


The year 2003 was a year of transition, both for the 
economy and Kansas City Life. Recovering from a down 
economic environment in prior years, signs of improvement
began to emerge throughout 2003. Similarly, Kansas City Life
recorded net losses during the first half of the year, and results
improved in each successive quarter. Net income for the year
was $14.8 million or $1.24 per share.

The economy was in the early stages of recovery in 
2003, and corporate earnings and other measures improved
throughout the year. Together with historically low inflation
and a lack of job growth, interest rates continued to decline
until mid-year. During this period, consumers showed 
preference for the safety of the Company’s Fixed Rate 
Annuity and Universal Life products, and sales of these 
products were strong. Further, sales of the Company’s 
Variable Annuities grew at an increasing rate throughout 
the year, indicating consumers’ desire to participate in the 
rise in the equity markets. 

The Company experienced a decline in investment 
revenue in 2003, primarily due to losses on investments in
certain troubled industries and lower interest rates. Largely
offsetting the impact of reduced income from the decline in

interest rates, funds from the sale of new products
and the addition of GuideOne Life Insurance
Company (GuideOne) on June 30, 2003 fueled
growth in investments of almost $600 million 

during the year. 
The acquisition of GuideOne was a 

very important event during 2003, and our
financial results include one-half of the 
annual impact of this addition. While 
Kansas City Life has been active in the pursuit
of growth, both through acquisition and
expansion of our existing distribution 
systems, GuideOne represents the first 
acquisition for the Company since 1997. We
were pleased to add GuideOne due to the

quality of the business and the opportunity for future sales 
of Kansas City Life products. As part of the acquisition of
GuideOne, Kansas City Life entered into a marketing 
agreement with the former parent of GuideOne, whose 
primary business is Property and Casualty Insurance. As a
result, GuideOne’s distribution system is now offering 
Kansas City Life products to its clients, leveraging our broad
array of products and support to Agents and Policyholders.
GuideOne was merged into the operations of Kansas City 
Life effective October 1, 2003. We are truly excited about 
the immediate and future opportunities the addition of
GuideOne provides.

The Company is also continuing to pursue several 
ambitious and unique marketing initiatives to increase the
number of Representatives in the field as well as production
opportunities for our traditional and new Agents. We remain
focused on training, marketing programs, and support that 
differentiate Kansas City Life and provide our Representatives
with everything they need to deliver high quality products
and services to current and prospective Policyholders.

The Company’s two operating insurance subsidiaries, 
Old American and Sunset Life, also continued to undergo
transitions during 2003. Having added many successful new
Agents to its distribution system in recent years, Old
American recorded a 7% growth in sales in 2003. Sunset 
Life has gained efficiencies through increased sharing of 
marketing support services with Kansas City Life.

Having completed 2003 as a year of transition, 
Kansas City Life is well positioned for growth and assurance
of security to its Policyholders. 

R. Philip Bixby
President and CEO
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Message from the President and CEO

Under the leadership of President and 
Chief Executive Officer R. Philip Bixby,

Kansas City Life continues its 108-year-old mission
of providing security and service to Policyholders

and value to Stockholders.
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Financial Highlights

2

$251,279

$252,909

$247,470

$247,000

$271,847 

1999

2000

2001

2002

2003

ASSETS (in thousands)

$3,623,303

$3,650,097

$3,775,998  

$3,867,360

$4,551,912  

1999

2000

2001

2002

2003

1999

2000

2001

2002

2003

STOCKHOLDERS’ EQUITY per share

$40.86

$44.28

$47.04

$49.81 

$54.04

$26,747,316

$26,938,904

$26,644,910

$26,591,093

$32,555,108      

1999

2000

2001

2002

2003

LIFE INSURANCE IN FORCE (in thousands)

Tracy W. Knapp
Senior Vice President,
Finance
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Kansas City Life Insurance Company

Since 1895, Kansas City Life has been dedicated to the present and future financial
security of its customers. With more than 2,400 General Agents and Agents serving
48 states and the District of Columbia, Kansas City Life serves individuals, fami-
lies, small business, and corporations with Universal Life, Term Life, Whole Life,
Variable Life Insurance*, Variable Annuities*, Fixed Annuities, and a diverse range
of group products. The Company and its subsidiaries provide financial services
including insurance, investments*, and banking.

Old American Insurance Company

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 Policyholders and their
Beneficiaries. Agents assist 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

Sunset Life offers a product portfolio of competitive Fixed and Variable* products, including
Interest Sensitive Life Insurance and Annuities. Distribution is through General Agencies, with
Agents assisting clients throughout the United States and in some areas of Europe.  

Sunset Financial Services*

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.
Investment options include variable products, mutual funds, stocks and bonds, trusts, money
market funds, CDs, and asset management products.

Generations Bank

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
account access via the Internet. The bank markets its services through Agents of the Kansas
City Life Group of Companies and through direct customer contact.

*Securities are distributed through Sunset Financial Services, Inc., 3520 Broadway, Kansas City, MO 64111; 
phone: (816) 753-7000; Member NASD and SIPC.

The Kansas City Life Group of Companies
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Marketing Operations

Kansas City Life and its subsidiary companies
experienced significant premium growth during
2003. Consolidated insurance premiums for new
coverage increased 85% over the previous year to
$66 million, driven principally by sales of
Immediate Annuities and Group Life Insurance.
Also positively influencing results were the 
operations of GuideOne Life Insurance Company
(GuideOne), which was acquired on June 30, 2003.

Total premiums for 2003 topped $210
million, an increase of 14% over 2002.
Life Insurance in force exceeded $32
billion at year-end, a 22% increase as

compared to the prior year.
While it was a strong year in

the sale of Annuities, Individual
Life Insurance sales showed a
modest 3% increase over 2002. 

Assets were $4.6 billion at
December 31, 2003, an 18%
increase over the year-end 2002
balance of $3.9 billion. The addi-
tion of GuideOne accounted for

approximately one-half of the
increase, with the remainder from

internally generated growth. Book
value per share of stockholders equity

was $54.04 at December 31, 2003, an
8% increase over the prior year-end.    

Consolidated new Policyholder deposits
increased 42% or $58 million for the year, 
following an increase of 39% in 2002. Fixed
Annuity, Variable Annuity, and Universal Life sales
drove the deposit growth in 2003. Total deposits
(new and renewal) were up 24% over 2002 and
43% compared to 2001.

Kansas City Life
Kansas City Life, on a stand-alone basis, 

reflected the organization’s consolidated results
with an increase in new premium for Immediate
Annuities to $35.8 million, almost three times 2002
results. Renewal premium grew 19% for the year,
following a 2% decline in 2002. Total premiums for
Kansas City Life during 2003 were $71.8 million,
including the impact of the addition of GuideOne
at mid-year, up 87% over 2002.

While Annuity sales increased, Individual Life
Insurance sales decreased 3% for Kansas City Life,
consistent with industry results. The Company is
focused on improving Individual Life Insurance
sales in 2004, as the markets on which the
Company concentrates are currently under-served.

New Policyholder deposits were up 54% or 
$63 million in 2003, following a 25% increase in
2002. Growth resulted from sales of Universal Life
Insurance, Flexible Annuities, and Variable
Annuities, which were offset by a decline in 
Variable Universal Life Insurance deposits. In 2002,

Bruce W. Gordon, CLU
Senior Vice President,
Marketing
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Kansas City Life Agent: Cindy Watson 
Client: Evy Eilts

Kansas City Life’s commitment to Life Insurance and to Policyholders could not be more evident than in the 
service of KCL Agent Cindy Watson to her client Evy Eilts. In fact, Cindy’s outstanding client service was 
recognized in 2003 by Newsweek magazine and the Life and Health Insurance Foundation for Education (LIFE).

The annual realLIFEstories Client Service Award Program was established in 1995 to recognize insurance 
professionals whose service has made an extraordinary difference in the lives of their clients. The client stories 
are designed to help Americans better understand the essential role of insurance within a sound financial plan.

Cindy’s story was submitted for consideration by LIFE at the suggestion of her General Agent, Shelley Rowe. It
spotlights her client’s 2001 diagnosis of a malignant brain tumor, which doctors predicted would take her life in
less than ten months. Following this discovery, Evy vowed to live life to the fullest — whatever time she had left.
Cindy reminded her client of the Terminal Illness Rider on her Life Insurance Policies. Since Evy’s doctor advised
her she had less than one year to live, she qualified for the accelerated benefit payout. With this money, Evy 
eliminated her debt and fulfilled her lifelong dream of seeing the wonders of the Amazon with her daughter.
Proceeds from Riders and her Long-term Care Policy enabled her to travel to San Francisco to receive experi-
mental cancer treatments and retain around-the-clock home health care, both helping to prolong Evy’s life. 

“I feel humbled to have helped and known such a wonderful person,” says Cindy about the role she played in 
Evy Eilts’ life. “The courage with which she faced death amazes me. Evy is truly an example of the power of love.” 

Cindy Watson and Evy
Eilts (left), Evy Eilts (right),
Cindy Watson and Evy
Eilts (far right).
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Marketing Operations (continued)

Life Insurance means

6 Mark A. Milton, FSA
Senior Vice President 
and Actuary

William A. Schalekamp,
JD, CLU, FLMI
Senior Vice President,
General Counsel and
Secretary

Flexible Annuities and Universal Life Insurance
drove growth, while Variable Universal Life and
Variable Annuities decreased. Total deposits were
up 32% over 2002 and 47% as compared to 2001.

The dedication of our General Agents and
Agents is important to the long-term growth of the
Company, and our commitment to earning their
business and helping them succeed is what drives
our marketing efforts.

As an example, the Senior Advantage
SeminarsSM (SASSM) and Integrated Planning 

StrategiesSM (IPSSM) marketing programs both 
played a role in the growth of sales and distribution
for the Company in 2003. Through SASSM, Agents
help address Seniors’ concerns regarding estate
planning, Life, Health, and Long-Term Care
Insurance, as well as fee-based investment manage-
ment services. IPSSM is a valuable employee benefit
dedicated to educating employees on the substance
and value of their current employment benefits,
and integrating those benefits into their personal
plans and requirements. 

Kansas City Life’s product portfolio and the
value offered to distributors through our marketing
initiatives not only helped the recruiting efforts of
current General Agents, but also attracted more
new Agents to the Company in 2003 than had been
recruited during the past several years combined. 

GuideOne Life Acquisition
Kansas City Life completed the purchase of

GuideOne Life Insurance Company (GuideOne)
from GuideOne Financial Group, Inc. and
GuideOne Mutual Insurance Company (GuideOne
Mutual) of West Des Moines, Iowa on June 30,
2003. The acquisition represented growth of
approximately 10% in Kansas City Life’s assets and
allowed the Company to expand its marketing cov-
erage and distribution. Under a new marketing
agreement with GuideOne Mutual, more than 250
GuideOne Property and Casualty Insurance Agents

Continued on page 8



GuideOne/Kansas City Life Agent: Gary Brunson
Client: Gary Peterson (Early Retiree, International Overnight Delivery Company)
Gary Peterson’s employer offered him an early retirement opportunity in 2003. He was faced with how to make 
the most of the opportunity and still provide necessary insurance coverage for his spouse and himself.

In reviewing his coverage options with his long-time GuideOne/Kansas City Life Agent (Gary Brunson), Mr.
Peterson was offered a Life Insurance Policy that provides a retirement benefit should he die prematurely plus a
separate, paid-up plan of coverage for his spouse — both at a fair price.

According to the Agent, “There were two key elements in putting this plan together for my client. One was the 
relationship I have developed with him over the years. The other was an opportunity to receive a competitive 
premium from Kansas City Life.”

“Kansas City Life not only provided the competitive premium needed in this type of scenario, but the under-
writing staff and customer service folks were very prompt, and addressed the questions and requests we had. 
Our Agency staff has commented on several occasions how much they enjoy working with the people at KCL. 
The attention we are given as Agents helps in our attitude in looking for business knowing we have a partner 
in KCL to get the business placed. We are looking forward to working many more years with KCL and the people
that make the Company what it is.”
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Gary Peterson (left)

Gary Brunson (right) has been a
GuideOne Agent for 15 years.
He was named Agent of the
Month two times in 2003, as
well as top Life Producer for
Colorado.



can now offer Kansas City Life products to their
customers.

Through the acquisition, Kansas City Life 
gained not only a sizable block of business and
increased marketing potential, but the Company
also has an opportunity for improved efficiency by
spreading fixed costs over a larger Policy base.

Group
New leadership in the Group division 

resulted in a re-branding of the administrative 
services organization. The new KCL Benefit
Solutions unit offers a comprehensive employee

and employer website that displays 
information in real time, with 
easy-to-read benefit summaries, 

performance guarantees, a 
wide range of quality vendors
for Medical “Stop Loss” 
coverage, a prescription 
drug card, a preferred
provider network, utilization
review, and large case
management, as well as 
customized reporting 

capabilities.
Although total Group

premium declined 9% from the
prior year, new premiums were

up 4% in 2003. This follows an
increase of more than 100% in

2002. Disability Insurance premium growth was
offset by a decline in Dental Insurance premiums.  

Old American Insurance Company
Sales momentum continued in 2003, as the

Company increased new Individual Life premium
by 7% relative to the prior year. Total premium for
the Company exceed $75 million.

New Agent development continued to drive
production increases in 2003, with 28% of new
premium produced by Agents with less than two
years of service. More than 35% of new premium
came from Agents with less than three years of
service. New premium growth was supported by 
an increase in the volume of qualified leads 
produced from Company-sponsored programs and
local initiatives. 

The experience, commitment, and loyalty 
of veteran General Agent Managers provides the 
foundation for the sales momentum to continue 
in 2004, fueling profitable growth for Agents and
the Company.

Sunset Life Insurance Company of America
Sunset Life’s total insurance premiums for  

2003 reached $6.8 million, up 11% over 2002
results. Renewals accounted for nearly 80% of 
the total. Sunset Life also benefited from increases 
in new Immediate Annuity and Individual Life 
premiums from the prior year. 

Marketing Operations (continued)
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Walter E. Bixby, LLIF
President, Old American 
Insurance Company

Continued on page 10
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Kansas City Life General Agent: James P. (Jim) Ford
Clients: Emerson and Velma Lemmel
More than 3,400 General Agents and Agents in cities and towns all across the country represent Kansas City Life
Insurance Company, Sunset Life Insurance Company of America, and Old American Insurance Company.

The commitment to our Insureds dates back to 1895. During the Company’s 108-year history, we have seen
Policyowners through world wars, the Great Depression, and various periods of recession, inflation, and 
prosperity. We are fortunate to have in excess of 25,000 Policies that have been in force for 50 or more years.

Among our long-term Policyholders are Mr. and Mrs. Emerson Lemmel, who reside in south-central Missouri. 
Mrs. Velma Lemmel has had her coverage for 70 years. Her husband, Emerson, has been insured for more than 
60 years.

Our commitment to Mr. and Mrs. Lemmel — and our commitment to Policyholders whose Policies were first 
written in 2003 — is steadfast. As General Agent Jim Ford says, “Kansas City Life’s reputation is built on 
integrity, sound investment strategies, and honest business practices. It’s a company where integrity is not an 
outdated notion in a fast-paced world. It is the guiding force behind every decision made.”  In an ever-changing
world economy, Policyowners know they can count on the Kansas City Life Family of Companies to be here
when they need us.

Jim Ford (left), 
Kansas City Life
General Agent.
Velma Lemmel, (right)
and Emerson Lemmel
(far right)



Marketing Operations (continued)
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Charles R. Duffy Jr., FLMI
Senior Vice President
Operations

Robert C. Miller
Senior Vice President,
Administrative Services

The year included continued assimilation of
Sunset Life’s distribution system with Kansas City
Life’s General Agency network. Consistent with 
this integration, Distributors now have access to the
products and services of both companies. Savings 
for the organization have resulted from the 
successful combination of previously separate 
sales and marketing materials and annual sales 

conferences in 2003. These changes accounted for
a 5% reduction in Sunset Life’s operating expenses
in 2003 versus the prior year.

Sunset Financial Services, Inc.
Acting on behalf of licensed Agents, Sunset

Financial Services facilitates the purchase, sale, 
and management of securities, including Kansas
City Life’s Variable Universal Life and Variable
Annuity products.

Variable Annuity deposits increased by 
48%, more than offsetting a decline in Variable
Universal Life sales for the year. Revenue from
non-proprietary products increased 16% from the
prior year.

An improved economy and rising equity 
market valuations provide optimism in the market-
place and for Sunset Financial’s activity levels and
performance in future periods.

Generations Bank 
In 2003, Generations Bank achieved solid

financial results with total assets reaching 
$80 million. Historically low interest rates 
encouraged a high level of home purchases and
loan refinancing throughout the year. By the end 
of 2003, Generations Bank had originated, closed,
and sold more than $53 million in mortgage loans
in the secondary market, which contributed to a
profitable year. Generations Bank also increased
loan balances by 27% during 2003.



Kansas City Life General Agent: Dennis Parrish 
Employer/Group: The Dodson Group d/b/a SaveItNow (a group purchasing organization)
Client: Linda Snider
Linda Snider’s employer permitted a Kansas City Life General Agent to hold two Integrated Planning
StrategiesSM (IPSSM) workshops to educate employees on the substance and value of their current employment
benefits; they also received information on how to integrate those group- and employer-sponsored benefits into
the employees’ personal financial plans.

Following the workshop at SaveItNow, the General Agent visited with David Sullivan, the Human Resource
Director, to discuss how the workshop had gone and to schedule the second session. While there, Linda Snider
stopped by to thank the company officer for bringing in the workshop. She said she and her husband had 
considered refinancing their mortgage and she greatly appreciated the information provided in the workshop. 
As a result of that group meeting, Linda has introduced Kansas City Life to her adult children and has 
encouraged others at her company to more fully consider their financial options.

According to General Agent Dennis Parrish, “Employees love the fact that with IPS we don’t have a ‘sales pitch’;
we are there to offer them a service and provide them with all of the information we can, free of charge. If they
want specific product information, then we schedule a personal financial review, which is also free. Often that
leads to financial review referrals for family members and others they know.”

Dennis Parrish (left),
Linda Snider (center)
David Sullivan (right) 11



Board of Directors — Kansas City Life Insurance Company
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R. Philip Bixby
President and Chief Executive Officer, 
Vice Chairman of the Board of Directors

Charles R. Duffy Jr., FLMI
Senior Vice President, Operations

Bruce W. Gordon, CLU
Senior Vice President, Marketing

Tracy W. Knapp
Senior Vice President, Finance

Robert C. Miller
Senior Vice President 
Administrative Services

Mark A. Milton, FSA
Senior Vice President and Actuary

William A. Schalekamp, JD, CLU, FLMI
Senior Vice President 
General Counsel and Secretary

William G. Burnett, CLU, ChFC, CSA
Vice President, Marketing Services

David S. Duncan, FSA
Vice President, Group

Peter Hathaway, M.D.
Vice President and Medical Director

Donald E. Krebs, MSM, CLU, ChFC
Vice President, Agency Marketing

Robert J. Milroy
Vice President, Underwriting and
New Business

Brent C. Nelson, CPA, CLU, FLMI 
Vice President and Controller

John L. Nogalski
Vice President, Taxes

Richard D. Ropp, FLMI, ACS
Vice President, Customer Services

J. Todd Salash
Vice President, 
Computer Information Services

Dan L. Schick, CPA, CLU, FLMI
Vice President and Auditor

Gregory E. Smith, CFA
Vice President, Broker/Dealer

Philip A. Williams
Vice President, Securities

Old American Insurance Company
Walter E. Bixby, LLIF

President

Andrew M. Hansen
Executive Vice President

Tracy W. Knapp
Chief Financial Officer 

Gary K. Hoffman, JD, CLU, FLMI
Vice President, Associate General 
Counsel, and Secretary

James J. Holmes
Vice President and National Sales
Manager, Planned Production Sales

Brent C. Nelson, CPA, CLU, FLMI 
Vice President and Controller

Robert J. Milroy
Vice President, Underwriting 
and New Business

Sunset Life Insurance Company 
of America
R. Philip Bixby

President and CEO

Daryl D. Jensen
Vice Chairman of the Board

Bruce W. Gordon, CLU
Executive Vice President

David A. Laird, CPA, FLMI
Vice President and Controller

Robert J. Milroy
Vice President, Underwriting and 
New Business; Assistant Secretary

Mark A. Milton, FSA
Vice President and Actuary

Richard D. Ropp, FLMI, ACS
Vice President, Customer Services

James F. Aldrich, JD, CLU, CPCU, 
FLMI, HIA

Secretary

J.R. Bixby
Chairman of the Board
Kansas City Life Insurance Company
Kansas City, Missouri

R. Philip Bixby
Vice Chairman of the Board, President,
and Chief Executive Officer
Kansas City Life Insurance Company
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
Sprint
Overland Park, Kansas

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

Daryl D. Jensen, MAAA, FLMI
Vice President of Administration
Western Institutional Review Board
Olympia, Washington
Retired President and Vice Chairman 
of the Board
Sunset Life Insurance Company 
of America
Kansas City, Missouri

Tracy W. Knapp
Senior Vice President, Finance
Kansas City Life Insurance Company
Kansas City, Missouri

Cecil R. Miller, CPA
Retired Partner
KPMG LLP
Kansas City, Missouri

Michael J. Ross
Chairman of the Board
Jefferson Bank and Trust Company
St. Louis, Missouri

William A. Schalekamp, JD, CLU, FLMI
Senior Vice President, 
General Counsel and Secretary
Kansas City Life Insurance Company
Kansas City, Missouri

Elizabeth T. Solberg
Regional President and Senior Partner
Fleishman-Hillard, Inc.
Kansas City, Missouri

E. Larry Winn Jr.
Retired Congressman
Kansas, Third Congressional District
Prairie Village, Kansas

Senior Officers 

Kansas City Life Insurance Company
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