Building a comfortable retirement

i As he became more successful financially, he
‘ X 7 illiam “Bart” Weitzenberg has reassessed his life insurance as part of building a

built a successful law practice balanced, diversified retirement portfolio. In 1998,
over 37 years. But jUSt 12 years ago, he consolidated his life insurance coverage into one
) permanent policy.
he wasn’t sure he was saving enough

”

. “I put a lot of money into the life insurance policy,
for retirement. T
Bart says. After his children left home and started

Bart, 63, now feels ready to retire thanks in part to their own families, Bart took advantage of the flex-

a permanent life insurance policy he purchased in ibility of his policy by reducing the death benefit to

1998. The policy features a death benefit to protect meet his current needs. However, he continued to

his heirs as well as cash value he plans to tap for fund the policy to help accumulate for retirement.

income-tax-free retirement income. Today Bart looks forward to cutting back at work and

“I've got enough in there, | could retire if | wanted to,” retiring at home in Santa Rosa, Calif. wine country.

Bart says of the cash value in his life insurance policy. ne of the reasons I'm not already retired is

Early in his career, Bart purchased term life insur- because my wife, Lynn, decided that while we were

ance to protect his family: wife, Lynn; and two young, we were going to spend some of our money

children. He later purchased two additional life and go and do things,” Bart says. “So we have, over

. . the last few years, taken fabulous, fabulous trips all
insurance policies.

over the world, staying in the nicest places. I'm not
“I had multiple insurance policies, the sole purpose going to feel a need to do that when | retire.”

of which was to protect my family if something hap-

pened to me,” Bart says. “The insurance policies Bart does plan to spend more time with family in

that were in effect represented the progression of retirement as well as on his passion for hunting. He

my career up to that point and my ability to afford and several friends own a ranch where they hunt

better insurance products as | moved along. | was a duck, pheasant, quail and other game.

young, hard-charging guy who had a lot of potential, Through one financial solution, Bart covered the
but it was all out there in front of me. | didn’t have evolving protection needs of his family and set
any of it in the bank yet.” aside resources that will provide income-tax-free
retirement income to help realize his dreams. “I'm

A law firm partner, Bart has been essentially self-

”
employed, responsible for funding his own retirement. pretty well set up,” he says.




Important information

Each person represented is a policyholder or beneficiary of an insurance policy issued by RiverSource Life Insurance
Company or RiverSource Life Insurance Co. of New York, and is discussing his/her experience in that regard. The
experience highlighted is not an advertisement for investment advisory services and may not be representative of
the experience of other clients.

Before you purchase, be sure to ask your financial advisor about the insurance policy’s features, benefits, risks and
fees, and whether the insurance is appropriate for you, based upon your financial situation and objectives.

RiverSource® disability income insurance policies have certain exclusions, limitations, provisions for reduction of
benefits and terms under which the policy may be continued in force or discontinued. For costs and details, talk to
an Ameriprise financial advisor.

Not all RiverSource insurance products or optional riders are available in all states, including New York.
All guarantees are based on the continued claims paying ability of the issuing company.

Neither RiverSource Life Insurance Company nor RiverSource Life Insurance Co. of New York can guarantee future
financial results.

Accessing policy cash value through loans and surrenders may cause a permanent reduction of policy cash values
and death benefit and negate any guarantees against lapse. The amount that can be borrowed or surrendered will
be affected by the surrender charges applicable to the policy. Loans may be subject to interest charges. Although
loans are generally not taxable, there may be tax consequences if the policy lapses or is surrendered with a loan
(even as part of a 1035 exchange). It is possible that the amount of taxable income generated at the lapse or
surrender of a policy with a loan may exceed the actual amount of cash received. Surrenders are generally taxable
to the extent they exceed basis in the policy. If the policy is a modified endowment contract (MEC), pre-death
distributions, including loans, from the policy are taxed on an income-first basis, and there may also be a 10%
federal income tax penalty for distributions prior to age 59%-.

Insurance and annuity products are issued by RiverSource Life Insurance Company and in New York, by RiverSource
Life Insurance Co. of New York, Albany, New York. These companies are affiliated with Ameriprise Financial Services,
Inc. Only RiverSource Life Insurance Co. of New York is authorized to sell insurance and annuities in New York.

RiverSource Life Insurance Company, 968 Ameriprise Financial Center, Minneapolis, MN 55474
RiverSource Life Insurance Co. of New York, 20 Madison Avenue Extension, PO. Box 5144, Albany, NY
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