learn from one another and work
on their highest priority—growing their business. Over the past
18 months, our financial advisors have hosted dozens of
Mastermind Groups. Without exception, the business owners
have not wanted their experience to end. Now that’s genuine
client enrichment.

CLIENT PROgRAMS
Giving clients access to economic, political and financial 
experts builds on the effective advice our own advisors
provide. The Pinnacle Forum Series brings in leading outside
speakers. Nashville Mayor Karl Dean started the first event in
the 2013 series in January. In May guests heard U.S. Sen.
Lamar Alexander. Pinnacle invited Raymond James’ chief
investment strategist Jeff Saut to provide timely market
commentary in August.

Associates and outside experts offer insights into a variety of 
topics at small workshops that take place in Pinnacle’s offices. 
In 2013, 28 workshops focused on issues such as Social
Security, health insurance and apps for businesses. One of 
the associates from our insurance agency, Miller Loughry 
Beach, researched the implications of the Affordable Care Act 
for businesses and hosted multiple workshops throughout our 
footprint to share the information and provide advice to our clients.

Clients can’t always attend events in person, so Pinnacle’s 
online Learning Center provides a wealth of information about
personal finance, fraud protection, retirement and more. 
The new Small Business Resource Center is packed full of
guides, plan templates and interactive tools for business owners.

Client Enrichment Opportunities

Nashville Mayor Karl Dean was the
distinguished guest of our first event in
the 2013 Forum Series.

Clients and associates have the opportunity
to hear from leading outside experts.

ENgAgED CLIENTS

“There’s an old African saying that
we return to our old watering holes
for more than water. We return
because friends and dreams are
there to meet us.”  

— Joe Calloway, “Indispensable”

https://www.pnfp.com/small-business/
mailto: support@pnfp.com
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MOBILE BANkINg APPLICATIONS
In addition to our physical offices, Pinnacle also offers
mobile applications for smart phones so clients can check
their balances and transfer funds on the go. Our most
recent mobile app upgrade allows clients to deposit checks
quickly and easily just by snapping a photo on their phone.
A new iPad app also boasts features that are specific to that
device. For merchants, our credit and debit card reader and
app allows businesses to take payments on the go, as well.

Extraordinary Convenience
Pinnacle is the second-largest bank holding company
headquartered in Tennessee with 29 offices in Middle
Tennessee and four offices in Knoxville. Pinnacle
opened a new office in the Cedar Bluff area of
Knoxville in 2013, and plans are underway for a fifth
office in Powell, further expanding our distribution
network in East Tennessee.

With these mobile capabilities, our
remote deposit service for businesses
and online banking features, clients
can bank with Pinnacle virtually
anytime, anywhere.

BANK ON THE GO

29 offices in Middle
Tennessee and 
4 offices in Knoxville

Clients, associates and community members
gathered for the ribbon-cutting ceremony at
the Cedar Bluff office’s grand opening in May.

2ND LARGEST BANK HOLDING
COMPANY IN TENNESSE

IPAD APP

MOBILE APP

ENgAgED CLIENTS

Learn More

https://www.pnfp.com/personal-finance/online-banking-with-bill-pay/
mailto: support@pnfp.com


No doubt our associates are passionate about the distinctive service
and effective advice they offer clients.

No doubt, with a market-leading net promoter score, our clients are
so passionate about what they experience at Pinnacle that they are
ambassadors for our firm.

And no doubt long-term shareholders are the beneficiaries.

Engaged ShareholdersTHE PINNACLE MODEL

mailto: support@pnfp.com
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Our strategic approach to growth and profitability has been widely
communicated over the last two years. Essentially we said that we
would grow our balance sheet in the form of loans at a double-digit
pace for a period of three years while containing noninterest
expenses, which would result in dramatically improved profitability.

We've made substantial progress toward those long-term targets.
We are now operating inside the target range of 1.10 to 1.30
percent for ROAA, albeit the lower half of the range, which leaves
room for continued improvement.

Profitability
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RETURN ON AVERAGE ASSETS (ROAA)

ALLOWANCE FOR LOAN LOSSES
AS A % OF TOTAL LOANS

NON-PERFORMING ASSETS AS A
% OF TOTAL LOANS + OREO CLASSIFIED ASSET RATIO

The march toward soundness that began during the Great Recession was completed in 2013. The dramatic
improvement in asset quality over the last several years, which continued throughout 2013, has provided
meaningful improvement in the earnings and profitability of our firm.

Aggressive Targets
As has been the case every year, our
aspirations were high going into 2013.
We set aggressive targets for soundness,
profitability and growth.

Soundness
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Long-Term Targets
Also, for nearly all of the critical
components required to sustain that
1.10 to 1.30 percent ROAA, we are now
operating better than or within the
published long-term target range. 

The only exception is the expense
to asset ratio, where we have made
20 basis points of improvement
over the last two years.

The key for us to continue the
trajectory toward the long-term
target range for the expense to
asset ratio is to contain expenses
while continuing to grow assets 
and revenues, which we have
successfully done each of the
quarters over the last two years.

Pinnacle’s board 
initiated a quarterly
cash dividend of
$0.08 to shareholders.

PINNACLE MILESTONE

NET INTEREST MARGIN

NON-INTEREST INCOME/
AVERAGE ASSETS (1)

NON-INTEREST EXPENSES/
AVERAGE ASSETS (1)

NET CHARGE OFF RATIO
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(1) Ratios are presented on an annualized basis.

ENgAgED SHAREHOLDERS

Learn More

mailto: support@pnfp.com
https://www.pnfp.com/attachments/Dividend_news_release_1.pdf
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We are indeed getting outsized balance sheet growth in the form of loans, which were up 11.6 percent in 2013.
And perhaps even more impressive than the loan growth is our growth in low-cost core funding. Demand deposit
volumes were up roughly 20 percent year over year, and transaction accounts (demand deposit accounts plus
interest-bearing checking accounts) were up almost 17 percent year over year. And all of this is organic growth.

We have successfully translated the balance sheet growth into earnings growth, with fully diluted earnings
per share up 29.4 percent year over year; net income up 30.6 percent year over year; and, importantly,
organic revenue growth of 7.7 percent in the face of stiff volume and margin headwinds.

Pinnacle named Reese Smith, III, president
of Haury & Smith Contractors, to its Board
of Directors. He was one of the firm’s
founders and an original director, serving
on the board from 2000 to 2009.

PINNACLE MILESTONE

TOTAL LOANS
(MILLIONS)

AVG DEMAND DEPOSITS
(MILLIONS)

AVG TRANSACTION ACCOUNTS
(MILLIONS)
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FULLY DILUTED 
EARNINGS PER SHARE

NET INCOME
(MILLIONS)

TOTAL REVENUES (1)
(MILLIONS)

Growth

(1) Excluding net gains and losses on sale of investment securities

ENgAgED SHAREHOLDERS

Learn More
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http://www.williamsonherald.com/home?id=84797
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Net Growth $853.0 Million Net Growth Thru 4Q2013

$1.27 Billion Net Loan Growth

11.5% CAGR

12.2% CAGR
(1/1/2012 – 12/31/2013)

11.6% AGR
(Last 4 Quarters)

Reported Growth

2012-2014 3-Year Target

(billions of dollars)

Net Loan Targets
Very few banks set multi-year, double-digit organic balance
sheet growth targets. But we set them, we published 
them, and we’re right on schedule. We grew net loans
outstanding $420 million in 2012 and $432 million in 2013.
In total during the first two years since we published our
three-year loan growth target of $1.3 billion, we have
added a total of $853 million. That equates to a cumulative
annual growth rate of 12.2 percent, slightly better than the
pace required to hit the three-year target by year-end 2014.

2O12-2014 ANTICIPATED NET LOAN GROWTH

ENgAgED SHAREHOLDERS
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In terms of our track record for shareholders, our shares appreciated nearly
73 percent during 2013. We also initiated a quarterly cash dividend, and we have
been the second-highest performing bank stock among our peers over the last
decade—more substantiation that our obsession with our work environment 
and client satisfaction does indeed lead to outsized shareholder returns. 

Pinnacle was among the best-performing publicly traded financial stocks in
the Southeast for 2013, according to data collected by SNL Financial and
Banks Street Partners. Shares in Pinnacle rose 72.6 percent over 2012,
more than double that of national and regional peers in the Southeast,
which rose an average of 33.7 percent. 

We remain committed to building shareholder value using this strategic approach to soundness,
profitability and growth—taking advantage of the operating leverage we now possess. Our plan for
earnings growth going forward is based on a proven ability to grow revenues, which is a more valuable
earnings stream than one built on expense cutting. We are able to produce outsized revenue growth
because our markets are relatively more vibrant than most and because we have created competitive
distinction in those markets.

Third-party research substantiates that we have now established the No. 1 lead bank share among
businesses with sales from $1 million to $500 million in Nashville. Not only that, but our client
satisfaction scores are also meaningfully higher than all of our major competitors, which bodes well for
our continuing ability to take share. Because the competitive distinction we have achieved is primarily
based on our people, and we were recently recognized by American Banker as the best bank to work
for in America, we believe our competitive advantage should be sustainable.

Peer Group

Peer Group*

2013 PERCENTAGE SHARE PRICE INCREASE

Shareholder Value
Pinnacle was added
to the NASDAQ
Financial-100 Index.
The index includes
securities of 100 of
the largest domestic
and international

financial institutions listed on the
NASDAQ Stock Market based on
market capitalization.

PINNACLE MILESTONE

Peer Group

Peer Group*

*Like many firms, Pinnacle compares its operating and share price performance to an established peer group. 
Our peer group consists of approximately 20 high-performing banking firms of similar size located throughout the United States.

ENgAgED SHAREHOLDERS

Learn More

mailto: support@pnfp.com
https://www.pnfp.com/about-pinnacle/media-room/news-releases/pinnacle-financial-partners-added-to-nasdaq-financial-100-index.aspx
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Excellent quality of life, moderate climate and numerous tax advantages are just
some of the advantages of living in Tennessee. Tennessee was Business Facilities
magazine’s 2013 State of the Year for its aggressive execution of a diversified
growth strategy. Tennessee also was recognized as the No. 7 state for doing
business by Area Development magazine. Within Tennessee, Pinnacle operates 
in the state’s two top markets—Nashville and Knoxville.

Pinnacle holds the fourth-largest market share in Nashville behind three large
regionals, making us the largest locally owned alternative for clients. The firm
has quickly grown to be the sixth-largest financial institution in the Knoxville
market after a 2007 de novo expansion into the area.

Benefits of Our Attractive Markets

Pinnacle elected Tennessee State
University President Glenda
Baskin Glover, Ph.D., JD, CPA,
to its Board of Directors. Dr.
Glover has served as TSU’s 
president since January 2013.

PINNACLE MILESTONE

Tennessee was named
the 2013 State of the
Year by Business
Facilities magazine.

ECONOMIC MILESTONE

At year end, Nashville's non-farm payrolls were 818,400,
which is 6.5 percent higher than when the recession
began. Knoxville's figures, 337,400, are roughly back to
peak pre-recession levels.

Source: BERC – Middle Tennessee State University 
and Bureau of Labor Statistics

THE BEST CITIES FOR JOBS
1. San Francisco
2. Nashville
3. Salt Lake City
4. Fort Worth
5. Houston
6. Dallas
7. San Jose
8. Charlotte
9. Denver
10. Austin

Source: Forbes

ENGAGED SHAREHOLDERS

Learn More

mailto: support@pnfp.com
http://www.bizjournals.com/nashville/blog/2013/12/tsu-president-glover-joins-pinnacle.html
http://www.forbes.com/sites/joelkotkin/2013/05/06/americas-best-cities-for-jobs-2013/
http://businessfacilities.com/tennessee-bfs-2013-state-year/
http://www.areadevelopment.com/Top-States-for-Doing-Business/Q3-2013/survey-results-state-analysis-888237.shtml
http://www.areadevelopment.com/Top-States-for-Doing-Business/Q3-2013/survey-results-state-analysis-888237.shtml
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Nashville continues to receive attention from the
national press for its quality of life, restaurant scene
and business startups. The city’s diverse economy,
thriving cultural base and strong business
community are major attractions for corporations.
Economic development accolades in 2013 include: 

NASHvILLE

kNOxvILLE
Knoxville also enjoys an extremely healthy and
diverse economy with an excellent transportation
and technology infrastructure. Among Knoxville’s
rankings in 2013:

Nashville
Knoxville

• No. 5 on “U.S. Regions to Watch in 2014” list, Forbes

• No. 12 among “Top 25 U.S. housing markets,” OwnAmerica

• No. 14 on “2013 Best-Performing Cities Index,” Milken Institute

• Ranked in the “Top 50 Best Places for Business and
Careers,” Forbes

• No. 9 among “Top 25 U.S. housing markets,” OwnAmerica

• One of the “Top 100” most livable small- to mid-sized
cities, Livability.com
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Another critical factor in our approach to
creating long-term shareholder value is 
aligning associates’ interests with those of
our shareholders. Much has been said
about our engaged associates. They feel
like “owners” of this firm—because they are.
Three commitments ensure that everyone
involved with the firm has a stake:

• Inside ownership, including directors, is 
approximately 8.8 percent. 

• All associates receive restricted shares of stock
when they start and each year thereafter.

• Virtually all associates participate in an annual
cash incentive plan that is based primarily on
meeting the firm’s targets for loan quality, 
revenue growth and earnings per share growth—
the three factors most closely correlated with
share price performance. 

We anticipate that all of our shareholders
will continue to enjoy benefits from this
strong alignment and the long-term results 
it should continue to deliver. We also
remain confident in our longstanding
formula for success—that our engaged
associates will continue to engage clients
and that those engaged clients will lead to
outsized shareholder returns.

Outlook for 
Future Growth in
Shareholder Value

ENgAgED SHAREHOLDERS
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Forward looking statements
Certain of the statements in this Annual Report on Form 10-K may constitute forward-looking
statements within the meaning of Section 27A of the Securities Act of 1933, as amended, and
Section 21E of the Securities Exchange Act of 1934, as amended. The words "expect,"
"anticipate," "goal," "objective," "intend," "plan," "believe," "should," "seek," "estimate" and
similar expressions are intended to identify such forward-looking statements, but other
statements not based on historical information may also be considered forward-looking. All
forward-looking statements are subject to risks, uncertainties and other factors that may cause
the actual results, performance or achievements of Pinnacle Financial Partners, Inc. (Pinnacle
Financial) to differ materially from any results expressed or implied by such forward-looking
statements. Such risks include, without limitation, (i) deterioration in the financial condition of
borrowers resulting in significant increases in loan losses and provisions for those losses; (ii)
continuation of the historically low short-term interest rate environment; (iii) the inability of
Pinnacle Financial to grow its loan portfolio; (iv) changes in loan underwriting, credit review or
loss reserve policies associated with economic conditions, examination conclusions, or
regulatory developments; (v) effectiveness of Pinnacle Financial's asset management activities
in improving, resolving or liquidating lower-quality assets; (vi) increased competition with other
financial institutions; (vii) greater than anticipated adverse conditions in the national or local
economies including the Nashville-Davidson-Murfreesboro-Franklin MSA and the Knoxville
MSA, particularly in commercial and residential real estate markets; (viii) rapid fluctuations or
unanticipated changes in interest rates on loans or deposits; (ix) the results of regulatory
examinations; (x) the ability to retain large, uninsured deposits; (xi) the concentration of Pinnacle
Financial's customers in two market areas; (xii) the development of any new market other than
Nashville or Knoxville; (xiii) a merger or acquisition; (xiv) any matter that would cause Pinnacle
Financial to conclude that there was impairment of any asset, including intangible assets; (xv)
the ability to attract additional or retain existing financial advisors or to attract customers from
other financial institutions; (xvi) further deterioration in the valuation of other real estate owned
and increased expenses associated therewith; (xvii) inability to comply with regulatory capital
requirements, including those resulting from changes to capital calculation methodologies and
required capital maintenance levels; (xviii) risks associated with litigation, including the
applicability of insurance coverage; (xix) approval of the declaration of any future dividend by
Pinnacle Financial's board of directors; and, (xx) changes in state and federal legislation,
regulations or policies applicable to banks and other financial service providers, including
regulatory or legislative developments arising out of current unsettled conditions in the economy,
including implementation of the Dodd-Frank Wall Street Reform and Consumer Protection Act. A
more detailed description of these and other risks is contained in "Item 1A. Risk Factors" below.
Many of such factors are beyond Pinnacle Financial's ability to control or predict, and readers
are cautioned not to put undue reliance on such forward-looking statements. Pinnacle Financial
disclaims any obligation to update or revise any forward-looking statements contained in this
release, whether as a result of new information, future events or otherwise.
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Gains on mortgage loans sold consists of fees from the origination and sale of mortgage loans.  These mortgage fees are for loans originated in 
both the Middle Tennessee and Knoxville markets that are subsequently sold to third-party investors.  All of our mortgage loan sales transfer 
servicing rights to the buyer.  Generally, mortgage origination fees increase in lower interest rate environments and more robust housing markets 
and decrease in rising interest rate environments and more challenging housing markets.

Over the last several years, the interest rates have provided home owners the opportunity to refinance their existing mortgages at very low rates; 
however, as interest rates begin to rise, we anticipate that our mortgage originations will decrease from those levels realized in 2012 and 2013. The 
fees from the origination and sale of mortgage loans have been netted against the commission expense associated with these originations.

During the year ended December 31, 2013, we recognized an other-than-temporary-impairment charge in the third quarter of 2013 of $1.5 million on 
approximately $23.4 million of available-for-sale bonds that were subsequently sold during the fourth quarter. During the year ended December 31, 
2012, we realized approximately $2.2 million in net gains from the sale of $188.6 million of securities available-for-sale. To better manage our 
securities portfolio, we elected to sell these securities due to their relative underperformance compared to the market, in order to minimize small 
dollar investments in our portfolio and due to OTTI concerns on investment securities in certain municipalities.

Included in other noninterest income are miscellaneous consumer fees, such as ATM revenues and other consumer fees.  While we are exempt 
from the cap on debit interchange fees imposed under the Dodd-Frank Act because of our current asset size, there has been and we expect that 
there may continue to be downward pressure on interchange fees as debit networks compete for transaction volume.  We believe that this 
potential reduction in interchange fees will likely occur gradually over an extended period of time.  We realized approximately $1.1 million in 
increased revenues in our traditional check card interchange by expanding our card penetration rate and usage between 2012 and 2013.

Additionally, noninterest income from bank-owned life insurance was $2,116,000 for the year ended December 31, 2013 compared to $919,000 in 
2012. We had not purchased any additional investments in bank-owned life insurance policies since 2007 through 2012; however, during 2013, 
Pinnacle Financial purchased approximately $38.0 million of bank-owned life insurance with terms similar to our existing policies.   The assets that 
support these policies are administered by the life insurance carriers and the income or loss we recognize (i.e., increases or decreases in the cash 
surrender value of the policies) on these policies is dependent upon the returns the insurance carriers are able to earn on the underlying 
investments that support the policies.  Earnings on these policies generally are not taxable.

Loan swap fees are also included in noninterest income and decreased by $959,000 between 2012 and 2013 as a result of reductions in market 
demand in the current rate environment. Other noninterest income increased by $3.9 million between 2012 and 2013.  The largest portion of that 
increase is attributable to a $1.1 million gain on the sale of the government guaranteed portion of a loan during the year ended December 31, 2013 
compared to $165,000 during the year ended December 31, 2012. Additionally, we introduced a consumer credit card product in the year ended 
December 31, 2012.  Transaction fees from that product increased by $531,000 between 2012 and 2013. Certain fees on unused lines of credit are 
also included in other noninterest income and can be attributed to a portion of the increase between 2012 and 2013.

Noninterest Expense. The following is our noninterest expense for the years ended December 31, 2013, 2012, and 2011 (in thousands):
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Years ended

December 31,   

2013-2012
Percent
Increase   

Year ended
December 31,  

2012-2011
Percent
Increase  

  2013   2012   (Decrease)   2011   (Decrease)  
Noninterest expense:           
Salaries and employee benefits:           
Salaries  $ 45,773  $ 44,829   2.1 %  $ 43,450   3.2 %
Commissions   4,641   4,283   8.4 %   3,992   7.3 %
Annual cash incentives   14,331   10,314   38.9 %   9,389   9.9 %
Employee benefits and other   17,902   18,631   (3.9 %)   17,594   5.9 %
Total salaries and employee benefits   82,647   78,057   5.9 %   74,425   4.9 %
Equipment and occupancy   21,274   20,420   4.2 %   19,987   2.2 %
Other real estate expense   3,113   11,544   (73.0 %)   17,432   (33.8 %)
Marketing and business development   3,638   3,636   0.1 %   3,303   10.1 %
Postage and supplies   2,250   2,380   (5.5 %)   2,121   12.2 %
Amortization of intangibles   1,263   2,739   (53.9 %)   2,863   (4.3 %)
Other noninterest expense:                     
Deposit related expenses   4,631   4,856   (4.6 %)   9,330   (48.0 %)
Lending related expenses   2,926   3,768   (22.3 %)   1,707   120.7 %
Investment sales expense   306   240   27.5 %   272   (11.8 %)
Trust expenses   452   376   20.2 %   376   0.0 %
FHLB restructuring   877   2,093   (58.1 %)   -   100.0 %
Administrative and other expenses   5,884   8,056   (27.0 %)   7,291   10.5 %
Total other noninterest expense   15,076   19,389   (22.2 %)   18,976   2.2 %
Total noninterest expense  $ 129,261  $ 138,165   (6.4 %)  $ 139,107   (0.7 %)
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PINNACLE FINANCIAL PARTNERS, INC. AND SUBSIDIARIES 
CONSOLIDATED BALANCE SHEETS 

 

 
See accompanying notes to consolidated financial statements. 

  

   December 31,  
ASSETS  2013   2012  
      
Cash and noninterest-bearing due from banks  $ 79,785,004   $ 51,946,542  
Interest-bearing due from banks   124,509,486    111,535,083  
Federal funds sold and other   4,644,247    1,807,044  

Cash and cash equivalents   208,938,737    165,288,669  
          
Securities available-for-sale, at fair value   693,456,314    706,577,806  
Securities held-to-maturity (fair value of $38,817,467 and $583,212 at December 31, 2013 and 2012, respectively)   39,795,649    574,863  
Mortgage loans held-for-sale   12,850,339    41,194,639  
          
Loans   4,144,493,486    3,712,162,430  
Less allowance for loan losses   (67,969,693 )   (69,417,437 ) 

Loans, net   4,076,523,793    3,642,744,993  
          
Premises and equipment, net   72,649,574    75,804,895  
Other investments   33,226,195    26,962,890  
Accrued interest receivable   15,406,389    14,856,615  
Goodwill   243,651,006    244,040,421  
Core deposits and other intangible assets   3,840,750    5,103,273  
Other real estate owned   15,226,136    18,580,097  
Other assets   148,210,975    98,819,455  

Total assets  $ 5,563,775,857   $ 5,040,548,616  

LIABILITIES AND STOCKHOLDERS' EQUITY         

          
Deposits:         

Non-interest-bearing  $ 1,167,414,487   $ 985,689,460  
Interest-bearing   884,294,802    760,786,247  
Savings and money market accounts   1,962,714,398    1,662,256,403  
Time   519,049,037    606,455,873  

Total deposits   4,533,472,724    4,015,187,983  
Securities sold under agreements to repurchase   70,465,326    114,667,475  
Federal Home Loan Bank advances   90,637,328    75,850,390  
Subordinated debt and other borrowings   98,658,292    106,158,292  
Accrued interest payable   792,703    1,360,598  
Other liabilities   46,041,823    48,252,519  

Total liabilities   4,840,068,196    4,361,477,257  
Stockholders' equity:         

Preferred stock, no par value; 10,000,000 shares authorized; no shares issued and outstanding at December 
31, 2013 and 2012   -    -  

Common stock, par value $1.00; 90,000,000 shares authorized; 35,221,941 and 34,696,597 issued and 
outstanding at December 31, 2013 and 2012, respectively   35,221,941    34,696,597  

Common stock warrants   -    -  
Additional paid-in capital   550,212,135    543,760,439  
Retained earnings   142,298,199    87,386,689  
Accumulated other comprehensive income, net of taxes   (4,024,614 )   13,227,634  

Total stockholders' equity   723,707,661    679,071,359  
Total liabilities and stockholders' equity  $ 5,563,775,857   $ 5,040,548,616  
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PINNACLE FINANCIAL PARTNERS, INC. AND SUBSIDIARIES 
NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 
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At December 31, 2013 

Outstanding 
Principal 
Balances 

Unfunded 
Commitments  

Total 
exposure 

Total 
Exposure at 
December 31, 

2012 

$ 471,978  $ 43,262  $ 515,240  $ 440,237  
242,029  28,744  270,773  215,899  

December 31, 2013 

30-89 days 
past due and 
performing 

90 days or 
more past due 

and 
performing 

Total past due 
and 

performing 
Nonperforming

(1) 

Current 
and 

performing 
Total 
Loans 

Commercial real estate: 
Owner-occupied $ 2,534  $ -  $ 2,534  $ 7,750  $ 669,014  $ 679,298  
All other 27  2,232  2,259  1,267  700,611  704,137  

Consumer real estate – mortgage 2,215  -  2,215  5,289  688,112  695,616  
Construction and land development 4,839  -  4,839  1,070  310,282  316,191  
Commercial and industrial 1,847  825  2,672  2,565  1,600,310  1,605,547  
Consumer and other 1,488  289  1,777  242  141,685  143,704  

$ 12,950  $ 3,346  $ 16,296  $ 18,183  $ 4,110,014  $ 4,144,493  

December 31, 2012 
Commercial real estate: 
Owner-occupied $ 462  $ -  $ 462  $ 8,091  $ 585,848  $ 594,401  
All other 41  -  41  1,200  582,554  583,795  

Consumer real estate – mortgage 3,870  -  3,870  5,906  670,150  679,926  
Construction and land development 3,511  -  3,511  4,509  305,532  313,552  
Commercial and industrial 2,549  -  2,549  3,038  1,440,991  1,446,578  
Consumer and other 444  -  444  79  93,387  93,910  

$ 10,877  $ -  $ 10,877  $ 22,823  $ 3,678,462  $ 3,712,162  

CONSOLIDATED FINANCIAL STATEMENTS
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PINNACLE FINANCIAL PARTNERS, INC. AND SUBSIDIARIES 
NOTES TO CONSOLIDATED FINANCIAL STATEMENTS 

$ 19,252 $ 9,898 $ 19,122 $ 21,426 $ 1,874 $ 11,003 $ 82,575 
(3,044 ) (5,076 ) (10,157 ) (15,360 ) (1,213 ) - (34,850 ) 

116 495 1,530 2,167 144 - 4,452 
7,073 4,985 1,545 12,556 320 (4,681 ) 21,798 

$ 23,397 $ 10,302 $ 12,040 $ 20,789 $ 1,125 $ 6,322 $ 73,975 
(4,667 ) (6,731 ) (2,530 ) (4,612 ) (1,117 ) - (19,657 ) 

285 818 1,155 7,175 97 - 9,530 
619 4,373 (1,501 ) 1,386 989 (297 ) 5,569 

$ 19,634 $ 8,762 $ 9,164 $ 24,738 $ 1,094 $ 6,025 $ 69,417 
(4,123 ) (2,250 ) (1,351 ) (8,159 ) (1,369 ) - (17,252 ) 

500 1,209 1,464 4,531 244 - 7,948 
5,361 634 (2,042 ) 4,024 1,663 (1,783 ) 7,857 

$ 21,372 $ 8,355 $ 7,235 $ 25,134 $ 1,632 $ 4,242 $ 67,970 

CONSOLIDATED FINANCIAL STATEMENTS
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Report of Independent Registered Public Accounting Firm 

The Board of Directors and Stockholders 
Pinnacle Financial Partners, Inc.: 

We have audited Pinnacle Financial Partners, Inc.’s  (the Company’ s) internal control over financial reporting 
as of December 31, 2013, based on criteria established in Internal Control – Integrated Framework (1992)
issued by the Committee of Sponsoring Organizations of the Treadway Commission (COSO). The 
Company’ s management is responsible for maintaining effective internal control over financial reporting and 
for its assessment of the effectiveness of internal control over financial reporting, included in the 
accompanying Management Report on Internal Control Over Financial Reporting. Our responsibility is to 
express an opinion on the Company’s internal control over financial reporting based on our audit. 

We conducted our audit in accordance with the standards of the Public Company Accounting Oversight 
Board (United States). Those standards require that we plan and perform the audit to obtain reasonable 
assurance about whether effective internal control over financial reporting was maintained in all material 
respects. Our audit included obtaining an understanding of internal control over financial reporting, assessing 
the risk that a material weakness exists, and testing and evaluating the design and operating effectiveness of 
internal control based on the assessed risk. Our audit also included performing such other procedures as we 
considered necessary in the circumstances. We believe that our audit provides a reasonable basis for our 
opinion. 

A company’s internal control over financial reporting is a process designed to provide reasonable assurance 
regarding the reliability of financial reporting and the preparation of financial statements for external purposes 
in accordance with generally accepted accounting principles. A company’s internal control over financial 
reporting includes those policies and procedures that (1) pertain to the maintenance of records that, in 
reasonable detail, accurately and fairly reflect the transactions and dispositions of the assets of the company; 
(2) provide reasonable assurance that transactions are recorded as necessary to permit preparation of financial 
statements in accordance with generally accepted accounting principles, and that receipts and expenditures of 
the company are being made only in accordance with authorizations of management and directors of the 
company; and (3) provide reasonable assurance regarding prevention or timely detection of unauthorized 
acquisition, use, or disposition of the company’s assets that could have a material effect on the financial 
statements. 

Because of its inherent limitations, internal control over financial reporting may not prevent or detect 
misstatements. Also, projections of any evaluation of effectiveness to future periods are subject to the risk that 
controls may become inadequate because of changes in conditions, or that the degree of compliance with the 
policies or procedures may deteriorate. 

In our opinion, the Company maintained, in all material respects, effective internal control over financial 
reporting as of December 31, 2013, based on criteria established in Internal Control – Integrated Framework 
(1992)  issued by the Committee of Sponsoring Organizations of the Treadway Commission (COSO). 

We also have audited, in accordance with the standards of the Public Company Accounting Oversight Board 
(United States), the consolidated balance sheets of Pinnacle Financial Partners, Inc. and subsidiaries as of 
December 31, 2013 and 2012, and the related consolidated statements of income, comprehensive income 
(loss), stockholders’ equity, and cash flows for each of the years in the three-year period ended December 31, 
2013, and our report dated February 2 , 2014 expressed an unqualified opinion on those consolidated 
financial statements. 

Nashville, Tennessee 
February 25, 2014 

REPORT OF INDEPENDENT REgISTERED 
PUBLIC ACCOUNTINg FIRM
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REPORT OF INDEPENDENT REgISTERED 
PUBLIC ACCOUNTINg FIRM

Report of Independent Registered Public Accounting Firm 

The Board of Directors and Stockholders 
Pinnacle Financial Partners, Inc.: 

We have audited the accompanying consolidated balance sheets of Pinnacle Financial Partners, Inc. and 
subsidiaries (the Company) as of December 31, 2013 and 2012, and the related consolidated statements of 
income, comprehensive income (loss), stockholders’ equity, and cash flows for each of the years in the 
three-year period ended December 31, 2013. These consolidated financial statements are the responsibility 
of the Company’s management. Our responsibility is to express an opinion on these consolidated financial 
statements based on our audits. 

We conducted our audits in accordance with the standards of the Public Company Accounting Oversight 
Board (United States). Those standards require that we plan and perform the audit to obtain reasonable 
assurance about whether the financial statements are free of material misstatement. An audit includes 
examining, on a test basis, evidence supporting the amounts and disclosures in the financial statements. An 
audit also includes assessing the accounting principles used and significant estimates made by 
management, as well as evaluating the overall financial statement presentation. We believe that our audits 
provide a reasonable basis for our opinion. 

In our opinion, the consolidated financial statements referred to above present fairly, in all material 
respects, the financial position of Pinnacle Financial Partners, Inc. and subsidiaries as of December 31, 
2013 and 2012, and the results of their operations and their cash flows for each of the years in the 
three-year period ended December 31, 2013, in conformity with U.S. generally accepted accounting 
principles. 

We also have audited, in accordance with the standards of the Public Company Accounting Oversight 
Board (United States), Pinnacle Financial Partners, Inc.’s internal control over financial reporting as of 
December 31, 2013, based on criteria established in Internal Control – Integrated Framework (1992) 
issued by the Committee of Sponsoring Organizations of the Treadway Commission (COSO), and our report 
dated February 2 , 2014 expressed an unqualified opinion on the effectiveness of the Company’s internal 
control over financial reporting. 

Nashville, Tennessee 
February 25, 2014 
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MANAGEMENT REPORT ON INTERNAL CONTROL OVER FINANCIAL REPORTING 

The management of Pinnacle Financial Partners, Inc. is responsible for establishing and maintaining adequate 
internal control over financial reporting. Pinnacle Financial Partners, Inc.'s internal control system was designed to 
provide reasonable assurance to the Company's management and board of directors regarding the preparation and 
fair presentation of published financial statements. All internal control systems, no matter how well designed, have 
inherent limitations. Therefore, even those systems determined to be effective can provide only reasonable assurance 
with respect to financial statement preparation and presentation. 
 
Pinnacle Financial Partners, Inc.'s management assessed the effectiveness of the Company's internal control over 
financial reporting as of December 31, 2013.  In making this assessment, it used the criteria set forth by the 
Committee of Sponsoring Organizations of the Treadway Commission (COSO) in Internal Control-Integrated 
Framework (1992). 
 
Based on our assessment we believe that, as of December 31, 2013, the Company's internal control over financial 
reporting is effective based on those criteria. 
 

over financial reporting.  
 
_____________________________________________________________________________________________ 

 
INVESTOR INFORMATION 

 
 

The amount and timing of all future dividend payments, if any, is 
subject to Board discretion and will depend on our earnings, capital position, financial condition and other factors, 
including new regulatory capital requirements, as they become known to us. 

MANAgEMENT REPORT ON INTERNAL 
CONTROL OvER FINANCIAL REPORTINg
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MANAGEMENT REPORT ON INTERNAL CONTROL OVER FINANCIAL REPORTING 

The management of Pinnacle Financial Partners, Inc. is responsible for establishing and maintaining adequate 
internal control over financial reporting. Pinnacle Financial Partners, Inc.'s internal control system was designed to 
provide reasonable assurance to the Company's management and board of directors regarding the preparation and 
fair presentation of published financial statements. All internal control systems, no matter how well designed, have 
inherent limitations. Therefore, even those systems determined to be effective can provide only reasonable assurance 
with respect to financial statement preparation and presentation. 
 
Pinnacle Financial Partners, Inc.'s management assessed the effectiveness of the Company's internal control over 
financial reporting as of December 31, 2013.  In making this assessment, it used the criteria set forth by the 
Committee of Sponsoring Organizations of the Treadway Commission (COSO) in Internal Control-Integrated 
Framework (1992). 
 
Based on our assessment we believe that, as of December 31, 2013, the Company's internal control over financial 
reporting is effective based on those criteria. 
 

over financial reporting.  
 
_____________________________________________________________________________________________ 

 
INVESTOR INFORMATION 

 
 

The amount and timing of all future dividend payments, if any, is 
subject to Board discretion and will depend on our earnings, capital position, financial condition and other factors, 
including new regulatory capital requirements, as they become known to us. 

MANAGEMENT REPORT ON INTERNAL CONTROL OVER FINANCIAL REPORTING 

The management of Pinnacle Financial Partners, Inc. is responsible for establishing and maintaining adequate 
internal control over financial reporting. Pinnacle Financial Partners, Inc.'s internal control system was designed to 
provide reasonable assurance to the Company's management and board of directors regarding the preparation and 
fair presentation of published financial statements. All internal control systems, no matter how well designed, have 
inherent limitations. Therefore, even those systems determined to be effective can provide only reasonable assurance 
with respect to financial statement preparation and presentation. 
 
Pinnacle Financial Partners, Inc.'s management assessed the effectiveness of the Company's internal control over 
financial reporting as of December 31, 2013.  In making this assessment, it used the criteria set forth by the 
Committee of Sponsoring Organizations of the Treadway Commission (COSO) in Internal Control-Integrated 
Framework (1992). 
 
Based on our assessment we believe that, as of December 31, 2013, the Company's internal control over financial 
reporting is effective based on those criteria. 
 

over financial reporting.  
 
_____________________________________________________________________________________________ 

 
INVESTOR INFORMATION 

 
 

The amount and timing of all future dividend payments, if any, is 
subject to Board discretion and will depend on our earnings, capital position, financial condition and other factors, 
including new regulatory capital requirements, as they become known to us. 
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Investor Relations:

Shareholders and others seeking 
a copy of the Firm’s public filings
should visit the Investor Relations
section of our website at
www.pnfp.com or contact:

Chief Financial Officer
Pinnacle Financial Partners, Inc.
150 Third Ave. South, Suite 900
Nashville, TN 37201
(615) 744-3742

General Counsel:

Bass, Berry & Sims PLC
Nashville, Tennessee

Stock Listing:

The common stock of 
Pinnacle Financial Partners, 
Inc. is traded on the Nasdaq
Global Select market under 
the trading symbol “PNFP.”

Shareholders Services:

Shareholders desiring to 
change address or ownership 
of stock, report lost certificates 
or to consolidate accounts 
should contact:

Registrar and 
Transfer Company
10 Commerce Drive
Cranford, NJ 07016-3572

Annual Meeting 
of Shareholders:

The Annual Meeting of
Shareholders will convene at 
11 a.m. on Tuesday, April 15, 
2014. The meeting will be held 
at Pinnacle Financial Partners,
Pinnacle at Symphony
Place, 150 Third Ave. South,
Nashville, TN. Further information
regarding this meeting can be
found in the firm’s proxy statement
for the 2014 Annual Meeting.
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Bedford County
Shelbyville

604 North Main Street
Shelbyville, TN 37160
(931) 680-0734

Cheatham County
Ashland City 

524 South Main Street 
Ashland City, TN 37015
(615) 743-8330

Davidson County
100 Oaks

2833 Bransford Ave.
Nashville, TN 37204
(615) 690-1440

Belle Meade 
4328 Harding Pike
Nashville, TN 37205
(615) 690-1460

Bellevue 
7651 Hwy. 70 South
Nashville, TN 37221
(615) 743-8300

Donelson
424 Donelson Pike
Nashville, TN 37214
(615) 743-6010

Downtown Nashville
Pinnacle at Symphony Place
150 Third Ave. South
Nashville, TN 37201
(615) 744-3705 

Goodlettsville
847 Conference Drive
Goodlettsville, TN 37072
(615) 744-3290

Green Hills
2307 Crestmoor Drive
Nashville, TN 37215
(615) 743-3500

Hermitage
4715 Andrew Jackson Pkwy.
Hermitage, TN  37076
(615) 743-6060

West End
2300 West End Ave.
Nashville, TN 37203
(615) 690-4000

Dickson County
Dickson

501 Hwy. 46 South
Dickson, TN  37055
(615) 740-8240

Rutherford County 
Murfreesboro

123 Cason Lane
Murfreesboro, TN 37128
(615) 849-4241

1645 N.W. Broad Street
Murfreesboro, TN 37129
(615) 849-4242

2035 S.E. Broad Street
Murfreesboro, TN 37130
(615) 849-4239

114 West College Street
Murfreesboro, TN 37130
(615) 849-4236

1745 Memorial Blvd.
Murfreesboro, TN 37129
(615) 849-4240

2604 South Church Street
Murfreesboro, TN 37127
(615) 849-4243

Smyrna
69 South Lowry Street
Smyrna, TN 37167
(615) 904-3210

467 Sam Ridley Pkwy. West
Smyrna, TN 37167
(615) 849-4244

Sumner County
Hendersonville

270 East Main Street
Hendersonville, TN 37075
(615) 690-4045

Williamson County
Brentwood

128 Franklin Road
Brentwood, TN 37027
(615) 744-5100

Cool Springs
7040 Carothers Pkwy.
Franklin, TN 37067
(615) 744-3770

1717 Mallory Lane
Brentwood, TN  37027
(615) 743-8230

Franklin
216 South Royal Oaks Blvd.
Franklin, TN 37064
(615) 690-4030

Wilson County
Lebanon 

1412 W. Baddour Pkwy.
Lebanon, TN  37087
(615) 466-5480

411 South Cumberland 
Lebanon, TN 37087
(615) 466-5700

Mt. Juliet 
11400 Lebanon Road
Mt. Juliet, TN 37122
(615) 773-6680

551 North Mt. Juliet Road
Mt. Juliet, TN  37122
(615) 773-6600

Knox County
Cedar Bluff

9601 Kingston Pike
Knoxville, TN  37922
(865) 602-3600

Farragut
241 Brooklawn Street
Knoxville, TN 37934
(865) 766-3070

Fountain City
5019 North Broadway
Knoxville, TN 37918
(865) 766-3050

Northshore
1111 Northshore Drive
Suite S130
Knoxville, TN  37919
(865) 766-3000

Middle Tennessee

East Tennessee
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