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To Our PoricYHOLDERS

At New York Life, 2006 was a year for the record books.
Thanks to outstanding performance across virtually every
principal line of business, your Company achieved:

- Record-setting total insurance sales.
- Record-setting Guaranteed Lifetime Income product sales.
- Record-setting international insurance sales.

- Record-setting New York Life Investment Management sales.

SY STERNBERG
Chairman of the Board and New York Life’s total insurance sales topped $2.85 billion
Chief Executive Officer

in 2006, a nearly 28 percent increase over 2005. Unlike
companies that attempted to gain market share through mergers and
acquisitions, New York Life’s performance represents organic growth through
product innovation and market diversification.

In that regard, three first-to-market life insurance products were introduced
in the U.S. during 2006: Custom Whole Life Insurance is the only whole
life insurance product that allows policyholders to determine the exact year
they want their policy to be "paid up,” regardless of interest rate fluctuations
and market returns. Family Protection Insurance is a new way to cover all
members of an immediate family with one affordable policy. And NYLIAC
InstantLegacy” offers a smart solution for consumers who wish to put aside
money for their heirs, while keeping it always accessible.

New York Life’s Guaranteed Lifetime Income products (income annuities
designed to provide retirees with protection against the risk of outliving
their savings) are one of the fastest-growing new offerings in Company
history, posting 4.5 percent sales growth in 2006. We entered this market in
2003, occupying eighth place in industry sales. By the third quarter of 2006,
New York Life was the number one market share leader in this category.

AARP, America’s largest membership organization, has chosen New York
Life as the exclusive endorsed provider of fixed annuities through the new
“AARP Lifetime Income Program,” designed to generate a secure stream of
retirement income. Since 1994, New York Life has been the sole endorsed
provider of life insurance for AARP members. Today, more than 1.3 million
members are insured through the AARP Life Insurance Program from
New York Life.
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While we offer certain select products through AARP and
other alternate distribution channels, the core of New York
Life’s marketing and sales efforts takes place via our
professional agents, widely regarded as the industry’s finest.
For the 52nd consecutive year, New York Life led the
industry with the largest number of U.S. agents achieving
membership in the Million Dollar Round Table (MDRT),
the premier organization for the world’s most accom-

. . . FREDERICK SIEVERT
plished life insurance agents. In fact, nearly one out of President

every six MDRT agents in the United States is with New York Life! In 2006,
our agents shattered all previous Company records for their sales of life

insurance, investment products and Guaranteed Lifetime Income products.

Our international business achieved a 26 percent increase in sales over
2005, with India and Mexico leading the way. In 2006, insurance sales in
India virtually doubled over the prior year. Max New York Life (our joint
venture with Max India, Ltd.) is now doing business in 9o offices located
in 56 Indian cities, supported by a field force of nearly 18,000 agents. In
Mexico, Seguros Monterrey New York Life’s 2006 insurance sales topped
$180 million, in spite of a national mood of uncertainty precipitated by a
difficult election year. Insurance sales in China grew 70 percent, as we
entered four new cities, including the provincial capital of Nanjing.

New York Life Investment Management, LLC (NYLIM) also turned in
record-beating results, with over $28 billion in sales, an increase of more
than 27 percent over 2005. Our investment business closed the year with
more than $235 billion in assets under management, including more than
$18 billion in assets managed by Institutional Capital Corporation (ICAP),
a premier value equity institutional investment firm acquired in 2006. Led
by management that includes the team named by Morningstar as the 2005
International-Stock Fund Manager of the Year, ICAP manages portfolios
for some of the world’s most prominent corporations and institutions.
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With strong performance throughout New York Life, 2006 operating
revenue climbed 11 percent to over $12 billion, a new Company milestone.
Operating earnings grew 17 percent to nearly $1.1 billion, another all-time high.
At the end of 2006, surplus and asset valuation reserves — the funds that
support the Company’s long-term financial strength — totaled $13.9 billion,
an amount that has more than doubled in size over the past 10 years.

Ted Mathas, whose leadership has helped fuel the growth of New York Life’s
life and annuity businesses, and who was instrumental in the formation and
launch of our Guaranteed Lifetime Income business, has assumed the newly
created position of Chief Operating Officer. The Board of Directors also
elected Ted to the Board, where he now serves as Vice Chairman.

Even as your Company grows and expands its product offerings, our values
remain consistent: Financial Strength. Integrity. Humanity. As you will
see in the pages that follow, we believe it is important to regularly take the
measure of not only the growth of sales and earnings, but also how well we
are living up to the values we believe in and the promises we make.

This year’s Report shows why New York Life is, by any measure, “The Company

You Keep.”
SY STERNBERG FREDERICK SIEVERT
Chairman of the Board and President

Chief Executive Officer

* NYLIAC Instant Legacy is issued by New York Life Insurance and Annuity Corporation, a wholly owned
subsidiary of New York Life Insurance Company.

Note: "New York Life” or “the Company.,” as used throughout this Report, can refer either separately to the
parent company or collectively to all New York Life companies, which include New York Life Insurance
Company and its subsidiaries and affiliates.
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By ANy MEASURE

What is a company’s reputation built upon?

At New York Life, it starts with the values we believe in:

Financial Strength
Integrity
Humanity

However, while a reputation may be based
on values, it is earned with deeds.
And it is proven through consistent performance.

On the following pages, we invite you to
learn more about why New York Life is —

The Company You Keep.
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MuTtuar

As a mutual life insurance company, New York Life Insurance Company is
not publicly traded and has no shareholders. This means we serve just one
constituency: our policyholders. Because we are a mutual company, customers
who purchase certain participating products (such as whole life insurance)
share in any annual dividends that are declared. In 2007, more than
$1.47 billion in dividends will be paid to New York Life policyholders.

Most importantly, as a mutual company, we manage our business to
protect the long-term financial security of our policyholders, rather than
the immediate returns prized by Wall Street. This is a prime consideration
when buying life insurance, a product that relies upon an insurer’s ability
to keep its promises and pay claims 10, 20 or 3o or more years from now.

While publicly owned companies are under pressure to return profits to
outside investors, we can choose to retain more of our earnings to create an
added margin of safety for our policyholders. New York Life’s surplus and
asset valuation reserves” — the funds that ensure our long-term financial
strength and security — total $13.9 billion. This means we have ample assets to
meet our future obligations to policyholders and invest in our future growth.

* Please refer to page 18 for more details on surplus and asset valuation reserves.
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2002 2003 2004 2005 2006
$8.8 BILLION $10.8 BILLION $11.8 BILLION $12.9 BILLION $13.9 BILLION

SURPLUS AND ASSET VALUATION RESERVES
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TRUSTED

What is a life insurance policy? As the old saying goes, it’s really nothing more
complicated than “a drop of ink, a piece of paper and a promise to pay.”

In other words, the real value of your policy rests entirely on how well —and
for how long — an insurer can keep its promises.

For more than 160 years, through wars, epidemics and economic depressions,
New York Life has maintained its superior financial strength. Our ability to
pay claims quickly and compassionately has never once been compromised.

Today, New York Life Insurance Company” earns top marks for financial
strength from all the major independent rating agencies — including the
highest possible rating from Moody’s Investors Service, Fitch Ratings
and A.M. Best.

People trust New York Life. And that’s the most important reason New York
Life sells more life insurance than any other company in the United States.’

* And its wholly owned subsidiary, New York Life Insurance and Annuity Corporation.

T Source: LIMRA International, Individual Life Insurance sales survey, third quarter2006 results. Sales based
on all periodic premiums plus 100 percent of reported single premiums. The survey compiles data from among
the 71 largest life insurers, representing over three-quarters ofthe industry.

Please refer to page 19 for more details on our individual life insurance in force.
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2002 2003 2004 2005 2006
$524 BILLION $556 BILLION $616 BILLION $652 BILLION $702 BILLION

INDIVIDUAL LIFE INSURANCE IN FORCE (FACE AMOUNTS)
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INNOVATIVE

At New York Life, innovation is not about chasing financial fads. You won’t
find us trying to constantly dazzle you with flashy new products. When it
comes to protecting your financial future, we believe “safety and security”
always trumps “new and trendy.”

For us, true innovation means understanding the changing needs of our
customers and fulfilling those needs with sound products and best-in-class
service. Throughout our 162-year history, we have established a reputation
as a company of innovative “firsts”:

New York Life began paying cash dividends to policyholders in
1854., and has paid dividends every year since then.

New York Life was the first to insure people with physical
impairments or hazardous occupations.

In recent years, New York Life led the industry with the rollout of our
Guaranteed Lifetime Income annuity products, which promise a safe
and certain monthly retirement payment that lasts as long as you live. No
matter what happens to the economy or the financial markets, you have
the confidence of knowing your retirement income is locked in for life.

Still more innovations debuted in 2006: Custom Whole Life is the first
life insurance product that allows you to select, at the time of purchase,
the exact year in which you want your policy to be fully “paid-up.” New
York Life guarantees no further premiums will be required after that
date, regardless of interest rate fluctuations and market returns. Family
Protection Insurance is a comprehensive new term life insurance plan
designed for young households who want the assurance of continuous,
affordable coverage as their families expand and their insurance needs grow.
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