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The year 2004 was a milestone year for Kansas City Life, as the Company 
achieved a record level of net income at $57.7 million or $4.83 per share. Driven 
by realized gains from the sale of real estate during the fourth quarter, total   
revenues exceeded $500 million for the first time and stockholders  ̓equity rose  
to $693 million or $58.00 per share. 

In the wake of realized investment losses from corporate bonds in 2003, the 
Company realized gains from investments totaling $45.9 million in 2004. The 
gains primarily resulted from the sale of a long-term holding of real estate. These 
results reflect the Company s̓ dedication to producing favorable results in the long 
term and continuing to strengthen our capital position, as well as our ability to 
persevere through difficult economic cycles. 

Two other items significantly contributed to the improved results in 2004. 
These included an overall reduction in policyholder benefits and increased net 
investment income of $3.2 million over the prior year. The increase in net invest-
ment income was primarily the result of increased investment assets. Partially 
offsetting these improvements were increased interest credited to policyholder 
accounts and federal income taxes.  

In addition to strong financial performance, the Company enjoyed several 
other achievements in 2004, including 10% growth in new individual life insur-
ance premiums and 14% growth in the receipt of new deposits from universal life 
insurance. Revenues also improved from increased contract charges, reflecting 
increased sales and the inclusion of the GuideOne block of business for a full 
year.  These strong life insurance sales results reflect the Company s̓ ongoing 
commitment to and focus on the individual life insurance market. The Company 
also completed the integration of GuideOne administrative functions by year-end 
2004, successfully meeting the targets established at the time of the acquisition.

During the fourth quarter of 2004, the Company made two changes that rein-
force our commitment to and focus on individual life insurance, including the 
signing of definitive agreements to sell Generations Bank for $10.1 million and 
the Company s̓ group administrative claims-paying services unit. The sale of 
Generations Bank is pending regulatory approval and is expected to close during 
the third quarter of 2005.

Furthering the Company s̓ commitment to the individual life insurance market, 
Kansas City Life named Donald E. Krebs as its new Senior Vice President of 
Sales and Marketing at mid-year 2004. As an experienced sales and marketing 
manager in Kansas City Life s̓ traditional agent field force, Mr. Krebs brings a 
new level of energy and devotion to the values, relationships, and markets that 
have led to the Company s̓ historical success.  

The year 2004 was also a year of remembrance, as we observed the passing of 
my uncle, our Chairman of the Board, Mr. Joseph R. Bixby. Joe Bixby most ably 
led our company for 26 years as its President and Chief Executive Officer and, for 
the past 32 years, as Chairman of the Board. Under his leadership, the Company 
thrived and grew, building upon the foundation of integrity and time-honored 
commitment of security assured that was laid two generations earlier. Joe Bixby s̓ 
drive, dedication, and wisdom are surely missed, but he instilled in all of us his 
commitment to you, our shareholders, policyholders, agents, and associates.        

We look forward to the opportunities that await us in 2005, as we have worked 
hard to position Kansas City Life for continued success. We remain steadfast in 
our commitment to the business of life insurance and our dedication to you, our 
shareholders, policyholders, agents, and associates. Together, our efforts can help 
assure security for future generations, as well as a prosperous 2005.

  

R. Philip Bixby
President and CEO

Message from
the President
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The Kansas City Life Group of Companies

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 2,700 General Agents  
and Agents serving 48 states and the District of Columbia, Kansas City Life 
serves individuals, families, 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* prod-
ucts, 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, Inc.*
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 mar-
kets 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; (816) 753-7000; Member NASD and SIPC. 



Financial Highlights
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Tracy W. Knapp

Senior Vice President, Finance
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Marketing and Operations Message
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Kansas City Life recorded its highest-ever 
net income in 2004, increasing by $42.9 million 
to a total of $57.7 million. Net income per share 
increased 290% to $4.83, compared with $1.24  
per share for 2003 and $2.63 per share for 2002.

From a marketing standpoint, the year s̓ contin-
ued low interest rate environment had a direct influ-
ence on consumer preferences for fixed rate prod-
ucts. As a result, premiums and deposits declined 
from their 2003 levels largely due to reduced 
fixed deferred and immediate annuity sales. The 
Company made changes in the fixed deferred and 
immediate annuity product portfolio, with a focus 
on distribution through agencies writing a more bal-
anced mix of life and annuity products. 

The Company s̓ increased emphasis on life 
insurance sales resulted in a 10% increase in new 
individual life insurance premium in 2004. New 
deposits on universal life insurance increased  
14% for the year, while variable universal life 
deposits increased 10% in the same period. 
Renewal deposits increased 9% in 2004.

During the summer, the Company appointed 
Donald E. Krebs to the post of Senior Vice 
President of Sales and Marketing.  Since joining 
the organization in 1996, Don has held various 
sales and marketing positions, most recently as 
Vice President, Agency Marketing.  Don is inti-
mately familiar with the organization s̓ strategies, 
field force, and products, and has clearly identified 
a vision and direction for the future.  Under Don s̓ 
leadership, the Company promises to further 

enhance Kansas City Life s̓ concentration on life 
insurance sales growth and agent training and sup-
port in 2005 and beyond.  Don is committed to a 
long-term partnership with our producers and to 
the expansion of products and creative initiatives 
that will move our marketing efforts forward in the 
competitive marketplace.  

In November 2004, the Company also bid 
farewell to longtime Chairman Joseph R. (Joe) 
Bixby. During Joe s̓ 40-year tenure as President and 
Chairman, the Company s̓ assets grew from $465.2 
million in 1964 to more than $4.6 billion in 2004. 
Also, the Company s̓ life insurance in force grew 
from $1.7 billion in 1964 to $31 billion at year-end 
2004.  Joe was a guiding leader, friend, and mentor 
to our field force and they fondly remember Joe s̓ 
help and support throughout the years. 

Donald E. Krebs, MSM, CLU, ChFC, LLIF
Senior Vice President, Sales and Marketing

(Continued on page 6)



The Verhille Agency, Cedar Rapids, Iowa
The Verhille Agency is a third-generation Kansas City Life general agency. The business was originally estab-

lished in Ottumwa, Iowa, by Walter Verhille in 1947. His son, Robert (Bob) Verhille, became affiliated with 
Kansas City Life in 1956, and he became a general agent in 1960. David Verhille worked at his fatherʼs agency as 
a teenager and was licensed in 1982; he became the general agent in 1994. 

“My father first became affiliated with Kansas City Life in the 1940s,” recalls Bob. “He had worked during 
the Depression with other insurance companies, but he was not as successful until he and Kansas City Life joined 
forces. It is a company he was proud to represent. He had a great relationship with Kansas City Life and the folks 
in the Home Office. Itʼs a company thatʼs truly committed to agents and customers.”

“The best thing Kansas City Life does for our clients is live up to its commitment—to be there for the insured 
and his or her loved ones,” says Bob.

“Kansas City Life treats its customers fairly. They fulfill their promise of security and benefits. The company really 
delivers on its partnership with agents, policyholders, and shareholders,” says David.

Just as the Verhille Agency has served the needs of Iowans for more than 60 years, Kansas City Life has contin-
ued to serve the needs of policyowners and beneficiaries from coast to coast for nearly 110 years. 5

Bob and David Verhille trace their agency roots to 1947. They 
have a built a long-term career with Kansas City Life, while also 

helping build a new community in Iowa. They are two of four 
partners in the Hunter s̓ Ridge real estate development and golf 
course, which was launched in Marion in 1997. When it s̓ fully 

developed, more than 400 families will be living in the area.



Kansas City Life

Kansas City Lifeʼs increased focus on life 
insurance yielded a 31% increase in new premi-
ums for individual life insurance. The expansion 
of our life insurance business is attributable 
in part to new sales and marketing leadership 
within the organization and the distribution of 
our life products through agents of GuideOne 
Life Insurance Company, acquired in June 2003. 

Renewal premiums also increased in 2004—up 
22% to $36.7 million, primarily due to life insur-
ance sales through GuideOne agents.

On a stand-alone basis, Kansas City Life mir-
rored the organization s̓ consolidated results with 
an overall decrease in new premium to $22.6 
million. The 53% decline was due primarily to 
reduced annuity sales resulting from a shift in 
consumer preferences in the lower interest rate 

environment of recent years and changes made to 
the company s̓ annuity portfolio, including a new 
fixed deferred annuity with lower interest guaran-
tees. The Company s̓ renewed focus on distribu-
tion through agencies that market a mix of life and 
annuity products also contributed to lower annuity 
volume for the year.

New deposits for universal life insurance 
increased 43% in 2004, following a 39% 
increase in 2003 over 2002. Variable universal 
life insurance deposits were up 10%, following 
a 58% decline in 2003 as compared to the prior 
year. Renewal deposits were up 10% in 2004 
following an 8% increase in 2003. Total  
deposits (new and renewal) declined 19% 
in 2004, driven by a 49% decrease in fixed 
deferred annuity deposits and a 16% decline in 
variable annuity deposits.

Kansas City Life continues to attract new dis-
tributors through an expanding product portfolio 
and target marketing initiatives. Our dedication 
to our general agents and agents is reflected 
through our new recruiting campaign which 
emphasizes why “life is better” with Kansas 
City Life.

Group

Group products are sold through third-party 
marketing arrangements, in addition to a 
nationwide sales force of independent general 
agents and group brokers. The Company offers 
several insurance products in the group seg-
ment: dental, short- and long-term disability, 

6

Mark A. Milton, FSA
Senior Vice President and Actuary

(Continued on page 8)
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The Rowe Agency,
Westminster, Colo.

The Rowe Agency is a multi-
generational Kansas City Life 
general agency. Retired General 
Agent Ernie Rowe entered the 
insurance business in March of 
1956. He was initially a part-time 
agent affiliated with the J. T. Allen 
Jr. Agency. (The Allen Agency 
was also a multi-generation KCL 
agency, having originally been 
established by J. T. Allen Sr., who 
traveled Colorado and Wyoming 
contracting and licensing bankers 
who used life insurance to pro-
tect bank loans.) In 1959, Ernie 
became a field manager in the 
Allen Agency. 

In 1967, the Allen Agency was 
dissolved—and three new general 
agents were named, with each 
taking a different territory in the 
Rocky Mountain region. Ernie s̓ 
daughter, Shelley Rowe, sold her 
first policy in January of 1975. She 
took over leadership of the agency 
in 1995. Her brother, Jamie Rowe, 
is also a Kansas City Life general 
agent in Grand Junction, Colo.

The Rowe Agency has not only 
built a long-term relationship with 
Kansas City Life, but also with 
its clients. In fact, the agency has 
approximately 2,300 policies dating 
back 40 years or more.

“Our Agency has clients with 
policies issued in the 1920s and 
1930s,” says Ernie. “We have 
sons, daughters, and grandchildren 
of current and former clients who 
are now clients. But itʼs not just 
the policy death benefits that mat-
ter; the ʻliving benefits  ̓that people 
can take advantage of are equally 
important. They allow them to get 
more out of life.”

Ernie and Shelley Rowe share memories of the 
Rowe Agency s̓ near 40-year history with Kansas 
City Life in the memorabilia room of Ernie s̓ home. 
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group life, and stop loss. This segment also 
offered administrative claims-paying services, 
marketed as KCL Benefit Solutions, through 
year-end 2004. However, during the fourth 
quarter of 2004, the Company entered into an 
agreement to discontinue its administrative 
claims-paying services in order to concentrate 
more directly on its core products.  

In 2004, the group segment generated 17% of 
the Companyʼs customer revenues, down from 
18% in 2003. New premiums were down 10% 
in 2004, following an increase of 4% in 2003. In 
2004, the growth in new premiums for disability 
and stop loss insurance were offset by a decline 
in new premiums for dental insurance.  

The Company has repositioned itself regard-
ing its emphasis and focus on group products. 
As such, improvement efforts will be focused in 
four key areas. First, discontinue lines of busi-
ness or business arrangements that do not meet 
profit expectations; second, increase sales to take 
advantage of existing capacity at relatively fixed 
levels of direct costs; third, expand the use of 
technology to reduce expense levels; and fourth, 
add profitable new products to the portfolio.    

Sunset Life Insurance Company of America

Sunset Life markets term life insurance, uni-
versal life insurance, and annuity products to 
individuals through a sales force of independent 
general agents. Approximately 20% of its direct 
insurance revenues in 2004 and 23% in 2003 
have been derived from traditional life insurance 

premiums, primarily term and immediate annuity 
insurance products. This segment produced 6% 
of consolidated customer revenues in both 2004 
and 2003.  

Customer revenues declined in 2004 and 
2003, largely due to a decline in immediate 
annuity sales. These revenues declined in 2003 
due to a decrease in other revenues, largely 
supplementary contracts. Contract charges, prin-

cipally from universal life business, declined 
1% in 2004 and 5% in 2003, reflecting declining 
business volume. 

New premiums were down 70% or $1.0 
million in individual life and immediate annui-
ties. This segment, like the Kansas City Life 
Individual Insurance segment, has focused its 
sales on individual life business, which resulted 
in lower 2004 immediate annuity sales.  New 

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

(Continued on page 10)



GuideOne Agents Doug Jones Sr. and Doug Jones Jr., Indianapolis, Ind.
GuideOne Life Insurance Company was purchased by Kansas City Life in June of 2003. GuideOne 

agents now distribute Kansas City Life products as part of their broad portfolio of insurance products 
and services. 

Doug Jones Sr. entered the insurance business in October of 1972, after leaving the Air Force. 
Dougʼs introduction to insurance was through Walt Williams, a GuideOne agent whom he met through 
his former church, the Westchester Wesleyan Church in Ohio.

“Walt was very supportive and served as my mentor. Originally, I was not sure if this was the right 
business for me, but Walt had the faith in me and my abilities that I didnʼt have,” recalls Doug Senior.

“I love what we do,” says Doug Jones Jr., who has represented GuideOne for more than 15 years. 
“I have always wanted to be a life insurance salesperson. Itʼs been a lifelong passion for me. What we 
do—helping people with insurance and investments—is very rewarding.”

“We have a lot of families who have coverage through our agency—where we insure the mother, 
father, children, and grandchildren,” says Doug Senior. “Our clients view us as more than salespeople, 
we are friends of the family.”

“Often, families reinvest the death proceeds into other products—such as an annuity. Weʼre able to 
continue offering guidance to those we have come to know through an earlier sale, referral, or benefi-
ciary situation,” comments Doug Senior.

9

Doug Jones Sr. and Doug Jones Jr. have become Kansas City 
Life distributors through their relationship with GuideOne. 
Doug Jones Sr. s̓ entry into the insurance business was a 
result of a connection made through his church. Both father 
and son are actively involved in their church s̓ activities. 
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premiums in 2003 were up 128% from the prior 
year, as a result of the large sales of immediate 
annuities.  Renewal premiums have been essen-
tially flat for the three-year period.

New deposits in 2004 were down 73%, due 
to lower deposits in both universal life insurance 
and fixed deferred annuities. These lower new 
deposits, primarily from fixed deferred annuities, 
followed a 24% decline in deposits during 2003. 
On average, renewal deposits have increased 3% 
over the three-year period.

The year included continued assimilation of 
Sunset Lifeʼs distribution system with the Kansas 
City Life network of general agents. An increas-
ing number of Sunset Life producers are expand-
ing their sale of Kansas City Life products.

Old American Insurance Company

The Old American segment sells final 
expense insurance products nationwide through 
its general agency system with exclusive ter-
ritories. Using direct response marketing, Old 
American provides agents with sales leads. Old 
American produced 26% of consolidated cus-
tomer revenues in 2004, up from 25% in 2003 
but down slightly from 28% in 2002.  

New premiums increased 2% in 2004, and 
were up 7% in 2003. However, renewal premi-
ums decreased 3% in 2004 and decreased by 4% 
in 2003. Old American continues to focus on the 
recruiting and development of new agencies and 

agents, as evidenced by the increases in new pre-
miums in 2004 and 2003.  

Recruitment and development of new agents 
continued to be strong in 2004. In total, more 
than 12% of all new premium was produced 
by agents in their first year of service with the 
Company. Agents with less than three years of 
service produced more than 35% of all new pre-
miums. Lead production efforts excelled in 2004, 

generating 125,000 leads, or a 10% increase over 
2003 levels.

The experience, commitment, and loyalty 
of veteran general agent managers provide the 
foundation for increased sales momentum in 
2005, fueling profitable growth for agents and 
the company.

Walter E. Bixby, LLIF
President, Old American Insurance Company

(Continued on page 12)
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Old American Insurance 
Company General Agent 
Manager Andy McAfee, 
McAfee and Associates, 
Hannibal, Mo.

Andy McAfee has been a part 
of the Kansas City Life Group of 
Companies since 1976, when he first 
became licensed to sell insurance for 
Old American Insurance Company 
(OAIC). Andy became a general agent 
manager for OAIC in 1982. In 2004, 
Andyʼs agency broadened its scope and 
began offering Kansas City Life prod-
ucts to new and existing customers. 

“Adding Kansas City Life products 
to our existing line has had a tremendous 
impact on the agency. Weʼve had two 
agents who were among the top produc-
ers of the month for Kansas City Life 
products,” says Andy. “There s̓ so much 
more that we can do now—like set up 
an annuity to help save for retirement or 
offer universal life insurance that com-
bines a death benefit and cash accumula-
tion. This expansion fits well with our 
agency, clients, and the company.” 

“I believe the insurance business is 
about relationships—the ones I have 
built with the 14 agents working with 
me, and the relationships we have built 
with our clients,” says Andy. “In our 
agency, weʼre one big family. When 
one person needs help, whether itʼs 
personal or professional, weʼre always 
there for him or her. I also know we 
can count on the associates at the 
Home Office. They are genuinely good 
people who care about us—not just 
as agents and clients, but as friends. 
Weʼre proud to represent Old American 
and Kansas City Life.”

Old American Insurance Company General Agent 
Manager Andy McAfee added Kansas City Life 
products to his agents  ̓portfolio in 2004—with two 
agents earning recognition among Kansas City 
Life s̓ top producers of the month.



Sunset Financial Services, Inc.

Operating on behalf of licensed agents, Sunset 
Financial Services facilitates the purchase, sale, 
and management of securities, including Kansas 
City Lifeʼs variable universal life (VUL) and 
variable annuity (VA) products.

Sunset Financial Services  ̓total revenue 
increased 20% in 2004, as compared to the prior 
year.  The firm experienced the second-highest 

receipt of investment dollars in its history.   

The improving economy and rising equity 
market valuations provide optimism in the mar-
ketplace and for Sunset Financial Services, activ-
ity levels and performance in the future.

 Generations Bank 

In 2004, Generations Bankʼs total assets 
reached nearly $81 million. Historically low 
interest rates continued to encourage a high level 
of home purchases and loan refinancing through-
out the year. At the end of 2004, Generations 
Bank had approximately $24 million in loans, 
which represented a 32% increase over 2003.

Banking services have complemented the 
Companyʼs life insurance and investment prod-
ucts during the past few years.  However, the 
Company has determined that its efforts are 
best oriented to helping clients and agents in the 
Companyʼs traditional markets.  Accordingly, 
Kansas City Life entered into an agreement to 
sell its Generations Bank subsidiary for $10.1 
million, with an anticipated gain on the sale of 
$1.9 million. Regulatory approval of this trans-
action by the Office of Thrift Supervision is 
expected during the third quarter of 2005.

Kansas City Life Insurance Company
Sunset Life Insurance Company of America

Old American Insurance Company
Sunset Financial Services, Inc.

Generations Bank

Home Office
3520 Broadway

Kansas  City, MO 64111

Phone: (816) 753-7000 

Visit Us on the Internet:
www.kclife.com 

www.sunsetlife.com 
www.oaic.com 

www.sunsetfinancial.com 
www.generationsbank.com
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William A. Schalekamp, JD, CLU, FLMI
Senior Vice President, General Counsel, and Secretary



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

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

Tracy W. Knapp
Senior Vice President, Finance

Donald E. Krebs, MSM, CLU, ChFC, LLIF
Senior Vice President, Sales and Marketing

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

David S. Duncan, FSA
Vice President, Group

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

Robert J. Milroy
Vice President, Underwriting and New Business

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

John L. Nogalski, CPA, FLMI
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, CFA
Vice President, Securities

Old American Insurance Company
Walter E. Bixby, LLIF
President

Andrew M. Hansen++
Executive Vice President

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

Tracy W. Knapp
Chief Financial Officer 

Robert J. Milroy
Vice President, Underwriting and New Business

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

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

Sunset Life Insurance Company   
of America
R. Philip Bixby+++
President and CEO

Donald E. Krebs, MSM, CLU, ChFC, LLIF
Vice President, Sales and Marketing

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

Robert J. Milroy
Vice President, Insurance Services, and Assistant 
Secretary

Mark A. Milton, FSA
Vice President and Actuary

Richard D. Ropp, FLMI, ACS
Vice President, Policy Administration

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

 ** As of January 24, 2005, R. Philip Bixby is   
  the Chairman of the Kansas City Life   
  Board of Directors.
 + Robert Miller retired effective January 31, 2005.
 ++ Andrew Hansen retired effective December 31, 2004.
 +++ As of January 21, 2005, R. Philip Bixby is the  
  Chairman of the Sunset Life Board of Directors.

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
Kansas City, Missouri

Richard L. Finn
Retired Senior Vice President, Finance
Kansas City Life Insurance Company
Kansas City, Missouri

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

Bradford T. Nordholm
Chief Executive Officer and Managing Director
Tyr Energy
Overland Park, Kansas

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

E. Larry Winn Jr.
Retired Member of Congress
Kansas, Third Congressional District
Prairie Village, Kansas

* J. R. Bixby passed away on November 8, 2004.   
On January 24, 2005, R. Philip Bixby was named the 
Chairman of the Board of Directors of Kansas City 
Life; Walter E. Bixby was named Vice Chairman as  
of the same date.

Board of Directors — Kansas City Life Insurance Company

Senior Officers
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