BROKER J{ BANKER

AMERICA'S TRADE PUBLICATION FOR HOME LOAN ORIGINATORS

‘ IRS ’ [n This Issue of Broker Banker:

LINITED FIRST EINANCIAL Editorials Presented by:

s C-M-G
B UUNITED FIRST FINANGIAL TS

M -

HOMLE OWNERSHIP ACCELERATOR™

P

B i

* United First Financial & The Money
Merge Account

* How To Maximize Your Direct Mail
Response Rate In Today’s Market

California Edition
Volume 108, 2007

www.BrokerBanker.com |~

PRSAT STD
U.S. POSTAGE |

PAID

Post Falls, I |88
PERMIT NO. 32 |B

Sl

* Find Your Sales Bliss

* Keys to Search Engine Marketing for
Mortgage Success



- UNITED FIRST FINANCIAL
THE MONEY MERGE ACCOUNT

By Jennifer Hadley

Sk}'lcr Witman and John Washenko were harely toddlers
when they became friends, and long before they became busi-
ness partners. Growing up together, their lives in some respeets
mirrored one another, as each witnessed their respective
families struggle with debt, including foreclosures and other
mortgage related hardships. While watching their parents’
efforts to get ahead was not pleasant for either of them, it
forged a bond between the two that would manifest itself years
lan,-r, in the quvc][}pmunt of one of t()d‘.l_\”ﬁ most innovative
mortgage products designed specifically to help families
manage debt; the Money Merge Account System (MMA).
CHAMPIONING PERSONAL BELTEFS: i e
After working in sales together throughout high school, John
and Skyler joined forces ten years ago to launch their own
mortgage company, Accelerated Equity. Al-
I]ll]ng]‘l [hC (,:()n"l]);lny hC('illT]L‘ one nf‘llmh's
fastest growing companies by its third year in
business, a common theme in mortgage
lending began to plague the young entrepre-
neurs. “After we had done several mortgages,
we realized that setting someone up with a
mortgage wasn't necessarily helping them to
succeed or get ahead in life. It didn’t help
them achieve their financial goals. It just
lowered their monthly payment and created

more debt,” says John.

Seconds Skyler, “This kind of went against our goal. We
hoped to help homeowners to get in a better situation.”  Fur-
thermore, he adds, “After secing too many homeowners com-
ing back to us, who had dug themselves deeper and deeper
into this financial pit, we decided that there had to be a bet-

ter way.”

A better way there was indeed, but it would take vears of tire-

less research, testing and investing in their personal beliefs to
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create this better solution. “We both understood the basic con-
cept of money and how hard it is to come by. 1t’s hard to get
ahead in life,” says John. Skyler concurs, “While debt is a
necessary part of our lives, it's not something that 1 feel has to
control our lives." So, armed with personal beliefs that all peo-
ple should be able to control their own debt and someday
climinate it altogether, and Skyler's motto of “I hate debt,”
the lifelong friends set about to change the way all American
homeowners take control of their debt, beginning with their

mortgages.

FOCUSED ON A CURE:

John and Skyler decided initially to offer their clients debt

reduction plans such as bi-weekly payments, but they still

weren't satisfied with the results. That was, until 2002 when
they stumbled across the Current Account
Mortgage (CAM) concept which accounts for
at least 1/3 of all mortgages in the United
King(l(”n' Allhtril]iu Hlld t]]r”ugh[)ut l—'\,urﬂpc,
While Skyler and John hit a road block trying
to duplicate this successful system in the ULS,
(due to banking laws and restrictions), they
were convinced that the foundation of the
CAM could and should be mimicked here.

A CAM essentially allows homeowners to use
their money (which would otherwise be sitting
in a checking account, earning minimal interest) to instead,
reduce the principal owed on their mortgage. Simple math
dictates that the lower the principal amount owed; the less

interest 2 homeowner will pay.

However, fine tuning that simple math into a software based
program which would conform to LLS. B;mking regulations,
reduce the average length of time it takes to pay off a 30 year
mortgage by up to one-third or half the time, and still allow

homeowners to maintain the lifestyle that they are accustomed







