
OFFICIAL PUBLICATION OF THE AMERICAN LAND TITLE ASSOCIATION I SEPTEMBER, 1976 



A Message from the President 
SEPTEMBER, 1976 

The American Land Title Association this year has undertaken an affirmative Government Relations Program 

with the view that the services of the title industry and the important role that our membership plays in the real 

estate industry are not understood by legislators and those in governmental agencies. Indeed, not even by the pub

lic generally. The Government Relations Committee has commenced an extensive educational program and 

through the efforts of the committee and our ALTA staff ultimate success is assured. 

As I have met with our members at various state association conventions, I have been impressed with the wide 

acceptance of this stronger activity by the national association. However, the ultimate success of the program de

pends largely upon direct involvement of the membership in the political process and in industry programs. 

The ALTA 70th Annual Convention, to be held in Seattle October 16-20, 1976, will provide an opportunity to 

discuss our efforts to date and help formulate plans and programs for future years. Attendance at the Convention 

is important so that ALTA officers and staff can get the views of our members. 

Dick Mohler, general chairman, and Darline Mohler, chairlady, and their committee members have worked 

hard to prepare an attractive and very worthwhile Convention for us. I urge all of our members to attend. 

Sincerely, 

Richard H. Howlett 
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ALTA 

ALTA representatives will be busy attending a number of affiliated association conven

tions in September. 

Association President Richard H. Howlett will journey to the Minnesota Land Title 
Association Convention September 9-11 at Gull Lake; will be joined by ALTA Executive 
Vice President William J. McAuliffe, Jr., at the Ohio Land Title Association Convention 
September 12-14 at Salt Fork State Lodge; and will attend the Wisconsin Land Title 

Association Convention September 23-24 at Mad son. 

President-Elect Philip D. McCulloch will attend the North Dakota Land Title Associa
tion Convention September 9-11 at Dickinson and will travel to St. Louis September 17-19 

for the Missouri Land Title Association Convention. 

Title Insurance and Underwriters Section Chairman C. J. McConville will travel to Indian

apolis September 18 21 for the Indiana Land Title Association Convention. 

Abstracters and Title Insurance Agents Section Chairman Roger N. Bell will be in Omaha 

September 23-24 for the Nebraska Land Title Association Convention 

* * * 

Chairman J. Mack Tarpley of the ALTA Committee to Establish Liaison with the Na

tional Association of Insurance Commissioners and Association Executive Vice President 
McAuliffe will meet with the NAIC staff September 14 in the offices of that organization 

in Milwaukee. 

* * * 

Recently, Washington (D.C.) Star Real Estate Editor Lew Sichelman wrote a related 

article after interviewing Samuel R. Gillman, chairman of the District of Columbia & Metro
politan Area Land Title Association Underwriters Section, in which Gillman points out that 

high state and local taxes not land title services-are primarily responsible for present 

settlement cost totals in the District of Columbia and its Maryland suburbs. 

Also, Washington Post Columnist David Schuch at recently wrote a column that ac
curately explains owner's title insurance and why it is important to the home buyer. 

These writings are considered especially significant with members of Congress and their 

staff in the audience of the Washington newspapers. 

Handling related media contact work was ALTA Director of Public Affairs Gary L. 
Garrity. 

* * * 

The August issue of Mortgage Banker, monthly magazine of Mortgage Bankers Associa

tion of America, has title insurance as its main theme. Related articles appear in this issue 

under the bylines of Donald P. Kennedy, president of First American Title Insurance Com

pany; John P. Turner, who recently retired as senior vice president and general counsel of 
Chicago Title and Trust Company; and ALTA Executive Vice President McAuliffe. 
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Congressman Garry Brown 

(Editor's note: In this issue, Title 
News introduces a new feature, "Wash
ington Profile", which provides federal 
dignitaries with an opportunity to 
respond to questions of interest to the 
land title industry. Other federal leaders 
will be profiled in this department in 
future editions.) 

• • • 
Congressman Garry Brown (R-Mich.) 

was first elected to the House in 1966. 
He is a member of the House 
Committee on Banking, Currency and 
Housing and is ranking minority mem
ber of its important Housing and Com
munity Development Subcommittee. 
The Congressman also serves on the 
Committee on Government Operations, 
the Joint Economic Committee and the 
Joint Committee on Defense Produc
tion. 

Recently, Congressman Brown was a 
major influence in changing the original 
Real Estate Settlement Procedures Act 
into its present more workable form. 
His expertise in federal housing pro
grams was recognized in his selection as 
one of two House Republicans for the 
National Commission on Low Income 
Housing. The Michigan Congressman is 
widely respected on Capitol Hill, and 
his legislative insight is regularly sought. 

Congressman Brown, an attorney 
who graduated from George Washing
ton University Law School, provided 
the following answers to questions sub
mitted by Title News. 

QUESTION 
1.) Do you think the 6nai Real Estate 
Settlement Procedures Act rules will be 
more workable for lenders and suppllers 
of settlement senices than the original 
regulations? Also, do you foresee any 
additional statutory changes of the latest 
regulations In the near future? 
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ANSWER 
Yes, clearly the final regulations are 

more workable than those originally 
published on March 29. Not only will 
they be more workable, but also more 
appropriate in light of the Congressional 
intent behind the RESPA amendments. 
As you may be aware, I wrote to Secre
tary Hills concerning the original pro
posed regulations and expressed my 
concern that the Department had gone 
beyond both the intent of Congress and 
the authority found in the law in pro
posing some procedures and require
ments. 

For instance, the original regulations 
would have required a lender to provide 
as part of the special information booklet 
a statement as to whether other pro
viders of settlement services charge 
lower fees than those the lender re
quired the borrower to use if that bor
rower's choice was limited to three or 
less providers. Clearly, this was beyond 
what Congress had in mind in terms of 
the information booklet, and clearly it 
goes beyond the authority in the Act 
which spoke in terms of requiring that 
the Secretary prepare a booklet. In ef
fect, the regulations were saying that 
since there was authority to prescribe 
what went into the booklet, there was 
authority to require lender disclosure 
concerning comparative costs and other 
related items. This I disagreed with, 
and upon review it is obvious that HUD 
concurred. 

Just one other point, as an example, 
was the definition of "good faith 
estimate." The standard HUD originally 
proposed went beyond the concept Con
gress intended and could have been 
easily interpreted to require constant 
updating of information in order to 

comply with the "best estimate" ap
proach in the regulations. This, also, 
was changed in the final regulations. 

With these changes and others, I feel 
fairly confident that the new regula
tions are workable-hopefully not too 
burdensome, and not in need of any 
more corrective surgery via the legisla
tive scalpel, but I'll be glad to consider 
any complaints, comments, or sugges
tions anyone affected by the regulations 
may care to make. This direct input is 
the way to oversee legislative imple
mentation. 

QUESTION 
2.) The Real Estate Settlement Pro
cedures Act of 1974 has been developed 
to prohibit demonstrated abuses, pro
vide disclosure of settlement Information 
to home buyers, explore improvements 
in land parcel recording systems and re
quire the study of the possible need for 
additional settlement legislation through 
HUD and other federal agencies, with a 
report back to Congress. What do you 
think the prospects are In RESP A legis
lation benefiting the consumer and his 
understanding of settlement charges? 

ANSWER 
Really, the most important aspect of 

RESPA is educational. It is this aspect 
that offers protection to virtually every 
homebuyer. The prohibition of abuses 
was important also, but not every home
buyer was "ripped-off' and the ques
tion of how widespread the abuses really 
were was never thoroughly addressed. 
But, as I said, education is the real key. 
Most people buy only one or, at most, 
a few houses in a lifetime. Even if they 
don't change jurisdictions when buying 
a new home, chances are it has been 
several years since they last went 
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through settlement and they have for
gotten what is involved. 

I feel that the homebuyer must be 
willing to make an effort on his own 
behalf. He must be willing to invest 
some time in learning the whys and 
wherefores of settlement before he in
vests his money. It seems to me the 
special RESPA booklet is sufficient in 
and of itself to at least prompt the 
interest and inquiry the consumer 
should exercise. I would suggest that 
homebuyers obtain a copy of the booklet 
when they first become serious about 
purchasing a house and not wait until 
they have signed a contract and are 
seeking financing. 

In short, I feel the information
furnishing requirements of RESPA 
will produce the greatest benefit to the 
consumer, but the extent of this bene
fit will still depend upon the consumer's 
utilization of that which is available. 

QUESTION 
3.) Some advocates of t~ettlement reform 
contend that a land registration system 
and/ or computerization of land records 
would significantly reduce closing costs 
for home buyers. Do you feel that such 
changes are justifiable In terms of start
up costs at taxpayers' expeDI!Ie? 

ANSWER 
That is a hard question to answer 

since it would require knowledge of the 
start-up or change-over costs and a 
comparison with existing charges. These 
factors would vary by jurisdiction and I 
would prefer to withhold comment until 
the HUD study is completed and the 
report is made to Congress. Even with
out major changes, improvements may 
be possible regarding the legal definition 
of good title, thereby simplifying the 
title search without seriously invading 
the traditional view of property rights. 
But, as I said, we should see what the 
HUD study required by RESPA reveals. 

QUESTION 
4.) Since you are the ranking minority 
member of the Important HoUI!Ie Housing 
Subcommittee, do you foresee any con
centrated effort to expand housing sub
sidy programs in terms of authorized 
funding and Congressional authority? 
Is there any consensus on whether credit 
allocation would be an appropriate 
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CONGRESSMAN BROWN 

form for making mortgage money 
available in the inner city? What are 
your suggestions to help alleviate the 
inner city housing problem? 

ANSWER 
The short answer to the first part of 

this question is "No." Other than re
turning to the fmancing of conventional 
public housing, a program we attempted 
to discard in the 1974 Act, the end re
sult of this year's legislation, taken col
lectively, will be a continuation of sub
sidized housing, primarily through 
Section 8 and public housing, at about 
existing levels. Again this year, we went 
through the charade of proposing signif
icantly greater outlays for subsidized 
housing in the authorization bill, but 
when the chips were down, the Appro
priations Committee held the line at 
slightly inflated present levels. I expect 
more of the same in the future as mem
bers' constituencies make their repre
sentatives more aware of a need for 
fiscal responsibility and members be
come more concerned about the cost 
of these programs. 

As for the second part of your ques
tion dealing with credit allocation, I 
think that we may have already taken 
the fU"St step in our red-lining bill 
passed this year. While ostensibly that 
legislation only relates to mortgage dis
closure, there is every likelihood that it 
will lead to some form of credit allo-

cation as we recently witnessed in 
California. 

This does not mean that there is a 
consensus or even substantial support 
for allocation. It just means that as 
presently constituted, the Congress 
might take the next misguided step un
aware of, or notwithstanding, its far 
reaching ramifications. Recognizing that 
there is, and can be, no consensus on 
priorities for the use of credit, many of 
us will continue to strongly oppose its 
artiflcial allocation even for housing 
needs. 

Of course, your last question on how 
to deal with the inner city housing 
problem could evolve into an endless 
dissertation. Briefly, let me just say that 
the plight of the inner cities and par
ticularly inner city housing in not solely 
an economic development. Many factors 
contributed to the flight from the cities 
of those who could afford to move. To 
get them back-or probably more cor
rectly others with similar characteris
tics-there will have to be major im
provements in crime protection, environ
mental quality, social and health ser
vices, and the whole range of influencing 
factors. Cities, and neighborhoods, 
must be made decent, safe, and sanitary 
before these people will return to an 
individual house, even if that house is 
decent, safe, and sanitary. 

In order to accomplish this, the 
federal government can at best provide 
some of the needed fmancial resources 
to the communities in the least restrictive 
form possible consistent with broad 
national goals. It will then be up to the 
communities to work on bettering their 
own living environment. We have had a 
start towards this end with the passage 
of General Revenue Sharing and the 
Community Development Block Grant 
program. We cannot, at the federal 
level, coordinate all the varied needed 
programs necesary to revive the inner 
cities. We must trust that responsibility 
to those who live there every day and 
assist them to the best of our financial 
ability. 

Just providing mortgage credit won't 
work. Just providing for construction of 
one facility or another won't work. A 
system of coordinated assistance must 
be developed if we are to succeed in 

continued on page 10 
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And Now, A Word 
From The Customer 

(Adapted from a panel presentation during 
the 1976 ALTA Mid-Winter Conference) 

Commentary by 
William E. Cumberland 
General Counsel 
Mortgage Bankers 

Association of America 

Appearing as I do today as the 
representative of the mortgage 

banking industry, I represent a variety 
of customers. One group of those 
customers I will call business customers; 
the other group I will call property 
owners. 

The most apparent business customer 
I represent is the mortgage banker. 
When mortgage bankers originate 
loans, they become your customers. 
Typically, after mortgage bankers make 
loans, they pledge those mortgages with 
a commercial bank to support the 
mortgage banker's credit line. So the 
commercial bank has to be satisfied 
with your efforts. Ultimately the 
mortgage banker sells loans to a per
manent investor. So through us you 
must satisfy that customer. And there is 
another customer in that group of busi
ness customers, and that's the insuring 
and guaranty people: the Veterans Ad
ministration, FHA, and the private 
mortgage insurance companies. We deal 
with them too. And so in a sense I'm 
representing a bunch of customers when 
I talk about the business customer. 

I speak of that group of customers, 
as opposed to the property owner, as a 
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business customer. And by that I mean 
that they bring you the business and if 
you don't satisfy them they'll give you 
the business. So in a way what I'm 
going to say about the business 
customer ought to be pretty obvious. 
And that is: things are pretty good. 

I talked to a mortgage banker in New 
Jersey. I said, "How are you getting 
along with the title people?" He said, 
"It's sparkling!" The Texas people tell 
me, "It's great!" 

Other places I think probably would 
liken you to the Danish railroad. The 
Danish railroad in Danish is the Danska 
Stats Bahn-"DSB". The Danish have 
a tremendous sense of humor, and they 
call their railroad "Damn Slow Busi
ness". And I think that's the biggest 
single gripe (and it isn't a big gripe you 
must appreciate that), that our industry 
has, and that is a lot of times the title 
people just take too long-just sort of 
do it at their own pace. Now I appre
ciate that you all are going to say, 
"Well, there are a lot of reasons." I'm 
sure there are a lot of reasons but you 
didn't ask me to come down here to give 
you the reasons why the complaints are 
not justified. 

The other business customer com
plaints you can pretty well anticipate, 
too. Too many exceptions to the policy, 
picky exceptions, little things, that aren't 
terribly important perhaps to a 
permanent lender such as a savings and 

continued on page 11 

Commentary by 
G. Otis Mead, Ill 
Past Director 
National Association 

Of Realtors 

I would like to thank you for the op
portunity to appear before you land 

title people of the United States, repre
senting the profession of all the Realtors. 
There are some 500,000 of us, and that 
is pretty earthshaking as you can 
imagine. 

I would like to extend greetings from 
Phil Smaby, president of the National 
Association of Realtors. He is very sorry 
he couldn't be here at the Greenbrier, 
if he's been here before, and any one 
that has always enjoyed the opportunity 
to come back. 

I have some good news for you this 
morning; that is, after a rather brief, 
but thorough survey across the nation 
regarding the title insurance industry, I 
fmd that it enjoys a generally fine 
posture in the eyes of the Realtor. There 
are not many industries or services today 
that stand up to that. The progress 
made here today is the dialogue, in
dicating that we are now on a very 
sound road, that of improving the com
bined services of the lender, the title in
surer, and the Realtor, or broker of 
properties. Title insurance is recog
nized, fortunately, as a very significant 
component of real property ownership 
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that you all have been working on for 
one hundred years, I understand, this 
year. It would please us very much if 
every piece of property in these United 
States were covered by a title policy. 
This is Utopia and we support it. 

It is not unique that the quality of the 
product and service is directly related to 
the proficiency of your offices and agen
cies. I am speaking also of the attorneys 
who represent you in the sale of your 
policies. Most of you, especially those 
in the less populated areas, have less 
contact and dialogue between the title 
policy companies, and your agents, 
being attorneys. It is so easy for them, 
the attorneys, to say the cost of the 
policy and difficulties found in the 
policy are the fault of the title com
pany. I fmd this a very easy way out and 
a very unsophisticated way out. I would 
like to suggest that your public rela
tions program not only deal with the 
public but deal very closely with your 
representatives. Try to establish a better 
understanding and a better dialogue 
with them, with your services and your 
product. That, in itself, will give you a 
much better relationship with your 
public, a much better product and ser
vice. 

In areas where settlement services are 
provided by your company, they are very 
well accepted, according to the Realtors 
I spoke with across the country, 10 to 12 
of them from California to Florida, 
Massachusetts to Ohio, etc. In all the 
areas where your offices are providing 
a very progressive settlement service, 
Realtors are quite pleased. There are 
exceptions to that rule also, this being 
directly related to the proficiency of 
your offices. Not only with the pro
ficiency of your companies, also the 
proficiency of the attorneys, and last 
but not least, the real estate broker him
self. A lot of problems can be solved 
right at the time of the listing of the 
piece of property for sale. This way it 
would be nice if all properties in this 
United States had title policies already. 
Mechanics of settlement dictate the 
manner in which the settlement is con
ducted in general. It has a very positive 
proflle. I congratulate you. 

There are problem areas and ex
ceptions to this rule. One area we fmd 
is a very definite problem is the Realtor 

continued on page 13 
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Commentary by 
Robert W. Bartlett 
Assistant Counsel 
United States League 

Of Savings 
Associations 

A s our society becomes more and 
more complex, the best jobs are 

done by those who specialize. Your in
dustry is a prime example. Savings 
associations, as specialists in providing 
funds for the housing market, are 
another. Necessity dicates that savings 
associations must be low-overhead 
operations for there is no large profit 
margin in making home loans. Ac
cordingly, if associations are to continue 
in their role as the major suppliers of 
housing market funds, they must keep 
their operations streamlined and ob
jectively oriented; they cannot afford to 
become other than incidentally in
volved in collateral matters outside of 
their area of expertise. Savings associa
tions look to title insurance companies, 
along with real estate attorneys, as 
specialists who provide the most 
economical and realiable way to make 
sure their loans are adequately secured, 
and to thereby enable associations to 
continue to specialize in making loans 
for the housing market. 

Savings associations and title insur
ance companies have many common 
goals; they are both working toward 
improvement of outmoded and antiquated 
real estate property laws. They are both 
encouraging states to adopt more uni
form state laws; they are both working 
toward making a nationwide real estate 
market that will provide more money 
for the housing market by evening out 
imbalances of capital. The joint par
ticipation of associations and title insur
ance companies in the drafting of the 
Uniform Land Transactions Act, your 
work on the ALTA standard loan insur
ance policy, and the increasing savings 
association participation in the 
secondary mortgage market are evi
dences of our commitments toward 
these goals. 

Both savings associations and title 
insurance companies feel that increasing 
governmental regulation designed to 
help the consumer often does more 

harm than good; this is a message that 
Congress is fmally starting to grasp. 
Savings associations have had frus
trating experiences for a long time in 
this area under the usury laws-a per
fect example of laws designed to help 
the consumer, but which actually hurt 
him. 

What happened, of course, was that 
in those states which set artificially low 
limits, associations, instead of making 
loans at a loss, just got out of the 
market, and it was the consumer who 
suffered. We do not want to see you 
forced out of the market by the govern
ment setting similar limits on the rates 
charged for title insurance. 

Now that we are on the subject of 
costs, there is one thing a savings 
association does not want to do, and 
this is to be a policeman with regard to 
costs. We think the cost of title insur
ance, along with other related costs, 
should be the obligation of the buyer. 
We are not now able, and will never be 
able, to afford to become involved in 
matters of pricing. We are not going to 
argue with you as to whether your rates 
are fair or just. We have had enough 
experience under RESPA as to matters 
that are outside our control to realize 
that it is impossible for us to pass 
judgment. Bill (Cumberland) mentioned 
that many consumer groups were in 
favor of repealing RESPA; the reason it 
was repealed was not because of the 
arguments of the trade associations, 
even though we were all up there on the 
"Hill" urging that it be repealed. Its 
repeal came because of consumer com
plaints of red tape and time delays. 

Among the proposals currently float
ing around Congress is one that would 
require that the lender pay all or part of 
the closing costs. As I talk to you this 
morning, I have this feeling of, "I'm all 
right, Jack. Why should title insurance 
companies worry about having the 
lender pay closing costs, just as long as 
Congress does not set artificial limits 
on what title insurance companies can 
charge?" From your point of view, I 
think this attitude could be extremely 
dangerous. The theory behind this 
proposal of "Let the lender pay all" is 
that savings associations have more 
leverage. The argument is that, if we 
were forced to absorb the cost, we would 

continued on page 15 
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ALTA Reaches Vast 
TV-Radio Audience 

With Positive Impact 

Mini-dramas, informative announcements 
encourage greater consumer awareness 

8 

~is fall, a highly creative public ser
..1. vice film clip emphasizing land title 

protection will be telecast by stations 
from coast to coast. 

In the 60-second film, a man and his 
wife are relaxing on the porch of a 
striking older home they have just pur
chased. Without warning, a group of 
young people dressed in strange robes 
rushes into the yard and begins to en
gage in mock swordplay. As the scene 
unfolds, an announcer with precise 
British accent explains that land title 
difficulties can and do arise-such as a 
deed restriction that allows the local 
drama club to use a residence for re
hearsals. The announcer goes on to ad
vise a title search and owner's title 
insurance as home buyer safeguards. 

There will be no charge for the air 
time used for this film, which is donated 
by stations in the public interest. 

During the spring of this year, a com
panion 60-second film on land title 
protection also was used by television 
stations. In this production, the tran
quility of life at a ranch-style home is 
interrupted when a man rides up on 
horseback-leading a cow-and advises 
the property owner he is ftling a claim 
against the value of the property under 
the will of a former owner. Again, the 
announcer points out that land title 
hazards are a reality and suggests a title 
search and owner's title insurance as 
home buyer safeguards. 

How extensive is the audience ex
posure generated by these film offer
ings? 

Reports from stations airing the ftlm 
distributed last spring indicate plans 
for nearly 2,300 telecasts in almost 40 
hours of free air time-by 88 stations in 
39 states. The potential audience for 
this exposure? More than 118 million 
viewers. 

It is anticipated that the second 1976 
clip will receive similar use by the time 
telecasting is completed this fall. 

Creating, producing and distributing 
these 60-second public service clips in 
cooperation with Planned Communica
tion Services, Inc., New York City, is an 
ongoing activity of the ALTA Public 
Relations Program. Through the efforts 
of the Association Public Relations 
Committee and staff, television and 
radio public service material of similar 
creative quality annually reaches an 
ever-changing national audience of mil-
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lions of home buyers and optmon 
leaders. In this way, ALTA is able to 
positively identify the land title industry 
with serving the public interest and off
set misinformed criticism of the indus
try that may be carried by media. 

In other examples of ALTA television 
and radio activity, a package of three, 
30-second public service announcements 
suggesting that viewers write the 
Association for free literature on home 
buying and land title protection early 
this year was aired by over 200 stations 
in 45 states. Celebrities featured on 
these include Angie Dickinson, star of 
NBC Television's, "Police Woman", 
and Mike Evans, formerly of CBS Tele
vision's, "The Jeffersons". 

Another package of ALTA 30-second 
celebrity announcements is being pre
pared for nationwide distribution to 
television stations at the beginning of 
1977. 

Also in the spring of this year, a 
package of ALTA television public ser
vice slide announcements was aired by 
75 stations in 38 states with a potential 
audience of more than 97 million. The 
announcements point out that real 
estate ownership can be challenged 
under the American system of law-and 
suggest learning about land title pro
tection. 

Plans for 1977 ALTA public relations 
activity include another television slide 
announcement package for distribution 
in the spring. 

Television public service distribution 
of two ALTA feature films, "A Place 
Under The Sun" and "1429 Maple 
Street", is continuing this year with im
pressive results. 

Despite its irregular 21-minute time 
length for television, "Place" at mid
year had been aired before an audience 
cumulating more than half a million in 
27 states-and could run that total to 
one million by the end of the year. 

In its second year of television dis
tribution, "1429 Maple" at midyear 
had cumulated an audience of approxi
mately 9 million in 38 states since the 
start of this activity. 

As is traditional, ALTA public service 
radio spots in 1976 appear well on their 
way to being broadcast by more than 
1,000 stations from coast to coast and 
reaching an audience of millions. 
Featured on this year's spots-which 
call attention to the need for learning 
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in advance about home buying and land 
title safeguards-are Larry Linville of 
CBS Television's, "M*A*S*H"; Marty 
Robbins, country and western music 
star; Henry Mancini, contemporary 
music personality; and actress Patty 
Duke Astin. 

Early indications of the high creative 
quality of the 1976 radio spots include 
their acceptance for broadcast by such 
major metropolitan stations as WHBI, 
New York City, and KGO, San Fran
cisco. 

Here is a partial list of the stations 
that to date have reported scheduling 

the ALTA radio spots. 
Alabama-WKCH, Montgomery; 

WCRI and WDJC, Birmingham 
Alaska-KJZZ, Anchorage; KTKN, 

Ketchikan 
Arizona-KASA, Phoenix; KJOK, 

Yuma 
Arkansas-KGUS, Hot Springs; 

KUOA, Siloam Springs 
California-KFBK, Sacramento; 

KDB, Santa Barbara; KLRO, San 
Diego 

Colorado-KOSI, Aurora; KFEL, 

continued on page 15 

A HOME OWNER stares in disbelief as a claimant rides up to advise him of a land 
title challenge under the will of a former owner. The scene is from a 60-second ALTA 
television public service film clip. 

IN A STARTLING DEVELOPMENT, a homeowner finds his property invaded by young 
people in strange costume who engage in mock swordplay. later in this ALTA tele
vision public service film clip, he finds they are members of the local drama club 
who are using his residence for rehearsal through a deed restriction. 
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Bylaws Proposal 
Corrections Noted 

Several typographical errors are 
present in the proposed ALTA ByLaws 
amendments to be voted on Wednesday 
afternoon, October 20, during the 1976 
ALTA Annual Convention in Seattle, as 
published in the July, 1976, issue of 
Title News. 

ALTA members are asked to note in 
particular the following corrections of 
these printer mistakes in the afore
mentioned July edition of the magazine: 

-On page II, column 3, 
twenty-third line from top, insert 
the following after the word, 
"its", at the beginning of that 
line: "or their agents concurrent 
representation by more than two 
of its" and continue with the 
words, "officers or employees 
(etc.)" as shown 

-On page 13, column 3, top line, 
change the third word, "whose". 
to "those" 

-On page 14, column 3, forty-third 
line from top, strike the first two 
words, "or require", and insert 
the following in their place, "or 

to both Section and Association 
membership, as the occasion shall 
require" and continue with the 
words, "and all reports (etc.)" as 
shown 

-On page 14, column 3, 
from top, 
that line, 
be shown 

forty-seventh line 
the last word in 
"standard", should 
with a strike-through 

WASHINGTON PROFILE
continued from page 5 

turning our cities around socially and 
financially. 

QUESTION 

5.) There has been a great deal of dis
cussion In Congress over the last two 
years on legislation that would recon
stitute the financial community as 
presently known. There Is a divergence 
of opinion as to whether or not rmanclal 
reform would ultimately benefit the 
consumer. What can commercial banks, 
mortgage lenden, and applicable trade 
associations do, In conjunction with 
Congress, to shape financial reform 

legislation that is truly In the public 
Interest? 

ANSWER 

The legislative debacle which oc
curred this session in the House with 
respect to "frnancial reform" made two 
rather significant contributions. First, 
although possibly great improvements 
can and should be made in the pro
viding of financial services and in the 
meeting of credit needs, our present 
financial institution structure looks bad 
and inadequate only until you start 
comparing it with the defects and 
inadequacies of a new arrangement; 
and, second, it is politically improbable 
that "frnancial reform" will occur unless 
the concept of equity and a balanced 
role between institutions are carefully 
and objectively pursued while the con
sumer interest is more profoundly ad
dressed. 

Meaningful financial reform will 
occur if, and only if, the members of 
Congress start being statesmen and stop 
playing one self-interest sector against 
another on the basis of where the votes 
are, and in turn, the affected institu
tions and segments of the industry start 
contributing on the basis of their en
lightened self-interest, rather than only 
their self-interest. 

ALTA President Howlett Addresses Pennsylvania Convention 

PHOTOGRAPHS from the 1976 Pennsylvania Land Title 
Association Convention include, at left, from left, ALTA Execu
tive Vice President William J. McAuliffe, Jr. and President 
Richard H. Howlett talking with 1975-76 PLTA President Albert 
E. Pentecost near a large reproduction of a salute to the land 
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title industry on the Centennial of Title Insurance, which was 
published in the Congressional Record. President Howlett 
addressed the convention at center. At right, President 
Pentecost congratulates newly elected PLTA President John H. 
Kunkle, Jr. 
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COVINGTON COFFMAN 

ZEISER BECK 

Peninsular Title Insurance Company 
has elected James F. Covington, Jr., vice 
president and general counsel, and to 
the board of directors. 

* * * 
Title Insurance and Trust and 

Pioneer Title Insurance announce the 
election of Charles L. Coffman as execu
tive vice president-finance and adminis
tration. 

* * * 
Chicago Title and Trust Company has 

announced the following elections: John 
Ludwick, vice president, home office; 
George Hursig, vice president and 
comptroller, home office. 

* * * 
Lawyers Title Insurance Corporation 

announces the following appointments: 
Bruce H. Zeiser, vice president, Boston; 
James A. Marshall II, manager, 
Houston national division; J. Henry 
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LUDWICK HURSIG 

TARRANT GOLDBERG 

Godwin ill, branch counsel, Norfolk, 
Va.; Joseph J. Beck, senior title 
attorney, Richmond, Va.; John W. 
Tarrant, branch counsel, Fort 
Lauderdale, Fla.; Bernard F. Goldberg, 
Jr., assistant manager, Washington, 
D.C. 

NMLTA Elects 
Brandenburg 

William Brandenburg of Santa Fe 
was elected president of the New Mexico 
Land Title Association during its 1976 
Annual Convention at Las Cruces. 

Guests of honor at the Convention 
were ALTA President and Mrs. Richard 
H. Howlett. Hughes Butterworth, Jr., 
1975-76 president of the Texas Land 
Title Association, also was in attendance. 

Other newly-elected NMLTA officers 

include John Phelan, Las Cruces, first 
vice president; Dana Shriver, Taos, 
second vice president; and Bill Harris, 
Raton; Robert Flores, Las Cruces; 
Harold Brackeen, Albuquerque; Ida 
Romero, Espanola; Charles Currier, 
Artesia; and Robert Ryan, Albuquer
que-all Board members. 

Guy Ridout of Albuquerque was 
apointed to serve as NMLTA secretary. 

CUMBERLAND- continued from page 6 

loan-and I'll let Bob (Bartlett) speak 
to that-but really muck that loan up 
when the mortgage banker wants to put 
it into the secondary market. Exceptions 
where one company in the town will 
make an exception for a certain item 
and another one won't. You can't 
anticipate it, my people tell me. And I 
guess they-this is sort of part of the 
same thing-and that is a complaint 
that the title industry is a little inflexible 
in devising forms or devising coverage 
which will satisfy our permanent in
vestors. I know you deal directly with 
FNMA and some of the life companies 
and I'm sure those things get straight
ened out and that brings us back to the 
question of time. "Damn Slow Busi
ness." 

I note that some of the dissatisfica
tions that we expressed with respect to 
your new construction loan policy, 
adopted last fall, are under reconsidera
tion and I understand that's to be part 
of the business in this meeting later on. 

But on the whole the relationship 
between the business customer, that I'm 
here to represent, and your industry is 
very good. 

When we come to the property owners, 
I think we may have a little different 
question. I call them property owners, 
I do not call them "consumers". I don't 
like that word, consumers. Mortgage 
bankers, commercial banks, insurance 
companies are all consumers of your 
product, just as the property owner is a 
consumer of your product. So I don't 
like that word "consumers"; it implies 
that somehow we're not all human, 
we're an industry. And only the con
sumer is human. 

But the property owner customer is 
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different and I think you ought to keep 
this in mind in everything you do. The 
first thing that's different about them, 
is that they don't deal with you very 
often. As a matter-of-fact, each one of 
them probably deals with you only once 
or twice in his or her lifetime. The aver
ages are somewhat misleading. We see 
that the average home is sold every four 
or five years, and you multiply that by 
the number of homes and the number 
of people and you get people moving 
around the country with considerable 
amount of turnover. Well, there are 
some people who move a lot but a sub
stantial bulk of the population doesn't 

move very much at all; indeed may buy 
one or two homes in the course of 
their lifetimes. So they don't deal with 
you very often. The second thing they 
don't do, unlike the business customer, 
is that they don't have the expertise. 
Business customers have a battery of 
lawyers that they can call upon to argue 
with you and your lawyers about what 
you can and should or shouldn't do. 
And the third thing about the property 
owner-and this is the key-they pay 
the bill! That's the key. 

The reason I took it upon myself to 
bring this up is that your industry is 
very much like the mortgage banking 

THIS VIEW from the 1976 Michigan Land Title Association Convention shows Robert 
J. Wilson, Jr., standing, right, incoming MLTA president, being congratulated by 
William M. Quinn, who completed his term as president of the association at the 
convention. At left is Mrs. Shirley Quinn and Mrs. Sue Wilson is at right. 

industry in this respect. Our industry 
when it thinks of its customers thinks of 
who brings it the business. To the mort
gage banker the business is brought in 
the front door by the real estate broker 
for existing properties, and by the 
builder for new construction. That's the 
"customer". That's who brings the 

McCulloch Is 
OLTA Speaker 

Addresses by ALTA President-Elect 
Philip D. McCulloch and by F. Frank 
Howatt, assistant state insurance com
missioner, were among highlights of the 
1976 Oregon Land Title Association 
Convention held in June at Salishan 
Lodge. 

Another point of major interest was 
presentation of OL T A Honorary 
memberships to Wallace W. Bohning, 
Paul vonBergen, Jack W. Stanley and 
Edward E. Miller. 

A panel on land title and escrow 
problems and a report from the Oregon 
title insurance rating bureau also con
tributed to the overall excellence of the 
program. 

Thomas G. Stapleton of Portland was 
elected new OLTA president at the con
vention and David D. Gilley of Portland 
was chosen vice president. Elected to 
the Executive Committee were Kenneth 
R. Schramm of Portland and Pat 
McLoughlin of The Dalles. 

IN THESE PHOTOGRAPHS from the 1976 Oregon Land Title 
Association Convention, ALTA President-Elect Philip D. 
McCulloch (right) talks with Oregon Assistant Insurance Com-

missioner F. Frank Howatt and wife In the view at left. At right is 
newly·elected OLTA President Thomas G. Stapleton and his 
wife, Mary. 
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business in. 
I think it's typical of our industry-! 

can't speak for you and your trade 
association and its conventions because 
this is the first one I've been to-but I 
know what we do. And if we had a 
panel that was entitled, "Let's Hear 
From The Customers," we'd have the 
builders and we'd have the brokers and 
we wouldn't have anybody representing 
the mortgagors. We wouldn't. We 
wouldn't have thought of it. 

I'm not so sure that I know what you 
do. But I can tell you that I as a 
property owner or more precisely repre
senting my mother in this particular 
case who is a property owner, I had this 
experience last fall. My mother had a 
house that she wanted to refinance to 
acquire an additional piece of real 
estate. I handled it for her. I spoke per
sonally to the head man of the title in
surance company office in Washington. 
I explained that his company had issued 
an owner's policy on the property to 
my mother 21/ l years earlier and that 
the existing mortgage which was to be 
paid off was with the same lender as the 
reftnance mortgage would be. Well , it 
took over three weeks to search the title 
and to prepare for closing. The title 
company prepared the closing statement 
to charge the full premium for the new 
policy. When I objected that a reissue 
rate should apply, the closing agent 
was surprised to find out that there had 
been an owner's policy issued by the 
company less then three years prior. 
The closing agent for the title com
pany-it was closed at the title com
pany-wanted to charge interest from 
the day of settlement (the day my 
mother was there to sign papers) to the 
day that the existing loan would be paid 
off, and also interest on the new loan 
from day of settlement to the day the 
old loan was paid off. And he didn't see 
anything strange about the fact, when I 
called it to this attention , that there was 
no sale involved in the transaction and 
that there was only one lender involved 
in the transaction. As a matter-of-fact, 
he told me that it was up to me to 
straighten it out. Well I did and I 
didn't have any problems straightening 
it out. 

That's what happened to a knowl
edgeable friend . Lord knows what hap
pens to the naive one-timer. 

The point isn't that the company is 
terrible, the point isn't that there were 
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some mistakes made-sure there are 
going to be mistakes made-the point 
is that the company didn't evidence that 
it was worried about the property 
owner. That's the point. 

Ladies and gentlemen, I tell you Sec
tion 701 of the Emergency Housing Act 
of 1970 should never have been enacted. 
And I say RESPA should never have 
been enacted. And I say the Goldfarb 
Opinion should never have been handed 
down by the Supreme Court. I say 
should not, not because they were all 
wrong, but because there should not 
have been anything going on out here in 
the. real world to encourage these 
attempts to abolish abuses. 

We who are in the land transfer 
business (and I include mortgage 
bankers as part of the people who assist 
in transfering ownership of land) who 
know the most about it, must and 
should work to improve the business 
for the paying customer. Public rela
tions is certainly primary. I have head 
some of that today earlier. But I'm talk
ing about our operation not just our 
image. 

When you take over the settlement 
function and imply thereby that you are 
going to look out for the rights and 
interests of everybody concerned, then 
by gosh you better look out for the 
rights and interests of everybody con
cerned. When you adopt, or urge public 
officials to adopt, premium schedules 
as fair to both commercial policy holders 
and individual homeowner policy 
holders, then you better make sure that 
those premiums are fair to the indivi
dual homeowner as well as the commer
cial policy holder. And I'll go one step 
further-and this is a tough one-1 
think rather than encouraging inefficient 
systems of public records by smugly 
maintaining expensive and duplicative 
private title plants, I think your industry 
ought to actively encourage improve
ment of the public records. 

I don't know whether you all know it 
but there is a lawyer in Florida who 
picked up the fact that in Florida the 
land records are so arranged that there 
is a day or two when the title companies 
there don't know what the land record 
says. They operate on a ditto system by 
some kind of pooling. And he goes 
charging into the regulatory body and 
he says the title companies are issuing 
policies without knowledge, they're in 
the casualty insurance business. And it 

disrupted the title business down there 
in Florida and the reason, as I under
stand it, is because the public records 
aren't as good as they should be. So it 
costs you money and worry but it sure 
costs the public a lot more when there 
are inefficient public records. 

To sum it up, I think both of our in
dustries must be constantly aware that 
the paying customer wants service, too. 
The land title industry, the mortgage 
banking industry, the other industries 
represented here and related industries, 
have developed a system that is unsur
passed in the world in its ability to allow 
individuals to own their own homes. I'm 
proud of that, and I'm proud to be part 
of it. But any system can be improved 
to meet new needs and circumstances. 
By listening to the customers, as you are 
today, the system will be improved. 

MEAD-continued from page 7 

himself receiving, at a very early stage, 
a full copy of the exceptions rather than 
hearing second hand from a lender or 
title attorney, or whomever. If the 
Realtor himself, or the broker himself, 
received a full copy at a very early stage, 
a lot of problems would be solved with 
the property owners at that time; as a 
matter of fact, with both the buyer and 
the seller. If we do not have a case 
where there are some exceptions, and if 
they are acceptable, this should be a 
great service. 

It would help if alternatives or solu
tions to these problems could be sug
gested by the title company, rather than 
just giving print outs on each piece of 
property. Property is like people, they 
all have their own personalities. Pro
perties do not fit well into computers. 
Print outs on a piece of property might 
or might not fit, more often not. 

If a study were made of the exceptions, 
and where they might be corrected, this 
would be a great service of the title com
panies. We also feel that in many cases 
their exceptions are much too conserva
tive. How good are your examiners? A 
major problem arises when you are 
using independent attorneys to do your 
work. It has been our experience that 
attorneys in general are problem seekers 
rather than solution seekers. From time 
to time and more often than not, I feel 
that the only way the attorney justifies 
his position is by finding with great glee 
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a problem. I have a pat answer; when 
an attorney calls and he is just excited 
to death that he has found a problem, I 
say fine, please call me back when you 
have found the solution. 

It is a matter of approach, it is a 
matter of common sense, and more im
portant, it is a matter of presentation. 
Presentation of the problem. What does 
it really mean, a problem of title? Just 
what does it mean? We feel that some 
remote exposure to a title deficiency 
should be justified by your premium. I 
am not suggesting that your premium is 
too high or too low. But unless you can 
put yourself in a posture where you can 
maintain a level of some significant 
exposure, I feel that any price for a 
policy is not justified. If premiums have 
to be high for expensive coverage, that 
is all well and good, but we are not 
getting this information on the level of 
the practicing agent; we don't know 
this. You are not telling us this; it might 
be told to your attorney and the word 
is just not getting across. 

ERRORS & OMISSIONS 

INSURANCE 

Title Opinion Coverage 
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'~ TITLE AGENT 

FOR TITLE PEOPLE" 

R.~ 1. 
NTRELL 

GENCY, INC. 
Box 516 (918) 456-8883 
Tahlequah . Okla . 74464 

I do have some suggestions. First of 
all, I would like to see your national 
association design and distribute a title 
insurance handbook to all real estate 
agents in the country; you might very 
well have it already. These are the 
people who are dealing from beginning 
to end with the real estate transfer 
more than anybody else. In some cases 
even now, we do not get a copy of the 
letter. I don't think the attorney is doing 
a good enough job. He is hired to make 
sure there are no going to be any 
problems. I think that is where the 
attorney syndrome is out of hand. I 
would like to see a handbook that ex
plains to me the reasons for title insur
ance, how rates are derived, regarding 
the property owner and mortgagee. Why 
is there a difference? I know, but I 
don't know it well enough to explain it 
to my clients; the basic procedures are 
not made known to us by you. 

If there are obvious defects in the title, 
a great deal can be remedied by bring
ing these problems to the attention of 
the seller at the time the property is 
visited. Don't have any surprises, it 
doesn't help in promoting the property 
for sale. There are types of deficiencies 

that definitely affect value. Explain 
the difference in the policies (the 
mortgagee policy and the home owner 
policy). 

I would like to echo what was said 
here already, in that we all have a very 
serious responsibility to the American 
public. We have done a fme job in the 
past, yet we have our work cut out for 
us in the future. It occurs to me that 
one of the last strongholds of the com
mon man to develop any financial in
dependence whatsoever, is through 
owning his own home, an investment 
which he uses and lives in. Unless we 
can keep the ship afloat and straight 
as far as home ownership is concerned, 
when our generation reaches 65 years of 
age, there will be absolutely and posi
tively no fmancial independence. You 
can recognize the situation we have 
today more and more. In such a situa
tion, what a chaotic, totally socialistic 
society we will have. 

I call on you to address yourself to 
solving whatever problems title com
panies may have. Let us join hands and 
have great dialogue to assure that, 
through home ownership, fmancial in
dependence is maintained. 

Specifically for the Title Examiner: 
Rotating Axis Protractor 
The title examiner, planner, engineer can prepare and reconstruct maps with 
unprecedented ease and accuracy and plot property lines from bearing and 
distance information. Any angle to 360° can be measured and drawn using the 
rotating axis. 

The ROT ANGLE TM PROTRACTOR is equipped with two vernier measur
ing angles to 0. I degree or 5 minutes of arc. Precision machining assures 
superior performance. 

LAB INDUSTRIES 
Berkeley, California • Telephone (415) 843-0220 

Size: 7" x 7" x 118" ORDER NOW WITH THIS COUPON 
Send to: LAB INDUSTRIES 

1802 Second Street Berkeley, CA 94710 
Name Position ____ _ 
Street 
City-----------------
State Zip . 
Please rush ROT ANGLE Protractor within 48 hours of re- : 
ceipt of coupon, at $7.45 each (includes postage and 
handling). 0 
Please rush more information. 0 
Californians add applicable sales tax. 
Or please bill my Master Charge No. 
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BARTLETT -continued from page 7 

then force you to lower your rates, 
something that the ordinary customer 
could not do because he has no leverage. 
As I said before, savings associations 
will not argue with you about your 
rates-either upward or downward
because we cannot afford to get involved 
in anything resembling price fiXing. 

As in any business, there is always 
room for improvement. Sometimes, and 
I emphasize sometimes, we feel that 
there are individuals in title insurance 
who seem to be having a contest to see 
who can come up with the most ex
ceptions. Now we realize that you are 
not in the business of being a nice guy; 
you have to make sure that there are no 
legal problems with the title, and so you 
have to be careful. However, there is 
a feeling that sometimes these ex
ceptions come out on a computer print
out and are not really related to a par
ticular transaction. Title insurance com
panies are very good about waiving 
these exceptions, but that takes time 
and a lot of wasted effort. It would be 
better if the transactions were examined 
on an individual basis in the beginning; 
it would take less time, and it would 
help things run much more smoothly for 
the savings association and the title 
insurance company. It would also be 
helpful to see a better explanation of 
what the exceptions are and what the 
special endorsements are, because we 
cannot explain them to our clients when 
we ourselves are not sure what they are. 
A general explanation of each would be 
helpful, for there is a lot of misunder
standing and a lot of confusion in the 
area that is often unnecessary. 

We would also like to see title insur
ance companies put faith in the state 
statutes that exempt savings associations 
from the usury laws. Title insurance 
companies should be able to rely on 
such specific statutory exemptions. It is 
frustrating for savings associations to, 
in effect, be forced to comply with usury 
statutes which, by their terms, should 
not be applicable to them, just because 
title insurance companies refuse to take 
the statutory exemptions seriously. 

It would also be very helpful if cus
tomers were advised generally as to what 
title insurance costs are and what is 
involved. Sometimes a customer pays 
more for title insurance than he should; 
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for example, when he buys an "original" 
title insurance policy, when all he has to 
do is update a policy. Such mistakes are 
not caused by any desire to mislead on 
the part of the title insurance com
pany-l'm sure that in most cases it's 
just a lack of communication. 

In closing, I would like to say that 
savings associations and title insurance 
companies have done a good job so far in 
making home ownership possible for the 
average American. While there is room 
for improvement, we still are doing the 
job better than any other country. I 
think if we work side by side to keep the 
government from becoming more in
volved in the buying, selling, and 
fmancing of homes, both businesses will 
be able to continue to improve on their 
good records. 

TV·RADIO-continued from page 9 

Pueblo; KPIK and KKFM, Colorado 
Springs 

Connecticut- WKSS, Hartford; 
WICC, Bridgeport 

Florida-WFAM, Jacksonville; 
WMOP, Ocala; WOCF, Orlando; 
WQYK and WYOU, Tampa 

Georgia-WDEN, Macon; WJCL and 
WQQT, Savannah 

TITLE INFORMATION MANAGEMENT SYSTEM 

Hawaii-KNDI, Honolulu 
Idaho-KYME, Boise; KADQ, 

Rexburg 
Illinois- WVEM, Springfield; 

WTAQ, LaGrange 
Indiana-WNOU, South Bend; 

WIRE and WXL W, Indianapolis 
Iowa-KBUR, Burlington; KXEL, 

Waterloo 
Kansas-WREN, Topeka; KSAL, 

Salina 
Kentucky- WKDJ, Winchester; 

WMIK, Middleboro 
Louisiana-WYLD, New Orleans; 

WTGI, Hammond 
Maine-WTVL, Waterville; WEGP, 

Presque Isle 
Maryland-WFST, Annapolis; 

WJDY, Salisbury 
Massachusetts-W ARA, Attleboro; 

WRYT and WBOS, Boston 
Michigan-WFBG, Detroit; WMIX, 

Midland 
Minnesota-KAOH, Duluth; KBUN, 

Bemidji 
Mississippi-WACR, Columbus; 

WGRM, Greenwood 
Missouri-WTRH, St. Louis; KNIM, 

Maryville 
Montana-KYSS, Missoula; KATL, 

Miles City 
Nebraska-KGMT, Fairbury; KMMJ 

and KROH, Grand Island 
New Hampshire-WFTN, Franklin; 

0 Automated title plants 

0 Cartridged microfilm systems 

0 Plant-building services 

0 Automation feasibility studies 

LANDEX systems and services are designed with the help of title people 
to serve the information-management needs of the title industry. May we 
tell you more? Check the topic above that interests you, clip this adver
tisement, and send it with your business card to-

Donald E. Henley, President 
(213) 346-9203 

(i) IN FORMAT A INC 

SPECIALISTS IN INFORMATION MANAGEMENT 1 23241 VENTURA BOULEVARD. WOODLAND HILLS. CA 91364 
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KKNE, Keene 
New Jersey-W A WZ, Zarephath; 

WRO, Hammonton 
New Mexico-KBAD, Carlsbad; 

KWEW, Hobbs 
New York-WVOR, Rochester; 

WRKL, New City 
North Carolina-WFMR, High Point; 

WISP, Kinston 
North Dakota-KEYJ, Jamestown; 

KCOW, Alliance 
Ohio-WLIT, Steubenville; WTNS, 

Coshocton 
Oklahoma-KEBC, Oklahoma City; 

KGWA, Enid 
Oregon-WKEY, Portland; KQFN, 

Roseburg 
Pennsylvania-WCHM, Chambers

burg; WJNL and WJAC, Johnstown 
Rhode Island-WADK, Newport 
South Carolina-WMRB, Greenville; 

WRHI, Rock Hill 
South Dakota-KTOQ, Rapid City; 

KOBH, Hot Springs 
Tennessee-KWAM, Memphis; 

WCOR, Lebanon 
Texas-KKYR, Marshall; KFMK 

and KTRH, Houston 
Vermont-WSKI, Montpelier 
Virginia-WRGM and WIKI, Rich

mond; WFAX, Falls Church 
Washington-KIT, Yakima 
Wisconsin-WGEE, Green Bay; 

WROE, Neenah 
West Virginia-WEMM and WHEZ, 

Huntington; WELC, Welch 
Wyoming-KRTK and KTHE, 

Thermopolis 

Members of the ALTA Public Rela
tions Committee include Chairman 
Philip B. Branson; H. Randolph 
Farmer; Patrick McQuaid; Francis E. 
O'Connor; James W. Robinson; Edward 
S. Schmidt and William H. Thurman. 
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meeting tAmetable 

September 9-11, 1976 
Minnesota Land Title Association 

Maddens Lodge 
Gull Lake, Minnesota 

September 9-11, 1976 
North Dakota Land Title Association 

Dickinson, North Dakota 

September 12-14, 1976 
Ohio Land Title Association 

Salt Fork State Lodge 
Cambridge, Ohio 

September 17-19, 1976 
Missouri Land Title Association 

Marriott 
St. Louis, Missouri 

September 18-21 , 1976 
Indiana Land Title Association 

Rodeway Inns-Airport 
Indianapolis, Indiana 

September 23-24, 1976 
Nebraska Land Title Association 

Omaha, Nebraska 

September 23-24, 1976 
Wisconsin Land Title 

Association, Inc. 
The Concourse 

Madison, Wisconsin 

October 2-4, 1976 
Carolinas Land Title Association 

Mills Hyatt House 
Charleston, South Carolina 

October 18-20, 1978 
ALTA Annual Convention 

Olympic Hotel 
Seattle, Washington 

October 25-27, 1976 
Mortgage Bankers Association of America 

San Francisco Hilton 
San Francisco, California 

November 3-6, 1976 
Dixie Land Title Association 

Gulf State Park Resort 
and Convention Center 
Gulf Shores, Alabama 

November 4-6, 1976 
Land Tithi Association of Arizona 

Skyline Country Club 
Tucson, Arizona 

November 14-18, 1976 
National Association of Realtors 

Houston, Texas 

November14-19, 1976 
United States League of Savings Associations 

New York, New York 

SEPTEMBER TITLE NEWS 



Tell Your Story More Effectively 
. with these ALTA Educational Aids 

(All orders plus postage; write Business Manager, ALTA, 
1828 L Street, N.W., Washington, D.C. 20036) 

LAND TITLE INSURANCE-
CONSUMER PROTECTION 
Sl NCE 1876. Tells the story of 
the creation of t itle Insurance In 
Philadelphia In 1876. A t imely 
folder at $9 .00 per hundred . 

CLOSING COSTS AND YOUR PURCHASE OF A 
HOME. A gu idebook for home buyer use in learning 
about local closing costs . Gives general pointers on 
purchasing a home ond d iscusses typical settlement 
sheet Items Including land title services. $18 .00 per 
100 copies. 

AMERICAN LAND TITLE ASSOCIA
TION ANSWERS SOME IMPOR
TANT QUESTIONS ABOUT THE 
TITLE TO YOUR HOME. Includes 
the story of the land title industry. 
$23.00 per 100 copies of the book
let. 

THINGS YOU SHOULD KNOW ABOUT HOME 
BUYING AND LAND TITLE PROTECTION. Folder 
designed for No. 10 envelope Includes a concise 
explanation of land title industry operational meth
ods and why they are important to the public . Nar
ration provides answers to misinformed criticism 
of the industry. $7.00 per 100 copies. 

(RIGHT ) BLUEPRINT FOR HOME BUYING. 
Illustrated booklet contains consumer 
guidel ines on important aspects of 
home buying . Expla ins roles of va ri 
ous professionals including broker, 
attorney and titleman. $24.00 per 
hundred copies. (RIGHT) ALTA 
FULL-LENGTH FILMS: " BLUE
PRINT FOR HOME BUYING." Col 
orful animated 16 mm. sound film. 
14 minutes long. w ith guidance on 
home selection. financing. settle
ment. Basis for popular booklet 
mentioned above. $95 per print. 
" A PLACE UNDER THE SUN." 
Award winning 21 minute animated 
16 mm. color sound film tells the 
story of the land title industry and 
its services. $135 per print. 

LINCOLN LOST HIS HOME 
BECAUSE OF DEFEC

TIVE LAND TITLES A 
memorable example of the 
need for land t itle protection 
is described in th is folder. 
$7 .00 per 1 00 copies. 

bluepnnt 
for 
home 
buying 

THE IMPORTANCE OF THE ABSTRACT IN YOUR 
COMMUNITY. An effectively illustrated booklet 
that uses art work from the award-winning ALTA 
film. " A Place Under The Sun ... to tell about land 
totle defects and the role of the abstract in land 
title protection. Room for imprinting on back 
cover. $23.00 per 1 00 copies . 
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