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Meet Keith
Keith Buck is an assistant vice president of Pacific Life’s Advanced Designs Unit, a highly 
recognized team of advanced market experts for the life insurance industry. A popular presenter 
on current trends in the life insurance field, Keith is frequently invited to speak at industry 
conferences such as the Million Dollar Round Table “Top of the Table” Conference, LIMRA 
Advanced Sales Conference, and Association for Advanced Life Underwriting Annual Meeting. 
Keith is also the author of industry articles for insurance publications such as Best’s Review, 
Journal of Financial Service Professionals, and Estate Planning Journal. He is currently 
contributing as a co-author to the 5th edition of National Underwriter’s Tools and Techniques of 
Life Insurance book.

About Keith
Keith joined Pacific Life in 2008 as a director of the Advanced Designs Unit. He is the driving 
force behind Pacific Life’s Professional Advisor Program, which helps connect life insurance 
producers with experts in other fields. He previously worked at The Hartford, ING, and 
National Financial Partners as an advanced sales attorney.

Born and raised by attorney parents, Keith graduated Order of the Coif in the top 10 percent 
of his class from Drake Law School. He also holds a master of laws in taxation (LLM) degree 
from Boston University Law School, and is a Chartered Life Underwriter and Fellow of the 
Life Management Institute.

Outside of work, Keith enjoys spending time in Laguna Niguel, California, with his wife, 
Sharon, and their five boys, who range in age from five to 24.

 
Offering insurance since 1868, Pacific Life provides a wide range of life insurance products, 
annuities, and mutual funds, and offers a variety of investment products and services to 
individuals, businesses, and pension plans. Pacific Life counts more than half of the 100 largest 
U.S. companies as its clients. For additional company information, including current financial 
strength ratings, visit Pacific Life online at www.PacificLife.com.

Pacific Life refers to Pacific Life Insurance Company and its affiliates, including Pacific Life 
& Annuity Company. Client count as of May 2013 is compiled by Pacific Life using the 2013 
FORTUNE 500® list.
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Pacific Life Insurance Company
Newport Beach, CA 92660

(800) 800-7681 • www.PacificLife.com

Pacific Life & Annuity Company
Newport Beach, CA 92660

(888) 595-6996 • www.PacificLife.com

Pacific Life refers to Pacific Life Insurance Company and its affiliates, including Pacific Life & Annuity Company. Insurance products 
are issued by Pacific Life Insurance Company in all states except New York and in New York by Pacific Life & Annuity Company. 

Product availability and features may vary by state. Each insurance company is solely responsible for the financial obligations 
accruing under the products it issues. Insurance products and their guarantees, including optional benefits and any fixed subaccount 
crediting rates, are backed by the financial strength and claims-paying ability of the issuing insurance company. Look to the strength 

of the life insurance company with regard to such guarantees as these guarantees are not backed by the broker-dealer, insurance 
agency or their affiliates from which products are purchased. Neither these entities nor their representatives make any representation or 

assurance regarding the claims-paying ability of the life insurance company.

Non-guaranteed elements are not guaranteed by definition. As such, Pacific Life reserves the right to change or modify any  
non-guaranteed element. This right to change non-guaranteed elements is not limited to a specific time or reason.

Pacific Life individual life insurance products are marketed exclusively through independent third-party life insurance producers, 
which may include bank affiliated entities. Some selling entities may limit availability of some optional riders based on their client’s 

age and other factors. Your firm can help you determine which optional riders are available and appropriate  
for your clients.

Investment and Insurance Products: Not a Deposit Not Insured by any Federal Government Agency
Not FDIC Insured No Bank Guarantee May Lose Value


