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Attn:  First uA AGents:     
proCAre HdF+ rAte ApproVAL  
A special mailing regarding a ProCare medicare 
Supplement HdF+ rate Approval for new 
business and renewals has been mailed to 
General Agents in new York.

The new business effective date is december 
1, 2006.  Check your ProCare rate memo for 
complete information on cut-off dates for 
business written with old rates.  If you did not 
receive this notice, please contact First UA at 
315-451-2544.

Attn:  texAs AGents:  reVised 
proCAre AppLiCAtion 
A special mailing regarding the revised ProCare 
application is being mailed to Agents working  
in texas.  The new form numbers are 
mA14(42)r and dmA14(42)r, and Agents 
should begin using them immediately.  As  
of December 1, 2006, we will no longer 
process applications written on old forms.   
To order additional forms, call Agent Supply at  
800-285-3676; fax to 405-752-9341; or e-mail 
uaagentsupply@torchmarkcorp.com.

mediCAre premiums & 
deduCtibLes updAted 
Medicare recently released its new premiums 
and deductibles for 2007.  See pages 9 and 10 
for new Medicare A/B Charts. 

Part B Standard Monthly Premium:  $93.50

Part A Annual Premium:  $410  
(paid by very small proportion of beneficiaries)

Part A Deductible:  $992

Part B Deductible:  $131

Plan K out-of-pocket limit:  $4,140

Plan L out-of-pocket limit:  $2,070

HDF deductible:  $1,860

interest rAtes set 
The Lifestyle Annuity new money interest rate 
for the months of October and november 
is 4.50 percent.  Rates will continue to be 
reviewed and adjusted accordingly.  The Deposit 
Fund Rider new business interest rate for 2006 
has been set at 3.00 percent.

FLexGuArd & Good sense 
pLAn rAte ApproVALs 
A special mailing regarding FLeXGUArd and 
Good Sense Plan rate approvals for individual 
and UAatWork new business and renewals has 
been mailed to General Agents working in the 
following states: 

FLeXGUArd:  Colorado, Georgia, Kentucky, 
maryland, nebraska, and Wisconsin.

Good Sense Plan:  Arkansas, Georgia, michigan, 
Ohio, and texas.

The new business effective date is november 
15, 2006.  Check your state(s) FLeXGUArd 
and Good Sense Plan rate memo for cut-off 
dates for business written with old rates.  If you 
did not receive this notice, please contact the 
Agent Service Center at 800-925-7355.

nAiC modeL LiFe 
repLACement reGuLAtion 
A special mailing regarding the adoption of 
the NAIC Model Life Replacement Regulation 
and the required use of UA’s standard 
replacement notice rePnOt/00 is being sent 
to Agents working in maine, rhode Island and 
West Virginia.  Agents in rhode Island and 
West Virginia are required to use this form 
immediately.  maine’s effective date is 1/1/07.  
As always, check your state’s compliance sheets 
regularly for changes and approvals.  If you have 
any questions, please contact the Agent Service 
Center at 800-925-7355.  

no reproCessinG HdF CLAims 
If a policyholder does not have adequate funds 
in his or her Reserve Fund Annuity (RFA) to 
cover a Medicare Supplement High Deductible 
Plan F (HDF) claim at the time of initial 
processing, United American cannot go back 
and reprocess the claim after the policyholder 
deposits additional funds into his or her RFA.  
The policyholder must have adequate funds in 
the RFA to cover the claims at the initial time of 
process, or the policyholder will be responsible 
for paying the claim.

edItOr’S nOteS



For many years, UA has been honored to be one of the 
nation’s leading providers of individual Medicare Supplements. 
We were here when Medicare started in 1966 and will 
continue to be here for our Senior customers for years to come.  

The insurance industry revolves around service.  Customers 
want to know the policy they are paying for is going to pay 
their claims when needed.  UA’s motto is, “we’re the company 
that does what it says it will do.”  Backing up promises like 
that takes focus.  It takes commitment to doing it right by 
providing quality products backed by standard-setting service.  
Why focus on the Medicare Supplement market?  There’s 
no doubt Med-Supp business is one of the best in terms of 
persistency, after life insurance. 

Our Senior prospects and customers are, and always will be, 
very important to increasing sales, retention and persistency.  
Once a Senior trusts you, he or she trusts your products.  
This trust can translate into well-qualified leads.  If Seniors 
have a good experience with you, they willingly share that 
with friends and family to give those they care about an 
opportunity to have that same satisfying experience.  Seniors 
are extremely loyal customers, and that loyalty can be a very 
rewarding asset.

Affordable access to prescription drug coverage is a major 
concern for every Senior.  According to a recent article on 
www.seniorjournal.com, the cost of the brand name drugs used 
most by Seniors increased six percent in 2005.  The increase 
was for the sixth year in a row and was almost twice the rate 
of general inflation for that same year.  Obviously, Seniors 
continue to need our help.

With the Medicare Part D Prescription Drug Program’s 
annual enrollment period beginning November 15th, we are 
in an outstanding position to increase our existing customer 
base.  Medicare Part D enrollment provides a perfect reason 
to contact your existing Med-Supp customers to discuss Part 
D and/or ask for referrals.  With the inclusion of Hawaii and 
Alaska, we now have a national plan with an even greater 

customer base from which to generate prospects.  Medicare 
Part D rates have increased for 2007, but with no required 
deductible for a UA or First UA plan, benefits still take effect 
with the very first dollar spent.  Our center spread this  
month is devoted to a mini-review of Part D.  Be sure to  
take particular note of the changes that Medicare has made 
for 2007.  

There is also a lot of untapped potential in the Group  
retiree health market, and I hope you will take advantage of it.  
With many employers eliminating employer-sponsored health 
coverage for retirees, our Group retiree health plans and 
Group Medicare Part D plans are a comfortable fit for many 
employers and their retired Seniors. 

As we do each year, we are providing the Medicare A/B 
charts for you on pages 9 and 10.  These updated charts will 
soon be available through Agent Supply.  Fax your supply 
order form to 405-752-9341, or e-mail your request to 
uaagentsupply@torchmarkcorp.com.  You also can download the 
updated forms now at www.uageneralagency.com/office. 

Now that we are in the last quarter of the year, where  
does the increased focus on under age 65 and the renewed 
focus on Seniors leave us?  In the best of all possible places,  
my friends! 

Baby boomers’ numbers are exploding, and they will need 
Medicare Supplements, prescription drug coverage and life 
products for decades to come!  It’s a market that will only get 
better and better as time goes by.

Let’s give our Seniors some special attention in the coming 
months.  From my perspective, our future is bright from every 
angle – bright enough to thrust you right to the Summit!   
See you in San Diego!
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LArrY 
stronG 
executive Vice President,
Chief marketing Officer,
General Agency division
United American &  
First United American

It’s All About Focus!

PerSPeCtIVe
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Selling to Seniors?  Try this 10 Step Program!
FOr YOUr InFOrmAtIOn

• Regardless of their age, don’t ever think of Seniors as old.  They 
certainly don’t.  Besides, to an eighty-five year old, seventy is pretty 
young.  So it’s all relative anyway!

• Don’t use pressure tactics or try to scare someone into buying.  
You’ll find yourself out the door as soon as you get in.

• Treat Seniors as equals.  They really aren’t that different from the 
rest of us.  They value independence, personal growth and self-
expression just as most of us do.

• Never talk down to Seniors.  They’re not dumb!  In fact, in addition 
to having more life experience, they may be smarter and richer than you.

• Seniors tend to be skeptical, so don’t try to pull the wool over their 
eyes.  Be honest, open and forthright in your relationships with them.  
And remember, if you provide them with credible testimonials from 
fellow Seniors, they’ll be very receptive to what you have to offer.

• Seniors are as diverse in abilities, interests and attitudes as any 
market segment.  Know to whom you’re selling and adjust your 
approach accordingly.

• Many Seniors fear being “taken,” perhaps because of a bad past 
experience.  Guarantees are very important to them, but it’s best 
to avoid making promises.  However, if you do promise anything, be 
certain you can back it up and deliver.

• Seniors generally are conservative consumers.  Many grew up in 
the years following the Depression and may have watched their 
parents experience its after-effects throughout their lives.  They aren’t 
especially interested in razzle-dazzle.  They prefer simplicity and a 
straightforward approach.

• Seniors want print advertising to look like print advertising.  They 
don’t need fancy fonts.  (All those little font feet running around just 
get in the way!)  Type should be at least 12 point with lots of leading.  

• Appreciate your Senior customers for their wit, intelligence, charm 
and warmth.  If you’re lucky, some day you’ll be one of them!

Sales are sales, right?  Well, yes...and no.  there are many generalizations one can make about 
successful selling.  Yet, each particular market segment you target presents its own unique set of 
differences.   But, it’s the differences that keep it fun and challenging!  Want your Senior sales to 
flow smoothly?  Keep these points in mind:

Source:  www.suddenlysenior.com
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FOr YOUr InFOrmAtIOn

nUA & First UA 
Offer Employer  
Group Medicare  
Part D Prescription Drug Coverage.

If you have a retiree health group of 25 lives or more that is needing  
prescription drug coverage, contact our Group Department toll-free at: 

1.800.353.6926
You can also request more information at: tslinkard@torchmarkcorp.com

Visit our Group Part D website at: www.uagrouppartd.com

PrESCriPTiOn DrUG COvErAGE FOr:
•   Employer Groups 
•   Labor Organizations
•   Association Groups

employer Group

to meet the needs of your specific members, we offer a number of 
prescription drug plan designs, which offer basic coverage to comprehensive 
protection.  Plans are available in all states including d.C., and our plan 
members can utilize a nationwide pharmacy network of more than 48,000 
participating retail pharmacies as well as a mail order program.



 - 
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PArt d OPen enrOLLment

CominG soon...

The Center for Medicare and Medicaid Services (CMS), along with United American and First United American, are 
gearing up for 2007.  Annual open enrollment for Part D begins November 15th and runs through December 31st.  
This will prove to be a particularly exciting year for us, as United American’s Part D plan is now national with the 
addition of Alaska and Hawaii as part of our service area. 

There have been some rate changes, so be sure to check the updated rates in the 2007 Summary of Benefits 
(S5755_07SB F5437) (S5580_07SB N5439 in NY) available for download on the Part D Agent websites: 

   www.uamedicarepartd.com/agents     • www.firstuamedicarepartd.com/agents

review the part d Agent Websites: 
Go to www.uamedicarepartd.com/agents 
or www.firstuamedicarepartd.com/agents. 
Download forms, Agent training materials, Agent 
guidelines, Summaries of Benefits, formularies, CMS 
handouts, worksheets, etc.  Training and support 
materials have been updated for 2007.

PArt d OPen enrOLLment!  

2006 2007

Medicare Deductible $250* $265*

Coverage Gap Begins $2,250 $2,400

Catastrophic Coverage Begins
$3,600 

out-of-pocket
$3,850 

out-of-pocket

pArt d “do’s”:
review the november 2005 issue of  
The Summit at www.uageneralagency.com/office:  
This issue introduced you to the basics of Part D.  It discussed the fundamental 
design of the plan, the spending phases, monthly rates by state, Medicare Marketing 
Guidelines, Agent Guidelines, how to sell Part D, and the numerous sales tools we 
have available.  Most of the information is still applicable, but there are a few notable 
Medicare updates:

*The deductible for UA and First UA is waived.
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PArt d OPen enrOLLment

use the new part d enrollment period Qualification Form:
This form (S5755_07SEP) determines if an applicant qualifies under any special enrollment period 
(SEP) outside of the normal open enrollment period from November 15th to December 31st.  
Agents must complete this form and submit it with every Part d enrollment.  If the enrollment 
Period qualification Form is not submitted, the enrollment form will be sent back to you for 
completion.  Starting november 15,  2006, Agents may fax enrollment materials (both sides of 
application, please) to 469-525-4250.  Please note:  this form is for Agent use only and should 
not be included with materials left for a potential applicant.

order sample Agent solicitation packets:
Packets are available to order via the Part D Agent websites.  The packet 
includes all the forms and materials your prospect will need to successfully apply 
for Part D.  Sample Agent packets for 2007 are available in early November.

prospect using part d print Ads :
We have available on the Part D Agent websites a variety of outstanding 
Part D print ads to help you generate activity and interest with Seniors.  Go 
to the Agent Part D website at www.uamedicarepartd.com/agents and 
www.firstuamedicarepartd.com/agents and click on Downloads.  You’ll find 
a choice of two or three column formats, and some ads are available in both 
black and white and color.  

encourage Leads with part d brochures:
The brochure has been updated for 2007 and is a great piece to leave 
behind with prospects.  It will answer many of their questions and provide 
an overall understanding of Part D.  Available for UA and First UA. 

Medicare Part D
Print Ad 

2 Column
UAMPD3

3 Column
UAMPD3

Camera-Ready Ad Art
Two alternate sizes of the print ad are provided for your use.  This is to be run as you see fit. The ad sizes shown are :
2 column x 5" UAMPD3 

3 column x 3.25” UAMPD3

UAMPD3                                                              

UAMPD3
   

Let us help you understand your Medicare Part D Prescription Drug 
Coverage options.

To learn more about United American Insurance Company’s Part D plan, visit www.uamedicarepartd.com or contact your nearest UA Agent at:

Let us help you understand your Medicare Part D Prescription 
Drug Coverage options.

To learn more about United AmericanInsurance Company’s Part D plan, visit www.uamedicarepartd.com orcontact your nearest UA Agent at:

Prescription Drug Coverage

Prescription Drug Coverage

Part Open Mind.

Part Helping Hand.

Part Caring Heart.

UAMPD3

Part 
Open Mind.

Part
Helping Hand.

Part 
Caring Heart.

Medicare Part D

Print Ad 

2 Column

FUAMPD5

3 Column

FUAMPD5

Camera-Ready Ad Art

Two alternate sizes of the print ad are 

provided for your use.  This is to be run as 

you see fit. The ad sizes shown are :

2 column x 5" FUAMPD5 

3 column x 3.25” FUAMPD5

FUAMPD5                          
                          

          

FUAMPD5

   

Come to our Medicare Part D 

seminar and find out!

First United American Life Insurance Company is 

sponsoring a FREE seminar about our Medicare Part D 

plan in your area.  For more information or to register, 

contact your nearest First UA Agent at:

What Do Donuts Have to Do 

with Drug Coverage?

Come to our Medicare Part D seminar and find out!

First United American Life Insurance Company is sponsoring a FREE seminar about our Medicare Part D plan 

in your area.  For more information or to register,  contact your nearest First UA Agent at:

Prescription Drug Coverage

Prescription Drug Coverage

What Do
Donuts Have 

to Do with 

Drug Coverage?

ENROLLMENT PERIOD QUALIFICATION

Open Enrollment in Medicare Part D is held November 15-December 31 each year.  Before we can 

accept your request for enrollment, we have to determine whether you qualify under any special 

enrollment period (SEP) categories outside the normal open enrollment period.  Please indicate 

below which enrollment category qualifies you for coverage at this time.  Also, if you qualify 

through either Initial Eligibility (Type S2) or under any SEP (Types S3 through S24) below, 

please note your coverage or SEP Effective Date here:

Coverage or SEP Effective Date (mm/dd/yyyy): _______/_______/_______

Be sure to include this completed form with your enrollment for Part D.

TYPE ENROLLMENT CATEGORIES:

S1 Open Enrollment Period (November 15 - December 31)

S2 Initial Eligibility (due to turning age 65, becoming Medicare eligible, etc.)

GENERAL:

S3 Involuntary Loss of Creditable Coverage

S4 Individual Not Adequately Informed of Creditable Coverage availability

S5 Katrina Victim

S6 Change of Permanent Residence

S7 Institutionalized Individual (confined to a nursing home, skilled nursing, 

psychiatric, rehab, etc.)

S8 Currently receiving MEDICAID benefits

S9 Loss of Dual Eligibility (no longer receiving both Medicare and Medicaid)

S10 Currently receiving Low Income Subsidy (LIS)

S11 LIS Reinstatement 

ENROLLMENT/DISENROLLMENT:

S12 Employer Group Health Plan (enrolled in an employer/union sponsored plan)

S13 Part B General Enrollment Period 

S14 Program of All Inclusive Care for the Elderly (PACE) Enrollment/Disenrollment

S15 Federal Employee Error

S16 Centers for Medicare & Medicaid Services (CMS) Facilitated Low Income Subsidy

S17 Medicare Entitlement Determination Made Retroactively

PRESCRIPTION DRUG PLAN (PDP) RELATED:

S18 Correction - Plan Change

S19 CMS Sanction of PDP

S20 Did not renew 1876 Cost plan contract

S21 PDP Violated Contract Provisions

S22 PDP Did Not Renew Contract

TERMINATION:

S23 CMS Terminated PDP Sponsor Contract

S24 PDP Terminated Contract

If you have any questions concerning this form, please contact Customer Service at 

1-866-524-4169, 8:00am to 8:00pm in your local time zone.  Hearing impaired callers using 

TTY/TTD equipment should call 1-866-524-4170.

S5755_07SEP
CMS Approval Date 09-25-2006

IMPORTANT! Please read and complete this form and 

send it in with your enrollment for Part D

united American:
www.uamedicarepartd.com
Toll-free Customer Service  
(8 a.m. to 8 p.m. in your local time zone)
1-866-524-4169
Hearing impaired callers using TTY/TDD  
equipment please call 1-866-524-4170 

First united American:
www.firstuamedicarepartd.com
Toll-free Customer Service  
(8 a.m. to 8 p.m. Eastern)
1-866-524-4171 
Hearing impaired callers using TTY/TDD  
equipment please call or 1-866-524-4172 

medicare:  www.medicare.gov  •  1-800-medICAre (1-800-633-4227)  24 hours a day, 7 days a week.

important Customer part d Websites and Contact numbers:

UA Medicare Part D SILVER - For 2007, we have also developed UA Medicare Part D Silver.  This plan follows the standard Medicare model, 
which means that beneficiaries will meet the annual deductible of $265 before benefits begin.  They’ll pay 25% coinsurance on all drugs until they 
spend $2,400 at which time they enter the coverage gap (donut hole).  After that they must pay all costs out-of-pocket until they reach $3,850.  
Catastrophic coverage kicks in and they’ll be responsible for paying the greater of $2.15 for generics and $5.35 for all other drugs or 5%.  CMS  
has assigned dual eligibles (persons eligible for both Medicare and Medicaid) to the UA Part D Silver plan.  We will not actively market this plan.  
There is no commission paid on this plan.
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  6. rAY GriFFin
  Union Benefit Corp.
  7. miCHAeL LemAr
  Sunshine State Agency
  8.  tHomAs stAtkeWiCz
  Sylvan-James Associates, Inc.
  9. pHiLip b. ortez jr.
  Phil & Kathy Ortez 
  Insurance Agency, Inc.
10. AssureCor, inC. 
11. kennetH r. boWLinG
  the Benefit exchange
12. FrAnkLin d. CArbone
  Assured Benefits Corp.
13. AmeriCAn eAGLe 
  ConsuLtAnts, inC.
14. CAtHerine HAtton
  Hatton Insurance Agency
15. donALd C. VinCent 
16.  todd W. mCLAne
  the mcLane Agency
17. ken pArker
  Parker & Associates, P.A.
18. WAYne s. GosHkAriAn
  Goshkarian Insurance Agency
19. roY L. tuCker
  tucker Insurance Agency 
20. usHeALtHGroup
21. ron ConCkLin
  rosenberg-Concklin, Inc.
22. pAmeLA G. rAndALL
  P. r.’s Insurance Solutions
23. GerALd r. steVens
  Stevens & Associates 
  Insurance Agency
24.  AntHonY m. Antin
  Affiliated Health Insurers
25. VinCe nutt
  employer Benefits Group, Inc.
26. miCHAeL o. benke
  Benke Insurance Agency
27. internAtionAL  

 insurAnCe serViCes, inC.
28. WiLLiAm t. breWer
  Brewer Insurance Agency
29. roY j. AutreY
  Autrey Insurance Agency
30.  WAYne CArroLL
  Wayne Carroll Insurance Agency

 6.  dexter r. sAYLor

 7.  HAroLd e. Gipson

 8.  kennetH r. boWLinG

 9.  deLores A. dAY-dAVis

10.  pHiLip b. ortez jr.

11.  CHristopHer L. LeWis

12.  Louis j. GrAGnAno

13.  jAmes e. mAYner

14.  timotHY r. WoFFord

15.  steWArt ALLen

16.  riCHArd r. zeis

17.  roY L. tuCker

18.  CHAd W. mCLAne

19.  miCHAeL A. morris

20.  WAYne s. GosHkAriAn

21.  brent jensen

22.  dAnA e. rose

23.  GerALd r. steVens

24.  kennetH r. WArd 

25.  biLLie F. roberts

26.  sHAnnon deVAneY

27.  G.k. reYnoLds

28.  WALter s. bisCHoFberGer

29.  biLLie W. Winn

30.  jerrY d. joLLeY

2.  jimmY k. WALker ii
America’s Insurance

Consultants, LLC

4.   jonAtHAn AHLbum
the Ahlbum Group

3.  HAni s. riHAn
American Insurance 
Agency of FL, Inc.

1.  FArm & rAnCH 
HeALtHCAre, inC.

mike Stevens, President

5.  CHArLes r. mAnkAmYer
American Life &  

Health Group, Inc.

1.  WiLLiAm e. Gorski

2.  jerroLd j. postin

3. stepHen o. HYLes

4.  kennetH W. WALters

5.  timotHY j. AHLbum

president’s CLub
through September 2006, these producers represent the top Agencies 
with the highest net combined annualized premium.  Agencies can also 
qualify to attend the annual sales conference.  Final qualifiers will be 
based on Company production and retention requirements.

pACesetters CLub
through September 2006, these producers represent the top Agents 
with the highest net combined annualized premium.  Agents can also 
qualify to attend the annual sales conference.  Final qualifiers will be 
based on Company production and retention requirements.

tOP PrOdUCerS



medICAre UPdAte

2007 mediCAre pArt A
Part A is Hospital Insurance and covers costs associated with  

confinement in a hospital or skilled nursing facility.

October 2006 • tHe SUmmIt • 9

WHen You Are 
HospitALized For:

mediCAre 
CoVers You pAY

1-60 DAYS
Most confinement costs 

after the required 
Medicare Deductible

$992 
DEDUCTIBLE

61-90 DAYS
Most confinement costs 

after the required 
Medicare Deductible

$248 A DAY 
COPAYMENT as much as: 

$7,440

91-150 DAYS

All eligible expenses, 
after patient pays a  
per-day copayment   
(These are Lifetime 

Reserve Days which may 
never be used again.)

$496 A DAY 
COPAYMENT as much as: 

$29,760

151 DAYS OR MORE NOTHING YOU PAY ALL COSTS

SkILLED NURSINg 
CONfINEMENT:

When you are hospitalized 
for at least 3 days and enter 
a Medicare approved skilled 

nursing facility within 30 
days after hospital discharge 

and are receiving skilled 
nursing care.

All eligible expenses for 
the first 20 days; then 
all eligible expenses 

for days 21-100, after 
patient pays a per-day 

copayment

After 20 days

$124 A DAY 
COPAYMENT as much as:

$9,920



2007 mediCAre pArt b
Part B is Medical Insurance and covers physician services,  

outpatient care, tests, and supplies.
on expenses 

inCurred For: mediCAre CoVers You pAY $131 AnnuAL 
deduCtibLe PLUS

MEDICAL EXPENSES 
Physicians’ services for 
inpatient and outpatient 

medical/surgical services; 
physical/speech therapy, 

diagnostic tests

80 percent of approved 
amount

20 percent of approved 
amount

CLINICAL LABORATORY 
SERVICES 

Blood tests, urinalysis

Generally 100 percent  
of approved amount Nothing for services

HOME HEALTHCARE 
Part-time or intermittent skilled 

care, home health aide 
services, durable medical 

supplies, and other services

100 percent of approved 
amount; 80 percent of 

approved amount for durable 
medical equipment

Nothing for services; 
20 percent of approved 

amount for durable medical 
equipment

OUTPATIENT HOSPITAL 
TREATMENT

Hospital services for the 
diagnosis or treatment of an 

illness or injury

Medicare payment to 
hospital, based on outpatient 

procedure payment rates

Coinsurance based  
on outpatient  
payment rates

BLOOD
After first three pints of blood, 

80 percent of approved 
amount

First three pints plus 20 
percent of approved amount 

for additional pints
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medICAre UPdAte

On all medicare-covered expenses, a doctor or other healthcare provider may 
agree to accept medicare “assignment.”  this means the patient will not be required 
to pay any expense in excess of medicare’s “approved” charge.  the patient pays 
only 20% of the “approved” charge not paid by medicare.

Physicians who do not accept assignment of a medicare claim are limited as to the 
amount they can charge for covered services.  In 2007, the most a physician can 
charge for services covered by medicare is 115% of the approved amount for non-
participating physicians.  Note:  In New York, the most a physician can charge for services 
covered by Medicare is 105% of the approved amount for non-participating physicians.  
For routine office visits covered by Medicare, a non-participating physician can charge up 
to 115% of the fee schedule amount.

POst OFFice BOX 8080  
McKiNNeY, teXAs 75070



LIFe GenerAL AGentS HeALtH GenerAL AGentS
 1. FArm & rAnCH 

HeALtHCAre InC. 
Mike Stevens, President 

 2. Ken PArKer 
Parker & Associates, P.A.

 3. KennetH r. BOWLInG 
The Benefit Exchange

 4. dAVId K. dAnIeLS 
David K. Daniels & Associates

  5. AmerICAn eAGLe 
COnSULtAntS, InC.

 6. WILLIAm B. COLLInS Jr. 
Collins Insurance Agency

 7. BrIAn H. mCLAUGHLIn 
McLaughlin Insurance Agency

 8 LArrY A. ACKer 
Acker Insurance Agency

  9.    mICHAeL P. KOettInG 
Koetting Insurance Agency

 10. rICKY d. AnderSOn 
Anderson Insurance Agency

  11. H.U.B. FInAnCIAL

 12. SteVen P. dUFFAnY 
Duffany Insurance Agency

 13. CHrIS ArOUtSIdIS 
Aroutsidis Insurance Agency

 14.  PHYneStA d. HILLIe 
Hillie Insurance Agency

 15. StePHen e. FreY 
Frey Insurance Agency

 16. JAne L. HUmmeL 
Cenco Services Insurance 

 17. meL SCHLeSInGer 
Schlesinger Insurance Agency

 18. JeSSe e. BrOWn 
Brown Insurance Agency

 19. CHArLeS r. mAnKAmYer 
American Life & Health  
Group, Inc.

 20. Fred rICHArdSOn 
Richardson Insurance Agency

 21. CUrtIS SCOtt 
Scott’s Insurance Cells

 22. rOY L. tUCKer 
Tucker Insurance Agency

 23. mArK A. neISS 
Neiss Insurance Agency

 24. meLVIn m. WILLIAmS 
Williams Insurance Agency

 25. CHArLeS e. FIeLdS 
Fields Insurance Agency

  26. LArrY J. ACKer 
Acker Insurance Agency

  27. PerrIn r. mArBUrY 
Marbury Insurance Agency

 28. rAY GrIFFIn 
Union Benefit Corp.

 29. JOnAtHAn AHLBUm 
The Ahlbum Group

  30. mAttHeW U. tHOmPSOn 
Thompson Insurance Agency

 1. FArm & rAnCH 
HeALtHCAre, InC. 
Mike Stevens, President

 2. JImmY K. WALKer II 
America’s Insurance  
Consultants, LLC

 3. HAnI S. rIHAn 
American Ins. Agency of FL., Inc.

 4. JOnAtHAn AHLBUm 
The Ahlbum Group

   5. CHArLeS r. mAnKAmYer 
American Life & Health  
Group, Inc.

 6. rAY GrIFFIn 
Union Benefit Corp.

    7. mICHAeL LemAr 
Sunshine State Agency

 8. tHOmAS StAtKeWICz 
Sylvan-James Associates, Inc.

 9. PHILIP B. Ortez Jr. 
Phil & Kathy Ortez 
Insurance Agency, Inc.

 10. ASSUreCOr, InC.

 11. KennetH r. BOWLInG 
The Benefit Exchange

 12. FrAnKLIn d. CArBOne  
Assured Benefits Corp.

 13. AmerICAn eAGLe 
COnSULtAntS, InC.

 14. CAtHerIne HAttOn 
Hatton Insurance Agency

 15. dOnALd C. VInCent

 16. tOdd W. mCLAne 
The McLane Agency

 17. WAYne S. GOSHKArIAn 
Goshkarian Insurance Agency

 18. rOY L. tUCKer 
Tucker Insurance Agency

 19. USHeALtHGrOUP

  20. rOn COnCKLIn 
Rosenberg-Concklin, Inc.  

 21. PAmeLA G. rAndALL 
P. R.’s Insurance Solutions

 22. GerALd r. SteVenS 
Stevens & Associates Ins. Agency

  23.   AntHOnY m. AntIn

   Affiliated Health Insurers

 24. VInCe nUtt 
Employer Benefits Group, Inc.

 25. mICHAeL O. BenKe 
Benke Insurance Agency 

 26. InternAtIOnAL 
InSUrAnCe SerVICeS, InC.

 27. WILLIAm t. BreWer 
Brewer Insurance Agency

 28. rOY J. AUtreY 
Autrey Insurance Agency

  29 WAYne CArrOLL 
Wayne Carroll Ins. Agency

 30. JOHn W. StAmPer 
Choice Plus Benefits

LIFe WrItInG AGentS HeALtH WrItInG AGentS
 1. KennetH r. BOWLInG

 2. mICHAeL A. mOrrIS

 3. mArK A. SImPKInS

 4. CHArLeS r. CLArK

 5. G.K. reYnOLdS

 6. mArVIn B. CHISOLm Jr.

 7. tHOmAS H. eLder 111

 8. JOHn P. mILLS

 9. GreGOrY m. FALLIn

 10. WILLIAm B. COLLInS Jr.

 11. BrIAn H. mCLAUGHLIn

 12. SCOtt e. HUnt

 13. WILLIAm t. COrPOrOn

 14. LArrY A. ACKer

 15. rICHArd W. CHALKer

 16. tImOtHY L. rIAL

 17. deSIree C. eVAnS

 18. mICHAeL r. SmItH

 19. CAmerOn m. KIrCHOFF

 20. mICHAeL B. denSOn

 21. AUGUStIne S. SImPKInS

 22. tImOtHY J. CHArrOn

 23. rOnnIe A. LAnG

 24. JOeL r. SmItH

 25. nAtHAn m. SmItH

 26. rICKY d. AnderSOn

 27. JerrY eVInS

 28. CHArLeS B. COtHrAn

 29. trACIe A. WOOd

 30. BrAd d. KrAner

 1. WILLIAm e. GOrSKI

 2. JerrOLd J. POStIn

 3. StePHen O. HYLeS

 4. KennetH W. WALterS

 5. tImOtHY J. AHLBUm

 6. deXter r. SAYLOr

 7. HArOLd e. GIPSOn

 8. deLOreS A. dAY-dAVIS

 9. PHILIP B. Ortez Jr.

 10. CHrIStOPHer L. LeWIS

 11. LOUIS J. GrAGnAnO

 12. KennetH r. BOWLInG

 13. JAmeS e. mAYner

 14. tImOtHY r. WOFFOrd

 15. SteWArt ALLen

 16. rICHArd r. zeIS

 17. rOY L. tUCKer

 18. CHAd W. mCLAne

 19. WAYne S. GOSHKArIAn

 20. Brent JenSen

 21. dAnA e. rOSe

 22. GerALd r. SteVenS

 23. KennetH r. WArd

 24. BILLIe F. rOBertS

 25. SHAnnOn deVAneY

 26. WALter S. BISCHOFBerGer

 27. mICHAeL A. mOrrIS

 28. BILLY W. WInn

 29. JerrY d. JOLLeY

 30. G.K. reYnOLdS
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tOP PrOdUCerS

the following list represents the top 30 General Agents and Writing Agents who have written the highest net 
annualized life or health premium for the month of September 2006.



About Your CompAnY 
United American and First United American Life 
Insurance Companies have a tradition of meeting 
the public’s life and health insurance needs.  We  
are a leader in individual life/health protection.  
We are totally committed to meeting customer 
needs through personal one-on-one Agent service 
and complete Home Office customer support.  

Post office Box 8080
mckinney, texas  75070-8080

Address service requested

territorY
LiCensed in:

CAnAdA
UnIted StAteS OF AmerICA

district of Columbia

Alabama

Alaska

Arizona

Arkansas

California

Colorado

Connecticut

delaware

Florida

Georgia

Hawaii

Idaho

Illinois

Indiana

Iowa

Kansas

Kentucky

Louisiana

maine

maryland

massachusetts

michigan

minnesota

mississippi

missouri

montana

nebraska

nevada

new Hampshire

new Jersey

new mexico

new York*

north Carolina

north dakota

Ohio

Oklahoma

Oregon

Pennsylvania

rhode Island

South Carolina

South dakota

tennessee

texas

Utah

Vermont

Virginia

Washington

West Virginia

Wisconsin

Wyoming

* First United American Life Insurance Company

suppLY order inFormAtion 
toll Free:  800-285-FOrm or 800-285-3676
Fax:  405-752-9341 • e-mail: uaagentsupply@torchmarkcorp.com
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