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By Jennifer Hadley

Skyler Witman and John Washenko were barely toddlers
when they became friends, and long before they became busi-
ness partners. Growing up together, their lives in some respects
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
later, in the development of one of today’s most innovative
mortgage products designed specifically to help families
manage debt; the Money Merge Account System (MMA).

CHAMPIONING PERSONAL BELIEFS:
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-
though the company became one of Utah’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 seeing 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 years 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. It’s hard to get
Skyler concurs, “While debt is a
necessary part of our lives, it’s not something that I feel has to

ahead in life,” says John.

control our lives.” So, armed with personal beliefs that all peo-
ple should be able to control their own debt and someday
eliminate 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
Kingdom, Australia and throughout Europe.
While Skyler and John hit a road block trying
to duplicate this successful system in the U.S.
(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 a homeowner will pay.

However, fine tuning that simple math into a software based
program which would conform to U.S. Banking regulations,
reduce the average length of time it takes to pay oft 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




to, was a project that would be years in the making.

Recognizing that a provable mathematical algorithm
would need to be developed to meet all of these objectives,
Skyler and John contracted a high profile aeronautical engineer to
spearhead the technological development of what would eventually
become the Money Merge Account (MMA). The engineer delivered,
and the MMA was rolled out to a test market of over 400 Denver
Colorado homeowners in 2005-2006, with results far exceeding John and

Skyler’s expectations. Here’s how it works:

3 SIMPLE COMPONENTS:
The MMA utilizes three components to pay off mortgage debt at an astonish-

ing rate. These three components include an existing first mortgage, an
advanced line of credit (ALOC), which is a specific type of a home equity line
of credit (HELOC), and The Money Merge Account Web Based Software
and Coaching Service. The existing first mortgage can be any type of mort-
gage loan; from ARMs, to Interest Only, to fixed rate loans. Moreover, the
MMA program is designed to work with loans provided by all major lenders.

The HELOC essentially drives the MMA System. This HELOC must also
fall within certain guidelines to work with the Money Merge Account Program.

THE TYPE OF HELOC THAT MMA USERS REQUIRE:
A. Must be an open ended Home Equity Line of Credit.

B. Must have an interest only payment option.

C. Must be a variable rate.

With this home equity line in place, homeowners begin to utilize this ac-
count as they would any regular checking account. That is, paychecks are
deposited into it, monthly expenses are written from it and cash can be

withdrawn as needed. But how does it help?

Consider that on average, a checking account generally yields less than
2% interest earned on the balance. Likewise, most savings accounts
will garner the account holder about a 2-4% interest earning. Yet, most

Continued on Page 7
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mortgages (almost unanimously the largest debt a consumer
will call their own) will command at least 6% interest on the
loan amount. The discrepancy in interest earned versus inter-
est owed is a primary reason that many homeowners are never

able to pay off their debt.

But with the MMA, each time a homeowner deposits income
into their HELOC account, it effectively lowers the “average
daily” balance owed on the mortgage. A lower balance equates
to lower “daily” interest charges, and therefore, fbstantial

savings realized by the homeowner.

For example, paying 6% interest on a $250,000 mortgage
is going to result in tens -if not hundreds-of thousands of
dollars in interest paid, over the full term of the loan. But be-
cause the MMA System provides a proven method for lower-

ing the overall balance on the first mortgage (by utilizing
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mathematics to determine when homeowners ought to trans-
fer a large lump sum from the HELOC to the primary mort-
gage), the MIMA System shaves years off of the loan, and

shaves thousands off the amount of interest paid.

The MMA, though not the first GAM concept Based mort-
gage system in the U.S, is uniquéiin its third component; the
Money Merge Account Web-Based Software and Coaching
Service, which includes free upgrades to the software as it be-
comes available and access to a top notch technical service
support team through a toll free number. The software is also
transferable to up to 5 new homes, investment properties, and

in some cases, commercial properties and churches.

This patented software provides each homeowner with an in-
dividualized action plan based upon their specific financial sit-

uation. That is, the software is not merely a generalized




management tool, but litcraily spells out for homeowners

when to transfer money ffom their HELOC to their primary
mortgage, to reduce gheinterest owed and shorten the life of
the loan. The softwat€ also lets users know, to the penny, how
many months afid years extra money deposited into the
HELOC or takén out, will affect the pay off of their mort-
gage. This help§ users stay focused on their mortgage payoff
goal and makebetter decisions on how they choose to spend

their discretionary income.

Each homeowner inputs their own data in the MIMA software,
including all expenses and income. The software then utilizes
mathematical algorithms to provide a personalized plan of ac-
tion for the user, taking into account all of the homeowners’
transactions and spending habits. If the users get off track, and

need to take out extra money from the HELOC for an unex-

pected event or emergency, the MIMA simply recalculates (like
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a GPS does when soméon€'misses an off ramp).

Since MMA also allows the user to see exactly how long it will
take to pay off their mortgage by providing reports detailing
income, expenses, equity build up, loan reduction progress, in-
terest savings and account balances, homeowners finally have
a clear picture of their financial future. Additionally, because
the MMA is customized to each homeowner, changes in in-
come, expenses, etc., can be updated at anytime, prompting the

system to create and deliver a new plan of action.

The cycle of the MMA is designed so that each time an op-
timum balance has been reached in the HELOC, the user is
notified to apply a designated amount from the HELOC to
their primary mortgage. Homeowners following the action
plans provided by the MMA Software will again save by using

Continued on Page 9
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any surplus of money left in the HELOC (after all bills and
expenses have been satisfied) to their advantage. Because any
surplus will be applied towards the balance, the balance is

decreased, thereby again decreasing the interest owed.
J te) te}

SHARING THE SOLUTION:
With their MMA System securely in place, Skyler and John
next needed to find a platform for offering their product to

clients. They set about to recruit and forge an alliance with
likeminded, experienced mortgage professionals to help
launch United First Financial. They found exactly the profes-
sionals that they needed to facilitate the marketing efforts and
growing demand for the MMA in Jonathan Bonnette, Matt
Lovelady, Don Jorgensen, Mac Saunders and Steve Smith.
The seven person team became the backbone of United First
Financial, and immediately set about to test market the prod-

uct that had been in development for years.

United First Financial selected 400 homeowners who were
willing to participate in a year long beta test of the MMA.
The results were impressive and encouraging; with final re-
sults indicating that homeowners were often ahead of the pre-

dicted pay off time by as much as 20%!

Upon receiving these results, United First Financial wasted
no time in beginning to market their proven system. The
founders immediately started hosting seminars, offering free
webinars, and signing up Independent Agents, including Fi-
nancial Planners, Mortgage Brokers, Real Estate Profession-
als and Insurance Agents to sell the MIMA System. Their
efforts paid off quickly, and to date, United First Financial
counts over 16,000 business professionals as Active Independ-
ent Agents. More than 2,000 new agents continue to sign up

each month.

SMALL POWERFUL STEPS:
John sums up the MMA System best by stating that “What

it does, is tie small little steps into powerful results. The
Money Merge Account is putting your money back into your
control and it helps you to make good financial decisions.”
Their more than 6,000 clients to date couldn’t agree more. In
fact, according to satisfied clients Jeff and Terry Hinson, “At
first, it seemed like something that was too good to be true.
We had to start thinking about things in a totally different
way, but it has been completely worth it. It has given us more
freedom, more breathing room, and it feels really good. It
helps you reach your goals and see the light at the end of the
tunnel. I love the fact that we are so much more aware of our

financial well-being at any given time. The software is help-
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Visit www.unitedfirstfinancial.com for more details, including a step by step video tour walking mortgage originators and homeowners

through the MMA System.

Ower 2,000 United First Financial Agents and guests were in attendance at this year’s annual convention.
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