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Creative Insurance Design vs. the 
Infinite Banking Concept (IBC)
An exercise in proper classification to help you sort the click-bait brand 
awareness marketing from the teaching and legacy of Nelson Nash.

by Ryan Griggs

There is an attitude out there — the dominant, majority attitude, in fact — 
that says that purchasing a dividend-paying whole life insurance policy with 
a substantial amount of premium payable to the PUA rider in the first policy 
year counts as “doing” or “adopting” or “implementing” IBC.

This is wrong.

I’m going to assume for the sake of argument that people who use the 
term “IBC policy” are using short-hand. Maybe they know that IBC is 
a philosophy, a financial paradigm, and not a type of insurance. When I 
challenge people about this, I know they sometimes think, if not outright say, 
“well you know what I mean, Ryan.” The subtly accusatory tone does not 
go unnoticed — as if I’m just nitpicking about specific words and drawing 
distinctions without meaningful differences.

Needless to say, I reject that attitude. There is a difference.

Three Distinguishing Aspects of IBC
The Infinite Banking Concept (IBC) is a specific financial strategy. One 
level of resolution higher, and we can say it is a capitalization strategy, or 
a strategy promoting the optimal accumulation and deployment of capital 
over your and your family’s lifetimes. Nelson, in his simple yet wise manner, 
called it a “banking” co ncept for a reason, it has to do with the movement 
of money: the origination and repayment of loans.

Someone who implements the IBC has determined to progressively reclaim 
ownership and control over the banking function in their own lives and 
the lives of their people — whoever they may be (e.g. family, friends, co-
workers, congregation members, clients, business partners, etc.).

Whether you notice it or not, this is a very specific, carefully crafted 
goal. Upon closer inspection, you might notice some of the particular 
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characteristics that make it so peculiar and precise.

First, it’s an extremely long-term oriented vision. 
It isn’t about solving for the banking function 
tomorrow, or next year, or even ten years from now. 
In a very grand sense, it’s about solving for the 
banking function permanently. James Neathery likes 
to say, “banking is.” Nelson would say, “banking is a 
process, not a product.” His book Becoming Your Own 
Banker is stuffed with metaphors about the on-going, 
incessant need for all sorts of things to continually 
flow, from water to air and blood. He’d point out that 
if these things stop flowing, life stops. Therefore, 
implementing the IBC means to attend to a permanent 
problem. The need to properly accumulate and deploy 
capital exists today, tomorrow, ten years from now, 
thirty years from now, a hundred years from now, 
as far ahead into the future as you can imagine, and 
then further. You might say the scope of the problem 
(and simultaneously, the scope of the opportunity) is 
infinite. And I’m not just being cute about that; I mean 
it technically and literally.

Hence, Nelson’s rule: Think long range.

Second, notice the object of the Concept. Notice the 
focus. It’s banking. I don’t know if I need to say this 
but based on the stuff I see online and from what I 
see with people I talk to who have purchased life 
insurance in the past, maybe I do. The word banking 
is not the word investment.

And just in case you think I’m playing word games, 
here’s the distinction: banking involves retaining 
and enhancing access to capital whereas investing 
assumes forfeiture of access to capital. If I’m 
capitalizing, I’m intentionally accumulating financial 
value in a manner that enhances my access to it. If 
I’m investing, I’m (hopefully) strategically divorcing 
myself from access to financial value. The severance 
of the link between me and my access to the given 
capital in the context of investing is often executed 
(ostensibly) with some time frame in mind as to when 
the link will be reestablished in the future, but it is 
initially severed nonetheless.

I submit to you that this is a categorical, technical 
distinction rooted in human action and experience. 

To talk about capitalizing and investing is to literally, 
meaningfully, technically talk about two different 
things. Therefore, implementing the IBC means to 
address the subject of capitalizing (banking), not the 
subject of investing, nor any of the priorities of the 
investment world like generating a comparatively 
high rate of return or performing your risk-to-return 
analysis.

Hence, another of Nelson’s rules: Don’t be afraid to 
capitalize.

Third, it’s worth noting that the facts of reality — 
wildly neglected as they are — suggest that this long-
term-oriented emphasis on the banking function (or 
the capital accumulation and deployment process) 
is appropriate, relative to other potential financial 
objectives.

One of these facts of reality is that for many half-way 
serious Americans, the rate of return is already there. 
Since 1913, Wall Street has been on a tear to convince 
you of how worthless you are and through the Wall 
Street-Washington DC Frankenstein nightmare 
called the Federal Reserve, they’ve instantiated this 
propaganda agenda into law. Despite these attempts 
to crush you, the fact often remains: the individual’s 
greatest rate of return is generated through his own 
labor.

I know, I know, “mailbox money” and “passive 
income” and the alleged evil of “trading your time for 
money” are all the rage. They’re all lies, but they rage 
nonetheless. Each of these miniature golden calves 
are caricatured yet fundamental attacks on the idea of 
earning your keep. They’re the popular manifestation 
of the alleged propriety of getting something for 
nothing. At the core of those ideas is what Mises 
called the anti-capitalist mentality. Psychologically 
speaking, we could call it entitlement. Religiously 
speaking, it’s covetousness. They’re little siren songs 
that nudge you, whispering to you about how neat 
it would be to defy God, to structure reality so that 
you don’t have to labor for your sustenance. They’re 
devilish temptations masquerading as folk financial 
advice.

Fortunately, whether folks maintain an intellectual 
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fixation on those silly ideas or not, our actions often 
demonstrate our fundamental disbelief in them. That 
is, we, as individuals are still, through our labor — in 
fact — the greatest generator of cash flow in our own 
lives. That’s where the bulk of our “return” over our 
lifetimes comes from: ourselves.

“Generating a high rate of return” is not the problem — 
keeping what you earn is the problem. This, by the way, 
is fundamentally a question of how purchasing power 
is imposed on the world, or more simply, a question 
of how you purchase. As I’ve argued elsewhere, there 
are two options: there is liquidating capital (directly 
spending accumulated cash) and there is leveraging 
capital (indirectly borrowing money in order to 
later spend cash). Of the latter, there is borrowing 
money under your ownership and control or there is 
borrowing money under someone else’s ownership 
and control. We generally borrow someone else’s 
money because we have not previously strategically 
accumulated capital in a manner such that we don’t 
have to depend on the conventional lending system in 
the first place.

For the big things in life (houses, cars, businesses, 
trips, medical visits, etc.) most people do not simply 
accumulate a cash balance ahead of time and then 
spend it down. Those who do are in some technical 
sense, economically retrogressing. They’re returning 
to the pre-industrial, pre-capitalistic age where we 
didn’t even have a concept of a collateralizable, 
financial ownership stake in a contractually defined 
piece of property in the first place. In this era, capital 
accumulation was inherently more difficult, because 
capital accumulated was just capital waiting to be 
liquidated. Without a collateralization and lending 
process in place, there was no way to systematically 
increase one’s capital base without interruptions for 
spending. Consequently, people transcended class 
boundaries relatively slowly, if at all. But to their credit 
(ha-ha), they’re not dependent on the conventional 
banking cartel, either.

And that’s where the problem is. The severity of the 
costs imposed by the banking cartel cannot be over-
stated. This is why in Becoming Your Own Banker 
Nelson laid out what he called “the spending pattern” 

of the average American, and why he honed in on 
one of the most crushing (and yet popular — popular 
to the point of implicitly assumed propriety) types 
of conventional debt: the residential mortgage. It’s 
why he alerts readers to the idea that, especially in 
the context of accessing and deploying capital, what 
matters is the volume (the magnitude, the level, the 
amount) of dollars spent by the individual in the 
conventional lending world, not the quoted rate, and 
certainly not the government-mandated APR.

And hence, another of his rules: Don’t do business 
with banks.

Therefore, someone who implements the Infinite 
Banking Concept is thinking long range, they’re 
concerning themselves with the question of access to 
and control over capital, and they realize that failure 
to resolve this problem constitutes the greatest threat 
to (and opportunity for) their and their family’s 
financial, and therefore their actual, success.

There is much more to the IBC, but these three 
elements are a good starting point to demonstrate the 
specificity — perhaps an unconventional, contrarian 
specificity — of just what we’re trying to achieve 
here.

What IBC Means for Case Design
If the above considerations and the broader financial 
paradigm embodied in the IBC are directed to the 
question of how to buy life insurance, one might hope 
that the design and orientation of the life insurance 
product would be adjusted and crafted to address 
the very long-term-oriented, deeply severe need to 
optimize the function of capital accumulation and 
deployment.

To my mind, these considerations permeate the 
entire purchase process: everything from the 
evaluation and selection of the company from which 
the product is purchased (which, in turn, depends 
on the exact contractual terms of the constituent 
elements of that company’s contracts), to the 
structuring (proportioning) of the types of premium 
on the contract, to the method of determination and 
ultimately the selection of the total premium level, 
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to the determination of the number of policies, to the 
choice of whether to use a term rider and if so of what 
kind of term rider, and more.

The degree to which the calibration of this product 
actually ends up fitting well for an individual client 
depends upon the quality of the advisory process. It 
turns out, at least to my mind, the advisor actually 
needs to know a lot — which often means spending 
the time to learn a lot — about you and your family 
long before any policy design and certainly long 
before a damn insurance illustration is stuffed in your 
inbox.

How could it be any different?!

Mind-reading. Mind-reading is the only way that this 
process could be any different and a proper, well-
suited policy or set of policies still designed and 
delivered on the other end.

So when I say I “do IBC” with my clients, that’s a bit 
of what I mean.

What IBC Does Not Mean for Case Design
Here’s a bit of what I don’t mean.

What I don’t mean is acquiescing to someone’s 
preconceived ideas about what life insurance is or 
how it should be structured because some financial 
entertainer online told you that a given premium 
structure for a given policy from a given company 
is everywhere and always THE way to “get an IBC 
policy.” You know, because one-size-always-fits-all, 
right?

What I don’t mean is enabling the fear of capitalization 
with a policy that accepts a big, gigantic “dump-in” 
(who the hell came up with that word?!) of PUA 
premium in year one to accommodate a one-time 
windfall, while smashing the base premium down to 
the very minimum that the company will accept.

What I don’t mean is catering to the very American 
fad of hyper-short term thinking where all that matters 
is maximizing the amount of cash value relative to the 
total premium outlay on day one.

What I don’t mean is adding a “very low-risk” 
component to the broad and well-diversified 

investment portfolio.

What I don’t mean is a turn-and-burn, “advice on 
the fly” approach where we assume that a 30 minute 
phone call is enough to determine appropriate case 
and policy design.

What I don’t mean is creating a flashy, TikTok-
approved internet brand so that I don’t ever have to 
utter the words “Infinite Banking Concept,” much 
less “Nelson Nash,” or have difficult conversations 
that fundamentally challenge unspoken preconceived 
ideas so that I can get you to say yes as quickly as 
possible, stuff an illustration in your inbox, and 
squeeze out an electronic signature on the application 
so that we can get that policy issued and delivered and 
commission paid as fast as possible.

What I don’t mean is “sell-and-sail” advising where 
as soon as a policy is sold, the advisor sets sail off into 
the sunset never to be heard from again, much less 
to ever provide any service because the time horizon 
for the client-advisor relationship matched the time 
horizon embedded in the contorted policy design.

What I don’t mean is mere, creative insurance design.

Look, I’m as libertarian as they come. And at the end 
of the day, some premium is better than none. Some 
cash value is better than none. People can do and buy 
what and work with whoever they want. But the idea 
that anyone who can manage to find the letters I, B, and 
C on the keyboard is actually doing or teaching IBC 
should stop. Because that is not what is happening on 
the internet. And I know that is not what’s happening 
because once the poor client gets strung through the 
flashy turn-and-burn sales systems, takes delivery of a 
policy, pays the first premium, spends a bit more time 
online, finds our Banking with Life podcast, or the 
Nelson Nash Institute, or my Whole Life Insurance 
Mechanics lectures, and calls me, they tell me and 
show me what they bought! And what do I find? Itty-
bitty base premiums, the shortest possible term riders 
possible, rigidly inflexible PUA riders, 24-minute 
sales processes (e.g. Client meets agent, five minutes 
goes by, “ok so how much premium do you want to 
pay and for how long?”), no understanding of direct 
or non-direct recognition, either no idea or the wrong 



www.infinitebanking.org david@infinitebanking.org  5

BankNotes      The Nelson Nash Institute Monthly Newsletter      September 2022

Charitable Giving Using 
IBC
by L. Carlos Lara

Just when you think that you have learned all of the 
possible strategies associated with Nelson Nash’s 
Infinite Banking Concept (IBC), up pops a brand new 
one. New, that is, but only to all those who have never 
realized the various opportunities found in practicing 
IBC as your very own banking system, especially at 
tax time. But now the latest window of unrecognized 
opportunity for IBC has surfaced in the area of 
charitable giving. According to recent publications 
charitable dollars have dropped significantly under 
the new tax law. In this article I explore some of the 

idea of what the catch-up provision entails, and on 
and on.

Of course, this does not apply to every single advisor 
on the internet. I know there are good guys and gals 
teaching what Nelson taught, and that’s awesome. 
But the self-identified marketing gurus are growing 
in number, maybe (probably?) faster than the serious 
IBC-style advisors. And the two are conflated — 
constantly. The result, typically, is disappointment. 
Because I believe that, generally speaking, what the 
individual actually wants is to do what Nelson Nash 
taught, but the bombardment of click-funnel and brand 
awareness marketing creates an environment where 
proper classification becomes extremely difficult, 
especially if you don’t know that there are differences 
out there worth identifying and observing. Yes, I get 
frustrated because that sort of negative experience in 
the client’s mind gets associated with the legacy of 
Nelson Nash, and yes, that absolutely bothers me.

Maybe this essay helps you sort through the Noise, so 
that you’re not so easily swept away in the marketing 
storm. So that you can reorient to the actual, severe, 
ever-present problem of control over the banking 
function and find an advisor that will help you solve 
that particular problem, rather than merely purchasing 
creatively designed life insurance.

reasons attributed to this phenomenon despite the 
news about our strong economy.

This dramatic change revealed itself to me as I was 
preparing my end of the year 2018 personal and 
corporate tax returns. And, just so you are fully aware 
and can follow my complete story line once I fully get 
into it, I am one of those individuals who always files 
an extension. I do this, not because my returns are all 
that complicated, but mostly because I have so many 
different filings due to the nature of my corporate trust 
business.

But I also do it because I practice IBC. This year, 
however, those extensions proved to take a different 
turn than in years past, all on account of a brand-new 
incident.

For one thing, last year (2018) I made an unusual 
charitable contribution to my church congregation 
and reported the amount to my accountant. In this 
way he will be prepared for filing my returns late this 
year (2019) which, incidentally, I just made. Because 
I was filing so late I was naturally in a hurry to send 
off my returns to “uncle Sam,” but the numbers in my 
returns stopped me in my tracks. I can only imagine 
how many taxpayers who filed even earlier than I did 
may have experienced a similar jolt with their own 
2018 returns. The culprit, as you may have already 
guessed, was President Donald Trump’s Tax reform 
and the new standard deductions. They were huge!

Now, it’s recently come to light, as it will once again 
for the 2019 tax returns this coming March, 2020, 
that these new higher standard deductions have taken 
many taxpayers by complete surprise. Charities, 
especially, those that traditionally rely on donations 
from taxpayers who aren’t necessarily wealthy have 
been equally astounded by what’s happening to their 
donations.

In fact, a recent CNBC 2018 article named a 
congressional report citing that 18 million households 
will itemize deductions this year, down from 46.5 
million last year.1 That’s a significant drop in itemized 
deductions! Keep in mind that without itemized 
deductions most individuals will lose all tax benefits 
associated with items such as mortgage interest, state 
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and local taxes, medical and dental expenses, and 
most especially— charitable giving. The Internal 
Revenue Service (IRS) claims that “this is a difference 
of 21,452,204 taxpayers claiming nearly $57.3 billion 
less in donations.”2

Here is the reason there’s been such a huge difference. 
The standard deduction for 2018 is nearly double the 
level for 2017, rising from $6,340 to $12,000 for single 
filers and from $12,700 to $24,000 for couples filing 
jointly. For 2019, it rises to $12,200 for singles and 
$24,400 for couples. Additionally, the new standard 
deductions will remain at their current levels until 
2025 which means that the number of taxpayers who 
will itemize their deductions is not likely to change.

For sure, the law cut individual taxes, but it also 
dramatically changed the incentives for charitable 
giving for certain taxpayers in ways that left charities 
wondering how to replace those lost donations. All 
of a sudden, a golden opportunity has opened up for 
Authorized IBC Practitioners and their clients to offer 
IBC to their churches, church members and all other 
types of charities as a way to reverse the current trend. 
Keep in mind that IBC is still one of the best kept 
secrets and many households and businesses owners 
know very little about it.

How Do Tax Brackets Impact My Deductions?
Each taxpayer is more or less in several income tax 
brackets, but the term “tax bracket” refers to your 
top tax rate. Also known as your marginal tax rate, 
meaning the percentage of tax applied to your income 
for each tax bracket in which you qualify. As an 
example, a portion of your income is taxed at 12%, 
the next portion is taxed at 24%, the next portion at 
35%, and so on. So, as you can see, it’s a tiered system 
and every taxpayer has his own threshold.

As has already been made clear, the 2018 tax brackets 
changed significantly. Each taxpayer noticed the 
change whether they filed as a Single Taxpayer, 
Married Filing Jointly, Married Filing Separately, or 
as a Head of Household. For example, for those filing 
as Married Filing Jointly, the tax rates added up to 
the following:

10% Up to $19,030

12% $19,050 — $77,400

25% $77,400 — $165,000

24% $165,000 — $315,000

32% $315,000 — $400,000

35% $400,000 — $600,000

37% $600,000 — or More

The irony of lower tax rates as we see here or as 
we witnessed during the Ronald Reagan presidency 
in 1986, is that they make deductions less valuable. 
Remember that deductions are not “dollar-for-dollar” 
subtractions (like tax credits are) from your total tax 
bill. This is a significant item that many taxpayers 
completely forgot when President Trump’s new law 
took effect.

The standard deduction is the amount filers can 
subtract from income if they don’t list as “itemized” 
write-offs on Schedule A. As a result, a filer’s itemized 
deductions for 2018 will need to be greater than the 
new standard deduction amounts for the filer to benefit 
from itemizing.

For example, say that a couple donates $10,000 to 
charities each year, but their mortgage is paid off and 
their only other itemized deduction is $10,000 of state 
and local taxes, for a total of $20,000. In this case the 
couple will opt for the standard deduction of $24,000 
because it exceeds the $20,000 total on Schedule A. 
In essence this couple won’t get a specific tax benefit 
for giving to charity on their 2018 return.

Tricky Tax Concept
As you can see, itemized deductions are a somewhat 
tricky tax concept when you think about it. It was 
Congressman Donald Pease from Ohio who realized 
that you get to deduct certain expenses you’ve paid 
all year when you itemize, many of them quite               
necessary, such as mortgage interest, state and local 
property taxes, and charitable contributions. Of 
course, the more you earn, the more you can spend 
on these things, so wealthier taxpayers were getting 
some pretty significant deductions.
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The Pease Limitation, (named after Congressman 
Donald Pease), was an overall reduction on itemized 
deductions for higher-income taxpayers that had been 
in effect for most of the years between 1991 and 2017. 
The rule reduced the value of a taxpayer’s itemized 
deductions by 3% of adjusted gross income (AGI) 
over a certain threshold. The 3% reduction continued 
until it phased out 80% of the value of the taxpayer’s 
itemized deductions. The Pease Limitation was     
eliminated as part of the recent tax reform package.

For non-wealthy charitable donors who want a tax 
break, there are ways within the new tax structure, 
although they have their limitations. One of the 
more popular is to “bunch” donations every few 
years to surmount the higher standard deduction 
thresholds. For example, suppose a couple originally 
donated $10,000 every year to a charity. In the new 
environment, they could donate $20,000 every other 
year to the charity, taking the standard deduction in 
the off-years, and (assuming they had enough other 
deductions) probably surpassing the now standard 
$24,000 deduction on the years when they made 
the large donation. Just be sure to always remember 
that these are not dollar-for-dollar tax reductions, a 
realization that may people forget or simply confuse.

Givers who are not wealthy can also consider donor-
advisor funds which can enable donors to bunch 
smaller gifts into one large amount and take a 
deduction in the year of the gift. The donor can then 
designate charities with advisor privileges over how 
their account is invested later. Meanwhile, the assets 
can be invested and grow tax-free. Just keep in mind 
that this strategy has significant fees associated with 
it. They are charitable investment accounts where 
you can deposit cash, securities or other financial 
instruments, but you do have to surrender ownership 
of anything placed in the fund.

Givers who are 70½ or older have another option if 
they have individual retirement ac counts (IRAs). 
These are tax qualified plans like a 401(k) or a 403(b) 
and the like. Just contact your IRA trustee and ask 
them to make the charitable gift directly to an IRS- 
approved charity. It’s really as simple as that. Except 
make sure you understand that you will first have 

to pay the tax because your qualified plan has only 
been deferred. Now you would be pulling out the 
investment and the tax would be due. 

There are a few other tricks like avoiding the capital 
gains tax on investments by giving stocks or other 
appreciated assets. Artwork and antiques have 
increased in value recently so don’t overlook those. 
Even the very wealthy give noncash donations         
specifically because of the tax advantages. Although 
charity is simply a matter of goodwill and generosity, 
the present environment demonstrates that givers need 
an incentive to give and it needs to be a tax break.

But I will say right here and now that by far the best 
viable option for charitable giving, whether you are 
a wealthy taxpayer or not, is Nelson Nash’s Infinite 
Banking Concept (IBC). I have been practicing this 
strategy for years and so have many of you. You 
simply borrow the money for your charitable gift 
directly from your life insurance policy. It’s easy, fast 
and best of all, tax-free. But keep in mind that IBC 
is not an investment, nor is it a function of the IRS 
code, it’s life insurance. All important points you have 
heard Bob and me talk about before in our books, the 
Lara-Murphy Report, and our podcasts.

But my main message in this article is that IBC 
was instrumental in allowing me to give generously 
(especially) at a time when churches were losing 
donations from millions of taxpayers. This is why I 
have become convinced that IBC can help anybody 
give to any charities advantageously, not just churches. 
The timing could not be any better than now to help 
millions of taxpayers understand the merits of IBC 
and what it is capable of providing in the area of 
charitable giving.

Tithers Only Make Up 10-25 Percent of Any 
Congregation
When I became a Christian in 1976 I joined a church 
congregation that did not believe in tithing.

Tithing, as you know, means that you give 10% of all 
the money you earn to your church, but that was not the 
case at this congregation. We were expected to simply 
give generously as we were able, consequently I gave 
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generously, but never kept up with how much I gave. 
In 2010 I joined a church congregation that believed 
in tithing and so I tithed, but once again, never gave 
it much thought. I simply gave my accountant the 
numbers and he worked out the details.

In 2014, my wife and I experienced what is known 
as a “church split.” We left our church along with 20 
other couples with the idea that we would start a new 
church. After 3 years of renting a school house, we 
are about to complete our church structure valued a 
$20 million. However, to support this endeavor each 
member was asked to pledge amounts in excess of their 
annual tithes. Each annual pledge in addition to our 
tithes would be paid each year for three consecutive 
years. All this represented a major contribution for us 
and all of a sudden, the numbers became much more 
serious. These expenditures came to light precisely 
during my 2018 tax year. That’s when I first realized 
the impact and implications of the new tax law up 
close and personal.

I remember telling my wife how glad I was that I could 
rely on my IBC banking policy. We knew we wanted 
to make these pledges to help our congregation build 
that church building and IBC had helped us easily 
make those commitments. We have to believe that 
others would want the very same opportunity.

Conclusion
Charitable gifts plunged in the first year under the 
new tax law. The law cut individual taxes, but it also 
dramatically changed the incentives for charitable 
giving in ways that left nonprofits wondering what 
would happen long term.

The main point in this article is that these new tax 
rules are expected to continue for five years, perhaps 
longer, and so the problem that charities, especially 
churches, are experiencing will continue to grow 
as well. Our chance to introduce IBC to charities in 
need is actually a ‘win-win’ opportunity for everyone. 
Authorized IBC Practitioners and their clients should 
begin the IBC introduction especially to their church 
members.

The opportunity I have spoken about is tremendous 

just always keep in mind that to be of real service to 
our clients, church members and all other charities, 
always consult with your accountant about all tax 
matters so that IBC can be better understood by the 
general public in light of the new tax law. If we really 
want to grow the 10% there is no greater opportunity 
to do so than this one right now.
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Fortieth in a monthly series of  Nelson Nash’s 
personally written Becoming Your Own Banker © 

lessons. We will continue these lessons until we have 
gone through the entire book. 

Part V, Lesson 3 The Cost of 
Acquisition
Content: Page 68, Becoming Your Own Banker ©  

In a recent magazine advertisement, the company 
was making a point that it took seven people to buy 
the hammer that was shown. The hammer cost $17. 
The time of the seven people cost $100! It is the first 
time I have ever seen the matter addressed in such 
a manner. This is a matter that should be addressed 
daily in all business situations.

Even more strange is that all businesses recognize 
the fact that finance of the business is necessary—but 
they never address the cost of acquisition of finance! 
Some time ago I spent two years of contacts with a 
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medical department at a prominent university before 
they would admit that the fact was true! It is a very 
significant factor in a business venture and its cost is 
often startling. Organizations that are supported by 
contributions are perhaps the easiest ones to quantify 
this cost because of their objective. Free money isn’t 
free! Donors have to be persuaded to participate. In 
many cases they spend eighty-five cents to raise a 
dollar! The most efficient ones spend at least fifteen 
cents.

In his book, IACOCCA, Lee Iacocca stated that he 
wouldn’t have become involved with Chrysler had 
he known just how bad off they were. But once it 
happened, what do you do but the best that you know 
how. The only way he could see that would work was 
to get a government-backed loan. Now comes the hard 
part—how do you get a government- backed loan?

You start by gathering your highest paid executives, 
accountants and lawyers and they all set up camp in the 
high-rent district inside the Beltway in Washington for 
the purpose of courting Lobbyists. (Are you beginning 
to get the picture?) Months later they announced that 
they had succeeded in their mission, and it was time 
to celebrate. Iacocca reminded them that they “only 
had the government- backed guarantee. Now we have 
to go to the banks to get the money.” The negotiations 
here made the lobbying efforts look like child’s play! 
It was much more difficult, time-consuming, and thus, 
expensive. At the last minute the bankers always find 
that we need one more pint of blood! (Having been 
on the receiving end of such activity I found this to be 
very funny).

Once this was finally completed the Chrysler 
delegation wanted, once more, to celebrate. Iacocca 
then brought them face-to-face with the fact that the 
banks were not going to give them the money. They 
were going to get one-third of the money—and a 
bank employee with a long title whose sole function 
in life was to harass them during the period of the 
loan. When the next third was needed they had to go 
through more of the same. By the time the last third 
came around the Chrysler folks had received their 
education in corporate finance!

All of the above anecdote is the cost of acquisition of 
finance. The cost of finance, itself, was in addition to 
that. Question: Who paid for all this activity? Answer: 
Those who bought Chrysler cars, that’s who!

If you are in command of the banking function, you 
do not have to go through all this expensive erosion. 
The Infinite Banking Concept does exactly that! 
You can make timely decisions. There is no cost of 
acquisition. You are in competition with others who 
must go through the erosion that has been outlined. 
Guess who wins?
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The following financial professionals joined or 
renewed their membership to our Authorized 
Infinite Banking Concepts Practitioners team this 
month:

• Dane Abrigana, Granite Bay, California
• Alden Armstrong, Colorado Springs, Colorado
• Chris Bay, Lawrence, Kansas 
• Mark Benson, Crystal City, Missouri
• Timothy Bogert, Rochester, Michigan
• Tony Coccarelli, Irving, Texas
• William Curtis, Weston, Florida
• Tuan Dao, Ancaster, Ontario
• JinJin Fung, Burnaby, British Columbia
• Angel Gonzalez, Miami, Florida
• Scott Guldin, North Huntingdon, Pennsylvania
• Brian Heyer, Greenville, Wisconsin
• Kirk Hortel, Phoenix, Arizona
• Mary Chow Ivanovic, Toronto, Ontario
• Brent Kesler, Port Orange, Florida
• Erica Neal, Hurst, Texas
• Pedro Palicio, Coral Gables, Florida
• Frank Riedel IV, Raleigh, North Carolina
• Robert Schilly, Crystal City, Missouri
• Harry Smallwood, The Columbus Area, Ohio
• Jon Webster, Mesa, Arizona
• Glen Zacher, Edmonton, Alberta

You can view the entire practitioner listing on our 
website using the Practitioner Finder.
IBC Practitioner’s have completed the IBC Practitioner’s 
Program and have passed the program exam to ensure 
that they possess a solid foundation in the theory and 
implementation of IBC, as well as an understanding 
of Austrian economics and its unique insights into our 
monetary and banking institutions.                       
The IBC Practitioner has a broad base of knowledge to 
ensure a minimal level of competency in all of the areas a 
financial professional needs, in order to adequately discuss 
IBC with his or her clients.

Before you look for a practitioner, we suggest 
listening to the following two episodes of The Lara 
Murphy Report. 

How-To Guide for Starting IBC, Part 1 How to 
begin your study of Infinite Banking, including 
finding an Authorized Practitioner.

How-To Guide for Starting IBC, Part 2 How 
to prepare for your first meeting with an Infinite 
Banking Authorized Practitioner.

https://infinitebanking.org/finder/
https://infinitebanking.org/?podcast=episode-17-how-to-guide-for-starting-ibc-part-1
https://infinitebanking.org/?podcast=episode-17-how-to-guide-for-starting-ibc-part-1
https://infinitebanking.org/?podcast=episode-17-how-to-guide-for-starting-ibc-part-1
https://infinitebanking.org/?podcast=episode-17-how-to-guide-for-starting-ibc-part-1
https://lara-murphy.com/podcast/episode-18-guide-starting-ibc-part-2/
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This online video series for the general public  provides a 
comprehensive introduction to the Infinite Banking Concept.

The first four modules are free, you can view them here: 
infinitebanking.org/foundations 

The remaining eight modules are subscription-based, costing $49.95 for all eight. 

Or contact an Authorized IBC Practitioner and ask for a coupon code 
that will enable you to watch all twelve modules FREE.

Module 1:  Introduction to the Nelson Nash Institute

Module 2:  What the Infinite Banking Concept Is

Module 3, Part 1:  How IBC Works

Module 3, Part 2:  Policy Loans & The Nature of Collateral

Module 3, Part 3:  How to Read a Policy Illustration

Module 4:  Why Nelson Calls It The Infinite Banking Concept

Module 5:  The Life Insurance Industry

Module 6:  Why Not Buy Term and Invest the Difference?

Module 7:  Using IBC to Pass Wealth to Future Generations

Module 8:  The MEC Rule and Policy Design 

Module 9:  Does IBC Work for Older People? 

Module 10, Part 1:  IBC for the Business Owner

Module 10, Part 2:  IBC for the Business Owner

Module 11, Part 1:  Using Your IBC Policy: Premiums, Dividends, and Policy Loans 

Module 11, Part 2:  Using Your IBC Policy: Premiums, Dividends, and Policy Loans

Module 12:  IBC as a Way of Life

Contact an Authorized IBC Practitioner and ask for a coupon code 
that will enable you to watch all twelve modules FREE.

https://infinitebanking.org/foundations//
https://infinitebanking.org/finder/
https://infinitebanking.org/foundations/
https://infinitebanking.org/foundations/
https://infinitebanking.org/foundations/
https://infinitebanking.org/foundations/
http://
https://infinitebanking.org/foundations/
https://infinitebanking.org/finder/

