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Disclaimer
This book has been written solely for informational and
educational purposes. No content constitutes professional or
individual-specific financial advice. While best efforts were
employed when writing this book to include accurate, verifiable content, the author or anyone else who may have been
involved in any way in the preparation of this book makes
no representations or warranties of any kind and assumes
no liabilities as related to the accuracy or completeness of
the information presented.
The author and all parties involved in the preparation of this
book shall not be held liable for any loss or damages caused,
or alleged to have been caused, directly or indirectly, by the
information presented herein.
Every individual’s financial situation is unique, and the
information and strategies in this book speak to the book’s
audience in general and may not apply to your specific
situation. You should always seek the services of a certified
financial professional before attempting or implementing
any of the strategies detailed in this book.
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Mapping Out the Millionaire Mystery is a modern,
expanded look at the Infinite Banking Concept™
originally founded by R. Nelson Nash in the early 1980s
as a result of his personal and business journey through
real estate, debt, and work within insurance companies.
Nash has inspired much of the work in this book,
and we have endeavored to take it to the next level
to help you to reclaim control of your money and
find financial freedom in this 21st century.
Read on to discover the impact that
The Money Multiplier Method can have on your life
as you map out the millionaire mystery
and step into the secrets of the wealthy.
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Two Tales of Realization

I

T CAN TAKE GREAT FINANCIAL hardship and treading

through the muck of a great personal crisis to seek out the
financial knowledge that awaits us—the kind that can help
us truly step into the secrets of the wealthy.
To help you understand that we are very much on this
journey of financial education and the road to financial freedom
with you, we’d like to take you back to where we have been—to
how we learned what it takes to reclaim control of our finances.
These are our stories of personal realization—ones in which
we’ve worked tirelessly to fund our dreams and fought in the
trenches with our debt. Emerging from the tough times of
economic downturns and depressions, we have come to build
and teach the systems that allow us all to find and reclaim
control of the money we need to thrive financially and build
long-term wealth.
1
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Brent’s Story
For fourteen years, I was a chiropractor and chiropractic coach
with several clinics across the Kansas City area. Through those
years of working as a chiropractor and opening clinics, I also
managed to rack up nearly $1 million in third-party debt.
My love of debt was something that was most definitely
not taught to me by my parents. I grew up in Florida in a
very close-knit family. My parents had a lot of love, but they
weren’t the smartest people with money. Dad was a traveling
salesman and didn’t really do much with checks and credit
cards; he was a cash-on-the-fly type of guy. When he’d
buy a boat or a car, he’d most often buy them high and sell
them low. If he came into a windfall of money, or even a
few dollars, he would spend it all. His typical cycle was to
spend and then go out and make more money. There were
times when we had to sell stuff to get by because the sales
weren’t coming in, and we had to find a way to pay the rent
or the electric bill.
For a period of time, we lived on a trimaran—a threehulled sailboat. It wasn’t a very big space in which to live, but
it was home. I clearly remember one occasion when we took
the boat from its typical port at the dock and sailed to a local
island. On the back of this sailboat was a Zodiac—a rubber
raft with a small motor. Since we weren’t permitted to bring
the boat all the way up to the beach on that island, we put
2
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out the anchor, and my mom, my dad, and I got in the little
Zodiac and headed off to the island.
As we reached the shore, we walked to the beach on the
other side of the island and went for a family swim. All of a
sudden, we looked up and saw black smoke rising in the sky.
We walked back around to the other side of the island, only
to realize that it was our boat that was on fire. Before we’d left
the boat, Mom had been cooking potatoes. There was grease
in the pan and the burner had been left on.
My parents had kept everything they owned on that boat.
All Dad’s cash (an amount I will never want to know) burned
into the ocean. The impact of that day stuck with me for a
very long time.
Fast-forward to my life as an adult. After years spent
working in sales, I went back to school to become a chiropractor,
acquiring my first chiropractic office in 2004. I quickly bought
a second office, and eventually a third, fourth, and fifth. I was
the owner of five clinics in the Kansas City area, had associate
doctors in every clinic, and had racked up far more debt than
I was aware of. My kids were thirteen, seven, and five at the
time, and I had never taken the time to calculate how much
debt I had gotten our family into.
About the same time, a chiropractic mentor of mine named
Dr. Enrich told me that I had “to get with his guy” to get my
3
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money and finances under control. I sheepishly went to a
seminar that “his guy” was putting on, and I paid attention to
what he was teaching. It looked and sounded really good, but
it also looked too good to be true. I went home, did absolutely
nothing, and went back to my daily life: paying bills, racking
up debt, and not giving money much thought at all.
Two years later, I returned to a similar financial-education
seminar. Ten or twelve of my colleagues who had attended the
previous event were there with me once again. They came up
to me, ranting and raving about this “banking concept” we
had heard about at the seminar two years prior, and how they
were using it to build their wealth, maintain control of their
finances, and keep their money in their family.
I thought to myself, there has to be something to this. There
was no way that nearly a dozen of my colleagues were lying
to me. Maybe a couple of them, but not all of them. In that
room in 2008, there was only one difference between them
and me: they had implemented the Infinite Banking Concept™
two years prior and I hadn’t.
I went home and told my wife, “We’ve got to start doing
this in our life.” I then added up all of our debts. $984,711.
Almost a million dollars. That’s what we owed to third-party
creditors for chiropractic offices, student loans, our primary
house, a boat, a WaveRunner, and an airplane. In Kansas in
2008, a million in debt was a lot of money.
4
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I told my wife we absolutely had to implement this banking
concept.
Now, my wife and I are opposites; I am comfortable with
acting fast, and she likes to think things through. She has a
master’s degree in nuclear engineering, so when I came home
and said, “We’ve got to start doing this, and I want to start
putting $2,000 a month into our whole life policy,” she said,
“That’s crazy ridiculous!”
We eventually found common ground, started the policy,
and then the magic happened. Upon implementing what I now
term The Money Multiplier (TMM) Method—our elaboration on R. Nelson Nash’s Infinite Banking Concept™—I paid
off every penny of the $984,711 in debt in just thirty-nine
months. Three years and three months!
What amazed me is that I was able to do it without working
any harder, changing my cash flow, or taking any additional
risk with our money. All I did was change one step in the
process of what I was doing with that money: I became my
own banker.
About the same time that I started my banking system, I
finally got the audio for R. Nelson Nash’s Becoming Your Own
Banker, and listening to that book changed my life forever.
Everything he wrote made so much sense; it fascinated me.
Nash and I were both pilots. When he spoke about Infinite
Banking, he related it to flying, and I related to him:
5
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I have been flying, as a pilot, for over 53 years, and
I learned early on that you could not fly an airplane
through a vacuum. It must go through an environment!
We have all seen the weather maps with the “HIGHs”
and the “LOWs.” In the Northern Hemisphere, the
HIGHs turn clockwise. A large one can cover 75
percent or more of the U.S.
So picture this situation: You are in Birmingham, AL,
with an airplane that can fly 100 miles per hour and
your destination is Chicago. The only problem is that
you have a headwind of 345 miles per hour! Regardless
of what your airspeed indicator says, your airplane is
moving toward Miami at 245 miles per hour! If you
want to go to Chicago, that’s a very good time to get
your airplane on the ground—quickly!
Have some patience, and the air mass will move on—
they always do. When the HIGH gets directly over
the top of you, there is no headwind. You are now
covering the ground at 100 mph. And now, the “arrival
syndrome” comes into play. You conclude that “you just
can’t do any better than this. This is the ultimate solution.” Nonsense! Have more patience, and the air mass
will continue to move on. Now you have a tailwind of
345 M.P.H.! Plus your airplane is moving at a speed
of 100 mph. Your ground speed is 445 M.P.H.! That
is impressive, isn’t it? But, you see, it is much more
6
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impressive than most people think. Everything you do
in the financial world is compared with what everyone
else is doing! Ninety-five percent of the American public
is doing the equivalent of flying with a 345 miles per
hour headwind. If you have a 345 M.P.H. tailwind, the
difference between you and them is twice the wind!
That is a difference of 690 M.P.H.!
Most people in this situation concentrate all their attention to trying to make the airplane go 105 M.P.H.!
They would do well to spend their energy instead of
controlling the environment in which they fly. You
can’t do that in the airplane world—but you can in
the financial world. You can do it by controlling the
“banking equation” as it relates to you.
Nash taught that creating our own banking system was
like creating a “perpetual tailwind.” He stated that while there
were (and are) many “financial gurus” out there who speak
to our getting out of debt, they do not address the tailwind
factor—controlling the financial environment. Nash stated
that choosing to control the environment is “the most profitable thing you can do over a lifetime.”
Within me was an undeniable passion to share The Money
Multiplier Method with others. I became a licensed producer
in another office, and five years later, I founded The Money
Multiplier, LLC. I’m always looking for the next gig, the next
7
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event, because I want to be the guy who is there for that person
who is just the same as I was in 2006—hesitant about doing
something so new, so outside of the box, that it sounds way
too good to be true.

Chris’ Story
Over the course of twenty years, I’ve built and navigated sixteen
businesses. Everything that I’ve been able to create today has
come, in large part, to what I’ve learned first-hand from the
financial struggles I faced growing up, and what I endured
through the 2000 and 2008 recessions.
I have learned what it takes to build something from
next-to-nothing, and I’ve had to do it several times over in
my adult life. In the early 2000s, all of my money was in the
stock market, and it vanished when the tech bubble burst.
Every penny I made was going back into my skateboard and
snowboard business, as I had recently expanded. The banks’
lines of credit were my main source of money. When the
planes hit the towers in September 2001, so many things went
wrong. I had to step back from my business and go get a job
as a financial advisor.
I had always been fascinated with making money and
with how money works. When I saw the movie Wall Street,
I was fixated. Working as an advisor was a blessing amid a
truly hard time of abandoning my love for my skateboard and
snowboard stores. It was when I truly started learning about
8
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what life insurance and investments were. My first year in
business, at twenty-five years of age, I made $74,000. I started
really saving and putting money into life insurance plans long
before I knew what Infinite Banking was.
When the market crash hit in 2008, I was a real estate
investor, deep into a strip mall development. I had borrowed
money from all the wrong people and I was literally one
payment away from being bankrupt. My life insurance policies
were all loaned out, my 401(k) loans were exhausted, and I
had maxed out all of my credit cards.
By the skin of my teeth, I made it through 2008 and
started buying real estate again. The only problem was that I
was doing it the old-fashioned way. I had no idea how private
money worked. I had never really understood that I could just
go to other people and borrow money. So I just kept building all
these rental properties, and I was working my tail off doing it.
Then, in 2014, I reached thirty-six rental units and went
to buy another one, when the bank notified me that I had
hit my debt-to-income limit. They froze my lines of credit
because they didn’t want to loan me any more money. I had
made all of my payments on time, and my credit scores were
good. I was the proverbial good steward of the banks, but I
didn’t understand how money really worked. When the bank
locked everything up, I couldn’t finish renovating the properties I held, and I couldn’t make ends meet.
9
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After not being able to buy that next property, things
took a turn for the worse. I had to sell every property I owned,
including the dream house that my wife Lorissa and I had
bought and renovated. I couldn’t keep the machine going. I
knew how to work hard, but I didn’t yet know how to work
smart and actually build and keep wealth.
The truth is, I have always been great at working hard to
make money. Growing up in a lower-middle-class family, I
couldn’t just ask for something I wanted and get it. Asking
my mom, “Hey, can I have twenty bucks?” wasn’t an option.
When I was young, my mom would pay me a dollar to do
a chore. As a teenager, I was big into BMX, skateboarding,
snowboarding, and dirt bikes—activities that all required money.
When I wanted skateboard sneakers, a new board, fuel for my
dirt bike, or a four-wheeler, I had to go out and mow lawns or
clean the neighbor’s horse stalls to earn the money to buy them.
Making money to get the things I wanted was something that
I came to enjoy. I also thought it was what I had to do.
One summer, my mother got me a black, handmade
wooden box. She told me it was to help me save some of my
money. With every dollar that I’d make from working across
the street at my neighbor’s horse stalls or at my friend’s dad’s
farm, I’d come home and give whatever I had left (after paying
for a soda or dirt-bike fuel) to my mom. She’d put it inside
the box.
10
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When I wanted something new—a go-kart or new tires for
my four-wheeler—I’d set a goal of how much I would have to
save to make it a reality. If the tires were $60, I’d save $60. If
I wanted to ride my dirt bike, I needed fuel; if I needed fuel,
I would have to work. My mom would always let me know,
“Hey Chris, you’ve saved enough to do that.”
At sixteen, I started working in restaurants because that’s
what you do when you’re sixteen in rural New York. I also
wanted a brand new Kawasaki 125 dirt bike. It would be my
first new bike. All summer long, I worked at Wide Waters
restaurant. I gave my mom 100% of what I made, and she
put it all in that little black, wooden box.
I had no idea how much money I had, and the day that
Mom and I went to look at the Kawasaki 125, she surprised
me by saying, “What if you could have it right now?”
I had saved enough money for my first brand-new bike.
I rode that bike every single day. It was my pride and joy. I’d
come home and polish it so it always looked brand-new.
Long before I ever understood what Infinite Banking was,
my mother taught me the power of being my own bank—all
through the power of that little black, wooden box.
Fast-forward to 2014, when my friend and lender Mike
Baird and I met in Utah at the Cheesecake Factory. He told
me about “this thing” that he had learned from a man named
Brent Kesler. He told me that I had to meet Brent.
11

Mapping Out the Millionaire Myster y

As I listened to Mike tell me his story, I said, “Mike, dude,
I’m a financial advisor. What you’re talking about has got to
be life insurance.” He told me that what he was talking about
was whole life insurance, in particular, and that it worked
differently than other insurances in its ability to produce cash
flow. We went back and forth in a greater Cheesecake Factory
debate, until curiosity won and I decided that I had to learn
about “this thing” that sounded too good to be true.
I called Brent and told him that I was an advisor and that
I knew all about this stuff.
“Hold on a second,” he said. “I need you to watch a video
before we can talk.”
“No, no, no, you don’t understand. I understand this. I
don’t need to watch a video.”
“You have to watch my video,” he said.
The video was an hour-and-a-half long. After telling Brent
that I didn’t know when I’d find an hour and a half to watch
it, I walked into my basement that Sunday with my coffee—a
big coffee—set it down, got out my notepad, and started to
watch the video. An hour and a half went by so fast that it
felt like fifteen minutes. At the end of the video, I had pages
upon pages of notes and my coffee was barely even touched.
I was so blown away by what I’d seen.
12
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I was probably the worst possible student for Brent because
I thought I understood what I didn’t understand. When I saw
the video, the first thing that came to my mind was: holy crap,
this exists, and, holy crap, I’ve been missing this the whole time!
I was so intrigued—and then I was overcome with a sense of
anger for never having been shown this as a financial advisor.
Brent invited me out to Mexico to see an advanced training
session. Lorissa and I went out for three days. I was glued to
Brent’s every word. Everything he said, I absorbed. All the
other people in the room were already doing Infinite Banking,
and I was starting to see the business aspect of it.
All I could think was, people need to hear about this.
At that point, Lorissa and I were doing a lot of real estate
deals and were on our way to a filming for an HGTV pilot
episode. A lot of things were happening in our lives. We opened
our first banking policy after that trip to Mexico, and we took
my old whole life policies, which I had started back in 2004
and 2005, and moved them into the system to begin banking
with them as well.
That was how I climbed out of nearly $120,000 in debt,
got rid of all my credit cards and lines of credit, and freed
myself from all 401(k) debt. Lorissa and I immediately began
taking policy loans, paying off our credit cards, and putting
the money back into the banking policy. When I kept doing
13
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this, everything happened fast. I had so much recaptured
money from my debt and expenses. I began giving loans to
my real-estate-investing students at FlipOut Academy™ and
funded new business opportunities.
Today, I have six banking policies, and every time I look at
them, there is more and more money just sitting there, waiting
for me to do something with it. My life is a stark contrast to
that of 2014, when I was investing my money all wrong. That’s
why I have dedicated myself to using my personal journey to
empower you to take back control of your money and build
your legacies—to give you the financial knowledge that fuels
your freedom. When I tell my story today, I say, “The biggest
problem somebody will ever have with Infinite Banking is that
eventually, you will not know how to spend all the money.
You won’t know where to put all the money once you change
this one thing in your financial life.”
For both Lorissa and I, our personal challenges and circumstances forced us to become innovative with our money, which
led us to discover what we believe to be a better way to wealth
for everyone. As Infinite Banking Concept™ founder R. Nelson
Nash shares in his book, Becoming Your Own Banker, “Hardship
often helps us to see things to which we are normally blind.”
It may have taken a period of hardship for you to pick up
this book and seek a solution that is outside of the norm, but
we are glad you are here. This is a book about your money
14
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and your wealth, and the one thing you can do differently to
regain financial control and live like the wealthy.
Step inside, and we’ll map out the millionaire mystery
together.

15

The Money Multiplier Method
What if you could get all the money back for every purchase
you’ve ever made? What if you could create wealth
through the debts and expenses you already have?

S

EVERAL YEARS AGO, BRENT AND his wife attended a

motivational event in Kansas City. It was the kind of event
that featured the likes of Zig Ziglar, Brian Tracy, and Colin
Powell and was designed to promote positive thinking. As they
listened to the speakers, they were constantly encouraged to
do things differently and to think outside the box.
At the break, many of the nearly eight thousand people
in the arena rushed to the bathroom. There was a line for
the women’s bathroom, a very long line. Brent and his wife
took one quick glance at the line and decided to find another
bathroom.
17
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After a ninety-second walk around the corner, they found
a second bathroom, located right behind the concession stand.
It had twenty empty stalls. Empty.
As they walked back to their seats, they passed the long
line of people at the other bathroom.
“Hey, all, walk down there ninety seconds and there’s an
empty bathroom. Nobody’s there,” Brent said.
Not a single person stepped out of line to go to the empty
bathroom. Not one. Brent and his wife looked at each other,
astounded. They were at a conference that promoted outsidethe-box thinking and were there to “change the world,” yet,
not a single person moved. They were all inclined to do what
everyone else was doing.

Doing One Thing Differently
We’ve been taught that money works in a certain way. It is
costing us our financial freedom because we are doing things
with our money that we’d never do with the things that money
buys. If you are like most Americans, you’ve spent your entire
adult life paying the banks, your creditors, and your expenses.
At the same time, you’ve watched your retirement funds and
legacy drastically fluctuate or evaporate in the markets.
Most of us are directing our financial focus to places or
investments over which we have no control—those that are tied
to the markets—because it’s what we’ve been told to do, and
18
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it’s what everyone else is doing. Well, everyone else isn’t always
right—especially when they’re waiting in painfully long lines
when there are empty bathroom stalls ninety seconds around
the corner.
Getting out of the mud of any current financial struggle,
and getting to the top of the mountain only becomes easier
when you’re using the right vehicle and operating it to its
maximum efficiency. It all begins with thinking differently
about money.
In a viral YouTube video called “The Backwards Brain
Bicycle – Smarter Every Day,” narrator Destin Sandlin talks
about how he was taught to ride a bike when he was really
young . . . though everything changed twenty-five years later
when his colleague Barney called him up. The welders at his
office were geniuses and liked to play jokes on the engineers.
They had built Destin a special bicycle and wanted him to
try to ride it.
The welders only changed one thing about the bicycle:
When you turned the handlebars to the left, the bike went to
the right. When you turned the handlebars to the right, the
bike went to the left—the opposite of what we are used to.
Destin tried to ride the bike, and he simply could not do
it. At that moment, he had a revelation: his thinking was in
a rut. He had the knowledge of how to operate the bike, but
he didn’t have the understanding. In his own words, “Once
19
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you have a rigid way of thinking in your head, sometimes you
cannot change that, even if you want to.”
The good news is that we know you can change your
thinking about money. Absorbing and adopting the understanding (more than just the knowledge) delivered to you in
this book is going to help you do just that.
It took Destin eight months to successfully maneuver the
backward bicycle. He did it by being attentive to and changing
his thinking. We want to help you to do the same with money
and wealth, in much less time.
Before you know it, you will be just like Destin, who said,
“I can’t ride a bike like you anymore,” and that will be a very
good thing—for your wealth, your family, and your legacy.
The irony of the backward bicycle is that it created forward
thinking. We want to help you realize that The Money Multiplier Method, based on R. Nelson Nash’s Infinite Banking
Concept™, is a forward-thinking way to money management
and sustainable wealth. To have true success, the one thing
you need to do and think about differently is to understand
that you can control the environment in which you operate.
Every single one of us has the power to change our financial
trajectory by stepping outside of the norm and adding one
simple step to our financial life: becoming our own bank.
Founder of the Infinite Banking Concept™ R. Nelson Nash
says, “When you own the capital, you have the control.”
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He also says, “There has got to be some honest introspection at this point, and a commitment to ‘get out of financial
prison’ must be a burning passion. This is going to require a
change in priorities in life and recognizing that controlling the
banking function personally is the most important thing that can
be done in your financial world.”1
Those who have realized the greatest financial success know
that our wealth is a result of the financial habits and strategies
we live by. The wealthiest people know differently than most.
They use a two-hundred-year-old strategy to eliminate debt,
grow their wealth, minimize taxation, and leave a legacy to their
heirs. What the wealthy know and do differently all centers
around the banking function—controlling the environment.
Robert Kiyosaki, Tony Robbins, and R. Nelson Nash all
talk about this secret. Walt Disney used it to build Disney
World. Ray Kroc used it to build the McDonald’s franchise.
Sears and J. C. Penney have similar founding stories. The
Money Multiplier Method is founded upon this little-known
but long-standing and exponentially powerful strategy used
by the top 5%.
R. Nelson Nash says, “Everyone should be in two businesses—the one in which you make your living, and the other
should be the banking business that finances whatever you
do for a living. Of the two businesses, banking is the most
important.”
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He defines the Infinite Banking Concept™, which he
founded in the 1980s, as “an exercise in imagination, reason,
logic, and prophecy. . . . It is all about recovering the interest
that one normally pays to some banking institution and then
lending it to others so that the policy owner makes what a
banking institution does. It is like building an environment
in the airplane world where you have a perpetual ‘tailwind’
instead of a perpetual ‘headwind.’”2
Before reading this book, you may have thought it impossible to have control over the environment in which your
investments sit . . . though with The Money Multiplier
Method—the modern-day, elaborate process of creating your
own banking system—you become the owner and the banker,
and you have full control over how your money is used.
This is about taking responsibility for your wealth and
your legacy, and not leaving it in the hands of the banks,
investment companies, and government.
Inside this book is the education, understanding, and
process you need to change your financial trajectory and
reclaim control of your financial future. It all stems from you
becoming your own banker, so that you can truly build your
wealth and legacy.
We’re going to teach you about a newly defined financial
mission, unveil shocking financial mysteries, detail the machine
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that will change your financial destiny, and outline the marathon thinking and requirements that will help you become the
millionaire. Finally, we’ll talk about this movement and all the
places it can take you when you free yourself from financial
slavery and regain control of your finances to generate more
money for the following:
• Retirement
• Lifestyle
• Family
• Real Estate Deals
• Legacy
You can have full control of your financial future and
how your money is used today. It sounds too good to be true,
only because most people simply don’t understand how it all
works. We will help you to fully understand how The Money
Multiplier Method works and show you that it is, in fact, not
too good to be true (as we both originally thought it to be).
We’ll give you the process to keep control and ownership of
your capital because we believe that change, for the better,
only happens when we are willing to speak up and speak out.
Financial educator and founder of Rich Global LLC and
the Rich Dad Company, Robert Kiyosaki, also teaches the
Infinite Banking Concept™ through his work. He believes in
personal responsibility and in “changing the things we have
the ability to change and control.” In Second Chance: for Your
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Money, Your Life and Our World—he argues that “many
people need a second chance to rethink what they work for.”
He says, “Each of us has the power to change ourselves. And
the easiest—and often most powerful—change we can make
is through education.”3
Tony Robbins, the nation’s top life and business strategist, says, “Contrary to popular wisdom, knowledge is not
power—it’s potential power. Knowledge is not mastery. Execution is mastery.”
When we think we know it all, we stop learning, yet we do
not know what we’ve never been taught. The greatest financial
knowledge is not taught, it’s sought out. You will step into your
power and into your wealth by seeking out, understanding,
and executing the financial truths delivered inside this book.
Next time you think to yourself, Should I or shouldn’t I?,
we want you to remember those who refused to move from
the long bathroom line and be the one who is willing to step
away from where everyone else is standing—waiting for their
lives (and financial trajectory) to change—and go where not
many others are going. We want you to start your own line,
your own legacy.
It’s time to stand out by taking back the banking functions
in your life and taking back control of your money. Let’s get
started!
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The Mission
You didn’t know the truth about money
because your parents and teachers didn’t know the truth.
Today things change. Today you learn how money really works.

E

ARLIER THIS MONTH, BRENT WAS flying back from

Greenville, South Carolina to Lake of the Ozarks in
Camdenton, Missouri. It was nearly noon when he landed
his plane, and John, a longtime airport attendee, greeted him
at the airport.
On that particular day, John opened up a deeper conversation than they had shared during their previous encounters.
He began asking Brent about his business and “the stuff
that he does.” When somebody asks Brent about his role,
his answer is always the same. He says, “I teach people how
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to build wealth through their own debts and expenses that
they already have.” It’s almost verbatim what R. Nelson Nash
used to say.
“How would you like to have a way to get all the
money back you’ve ever paid for every debt and expense
you’ve ever had as you continue to build your wealth?”
Brent asked John. “For example, John, the car that you
bought. You only bought it in one of three ways. You
paid cash for it, bank financed it, or you leased it, right?
Because I think you’re an honest guy, and you didn’t
steal the car. You had to give money to the car dealer,
the car dealer gave you the car, and everybody walked
away happy. The transaction was done. But what if I
could show you a way to not only get the car, to buy
it exactly the way that you did, but also get all of the
money back that you paid for the car?”
John said that he wished he had known Brent earlier so he
could have helped him with his money. He was in his seventies
and trying to find his way back to retirement after financial
hardship. A few years back, he was living in Olathe, Kansas,
and had retired after years of military service. He and his wife
had $400,000 at the time—and they surrendered it all to the
local “investment guy.”
There was a room at the bank where John had been banking
for years; it was where people went to see this investment guy.
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He had decided to go in because his friends who banked with
the same bank did it, his neighbors did it, the guy he played
cards with did it, and the guy he walked his dog with did
it. He figured that if everyone else was doing it, it had to be
good. Since he wasn’t overly financially savvy, he went with
the crowd and did what everyone else was doing.
“I went in the room, and before I knew it, I’d given complete
control of my $400,000 to the banker. I didn’t really look into
it. And when I didn’t hear from him for a while, I just figured
everything was going good. Then, all of a sudden, I got a call
one day. It was the investment guy. He said, ‘Hey, John, I’ve
got some bad news for you. All of your money is gone.’”
When John asked the banker where his money was, the
only answer he got was, “It’s complicated.” Everything John
owned was gone, and the bank was no longer in business.
Brent’s stomach turned as he sat with John. He wanted to
know more, but didn’t want to pry. Meeting John made Brent
think about what we do and how we sometimes don’t really
think about our money. We don’t question handing over full
control to somebody else simply because they have on a suit
and tie, look and smell good, and all of our neighbors are
dealing with them.
As a society, we’ve been taught to put our money into stocks,
bonds, mutual funds, qualified plans, IRAs, and 401(k)s. In
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other words, we’re told to give away the control of our money
to someone else, to let them play around with it.
We figure that it’s going to be OK . . . until it isn’t.
We’ve also been told that we have to go to school, study
hard, get good grades, and turn our future over to a company
or be willing to start at the bottom and work our way up.
In MONEY Master the Game: 7 Simple Steps to Financial
Freedom—a book committed to setting people up so they have
an income for life without ever having to work again—Tony
Robbins says, “We’re not about to earn our way to wealth.
That’s a mistake millions of Americans make. We think that
if we work harder, smarter, longer, we’ll achieve our financial
dreams, but our paycheck alone—no matter how big—isn’t
the answer.”
Many of you have worked incredibly hard, paid your fair
share to the government, put your money in the banks, and
moved throughout life, yet you’re nowhere near where you
want to be financially. You’ve attempted to do what your
wealthier neighbors have done, and you aren’t even close to
being financially free.
For too long, we’ve been giving up control of our finances
and unnecessarily assuming additional risk. In order to move
into becoming our own bank and living like the wealthy, we
need to begin by changing two things: how we think about
money and how we approach our spending (and saving).
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An Obsession with Spending
At the end of the fiscal year 2018, the total federal debt in the
United States was $21.6 trillion.4 That’s the highest the debt has
ever been. We’re obsessed with spending and living for today.
We are driven by the survivalist thinking of keeping up with
a society that wants the best of everything at every moment,
and we, as North Americans, are statistically not focused on
the big picture of what we truly need for today and tomorrow.
In the 1990s, Infinite Banking Concept™ founder R.
Nelson Nash studied the spending habits of American families. He maintained a close watch on the income allocated to
automobiles, housing, living, and saving. At the time of the
publication of Becoming Your Own Banker, Nash addressed
spending habits, saying that in relation to the proportion
of income allocated to each category, “This seems to be the
current situation, which doesn’t seem to change all that much.”
What Nash discovered then still applies today. He built
his Infinite Banking scenarios around “the All-American
family” because he didn’t want people to think that you have
to be rich to create a banking system that can handle all your
financial needs.5
He determined that in the average American household:
- Twenty cents of every dollar goes toward automobiles—
the cost of the car and the maintenance.
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- Thirty cents of every dollar goes toward housing.
- Forty cents of every dollar goes toward everything else
in life, including travel, food, and charitable giving.

We’re spending and giving away to others ninety cents on
every dollar. In September 2019, the current average savings
rate in North America was 8.3%.6
Our greatest financial struggles stem from focusing on
working for our money instead of having our money work
for us. Add in our propensity to spend far more than we save
without maximizing the wealth-building capacity of our
spending, and that is how we’ve found ourselves where we
are today.
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When financial advisors talk to you about your money, they
are talking to you about what you are saving—and in order to
save more, you believe that you have to take on more risk and
have less of what you want and need for your business and your
lifestyle. The Money Multiplier Method is different because
we’re going to focus on the money you are spending. If we
can take some of the money that you are already spending and
move (or transfer) it into your savings, we’ve increased your
savings rate, and we’ve done so without working any harder,
without assuming additional risk, without losing control of
your money, and without changing your cash flow.
The Money Multiplier Method of Infinite Banking is
a truly unique financial machine because it allows you to
manage and maximize your wealth, as you live and spend as
you typically do . . . versus halting your spending to save your
money in a retirement vehicle (where you have no access to your
money for many years). While both can be used in tandem,
it’s important to distinguish the two. A retirement vehicle is
not going to empower you to recapture all of the money you’ve
spent on every car you’ve ever owned, ever. We are.
Before we get into the workings of The Money Multiplier
Method, it’s important to understand how money works,
uncover the illusions of retirement freedom, and investigate
the mysteries of the third-party banking functions that we’ve
all become accustomed to.
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How Money Really Works
Everything we want to create in our business and personal
lives begins with money. Renowned American businessman
and author Zig Ziglar put it best when he said, “Money isn’t
everything, but, it’s reasonably close to oxygen on the ‘gotta
have it’ scale.”
The world is full of plans, gurus, and clutter that keep us
in the dark about our money. It doesn’t help that we have been
unintentionally misled to think that money is bad or that we’re
too dumb to understand how to make, save, and spend it (i.e.,
that we need to pay and trust someone else to do so for us).
The whole conversation in this book is about money—
how money flows, what money does, and what you do with
money—because what you don’t know is hurting you. Global
financial educator Robert Kiyosaki says, “The big shift must
come in education, not only in what we teach, but how we
teach.” Let’s talk about what money is and how it really works.
Simply put, money is just a means of exchange for goods
and services. In other words, we exchange money for food, food
for money, money for cars, cars for money, money for houses,
houses for money, money for vacations, and vacations for money.
Tony Robbins says, “At its core, money is about power.
We’ve all seen how money can have the power to create or the
power to destroy.”7 He goes on to say, “One thing is for sure:
you either use it, or it uses you.”8
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In his book, Second Chance: for Your Money, Your Life and
Our World, Robert Kiyosaki says that measuring wealth in
money will cause “the rich to become the new poor.”9
He points out several reasons:
1. Because “money is no longer money.”
2. Because “knowledge is the new money.”
3. Because the poor and middle class of today have the
opportunity to “become the new rich of tomorrow.”
Elaborating on his belief that money will cause “the rich
to become the new poor,” Kiyosaki makes the bold statement
that “our wealth is stolen via our money.”
He points out three areas where our money is disappearing:
1. Taxes – The value of our labor is stolen through taxes.
2. Inflation – Prices increase when the government prints
money.
3. Savings – As Kiyosaki says, “Savers are losers” because
banks steal savers’ wealth via the “fractional reserve
system” banking process (a form of printing money).
If knowledge is the new money, and execution is true power,
this book is going to give you the power to reclaim control of
your money—your income-producing and wealth-building
power—so that you can live the lifestyle you want, have the
retirement you want, and leave the legacy you want.
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Illusions of Retirement Freedom
Thirty-four million baby boomers are currently in retirement.10 The remainder of the seventy million baby boomers
are getting ready to retire,11 and almost half of Americans
approaching retirement have little to nothing saved.12 When
we do have something saved, and we put our money away
into retirement accounts, we give away our money (and our
power) to those who are willing to handle these accounts for
us. The trouble is that we don’t know if they’ve done a good
job until it may be too late, like John, an airport employee,
who trusted “the investment guy” all of his friends and
neighbors used, only to lose all of his $400,000 retirement
fund.
What do we really know about our retirement accounts?
You likely know if the money goes up or down, based on the
quarterly statements you get. You also may know whether
your money is invested in a low-, moderate-, or high-risk
category. Other than that, most people don’t know shit about
what their money is doing.
In his book, MONEY Master the Game, Tony Robbins
states that “Polls show that fewer than one in four trust the
financial system—with good reason!”13
Robert Kiyosaki says, “Today, millions of Americans,
through their 401(k)s and IRAs, blindly turn their money
over to people they do not know or trust. They follow the
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instructions of parrots, repeating what they have been told
to say. That’s a risky proposition.”14
When you put your money into these government-sponsored accounts, you put all of your trust and all of your
money into someone else’s hands without any guarantee
as to what will happen to your funds within the accounts.
There is no protection of your funds if “Wall Street sinks
into the New York Harbor,” as R. Nelson Nash said. “The
most dangerous thing you can do with money is put it into
government-sponsored schemes,” he concluded.
While his words may seem harsh, it is critical to consider
both the risk you are taking in the markets and with your
“investment guy (or gal)” and how much you are actually
earning within those accounts.
Are you buying into an average return, and how does it
compare to your actual return? Take, for instance, a man
we’ll call Robert Dolitte. Robert was recommended to an
investment advisor by his brother. Given that the advisor
came highly recommended, dressed nicely, and drove a nice
car, Robert trusted him. When Robert was told that this
advisor’s clients “earned an average 25% return on their
investments,” he bought in. The trouble was that after four
years, Robert realized a whopping return rate of 0%. Why?
Because of the difference between average and actual returns.
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The financial advisor was, in fact, telling the truth: the
average rate of return over four years was 25%:
[ (−50%) + 100% + (−50%) + 100% ] / 4 = 25%
When Robert was invited out to a celebratory dinner
sponsored by his advisor’s office, the celebration was short-lived
because he looked inside his account and saw that all he had
was the money he had started with, less the management fees
and taxes. On top of that, his $100 in year four were weaker
dollars; they were worth less than the $100 he’d started with
in year one.
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All this is to say that it is critical to focus on your actual
rate of return when considering where to put your money,
which is what we do in The Money Multiplier Method.
If giving up control of your finances and being marketed
unrealistic “average return” rates on your traditional investments isn’t painful enough, when you invest in retirement
accounts, you’re also giving away your good dollars today in
exchange for weaker dollars later.
When you put your money away into 401(k)s and IRAs,
you do so with the intention of getting your money later—years
down the road. You have to lock your money away for years
before you can use it. You cannot get to your money without
paying penalties and taxes, until you turn 59½. The reality
is that if you are contributing to a 401(k), an IRA, or another
qualified plan, you might as well forget about your money
since you can’t touch it today or tomorrow. The saying, “Out
of sight, out of mind” holds very true.
You also give up the opportunity to use your money today,
while the value of the dollar is still strong. This means you are
faced with the opportunity cost of not being able to put the money
toward your house, your car, your business, or your lifestyle.
Here’s a critical question: Is a dollar worth more today
or in the future?
The answer is today. You could buy more candy bars twenty
years ago for $1 than you can today.
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If you go to the grocery store today and buy milk, a steak,
and a loaf of bread, would you wait twenty years to drink that
milk and eat that steak and bread? Of course not. This is the
source of our pain and struggle around money and what we’ve
been taught to believe.
When you put money in a government- or employersponsored retirement plan—a 401(k), an IRA, or another
qualified plan—what you’re doing is buying a loaf of bread
and putting it in the freezer. In, say, twenty years, you open
the freezer and see two loaves of bread (representing the growth
of your money). Is that second loaf of bread any good? No, it’s
still freezer burned! Tomorrow’s dollars will never be worth
as much as today’s.
Robert Kiyosaki explains this by saying, “The opposite of
saving is known as the ‘velocity of money.’ Most people ‘park’
their money where they save or invest for retirement. Smart
people keep their money moving. Simply put, when you park
your money, your money loses value. When you keep your
money moving, your money increases in value.”15
The second critical question is this: Are taxes going to
go up or down?
Taxes, like most everything else, go up, and even if they don’t
go up, you will be taxed on more goods (of greater cost) than
you were in the past. Robert Kiyosaki says, “Inflation is good
for debtors and bad for savers, which is why savers are losers.”16
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The third critical question is as follows: Would you rather
pay taxes on the seed or on the harvest? In other words, do you
want to pay tax on the money you invest (the small amount)
or the money you make (the large amount)?
The small amount, right?
When you invest in retirement plans, you are violating your
own desires because you are being taxed on your harvest (the
large future amount). When you take the money out, taxation
is going to occur on that money. The only thing you’re avoiding
by taking your money out at the proper age is the penalty.
We’ve been taught to give away our good dollars today and
get paid back with weaker dollars in the future. The Money
Multiplier Method is totally contradictive to the conventional
way of thinking about money, as we are focusing on using our
good dollars today and paying back others with weaker
dollars in the future, and, as we mentioned earlier, we are
going to focus on the money you are spending, rather than
solely the money you are saving.
By having and being your own banking system, versus
relying solely on traditional investment methods, you no longer
have to lock up your cash, you no longer have to turn over
control to someone else, you can continue to spend for your
lifestyle and business, and you can realize growth guarantees
from day one.
39

Mapping Out the Millionaire Myster y

R. Nelson Nash says, “There are only two sources of
income—people at work and money at work.” You can either
continue to work hard and turn your hard-earned dollars
over to someone else to control, or you can make the choice
to think differently, become your own bank, and make your
money work for you.
It’s time to choose to be in control of your money from
the beginning and every day thereafter. The Money Multiplier
Method is built upon three foundational principles for your
life and your money:
1. Pay Yourself First. We think we know it, but it can
be hard to do. It’s easy to give away our money to
the car people, the house people, the TV people, the
electricity people, the grocery people, the school people,
the investment guy. It’s time to keep your money before
giving it away.
2. Pay Yourself with Interest. Millionaires understand
that there is a premium and privilege put on using their
money. With The Money Multiplier Method, you’re
going to learn to treat your money just as you would
the bank’s money. When you borrow money, you pay it
back with interest. If money flows out of your banking
systems, money should be put back in to replace it.
3. Recapture What You Spend. Recapturing and recycling the money you spend is one of the most powerful
processes you’ll ever learn. You can get back all of the
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money you spend on cars, your home, and even your
charitable giving and taxes, all the while building your
wealth and legacy. That’s what The Money Multiplier
Method is about!
In order to become your own bank, recycle and recapture
the interest you’re paying out to everyone else, and regain full
control of your finances, we need to investigate the system
itself—how banks really work and what we can learn from them.
Get ready to unlock the mysteries!
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The Mysteries
Until you understand the truth of how banks work,
you cannot begin to think like them and implement
the strategies that lead you to live like the wealthy.

W

HEN YOU THINK OF MILLIONAIRES, you often think

of who they are today without questioning how they got
to where they are. Most people can’t think of what came before
Disneyland and Disney World, or how they came to be. It’s
easy to assume that things came easily to Walt Disney, and
the money just flowed.
“It takes a lot of money to make these dreams come true.
From the very start it was a problem. Getting the money
to open Disneyland. About $17 million it took. And we had
everything mortgaged, including my personal insurance.”

—Walt Disney
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There’s an important lesson to be revealed when we dive
into the rich history that belongs to Walt Disney and his
empire—an empire that wasn’t always so magical.
Disney began his career with the Kansas City Film Ad
Company in Missouri in 1920. In 1922, he and his friend,
animator Ub Iwerks, founded the Laugh-O-Gram Studio in
Kansas City and began producing cartoons based on fables
and fairy tales.
Disney started his movie company with only $750 in
funding. Seeking a business loan, he visited conventional
banks. Unsurprisingly, he was turned down and was forced
to look elsewhere for funding or face the dreaded reality of
giving up on his dream.
In 1953, he realized he needed a creative solution and
started thinking outside the box. He discovered he could take
a loan from his life insurance policy with New York Life to
get the funds he needed to start his company.
His little movie company eventually blossomed into what is
better known as Disneyland and Disney World, and the Walt
Disney Company now has annual revenues of over $59 billion.
Walt Disney isn’t the only famous person to implement the
two-hundred-year-old concept of using whole life insurance
policies to fund debt and expenses and generate wealth. Joe
Biden, Ray Kroc (McDonald’s), and Leland Stanford (Stanford University) are just a few more individuals who saw a
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prosperous future by using The Money Multiplier Method and
Infinite Banking Concept™ strategies. The wealthiest families
of our era—the Rothschilds, Morgans, Stanleys, Barkleys, and
Rockefellers—all implemented similar strategies to create their
wealth. They are the same strategies that Brent used to get rid
of nearly $1 million in third-party consumer debt in just over
three years. They all used Infinite Banking and understood
how money and banking really work.
Why do the rich seem to get richer without having to work
any harder? Robert Kiyosaki speaks to two reasons why so
many among us are suffering and failing to step into the secrets
that allow us to live like the wealthy: “Millions of people are
poor or struggle financially simply because they use ‘poor’ or
incorrect words. Millions of people struggle financially because
they refer to their ‘liabilities’ as ‘assets.’”
Robert says, “It’s possible that the two most important
words in the world of money are cash and flow. Cash flow
determines whether something is an asset or a liability. If you
understand the meaning of the words cash flow, asset, and
liability, your chances for a richer life are greatly improved.
The reason most people struggle financially is because they
have lots of cash flowing out—and very little flowing in.”17
“Assets put money in [your] pocket. Liabilities take money
from [your] pocket,” he says as he explains that cash flow
distinguishes assets from liabilities. He also states that our
wealth is based on cash flow, not net worth.
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We’re going to focus on both of the sources of struggle
that Kiyosaki mentions. As we show you how banks really
work—and the strategies that they can teach you—the discussion is centered around understanding what creates cash flow.
In order to become the bank, you need to think like the bank
(and use the right words) and focus on cash flow.

How Banks Really Work
Say you have $100,000. What do you do with your money?
You take it and deposit it into the bank. For example purposes,
say that you’ve found a really, really good bank account that
pays you 4% interest. When you put money into the bank,
that money becomes a liability to the bank, because they owe
you interest. (Remember that anything that depletes cash flow
is a liability.) The bank then takes your money and turns it
into an asset by loaning it out to others. (Loans are assets to
banks because they make banks money; they create cash flow.)
Banks are in the money business—the lending business.
The money you put into your bank account gets loaned back
to you or out to someone else to buy a house, a car, etc. The
banks bring money in and move it out continuously—keeping
the money in motion, and they do so in a way that is favorable
to them from a cash-flow perspective.
If you are earning that aforementioned 4% on the money
in your account, and your bank is loaning out that money
to you (or someone else) at an interest rate of 7%, you (or
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that someone else) are expected to pay the bank back the full
amount of the loan, plus the 7% interest.* The bank is in full
control of the transaction and benefits through the creation
of the loan—the asset.
Regardless of what you want to borrow money for—a car,
house remodeling, a new deck, a swimming pool, a boat—you
are expected to pay back the loan plus interest. Therefore, if
you take a loan at 8% to buy a car, you have to pay back the
full amount of the loan, plus the 8% interest. If you want to
get a home equity line, borrowing money from the bank at
say 9%, you pay back the amount of your loan, plus the 9%
interest.* If you want to take out a debt consolidation loan at,
say, 12% and use it to pay off all your credit cards, you pay off
all your credit cards and then the loan has to be paid back to

47

Mapping Out the Millionaire Myster y

the bank, plus the 12% interest. Money is always going back
into the banking system, and the bank is in control, as they
are continuously moving money in and out.
What if we told you that through this process, the bank
made 500% more than you did with the 4% interest you were
earning on the money you have placed in the bank account?
Let’s look at the math:
- If you are earning 4% and the bank is lending it out to
you or someone else as a homebuyer at 7%, the bank is
making 3% more.
- If you are earning 4% and the bank is lending it out
to you or someone else to buy a car at 8%, the bank is
making 4% more.
- If you are earning 4% and the bank is lending it out to
you or someone else to do a home remodel at 9%, the
bank is making 5% more.
- If you are earning 4% and the bank is lending it out
to you or someone else to consolidate debt at 12%, the
bank is making 8% more.
- 3% + 4% + 5% + 8% = 20% . . . that’s 20% more than
you, but there’s more to this equation. If you make $4
on every $100 and the bank makes $20, they make five
times, or 500%, more than you!
On almost any downtown corner of every town, large
and small, you are bound to see a bank. Their buildings are
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typically the nicest buildings in town. By putting money into
your bank accounts and taking out bank loans, you are paying
for those buildings. The bank is in control of your money,
and they are taking very little risk in using your money to
loan out to others. To further protect themselves, the higher
risk you are, the higher the interest rate you are going to have
to pay, and if you are too high a risk, the banks simply won’t
lend to you.
Banks are making between 400% and 1,300% on the
money you put in and leave there each and every year. The
annual reports of banks will show you how much they are
making on the money you have there. Rarely, if ever, has this
number been below 400%.20

The Power of a Decreasing Balance
When Chris got his first new car—a Chevy S10 ZR2 pickup—
he was in his late teens and running his Phatman Boardshop
stores. Leasing that car was his biggest accomplishment at the
time—a time when he worked tremendously hard for every
dollar that went into his little black box. His payment was
$175 a month, the equivalent of what he paid himself each
week (as a teenage CEO in the late 1990s). Even though he
had all these clothing stores, Chris was still living at home
with his mom. It was hard for him to get ahead when the car
company controlled his lease payments, much like it is for any
of us who have the bank controlling our loan repayments and
interest payments.
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What happens when you finance a car or other purchase?
Infinite Banking Concept™ founder R. Nelson Nash puts it
very simply:
1. You pay interest to another party, or
2. You give up interest you could have earned.
He says, “You ‘FINANCE’ everything you buy. You either
pay interest to someone else, or you give up interest you could
have earned elsewhere. There are no exceptions.” The latter is
called “opportunity cost”—money that you could have potentially earned interest on. The solution is to create a process, a
system, that you own and control the environment—one in
which you make money on your loans. We call this process
The Money Multiplier Method, using specifically designed
whole life insurance policies as the banking system.
Even for those of you who are good with money and pay
cash for your cars, you are not outside of having to make
payments. By paying cash for your car, you’re simply making
one large payment up front, versus making monthly payments
over several years. Paying cash for your car also does not keep
you from paying interest. There is still an opportunity cost. The
$25,000 you paid for the car goes to the car dealer (money is
a means of exchange), and you have given up the interest you
could have earned on that $25,000 if it were in your bank.
Say you want to buy a car for $25,000. Let’s assume that
this is precisely the amount you have in your bank account—the
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one we talked about in the last example that is paying you a
generous 4% interest. You ask to take $25,000 of your money
from the bank to pay cash for your car, but instead, your banker
uses your account as collateral and gives you a 6% loan for
the $25,000. You go along with it.
Based on what we taught you about how banks work,
you now know that the bank will make more on the 6%
interest from the loan they gave you than you will on your
4% interest-bearing bank account. What if we also told you
that your banker actually did right by you by wanting to give
you a 6% loan rather than have you take out the $25,000 in
cash from your 4% interest-bearing account?
It’s true. Let’s look at the math:
- Your loan costs you $28,999 over sixty months ($25,000
loan + the 6% interest).
- In the meantime, the $25,000 you had in the 4% bank
account has grown to $30,525 over the same sixty-month
period.
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The reason you were better off taking the $25,000 loan at
6% and leaving your money in the bank is because the interest
charged on the money the bank loaned you is simple interest,
paid on a decreasing balance (you are paying back the $25,000
loan over time, therefore decreasing the balance upon which
interest is charged). The interest on your bank account is on an
increasing balance (you are earning uninterrupted compound
interest, which is increasing the balance in your account).
Our minds are not programmed to think that we can make
money by paying 6% (simple) interest while earning only 4%
(compound) interest. We think that if we borrow at 6% and
earn at 4%, we’re not making money, but that’s not how money
works. You can make money all day long by paying 6% and
earning 4% with The Money Multiplier Method.
Regarding loans, the Federal Reserve Bank of New York
says that there were over a million more “troubled borrowers”
at the end of 2018 than there were in 2010.21 Times have
changed, but our need for a new strategy has not. The way
we think about money needs to change.
Too often, we also get hung up on the rate of interest we are
paying without giving due attention to the amount of interest
we are paying. For instance, look at your mortgage statement
within the first seven years of your thirty-year mortgage. It
is likely that there is over 80% or more of your total house
payment going toward interest.
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The average person stays in a house for five to seven years
before he or she resells or refinances it (to attain a better interest
rate and term). If you have a mortgage and it is at a 5% interest
rate, and your mortgage payment remains the same each month,
the interest you are paying is always going to be much more
than 5% because you are not able to maximize the power of
a decreasing balance with 80% of your house payment going
to interest in the first seven years. The principal amount is
not being paid down much in the early years.
For those of you who have been in your home for over
twenty years, you may have refinanced a few times. Say you
have refinanced your home twice. That makes for a total of
three transactions of buying and refinancing. It’s not the rate
of interest that is killing us, it’s the volume of interest we are
paying! We talk about how high of a rate of return (interest) we
can get on our savings held by the banks while continuing to pay
out roughly 34.5 cents on every disposable dollar as interest.22
We are trying to get you to think about what is really
going on with your money! Banks are very smart. When you
start to think more like them, you move beyond the habits
of the average American household and step into the secrets
of the wealthy.

Compounding Is Often Misunderstood
Do you believe in compound interest? The only way compound
interest works is if your money is sitting still—remaining in
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the same place. If you remove your money from the bank, it
no longer earns compound interest.
Motion is a natural law of the universe. You wouldn’t want
to eat a fish you caught out of a stagnant pond, would you?
When we think of one business that uses compound interest,
the most common answer is banks. In all actuality, banks do
not use compound interest themselves. They pay you compound
interest and charge you compound interest, though they do not
use it themselves.
Say you make a large mark with a yellow highlighter on a
$20 bill, initial it, and take it down to the bank. If you return
to the bank in a month to retrieve that same $20 bill, you will
not get it back. The bank has not kept your money in a special
(little black) box for you. You will not ever be able to retrieve
that particular $20 bill—not in a day, not in a week, not in a
month. Why? Because as we mentioned earlier, banks are in
the business of lending money, and because of this, they keep
their money in motion.
No real businesses in the world actually have money sitting
still to build compound interest. If a car dealer doesn’t move
cars, they don’t make money. If a grocery store doesn’t move
the products off their shelves, they don’t make money. All the
institutions that promote compound interest—banks, Wall
Street, mutual funds, and insurance companies—tell us to
park our money with them, but they don’t park the money
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themselves! They keep it in motion, using it to earn interest
(cash flow) for themselves.
In the financial world, we continually hear about how
good compound interest is. If this is the case, why aren’t these
larger institutions using it? It all comes down to how we use
uninterrupted compound interest to create our wealth.
In his book, MONEY Master the Game, Tony Robbins
speaks of his interview with Burton Malkiel, the man behind
index funds. When Robbins asked Malkiel, “What’s the biggest
misstep most of us make right from the start?” Malkiel said,
“The majority of investors fail to take full advantage of the
incredible power of compounding—the multiplying power of
growth times growth.”23
The money you put into your whole life insurance policy
is put to work by the insurance company, so they are ensuring
the compounding benefits on the growth of your policy value.
At the same time, you get to act much like the banks and
keep your money in motion—by taking out loans from the
general fund of the insurance company. More on that in the
next chapter.
In the upcoming chapters, we are going to show you how
to pay off debt and recapture the interest you are paying to
everyone else, including how to get back all of your money
for every car you will ever buy, drive, and own . . . because
today, everything changes.
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Today, you become the bank. Today, you pay yourself first.
The solution to breaking free from the bonds of financial
slavery and living like the wealthy is that simple.
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The Machine
How you use the machine to build your wealth and
replicate the secrets that the wealthy already know is
what determines your capacity to live like them.

D

AVE ULLOA GREW UP HAVING everything he needed,

but not everything he wanted. He was born in New York
and raised in a humble family. His father was a deli man from
Ecuador, and his mom was a cleaning lady from El Salvador.
As a child, Dave would get his brother’s hand-me-downs,
even if they were too small. He longed for things that were
nicer and wanted the best things in life, to be successful, and
to make money.
After earning his college degree in criminal justice, Dave
became a police officer with the Los Angeles Police Department.
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The job wasn’t about making money for him, so when the
money coming in didn’t keep pace with his desire for the nicer
things in life, things got tough. Dave loved BMWs, so he got
one. He also got a Maserati because he believed in getting his
dream cars. He and his wife racked up $70,000 in credit card
debt and were living paycheck to paycheck—with two very
nice cars sitting in the driveway.
Dave had not been able to master the secrets of the wealthy
until one day when he and his wife went to visit her college
friend for dinner. This friend had married an investment
banker and lived in a stunning home in the Hollywood Hills.
Dave was immediately fascinated by how this guy, who was
about his age, had figured out the money game. Dave quickly
learned that in order to build wealth, he had to think differently—like a millionaire.
Dave wanted to get out of the “rat race,” to live in a nice
house, and to be able to travel the world with his wife. After
reading well over one hundred books on money, wealth, and
finance, attending countless seminars and trainings, and
learning from some of the best financial minds of our times,
he learned many money rules that just aren’t taught in school
or in society. He had also expanded his network five years prior
on a quest to learn the hidden truths about how the money
game works. That’s when he’d met Brent.
In 2015, Dave Ulloa became his own bank. He created
and took loans from his whole life insurance policy. He put
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10% of his money into the policy and dubbed it “The Bank
of Ulloa.” He began thinking like a bank (one that gives loans
and makes interest) and not like a consumer (one that gets
loans and pays interest).
He loaned the money for a new $79,000 BMW X5 to his
corporation and charged the corporation 10% interest on the
loan for sixty months. He and his wife paid cash for the car
and drove it off the lot. Dave gave his corporation ownership
of the car and paid the loan back to “The Bank of Ulloa” over
five years—at a rate of $1,680 every month.
Over the course of the five years, the Bank of Ulloa earned
$21,799.89 in interest from his corporation (which his corporation wrote off as an expense). On top of that, the $79,000
he had taken as a loan did not affect the policy value that
continued to grow, earning uninterrupted compound interest
over the five years.
He and his wife made money on the BWM and sold it for
$32,000 several years later. They were also able to give the car
buyers a loan at a rate of 4% interest over forty-eight months.
The interest earned went right back into their banking system.
Instead of paying the banks and other people, Dave learned
to pay himself. He began to use the banking system for his
home and other expenses and he paid off his credit card debt.
Today, he is able to get a loan for anything he wants—a stark
contrast from the life he knew growing up.
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When asked what the number one thing Dave and his wife
learned in going from broke to being known as “the blue-collar
millionaires,” he says it is the importance of “building your
financial IQ.” He believes that it takes one skill set to make a lot
of money and takes a different skill set to keep a lot of money.
Dave credits their financial success to five criteria:
1. Taking full control of where he put his money (i.e.,
not giving it away to a financial advisor to invest it for
him).
2. Having low to no risk in his financial tools.
2. Having his money grow above inflation (not so safe and
secure that you are hanging out in a savings account).
3. Being able to access his money in thirty days or less.
4. Investing in something that is for the greater good.
In his words, “Most people don’t know the rules to the
money game and therefore never win it. This is one simple
process that anyone can do to begin winning at the money
game. Yes, you can turn your depreciating liability of a car
into an asset.”

Reclaiming Control
R. Nelson Nash says, “People have abdicated their responsibility/opportunity of building their own Warehouse of Wealth
and have turned the function over to the bankers. And the
bankers have made them slaves!”24
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If you’re a business owner, one of the most important relationships you have is with your banker(s) because they control
your finances. Successful entrepreneurs have great banking
relationships. What if you could become that banker—your
own banker—and reduce the risk in that relationship, all the
while assuming greater control of your finances?
Banking is one of the most powerful systems in the world.
It represents the way for which items are paid—the financing
of a purchase. By controlling this one link in your financial
system, you would be as powerful as the banking industry
that surrounds us.
R. Nelson Nash says, “If you know what’s really happening,
you’ll know what to do.”
For far too long, you’ve been paying the banks and others
a lot of interest to fund your business or pay for personal debts.
Now, we turn the tables. By owning the bank, financing
purchases, loaning money to yourself and others, and controlling the flow of money in your life, you will find the financial
freedom you desire, just as Dave Ulloa did.
When Infinite Banking Concept™ founder, R. Nelson
Nash, first bought himself a whole life policy in the late 1950s,
he had no idea what he had gotten himself into. Unbeknownst
to him, he had unwittingly begun a banking system that would
bless his household, his family, and all of us forever.
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Nash was a forestry consultant for ten years. He studied
finance and dealt with compound interest for a long time,
witnessing what happened when there was no taxation on
growing money. After his forestry endeavors, he went on to
have a thirty-year career in insurance sales. He lectured on the
subject of life insurance for twelve years, and he knew how
dividend-paying life insurance worked. Nash also studied and
immersed himself in real estate his entire life. In the 1970s,
he got into real estate development.
In November 1980, when interest rates were over 20%, his
home was burglarized, his fifty-two-year-old brother dropped
dead from a heart attack, his granddaughter was diagnosed
with cancer at six weeks of age, and he owed $500,000 in
third-party debt. When telling the story of how the Infinite
Banking Concept™ was created, he says that it was “born over
a period of many, many months at 3:00 a.m. to 4:00 a.m. in
the kneeling position, praying, ‘Lord, please show me a way
out of this financial nightmare that I have created for myself.’”
Can you relate to Nash’s pain? Have you felt the same at
one point or another in your life—especially if you are a professional, an entrepreneur, or a real estate investor who has made
(and potentially lost) significant investments in your business?
Nash’s eyes were opened to see things that most people have
misunderstood, and because of that, he has been able to help
us all be in a position of control when it comes to managing
our family money for generations.
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The Money Multiplier Method is not a high-risk new
market strategy, but rather, a process using a two-hundredyear-old vehicle known as dividend-paying whole life insurance
to become your own bank. It is the same vehicle upon which
Nash founded the Infinite Banking Concept™.
Most people think of leaving a legacy through a life insurance death benefit, but they don’t realize the cash flow potential
these policies have. Whole life insurance is the most fundamental vehicle that the wealthiest people and institutions have
used for generations to keep their money in their families. In
The Money Multiplier Method, we use a specially designed,
high-premium, dividend-paying whole life insurance as the
machine that powers our personally owned banking system
because it allows you to be the 100% owner of each policy you
take out. This means that you have control over where 100%
of the equity of the contract is loaned out and how big the
policy (cash value and death benefit) grows over time.
There are three major aspects to your ability to reclaim
control of your finances by becoming your own bank and
creating your banking system:
1. You don’t have to lock up your money. If you are
contributing to a government qualified plan, you need
to lock your money up before you can touch it at age
59½. With your specifically designed, high-cash-value
(SD, HCV) whole life policy as your banking system,
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you have access to loans immediately, within the first
thirty days of starting your contract.
2. More return doesn’t equal more risk. We typically
associate greater return with greater risk, but that is not
the case when you use a SD, HCV whole life insurance
policy as your banking system.
3. You have guarantees. Regardless of what happens in
the financial markets, your money is guaranteed to
increase in value inside your SD, HCV whole life policy.
Let’s look at how all of these pieces come together when
you choose to become your own bank and set up your banking
system through a SD, HCV, dividend-paying whole life insurance policy.

Understanding the Machine
Life insurance, at its core, is a protection against a loss of life.
You are paying an insurance company to pay to cover your
loss, should it occur. They assess the damage and pay out
the benefit according to how the policy was initially set up.
There are two major types of life insurance: permanent and
nonpermanent.
- Nonpermanent Insurance, or Term Insurance, has a
start date and an end date. A typical term is up to thirty
years. If you, the insured, died during the term where
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you are paying premiums, the company will pay out to
your beneficiaries.
The bad news is that most term policies will often
never pay out, because death during the term will, in
most cases, be a premature death. It’s like renting a house;
as long as the renter is paying rent for the use of house,
all rights and privileges are theirs. When the lease is up,
they have no claim on the property going forward.
- Permanent Insurance or ordinary insurance, better
known as Whole Life Insurance, is good for the insured’s
whole life. When you enter into a contract with the
insurance company, they have to pay out the claim at
some point. The bad news is that point involves your
“graduation,” as we like to say.
Whole life insurance is like buying and owning a
house; you put some of the money down and move in,
even though you continue to pay toward the principal.
You have equity, which means that you have money you
can leverage. That money is known as cash value. The
cash value is guaranteed to ultimately reach the face
amount of the policy by the time the insured is between
100 and 121 years of age.
Whole life insurance policies include the following features:
1. A Death Benefit — Whether we want it or not, we
will have a death benefit to pass on to others after we
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“graduate.” If three people are all in different health,
but are each ten years apart (twenty-six, thirty-six,
forty-six), their premiums (deposits) will vary. If they
all put $10,000 deposits into their policy, the younger
one will have the largest death benefit and the older
one will have the smallest death benefit. They will all
have the same cash value in their banking policy.
2. Premium Deposits — To keep our policy, we will be
required to make regular deposits. Most people think
of premiums as the payment, but when we are putting
money into a whole life insurance policy for use as our
banking system, we need to start thinking about our
premiums as our deposits.
Premiums go into your policy and form a large pool
of money (from the number of people participating in
policies with that mutual life insurance company) in
order to pay out the agreed-upon death benefits. When
you take a loan from your policy, it comes from this pool.
Each year, at your policy contract renewal, the
insurance company will send you a premium-deposit
notice. You can automate your premium deposits by
automatic draft setup and pay monthly or quarterly.
3. Dividends — Dividends are a bonus paid to you by the
insurance company through which you’ve purchased
your whole life policy. They are a return of unearned
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(surplus) premium that has been collected by the mutual
company. In other words, when insurance companies
over-collect premiums, they pay out in dividends that
can be taken in one of four forms. First, you can take
the dividends as a check, which is taxable income. This
does limit the cash benefit you can build and does
not increase your death benefit as much. Second, you
can elect to have your dividend payments go toward
your premium, meaning you pay less out of pocket for
your premiums. Third, dividends can be placed into a
second interest-bearing account with a rate of growth
set by the insurance company. There is no option to
contribute extra to these accounts, and once you take
the money out, it cannot be put back in. Fourth, your
dividends can be used to purchase additional insurance,
which leads to the creation of greater cash value. This
is known as paid-up additions (“additional paid-up
insurance”) and also increases the death benefit.
In The Money Multiplier Method, we want to focus on
what whole life insurance can do for us while we’re alive,
versus its benefits to our beneficiaries once we’ve “graduated.”
The biggest piece of the equation is our ability to take out
policy loans to pay for our expenses and pay off our debts. As
R. Nelson Nash says in Becoming Your Own Banker, “Your
need for finance during your lifetime is much greater than
your need for protection. Solve this need through [whole life
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insurance], and you will end up with more life insurance than
the companies will issue on you.”
Choosing the right insurance company is also critical,
given our focus on achieving cash flow from the policies. At
The Money Multiplier, we consider four factors when choosing
our companies:
1. Mutual Companies — We only set up policy contracts
with mutual companies, which means that policyholders end up with dividends. These are the opposite
of stock companies—where all company profits go to
stockholders.
2. Direct vs Non-Direct Recognition Companies —
Dividends are a major boost to your policy over time,
and non-direct recognition companies will pay out
dividends regardless of your outstanding loans. Direct
recognition companies can stifle dividends due to
outstanding loans. Most of the non-direct recognition
companies we use in The Money Multiplier Method
have effectively delivered dividends for over a century.
3. Policy Engineering — Not all companies operate the
same way or offer the same products. We focus on the
companies with the whole life insurance policies that
will work best as a banking system.
4. Company Ratings and Investment Portfolios —
Salesmen will make this the first selling point, and
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while this is important to us as well, we place the cash
flow capacity of your policy as our number one criteria.
Obviously, insurance companies have underwriting guidelines based on their providing you with the contractual death
benefit. Because we are focusing on the cash flow benefits of
the policy, in some cases, a policy may need to be adjusted
to fit the insurance company’s guidelines or to accommodate
for your health and/or your age. You can fit the minimum
requirements of the death benefit by adding a temporary term
rider—an option to provide additional temporary life insurance
coverage—on the front end. Policies do not typically come
with a term rider, so you add it in. Riders come in varying
categories; some come with additional cost, and some do not.
While there can be some initial impact on the cash value
early on when we add the term rider, focus on the riders that
come at no additional cost and do not impact cash value. If a
rider is put in place that does initially impact cash value, the
benefit will far outweigh any initial cost, as the term rider is
what enables you to put your policy “in force” (make it active)
and begin your banking system.
Putting all the pieces together, here is how your whole life
insurance policy works as a banking system:
- When you sign the contract and make your initial
premium deposit with the mutual insurance company,
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they agree to a stated death benefit to be paid to your
beneficiaries upon your “graduation” from this life.
- From the very start, your whole life insurance policy
has cash value—money that you can use as collateral
for loans.
- You can take out your first loan (and we suggest you do)
within the first thirty days of starting your policy.
- Using your loan, pay off existing debt or use the money
to fund your current expenses.
- You then repay the loan to the insurance company with
interest. Treat your money as if it is that of a bank, and
pay yourself back with interest. This interest includes the
interest charge that the insurance company is charging
you on the loan (which is 5% with most of our mutual
companies). This interest rate charge is simple interest, so
if you owe 5% on a $10,000 loan, your interest payment
is $500 for the year.
- Every year, you put in your premium deposit and build
cash value that you can use as collateral to take out
ongoing loans.
The process of taking out loans from your policy merits
some extra attention because loans are much different when
you own the bank and remain in control of your money.
Loans are also different than withdrawals. When you put in
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premium deposits, that money remains safely inside your policy,
building cash value, just like when you put your money in a
conventional bank. The loans you’re taking from your policy
come from the general fund of the insurance company, not
from your money. The money you have put into your policy
through your premium deposits always remains inside the
policy, compounding and growing, and it acts as collateral
for your loans.
The insurance company will lend money to you, as the
owner, up to the amount of equity you have—the cash value
of your policy at any point in time. Your cash value acts as
collateral on the loan (from the general fund of the insurance
company) and the insurance company holds a lien against any
potential death benefit it has to pay.
R. Nelson Nash put this wonderfully in Building Your
Warehouse of Wealth: “Since it is true that a policy owner
can borrow up to 100% of whatever can be lent from [their]
policy at any point in time, then this means that the owner
has absolute and total control over the lending function of the
insurance company as it relates to the equity in [their] policy.”
He would have called whole life insurance, “a personal
warehouse of wealth system with a death benefit as a bonus.” 25
The number one reason we use this machine is because this
is what the wealthy and the elite do. It is also what banks and
Fortune 100 and Fortune 500 companies do. The number one
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purchasers of whole life insurance in the world are conventional
banks. They own more in whole life insurance than all of their
land and buildings combined. Banks have quadrupled their
portfolio since 2013 in terms of how much dividend-paying whole
life insurance they have purchased through mutual companies.26
Why are banks buying so much? Because they know
something the rest of us don’t know—or rather, that most of
us didn’t know until now. The one thing that the wealthiest
individuals and corporations use to keep control of their
money, minimize taxes, and grow their money without risk is
to reclaim control of the banking function. It is the one thing
that you can do to achieve the same.
It is important to note that the banking system is not a
product or an investment; it is a process and a tool. Yes, this
machine helps you gain wealth, but the real magic is the process
of what we’re going to do to pay off debt, pay off expenses,
and create cash flow.
Remember the three key principles of The Money Multiplier Method:
1. Pay Yourself First.
2. Pay Yourself with Interest.
3. Recycle and Recapture What You Spend.
In order to unravel your debt mess and free yourself from
financial slavery, three principles are paramount to mapping
72

The Machine

out the millionaire mystery. Tony Robbins puts it well in
MONEY Master the Game: “The ‘machine’ can’t start working
until you make the most important financial decision of your
life. The decision? What portion of your paycheck you get to
keep. How much will you pay yourself?”27
You can recycle and recapture all the money they are
paying to everyone else, create real wealth, keep your money
in your family, and leave the legacy you’ve always wanted to.
Oh, and you can get all the money back from every car you
will ever buy, drive, and own. It all happens when you make
the decision to become the bank, set up your banking system
(a specifically designed, dividend-paying whole life insurance
policy), and take the loans that are available to you.
This is about adding one simple step in your financial
life: controlling your environment by becoming the bank!
The Money Multiplier Method can act in support of your
investments, though the whole life insurance policy is designed
solely to be a banking system that enables you to take care of
all your financial needs—debts and expenses alike.
It’s up to you to set the machine in motion, and that’s
exactly what we’re going to help you do next so that you can
get the process working for you!
The Money Multiplier Method is about how you can scale
and borrow money from your whole life insurance policy. The
insurance company is the administrator of your policies and
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you are the owner; you are the bank in charge of the banking
system. Let’s take a quick look at the players—the “all-powerful
trinity”—present with the banking system: the owner, the
insured, and the beneficiary.
1. The Owner — For the purposes of banking policies, this is the most powerful person involved in
the contract. The owner has the ability to utilize the
properties of this banking policy at any time he or she
desires. Once the owner “goes into business” with a life
insurance company through The Money Multiplier
Method, the insurance company now goes to work
for the owner and will begin delivering benefits on
the owner’s behalf. The insurance company is now the
“hired help” to steward all the monetary assets. The
cash value in the policy is the owner’s to pay off debt
or invest, etc. The owner has the power and outranks
anyone else. Also, be aware that the owner may or
may not be a human being. An entity like an LLC or
a Trust can own a life insurance policy.
2. The Insured — To get a policy running, the insurance company needs a human life to assign a value
to. As you can probably tell from the word itself, life
insurance is a monetary value that gets assigned to the
future economic expectancy of a person. Because the
insurance company is agreeing to pay (life and death
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benefits) on a person’s life, they have done extensive
research on tens of thousands of lives to figure out
what these benefits should be. Also, the insured in a
life insurance contract needs to provide a company with
detail on their specific healthy body, and the company
will take that data to their actuaries and underwriters
and compare it to their pool of data. Once they “guess”
how long the insured will live—or, more to the point,
continue to make premium deposits—they will deliver
the benefit numbers back to the owner.
3. The Beneficiary — The third person in the policy
trinity is the one who is named to receive the benefits
after the insured dies. The beneficiary’s only responsibility is to collect the death benefit at the “graduation”
of the insured person. For the banking process of
The Money Multiplier Method, the beneficiary is not
nearly as important to the process that we teach than
the owner and the insured are. If and when any help
is needed at the time of transferring the death benefit
to the beneficiary, we are happy to help!
The insured can never change, but the owner and the
beneficiary can change multiple times. The owner can
also be the insured, or these can be different people. All three
persons may assume the same or a different role in any number
of additional insurance policy contracts.
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There is simplicity to using the machine of whole life
insurance as your banking system because the entire platform
is being administrated, run, by the insurance company, and
you remain the owner of the policy. Once you establish your
policy with the three key players—the owner, the insured,
and the beneficiary—you’re in the driver’s seat.
Let’s set this vehicle in motion and look at just where having
your own banking system can take you. Get ready to realize
all that you can do with the cash flow you receive through
your specifically designed whole life insurance policy.

Appreciating Depreciating Assets
At the beginning of this book, we posed two questions: What
if you could get all the money back for every purchase you’ve ever
made? What if you could create wealth through the debts and
expenses you already have?
How much of the money that you’ve spent on all of the cars
you’ve ever bought, driven, and owned do you have today? The
greatest benefit you can access today from a whole life policy is
using your banking system, your policy, to recapture the interest
you are paying to banks and finance companies for your cars,
business equipment, home renos, etc. Remember key principle
#3 of The Money Multiplier Method: Recapture what you spend.
Think about the last car you purchased. Did you pay
cash? Bank finance it? Or did you lease it? However you did
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it, the car purchase meant that you gave your money to the
car dealer and drove away with your new vehicle. What if you
had the power to recapture some, most, or all of the money
you’ve paid for all of the cars you have bought or owned? Or,
if not a car, perhaps machinery you purchased for use in your
business, or remodeling costs for your home?
Here is the real magic of being your own bank: you can
recapture the money you spend, even on purchases of depreciating assets like cars and machinery!
Let’s look at the client example below. We’re not going to
get caught up in age and death benefits here. If three people of
different ages—thirty, fifty, and seventy—are in the same health
and all put $10,000 into their policy, the youngest will have
the largest death benefit and the oldest will have the smallest.
However, we aren’t focused on the death benefit; we’re focused
on the cash available to you in your policy. If those same three
people—aged thirty, fifty, and seventy—all walk into a grocery
store with $20 each, who will be able to buy more groceries?
None of them. They will all have the same purchasing power,
so age does not matter in the conversation of cash.
In this example, the client’s premium deposits are $10,000
a year, paid annually for the first seven years. When it comes
to your whole life policy, you decide the premium you want to
put into your policy and the frequency at which you deposit
it: monthly, quarterly, or annually.
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When making the decision of how much you will deposit, it
is worthwhile to consider this point by R. Nelson Nash: “When
you get paid for your work, you put all of it into ‘someone else’s
bank’ and then write checks from the account to buy the things of
life. So ‘someone else’s bank’ gets all of your money. If you owned
a banking system, wouldn’t you want to run all of your business
through your bank?” In his book, Becoming Your Own Banker,
he goes on to say, “If this is so, then life insurance premiums
paid each year should ultimately equal annual income. . . It will
take the average person about twenty years to reach this level.”
In the example on the next page, our client, whom we’ll call
Sam Weils, is putting $10,000 a year, as premium deposits, into
this policy. He decides to buy a car in year three, and in year
eight, he decides to buy another one. When you buy a car using
your banking system, you borrow the money from yourself and
pay yourself back for the loan, plus interest, just the same as you
would borrow and pay back a conventional bank.
In year three, Sam took out a loan and bought a $20,000
car. Though, let’s make one point very clear; it’s ideal for you to
begin using the cash flow capacity of your BANK immediately
by taking a loan within the first thirty days of opening your
banking system, and to not stop paying the premium! Have you
ever deposited too much money into your bank account? We
didn’t think so! The earlier you use the money in your policy,
and the longer you put premiums in your policy, the larger your
cash value and death benefit v aluesare going to be.
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*Using a Policy to Purchase a Car: One America Whole Life 121 Policy
Non - Guaranteed Values from Policy Illustration. Created January 2020.

In this example, Sam pays himself back $ 400a month for
five years ($4,800 a year) on his $20,000car loan, which means
that he is paying himself back $24,000. In the past, you may
never have thought to pay yourself interest. You take money from
your checking account, or from your savings account, or from
under your mattress, but you do not pay yourself back, or with
interest, for having taken out that money. Becoming your own
bank is different. To live like the wealthy, you need to treat your
money the same as you would treat a bank’s money, and pay
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yourself back with interest. Remember key principle #2 of The
Money Multiplier Method! If you do not pay yourself interest,
you are essentially saying that your money is not as valuable as
the bank’s money.
Over the course of those first seven years of his policy, Sam
put in $58,000 ($10,000 a year for five years and then $4,000
a year for two years) and he took out $20,000 for the car, and
paid back $24,000 in car payments. He put in the $82,000 total
and took out $20,000, so $62,000 is his true net injection into
his banking system.
At the end of year seven he has $58,391 in cash in the account.
If we divide that by the $62,000 net injection into the policy, we
see that he has gotten back 94 cents on every dollar for that first
car purchased! This is all done by making one simple change
to his financial plan: buying a dividend paying, high premium
whole life insurance policy. Cars wear out, and we will need to
purchase new ones. Say that Sam decides to buy another car in
year eight for $20,000 out of his cash value in the policy. He
does the same thing as before and pays himself back $24,000
($20,000 plus interest) over the course of five years.
As he continues to make premium deposits into his policy at
$4,000 per year, his true net injection over years eight through
twelve is $24,000 (that’s $20,000 in deposits less a $20,000
car purchase in year eight, with payback of $24,000 into the
policy contract). He has put back $24,000 more than he has
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taken out, and he has $94,811 in cash value in the policy at
the end of year twelve. Look at the cash in the account: it grew
from $49,225 in year eight (when he bought his second car) to
$94,811 in year twelve; that is $45,586 in growth with only a
$24,000 injection into the account over that five-year period,
plus he bought another car.
With every car purchase, these growth numbers will continue
to get bigger. Putting money into and using the whole life insurance policy as your banking system allows you to continue your
normal spending habits (like buying cars) and become wealthy
while you’re living the life you want to live.
Over the course of the twelve years in this example, Sam’s
true net injection into the policy was $126,000 less the $40,000
for two cars, or $86,000 net. His cash value in year twelve is
$94,811. He then has $8,811 more in the account that he put
in, and he has two cars sitting in the driveway.
How much did the two cars cost Sam? It looks like he
actually made money on the policy. While we can’t say from
this example that the two cars cost him $0, we can say that the
scenario has Sam capitalizing on The Money Multiplier Method.
This machine is about deciding to be your own banker. And while
there are costs to becoming your own bank, they are negated
when you dedicate yourself to this process for the long-term.
Let’s revisit our initial question: Of all the cars you’ve ever
bought, driven, or owned in your lifetime, how much of the
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money that you spent on them do you currently have today?
Zero dollars. Going forward, if you do nothing else than get
back all the money from all the cars you’ll ever own, you’ll
be in great shape.
Consider the possibility of using this principle for other
expenses in your life. This same method can work for your
homes, charitable giving, and even your tax payments. When
you become the bank, you can use your banking system to
turn depreciating assets into appreciating assets.
It’s all about how you use the machine to build your wealth.
In this book, we are simply reiterating what the wealthy already
know. R. Nelson Nash didn’t fully invent this concept. Robert
Kiyosaki didn’t invent this concept. Tony Robbins didn’t invent
this concept. And neither did we. Insurance policies have existed
for two hundred years. We simply want to teach you how to
maximize an opportunity that allows you to live like the wealthy.
R. Nelson Nash would say that on March 28, 2019, he
“graduated,” moving from this lifetime to whatever is next for
him. His teachings change the financial lives of everyone who
reads them. He showed us the power of knowledge, passion, and
caring. He left a legacy of truth and change, empowering us to
open our minds to nonconventional thinking and solutions. He
paved the way for a new kind of blueprint for financial freedom.
For every one of you reading this book, one of two things
will happen:
82

The Machine

1. You will live, or
2. You will die.
If you live, you are better off with The Money Multiplier
Method. If you die, your beneficiaries receive your death
benefit and are also better off . . . all because you chose to
take control of your finances and use a whole life insurance
policy to become your own bank.
The next question is: Are you in this for the long term?
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A Chinese Proverb says, “The best time to plant a tree was
twenty years ago. The second best time is now.”

G

ROWING UP, BRENT WITNESSED HIS father have full

direction of money coming in and going out of the family,
and sometimes a windfall of money would go out just as quickly
as it would come in. When Brent started his first banking
system in 2011, his wife didn’t believe that it was a good
idea, although she did know that, like his father, Brent liked
to spend money. His wife began to see the banking system as
a long-term savings mechanism—a long-term machine that
would force Brent to save rather than spend. He could save
and still borrow to go and buy all of the things he liked.
Every year after starting his first policy, Brent added another
policy, and another policy, and another policy. He began to
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buy at least one policy every year. Today, he has nineteen
banking policies and continues to buy at least one every year.
He insures his family members and those who he has a vested
interest in. He owns policies on people he doesn’t even have
a vested interest in anymore, like chiropractors who he had
sold clinics to years ago. Even though he is no longer in the
chiropractic business, he still owns the policies.
Brent has also made loans to others a big part of his investment strategy. He has financed homes for each of his three
children and owns the mortgage on their properties. If his
kids or someone else want to borrow money to buy a $100,000
house, he lends them $75,000. They come up with the other
$25,000. If they default and do not pay back the loan, he
forecloses on them. He has even financed his son’s pool and
his cars. In doing so, he is keeping all his money in the family.
The more his kids or anyone he loans money to pays him,
the more he can loan out, with the interest coming back to
him and his wife. His kids get the homes and cars they want,
and they are helping to fund his lifestyle with the money they
are paying back, with interest. All of the money they pay back
goes back into the policies and continues to get bigger—both
the cash value and the death benefit. And who’s going to get
all the money when Brent “graduates” from this life? His kids!
They are the beneficiaries on his policies. As R. Nelson Nash
says, “‘Plan as if you are going to live forever, and live as if you
are going to die today’ appears to me to be a good thought.”28
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Now, we’re not here to tell you how to invest. Some of
you may like stocks and bonds, while some of you may like
cars, gold, silver, cryptocurrency, houses, and real estate. Brent
loves to loan money to other people. What really matters is
the banking function, and building everything around that.
Gimme, gimme, gimme, now, now, now—it sounds like an
anthemic pop song, but it is actually the anthemic mentality
sweeping the nation. We are a society that is all too familiar
with instant gratification; however, as much as other investment
methods can realize “instant” gains, they can also land you
with instant losses. The Money Multiplier Method requires
patience, strategy, and a focus on the long term.
Dividend-paying whole life insurance has provided people
the time they want, the freedom they desire, and the happiness
they deserve by creating wealth, not with investment strategies,
but rather, with banking concepts that have been forgotten
by everyone but the wealthy. But it’s not just the wealthy who
can use this concept. Anyone can use this strategy, as long as
they understand one thing: this isn’t some “get rich quick”
scheme. It’s a long-term commitment and requires guidance
and patience.
For the first seven years of the process, “getting rich”
really isn’t in the picture. It’s what comes after those first
seven years that makes it all worthwhile because your money
(your premium deposits, cash value, and death benefit) is
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compounding, uninterrupted, inside your policy. Albert
Einstein is credited with saying, “Compound interest is the
eighth wonder of the world. He who understands it, earns it.
He who doesn’t, pays it.” In Caleb Guilliams’ book, The AND
Asset: The Secret Way to Save and Use Your Money at the Same
Time, he makes this statement powerfully when he says, “If I
take the wealth equation (E=mc2) and put it in sentence form,
it reads like this: Efficiency is multiplying your money by
the use of compounding and control.” Within your banking
system, you have the power of uninterrupted compounding,
and you are in control.
To maximize the compounding effects of your banking
system, you’ll want to continue to make your premium deposits
in later years and take out new policies. Just like banks open
new branches, the other policies will be your other branches,
with the objective of creating a whole system of “branch office
policies.” R. Nelson Nash called this a “system of policies.”
Brent relates one’s banking system to starting a new business:
every year, you’ll be able to take out more and more money.
If you had a business that performed like that, wouldn’t you
want to create more of the same? That’s how we approach
creating a “system of policies.”
Longevity and a focus on growth create legacy. When we
wait to begin our policies, we are keeping wealth from our
families. The Money Multiplier Method is not a new strategy;
nor is it a high-risk venture. We’re here to bring it to you in
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modern-day terms and help you build and keep the wealth
you’ve always wanted for your family.
The rewards of a marathon can only be realized after we
choose to begin the race. When you wait to start your policy
(or policies), you may think that you are losing out in the
present year or years, when actually, you are giving up those
years at the later stages of the policy—the years when your
wealth is growing at an exponential rate.
There are ten critical mistakes Infinite Banking investors
sometimes make that you will want to avoid at all costs. Here’s
what they are:
1. They don’t think long term. Your policy is worth
more and has more cash value every single day. It’s a
marathon, not a sprint. Think long term, and don’t
get caught up in trying to get rich quick.
2. They don’t continue their education. You’ve begun a
banking system, and it’s a process. Dive in, learn, and
read—specifically Becoming Your Own Banker by R.
Nelson Nash.
3. They don’t take loans. Use your dollars in the system,
and remember that you are never withdrawing your
own cash; you are borrowing the insurance company’s
money.
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4. They don’t use their free tools. When you use the
right tools for the job, you get the job done faster. You
have access to free tools to help you get out of debt and
create cash flow in your business.
5. They don’t recycle and recapture. Principle #1 is pay
yourself first. Principle #2 is pay yourself with interest.
Principle #3 is recycle and recapture everything you
spend. Reclaim all the money that once went out to
conventional banks, mortgage companies, and creditors.
6. They don’t change their bad habits. If you have
third-party debt (or bad debt), you have the perfect
process in place to leave your past behind when you
become the bank. It’s just a matter of beginning to
think differently—of becoming your own bank.
7. They don’t put enough in. Some people spend a lot of
time trying to figure out how to put the least amount
of money into their banking system. Remember that
your premiums are deposits toward your wealth.
8. They wait too long to start more policies. Some people
wait far too long to start more policies in the system.
Remember that these deposits are compounding, uninterrupted, every day.
9. They don’t share the information. The more we all
know about The Money Multiplier Method and the
Infinite Banking Concept™, the better off we can all be.
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10. They cancel their policies. Nothing is worse than
throwing away an asset that is growing and putting
money in your pocket (providing you with cash flow).
Robert Kiyosaki says in Second Chance: for Your Money,
Your Life, and Our World, “Anyone can take control of their
financial future—if they are willing to learn, take action, make
mistakes, learn from those mistakes, and remain unstoppable.”
We want to save you the great pain of making mistakes and
having to continuously learn from those mistakes. Remember
that the machine used for The Money Multiplier Method is
two hundred years old, and you are the only true risk in this
marathon—that, and your ability to remain patient with the
process. This is not a get-rich-quick scheme. This is a marathon.
This is also not the conventional way of thinking about
money. When you control the banking function in your life,
the need to finance anything you buy, the turnaround time
from “zero to hero” changes. As R. Nelson Nash says, “Such a
policy is engineered to get better every day, as long as the policy
is in force. The earlier one starts, the longer one continues, the
better the policy gets.”29
He also says, in Becoming Your Own Banker, “It will take
the average person at least twenty to twenty-five years to build a
banking system through life insurance to accommodate all [their]
own needs for finance—[their] autos, house, etc. But, once such
a system is established, it can be passed on to future generations.”
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A whole life insurance policy is specifically designed to
become more efficient every year, no matter what happens (as
long as you pay your premium deposits and repay the loans
you take and pay interest thereon). It takes at least three years
for your banking policy to become efficient. Every year, more
of every dollar you put in becomes available for you to use
as cash flow, and in later years, you can take out more than
you put in (available to you as cash flow). In addition, from
year one, your death benefit will always be far more than the
premium deposits you make.
Some people expect to put in, say, $10,000 in premium
deposits right away and take out $10,000, though this isn’t
logical. When you put in $10,000, you can take out $6,000
(60%). You’d never deposit $10,000 into your bank account only
to immediately take it all out. You can’t instantly take out all of
your money, and you won’t instantly see significant gains in your
cash value, though you also won’t instantly lose your money.
Mastering the management of your debt and expenses
along with mapping out the millionaire mystery takes time,
and the journey begins with climbing out of the mud and up
the mountain of wealth. When you find yourself in a hole,
what you need to do is stop digging.

Your Debt: The Problem and Solution
The Center for Microeconomic Data’s Quarterly Report on
Household Debt and Credit reveals that total household debt
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increased to $13.86 trillion in the second quarter of 2019. This
is the twentieth consecutive quarter that the United States has
seen an increase.30 In spite of this significant debt we have as a
society, we want you to start thinking differently about loans.
No longer are they a “bad thing” that you take out with third
parties. Today, they become a critical component to running
your own effective, long-term banking system.
Robert Kiyosaki says, “There are two kinds of debt in the
world of money. They are:
1. Good debt
2. Bad debt
. . . Good debt is simply debt that makes you richer. . . .
Bad debt makes the poor and middle class poorer. Bad debt
is debt you pay for yourself. Good debt makes the rich richer.
Good debt is debt someone else pays off for you.”
Cash flow also determines if something is good or bad
debt. Ask yourself if what you have purchased using debt is
currently bringing in cash flow or not.
Think about how much debt you currently have. Be honest
with yourself, and be specific. Think of all the bills you have.
The closer you are to being fully transparent, the quicker you’ll
be out of debt, financially free, and “off the map”—beyond
paying off your debt and into building wealth. We want you to
begin to think of the marathon as beginning with your paying
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off all of your debts using your banking system as you build
long-term wealth. The thing about Infinite Banking is that it
is designed to allow you to live as you do—incurring expenses
and experiencing life, or building your business to the fullest.
Brent used The Money Multiplier Map process that we’ll
look through in the next section. He put more money into
premiums, started more policies earlier, and paid himself back
more than the minimum payments on his loans. He went
faster, enabling himself to pay off the nearly $1 million in
thirty-nine months.
The results are contingent upon how you use your policy.
Each one of you who takes out a whole life insurance policy as
a banking system has certain criteria you want met. You may
have debt; you may not. You may want to pay your recurring
monthly bills with the banking system, or you may want to
pay for vacations. If you need a new car or need to pay for
your child’s tuition, you may want this policy to pay for it.
What really matters is banking, and remembering that with
The Money Multiplier Method of using the whole life insurance policy, you are in control; you are the bank. Build your
personal debt-paying strategy, and build a team of supporters
to help you. You have different financial needs than anyone
else, and because of this, it’s important that you find a personal
money mentor, like the service we offer our clients at The
Money Multiplier Method. You want an experienced supporter
94

The Marathon

to help you determine the best (and fastest) possible way to
reach your money goals with your banking system.

Mapping Out the Mystery
With The Money Multiplier Method, we’ve created a unique
mapping department and system to track each individual
policy owner’s loans, interest, repayments, and what they
recapture (when the loan is paid off). We use a proprietary
MAP process—a graphical representation of your personal
circumstances and financial growth. It is designed to help
clients track their financial progress, build their wealth most
effectively, and make the most beneficial plans when it comes
to how they are using the cash flow in their policies.
The example on next page is a simplified example of how
The Money Multiplier Map works. We have you disclose all
of your expenses, balances, minimum payments, and interest
rates. We do this because we believe not only in building the
banking system, but in having a manageable system to track
loans, interest, repayments, and recaptured money inside your
policies.
This client, whom we’ll call Sarah Sharp, came to us with
twelve third-party debts. On the top of the chart are Sarah’s
debts. We see how much she owes, her monthly minimum
payments, and how much time she has left on each loan. The
total of her debt is just over $469,000. For simplicity’s sake,
we’ll call it $450,000 in debt.
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* Debt Payoff Tool. LLIC Heritage 2020 Whole Life Policy Guaranteed
Values Used $10,000 Base Premium & $15,000 PUA Premium Female
Age 35 Standard Rating. Chart created January 2020.

If Sarah were to pay $25,000 per year toward her debts
with zero interest (we’ll assume no interest), it would take her
eighteen years to pay off the $450,000 in debt. The $25,000
goes into $450,000 eighteen times. Remember this number.
Instead of paying off her debt as she had in the past, Sarah
started her banking system and put in $25,000 in premium
deposits (in year one). There are two parts of the policy worth
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noting here: the base premium and the paid-up additions
premium. In most policies we design, we put 40% into the base
premium and the other 60% into the paid-up additions rider.
To better understand the longevity benefits of the policy,
you need to understand two parts of your policy:
1. The Paid-Up Additions Rider — This is part of the
premium, which, in the beginning stages of the policy,
drives the cash value.
2. The Base Premium — This starts to drive the cash
value as the policy becomes more matured and efficient.
Later on, the paid-up additions rider is then no longer
as effective and gets dropped. R. Nelson Nash always
recommended paying the paid-up additions rider for
as long as possible.
When a space shuttle takes off, it requires booster rockets.
When it no longer needs them, they fall off. This same thing
happens with your paid-up additions rider. In the beginning
stages of your policy, the paid-up additions rider is what is
driving the cash value. When the policy is more seasoned, the
base premium drives the cash value.
Remember that you decide how much premium you want to
put into the policy. There are no hard-and-fast rules. When we
are asked how much someone should put in, we ask them, “Are
you worth $2.50 an hour?” If so, that works out to $21,000 a
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year—the amount of annual premium deposit you can put into
your policy. Remember that the faster you take out loans and
the larger your premium deposits are, the greater and quicker
the growth in your cash value and death benefit will be.
Let’s see the impact of Sarah’s premium deposits. Without
changing her cash flow, taking on additional risk, or working
harder, she simply invests the $25,000 into a whole life policy in
her first year. She immediately borrows $14,611 (we suggested
taking out her first loan within the first thirty days) and uses
it to pay off her Discover, Chase, Amex, and Barclays cards
and pay down her Lowe’s card from $9,500 to $7,401.
Sarah then takes the money that was going to go to those
first four creditors—a total of $788 a month—and pays it
back to herself, into her own banking system. She is going to
recapture and recycle the $788 a month, which is then available for her to use right away.
We encourage you to set up a separate checking or savings
account to run the money through. You can use the one you
have right now, but a separate account will help you avoid
commingling the funds for tax purposes.
In year two, Sarah once again makes her $25,000 premium
deposit and has $15,144 to borrow. She takes out the full
$15,144 as a loan (within thirty days of the beginning of the
year), and she also takes out the $9,456 that she’s been paying
herself back for the previous twelve months ($788 a month
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x twelve months), giving her a total of $24,600 to use to pay
down more debt. She uses that money to pay off her Lowe’s,
Nordstrom, and Wells Fargo cards and to pay down her BMW
debt from $17,600 to $15,498.
We then take the $788 that Sarah was paying herself
back before and add in the $287 a month she was paying to
Lowe’s, the $276 a month she was paying to Nordstrom, and
the $271 she was paying to Wells Fargo. She is now paying
herself back $1,622 a month—and she is doing this without
working any harder, taking on any more risk, or losing control
of her finances and money. All she’s doing is using her whole
life insurance policy, her banking system, to pay off her debt.
All she is changing is who gets her money. Becoming your
own bank allows you to continue to live your life and spend
as you do.
The private loan gets paid off organically in month eighteen, and Sarah can then pay herself $2,544 a month—the
$1,622 a month she was previously paying herself, plus the
$922 she was previously paying out on the private loan.
If you are reading this and feel you have no debt, you may
be wondering how this can work for you. The first question
is whether or not you truly have no debt. You have expenses,
do you not? How comfortable would it be to live in Texas in
the middle of summer without any air-conditioning, or in
Colorado in the middle of winter without any heat? Even if
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you don’t have debt, you have expenses, and recycling and
recapturing your money applies to expenses as well as debt.
Electric bills, cell phone bills, grocery bills, and taxes—The
Money Multiplier Method works for all debt and expenses.

* Debt Payoff Tool. LLIC Heritage 2020 Whole Life Policy Guaranteed
Values Used $10,000 Base Premium & $15,000 PUA Premium Female
Age 35 Standard Rating. Chart created January 2020.
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Getting back to Sarah, let’s look at what happens in years
three and four of her policy. At the beginning of year three, she
puts in her $25,000 in premium deposit and has even more money
to borrow than in the two previous years. Each and every year
that you use your policy, it becomes more effective and efficient.
Sarah now has $22,549 to take out, plus what she paid
herself back in the previous year, which was $25,918, for a total
loan of $48,467. With her $48,467, she pays off the BMW
and pays down her boat loan at West Marine from $47,000 to
$8,680. She takes the money that she was paying herself back
before ($2,544 a month) and adds the BMW payment of $500
a month. She can now pay herself $3,044 a month. Note: we do
not deduct anything for West Marine until it is fully paid off.
In month twenty-seven, she had accumulated enough
money in her miscellaneous account to eliminate the West
Marine (Boat) payment early. So she does just that, then adds
the $1,261 a month that was going to West Marine and now
uses that to pay herself back $4,305 per month. IT IS NOT
ORGANICALLY PAID OFF!
Let’s take a look back at Sarah’s first three years in the
policy. She put in a total of $75,000—$25,000 a year in
premium deposits—and used a total of about $52,304—
$14,611 borrowed in year one, $15,144 in year two, and $22,549
in year three. It would appear that she has $75,000 less $50,000,
or $25,000 in her policy, but in actuality, Sarah has all $75,000
in her policy, even though she has used $50,000 of it.
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Also, remember that the loan from the insurance company
is being charged with simple interest, while your dollars (or,
in this case, Sarah’s dollars) are growing inside the policy
at uninterrupted compound interest. For example, $10,000
loaned out at 5% simple interest will cost you $500 in interest.
In a dividend-paying whole life insurance policy, you are
not using your own money when you borrow money; you
are using your policy as collateral and taking a loan from the
general fund of the insurance company. Your own money is
continuously compounding and growing, uninterrupted. This
is huge. There is no other vehicle we know of that can offer
these benefits.
Let’s take a look at how things continue to play out for
Sarah in her policy. In year four, she puts in her $25,000
premium deposit and has $25,285 available to borrow immediately (taken out within thirty days of the beginning of the year).
If she adds the $25,285 to the $41,980 she was paying herself
the previous year, she has $67,265. She uses that $$67,265 to
pay down her condo down from $80,076 to $13,050. Because
the condo is not fully paid off, Sarah continues to pay herself
$4,305 a month (the same as in year three).
Remember that you don’t want to have to change your cash
flow, work any harder, take any additional risk, or lose control.
At the beginning of year five, Sarah puts in her $25,000
premium deposit and has $26,170 that she can loan herself. Add
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* Debt Payoff Tool. LLIC Heritage 2020 Whole Life Policy Guaranteed
Values Used $10,000 Base Premium & $15,000 PUA Premium Female
Age 35 Standard Rating. Chart created January 2020.
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that to the $51,660 she was paying herself the previous year,
and she has a total of $77,830 that she can use to pay down her
house from $181,421 to $102,820. Since the condo was paid
off in month forty-eight, she is now paying herself $5,484 a
month—$4,305 plus the $1,179 she was paying on the condo.
At the beginning of year six, Sarah puts a $10,000 premium
deposit into her first policy and starts a second policy. Most
clients start a second policy within the first five years. Ninetyone percent of the people we work with begin their second
policy within six months. In starting the second policy, it is
like opening a second branch of your bank.
With the deposit of just $10,000 into her initial policy,
Sarah has $12,479 available to loan herself. When we talk
about never wanting to stop paying premiums into your policy,
this is why. That’s a 30% increase on what Sarah put into the
policy, available for her to use within thirty days! Wouldn’t
we all want our money to grow at 30%? These numbers only
increase as a policy matures.
In Sarah’s new, second, policy, she puts in a $25,000
premium and has $14,611 available to borrow. She adds this
to the $12,479 available in her first policy, plus the $65,808
she was paying herself in that policy during the previous year,
and has a grand total of $92,898 to borrow. Sarah uses that
money to completely pay off her house. Her third-party debts
totaling $478,000 have been fully paid off.
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At the beginning of this example, we calculated that it
would take Sarah eighteen years to pay off her debt. Using
her banking system, it took just over six years. Taking a closer
look, we see that Sarah put in $160,000—$25,000 in each
of years one through five, plus $10,000 and $25,000 in year
six—over the course of six years to pay off $478,000 in debt.
She did this all without changing her cash flow, working
any harder, taking on any additional risk, or losing control.
Had Sarah wanted to move faster, she could have started
another policy earlier, paid herself back more, or paid more
into the premium deposits. She could also have moved slower
by paying less premium or paying herself back less. Brent
used a similar strategy to pay off $984,711 in just thirty-nine
months—the only difference was that his debts were higher
and so were his premium deposits.
How fast you pay off your debt is up to you, as is how
much premium you pay and how much you pay toward your
debts. You make the choice to move faster or slower. Anyone
can use this method. It is important that you know how
to set up and use the banking system because the only risk
factor in this concept is you, and who do you know better
than yourself?
Each and every year, the cash value available in your
policy will continue to go up. Continuing to make your
premium deposits this year is of exponential value as your
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policy moves into later years because of the access to cash at
a much higher rate in comparison to your deposit.
It is worthwhile for us to look at what would have happened
to some of Sarah’s debts had she not set up her banking system.
Let’s look at just her condo and house. In the very first year
of her policy, the condo payment was $1,179 a month. When
Sarah started her policy, she had 122 months left on her condo
payments. To be fair, because we’ve been doing this for 61
months, we’ll say that she still has 61 months left to pay off
her condo—61 multiplied by $1,179 is $71,919.
Her house was costing her $1,421, and she had 219 months
left to pay. If we subtract the 61 months that she has been in
the banking system, she still has 158 months left to pay off
her house. That means she owes $224,518.
Put the condo and house together, and Sarah would owe
$296,437, though she now has that money inside her account,
plus the growth in her policy. If Sarah is earning a 4% interest
rate and she continues to pay herself back the money she agreed
to pay the mortgage companies, she would have $371,708 in
her pocket, plus the house, plus the condo.
Without the creation of the banking system, the banks
would get all of Sarah’s $371,708! This is why we need to take
control of our finances and keep our money in our families.
As you continue to go through life, you are going to
continue to buy and sell things. You may get a raise or get a
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demotion. You may come into a monetary windfall or face a
downfall. When we become the bank and pay ourselves first,
we master the marathon.

Cash Flow and Accumulation
We all have goals and aspirations that require cash flow. Whether
you’d like to invest in real estate, pay for your child’s college
education, or access cash flow for monthly business expenses,
mastering the marathon and maximizing your banking systems
require that you know how to best manage your cash flow.
In Part II of this book, we shared an example of how you
can make money by borrowing at 6% while earning 4% interest
on your money in the bank. Now imagine that you have a
whole life insurance policy with a guaranteed growth rate of
4% (this isn’t counting any potential dividends that your policy
may pay out). Say that the insurance company charges you an
interest rate of 6% to take out a loan (the same rate the bank
would charge you). Just the same as in the banking example,
you can make money earning 4% plus potential dividends
while borrowing at 6% through the ownership of a whole life
policy as your banking system.
In thinking differently and shifting away from going to the
bank for loans, begin to ask yourself how you can use the cash
flow inside your policies to fund these goals . . . or more specifically, how you can use the cash value of our policy as collateral
to take out loans to fund your dreams, goals, and needs.
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Banks have strict repayment terms for loans—monthly
repayments you make with them. When you are the bank,
you set the schedule, the rates, and the repayment terms for
your loans. You want to pay yourself back with interest, just
the same as you would pay a third party if you were borrowing
money from them. If you treat your money the same way you
treat the bank’s money, repaying your loans promptly and on
time, the repayments will further fund your future and legacy
building inside the policy.
If you are uncertain what interest rate you should pay
yourself, make some calls to third parties and determine what
the going rate is for the type of loan (car, home, business)
that you are taking. Pay yourself the going rate because every
percentage point of interest that you charge yourself will help
your policy grow (remember the power of compounding),
so don’t limit the interest rate you pay yourself. You want to
recapture the finance charges you would otherwise be losing
if you were taking loans with third parties.
There are no fees when you borrow money from the general
fund of the insurance company, though there are interest
charges. The insurance company has guaranteed you (your
beneficiaries) a specific death benefit value. Between now and
then, they are putting your money to work. When you take
a loan (from the general fund of the insurance company), the
interest charge is for them lending you the money. The interest
charge is never more than 6% with the mutual insurance
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companies we work with. Unpaid interest is added to the
future loans you take, so we do recommend that you pay the
interest charge.
When it comes to repaying your loan, the terms are
completely up to you. You can set up a fixed repayment schedule
or repay the money as you have it. There are many advantages
to paying back your loans. You can rebuild your cash value in
your system to use and borrow from later. You are replenishing
your cash value and your death benefit. You are also restoring
access to all dividend earnings when you are working with
direct recognition companies—who don’t always pay the full
dividend when you have an outstanding loan balance. Finally,
you reduce the charge you have on your interest payment.
The truth is that you don’t actually have to pay back
your loans, because if you have an outstanding balance, the
insurance company will reduce your death benefit by the loan
amount before paying out to your beneficiary. The insurance
company has agreed to provide a death benefit when you put
the first dollar into your policy and that is their primary focus.
You can not repay your loan and simply continue making
premium deposits. This said, we highly suggest that you do
repay your loan to ensure the cash value inside your policy
continues to build.
It is also important to mention that unpaid loans do not
affect your future cash value inside the policy when your
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banking system is set up with a non-direct recognition insurance company. Your cash value, and how much you have
available to take out as loans each year, are not tied to how
much you borrowed or did not repay previously. You get a
new sum of money to be able to take out each and every year.

Cash Flow Analysis:
* Lafayette Life Heritage 2020 Whole Life Insurance $4,800 Base Premium
& $7,200 PUA Premium Female Age 24. Created January 2020.

The cash flow analysis tool is a simplified reconstruction of
your policy contract’s illustration (typically as long as twenty
pages), allowing you to see how your cash values are growing
year after year. Using this tool is the easiest way to see how
your guaranteed growth will look and how your guaranteed
growth plus dividends will look over time. This tool does not
include the banking function, which will increase the cash
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values even more over time. Kept up to date, the cash flow
analysis tool will help you track your growth and progress
over the long term.

Another added benefit that we haven’t yet mentioned is
that the internal growth of your policy happens tax-free. The
Income Tax Act, as we know it today, has only been in place
since 1913. Life insurance has been around for two hundred
years (double the length) and is not subject to the tax code
in the way that other investments are. The IRS cannot touch
the money inside your whole life insurance policy because this
type of policy is not a government plan sanctioned by the IRS.
When you buy a policy, you’ve gone into business with the
insurance company. The money that you are putting into your
banking system would be after-tax dollars if it’s coming from
your income. There is no tax on the money growing inside your
policy, and, as long as you are not taking out your dividends as
cash, there is no taxation on them either. Loans of the insurance company’s money collateralized against the value in your
policy is not subject to tax because it is not a withdrawal (only
withdrawals are subject to tax). In addition, your beneficiaries
will not be taxed on the death benefit. Any penalties and fees
will only come into play when you are wanting to roll over your
funds from a government policy into your banking system.
Throughout your life, you will have windfalls and downfalls of money. Your goals will change, and the tools you use
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to track your cash flow will change, making it important to
evaluate your cash flow needs several times a year. Whether
you make $10 an hour or $10,000 an hour, you can benefit
from The Money Multiplier Method. You can break the bonds
of financial slavery (that you may or may not realize you are
in) and reclaim control of your own money. Without adopting
the principles in this book, you are essentially stealing from
yourself and your children and all the generations to come,
because you are not keeping your money inside your family.
Regardless of your circumstances, The Money Multiplier
Method can and will bring you wealth when used as recommended. It will take time to build wealth, but if you’re in
it to win it, then this concept may be just what you’ve been
searching for.
Creating an efficient banking system with significant
cash flow won’t happen overnight. As R. Nelson Nash says,
“Above all, you must be patient. It is going to take years to get
started—and it needs to be a lifetime commitment.”
Excellence is not an act but a habit. You can either have
the wind at your back or in your face. Put it at your back, and
you can step into the secrets of the wealthy and map out the
millionaire mystery for yourself.
Let’s dive into what the wealthy do differently.
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You and the super wealthy all have access to the same
financial tools and education. The only difference is
that they know how to use the tools differently.

E

IGHT YEARS AGO, STEPHEN VINCENT and his wife were

just starting out, chasing a two-year-old around and running
their own business as chiropractors in Texas. They were in
their late twenties and didn’t have a whole lot of extra money,
but what they did have, they wanted to put somewhere safe.
Stephen first met Brent at a chiropractic convention, where
Brent spoke to the attendees about how he had recaptured the
money he had spent. Brent got the group thinking about how
anyone in the room could use the Infinite Banking Concept™
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to recapture the money they’ve spent on both business and
personal expenses.
Since he and his wife wanted a safe place to put their
money, Stephen was intrigued by this financial vehicle that
would allow their money to grow, tax-free, while providing
them with cash flow. They had a lot of debt that they wanted
to work on—student loan debt, a mortgage, and two car loans.
He was not even thirty at the time and was still learning the
money game. What he did know was that he didn’t want to
lose control of his money by putting it into the stock market,
and the concept of setting himself up to be his own bank
sounded incredible.
With a clear vision and passion for setting himself and his
family on a path to financial freedom that not many people his
age had access to, Stephen opened up his first policy with Brent,
and the system started working. Soon thereafter, he opened
up another policy and took one out on his wife. He started
to recapture money in ways that he’d never thought possible.
At lunch, with one of his good buddies from church,
Stephen excitedly mentioned his new financial process. His
friend, a financial advisor, said he did the same for his clients
out of his office, located three doors down from where Stephen
worked. Given their proximity and longtime friendship, Stephen
bought another policy on himself and one on his wife from
this friend.
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When he began getting statements from the policies with
Brent and numbers from the other policies held with his friend,
he started to question why his money he had with his friend
wasn’t growing as fast as the policies he had with Brent. When
he questioned the lack of growth in the policies he had with
his friend, his friend told him that it would take a year or more
for things to get rolling. Things weren’t adding up, given that
his policies with Brent seemed to already be rolling.
When Stephen came to us and we looked into his other
policies, we realized that they were not established in a way
that allowed him to accumulate cash. The policies were set up
to benefit the advisor more than Stephen. It was the opposite
of what Brent had done for Stephen: set everything up in
Stephen’s best interest.
Stephen has since opened up five additional policies with
us, for a total of seven policies. He would have never thought
about opening a policy on their baby, but that’s precisely what
he did for his newborn, as well as his two young children. He
wanted to start a small policy for each of them to build their
college fund.
Knowing the price of college is “through the roof,” as he
says, the biggest benefit to having policies to fund his children’s
education is that, in spite of setting the money aside, it doesn’t
actually have to go to a typical college. If his ten-year-old son
decides in eight years that he wants to go to a trade school
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and become a pipeline welder, he can do that. If he decides to
go to school to become a chiropractor, the cash value of the
policy will cover a good portion of the tuition. If he decides
to start his own business out of high school, there is money
available to help him get started.
When asked about the banking systems he has built for
himself, Stephen says that he feels it is the safest place he can
have his money growing, because no matter what the markets
or his IRAs are doing, the money in his whole life policies
stays safe and keeps growing. As for the $4,000 a month that
he pays in premiums, he doesn’t see it as an outlay of cash; he
sees it as a deposit into his banking and his freedom.
The greatest benefit that Stephen and his wife have realized
through their banking system is their ability to grow their
business. They take loans out of their banking system and
lend the money to their business to buy new equipment, then
have their business pay them back with interest. They’ve also
used their policy to pay taxes and have even taken a family
vacation to San Diego.
He says that he feels lucky to have met Brent as a young
business owner and to have access to such valuable information.
To say that he has nine banks at the age of thirty-seven leaves
him with a great feeling of security. He credits The Money
Multiplier Method with setting them apart from other young
couples and giving their kids an advantage in life, and when
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he talks to their ten-year-old son about money, he can tell him
the truth about how money works.
Warren Buffet once said, “If poor people would just do
what rich people do, they wouldn’t be poor anymore.” If a
man worth billions can break it down that simply, we should
be listening. We become what we repeatedly do. You and the
wealthy all have the same financial tools. The only difference
is that the wealthy know how to use these tools differently.
The wealthy know that money is a game, and they know
the rules. Case in point, Tony Robbins called his financialeducation book MONEY Master the Game. Since most of us
didn’t learn those rules at home, we continually lose the game.
It’s not about how much you make; it’s about how much you
keep. When we have more, we can do more.
The dichotomy between the wealthy and those of us who
struggle to keep up with our dreams and finances changes
today. Today, anyone can become his or her own banker and
step into the secrets of the wealthy.

What the Wealthy Do Differently
In MONEY Master the Game, Tony Robbins says, “The secret
to wealth is simple: find a way to do more for others than
anyone else does.”31
At The Money Multiplier, we believe that the millionaire
lives in peace, gives more, and helps others. Having more than we
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need allows each of us to have the margin to focus on the truly
important things in our lives. The banking system you create
with The Money Multiplier Method helps you create the cash
flow to do more, to create more, in your life and in your business.
A few years back, Chris looked at his banking system
statement and was surprised to find $90,000 of cash value
had accumulated in his banking system. He had more lending
capacity than he personally knew what to do with, so he
started loaning his money out to his students at one of his
former businesses, FlipOut Academy™—a real estate education company coaching others on how to get results and create
passive income through real estate.
He would loan out $40,000 here, $30,000 there, and every
time it got paid back to him, he’d have that money lined up to
loan to the next real estate investing student. He loaned out a
lot of money at an interest rate of 12%, and every day of the
week, he had a new check showing up from a loan payment.
He’d put the money right back into his policy, and he did this
over and over and over again.
Robert Kiyosaki says, “Financial education is learning
how to harness the power of debt, because today . . . debt is
money.” That’s an extremely powerful point: debt is money.
A lot of people look at the Infinite Banking Concept™ and
think about how they are going to get rid of their debt and
sail off into the sunset. The millionaire knows that once you
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pay off your debt, there’s a whole different world on the other
side. Maybe you get into real estate investing, like Chris did,
or maybe you give loans to people buying your old car, like
Dave Ulloa did.
You can either invest for cash flow or invest for capital gains.
The banking systems you create through whole life insurance
policies can be thought of as an entrepreneurial asset—an asset
that can produce and provide you with cash flow—money.
Whether you are an entrepreneur or not, you can make the
choice to think like one. Think in terms of being the owner
of your policies—the machines that are giving you the money
and wealth you need to shape your financial future and your
current personal and professional needs.
Let’s take a look at just how you can fund some of the
bigger-picture needs you may have, like college tuition and
funding your retirement.

Funding College and Retirement
The US has more in student debt than the rest of the world
combined. The latest figures point to nearly $1.5 trillion in
outstanding education debt.32 Education is becoming more
expensive by the day, and our children are stepping out into
the world weighed down by student debt before they even
have a chance to get started in the workforce.
The good news is that you can use your banking system to
fund your children’s education. In this particular example, this
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mother, whom we’ll call Kelly Long, started a policy on her
ten-year-old daughter with the intention of using the policy’s
cash value to pay for her child’s tuition fees. This is not a 529
plan, and she is not restricted to using the cash value solely
for college. If her daughter decides not to go to college, Kelly
can use the cash value in any way she likes, just like Stephen
Vincent planned to do for his children.

*Using a Policy Contract to Pay for College. One America Whole
Life 121 Non-Guaranteed Cash Values From Policy Illustration. Created
January 2020. The rates and numbers may change with dividend and
interest rate changes.

In the first eight years of the policy, she contributes
$10,000 in premium deposits per year. When her daughter
120

The Millionaire

turns eighteen, she goes off to college, though Kelly does not
stop contributing to her premium deposit; she simply adjusts
how much she is paying (now $4,120). When the tuition
fees start in year nine, the cash value is $70,339, more than
enough to cover Kelly’s daughter’s annual tuition of $24,000,
and there is $52,339 left in cash value after the first year of
Kelly’s daughter’s annual tuition.
Since Kelly knows the value of paying herself back and
wants to teach her daughter to treat her money as she would
a bank’s money, she helps her daughter pay back the $6,000
a year into the policy (an amount that doesn’t put too big of
a strain on her daughter’s finances). As her daughter begins to
work more, she increases her repayment amount to $15,000
a year. The loan is completely repaid by year seventeen and
can be used for anything else.
Over the course of twenty-five years, with a total of $150,040
in premium deposits and a total tuition cost of $96,000, a
traditional bank account would have only $54,040 remaining
($150,040 minus $96,000). Not this policy! This policy has
$218,751 in cash value available for Kelly’s daughter to use.
Outside of paying for your child’s or children’s education,
another added benefit to using a whole life insurance policy as
your banking system is funding your own retirement.
In this example, our client, whom we’ll call Margo, started
her policy at forty years of age. Given that her focus was on
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*Using a Policy Contract to Fund Your Retirement: One America Whole
Life Select Life Insurance Female Age 40. Created January 2020. The
rates and numbers may change with dividend and interest rate changes.

retirement, she chose not to use the banking function even
once with this policy. Had she done so, the values on the policy
would have been even higher (so we highly recommend always
using the banking function).
Margo received an increasing annual dividend (bonus)
every year, beginning at age forty-two. At year twenty-one of
the policy, when Margo turned sixty, she changed the policy
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by surrendering the cash value of her paid-up additions only.
This income is tax-free until the amount withdrawn equals the
premium deposits. So every year for fifteen years, Margo was
able to draw $26,666 to fund her retirement. If she is still alive at
that time, she will have $419,421 in cash value that she can start
utilizing tax-free to continue enjoying her retirement lifestyle.
In the following alternative example, Margo decided to
use some of her cash value in addition to the cash value of her
paid-up additions, so she has a higher amount to take home
every year in retirement: $50,000. She also has a $705,168
death benefit to pass on to her family.

*Using a Policy Contract to Fund Your Retirement: One America Whole
Life Select Life Insurance Female Age 40. Created January 2020. The
rates and numbers may change with dividend and interest rate changes.
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Funding with Your Home Equity Line
As we mentioned earlier, using your whole life insurance policy
as a banking system is not an investment; it is a process that
fits into your bigger financial picture. As you look at your
biggest financial picture, you have the option to use your
home equity line of credit (HELOC) to fund your banking
system. A HELOC is a loan from a mortgage company or
bank in which the lender agrees to lend a maximum amount
within an agreed-upon term, using the borrower’s equity in
his or her home as collateral for the loan. Using a HELOC is
something that most people do not do with their first policy
. . . usually because they do not realize that doing so is even
a possibility.
In the example on the following page, our client, whom
we’ll call Jane Rutledge, has a HELOC with $150,000 available to use. For any monies she takes out of the HELOC, she
is charged 5% interest.
Jane decided to start a policy with a $50,000 annual
premium deposit. To pay this amount, she pays $20,000 out
of pocket, and the other $30,000 comes from the HELOC.
She does this same split for five years, until she has exhausted
all cash available in the HELOC ($150,000).
The whole life insurance policy begins producing cash
right away, which she uses to cover the HELOC interest. In
the net growth column, you can see how much remains even
124

The Millionaire

*Using a Policy Contract to Fund Your Retirement: One America Whole
Life Select Life Insurance Cash Value Used at Age 61. Created January
2020. The rates and numbers may change with dividend and interest
rate changes.

after she has paid the HELOC interest. After five years, the
cumulative growth column shows that she has more than
enough money as cash value to pay the HELOC down to
zero, stopping the interest charge.
In year six, Jane already has cash values in excess of her
premium deposits, which she can begin using to pay down her
debt and cover her expenses while building wealth inside her policy.
Funding your child’s or children’s education, funding your
retirement, and drawing from your HELOC to build your
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banking system are all innovative ways that you can use The
Money Multiplier Method to begin to live like the wealthy.
These are not complicated strategies, but rather, a new way
of thinking about existing products and processes, and how
we can bridge them together to reclaim control of our finances
and free ourselves from the financial slavery of taking out
loans and paying back debts to third parties. Robert Kiyosaki
says, “The Generalized Principle of the rich is the principle
of ephemeralization . . . In the simplest of terms, it means ‘to
do more with less.’”33
In the first chapter of this book, we began with the premise
of doing one thing differently to change the course of your
financial future. The concept of becoming your own bank is
simple; it is one that allows you to do so much more with the
money you have. It also awakens you to just how much you do
have. This all comes back to thinking differently. When you
begin to think like the wealthy, you are shaping the course of
your financial destiny.
Remember, you and the super wealthy all have access to
the same financial tools and education. The only difference is
that they know how to use the tools differently. This is your
money and your financial life. Long-term changes require that
you start making changes today to think differently about your
money and step into the secrets and strategies of the wealthy.
This is the movement we want to help create.
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The Movement
The concept of becoming your own bank is simple; it is one that
allows you to do so much more with the money you have.

I

N 2006, WHEN LIFE AS a financial advisor was treating Chris

very well, he heard about the concept of flipping houses and
decided that would be his next venture. A Realtor he knew
found him a house out in Gasport, New York that was ripe
for flipping. He and his best, longtime dirt-bike-riding-friend
Mike decided to take the leap together. Chris would put the
money in, and Mike would do the renovation work.
Diving into this new venture, Chris naively thought the
bank was going to give him all the money he needed to buy
and renovate the house. He had already bought a house, his
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personal residence, and had gotten almost 95% of the money
he’d needed. He thought the same was going to happen with
an investment property. When he got the commitment letter
from the bank, his first thought was, something’s wrong with
these numbers.
The bank explained to Chris that they could only lend
him 80% of the purchase price because the house was not
his primary residence. He had two choices: he could either
abandon the dream of flipping this house, or he could figure
it out. He chose option B.
When thinking of where he could get the money he needed
for the down payment on the house, Chris knew that he could
take a loan from his 401(k), and he did that, but was still short.
Then he remembered that he had a whole life insurance policy.
Three years prior, he had started his first policies and had built
up cash value, so he was then able to take out loans from two
policies—just enough to get the house and pay for most of
the renovations. Borrowing from his existing life insurance
policy was not Infinite Banking; he just knew that he could
take loans from life insurance policies.
Had Chris known about how Infinite Banking policies
were built, he would have built his savings vehicles differently
and had way more money . . . not to mention been able to
recapture all the money he was spending on his renovation.
Nevertheless, that life insurance policy got him that first house.
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He sold the house, paid the insurance policy loans back,
and started buying more real estate. He took loans from his
life insurance plans and from his 401(k) over and over and
over again. For every real estate deal and for his business, he
borrowed the money he needed and he paid it back. Then
in 2014, he implemented The Money Multiplier Method
and began truly building his wealth and cash flow with this
banking system.
Using The Money Multiplier Method for real estate deals
allowed Chris to scale his business to a total of over two
hundred flips after recovering from losing nearly everything
in the 2008 market crash.
He was good with his money, very good at private money,
and great with Infinite Banking. When he saw a deal he wanted
to be a part of, he would go to the bank and take out a loan,
and then use his own banking system to pay the 20% plus
closing costs and renovation costs. In doing so, he’d write a
note (like a promissory note) to his business—his LLC—from
his banking policy. Once he finished the renovation, he’d rent
it out and pay the rent back to himself. Through this process,
he built his banking system at an exponential rate, taking
money out and repeating his home-buying and renovation
process again and again.
Tony Robbins says, “You have to make the shift from being
a consumer in the economy to becoming an owner—and you
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do it by becoming an investor.”34 Chris learned how to become
an investor in his own properties and in the properties of his
real estate investing students. His process and business were
so successful that they landed him a pilot on HGTV called
Risky Builders.
The stories we’ve shared in this book—ours and those of
our clients—illustrate the extent to which (significant) debts
can be paid off, expenses can be covered, and investment
opportunities can be captured using the cash flow capacity
of your banking system.
What matters is that you start today. Remember that the
years lost are not the ones you spend waiting to get started,
but rather, the later years of your policy, when your money
is compounding at an even greater rate. You owe this to
yourself to relieve the pressure of the mounting debt and
expenses in your business and personal life, and you owe
it to your family to keep your wealth there . . . all without
giving away control of your financial future and unnecessarily assuming all of the added risk that comes along with
other investments.
Now that you know how money really works, how the
banks work, and how you can capitalize on the bank’s strategies to ensure that the old ways of thinking are no longer
costing you your financial future, it’s time to get started.
It’s time to step into the secrets of the wealthy, to internalize
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this outside-the-box thinking, and to begin to live out the
millionaire mystery in your life.
Get on the backward bicycle, master riding it, and stop
doing what everyone else is doing. Form your own line to the
bathroom. Choose to control the environment in which you
operate and live by becoming your own bank. Doing so has
exponentially altered the course of our lives, and we trust that
it will do the same for you.
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Client Testimonials
“Instead of going out and getting loans and paying interest—
paying other people, like the banks—when you structure things
[with The Money Multiplier Method], all of your money stays
in the family. In America, they won’t teach you this in high
school, and they won’t teach you this in college. Most people
in the industry where this is found won’t tell you about it. I
have a great friend in Brent Kesler, who is a master at this.
Five years ago, he taught me what completely changed the
course of our lives.”
— Dave Ulloa, California
“The concept of Infinite Banking, introduced to us by Brent
Kesler, allowed my family to attack our overwhelming debts
at a rapid pace. We can’t thank him enough for his financial
guidance and thorough knowledge of the concept.”
— Tré Kirkland, South Carolina
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“Brent saved my life! Financial freedom is very important,
especially in today’s time. If it weren’t for him and his expertise,
I would be living below the poverty line! With his help, I was
able to buy a house, a long-lost dream that became a reality!”
— Samara McKnight, Oklahoma
“Brent Kesler is the real deal, and he has changed our financial
life forever and the legacy that we will leave with our precious
daughter and her family and eventual children and grandchildren one day, when we ‘graduate.’”
— Carly Carney, Colorado
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What if you could get all the money back for every purchase you’ve ever
made and create wealth through the debts and expenses you already have?
If you’re like most Americans, you’ve spent your entire adult life paying the banks, your
creditors, and your expenses. At the same time, you’ve watched your retirement funds and
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Now, you

can build your wealth, keep your money in the family, pay off debt and expenses, and recycle
and recapture money like conventional banks do…all without taking on any risk, working any
harder, changing your cash flow, or losing control of your finances!
Today everything changes. Today, YOU become the bank.

“Chris and Brent have tested and lived what they teach. Their methodology is solid
Financial Strategy that will benefit you both personally and professionally.”
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“Get ready to have your mind blown. Inside Mapping Out the Millionaire Mystery,
Chris Naugle and Brent Kesler give you the hard cold truth about our financial
industry and how to truly get ahead to build real wealth.”
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