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Old American 
Insurance Company

www.oaic.com

Sunset Life Insurance
Company of America 
www.sunsetlife.com

Sunset Financial 
Services, Inc.*

www.sunsetfinancial.com

Generations Bank
www.generationsbank.com

*Securities distributed through Sunset Financial Services, Inc., 3520 Broadway, Kansas City,
MO 64111, 816•753•7000 (OSJ), Member NASD and SIPC. 

The Kansas City Life Group of Companies

Kansas City Life Insurance Company

www.kclife.com

Since 1939, the mission of Old American
Insurance Company has been to provide
peace of mind to the senior market and, in
turn, enhance the quality of life for policy-
holders and their beneficiaries. Agents assist
senior individuals ages 50 to 85 through final
arrangement planning and charitable giving
programs. The Company operates in 
46 states and the District of Columbia.

Sunset Life Insurance Company offers a
product portfolio of competitive fixed 
products. Distribution is through a personal
producing general agency system, with
agents assisting clients throughout the
United States and in some areas of Europe. 

Sunset Financial Services is a full-service 
brokerage firm and Registered Investment
Advisor, with registered representatives largely
affiliated with Kansas City Life and Sunset
Life insurance companies. Investment
options include variable products, mutual
funds, stocks and bonds, unit investment
trusts, money market funds, CDs and asset
management products.

Generations Bank offers a full line of services
including checking and savings accounts,
money market accounts, credit cards and 
residential and consumer loans. Customers
have 24-hour access via the Internet. The
bank markets its services through agents and
direct customer contact.

Since 1895, Kansas City Life has been
dedicated to the present and future 
financial security of its customers. With
more than 1,800 agents serving 48 states
and the District of Columbia, Kansas
City Life serves individuals, families,
small business and corporations with its
product portfolio of universal life, term
life, whole life, interest sensitive whole
life, variable life*, variable annutities*,
fixed annuities and group products. The
Company and its subsidiaries provide
financial services including insurance,
investments* and banking.



The last year offered a difficult economic 

environment for most businesses, investors and 

consumers. Continuing declines in the equity markets, 

historically low interest rates and companies wrecked by 

corporate scandal made 2002 a memorable year. In spite 

of these and other dampening matters, Kansas City Life 

generated net income of $31.5 million for the year. This

represented an increase of more than $1.6 million from the

prior year. The Company was successful through these trying

times primarily due to our commitment to financial security

for our customers and our steady focus on servicing the needs

of our representatives.

Market flexibility is always vital, but providing an array 

of fixed insurance and investment vehicles was particularly

important in 2002. Economic challenges of the day and 

consumers’ changing needs and desires shifted consumer 

preferences markedly away from equity-based investments

toward more secure, stable return products. This concern 

over safety also focused attention on insurance providers’

financial strength, adding further to the attractiveness of

Kansas City Life’s products.

Despite a 

difficult environment,

Kansas City Life was

able to improve its

bottom line and achieve

significant growth in 

the sale of interest 

sensitive annuities and

universal life products,

which in turn generated

a five percent increase

in investments during

the year. When the 

economic turnaround

comes, as it surely 

will, we remain well

positioned with variable 

insurance products to help our customers benefit from a

rebound in the equity markets. 

A good deal of the success enjoyed by Kansas City Life

has been due to our strong relationships with our general

agents and agents. We were successful in strengthening our

sales force during 2002 through the addition of more new 

general agents than had been added during the prior three

years combined. The Company attracted these new 

representatives as a result of a continuing focus on new 

marketing initiatives implemented early in 2002. Our 

introduction of systematic marketing programs, designed to

assist representatives in generating new business, is a 

significant differentiation in the marketplace. We expect this

unique approach, which strengthens and complements our

dedication to our field force, will produce additional growth in

our core business.

Our objective is to build a vibrant, growing company by

capitalizing on our financial strength, productive sales force

and experienced, capable associates. We plan to augment our

internal growth over time through selective acquisition of

business that is consistent with our current activities, thereby

enhancing the return for our stockholders.

The year 2002 also saw C. John (Jack) Malacarne, 

Senior Vice President, General Counsel and Secretary, retire

after serving the Company for 35 years. Jack has been a mem-

ber of our Board of Directors since 1991, and his judgment and

valuable counsel will be missed. He was succeeded by William

A. Schalekamp, formerly Vice President, Chief Compliance

Officer and Associate General Counsel, who brings 31 years of

experience with Kansas City Life to the position.

Kansas City Life has weathered far more difficult times

than these over our 107-year history. As in the past, we will

continue to grow and prosper by assuring security and value to

our customers.

R. Philip Bixby

President and CEO
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Message from the President and CEO

FOCUSED ON
LEADERSHIP

Our objective is to 
build a vibrant, growing
company by capitalizing
on our financial strength,
productive sales force
and experienced, capable
associates.



Under the leadership of President and Chief Executive
Officer R. Philip Bixby, Kansas City Life continues its
107-year-old mission of providing security and service
to policyholders and value to stockholders.



Kansas City Life and its subsidiary companies experienced significant 

premium growth in 2002. On a consolidated basis, annualized premium grew 

39 percent over the previous year to $175.6 million, driven principally by sales of

fixed annuities and universal life. It was a sales year considerably shaped by events

in our economy, causing customers to seek shelter from the volatility of the 

equities markets.

The Company also experienced growth in annualized commissions, 

an important productivity measure, finally reversing a multi-year trend.

But, while it was a strong year in interest-sensitive product sales, it was a

disappointing year in the sale of variable products, which all showed significant

declines from 2001 levels.

Kansas City Life

Kansas City Life in 2002 mirrored the organization’s consolidated results,

with an overall annualized first-year premium increase of 38 percent to 

$133.0 million. This was driven by 150 percent and 131 percent growth rates in

fixed annuity and universal life products respectively. Net annualized first-year

commissions also increased, an encouraging sign after repeated declines over 

several years.

But, while overall annuity sales increased, overall life sales lagged behind

industry results. Correcting this will be the subject of considerable focus in 2003,

as the markets we serve are largely under-penetrated.

The growth experienced by the majority of our long-established agencies

was particularly gratifying, with several having double-digit and triple-digit sales

increases. Their continued dedication to Kansas City Life is extremely 

appreciated, and constitutes the foundation upon which the Company’s growth

plans reside. In return, our dedication to them and their success is what drives all

of our marketing efforts.

As an example, 2002 saw the launch of a new and comprehensive 

marketing initiative designed to accelerate the growth of both sales and 

distribution. This was the first phase in the implementation of the Company’s new

strategic marketing direction developed by senior management and presented to

the Board of Directors the previous year. And, it was a successful launch.
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FOCUSED ON
SUCCESS

On a consolidated basis,
annualized premium
grew 39% over the 

previous year to 
$175.6 million, driven
principally by sales of

fixed annuities and 
universal life.

Marketing Operations



Customers Melissa and Jason Henrich

■ Married:   2 years
■ Dogs:  Lacey (and Hunter, not pictured)
■ Employed:  Melissa is in health education; 

Jason is in technology sales
■ Home:  Renovating a 102-year-old home in the city
■ Discovered KCL:  Through an Integrated Planning 

Strategies workshop
■ Financial goals:

• Live debt-free
• Travel and other fun activities
• Financial independence and comfort
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The value offered distributors through this new marketing initiative 

not only helped the recruiting efforts of current general agents, but also lured

more new general agents to the Company in 2002 than had been recruited 

during the previous three years combined. Similarly, the Company’s agent count

swelled—the result of “road-shows” conducted in more than 50 different cities, 

in which Kansas City Life’s value proposition was presented to hundreds of 

potential recruits.

Agent training on the new marketing initiative programs continued

throughout the year, and as experience in the marketplace built, refinements 

were made. Numerous sales support components were added, and a comprehensive

data collection, analysis and reporting system was developed to help guide

improvements prospectively. Thus, the stage was set for more controlled growth 

in 2003 and beyond.

Products and Services

Two new term insurance products were introduced in 2002, the 

Level 10 Advantage and the Level 20 Advantage. Both are designed to improve

our relative competitiveness at higher policy face amounts.

Additionally, a new universal life product, the Protector 120, was 

introduced. An important addition to our portfolio, this product can guarantee

that the face amount will remain in force as long as the required level premium 

is paid, regardless of fluctuations in interest crediting rates or changes to the 

cost of insurance rates.

Group

First-year annualized group premium exceeded $14 million in 2002.

There was strong growth in both group life and long-term disability sales, 

with increases of 73 percent and 32 percent respectively. New group life sales

accounted for an increase in life volume of 40 percent over 2001. 

During 2002, enhancements were made to our long- and short-term 

disability products. A new small group dental product was introduced, as were

changes to our Administrative Service Only product. Additional sales channels

developed in the past year are expected to generate new revenue sources for the

Company in 2003.

Marketing Operations (continued)

FOCUSED ON
RECRUITING

The value offered 
distributors through this
new marketing initiative 

not only helped the
recruiting efforts of 

current general agents,
but also lured more new

general agents to the
company in 2002 than

had been recruited 
during the previous

three years combined. 



Customers Hadley Turner and Linda Prather  

■ Married:  4 years
■ Daughter:  Abigail, age 3
■ Employed:  Linda is a business analyst; 

Hadley is an active National Guard officer.
■ Home:  Suburbia
■ Discovered KCL:  Through an Integrated Planning 

Strategies workshop
■ Financial goals:

• Financial security for the family
• Retirement planning
• College expenses in about 15 years
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Generations Bank

Generations Bank enables Kansas City Life's representatives to

address a broad range of client needs. Providing competitive banking services

on a national basis, the Bank achieved solid financial results during 2002.

Total assets reached $65 million as loan and deposit balances increased by 

34 percent and 24 percent, respectively. Historically low interest rates encour-

aged home purchases and loan refinancing, resulting in more than 

$26 million in mortgage loans by the Bank during the year.

Sunset Financial Services, Inc.

Sunset Financial Services saw sales of both variable and equity 

products fall, as customers seemed to want to escape the economic 

volatility that characterized 2002, seeking instead the stability and 

guarantees of fixed products. Consequently, sales of new Kansas City Life 

variable policies were off 38 percent, and net unaffiliated commission 

revenues fell six percent compared with 2001 results.

But, the number of new registered representatives continued to 

grow throughout the year, lured, in part, by the new marketing initiatives 

of Kansas City Life. To help support those initiatives, SFS finalized a 

co-marketing arrangement with Nationwide Financial to market that organi-

zation’s 401(k) product under a proprietary label beginning in 2003.

Old American Insurance Company

Old American in 2002 grew two percent in annualized premium and 

annualized commissions, the result of strong increases in both new 

agent recruiting and overall agent productivity. The percentage of this 

growth contributed by both first-year and second-year agents set new 

company records.

However, growth was somewhat hampered by copy changes required

to meet compliance standards for the direct mail program. New mail pieces

were developed, and testing for improved results will continue in 2003. A new

lead production management system has been installed to increase the overall 

efficiency of the direct mail program.

FOCUSED ON
PERFORMANCE

Old American in 2002
grew two percent in
annualized premium 

and annualized 
commissions, the result

of strong increases 
in both new agent

recruiting and overall
agent productivity.

Marketing Operations (continued)



Customer Estalee Perry

■ Family:  Husband Linford Perry; two grown children;
three grandchildren

■ Formerly employed:  Retired teacher
■ Home:  Lives in a home in a small Midwest city; 

winters in south Texas
■ Discovered KCL:  Through a Senior Advantage 

Seminars seminar
■ Financial goals:

• Leave inheritance to children and 
grandchildren

• Assist with college for the grandchildren
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Also in 2002, the Company completed an extensive distribution analysis

as a precursor to its planned development of a new, comprehensive business plan

for 2003, and a long-term operating plan for the next five years.

Sunset Life Insurance Company of America

Sunset Life’s 2002 total annualized premium reached $19.4 million, up 

255 percent over 2001 results. Nearly 61 percent of total annualized premium 

($11.8 million) occurred in the fourth quarter. Although life premium grew in

2002, fixed annuities represented a majority of the growth, reflecting the strong

competitiveness of Sunset Life’s no-load annuity.

Strategically, 2002 was a transition year for Sunset Life, as the regional

management and home office support of the personal producting general agent

distribution system were merged with similar functions supporting Kansas City

Life’s general agency system. This move allows us to facilitate the participation of

interested Sunset Life distributors in Kansas City Life’s marketing initiatives, and

to provide a more comprehensive and efficient level of service.

Consistent with this move, distributors now have access to products 

in both companies, obviating the previous practice of replicating most products.

Similarly, the previously separate, annual sales conferences for each company 

were successfully combined mid-year, and plans were developed to hold a joint

meeting in 2003.

Marketing Operations (continued)

Kansas City Life Insurance Company
is licensed in 48 states and the District
of Columbia. The red dots indicate the
locations of our General Agents.

FOCUSED ON
GROWTH

Sunset Life’s 2002 
total annualized 

premium reached 
$19.4 million, up 
255 percent over 

2001 results.
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Kansas City Life Insurance Company
Kansas City, Missouri

R. Philip Bixby
Vice Chairman of the Board and
President and CEO
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Kansas City, Missouri

Walter E. Bixby, LLIF
President
Old American Insurance Company
Kansas City, Missouri

William R. Blessing, CPA
Senior Vice President, Business
Development and Strategy
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Kansas City, Missouri

Webb R. Gilmore
Attorney at Law
Chairman, CEO, Shareholder
Gilmore and Bell, P.C.
Kansas City, Missouri

Bruce W. Gordon, CLU
Senior Vice President, Marketing
Kansas City Life Insurance Company
Kansas City, Missouri

Nancy Bixby Hudson
Investor
Lander, Wyoming

Warren J. Hunzicker, M.D.
Retired Vice President and
Medical Director
Kansas City Life Insurance Company
Kansas City, Missouri
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and Secretary
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E. Larry Winn Jr.
Retired Congressman
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Board of Directors — Kansas City Life Insurance Company

Front, left to right: E. Larry Winn Jr., 
R. Philip Bixby, J.R. Bixby, Walter E. Bixby,
Warren J. Hunzicker, M.D.
Second row, left to right: Cecil R. Miller, 
Webb R. Gilmore, Elizabeth T. Solberg, 
Nancy Bixby Hudson, Tracy W. Knapp,
William H. Schalekamp.
Back row, left to right: Michael J. Ross, 
William R. Blessing, Bruce W. Gordon,
Daryl D. Jensen.
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