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S E C O N D  

OPINION

Drucker: What life insurers do you 
favor?

Ryan: I favor companies with a B or 
better Weiss rating. The most competitive 
for term insurance are American General, 
First Colony, and maybe Ohio National. 
In the substandard market, I use United 
of Omaha, Empire General, and U.S. 
Financial.

Drucker: How about for universal 
life?

Ryan: For guaranteed universal life 
we’ve got American General, ING, and 
Pacific Life. For non-guaranteed univer-
sal life I like John Hancock.

Drucker: You also work in the areas 
of long-term care (LTC) and disability 
income insurance. What carriers do you 
like for those products?

Ryan: I’ve been doing LTC since 1990 
and, currently, I like Physician’s Mutual 
in certain states, as well as MetLife, GE, 
and Hancock, and I may use Lincoln 
Benefit Life for California clients. I will 
choose among these different companies 
based upon the client’s state of residence 
and his or her health history. Those fac-
tors determine which company the client 
is best matched with.

Drucker: How about NAPFA mem-
bers’ familiarity with LTC?

Ryan: I find members are surprisingly 
well educated on LTC. There’s been so 
much written on it, and every NAPFA 
conference has someone talking about 
LTC. A lot of members are dealing with 
their older clients’ retirement issues, so 
members have taken the time to educate 
themselves in this area.

Drucker: And you do a lot of disability 
insurance (DI) too, right?

Ryan: I actually started out in 1978 as 
a DI broker. Currently, I represent the top 
10 companies in the business, including 
Berkshire, Standard, Mass Mutual, and 
Principal Financial Group. Those are my 

core companies. Some other companies 
we might use are Union Central, MetLife, 
and Lloyds of London for special cases, 
such as when we need surplus coverage.

Drucker: How is NAPFA members’ 
familiarity with this area of insurance?

Ryan: I think their weakest area is 
understanding the nuances of disability 
insurance. DI, both group and individual 
plans, is the most complicated of all in-
surance products. With LTC, the defini-
tions of disability are standardized. With 
all LTC policies, the benefit triggers are 
virtually the same. But with DI, you could 
survey 10 companies, and five would 
have different disability definitions. This 
adds a level of complexity not found in 
any other type of insurance plan.

Drucker: Disability is a moving target, 
too, with all the changes that industry 
goes through.

Ryan: Very much so. Selecting the 
right DI products requires a careful look 
at a client’s occupation and earnings his-
tory, how long he’s been in his career, how 
much he travels... It’s a fairly complicated 
process trying to match a unique client 
profile with the right company. It’s some-
thing I’ve learned to do over 26 years.

Drucker: Should NAPFA members 
learn more about DI, or just rely on John 
Ryan for that knowledge?

Ryan: I believe it’s partly my job to 
educate members. I have two to three 
Webcasts a month, each on a different 
theme. We did a Webcast in July on LTC 
planning, and one in August on disability 
planning for physicians and dentists. Our 
Webcasts are eligible for NAPFA Continu-
ing Education credits, and we’re getting 
good attendance. They are my attempt 
to create more relationships but also, 
through presentations and questions and 
answers, we help raise the comfort level 
of advisors addressing insurance. It’s also 
important if members feel uncomfortable 
with these coverages that they know they 

can come to me to back them up.

Drucker: How much insurance should 
advisors obtain for clients?

Ryan: They should be real conserva-
tive when estimating life insurance needs. 
The monies of widows and orphans get 
invested differently than for clients who 
are working. With the [reasonable] cost 
of life insurance today, it’s not necessary 
to underestimate a client’s life insurance 
need. With respect to DI, members should 
make sure their higher-income clients are 
fully insured and, if they earn $100K-
plus and have group coverage, to make 
sure they look at the option of supple-
menting what the client has at work. I 
think NAPFA members are doing a good 
job with LTC. Most advisors are trying to 
figure out how the client can self-insure 
and, to the extent a client can’t, only then 
do we have to turn to insurance.

Drucker: Do you have any guidelines 
to offer on reinsuring for long-term 
care?

Ryan: The advisor must start with 
assets that can be liquidated in an emer-
gency. He should be conservative as to 
the yield being earned on those assets. 
If we sense a shortfall, that’s the role the 
insurance plays.

Drucker: Is there anything else you 
want to say to NAPFA members?

Ryan: They should know we’ll also 
help them analyze their clients’ existing 
policies and come up with new recom-
mendations, if necessary. Any recom-
mendations we make, now and forever, 
must always receive the advisor’s ap-
proval…that’s a given. I don’t perceive 
their clients to be my clients; the advisor 
is my client, and I’m acting on behalf of 
the advisor to implement those recom-
mendations the advisor makes.

John Ryan can be reached at 
john@ryan-insurance.net, 1-800-796-
0909, or http://ryan-insurance.net/.


