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When explaining the relative safety and stability of the insurance sector, 
proponents of Nelson Nash’s “Infinite Banking Concept” (IBC) will often 
point to the 1930s. They make claims that although thousands of banks 
failed, no insurance policyholders missed a payment.

Is this true? In the present article I’ll rely on a hostile article, with at least 
one of the authors affiliated with Citicorp, to see just what happened.1 As 
we’ll see, even though the authors of the piece, Huertas and Silverman 
(H&S), try to paint a different picture, their own statistics and storyline 
show that the insurance sector was much more reliable during the Great 
Depression than the commercial banking sector.

THE ROARING TWENTIES
H&S provide some interesting statistics to show the strong growth of both 
banking and insurance during the 1920s, which highlight the prominence 
that the insurance sector used to enjoy. According to H&S:

“The assets of all commercial banks rose from $43.7 billion in June 1921 
to $62.4 billion in June 1929, an annual compound rate of growth of 4.5 
percent. The assets of life insurance companies grew more than twice as 
rapidly, from $7.9 billion in December 1921 to $17.5 billion in December 
1929, an annual compound rate of growth of 10.4 percent. Total life 
insurance in force jumped from $43.9 billion at the end of 1921 to $102.1 
billion at the end of 1929, an annual rate of increase of 11.1 percent.”

Thus, by 1929, total assets held by life insurers were about 28 percent as 
much as the total assets held by the commercial banks.

H&S go on to report that the number of actual life insurance policies in 
force rose from 70 million in 1921 to 123 million in 1929, which was 
roughly the size of the total U.S. population at the time.

IT’S NOT A WONDERFUL LIFE: RUNS ON THE BANKS

By their very nature, fractional-reserve banks are vulnerable to “runs,” in 
which depositors seek to withdraw their funds en masse. This is because 
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the commercial banks take in, say, $1000 in cash as 
a deposit, but only keep, say, $100 in the vault as a 
reserve. The other $900 can be invested or lent out to 
another bank customer.

Fractional reserve banking allows the banks to pay 
interest on demand-deposit (i.e. checking) accounts, 
but the accounts are thus vulnerable to a run. If the 
original depositor—who thinks he has $1000 in his 
account—wants to take out his money, the bank 
should be able to accommodate him under normal 
circumstances. Even though the bank has lent out 
$900 of his initial deposit, there are plenty of other 
customers’ deposits sitting in the vault, and so the 
bank can dip into those funds to pay the man his full 
$1000. 

Of course, the problem with a bank run occurs 
when many customers show up at the same time. In 
our example, if the bank has only been keeping 10 
percent of each deposit in the vault as a reserve, then 
if customers collectively want to withdraw more 
than 10 percent of the total amount on deposit, the 
bank will fail. 

As Carlos and I explain in our book, How Privatized 
Banking Really Works, many Austrian economists 
are opposed to fractional reserving banking per 
se. They view it as fraudulent and economically 
disruptive. Because of the evolution of financial 
practices and legal rulings, it is now the case that 
commercial banks can literally create money out of 
thin air when granting new loans.

The Austrians who follow in the tradition of Murray 
Rothbard stress that banking doesn’t have to be like 
this. Commercial banks could distinguish between 
the functions of (a) warehouse and (b) credit 
intermediary, by offering different types of accounts. 
A true 100 percent reserve checking account would 
require a small fee from the customer, but would 
otherwise be a perfectly secure way to enjoy the 
conveniences of safekeeping large amounts of 
money, and being able to spend it via check or debit 
card. On the other hand, if the customer wanted 
to earn interest, he’d have to lend the bank money 
by putting it into a genuine savings account (or by 

buying CDs), where he couldn’t access the money 
immediately.

In the early years of the Great Depression, there 
were three great waves of commercial bank 
failures. I should stress that (as usual) government 
intervention played a large role in this outcome, 
beyond the existence of fractional reserve banking. 
In particular, “unit banking laws” greatly restricted 
the ability of banks to engage in branch-banking in 
different U.S. states. Therefore, if one region (e.g. a 
community highly dependent on loans to farmers) 
suffered major investment losses, the banks in that 
region would go down, because they were not tied 
to a larger, national institution. To get a sense of 
the importance of this fact, note that not a single 
bank failed in Canada during the Great Depression, 
arguably because branch banking wasn’t restricted in 
our neighbor to the north. (For more details, see my 
book on the Great Depression.2)

When commercial banks began failing, customers of 
other banks became nervous and began withdrawing 
their funds too. However, even here I want to 
mention that it wasn’t simply a free-for-all; research 
suggests that the banks that failed typically really 
were in financial trouble. In other words, it wasn’t 
simply an irrational public rushing to get their cash, 
but rather that people would catch wind of the fact 
that their particular bank was in trouble and then 
they’d run— thus sealing the bank’s doom.

One of the very first acts of the newly installed 
Roosevelt Administration was to intervene in this 
process. (Note that at that time, presidents were 
inaugurated on March 4.) Here’s how H&S describe 
it:

“This was the Banking Holiday of 1933. As one of 
its first acts, the new Roosevelt Administration on 
6 March 1933 closed every bank in the country. 
Congress then hastily passed the Emergency 
Banking Act on 9 March, validating the President’s 
action, extending the holiday, and empowering the 
President to license banks to reopen when they were 
found to be in satisfactory condition. Such banks 
were allowed to reopen on 13 March in the reserve 
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cities and on 15 March in other places. However, 
2,100 banks never reopened at all, bringing the total 
number of banks that failed during the Depression 
to 9,100, or 38 percent of the number of banks in 
existence in June 1930 before the collapse began.”

Clearly this was an abysmal performance for the 
U.S. commercial banking sector, though to repeat 
it is unclear what would have happened had there 
been no restrictions on nationwide banks opening 
local branches in various states. And naturally, if 
the banking sector had operated on Rothbardian 
principles—i.e. where checking accounts were 
backed up 100 percent—then there would have 
been no question of bank failures or availability 
of customers’ money. There’s never a “run” on 
a storage facility where college kids store their 
furniture, for example, because that property is 
genuinely being warehoused.

LIFE INSURANCE DURING THE 
DEPRESSION

We have seen what happened to the banks during the 
early years of the Great Depression. What about the 
life insurance companies?

The number of life insurance companies did decline 
in these years, from 438 at the end of 1929 down to 
375 at the end of 1933. Note that this decline of 14 
percent was far lower than the 38 percent drop in the 
number of commercial banks during a comparable, 
but not identical, period.

Yet even this comparison may be too generous to 
the commercial banking sector, and too harsh to 
the insurance sector. Just because a particular life 
insurance company in, say, 1931 was taken over by 
a healthier competitor, doesn’t by itself tell us what 
happened to the customers of the failing insurer. I 
have seen (admittedly biased) insurance agents claim 
that not a single customer lost his or her assets as 
represented by whole life insurance contracts during 
the Great Depression, and thus far I have found 
no evidence to dispute these claims. (If any LMR 
readers have official sources either backing up the 
claim or refuting it, please let me know.)

To get a sense of the relative health of the insurance 
sector, we can quote from H&S:

On the surface, insurance companies were far from 
failure during the Depression. Official statements 
of the companies showed asset values comfortably 
in excess of policyholder reserves during the entire 
period. According to these documents, life insurance 
companies were in robust condition, even at the 
nadir of the Depression. At the end of 1932 the total 
assets of all U.S. life insurance companies were 
reported to be $20.7 billion, some $1.4 billion in 
excess of total liabilities, and $2.9 billion in excess 
of policyholder reserves [the present discounted 
value of expected future beneficiary payments— 
RPM]. Total capital of the insurance companies was 
reported to be $1.4 billion or 7 percent of total life 
insurance assets.

However, H&S go on to warn the reader that these 
official statements were potentially misleading, 
because the insurance companies weren’t valuing 
their portfolio of assets at prevailing market prices. 
For example, investment-grade bonds not in default 
were valued on their books at cost (adjusting for 
accrued amortization). In today’s parlance, the 
seemingly rosy report quoted above was not done 
with “mark-to-market” accounting.

Why would this matter? So long as the insurance 
companies were fine on a cashflow basis (and they 
generally were), what would it matter if the official 
market value of their assets temporarily dropped, due 
to the extraordinary financial crisis?

The potential problem was that a cashflow crunch 
could force the insurers to begin selling off 
their financial assets, in order to meet customer 
obligations. H&S provide some of the details:

“Insurance companies… stood in a perilous 
condition at the start of 1933. During the Depression 
policyholders markedly accelerated the rate at which 
they drew on the savings and credit features of their 
life insurance contracts. Cash surrender payments 
tripled, rising from $448 million in 1929 to $1.3 
billion in 1932. As a result, insurance companies’ net 
cash flow dropped dramatically, from $1.5 billion 
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in 1929 to $655 million in 1932. This limited the 
insurance companies’ ability to restructure their 
portfolios.

The dramatic increase in policy loans further 
restricted insurance companies’ portfolio choice. 
Total policy loans at all companies rose from $2.4 
billion at the end of 1929 to $3.8 billion at the end 
of 1932. At the latter date they accounted for 18.3 
percent of insurance companies’ reported assets.”

As Carlos and I explain more fully in our book, 
the issuers of whole life policies must invest the 
premium payments into various assets, to ensure 
their ability to pay the contractual amount upon 
death or maturity of the policies. The policyholder 
himself gets “first dibs” on these investable funds, in 
the form of a policy loan.

From the insurer’s viewpoint, policy loans are 
incredibly safe, because the underlying cash value 
on the policy serves as collateral. However, policy 
loans do have a downside, in that they are relatively 
illiquid (an insurer would have difficulty selling 
a given policy loan to another institution) and 
their payback schedule is uncertain. What H&S 
are emphasizing is that the pronounced increase 
in policy surrenders and policy loan requests in 
the early 1930s boxed the insurers into a corner, 
where they couldn’t invest their incoming premium 
payments the way they may have liked, given the 
rapidly changing economic landscape. 

We come now to the punchline. H&S report that in 
addition to the well-known banking holiday, there 
was also an insurance holiday:

“The advent of banking holidays… further 
aggravated the situation of the insurance companies. 
With the banks closed or allowing withdrawals on 
only a restricted basis, people turned to their life 
insurance for cash. Like the banks, the insurance 
companies were faced with the possibility of a run 
that would force them into failure. 

Rather than permit this to happen, the states took 
emergency measures. On 6 March 1933, the New 
York state legislature passed an act suspending 

the state’s insurance law and empowering 
Superintendent of Insurance, George S. van Schaiek 
“to make, rescind, alter and amend rules and 
regulations imposing any condition upon the conduct 
of any insurers which may be necessary or desirable 
to maintain sound methods of insurance and to 
safeguard the interests of policyholders, beneficiaries 
and the public generally,” during the emergency… 
The law took effect the following day and applied to 
all companies licensed to do business in New York 
state, not just those headquartered in the state.

Thus, the New York law covered most of the country’s 
insurance companies. In any case, it was soon 
copied by twenty-eight other states. The insurance 
holiday was under way.

On 9 March 1933, Superintendent van Sehaiek 
issued the first regulations following a meeting with 
representatives of the leading insurance companies. 
Effective immediately, insurance companies were 
prohibited from paying cash surrender values 
or granting policy loans in cash, although each 
policyholder could obtain up to $100 in the 
case of dire and demonstrated need... Moreover, 
policyholders could not withdraw any sums that 
they had left on deposit with the company. However, 
insurance companies were strictly enjoined to 
continue payment of death claims, annuities, and 
matured endowments…

The insurance holiday remained in effect long after 
banks had reopened their doors, although its terms 
were progressively liberalized.  On 3 April 1933, the 
New York state regulations were amended to permit 
insurance companies to grant policy loans or pay 
cash surrender values for specified purposes such 
as the payment of rent or taxes where the insurance 
company “was satisfied that the applicant has no 
other reasonable means of meeting the necessity.” 
Policyholders were also permitted to withdraw 
all deposits made after 9 March 1933 and part of 
the deposits made prior to that date. On 7 June 
1933, the New York state regulations were further 
amended to permit policyholders to obtain policy 
loans or cash surrender values upon stating in 
writing how they intended to use the proceeds. Thus, 
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the insurance company no longer had to verify the 
policyholder’s need for the money… On 7 September 
1933, van Sehaick declared the emergency over, 
and on 9 September 1933 all restrictions on policy 
loans and the payment of cash surrender values were 
removed six months after they were first imposed. 
The insurance law was back in force.” [Bold added.]

Although the insurance “holiday” is disconcerting, 
and shows that the contrast between banks and 
insurers during the Great Depression was not as stark 
as some may have thought, even so there is a very 
important difference that H&S don’t highlight in 
their own discussion.

It is crystal clear that the commercial banks were 
failing—by the thousands—and that customers were 
losing money, before the federal government stepped 
in to rescue the banks from their own precarious 
position in 1933. There was a total suspension of 
bank activity, meaning customers could not get their 
money at all. Furthermore—what H&S don’t bring 
up at all—even after the holiday was ended, the 
banks were still in a terrible position, as I explain 
in my book on the Great Depression (a story more 
elaborated in the sources I cite there).

In contrast, H&S haven’t really shown us that 
customers were hurt by the insurance companies. 
Their own figures and discussion show that going 
into 1933, the industry as a whole was still able to 
make its contractual payments (including policy 
loans), but that its ability to do so was being pushed 
to the edge. Even when the state governments 
intervened to provide relief, the insurers’ core 
business—providing death benefit payments to 
beneficiaries—was never interrupted. (Annuities and 
maturing contracts were also paid out in full, with 
no interruption at all.) Furthermore, policyholders 
were still able to get $100 in policy loans, so the 
suspension even here was not total.

CONCLUSION

Though the state-government- imposed insurance 
holiday no doubt was a burden to many people who 
wanted to obtain policy loans or to surrender their 
policies outright during the key months in 1933, it 

would be grossly inaccurate to conclude (as H&S 
seem to want to) that insurance customers suffered 
more than banking customers. All things considered, 
the conservative insurance sector weathered the 
Great Depression far better than the commercial 
banking sector. In fact, as happened after our most 
recent financial crash, many insurers saw a big 
increase in business in the immediate aftermath of 
the 1929 crash.

In future articles I will fill in the details of the fate of 
insurance policyholders during the Great Depression. 
My point in the present issue was to go through 
a hostile take on the matter—put out by authors 
sympathetic to the commercial banking sector—and 
show that their own analysis shows the relative 
superiority of insurance during our nation’s most 
terrible financial episode.
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MassMutual May Terminate 
Agent Contracts, Reject 
Applications Associated with 
Infinite Banking 
by Ryan Griggs

In January 2023, one of the largest life insurance 
companies in the world circulated an internal memo 
blasting Infinite Banking. I respond.

Super Fun Disclosures
First, let’s get the required disclosures out of the 
way. As a licensed life insurance agent, I don’t 
represent MassMutual, nor have I ever, nor do I 
intend to seek a contractual relationship in a sales 
capacity with the company.
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Second, nothing in this article should be taken as 
disparagement against MassMutual. I’m as capitalist 
as they come, so MassMutual is perfectly within 
their rights to treat their salesforce as they see fit, 
within the bounds of the law. I neither object to nor 
endorse their decision to exercise such authority. 
None of what follows should be taken as advice 
or instruction to do or to not do business with 
MassMutual. Always talk to a qualified, licensed 
financial professional before doing anything with 
your money.

In this article, I deal strictly with historical facts, 
general ideas, and my own experience of the 
industry.

Reprehensible Sales Tactics
The MassMutual memo rightly condemns certain life 
insurance sales practices. These include:

• Positioning life insurance as a checking, savings, 
or retirement vehicle, or something other than 
life insurance.

• Failing to provide complete whole life policy 
illustrations that include all legally required 
disclosures and guaranteed values.

• Advocating large, one-time, up-front premium 
payments, potentially to facilitate money 
laundering\Failing to properly educate clients 
on the mechanics of policy loans, policy loan 
interest accrual, and the effect of rising interest 
rates.

• Disregarding the value of the death benefit on 
whole life insurance.

• Encouraging the use of policy loans to pay for 
everyday expenses to boost premiums and sell 
policies.

• Violating Unfair Trade Practices regulations that 
outlaw the mischaracterization of life insurance 
as anything other than life insurance.

• Referring to premium payments as “deposits.”

This sort of stuff is out there, and for what it’s 
worth MassMutual is right to condemn these 

practices. Of course, to my knowledge, literally 
every life insurance company with a presence in the 
Infinite Banking world either has or would eagerly 
condemn these tactics. We would and do join them.

Given their concerns — whatever they may be — 
over the use of these sales tactics by some of the 
salesforce, in the memo, MassMutual threatens 
to cancel agent contracts if an agent associates 
MassMutual or its products with the Infinite Banking 
Concept.

The company reserves the right to reject life 
insurance applications if the policy for which the 
proposed owner applies is “based on such a concept 
or strategy” as the Infinite Banking Concept.

And still further, the company solicits reports from 
their salesforce should an agent learn of another’s 
use of “banking”-related terminology in their 
marketing.

It would seem MassMutual is not interested — with 
prejudice, you might say — in Infinite Banking 
Concept-type business.

As I say above, such is their right, and I 
would defend their right to discriminate in the sort of 
business they’re willing to consider.

The Infinite Banking Concept was Not Created as a 
Sales System for Life Insurance Agents

Life insurance companies, generally speaking, 
have never liked the word “banking” in any way 
associated with the marketing or sale of life 
insurance.

And look, I get it, it’s a litigious world and the fact 
of the matter is that there are agents out there — just 
like there are bad actors in any business — who will 
do and say anything to get paid.

Nelson Nash used to point out that no one individual 
or company has a monopoly on language. He would 
point out how the side of a river from which you 
might push a canoe is called a river bank. A pile of 
snow that collects alongside a mountain cabin is 
called a snow bank. If you go to donate blood, you’ll 
likely do so at a blood bank.
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He was also extremely clear, and bonafide IBC 
Practitioners are too, that a dividend-paying whole 
life insurance policy built for the IBC is not a 
replacement for a checking or savings account (I 
mean, where would the premium come from?).

If you are one of the dwindling minority who had the 
opportunity to know Nelson, you know how he felt 
about tax-qualified retirement plans. You probably 
know how he felt about the very idea of retirement 
in the first place! In his public seminars he would 
point out the whole idea is socialist in its very nature 
and origin, stemming from German dictator Otto von 
Bismarck who subscribed to the zero sum economic 
fallacy. The idea is that there is a fixed number of 
jobs in an economy, so you’ve got to tax the citizens 
in order to pay the seniors to “retire” and leave their 
scarce jobs so that the young people would have 
something to do.

That is, it might sound a bit silly to anyone who 
knew Nelson Nash that he would advocate in the 
Concept that he came up with that you should use 
life insurance to replace a bank account or plan for 
conventional retirement.

In the pages of this blog and on the Banking with 
Life podcast with my mentor James Neathery, we’ve 
repeatedly blasted the tendency in the contemporary 
life insurance marketing footprint to neglect the 
death benefit of whole life insurance.

In fact, cash value only exists on a policy because 
there’s a death benefit. Death benefit is a future cash 
flow and cash value is the net present value of that 
future cash flow. Without a death benefit, there is no 
cash value.

As James points out, on policies sold currently in 
the United States, the cash value will equal the death 
benefit at age 121. This is another way of saying that 
the net present value of a future cash flow will equal 
the magnitude of the future cash flow in the instant 
that the “present” meets the “future.” He asks, “so 
do you want a little death benefit, or a big death 
benefit?” 

One of Nelson’s rules was to think long 

range and don’t be afraid to capitalize.

Nowhere in any of Nelson’s work did he ever teach 
that the thing to do with a whole life policy is to 
design the composition of one’s premium outlay by 
smashing the base premium down to nothing, or as 
close to it as possible, in order to maximize the PUA 
premium portion.

Doing so constitutes a violation of both the 
admonition to think long range and to be unafraid to 
capitalize.

The ultra-high PUA premium, vehemently anti-base 
premium policy design mantra is obsessively short 
term-oriented. It’s meant to juice cash value growth 
relative to total premium outlay in the earliest-
possible years of a policy. This tactic is marketed as 
“improving efficiency” or boosting so-called “policy 
performance.” The implicit notion is that generating 
more total cash value than one has paid in premium 
since when the policy was started is per se the 
correct goal.

Therefore, this approach is fundamentally short-
term oriented and demonstrates a refusal to 
capitalize; meaning, a refusal to embrace the near-
term illiquidity (where cash value is less than one’s 
total, cumulative premiums). It is a direct violation 
of the teachings of Nelson Nash.

Now, watch me here, this does not mean that you 
necessarily shouldn’t take this approach.

What it means is that if you want to do what Nelson 
Nash taught, then you might consider another piece 
of advice from Nelson: rethink your thinking

The fact is that the ultra-short term oriented policy 
design approach results in what I call significantly 
reduced PUA premium “capacity.” This means that 
by so heavily weighting annual premium payment to 
PUA in early years, and thereby disproportionately 
emphasizing short-term cash value growth, 
the policy owner will have to reduce and 
ultimately stop paying PUA premium much earlier 
than he or she otherwise would have to, in order to 
retain the preferable non-MEC tax status over time.

As I show in Lecture 6 of my (free) Whole Life 
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Insurance Mechanics series on YouTube, the result 
will be much less PUA premium — and much less 
premium in general — payable into the policy over 
one’s lifetime. Consequently, total cash value growth 
in the policy in the long run will be much, much 
lower than it otherwise could have been.

Whole Life Insurance Mechanics: From The 
Perspective of Nelson Nash’s Infinite Banking 
Concept, Lecture 6.

Curiously, the agents we’ve seen market whole life 
insurance with this sort of premium design tend to be 
the same ones who advocate taking maximum policy 
loans as soon as possible to go invest. As I’ve heard 
one marketer say, “you don’t make your money in 
your policy, you make your money outside of the 
policy.”

Predictably, this fundamental unwillingness to 
capitalize and to just pay the premium often results 
in very high policy loan balances. Such a loan 
balance can grow to exceed the cash value in a 
policy. Companies call this situation an “overloaned 
policy.” An “overloaned policy” is another term 
for policy lapse. Whole life policies cannot have loan 
balances that exceed the cash value. Such a situation 
results in a potentially tragic tax event for the policy 
owner (not tax advice, talk to an accountant before 
doing anything with your money, etc.).

This is yet another reason why it is not advisable 
to take this approach to policy design, funding, and 
management. Bonafide IBC Practitioners (agents) 
and small-p practitioners (consumers) know this — 
or at least, they should.

I suspect that the proper long term-oriented 
perspective required for genuine IBC 
implementation is what motivates much of these 
unadvisable sales tactics, including the employment 
of terminology that very well could confuse the 
prospective consumer.

Just look on some of the websites and social media 
channels of these online marketeers. Many of 
them fail to ever mention the name Nelson Nash, 
or Becoming Your Own Banker, or the Nelson Nash 

Institute, or whole life insurance. But you will find 
contemporary investment jargon aplenty: “passive 
cash flow,” “hack your cash flow,” “mailbox money,” 
“[insert single digit numeral of your choice]x your 
income,” “how to quit your day job and retire in 4 
years,” “learn the cash flow tactics of the millionaire 
class,” “how to manage money like Rockefeller,” 
and so on.

In my experience with the ex-clients of those 
who endure these marketing-blitz programs and 
ultimately become customers, I’ve learned of the 
general lack of policy owner service provided after 
the eventual sale of a policy. It’s no wonder this sort 
of business leads to a dis- or mis-educated consumer, 
who may — potentially rightly! — complain to 
companies, industry watch-dogs, or regulators

Here’s a fun question you can ask your prospective 
insurance advisor: What’s your persistency record 
with your preferred carriers?

In life insurance sales, persistency refers to the ratio 
of policies sold and kept inforce to those sold. If an 
advisor sells 10 policies, and one is surrendered, 
typically within some predefined time period like 
three to five years, then that advisor’s persistency 
with respect to those policies is 90%.

Advisors with high persistency (let’s say 
85% or better) sell policies that people keep. 
Advisors with low persistency sell policies that 
people surrender or that lapse.

One would think that life insurance companies might 
cancel agent contracts with consistent track records 
of low persistency, but many don’t or take their 
sweet time getting around to it. I often find it curious 
that some companies get upset with some agent 
sales practices when the companies themselves issue 
and maintain the agent contracts. Some companies 
go even further and explicitly design products 
with actuarial mechanics that support the hyper 
short term-oriented advisor’s sales tactics. Some 
of these companies do this so that an advisor can 
print a whole life illustration that was deliberately 
designed to show higher, earlier cash values than 
the illustrations of whole life policies sold by other 
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companies. Some companies even go further and 
explicitly name these policies in such a manner so 
as to convey the special, near-term emphasis on cash 
value growth.

And I do mean some companies — in the plural. 
Don’t get any cute ideas. I’m talking about 
an industry-wide phenomenon.In reading the 
above — in returning to the teachings of Nelson 
Nash — one might reflect on a memo like that 
distributed by MassMutual and wonder, “just what 
are they talking about?” It sure doesn’t seem like 
the Infinite Banking Concept as Nelson Nash — the 
creator — taught it has anything to do with unfair 
trade practices, short-term policy design, maximum 
loan activity, increased lapse likelihood, poorly 
educated clients, poorly educated advisors, replacing 
a checking account, setting up a retirement plan, 
neglecting policy loan interest, neglecting the death 
benefit, using loans to pay for everyday expenses, 
“depositing” premiums, and paying giant first year 
lump sum premiums, much less stranger-owned life 
insurance.

The reason is that genuine Infinite Banking Concept-
style business doesn’t involve any of that.

But that’s OK!

MassMutual is doing what it thinks is best to 
protect the best interest of consumers, which I 
appreciate and respect, even if I might consider 
their characterizations — let’s say — excessively 
generalized, and their understanding of the Infinite 
Banking Concept that Nelson Nash taught (which is, 
the only one) — let’s say — lacking.

The good news is that, like Southwest Airlines, you 
have a choice when you fly.

It turns out that you are not required to go with any 
one particular company in order to implement the 
IBC in your own life. A sound advisor may even 
walk you through how to think about the question of 
company selection from the get-go! Plus, if a given 
company doesn’t want your kind of business, then as 
grown adults, we can all choose to go our own way, 
always based on our own comprehensive, informed 

perspective.

And that’s what the IBC is, isn’t it? Something you 
implement in your own life.

It’s a philosophy. It was never intended to be a sales 
tool for life insurance agents in the first place.

Closing
I completely respect the right of companies to 
impose restrictions on their salesforce, especially 
when those restrictions actually achieve superior 
outcomes for consumers.

I happen to be of the opinion that Nelson Nash’s 
Infinite Banking Concept does achieve superior 
outcomes for many clients.

Forty-second 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 8, What if I am 
Uninsurable? 
Content: Page 82-84, BECOMING YOUR OWN 
BANKER – The Infinite Banking Concept.

AND others have asked, “What if I am uninsurable? 
After all, not everyone is blessed with perfect health.” 
For those people, consider this possibility: Father 
is 50 years old and is uninsurable — or highly 
“rated” — on account of occupation or poor health. 
He wants to adopt the Infinite Banking Concept 
to provide “passive income” at his age 70 for the 
balance of his life. Please notice that I did not say 
“retirement” income — I’m dropping that word from 
my vocabulary. Passive income is money that comes 
in every year and you don’t have to do anything to 
receive it. In fact, you can’t do anything about it — it 
just appears! 

https://infinitebanking.org/what-is-infinite-banking/becoming-your-own-banker/
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The following financial professionals joined or 
renewed their membership to our Authorized 
Infinite Banking Concepts Practitioners team this 
month:

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.

New Members

• Becca Wilhite, Plainview, Texas
• Hans Toohey, Coronado, California 
• Kathy Scalzo, Corona, California
• Mark DiMaria, Buffalo, New York
• Shalaree Lamboy, San Diego (Santee), California
• Peter Simons, Woodbridge, Ontario 
• Kyle Reese, Helena, Montana

Membership Renewals

• Henry Wong, Markham, Ontario
• Margaret Zacher, Edmonton, Alberta
• Dean Myers, Nashville, Tennessee
• Ambrosio "AJ" Rodriguez, Thousand Oaks, 

California
• Brad Lowe, Homewood, Alabama
• Dennis Guy, Marianna, Florida

Mother agrees that this is a worthy goal. She is about 
the same age as her husband and they have a 23-year-
old daughter, Jill, who is in excellent health. 

To accomplish their goal, they decide to put $20,000 
per year into a policy on Jill. $10,000 will go into the 
base policy (Life Paid-Up at age 64) and $10,000 into 
a Paid-Up Additions Rider. [Illustration is on pages 
83-84 in Becoming Your Own Banker] 

They do this for twenty years and Father is now age 70. 
At this point they decide to cease premium payments 
and to start drawing “passive income” in the amount 
of $28,500 per year. This is done by surrendering cash 
values of Paid-Up Additions. This income is tax-free 
until the amount withdrawn equals the cost basis of 
the policy (the premiums paid out). 

Fifteen years later Father is 85 years old and has 
drawn out cash values of dividend additions equal to 
the premiums paid into the policy. He has no cost basis 
at all. If he is still living at this point, and wants to 
continue receiving tax-free income, he could simply 
switch to policy loans which are income tax-free. 

Assume that he dies at age 85. Note that the cash 
value of the policy is $1,110,726. This sounds like life 
insurance on Father, doesn’t it? Father paid premiums 
for 20 years — then withdrew every dollar paid out — 
on a tax-free basis — and delivered $1,110,726 to his 
daughter at her age 57. 

In this illustration, the assumption is that Jill simply 
let the insurance company manage the policy for 
the remainder of her life. Therefore, no additional 
premiums — and at her age 70 she decides to surrender 
cash values of dividend additions in the amount of 
$150,000 for the balance of her life. 

Assume her death at age 90 — and she has withdrawn 
“passive income” totaling $3,150,000 — and she 
still delivered a $2,378,391 death benefit to the next 
generation. 

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://lara-murphy.com/podcast/episode-18-guide-starting-ibc-part-2/
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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.

• Barry Brooksby, St. George, Utah
• Stephen Devlin, Gibsons, British Columbia
• Jack Burns, Algona, Iowa
• Robert Trasolini, Vancouver, British Columbia
• Kurt Berry, Elizabethton, Tennessee
• Frank Lupu, Boise, Idaho
• Stuart Gaines, Homewood, Alabama
• Michael Sparks, Clarksville, Tennessee
• John Stewart, Salt Lake City, Utah
• Russ Morgan, Vestavia Hills, Alabama
• Richard Canfield, Chilliwack, British Columbia
• Justin Craft, Birmingham, Alabama
• Kenneth Shapero, Boca Raton, Florida
• Marc Solomon, Denver, Colorado
• Don Hooser, Kailua Kona, Hawaii
• Jason Pohlmeier, Republic, Kansas
• Terry Hellenbrand, Waunakee, Wisconsin
• Eric O'Connor, Ambridge, Pennsylvania
• Merv Peters, Winnipeg, Manitoba
• Rich Gailey, Lake Mary, Florida
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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/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/

