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The Premium Deposit Fund Rider: How to
Use a Windfall to Start the IBC

A case study on how to transform accumulated
financial value into seed funding for your own personal
monetary system

By Ryan Griggs
Background

Meet my client Dave (no, it’s not his real name).

When we met late last year, Dave was about 50 years old. He’s a
successful tradesman who had built a substantial business. Dave
was recently approached with an offer to buy his business, and as
a result, Dave expected to have about $2,000,000 that he wanted to
use to establish his own personal monetary system the way Nelson
Nash teaches in his book Becoming Your Own Banker.

Ah, but we immediately encounter an obstacle.

It’s impossible to pay a single premium to a whole
policy and retain the preferable, non-MEC tax status ordinarily
afforded to whole life insurance.

The case study that follows is (an approximation of) the solution
I built out for Dave, an application for which is currently in
underwriting. I recreated the case with slightly different numbers
(age included) to protect Dave’s privacy.

Though the case concerns the use of funds from the recent sale of

a business, the principles it exemplifies apply in all cases where an
individual may want to use a single lump sum as what is essentially
seed-funding for one’s own personal monetary system.

This “lump sum” or windfall of money could come from a variety
of sources: the sale of real estate, an artistic (e.g. music) portfolio,
a business; inheritance; you name it. It just so happens that this in
this case we’re talking about the sale of a trades business.

We’ll review the mechanics of the specific contractual feature we
use to accommodate this sort of case; explore the structure and
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design of the contract; take a look at how future cash
value growth illustrates given the current experience
of the company; compare to alternative deployments
of large windfalls; and wrap up with some final
thoughts.

The Premium Deposit Fund Rider

A Premium Deposit Fund Rider, or PDF Rider for
short, is something like a way-station or staging
ground for future premium offered by most
companies that sell dividend-paying whole life
insurance.

Like other features of whole life insurance, the terms
and conditions governing a particular PDF Rider
will vary company to company. In general, a PDF
Rider will accept a certain number of years’ worth of
maximum allowable premium in a given year. Some
PDF Riders have to be funded at issue, meaning
when the policy is originally offered for delivery to

a new policy owner. Others can be funded some time
after initial delivery.

If a policy owner has chosen to pay money to a
PDF Rider, then as future Policy Anniversaries
come around, the life insurance company will
automatically draw money from the Rider to pay
scheduled premium.

In a sense, funding a PDF Rider is a way of putting
some future premium payments “on autopilot.”
For instance, in the case below, we’ll consider

a PDF Rider funded at issue (that is, on Day

One of the policy) with $2,000,000. When this
policy is approved for delivery, Dave will pay

the company $2,000,000 right up-front. The life
insurance company will immediately take some of
the $2,000,000 to pay the first year premium. The
remainder will be allocated to the PDF Rider, from
which future premiums will be paid. In this example,
we’ll assume that the PDF Rider pays premium for
ten policy years.

What happens to the PDF Rider balance between
Policy Year One, Day One of the new policy and
future Policy Anniversaries?

I won’t speak to how all companies treat their PDFs,

but in Dave’s case, the balance in the PDF Rider is
perfectly liquid and guaranteed by the life insurance
company. In other words, if Dave later changed his
mind after the policy went in force and he wanted to
withdraw his PDF Rider balance, he could. And at
this particular company, there is no charge for doing
SO.

Should Dave leave the PDF Rider balance alone (this
is the plan), then we get a special benefit when future
policy dates come around. PDF Rider money at this
particular company pays future annual premium
at a compounded interest-equivalent discount,
which in Dave’s case is 5%.

Now just what the heck is a “compounded interest-
equivalent discount?”

It helps to explain by way of contrast.

What does not happen in this particular PDF Rider
is any form of interest accrual. 1t’s not as though the
company is keeping track of daily-accruing interest
based on a declared rate and daily balance and then
adding that accrued interest to the Rider balance at

the end of the year. This isn’t a savings account or
CD.

Instead, what happens is the Year Two Policy Date
comes around, $1 of PDF Rider money will pay
$1.05 of scheduled premium. This is what the
“discount” part of “compounded interest-equivalent
discount” means. More premium is considered paid
than is subtracted from the PDF Rider balance.

The effect of this discounted premium payment is
treated like interest for tax purposes. If $1,000 of
PDF Rider money pays $1,050 of premium at the
beginning of Policy Year Two, then the policy owner
receives the equivalent of $50 of interest income.
The policy owner receives documentation from the
company at the end of the calendar year notifying
him of the precise magnitude of what is effectively
interest income for tax reporting purposes. This is
what the “interest-equivalent” part of “compounded
interest-equivalent discount” means.

At the beginning of Policy Year Three, and beyond,
the amount taken from the PDF Rider pays premium
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at a compounded discount. That is, at the beginning
of policy year three, $1,000 of PDF Rider money
will pay more than $1,050 of premium. At a 5%
(compounded) discount, the $1,000 of PDF Rider
money will pay approximately $1,102.50 of the
scheduled premium at the beginning of Policy Year
Three. It’s as if the $1,000 of PDF Rider money
grew at 5% interest compounded annually for two
years. In reality, it didn’t, but the compounded
nature of the discount generates what is essentially
the same effect. This is what the “compounded”
part of “compounded interest-equivalent discount”
means.

The result of paying annual premiums out

of a PDF Rider balance (at this particular

company) is a systematically decreasing annual
reduction in the PDF Rider balance and a
systematically increasing portion of future scheduled
premium paid at a discount.

To be clear, yes, this is effectively, though

not fechnically, the same as “earning 5%
compounded interest” on the annual premium each
year on a guaranteed basis with the backing of a
mutual life insurance company that’s over 100 years
old. As we’ll discuss below, in the current banking
environment, that’s fairly attractive. As you’ll see in
Dave’s case below, it amounts to $466,670 over ten
years in premium paid over and above what Dave
will initially place in his PDF Rider. $2,000,000
goes into the PDF Rider, but $2,466,670 gets into the
policy in the form of premium.

Other companies may structure their PDF Riders
more intuitively. Similar to the “hold at interest”
dividend election, a company may in fact credit
interest growth on a PDF Rider in the same manner
as a bank would credit interest growth to an initial
balance on a Certificate of Deposit (CD).

Why companies structure their PDF Riders
differently is the subject of pure speculation.
However, with the compounded interest-equivalent
discount method, one might notice the effect on tax
liability over time. Since the magnitude of premium
payment attributable to the discount increases

over time (due to compounding), tax liability is
distributed over time in a manner that mirrors cash
value growth. That is, if the discount is treated

as interest income and the effect of the discount
compounds over time, then the amount of interest
income received (and taxed) increases over time too.
This mirrors the compounded growth trajectory of
cash value.

In contrast, with the more simpler, bona fide
interest-accumulation structure, tax liability is
greatest earliest, since interest growth will be
greatest when the PDF Rider balance is greatest, i.e.
in the First Policy year.

If one expects to pay interest income tax via policy
loan, one might prefer a pattern of interest income
tax liability that mirrors the cash value growth
trajectory (as occurs with the compounded interest-
equivalent discount method) as opposed to the
inverse, where tax liability is greatest when the
policy is youngest and cash value growth is slowest
(as with the simpler interest accumulation structure)

We should point out, though, that with either PDF
Rider structure, there will be more than sufficient
cash value growth to allow for a policy loan to
pay the interest income tax. Even still, practically
speaking, a policy owner is much more likely to
pay interest income tax out of ordinary cash flow
anyway.

Let’s summarize the reasons one might use a PDF
Rider:

* You want the guaranteed safety and principal
protection offered by a very old mutual life
insurance company;

* You want guaranteed, perfect liquidity so that
you can get the remaining balance of the PDF
Rider back out if you had/wanted to;

*  You want to get into the “banking” business and
want to use a recent windfall to do so while still
preserving preferable non-MEC tax status;

* You want to put a certain number of years of
future premium ““on autopilot;”

www.infinitebanking.org

david@infinitebanking.org 3



BANKNOTES

The Nelson Nash Institute Monthly Newsletter

September 2023

*  You want to enjoy the benefit of the compounded
interest-equivalent discount (or bona fide interest
accumulation) between now and the exhaustion
of the PDF Rider.

For an individual who either recently experienced
an unusual, significant windfall, or has accumulated
substantial financial value in another asset class over
time, where the magnitude of the funds available is
high relative to on-going cash flow, the PDF Rider is
a tremendous option to consider.

Why do I say “where the magnitude of the funds
available is high relative to on-going cash flow?”

The answer is that if the amount of available,
accumulated financial value or windfall is similar
to the expected, on-going level of cash-flow, then a
PDF Rider may not be the best option.

Recall that Dave has $2,000,000 from the sale of his
business to pay to his PDF Rider. What we haven’t
talked about is Dave’s on-going income. Suppose
Dave is accustomed to earning $4,000,000 per year
in income, and can comfortably use $2,000,000 of it
to capitalize his “banking” system, i.e. pay premium.
In that case, $2,000,000 from the sale of a business is
really just one year s worth of his — hypothetically
— appropriate premium. The PDF Rider wouldn’t
even be effective, much less favorable, since

the discount we’ve discussed only applies at the
beginning of the second policy year.

In short, from the perspective of the IBC, a PDF
Rider is a good fit for the individual who wants to
move what for him or her is a lot of money relative
to recurring incoming cash flow. After all, money
allocated to a PDF Rider is not received as

premium. PDF Rider money only enters the policy as
premium on future policy dates. PDF Rider money
cannot be borrowed against in the way one can
borrow against cash value in a policy. Long time
readers will recall that policy loans are available
because the policy serves as collateral. The PDF
Rider itself is just a rider, it is not a policy in and of
itself; consequently, loans against it are not available.

Let’s touch on one last element pertaining to

liquidity before taking a closer look at Dave’s case

Moving a large sum of money is daunting. I get
that. And yes, the guaranteed liquidity is nice, but
we are setting things up so that PDF Rider money
is supposed to pay premium over time. And there
is some minimum, annual premium obligation
(insofar as one wants to keep the policy in force).
For instance, as we’ll see, Dave’s base and term
rider premiums combined are $74,000 per year.
That could be hefty, illiquid payment to cough up
out-of-pocket, were Dave to liquidate his PDF Rider
balance entirely.

But what I don’t want you to forget is that while
PDF Rider money transfers into the policy over
time, cash value is growing. This means that the
amount of money Dave can receive in the form of

a policy loan increases year to year. Put differently,
it’s not as though the purchasing power embodied in
his PDF Rider balance is inaccessible and useless so
long as Dave keeps the money in the Rider. As we’ll
see, Dave can get to approximately $180,000 by
policy loan by the end of the first policy year. That’s
a far cry from $2,000,000, but it’s not nothing, and
the amount available increases in compounded
fashion over time.

The point is that we have to think differently about
what happens when we move a big chunk of money
to a life insurance policy via a PDF Rider. It’s not
like a conventional investment where we essentially
neutralize the purchasing power of the transferred
money. In fact, the whole point of Becoming Your
Own Banker is to build up accessible capital.

The PDF Rider is just a mechanism of granting a
financial benefit, preserving preferable tax status,
and providing guaranteed principal protection

to a policy owner who decides to move what is
essentially several years of future premium over to
the company all at once.

Good IBC-style advising takes into consideration
your expected needs for near-term future liquidity.
In Dave’s case, the $2,000,000 available is not his
gross profit from the sale of the business; not even
close, in fact. Dave had other near-term liquidity
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needs, which we discussed and accounted for when
determining how much of his gross proceeds he
would use to get his banking system going (not least
of which were taxes!).

The PDF Rider is not a sales tool to artificially
inflate premium numbers. If you’re reading this
thinking, “gosh this sounds like it might be a good
fit for me,” you need to choose an advisor who can
walk you through the technical specifics, explain
liquidity in the policy, and help you select a funding
level that takes into consideration your realistic
liquidity needs. Getting into the banking business

is a good thing, and using a large lump sum can be
extremely helpful; but it shouldn’t be something that
causes undo stress.

Case Design

Dave’s policy is an ordinary, dividend-paying
whole life policy paid up at age 95. The premium
structure is 30-70: approximately 30% of total
annual premium pays base and term premium, and
70% pays PUA premium. The 3070 structure is a
function of Dave’s own choice, and age. Remember
that Dave is 50. If Dave were 40, or even 30, I’d
have more strongly encouraged a higher percentage
of total annual outlay be allocated to base premium
(I could explain why, but you’d get really irritated
with how long this essay is).

I’'m going to show you an iteration of this policy
with a 20-year term rider. At Dave’s age, this
qualifies as a long-dated level term rider. I spend at
least an hour talking about term riders in my Whole
Life Insurance Mechanics course on YouTube, so

I won’t beat you down with the details here. But
suffice it to say, Dave could go with a shorter-dated
term rider, like a 10-year or 7—year rider.

In general, I’'m for longer-dated term riders.

We use term riders to get death benefit up and away
from cash value, so as to allow for on-going PUA
premium payment for as long as possible, should
the policy owner be willing and able to pay it down
the road. Long-dated term riders do not obligate on-
going PUA premium payment, they just help

establish a death benefit that’s sufficiently high to
allow for it (and for associated cash value growth!).
Long-dated term riders can be dropped well before
their stated duration. I’ll even get real wild and show
you exactly what I mean in Dave’s case.

The point is that a long-dated level term rider
establishes Dave’s authority to pay PUA premium
from his own pocket in non-MEC fashion after the
exhaustion of his PDF Rider money, should he want
to.

In other words, we’re building in “banking room;”
we’re giving Dave the right, but not burdening him
with the obligation, to continue with out-of-pocket
PUA premium payment. When Dave’s PDF Rider
balance is completed exhausted after 10 years, Dave
will be 60 years old. Dave has every intention of
generating substantially more income then than he
does even now, and has laid a lot of the groundwork
to manifest that intention in reality. I expect Dave
will need the ability to pay more PUA premium.

If we go with a shorter-dated term rider, and if
Dave’s plans work out as he expects, or better, he’ll
have to go back through underwriting to get a new
policy (at a greater age!) to bring his total premium
payment ability up to where it was during the first
ten years in his original policy.

To my mind, why inhibit yourself from paying
more premium, when with modest design changes,
one could virtually lock in the right — without the
obligation — to continue to pay more?

That’s why we assume a 20-year (long-dated level)
term rider.

We take a 10-year PDF Rider premium payment time
horizon. That is, the PDF Rider will pay premium for
10 policy years, after which the PDF Rider balance
will be fully exhausted and the Rider will terminate.

The particular duration over which premium will
be paid by the PDF Rider in this case is relatively
incidental; in fact, this is relatively high number
of years. The actual number of years of premium
payment from the PDF Rider on Dave’s case is, in
fact, different and for case-specific reasons.
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Unlike the online marketeers, we assume good ol’
Average Joe, Plain Jane Standard Non-Tobacco
underwriting status. The results you’ll see in the
charts below do not rest on any glorious assumptions
about the health status of a 50-year old tradesman
and businessman.

There’s always a danger when showing examples.
Especially with something so foreign as IBC-style
whole life, folks tend to get caught up on particular
numbers. I'll tell you to not do that, to instead

look at patterns and relationships since every case
and every individual is different. Many of you

will do it anyway. So when I say “specific results
including policy structure, contract selection, rider
selection, premium level, cash values, death benefits,
underwriting status, and dividend assumptions, may
and likely will be different in your case,” it may fall
on deaf ears — but I’ll say it anyway!

Given the compounded interest-equivalent discount
of 5%, Dave’s $2,000,000 PDF Rider balance will
pay $246,667 per year in total, annual premium
across base, term rider, and PUA rider premiums.
$246,667 per year for 10 years is $2,466,670 in
cumulative premium (i.e. cost basis) by the end of
year 10, or 123.3% (!!!) of the initial Rider balance.
This means that $466,670 of premium over ten
years will be paid that Dave didn t put there. This
is the effect of the compounded interest-equivalent
discount.

In the chart below, orange bars indicate total annual
premium and green bars indicate annual cash value
growth, or the increase in cash value in the year
specified. Age is on the x-axis.

We’ll focus first on the more conservative premium
funding scenario where Dave makes a one-time
payment of $2,000,000 to the company, and no
further premium payments of any kind thereafter for
the life of the policy.

All those green bars that come after the yellow

bars indicate (rising) capital growth without the
requirement of on-going premium payment. This of
it as a self-propelled, cascading pattern of on-going,
compounded cash value growth. Illustrated figures

assume dividends, which are non-guaranteed. The
company from which this policy is illustrated has
paid dividends for well over 100 consecutive years.

In Figure 1, I assume Dave will Premium Offset after
year 10 in order to halt premium payments of all
kinds after the exhaustion of the PDF Rider balance.
This means that beginning in year 11 (age 61), we
assume Dave no longer makes any PUA premium
payment, and that base premium and term rider
premium are paid via partial death benefit surrender.
Prior purchases of additional paid-up death benefit,
either from PUA premiums from the PDF Rider or
from past dividends that went back into the policy
via PUA premium, are essentially reversed. That is,
premiums due in year 11 and beyond are “offset”
via partial death benefit surrender (hence, “Premium
Offset”).

Premium Offset isn’t super popular on the TikTok
and YouTube displays of whole life insurance
illustrations. Instead, to illustrate the assumption of
no further premium payments, agent will often show
the Reduce Pay-Up (or RPU) Nonforfeiture Option.
As I discuss in the Mechanics series, RPU is a more
severe, permanent change to a policy compared to
Premium Offset. With Premium Offset, Dave could
always decide not to offset premium with partial
death benefit surrenders, and instead pay out-of-
pocket. Doing so would give a relative boost to
cash value growth, since an out-of-pocket premium
payment does not cause a decrease in death benefit
and cash value.

Let’s review some of the implications here.

First, as mentioned above, by using the PDF Rider,
Dave got $466,670 in premium paid over 10

years that he did not send to the company. This is
attributable to the compounded interest-equivalent
discount applied whenever funds are taken from the
PDF Rider to pay annual premiums.

Second, Dave’s created a value generation engine
that will produce more and more contractually-
accessible capital every year, for the rest of his life.

By age 80, Dave’s total cash value illustrates at
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Figure 1: Premium From PDF Only

Annual Premium and Annual Cash Value Growth / Premium Offset in Year 11

Premium [l Increase in Cash Valuea
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$5,408,568. policy and business cycle volatility will not interrupt

By age 85, it’s $6,343,095.
By age 90, it’s $7,351,156.

Recall that Dave’s initial payment to the PDF Rider
was $2,000,000.

Third, this cash value generation occurs in a tax-
deferred, non-market-correlated environment. Only
two assumptions back the figures in Figure 1: (1)
that Dave leaves the PDF Rider balance alone and
makes no withdrawals, and (2) that the company’s
future experience continues unchanged.

Point (2) is obviously false. Future company
experience will deviate from that at present, but
since dividends are functions of future financial
performance, and since no one can guarantee what
will happen in the future, companies just assume
that current experience continues into the future
unchanged. This is why Nelson taught us to work
with companies that actually have paid dividends for
at least 100 consecutive years.

But the major implication here is that changes in tax

this impressive growth pattern in the way they would
with conventional financial assets. While others
panic about the value of their 401(k) whenever
there’s a business cycle downturn late in life (anyone
paying attention to yield curves lately?), Dave will
rest easy.

Fourth, Dave’s rising cash values will provide for a
substantial, long-term, non-taxable passive cash flow
late in life.

For instance, Dave could begin taking passive,
tax-free cash flow from age 70 to age 90 at a rate
of $150,000 per year, for total late-life distributions
of $3,000,000 over the last 20 years of his life on a
cost basis of $2,000,000 (these figures rely on the
assumption of partial surrenders up to cost basis,
followed by policy loans). In other words, Dave’s
just generated a substantial late-life, tax-free cash
flow, should he want or need it. Recall that Dave’s
PDF Rider money represents only a fraction of the
funds he actually earned on the sale of the business.

Fifth, between age 50 and age 70, prior to his
hypothetical late-life passive cash flow time, Dave

www.infinitebanking.org

david@infinitebanking.org 7



BANKNOTES

The Nelson Nash Institute Monthly Newsletter

September 2023

will enjoy significant access to capital in order
to finance his lifestyle and productive business
activities.

Total cash value is $1,140,562 at age 55; $2,677,121
at age 60; and $3,214,532 at age 65.

In fact, if Dave — who, you’ll recall, is a successful
trades- and businessman — manages to create a cash
flow that returns just 7% (net of tax) of cash value
after only five policy years, he wouldn’t even need
to deploy the Premium Offset after the exhaustion
of his PDF Rider balance (7% of cash value of
$1,140,562 at Policy Year Five is $79,839.34, which
is more than the annual base and term rider premium
of $74,000).

Put differently, in the context of our hypothetical,
late-life passive cash flow example, Dave’s got 20
years to put his cash value to work via policy loan in
order to generate cash flow that could (a) pay his on-
going base and term rider premiums after his PDF
Rider money is used up, or even (b) pay additional
PUA premium in years 11-20.

To be clear, Dave doesn’t have to do any of this. He
could pay his $2,000,000 at age 50 to the PDF Rider
and “set it and forget it,” returning only to his policy
at age 60 to instruct the company to Premium Offset
and again at age 70 to start taking passive cash flow.

Sixth, let’s not forget death benefit.

By the end of the first policy year, we illustrate a
death benefit of $3,835,708.

At age 55 it’s $5,233,967.
At age 60, it’s $7,168,953.

Dave will lose the death benefit associated with

his term rider at age 70, and partial surrenders are
literal decreases in death benefit. Even still, closer

to natural mortality at age 75, total death benefit

is still $5,196,366, well above where it started at

age 50, and much greater than Dave would get

had he used his $2,000,000 to, for instance, buy a
deferred annuity (death benefit on annuities, if any, is
typically limited just to the remaining, undistributed
annuity balance).

Things get real wild when we consider a situation
where Dave continues to pay PUA premium after the
exhaustion of his PDF Rider.

Pay attention to the change in the values along the
y-axis between Figures 1 and 2.

By continuing to pay maximum allowable premiums
out-of-pocket, Dave will amplifies his capital
growth. That is, should he be willing and able,

Dave himself could cause massive increases in

cash value in a highly tax-favored environment.
Zero dependence on conventional financial markets
is assumed or required. As in Figure 1, illustrated
figures assume dividends, which are non-guaranteed,
so you should consider working with a company that
has a giant history of actually paying them.

I want you to understand what’s happening here.

In year 10 (age 60), the PDF Rider pays its last
annual premium of $246,667. Cash value growth in
that year illustrates at $333,049. Dave pays — well,
Dave’s PDF Rider pays — $246,667; the value of
the asset goes up by about $333,000.

Let that marinate for a minute.

In year 11 (age 61), Dave doesn’t have to pay
anymore premium, as we explored in the discussion
around Figure 1.

But because we built in a strong base premium and
the proper long-dated level term rider, he could if he
wanted to.

Well, might he want to?

[lustrated cash value growth in year 11 (age 61),
assuming maximum premium paid out-of-pocket, is
$346,845. Compare to year 11 (age 61) annual cash
value growth of $100,199 if Dave chose not to pay
any premium out-of-pocket and to Premium Offset
instead.

Think about that. Dave will have this contract that
gives him the right to pay $x. And if he did (again,
assuming the current experience of the company),
the value of the contract — which he has a

contractual right to collateralize — is illustrated to
increase by about $1.4(x) [$346,845 in annual cash
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Figure 2: Premium From PDF Plus On-Going Maximum PUA

Annual Premiums and Cash Value Growth / Maximum PUA to Age 7o / Base Premium to Age 95

Premium [l Increase in Cash Valuea
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$1,000,000

$500,000

A
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value growth is 140.6% of $246,667].
Would you make that payment?

I expect that if you had the cash flow, you would. In
fact, I expect that the only reason you wouldn t make
that payment is if you didn t have the money. And
fair enough! That may well end up being the case
for Dave; he may not be able to make that payment.
If that is the case, all is well. Dave doesn’t have to
do anything.

We should note that this isn’t an “all or nothing” sort
of deal. Maybe Dave doesn’t have sufficient free
cash flow in 10 years to pay the maximum allowable
premium of $246,667. But maybe he’s got some of
it. With this particular company, Dave’s got all sorts
of options. At the beginning of year 11, he could pay
nothing (i.e. full Premium Offset); he could pay the
maximum allowable; he could pay only base and
term rider premium and no PUA premium; he could
pay base and term rider premium and some PUA
premium; he could pay only some base and term
rider premium, no PUA premium, and use a partial
Premium Offset to pay the rest of his base and term
rider premiums; and more.

2% @ o g% g9 0% L o % a9

Age

This is why it’s better to think of IBC-style
whole life as a premium payment and cash value
generation structure.

This structure constitutes a certain, contractually-
enumerated capacity for the policy owner to

pay premium, of which the policy owner may or
may not choose to take full advantage. With long
term-oriented policy design and proper company
selection, we can preserve maximum payment
flexibility within the structure while simultaneously
maintaining overall preferable tax status. Dave’s got
flexibility.

Returning to Figure 2, Dave could pay his $246,667
in maximum annual premium up through the 20th
year.

What might his late-life passive cash-flow look like
given all of this additional premium?

One option is he could double the magnitude of his
annual partial surrenders late in life. This would
generate $300,000 per year in passive, tax-free
cash-flow from age 70 to 90. That means total
late-life distributions of $6,000,000 on a cost basis
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of $4,466,670 (52,000,000 in initial PDF Rider
funding plus 10 years of on-going annual premium
of $246,667 per year). All without triggering income
tax. All in a non-market correlated environment.

Of course, cash values in the second decade of the
policy would be substantially greater, too. Cash
value at age 65 assuming on-going maximum
premium payment illustrates at $4,558,867 compared
to $3,214,532 when we assume Premium Offset
beginning in year 11.

In general, the greater the premium and the longer
it’s paid, the better the results will be in terms of
annual cash value growth and, ultimately, late-life
passive cash flow.

We’ve walked through a hyper-specific example
here. We assumed a 10-year timeline over which
premiums are paid by the PDF Rider. That could
change. The duration could be much shorter and
the annual premiums much higher. We talked about
starting at age 50. We looked at passive cash flow
late in life starting at age 70 and continuing through
age 90.

None of this is set in stone.

There’s a learning curve when it comes to IBC.
We’re so used to thinking in terms of rules and tax
implications and required minimum distributions and
contribution caps and early withdrawal penalties and
vesting limits, that all this freedom in the design and
use of dividend-paying whole life feels foreign. The
image of the warden throwing open the jail house
gates where the prisoners refuse to leave for fear of
the unknown comes to mind.

Lets not forget what’s not shown in the graph! That
is, all of the expense, both in terms of time, fees, and
interest costs that Dave will save should he choose to
finance the things he was going to buy over the next
1020+ years anyway! Cars, business equipment,
you name it. A great home for those interest savings,
by the way, is additional premium, which this policy
is built to accept (!!!).

Let me push you further. We don’t want to miss the
forest for the trees here. Eventually good financial

strategy matures into intergenerational capital
transfer planning (i.e. estate planning). Suppose
Dave does use the next few decades to accumulate
more wealth (I mean that literally, i.e. property).
Dave’s got kids! Maybe Dave’s kids don’t want or
will have no use for or won’t know how to operate or
manage the real estate or the business equipment or
whatever else Dave accumulates between now and
his golden years.

One thing Dave could do — and this applies broadly
across IBC, not just with PDF Rider cases — is
choose to take his annual passive cash flow late in
life, not by partial surrender, but by policy loan. That
is, Dave could purposefully build up an indebtedness
to the company on the expectation that there will
come a time when it may be best to start selling

off other assets. Proceeds from the sale of these
assets can be used to pay off the accumulated policy
loan balance, thereby freeing up cash value and
uncollateralizing or freeing up death benefit. In this
manner, Dave can transfer the proceeds from the sale
of property through to the next generation via death
benefit, which will go to Dave beneficiaries income
tax-free.

But I digress...

Alternatives?

What else could Dave have done with the proceeds
of the sale of his business besides using a fraction
of it as seed funding for his own personal monetary
system?

Or zoom out even further. What can anyone do with
unexpected, unlikely to repeat, relatively large cash
windfalls?

The conventional financial services industry doesn’t
have great answers.

One could buy an annuity. This is a financial
instrument offered by the insurance industry
whereby accumulated financial value is paid to an
annuitant starting either immediately (an immediate
annuity) or sometime in the future (a deferred
annuity). The accumulation value of the annuity will
grow over time, either according to some relatively
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low, fixed contractual rate (a fixed annuity), or to the
movement in the value of subaccounts (a variable
annuity), or to the movement in an index of some
sort (an indexed annuity).

There are a few immediate drawbacks to annuities
compared to IBC-style whole life. First, there is
no policy loan provision to an annuity. Second,
annuities are taxed like MECs (or rather, MECs
are taxed like annuities); that is, the LIFO taxed
status means distributions are presumed to be paid
from the gains in the value of the annuity first,
and are therefore taxable to some extent (see this
xplanation of the Annuity Exclusion Ratid).
Third, some annuities (but not all!— e.g. a Straight
) typically have some death benefit
provision where the remaining balance upon the
passing of the annuitant is payable to a named
beneficiary. However, the benefit payable is a one-
for-one reflection of the remaining balance at death,
whereas death benefit on a life insurance policy
is a multiple of cost basis. Fourth, the mandated
financial underwriting for annuity applications can
border on the extreme, especially compared to life
insurance applications.

I don’t want to rag on annuities for the sake of it.
They do provide a guaranteed income stream backed
by the conservative, claims-paying ability of a

bona fide life insurance company, and that says a

lot compared to what’s on offer from the cartelized
public casino known euphemistically as the stock
market. But measured against IBC-style whole life
with a PDF Rider, it’s really apples-to-oranges.
Whole life is in a league of its own.

What else?

I suspect that what many do with large windfalls is
g0 invest.

Here, a vital distinction comes into play
between capitalization on the one hand
and investment on the other.

Capitalization means to establish, nurture, and
grow the quantity of and the contractual access to
monetary value. Investment means to deliberately

forfeit access to monetary value to someone else.

That’s the whole point of investing: you allocate
money to someone or something else’s control so
that he or it can go generate a cash flow, some of
which you’ll eventually receive either in the form of
a dividend or capital gain.

Don’t get me wrong, I’ve got nothing against
investing. My encouragement is more nuanced: don’t
put the cart before the horse.

I believe it’s better to capitalize first, then invest.

Put differently, I think it’s better to prioritize your
own capital. Investing is a judgmental call. We say
“so and so should have control over and access to
my money, instead of me.” And I get it, we’ve been
beaten into a state of financial submission where the
Very Smart Thing to think and do is to immediately
hand over access to and control over capital to other
parties as soon as possible. After all, everyone one
knows that merely saving or “hoarding cash under
the mattress™ is for idiots! Don’t you know inflation
will eat away the value of the dollar?!

These cartoonish, condescending caricatures of
saving are totally blind to the sort of case study
we’ve explored above. I suspect the problem has

to do with the lack of precision in the English
language. “Saving” sounds like it could mean merely
“abstaining from spending.” The saver merely
abstains from consumption. And fair enough, that
may be superior to profligacy and debt slavery, but
you’re sort of a rube if “all” you do is “just save,”
rather than invest — so mainstream financial culture
says.

This is why I like the idea of capitalization better.

First, it’s what we actually care about. We tend to
think in terms of money, the general medium of
exchange. That what we might want to accumulate is
money. But a little critical thinking might reveal that
that’s obviously not the case. What we care about is
the accumulation of capital — of monetary value.
We don’t want to accumulate money per se, we want
to accumulate property that has a monetary value.
After all, money itself is just the general medium of
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exchange. It doesn’t “grow.” What “grows” is value.

But let’s go further. Nelson argued, and I argue that
there is technical economic reasoning to back this
up, that capital attracts opportunity. Put differently,
the set of circumstances, which according to the
individual’s judgement could be improved were the
individual to intervene in some way, expands the
greater the individual’s capital. In a capitalist
economy based on contractual exchange — which,
believe it or not, is still a thing — you can think

of one’s capital as capacity to impact the material
world. The more money one can get to, the greater
one’s purchasing power, the better positioned the
individual is to bid for and obtain control of goods
and services.

In other words, I believe there’s a feedback

loop between the individual’s amount of and the
quality of his access to capital on the one hand,
and the range of investment or entrepreneurial
“opportunities” he perceives on the other. And it’s
not merely about the range or the raw number of
circumstances that might appear opportune to the
well-capitalized individual. It’s about the quality,
or the potential for monetary reward, of these more
or less opportune circumstances. In contemporary
parlance, the lower-risk, higher-reward, less
competitive “opportunities” are on the other side of
relatively high barriers to entry in the form of some
sort of capital requirement, like high start-up costs.

And further! Apply these concepts in a dynamic
sense. Maybe the individual might like to take
advantage of multiple opportunities over time,

and maybe even ones that improve in prospective
return and quality over time, like those hiding
behind higher and higher barriers to entry. If this

is the case, then one wouldn’t be so interested in
accumulation of plain old money, because once
money is spent, it’s gone! What one might want
instead is capital — monetary value of property that
can be leveraged, borrowed against so as to grant the
individual purchasing power without diminishing the
underlying accumulated value.

I could go on, but you see where I’'m going.

Capitalize first, and the investment

landscape may actually improve. Establish a
capitalization structure through which successive
investment revenue and/or entrepreneurial profit
can be channeled and further capitalized, and
you might just create an ever-improving, ever-
evolving, dynamic opportunity-landscape.

In some sense, this is just an elaboration in technical
economic terms of what Nelson talked about in his
airplane analogy where he stressed the importance of
flying with the wind.

So what are the alternatives for your recent or
upcoming windfall?

My position is that the choice is either to capitalize
or to invest, that you should capitalize first, that it
should be in the form of IBC-style whole life, and
possibly with the assistance of a PDF Rider.

Final Thoughts

Search around online for Premium Deposit Fund
Rider and you’ll find almost nothing.

The fact is that PDF Riders aren’t often used at all,
much less for the purpose of IBC-style whole life
design and funding.

If PDF Riders can generate such powerful results,
what accounts for the relative lack of awareness of
them?

We should never underestimate how rate-of-
return-focused consumers of financial products
can be. With the exception of the last year, interest
rates have hovered around zero for well over a
decade. Likewise, the financial b benefit that life
insurance companies attached to their PDF Riders
(via a premium discount or interest growth) was
extremely low. This meant little to no premium
paid from a PDF Rider that did not come from the
policy owner’s own pocket. From the conventional
perspective, utilizing a PDF Rider looked and felt
a lot like “locking up” money for several years in
exchange for little to no financial benefit.

Next is the contrasting vision for the purpose of
dividend-paying whole life among life insurance
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companies themselves in contrast with the IBC.

Home office staff don’t go around talking about a
PDF Rider as the facility through which one might
use a substantial windfall as seed-funding for a
personal monetary system. Often, the company
narrative frames a PDF Rider as a mechanism for
accepting a large one-time payment, ultimately
earmarked for whole life insurance premium, in

a non-MEC fashion, as an alternative to Single
Premium Whole Life (SPWL). SPWL policies are
MEC:s virtually by definition. Money allocated to
a PDF Rider is not accepted as premium in that
year like in a SPWL policy. PDF Rider money is
“phased in” year to year, and so cash value growth
is slower relative to SPWL, but the preferable non-
MEC status is preserved.

Therefore, a non-MEC whole life policy with a PDF
Rider helps achieve the objective of substantial
death benefit instantiation that a SPWL policy might
otherwise serve, but with relatively preferable tax
treatment.

You can tell how this isn’t exactly relevant to a
capital-centered, IBC-style discussion.

I’'m speculating here, but I suspect PDF Riders aren’t
often used across the industry in general. This may
account for the extreme scarcity of life insurance
company literature on the subject.

But even within the IBC-oriented community, PDF
Riders don’t come up often. Recall our discussion of
the relationship between the size of the windfall and
on-going cash flow. Generally speaking, we’d need a
significant differential between the magnitude of the
windfall and annually recurring cash flow for a PDF
Rider to be effective. Otherwise, one could just treat
the windfall as something of a cushion, or head-start
on premium payment that would ordinarily get paid
out of recurring cash flow over time. The reality is
that outsize windfalls are just more rare in a society
that’s ever-more short-term oriented.

None of these circumstantial reasons for the paucity
of literature on Premium Deposit Fund Riders
should scare you off though. If you want to Become

Your Own Banker and you want to use a significant
windfall to help get you up and running, the results
can be incredible. In no other context could a single
influx of cash create such a powerful, growing
capital generation engine that will serve you and
the generations that come after you than IBC-style
whole life equipped with a PDF Rider.

Building the 10%
By L. Carlos Lara

“Every individual is continually exerting himself
to find out the most advantageous employment for
whatever capital he can command. It is his own
advantage, indeed, and not that of the society, which
he has in view. But the study of his own advantage
naturally, or rather necessarily, leads him to prefer
that employment which is most advantageous to
society... He intends only his own gain, and he is
in this, as in many other cases, led by an invisible
hand to promote an end which was not part of his
intention.”

—Adam Smith, An Inquiry into the Nature & Causes
of the Wealth of Nations. Volume I, 1759’

Within this quote by Adam Smith resides the
fundamental premise for the creation of the /BC
Practitioner Program for financial professionals.
This educational program came about in the
aftermath of the 2008 financial crisis and targets
the financial professional for a specific reason that |
hope to highlight in this article. But its overarching
motive for its development focuses primarily on
benefiting all of society utilizing the power of self-
interest.

The genesis for this strategy evolved out of a
conversation between a businessman and an
economist of the Austrian School tradition. That
conversation, a form of conversion between the
parties, was later summarized in the introduction

to the book, How Privatized Banking Really Works
with the broader elements of this strategy spelled out
in the remainder of the manuscript. But at the very
heart of this new idea was Nelson Nash’s /nfinite
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Banking Concept (IBC) as it is described in his great
book entitled, Becoming Your Own Banker. Both of
these books now serve as the textbooks for the IBC
Practitioner Program. For an in-depth explanation
of the central themes of their message, both books
should be read and studied.

If we lose liberty here, there is nowhere
else to go.

Imbedded in the IBC Practitioner Program for
financial professionals is a vision of a goal that must
be reached and this goal requires the participation of
quite a large number of individuals all believing the
same ideology.

Quite literally, I am referring to 30 million people,
or roughly 10% of the population of the United
States. Although this number may seem staggering
in size and scope, the reader must understand that it
is not a randomly picked percentile. To the contrary,
the number is calibrated by scientific research and
historical examples as supporting evidence. These
studies and historical examples serve as part of the
motivation to the goal’s attainability.

The ideology I refer to and the one that must be
held in the minds of this unique group of people are
the tenets of the laissez-faire market economy as
exemplified in the free enterprise system, otherwise
known as Capitalism. These principles must be held
with extraordinary conviction in order to prevail
and ultimately triumph against Socialism. Since
socialism is the control and ownership of all the
means of production in society by government—
either directly or indirectly through excessive
taxation and regulation, it must be stopped or
individual liberty and economic freedom will perish.

Sooner or later we must all face the fact that
Socialism has gained supremacy as an ideology,
not only in this country, but worldwide and that it
is being executed daily by government mandated
monetary policy. If we searched far and wide for
the most succinct definition of society’s main
“problem” it is encapsulated in the word socialism.
Defeating this idea is of such vital importance

that one of the most famous economists in history,

Ludwig von Mises, once described it as an evil
idea that no one should give into. Sadly, this idea
now has the world in its grip and it is exemplified
in every form of government stranglehold we are
currently experiencing. The only way to eradicate
it is to change the current thinking of the American
populace. This is the why for the building of the
10%.

It is the masses that determine the course
of history.

In his magnum opus, Human Action, Mises made

a profound statement that should not be ignored by
any of us and gets at the crux of the matter. He said,
“The masses do not conceive any ideas, sound or
unsound. They only choose between the ideologies
developed by the intellectual leaders of mankind.

But their choice is final and determines the course of
events... it determines the whole process of human
history.””

During the middle of the 21st century free market
advocates, especially those of the Austrian School,
recognized the meaning of Mises’ penetrating truth
and began individual efforts designed to educate

the public by forming educational institutes to turn
the tide against the growing menace of socialism.
Leonard Read was first to launch the Foundation
for Economic Education in 1946, which became the
model for scores of educational institutes similar to
it, such as the Mises Institute, the Acton Group, the
Independent Institute and many others. Together,
these educational non-profit centers have laid a
formidable foundation of published material, books,
and scholarly journals much of which is distributed
to the general public for free. Over the past 60 years
they have educated millions of people of all walks of
life in the type of economic education rarely taught
in our schools and universities. They continue to this
day to fan the flame of liberty and due to their efforts
there is faith, hope, and expectancy that a dramatic
change in the political and social landscape may be
right around the corner—a belief that a great change
can take place overnight when the ideological
conditions are right. Every conscientious citizen
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should join and become an active member of one.
Obviously, the more like-minded people we have in
our ranks the closer we get to achieving this goal.

There is only one problem with this approach. In
spite of these valiant efforts the world has become
even more socialistic than when these educational
programs first began. Even after the fall of
communism in 1989, the popularity of socialism as
an idea continues to advance at an alarming pace.
Although these educational institutes’ explanation
of the real problem is far superior to any one

else’s interpretation, the solution offered, which

is the spreading of the freedom message through
education, lacks one very important, but absolutely
necessary ingredient—individual incentive for the
masses of society.

What we see is that education alone cannot advance
very far or very quickly unless there is behind it

an individual incentive for spreading the message
of freedom to others. Some way, somehow, we

need to benefit immediately from the message or
we just won’t bother passing it along. This is the
main characteristic of the self-interest that resides

in each individual human being. Since bondage
today is very clearly represented in the financial
realm, the solution must be effective in releasing the
individual from financial bondage immediately and
without reservation. Only a strategy of that caliber
creates a strong enough reason to tell others about it,
especially close friends and family, after first having
implemented the strategy with quantifiable results.

But how is such a financial strategy even possible
when government has seized and cartelized the
institutions of money and banking? Incredibly the
solution, the way out of this mess, is in learning
how to become your own banker. It is to be found in
Privatized Banking as described by Nelson Nash’s
Infinite Banking Concept (IBC). This is the missing
link the businessman and the economist stumbled
upon in their conversation. In other words, there was
no need to wait on government to change anything.
There was no need for Sound Money or Sound
Banking to be incorporated into public policy for
real change to occur. Privatized Banking could be

done immediately and it could be done by virtually
anyone! Here, for perhaps the first time ever since
the inception of the Federal Reserve Act of 1913
and since the Federal Income Tax passed into law
the very same year, was a formula that actually
had the power to free us from government control,
peacefully and legally.

In Search of the Perfect Investment.

In order to change the ideology of our present world
and speed up its progress, the non-profit educational
institutions need partners that are already versed in
financial matters. By that we mean licensed financial
professionals who are already earning their living
by advising people about their money issues. They
are the ones who must be taught the precepts of
sound economics first, in order for the masses to then
receive the same kind of education. By hand picking
a few good men and women from the ranks of these
professions and educating them in the principles of
Austrian Economics, The Sound Money Solution and
Privatized Banking as the IBC Practitioner Program
for financial professionals actually does, reaching
the 10% goal is definitely possible. But not only is

it possible, the financial incentive to follow through
with it is tremendously motivating once we see how
the numbers are actually calculated.

As we all know, financial professionals are in the
business of selling financial security to the general
public and are privy to an enormous array of
financial products and services to accomplish that
end. Conversely, the general public is always looking
for that perfect investment to use as a storehouse for
their money and to keep it earning a rate of return
until they reach passive income time. They look

to the financial professional for guidance in these
matters. Unfortunately, not only are there no such
things as perfect investments, financial products and
services offered by the financial services industry
ultimately fall short of providing the results most
needed for the general public simply because of

the government controlled economic environment
in which we live. Thankfully, the Infinite Banking
Concept (IBC) is neither a product, nor an
investment. Instead it is a cash-flow management
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system that utilizes dividend-paying Whole Life
insurance as the means for practicing Privatized
Banking.

At this point in the discussion, the mere knowledge
of this strategy’s infrastructure turns many people
away. They can’t believe it. But if you the reader

are willing to go further in your own research by
examining the Nelson Nash Institute website and
perhaps even discussing the concept with a trained
financial professional who is one of our graduates
(www.infinitebanking.org), you will discover what
many refer to as the best kept secret in finance. Once
you understand how it works and implement the
strategy for yourself, one more individual is added to
the ranks of the 10%. That individual will be you!

And so it goes, one individual at a time with each
party receiving benefits and freedoms not thought
possible due to our present economic environment.
Due to space constraints I can do no more than
allude to these financial advantages. But with each
new educational conversion that is transacted a new
way of life emerges that is beneficial immediately
and showers financial benefits even to future
generations. However, it is very important to realize
that nothing significant in terms of a national
movement against our real enemy—socialism—is
visibly apparent as long as the numbers stay under
10%. But once that 10% critical mass is reached—
the so-called “tipping point” occurs and according to
the scientists at the Rensselaer Polytechnic Institute
of New York— the idea turns into an evangelistic
explosion. At that point freedom will prevail!

Conclusion—Let’s Do The Math.

The financial services industry is by far one of the
largest in our entire economy and it is also the most
government-regulated industry. It consists of several
money intermediaries, also known as “middlemen,”
and each is divided into financial sectors with

each sector having a vast army of trained financial
professionals that offer advisory services to assist
an individual or a firm with saving, investing, or
borrowing money. Our particular definition of a
financial professional as we used it in the book How

Privatized Banking Really Works, not only included
these type of financial professionals, but it also
referenced attorneys and accountants simply because
they too are very active in educating people about
their money.

In Chapter 2 of our book written in 2009, the total
amount of financial professionals in the financial
services industry was stated to be approximately
746,000, but attorneys and accountants were not
added to this total. These two categories were
merely referenced as being “legion.” My point being
that this total number rounded off to 750,000 is

very conservative in terms of how many financial
professionals are actually in our economy, as the
statistics listed below will prove.

According to the U.S. Department of Labor
Statistics, the insurance sector (life, health, disability,
property and casualty) listed estimates of 374,700
positions of which 272,050 were insurance agents as
of 2014.°

According to the U.S. Department of Labor
Statistics, estimates for securities, commodities, and
financial services sales agents were listed at 354,600
as of a 2014 report.* However, FINRA’s website
shows 643,298 registered representatives as of
October 2015.> Common sense tells us that there is
overlap in these numbers, however, already we can
see the conservatism in the original total of 750,000
and we have not even factored in the banking
industry, which is the largest sector of them all.

According to figures put out by the American
Bankers Association as of 2013 there are 2.1 million
salaried workers in the banking industry of which
25% are in financial supervisory and financial
management positions—that’s an additional 500,000
financial professionals!®

If we include the 1.3 million lawyers in the U.S.
according to the American Bar Association’s 2015
listing” and the number of Accountants, many of
which are CPAs, at 326,720 as of 20148 these
numbers start to add up.

Here again, we have overlap in a lot of these
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classifications of financial professionals, but we

can see that we have a substantial pool of financial
professionals to draw from, possibly as many as 2
million. But we don’t need that many, nor do we
want them. We just want a small remnant—10%.
Seventy-five thousand of the best financial
professionals will easily do the job if these men and
women are properly educated.

Now, let’s finish the math. According to research
conducted by anthropologists at Oxford University
every individual has a contact base of stable

social relationships of at least 150 people. This

is known as “Dunbar s Number, ”” named after
British anthropologist Robin Dunbar. His study was
extended to also examine a person’s closest friends,
which can be anywhere from 5 to 15 individuals,
some of which are family members and represent

a person’s support group. Therefore, assuming a
financial professional has a contact base of 150
people (usually they have more) and assuming each
one of those people has close friends and family of
at least 5 individuals (think of these as referrals),
then a simple conservative calculation would look
something like this: 75,000 x 150 x 5 = 56 million
people. Remember we only need 30 million.
Obviously this calculation can be done in several
ways including factoring the size of an average
banking policy sold to each of these individuals. But
bottom line, the 10% can be reached!

If you have never done this type of simple
calculation for yourself then more than likely you
have dismissed the building of the 10% as idealistic.
If that is the case then we have no one to blame but
Bob [Murphy] and myself, the businessman and
the economist, for not breaking down these basic
numbers more specifically until now.

Nevertheless, it should be well understood that
Building the 10% is not a fantasy. It is serious
work with major social, political, and economic
implications. This is why once these financial
professionals come into our IBC Practitioner
Program it is important that they remain with us;
otherwise the 10% can never get the traction it
needs to reach critical mass. This is all the more

reason why these men and women are literally

being handpicked by the Board of the Nelson Nash
Institute. They must be interviewed before they are
allowed to take the course. It is important that we
screen each financial professional to make sure they
have the right mindset and spirit to see this job to the
very end simply because— “the interests of everyone
hang on the results. "
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Take control of your financial world by

Becoming Your Own Banker

Find a Practitioner Near You

The following financial professionals joined or
renewed their membership to our Authorized

Infinite Banking Concepts Practitioners team this

month:

New Members

e Jeremiah Dew, Greer, South Carolina

* Jean-Pascal Martin, Montreal, Quebec

» Anthony Pascale, Montreal, Quebec

* Jed Vito, Edmonton, Alberta
Membership Renewals

* Dane Abrigana, Granite Bay, California

* Alden Armstrong, Flagstaft, Arizona
 Chris Bay, Lawrence, Kansas

» Mark Benson, Crystal City, Missouri

» Timothy Bogert, Rochester, Michigan

» Tony Coccarelli, Irving, Texas

e William "Bill" Curtis Jr., Weston, Florida
* Johnny Dao, Ancaster, Ontario

 Paul Fugere, West Springfield, Virginia

* JinJin Fung, Vancouver, British Columbia
* Angel Gonzalez, Miami, Florida

* Scott Guldin, North Huntington, Pennsylvania

* Brian Heyer, Greenville, Wisconsin

» Kirk Hortel, Phoenix, Arizona

* Mary Chow Ivanovic, Toronto, Ontario

* Brent Kesler, Port Orange, Florida

* Erica Neal, Hurst, Texas

e Pedro Palicio, Coral Gables, Florida
 Frank Riedel IV, Raleigh, North Carolina
* Robert Schilly, Crystal City, Missouri

* Harry Smallwood, Columbus, Ohio

* Susan Mancho-Stevenson, DMV, Maryland
» Jon Webster, Mesa, Azizona

e Glen Zacher, Edmonton, Alberta

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.

You can view the entire practitioner listing on our
website using the Practitioner Finder.

IBC Practitioner s have completed the /BC 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.

18 www.infinitebanking.org

david@infinitebanking.org


http://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/

BANKNOTES The Nelson Nash Institute Monthly Newsletter June 2023

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.
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