


PUSHBUTTON 
CLOSINGS ARF: HERE 
DA!.ACL()Sg- handles all 
of these essential fonns: 
HUD I Form Pages 1 & 2 (RESPA) 
Buyer I Seller Settlement Statements 
Truth-In-lending 
Lien Affidavit (optional) 
Warranty Deed (optional) 
FNMA Affidavit (1009) 
Conventional Security Instruments 

(Mortgage) FNMA / FHLMC 
Conventional Note FNMA / FHLMC 
Private Mortgage Insurance Forms 
FHA Security Instrument (Mortgage) 
FHA Note 
FHA Affidavit 
FHA / VA Builder's Warranty 
FHA Mortgage Insurance Certificate 
VA Security Instrument (Mortgage) 
VA Note 
VA Certificate of Loan Disbursement (1876) 
3 Cross Reference Cards (optional) 
Checks 
Disbursement Record 

~ 
calculates: 
Principal and interest 
MIP (mortgage insurance premium) 
PMI (private mortgage insurance) 
APR (annual percentage rate) 
Proration of taxes 
Monthly payment calculations 
Amount financed 
Finance charge 
Total of payments 
Payment schedules 
Adjusted interest 
Simple interest 
Closing document preparation rates 
Title insurance rates 
Recording fees 
City / County transfer charges 
State transfer charges 

Why spend hours laboring over all of the paperwork, calcula­
tions and forms required for real estate closings? When Olympia 
Data Systems can set you up to do it all in a matter of minutes. 
With every calculation computer-accurate. 

Our unique DATACLOSE™ System handles the most complex 
transactions-VA, FHA, Conventional, cash sale, refinance or 
assumption. It will even disburse checks to everyone in the 
transaction-upon your command at the touch of a button. 

And the entire transaction, from input to printout, usually 
takes less than 30 minutes. That's right: less than 30 minutes for 
all of the essential forms and an amortization schedule, too. 

Of course, a complete word processing package is also included. 
Sound interesting? Return the coupon below and we'll expedite a 

complete DATACLOSETM Kit to you. If you're in a hurry, just pick 
up the phone and call our Marketing Department at (615) 361-8404. 

) Please send me more information about your DATACLOSEnr System. 
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Olympia Data Systems, Inc. D 1187 Vultee Boulevard D Nashville, TN 37217 D (615) 361-8404 
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We've left our mark in 
over twenty states 

Over 250 agencies, 
branches and abstractors 
throughout the United States 
rely daily on TDI for accurate 
cost-effective online title 
plant information. 

TDI now maintains over 
fifty title plants. We install 
and support stand-alone mini­
computer title plant systems 
from Seattle to Miami and 
lots of places in between. 
And to help title companies 
speed up their searching we 
have built numerous histori­
cal title plants. 

A lot of people trust 
TDI, and with good reason. 
For ten years we have pro­
vided the Title Insurance 
Industry with dependable, 
innovative systems and 
services. Our staff with its 
expertise in automation and 
title insurance constantly 
provides up-to-date technol­
ogy customized to the spe­
cific needs of your industry. 

Call (800) 525-8526 
to find out how TDI can 
help you. 

Title Data Inc. 
3540 South Poplar St. 
Denver, CO 80237 

Branch Offices: 
Auburn, CA 
Austin, TX 
Milwaukee, WI 
Santa Monica, CA 
Tampa, FL 
Woodland Hills, CA 
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... Data 
•-Inc. 



A Message 
From The 
Chairman, Title 
Insurance & 
Underwriters 
Section 

ow I hate the terms lobbyist or 
special interest group! The poli­
ticians have put the taint of 

obscenity on those lilies and the news 
media regularly heap their vitupera­
tions on anyone directly or remotely 
connected with them. But, they do ex­
ist and try as we may to disguise them 
with other names such as legislative 
advocates or consumer affairs , the 
plain truth is that they are still lobby­
ists and special interest groups no mat­
ter how thick the application of cos­
metic semantics. 

It is also a fact that , despite all we 
have learned in our high school civics 
courses, governments , both state and 
federal, rarely respond to an individual 
citizen's effort. Only when individual 
citizens associate themselves in some 
common cause can they hope for any 
kind of accomplishment. 

Our individual or personal repug­
nance notwithstanding, we must deal 
with a political system which affects 
our lives and business each day in 
greater and greater detail. 

To represent our interest at the fed­
eral level, we have associated our­
selves together in a special interest 
group called the American Land Title 
Association. Some might say that the 
ALTA is not a special interest group. 
Well, it is to me. It's my special interest 
and your special interest which we 
want the ALTA to address. Our support 
for ALTA depends to a greater or lesser 
degree on how well it represents OUR 
interests. 

Of course, we may squabble over 
which of our special interests gets the 
most attention from the ALTA, but for 
the most part we have all made com­
promises so that our Association can 
have a unity of purpose and can be our 
voice in government. 

But ALTA cannot represent us in the 
political arenas of today without our 

collective help. ALTA needs not only 
our ideas, but also our money. We can­
not expect it to lobby effectively on 
our behalf without providing the 
means to make itself heard, and what 
that means is money. Without money 
our Association stands mute in the 
halls of Congress. Without money we 
can 't support our friends-we can only 
curse our enemies. 

Each year TIPAC comes to you, 
passes its old familiar hat and asks you 
to drop in a few dollars to help it get 
through one more federal election. The 
people who run TIPAC are not pro­
fessional fund raisers-they are just or­
dinary members of ALTA like you and 
me. They expend a lot of effort in 
soliciting your help, but many of you 
have not responded. What a tragedy 
that so few TIPAC supporters carry the 
burden for so many others who have 
not recognized their own special in­
terests. I strongly urge that you sit 
down, without delay, and show your 
support for those fellow members who 
are working so hard on our behalf. 
Many of you, I know, intend to respond 
but have neglected to do so. Before you 
know it, TIPAC's campaign for funds is 
over, a year has gone by, and you are 
staring at a new solicitation. So do 
something now! You'll be surprised 
how good you will feel knowing that 
you have voluntarily contributed to a 
noble cause . .. a special interest group 
. .. YOURSELF. 

Gerald L. Ippel 



Will Free Enterprise Overcome 
The Controlled Business Problem? 

(The following views have been expressed by 
Ron R. Rush, executive vice president, Lawyers 
Title of El Paso, Texas , who is currently vice 
president of the Texas Land Title Association. 
Title News welcomes commentary from read­
ers on the con trolled business issue and other 
topics of interest to the title industry.) 

In today's market place, one of the many problems confront­
ing independent title agents is the phenomenon of con­
trolled business. Presently, the approach being considered 

to handle this situation is controlled business legislation. 
Handling this problem legislatively, however, is similar to 

playing the game of "pin-the-tail-on-the-donkey." Although 
on first blush passing the appropriate legislation seems easy 
enough with the blindfold off, once the blindfold goes on you 
can encounter a lot more problems than you first thought. One 
often finds that he has pinned the "controlled business legisla­
tion" tail on himself. Put in other words, "the ox that gets 
gored is the ox that set out to do the goring." 

What is interesting is that the controlled business phenom­
enon is of rather recent vintage and is an outgrowth of the real 
estate market roller coaster we have all experienced since the 
mid 1970s. The first step of the evolution began as a result of 
the attractive profits experienced by title agents in the early 
1970s. Underwriters who witnessed these profits offered large 
sums to buy up independent agencies and create a network of 
branches. Their thought was: "Why should we accept such a 
small percentage when we can get 100 per cent if we are the 
agency?" Big bucks were sunk into the branch operations and 
sizeable overheads were undertaken. 

When the real estate roller coaster began to lop and turn 
down, the underwriter branch operations began to lose 
astronomical sums in the early 1980s. The overnight answer to 
the problem was to sell the money-losing branch operations to 
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producers of the title business. The underwriters then were 
willing to give up 100 per cent of the large profits in return for 
getting out from under the responsibility of 100 per cent of the 
losses in the down market. 

Overnight, money-losing branch operations could be con­
verted from a money loser to a profitable operation. Accepting 
a small portion of all the premiums written was certainly 
beller than accepting 100 per cent of the losses of a money­
losing branch operation. From a producer's point of view, the 
idea of profiting from the dollars one spends on its own busi­
ness was equally attractive. However, from the point of view 
of a competitor, a controlled business independent agent is a 
lot tougher competition than an out of town underwriter. In 
fact, there was no competition at all, obviously, for the produc­
ers business. 

Given that the controlled business agency is of rather recent 
vintage, it will be interesting to see how the producers view 
their controlled title operations when the next down cycle 
hils in the real estate market. Will they have the financial 
strength or desire to pump money into the operations when 
the next down cycle hils? Will the producers feel their dollars 
invested in a controlled agency produce enough overall return 
in both good and bad markets to justify their investments and 
the management headaches involved? 

My intuition is that we are in the "heyday of the controlled 
independent agency" and that the fad in the long run will 
begin to die quickly and accelerate with each down turn in the 
market. Thus, in the long run, the economic market place 
itself probably will control the "controlled" business problem 
better than any "pin-the-tail-on-the-donkey legislation." 
However, the one disconcerting thought is, "in the long run, 
we'll all be dead ." 

I just hope we'll live long enough and our businesses will 
survive long enough so that the free enterprise economic mar­
ket place can work its magic and put an end to the growth of 
the controlled business problem for an independent title 
agency. 



R. "Joe" Cantrell 
"A title agent for title people" 
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D provides: 

The BROADEST coverage: 
The lowest rates: 

Prompt and efficient service: 
Coverage for prior acts: 

Title experience and title knowledge: 
Title people to settle claims: 

35 YEARS OF SERVICE TO THE TITLE AND ESCROW­
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(Except Alaska. Hawaii, and 
Oklahoma) 



Land Title Institute 
Performance Impressive 

I t is no longer news that the Litle in­
dustry has fell the bumps of an un­
stable economy in recent years. But 

the statistics remain impressive in 
showing that, through the downturns 
and necessary budget cuts by title 
companies, the Land Title Institute has 
continued to be successful. 

Located in Winter Haven, Florida, LTI 
as an educational arm of ALTA offers an 

, 

employee upgrading service that title 
company managers find important in 
both good and bad economic times. Re­
cen Lly, the Institute has experienced 
another upsurge in the number of 
company subscribers, and employees 
enrolling in its correspondence study. 

Ramona Chergoski, LTI registrar and 
assistant secretary-treasurer, sees the 
latest increase in subscribers as a result 

Discussing Land Title Institutes correspondence study at T.A. Title Insurance Company, 
Upper Darby, Pennsylvania, are, seated, from left, Marian DiStefano, assistant vice presi­
dent and director of sales and marketing; Bette Eckroade, manager and director of training; 
and Armand Ricchi, vice president and district manager. Standing from left are Eugenia 
Leskie, assistant manager and claims supervisor, and Tina Sopko, secretary. 
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of title company staff reductions during 
the recent recession. 

"Now that the real estate market is 
improving, companies must train new 
personnel to meet the needs of addi­
tional business," she said. 

LTI has enrolled 18 new subscribing 
companies during the past six months 
and 547 employees have signed up for its 
correspondence courses. A 250 per cent 
increase in the number of course text­
books sent to employees has been 
experienced in comparison to the same 
period last year, reflecting the upswing 
in employee participation. In January 
and February of this year, the Institute 
awarded 115 certificates of achievement 
to 85 Basic Course and 30 Advanced 
General Course graduates. Ninety-five 
per cent of the Basic Course graduates, 
including personnel from messengers to 
presidents, continue on in the Advanced 
General Course. 

The Institute operates a self-paced 
correspondence program for companies 
which pay a monthly tuition fee based 
on their total number of employees, plus 
a nominal charge for texts and test 
materials. A company may enroll as 
many employees as desired . 

The Basic Course is composed of 12 
sections covering topics including chain 
of title, title defects and losses, the need 
for land Litle assurance and title in­
dustry terminology. The Advanced Gen­
eral Course is composed of 18 sections, 

Continued on page 18 



Now! Test Drive The 
Mercedes of 

~~~Escrow Softwa 
THE BEST YOU'VE EVER SEEN-BAR NONE 

In this rapidly growing age of computers, people repeatedly buy both hardware and software 
without knowing what they're getting. Now for just $50 you can try the revolutionary 3-piece 
Goodbyte Escrow Package in your own office for 30 days. 
If you haven't yet computerized your business. the $50 investment wi ll permit you to try this 
dynamic package at your local computer store. If computerization is confusing, simply phone 
one of the Goodbyte technicians for a free consultation. 

Closing 
Statement 

1 . Reduces labor by 1/3 

2. Closing statements quickly and 
flawlessly printed every time 

3. Fast, Accurate Alterations 

4. Available for either Deed of Trust 
or Note/Mortgage 

Standard 2,. 4 or 6 column or Hud I 
Form $1000.00 

Your Personal Forms Customized 
Add'l. $500.00 

+ The Goodbyte Escrow 
package can be fully in use 
in your office from 30 min­
utes to 8 hours. 

+ All three software pieces in 
the package feature On-line 
self help directory of com­
mands and functions. 

+ All 3 pieces of software in 
the package are specifically 
designed to run on micro­
computers. 

+ Each piece of software is a 
stand alone tool. 

Trust 
Accounting 

1 . Changes the normal 4 step pro­
cedure to 1 simple step 

2 . Saves labor / max imizes 
efficiency 

Amortization 
Schedule 

1. Quickly and accurately prints 
amortization schedules 

2. Precisely computes maximum 
loan values 

3. Effortlessly computes maximum 
payment values 

4. Runs fixed payment amortization 
schedules 

5. Figures amortization schedules 
with a balloon payment 

$150.
00 

1 0 0/0 DISCOUNT 
/C OPTION 

When you order the total Es­
crow package without the Test 
Drive option, you receive a 
10% discount off the total 
package price. 

GOODBYTE SOFTWARE 
1616 Warren Avenue 

Suite 23 
Cheyenne, Wyoming 82001 

307-635-6546 



(Advertisement) 

P eop le might say that the business I am 
in has been on a collision course with 
the compu ter for years. The way I'd 

put it, the computer and my industry have 
met each other more than halfway--but , 
CONstructively . 

Looking bac k o n my own direct 
experience this pas t year, I have to feel that 
the computer is now as solidly entrenched in 
the title insurance industry as the typewriter 
IS . 

If I'd been as ked the same ques ti on in 
1968, I wo uld not have been able to answer 
so confident ly. In fact, I might have ho ped it 
wasn't true . That's the year I went to Los 
Angeles for the express purpose of see ing a 
title company demonstrate it s newl y 
automated title plant. I remember my 
disapp o intment that the equipment I saw, 
impressive a s it was, st i II fell sho rt of meeting 
our particular needs--and it rented fo r 
$40,000 a month! 

But how's this for tec hno logica l progress'/ 
Last summer my firm bought--hough! , 

not rented--a computer that d oes everyt hing 
we want it to , for under $20,000. 

And the price includ ed softwa re ( th e 
progra mming which tailors a comp ute r's 
capabilities to the user's need s), plus the 
training for our people. Seve n of our 
employees now are a ble to operate th e 
system, a nd not o ne had previously had any 
rea l computer experience. (I can run it. too, 
but most of them are better at it!) Our initia l 
trainee was pic ked s im ply for manual 
dexterity: He knew how to play th e pia no! 
_ One of the most agreea ble reve latio ns has 
been ho w quickly you can have a new 
computer turning o ut useful work. I used to 

Of 
Collisions 

and 
Computers 

Dy Thomas McDonald 

be put o ff by state ments I'd hea r at nat iona l 
con ve nt ions, to the effect that eve n when 
yo ur co mpute r is delivered, mister, hold it. 
Don't expect muc h production from it fo r 
S IX m o nths. Not until yo u have the 
progra mming down pat. And that' s go ing to 
cost yo u m o re, with professional 
programmers ea rning $50 to $65 a n hour: 
another $2,000 to $3,000 per progra m. Eve n 
then it may o r may no t work the way yo u 
think it shou ld . 

Well, it seems to me, when you fi nally 
inves t in a maj o r piece of ca pita l eq uipment , 
yo u want to use it right a way . In o ur case. the 
time lag was less tha n three days. 

Our people were trained by the computer 
supp lier during one weekend . By Mo nda y 
morn ing, they were turning ou t usa ble forms 
and rea l esta te clos ings--not model ones. but 
live cases. 

The po int is. we came into the comp ut er 
age o n a "turnkey" basis. T he comp uter. the 

Thomas McDonald, the 
Immediate Past Presidem or 
ALTA. is the President of 
Lawyers Title Group, Inc., 
headquartered in SaiJ/ord, 
Florida. He has sen•ed as 
President of the Florida Land 
Title Association (1975-76), as 
a Memher qr the Board qr 

G01•ernors qrA LTA (1963-66). and as a Memher­
at-Large qr the association's Executil'e 
Commillee (1977-78). Mr. McDonald also 11 ·as 
Jormerlr Mayor qr the City qr Sanfiml and a 
memher or the Florida Stale Legislature. 

programming, and th e tra ining a ll came in 
one package. 

T he ease of a turnkey deal--along with th e 
technologica l prog ress tha t has brought 
computers down in s ize a nd pr ice-- leads me 
to the conc lusion th a t compan ies which 
compe te in the la nd title arena are si mply 
go ing to have to be comp uteri1ed from now 
o n to remain competitive. 

Tha t wo n' t come as a su rpri se to m y I ,900 
or so co lleagues in th e American Land Title 
Association. One of th e more pleasan t duties 
shared by the four top o ffi cers of ALTA is 
that of visitin g state assoc ia ti o ns around th e 
coun try. As immediate past president. I've 
heard one matter of concern vo iced agai n 
and again. Automation. 

A lo t o f people in our business see it as a 
threat to surviva l. For o thers. it' s an 
op portunit y to seize before new 
e ntrepreneurs come a lo ng, as they surely 
will, to sna tch it away. It wasn 't just 
hap penstance tha t ALTA's 1983 national 
conven t ion devoted an entire day- long 
sess ion to com pute r ization, and that it drew 
exce llent a ttenda nce. 

I do believe it will be necessary in the next 
cou ple of yea rs fo r t itle compa nies in 
medium-sized counties like ours in centra l 
F lorida to get themselves computerized--or 
be out of business. The race is just that fast. 

Our firm, Lawyers Title G roup. Inc .. 
whic h was founded in 1904 and employed 
my father in 1925. has had something of a 
history of tryi ng to improve our office work. 
We bought the first Xerox machine in 
Sem in ole County, for instance, in 1960. 
Semi nole is immediately north of Orlando's 
Orange Cou nty. a nd we also operate in 



Yolusia County, just north of Seminole. Our 
main offices are in the two county seats, 
Sanford and Deland, with smalle r offices in 
Daytona Beach a nd Lo ngwood, used mostly 
for c losings. 

We're doing about 90 closings a month 
now and could hand le I 00. I think. 
Furthermore, I believe we could easily 
double that--with no additio n in personnel-­
when o ne more computer terminaL our 
third. is installed in the Longwood office. 
These are desk-top microcomputers. What 
we ca ll ou r "computer room" is one small 
office room at our main place in Sanford . 
With between 35 and 40 personnel in toto, 
we're far from the smallest among a dozen or 
so title companies in our area, but not the 
biggest either. That's the other side to 
e njoyin g lo ts of transactions in a fast­
growing region for housing. It brings ina lot 
of competition. So price is important in 
what we do, but service is extreme ly 
important. The computer ha enhanced us 
both ways. Las t summer I think we would 
have been lost with out it. 

This has a lways been a cyclical business, 
going up and down with transfer activity in 
real estate, mostly housing. But last summer, 
a long with a normal business increase from 
the economic recovery. we had five big 
projects come together all a t o nce . Eve n with 
the computer, we ran into a lot of overtime. 
But we were really able to produce--l'd say 
three to four times the work we'd have 
turned out otherwise. 

The more usual time savings we have 
found to be at least 50 percent. Tha t often 
means two hours instead of four , for 
instance. A relatively simple sale of a house-­
for cash or where there's a mortgage 
assumption instead of new financing--might 
be cut from two hours to one. 

There's a multiplier on the time savings. 
Anywhere from five to eight people might be 
around the table . But extremely important, 
too, is the computer's ability to produce 
work accurately. A mortgage loan , for 
instance. has to be drawn in a fashion to 
enter the secondary mortgage market. With 
the closing computer you enter a certain 
piece of information one time. and it gets 
repeated in the proper space on all the forms. 

Since the better programs include printing 
out checks and making sure everything 
balances. you're talking about probably 20 
forms in all. I can think of the mortgage 
note, the H U D-1 form, the commitment , 
policy, the buyer-seller sett lement sheets. the 
escrow accounting forms, and so on. With 
last-minute changes. too (and they're the 
rule rather than the exception), the 
computer's particularly valuable . It 7ips 
right through in a few minutes for all the 
forms and checks. In fact, I really don't 
know how we got along without it before . 

Except for one college-educated man 
(who has other responsibilities}, six out of 
our seven computer operators arc secretaries 
with high school backgrounds . They earn 
$ 10.000 to $14.000 a year. The nearest any of 

"There's a multiplier on the 
time savings. Anywhere 
from five to eight people 
might be around the table. 
But extremely important, 
too, is the computer's ability 
to produce work accurately." 

them had to previous computer expe rience 
was operation of a typewriter with a 
memory. I estimate that the savings on 
add itio na l personnel to produce as much 
work as we do now amounts to at least two 
people. which would be $30.000 to $40,000 a 
year. 

But there's another benefit at least as 
important. That's the way the computer has 
increased our business. We've been able to 
generate information very qu ick ly for rea l 
estate cus tomers. They want to know what 
kind of clos ing costs their cl ien ts can expect. 
Now we can get them advance information 
so fast, it has noticeably promoted our 
business. 

The Competitive Edge 

Better service g ives you other competitive 
edges . Any delay in closing a real estate 
transaction costs somebody money. It might 
be a builder whose construction loan runs to 
the last day when a sale c loses . One day's 
delay, on a larger commercial project. might 
mean $200 to $1,000 of addit ional expense. 
With a closing on a house it could mean $15 
or $20 a day interest expense. 

I have no idea what that $40.000-a-month 
computer I saw in 1968 wou ld cost today. 
No doubt it would be much more compact , 
and ideally, I wouldn't need--or have to pay 
for--all its capabilities. but just what fits into 
an operation like mine. And that apparently 
was the approach taken by my supplier. 

In my travels around the country for 
ALTA. I often heard mention of SULCUS 
Computer Corporation of Greensburg, Pa . 
Here was a firm which had chosen to 
speci a li1e in automating the land title 
industry, tailoring its system to meet local 
needs in what is certainly a multi­
jurisdictional industry. 

With the Spring 1983 housing pickup 
came a real urgency to automate our shop. I 
had been on the verge of buying another 
company's product when I saw the 
SULCUS system demonstrated at a dealer's 
in Maryland, and the right features fell into 
place. 

First, it was a stand-alone sys tem, not tied 
in to a main "brain" in a nother location. The 
programming was in keyboard Englis h, 
rather than a specialized co mputer 
language. It was reasonable in price. Best of 
a ll , it was so ld ''turnkey." 

We bought not o nly the hardware, but the 
programming and the employee training. 
It's a comfort when the supp lier doesn't turn 
you loose till you can handle the system. 

Und er a monthly fee and agreemen t for 
"support, maintenance a nd enhancement," 
we a lso have quick access to the supplier's 
own people if there's a problem. We've had 
very few malfunctions, and we have a 
distributor in Florida tha t we can ca ll. But 
there's also a hot line to the national office, 
and so far we haven't found anything that 
couldn' t be fixed by my ow n people more or 
less by phone. We've even been able to use 
hot line advice to modify certa in things to fit 
our operat ion . 

What About Tomorrow? 

WelL what if some other comp uter system 
came along that's better? 

Here's how I look at that. T here are 
biggies in any market, but to co mpete 
effectively at automati ng land title 
transactions. a nybody would have to have 
programs to fit the market. Of course, with 
the market niche they have, I'd expect our 
present supplier to keep its qwn programs up 
to date. That's clearly the direction they're 
taking. 

Another point. If new equ ipment comes 
a long, you can sti ll use older computers in 
some phase of your opera ti on. And then, the 
total investment is not so staggering tha t you 
cou ldn't justify a switc h in two or three 
years. Your money's worth has come ou t of 
it in a relatively short time. 

In 1979, Semino le Coun ty began 
computeri73tion of its title plant. and since 
then we have been going to th e courth ouse 
every day for microfilm copies of rea l estate 
transactions recorded the day before. We 
index these into our own manually ope rated 
title plant, but within th e next year or two we 
plan to enter our plant in the computers 
serving our offices, and thus are going to be 
ab le to make our searc hes all by in-house 
computer. 

This is one of the most dramatic cost­
cutting t rends in th e title search and 
insurance business. expecially in states with 
a high volume of real estate activity. I expect 
companies · that aren't large enough to 
automate their title plants singly will join 
others in the cost-spreading of a central title 
plant. That would be a logical 
accommodation that even smaller 
companies can make to the computer. 

But we've got to make the accommo­
dation. We're in an information 
age and the computer is the key to 
compet in g. 



Title Insurance 
For the Mineral Estate 

By Russell W. Jordon Ill 

During the past few years, title 
insurers have been receiving 
more and more requests for the 

insurance of coal and other hard min­
erals and have been receiving inquiries 
regarding the possibility of insuring in­
terests in oil and gas or leaseholds of oil 
or gas. 

Title insurance companies and their 
personnel traditionally have had no 
great expertise with respect to mineral 
interests and, until relatively recent 
times, have been unwilling to insure a 
severed interest in coal, oil, gas or other 
minerals. It was thought that the exami­
nation of such mineral titles could be 
quite complex, and title insurance 
companies have always had questions 
about whether or not such interests did 
always constitute an interest in real 
property and would be fully protected 
by the recording acts. 

In this article, I would like to present 
some general background regarding 
how title insurers have dealt with the 
problem of insuring title to minerals 
heretofore, explain certain basic factors 
that should always be considered in 
attempting to underwrite severed in­
terests in minerals, and comment on 
modifications to the ALTA Owner's Pol­
icy Form B-1970 made by Lawyers Title 
Insurance Corporation in order to more 
safely undertake this risk. 

Finally, quite apart from insuring a 
severed interest in minerals, I will com­
ment very briefly with respect to the 
problem of dealing with requests for 
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affirmative insurance over outstanding 
mineral interests. 

ALTA Policy Used in Past 

Sometimes in the past, when the 
owner of a mineral interest or a lessee of 
minerals wanted assurance that his or 
her grantor or lessor had good title to the 
land, the title insurer would issue to 
such owner or lessee an ALTA owner's 
title insurance policy which, though it 
did not insure the estate or the lease in 
the minerals , would insure the owner or 
lessee that the grantor or lessor did have 
good title to the land. In other words, the 
owner's policy would show as the in­
sured the owner of the mineral interest, 
but would show title vested in the fee 
simple owner (the grantor or lessor), and 
would set forth the status of the title at 
the date of the policy. If the policy did 
not accurately reflect the title as stated, 
and the insured suffered loss on account 
of same, then the title insurer would in­
cur liability. 

In any consideration of insuring coal , 
oil, gas, or other minerals as severed 
minerals, there are certain basic deter­
minations that the title insurance com­
pany must make. 

First, it must determine that the 
particular interest does constitute an in­
terest in real property and will get the 
full benefit of the recording acts. In 
other -WOrds, will the deed of coal be 
treated like a deed of land such that the 
grantee can record the deed and cut off 
the rights of subsequent grantees and 

cut off creditors of the grantor? Making 
this determination can only be accom­
plished by carefully researching the law 
of the state where the particular mineral 
is situated. 

Second, the title insurance company 
must receive an examination of title by 
an attorney or title examiner who is 
qualified and experienced in the 
examination of mineral titles. Most title 
insurance underwriters probably have 
lists of approved attorneys numbering in 
the thousands and, while these attor­
neys are thought to have great expertise 
in the field of real estate law, most are 
probably not at all experts in examining 
title to and evaluating a title to a mineral 
interest. Likewise , the typical title 
examiner probably has had little or no 
experience with mineral titles . It is criti­
cal to the prudent insuring and under­
writing of a severed interest in minerals 
that the title be examined by an attorney 
or examiner with expertise in this field. 

Third, there must be a determination 
of the value of the mineral interest to be 
insured. Generally, if there is a current 
sale or transfer of the mineral interest, 
the consideration for the transfer should 
give some evidence as to the value of the 
mineral estate. If there is no sale, but 
rather a reservation of minerals, then 
the title insurance company may need 
an appraisal from a mining engineer or 
geologist regarding the value of the min­
eral interest which is the subject of the 
title insurance policy. In the case of an 
oil or gas lease, the bonus plus the delay 



rentals may serve as an appropriate 
guide for establishing the amount of the 
policy. 

Some Experience With Coal 

Having said that as a general propo­
sition tit le insurance companies have 
not traditionally insured tit le to severed 
mineral interests, I must quickly go on 
to say that some title insurance compa­
nies have had limited experience in 
insuring lille to coal and coal leases in a 
number of states. These states include 
Virginia, West Virginia, Kentucky, Ten­
nessee, Pennsylvania, Ohio, Illinois and 
possibly others. 

When severed interests in coal or coal 
leases have been insured, generally the 
ALTA Owner's Policy Form B-1970 has 
been used. This policy is, of course, de­
signed to insure fee simple interests in 
land, easements, or leasehold interests, 
but it can be tailored with various 
exceptions so that a severed interest in 
hard minerals like coal could be in­
sured. The estate or interest insured by 
the policy would read "fee simple" or 
"leasehold." Then, preceding the 
description of the land in Schedule A, 
the following language would be in­
cluded: 

All of the coal in, on, or under 
the land described as follows: 

In addition to the normal exceptions 
disclosed by the title examination 
(taxes, restrictive covenants, easements, 
etc.), four additional exceptions were 
added since the policy was insuring a 
severed interest in coal. These four basic 
exceptions would read substantially as 
fo llows: 

1. No insurance is afforded that any 
minerals will be found in place or 
underlying the premises or that min­
erals that may have formerly existed 
have not been removed. 

2. No insurance is afforded against 
any damages to the surface or any 
improvement on the surface caused by 
the removal of any mineral. 

3. Nothing contained in the policy 
shall be construed as insuring against 
the rights of the owners of the surface. 

4. Nothing contained in the policy 
shall be construed as defining or inter­
preting or guaranteeing the nature, the 
extent, or the manner of the exercise of 
mineral rights incidenta l to the exploita­
tion and removal of said minerals from 
the premises. 

Policy Modification Indicated 

So much for how title insurers have 
previously insured severed mineral in­
terests. With increasing demands for the 

"With increasing demands for the insurance of 
interests in minerals . .. it would seem that the ALTA 
Owner's Policy Form B-1970 needs to be re-examined 
and modified . . .. " 

insurance of interests in minerals, 
particularly oil and gas, and assuming 
that this type of insurance is to be 
underwritten in the future with more 
frequency, it would seem that the ALTA 
Owner's Policy Form B-1970 needs to be 
re-examined and modified in order to 
provide a more suitable insuring form 
for the insurance of this type of risk. 

Lawyers Title Insurance Corporation 
recently has completed the drafting of 
two new mineral policies. While both 
mineral policies are very similar (the 
Insuring Provisions and the Exclusions 
from Coverage of these two policies be­
ing virtually identical), one, called the 
Mineral Policy, is designed to insure in­
terests in hard minerals such as coal, 
lead, copper, zinc, etc., and the other, 
called the Oil and Gas Policy, is designed 
to insure interests in oil and gas. The 
format of these policies is patterned very 
closely after the ALTA Owner's Policy 
Form B-1970, but there have been 
significant changes in the Insuring Pro­
visions and in the Exclusions from 
Coverage. 

Lawyers Title has modified slightly 
Insuring Provision One so that it pro­
vides insurance against loss or damage 

Russell W. jordan 1II is assis­
tant general counsel for Law­
yers Title Insurance Corpora­
tion in the company's 
national headquarters in 
Richmond, Virginia. He re­
ceived his law degree from 
the University of Richmond 
Law School and is a member 

of the Virginia State Bar, the Virginia Bar 
Association, the Richmond Bar Association 
and the American Bar Association. He has 
served as chairman of the ABA Significant Lit­
erature Committee and chairman of the 
Condemnation Committee of the ABA Real 
Property, Probate and Trust Law Section. He 
has lectured on title insurance in the continu­
ing legal education programs of the Virginia, 
South Carolina and Tennessee bar associ­
ations . 

by reason of the title to the estate or in­
terest in the minerals located in the land 
described in Schedule A being vested, at 
the date of the policy, otherwise than as 
set forth in Schedule A. This insures the 
owner of the mineral interest that the 
title to said mineral interest is indeed 
vested in him or her at the date of the 
policy. 

Insuring Provision Two insures 
against any defect in or lien or encum­
brance on the tit le to the estate or in­
terest insured by the policy, and existing 
as of the date of the policy. This would 
pick up just about any outstanding in­
terest in a third party, recorded or unre­
corded. It would insure against an 
outs tanding undivided interest in min­
erals, an outstanding federal tax lien or 
judgment lien, an outstanding mortgage 
or deed of trust, or an outstanding 
assessment lien . 

Insuring Provision Three, dealing 
with access to and from the land, and 
Insuring Provision Four, dealing with 
unmarketability of title, were thought to 
be inappropriate when insuring a sev­
ered mineral estate and were dropped 
from the Insuring Provisions and incor­
porated in the Exclusions from Cover­
age. 

The Exclusions from Coverage set 
forth those matters which are intended 
to be expressly excluded from the 
coverage of the policy. The first two 
exclusions are nearly the same as those 
contained in the ALTA Owner's Policy 
Form B-1970 and exclude such matters 
as building and zoning ordinances, the 
righ t of eminent domain, and gov­
ernmental rights of police power. How­
ever, also incorporated as a part of the 
first exclusion in the Lawyers Title min­
eral policies is any law, ordinance, or 
governmental regulation requiring the 
reclamation or restoration of the land or 
any such law, ordinance, or gov ­
ernmental regulation which might pro­
hibit, restrict, or regulate the explora­
tion or dri lling for, or the ex traction, 
mining, removal, or processing of any 
oil, gas, coal, or other minerals from, on, 
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or within the land . It should be noted 
that the title insurance policy is de­
signed to insure the title to the estate or 
interest in the minerals; the owner of 
the mineral interest will probably want 
an attorney to represent him or her with 
respect to compliance with such matters 
as zoning, governmental regulations, 
and environmental regulations . 

The third exclusion of the Lawyers 
Title mineral policies was lifted ver­
batim out of the ALTA Owner's Policy 
Form B-1970 and excludes those liens, 
defects or encumbrances that may be (1) 
created or agreed to by the insured , (2) 
known to be insured and not reported to 
the company, (3) resulting in no loss to 
the insured, or (4) attaching after the 
date of the policy. 

Exclusions 4 through 9 of the Lawyers 
Tille mineral policies were added as 
additional exclusions due to the fact 
that these policies were designed to in­
sure severed interests in minerals. 
Exclusion 4 excludes any duty to pro­
vide or any liability for surface support, 
lateral support, or subjacent support of 
the land. Also, it makes it clear that the 
title insurance company has no liability 
for surface subsidence, including liabil­
ity which might result from damage to 
the land or any improvement on the 
land caused by the exercise of the min­
eral rights. These matters all appear to 
be the subject of casualty insurance, and 
it would not seem appropriate that such 
matters be covered by a title insurance 
policy. 

Exclusion 5 excludes a legal right of 
access to and from the land or the min­
erals. While the ALTA Owner's Policy 
Form B-1970 automatically insures ac­
cess to and from the property, it was 
thought that such insurance should not 
be afforded automatically in insuring ti­
tle to severed minerals, but rather such 
insurance should be considered on an 
individual basis and, where appropriate, 
offered by a special endorsement to the 
policy. 

In the case of an interest in oil and gas, 
insuring access to the oil and gas estate 
would involve the title insurer making 
determinations and incurring risks far 
beyond the normal limits of title insur­
ance, and Lawyers Title elected not to 
furnish any insurance regarding access 
to an oil and gas estate. 

In the case of an interest in coal or 
other hard minerals, the title insurer 
will want to consider both access to and 
from the land and access to the minerals. 
If the properly should abut a public road 
or thoroughfare or, if the li tie insurance 
company can obtain appropriate certifi-
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cations from its examining attorney as to 
the existence of an easement for access , 
the title insurer could, by endorsement 
to the policy, provide insurance as to ac­
cess to and from the land. 

On the question of access to the hard 
minerals themselves, the Litle insurer 
will have to exercise extreme caution 
and carefully evaluate the deed or the 
lease granting the mineral estate to be 
assured there is contained in said deed 
or lease a specific grant to the owner of 
the mineral estate of the right to go on to 
the properly and to remove minerals. 
Any affirmative insurance furnished 
with respect to access to and from the 
minerals would, of course, be subject to 
that portion of the exclusions from 
coverage having to do with laws, or­
dinances, or regulations regarding zon­
ing and environmental matters. 

Exclusion 6 excludes any right , title, 
interest or easement in any property be­
yond the boundaries of the land , or in 
any abutting streets , roads, avenues, etc . 
Exclusion 7 excludes claims or Litle of 
others to water located upon , in , or un­
der the land or the lack of any water 
righ ls appurtenant to the estate insured. 
While the ability to utilize water rights 
on the property might be critical in some 
mining operations, it is not a matter that 
can be automatically included within 
the coverage of a title insurance policy 
without research, examination, and cer­
tification with respect to the ownership 
of such water rights. 

Exclusion 8 contains an exclusion to 
unmarketability of title. Tille insurance 
companies have not had enough experi­
ence in insuring title to severed min­
erals to automatically insure the mar­
ketability of the mineral estate. In 
addition , there are almost no guidelines 
or standards with respect to a "market­
able " mineral Litle. 

Finally, Exclusion 9 points out the fact 
that the policy does not insure that any 
coal, oil, gas, or other minerals do in fact 
exist in or under the land at the dale of 
the policy, or that any coal, oil, gas, or 
other minerals which may have for­
merly existed have not already been re­
moved. 

Schedule A of the Lawyers Title min­
eral policies sets forth the face amount 
of insurance and the effective date of the 
policy. Schedule A also identifies the in­
sured, tells what estate or interest in the 
minerals is covered by the policy (fee 
simple or leasehold), and tells in whom 
said estate or interest is vested at the 
date of the policy. Further, Schedule A 
sets forth the legal description of the 
land. 

Schedule B contains all of the excep­
tions on Litle which would be disclosed 
by the Litle examination, such as taxes, 
easements, restrictive covenants , and 
mortgage liens. Schedule B of the Law­
yers Title mineral policies has three pre­
printed exceptions, the first two of 
which are only applicable in the case of 
leasehold titles and the third of which is 
a general survey exception. 

In deciding whether or not to insure 
ti tie to a severed mineral interest within 
a given jurisdiction, two key factors pre­
viously mentioned cannot be over­
emphasized: first, with respect to the 
particular mineral interest to be in­
sured, a conclusive determination that 
such interest will be considered real es­
tate and will be protected by the record­
ing statutes and , second, a thorough title 
examination by an attorney or title 
examiner extremely competent in the 
field of mineral titles. 

Affirmative Insurance-Minerals 

Turning 180 degrees from the subject 
of insuring title to a severed mineral in­
terest, Litle insurers have been receiv­
ing, perhaps with as great a frequency as 
requests for insurance of severed min­
erals, requests for affirmative insurance 
over outstanding mineral interests. In 
analyzing any situation to determine 
whether or not the title insurer may 
safely insure against an outstanding 
mineral interest , the title insurance 
company must consider a number of 
factors. 

First , the insurer will want to consider 
when the reservation or the severance 
of minerals occurred-how long ago? 

Second, the insurer will have to care­
fully analyze what the reservation or 
grant of mineral said-how broad was 
the reservation or grant? What appurte­
nances were reserved or granted? Can 
the owner of the minerals mine only 
within a limited area or can he or she 
mine anywhere on the subject property? 
Can buildings and improvements be 
disturbed? 

Third , the type of property which is 
the subject of title insurance needs to be 
evaluated. Is it rural property, urban 
property, downtown, or commercial? 

Fourth, the likelihood of any mineral 
activity will have to be carefully eval­
uated . Has there been any mining activ­
ity in surrounding areas and , if so, to 
what extent? 

Fifth , the Litle insurer must consider 
any restrictions on mining activities im-
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Choosing how to automate can be confusing ... 

... until you've tried SULCUS. 

More land title people are turning to 
SULCUS. Why? Simple. 
Simple to use. Complete in itself and ready from day 
one, with no installation headaches. SULCUS, the 
turnkey in-house computer. Easy use and total 
applications have made SULCUS the foremost 
supplier of automation to land title professionals--and 
made those professionals the foremost suppliers to 
their customers. 

Consider the facts. 
You're not a computer professional. No wonder 
today's pace and progress can be confusing. Some 
sellers say you just need a basic home computer. 
They have it. Some say you're so specia l you need a 
unique package. They'll build it. And some can turn 
your nightmares into dreams. 

Claim after extravagant claim ... one truth stands clear. 
Profit is directly tied to productivity. The future of 
the land title industry lies in automation. That future 
belongs to those preparing for it today--by cutting 
costs, expanding service, and mostly, improving 
productivity. And productivity is SULCUS' product. 

What others claim, SULCUS delivers-­
"right off the bat." 
SULCUS was designed by land title professionals for 
land title professionals to solve the problems they 

share. Certainly it answers the day-to-day operating 
need s. But it also lets you capture--and recapture --a 
wealth of sophisticated management and marketing 
information at your fingert ips. On demand (with 
a few minutes notice). you get automatically 
prepared commitments and policies, lender 
packaging, closing statements, checks miss ing 
noth ing but the signature, amortization schedules, 
and maintenance of your escrow accounts. More, it's 
also a comprehensive filing system. You ga in the 
ability to instantly retrieve information to answer 
questions, to make last-minute changes, to make 
instant calculations and recalculations, and to 
develop all the necessary documents to complete a 
real property transfer. You avoid searching for 
missing files, repetitive typing, unacceptable 

sULcUs® 
Bank & Trust Building 

41 North Main Street 
COMPUTER 

CORPORATION 
Greensburg, Pa. 15601 
412/ 836-2000 

corrections, and costly mistakes. Your decisions are 
no sooner made than done. 

And that's not all. Built-in word processing ... indexing 
... spelling .. . checking ... telecommunications interfacing 
with others ... complete standard busi ness packages 
such as payroll, accounts receivable, general ledger. 
It all means you can do the common everyday work 
as easily as you do your special needs. 

The comprehensive system, with 
comprehensive support and service, at an 
affordable price. 
With a national distribution network, a toll -free 
support line, next-day hardware replacement, 
SULCUS offers installation, training, on-going support 
and consultation, all from one source. 

Comparison shop, certainly. But be sure to look at the 
one others measure themselves against. Contact us now 
for more information. Discover how you can ensure your 
future, beginning today. 

Call toll-free 800-245-7878 

1--- - -- - - - - - - --- ---- - - - - - -

I 
I 
I 
I 

~ I 

Computer 
Corporation 

Tell me more about how you Think Productivity 

~ I Name ________ Title __ _ 

~ I ~ I Company Name _ 

~ I Address 

~ ~ City _______ State __ Zip __ 

f: Phone ____ ·----

8r 0 I'm constdenng automat tng. Please send me a free offtce 
1 su rvey to determine my needs 

I 0 I'd like to know more about the Sulcus System. 
Please have a representative ca ll me. 

0 Please contact me regardmg your Dealer Program. 



Cheap lsn 't Always Best-And Neither 
Is Expensive When It Comes to Computers 

By Dennis R. Johnson 

CHEAP is not always good, but 
EXPENSIVE is not always the only way 
to go, either. Especially when it comes to 
computers and office computer systems. 
For example, there are general ledger 
and payroll systems being offered for 
$5,000 and up, just for the programs, 
plus anywhere from $5,000 to tens of 
thousands of dollars for the computer 
hardware to run them on. If you have a 
lot more money than you know what to 
do with, you may want to run out right 
now and buy one while they are still 
available because they probably won't 
be around much longer, at least at those 
prices. 

The alternative is to spend a little time 
and save a lot of money. Looking 
through the loca l newspaper in any city 
of any size, you can find literally dozens 
of ads for very inexpensive computers 
and programs. It is possible to buy a 64K 
computer, disk drive for program and 
data storage, and a typewriter quality 
prin ter for less than $700. Hook it to an 
old TV set, or even buy a small black and 
white 12-inch model for about $89. Total 
hardware price: $779. or less. Ten years 
ago, a comparable system would have 
cost well in excess of $20,000. Yes, that's 
right, twenty THOUSAND dollars. I 
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know because I sold some of them when 
they first came out and, at that time, 
THAT was CHEAP! 

Add about $99.95 for a general le'dger 
program, and maybe $75 for a payroll 
program, and you have a neat little com­
puter system to do all of your bookkeep­
ing and payroll accounting for the 
staggering cost of about $953 .95. It is 
probably possible to do it for even less if 
you shop around a bit. 

Now for the bad part. Actually, there 
are several bad parts . First, it will take a 
little of your time to shop around for the 
hardware and the programs. Second , it 
will take at least a couple of hours or so 
to learn how to run each of the pro­
grams. Third, you probably won't be 
able to have the computer print your 
payroll checks, but maybe you can. 
Fourth, if you need to make more than 
1,500 or 2,000 general ledger entries per 
month or if you employ more than 50 or 
so employees, you might have to pay as 
much as $200 for the programs (each). 
Well, that wasn 't too bad, was it? 

Now for the REALLY bad news. It 
won't have a "magic name" on the front 
of the box and, if your system goes on 
the blink, you probably will have to tote 
the whole 30 or so pounds of it back to 
the computer store and wait a day or two 
to have it repaired. 

Obviously, the system I have de­
scribed is not the solution to all of your 
problems in fully computerizing your 
business. But, if you have been putting 
off the inevitable because it costs too 
much, this is a great way to get your feet 
wet. It WILL do the job, even if it isn't as 
fancy or as fast as a bigger system. And, 
you will learn enough to be a very smart 
buyer later on, if you decide to embark 
on a grander adventure. 

This suggests there are now THREE 
certain things in life-death, taxes, and 

a computer in your business. It's cer­
tainly something to think about. 

Do teen-agers in your community 
know more about computers than you 
do? Perhaps. In California, a high school 
student recently used a $99 computer to 
tap into commercia l and military 
computers all over the world . Themes­
sage here is that, if you haven't already 
begun , it's time to benefit from the 
experience of such computer-oriented 
young people and get started on the 
automation of your own office-with a 
relatively cheap, "off the shelf" system. 

You DON'T have to learn to program a 
computer when using "off the shelf" 
software. There are about a zillion 
accounting and payroll programs avail­
able, even spread sheet and simple word 
processing programs for budget estimat­
ing and letter writing, respectively. 

If you start now, you probably will 
have some superb questions and com­
ments ready for the au tomation work­
shop and exhibit during the 1984 ALTA 
Annual Convention October 14-17 at the 
MGM Grand Hotel, Reno , Nevada . Ex­
hibitors are expressing impressive in­
terest regarding participation in AUTO­
MATION SYMBIOSIS-the automation 
show-which means that everyone 
present will have an excellent opportu­
nity to see and discuss the latest innova­
tions. You won't want to miss the work­
shop and exhibit. AUTOMATION SYM­
BIOSIS wi ll be open during all 
Convention sessions. 

Lawyers Acquires 
Agent in Baltimore 

Lawyers Title Insurance Corporation 
has acquired Real Estate Title Company, 
Inc., Baltimore, Maryland, an agent of 
Lawyers Title since 1965. 

john J. Neubauer, Jr., will continue to 
serve as chairman of the board and chief 
executive officer of Real Estate Title , 
which operates in the Baltimore metro­
politan area. 



Are you 
An ALTA 
cardholder? 

AMERICAN 
LAND TITLE 
ASSOCIATION 

Pohcy No G3482 

NOTICE TO HOSPITALS AND EMPLOYEES 
For verltlc.tlon of eligibility, coverege 
and claim forma , please contact the 

Claim a O.pertmenl 

ALTA Group Insurance Trust 
209 Souih LaSalle Street 

Chicago, Illinois 60604 

1-312-346-1451 

When you need medical 
care, an ALTA Trust ID card is 
as good as money in the bank. 

Well-designed, competitively priced benefit 
plans, underwritten by a stable, reliable carrier-
New York Life Insurance Company- that's part of what an 
ALTA card means for you and your employees. Prompt personal 
claims service and answers to your insurance questions are part of 
the story, too. 

Shouldn't you find out more? For more information, including a 
free, detailed cost estimate, call the Trust Office's benefit analysts at 
1-312-346-1221, or write the Trust, c/o Mack and Parker, Inc., 55 West 
Monroe Street, Chicago, Illinois 60603. 

ALTA GROUP INSURANCE TRUST 
209 South LaSalle Street 
Chicago, Illinois 60604 



Houston Concern 

Under Ticor Name 

operating under th e Ticor Tille Insur­

ance Company nam e, according to 

james P. Sibley, vice president of the lo­

cal concern. 

Chicago Title Officer 

Workshop Speaker 

American Title , oldest and one of th e 

largest titl e operations in the Houston , 

Texas, metropolitan a rea, has begun 

In add ition to headquarters in Hous­

ton, there are nine company-owned of­

fices serving Montgomery, Galveston, 

Brazoria, Ft. Bend and Harris coun ti es . 

Eileen Morris, Chicago Title Insur­

ance Company escrow officer with 20 

yea rs ex perience in waivers and es­

crows, is a speaker at the Residential 

Const ruction Employers Counci l train ­

ing workshop scheduled for April 6 in 

Oak Brook, Illinois. 
PLEASE 

Help your Errors and Omissions Committee 

help you-We need to know: 

What problems you have had 
LTI-continued from page 8 

What successes in finding E&O coverage you have had 

Whom you ore insured with- Are you happy with 

which cover Basic Course aspects in 

more depth in addition to focusing on 

th e approved attorney system, rate 

structures , easements , deve lopment of a 

t i tle business, federal agencies and 

management problems. 
coverage and cost? 

Write to Errors and Omissions Committee 

Box 966 

Bartlesville, Oklahoma 7 4005 

Or phone 918/336-7528 

a pidurl' ts iuurtl~ ... 

The courses were not designed to be 

taken in succession, however, in line 

with requests from e mployers and 

employees. Basic Course graduates can 

enroll in the last six sections of the Ad­

vanced General Course if desired. 

Upon completion of each section, stu-

I 

12·1 ;Nurtl~ 'fliuuu~ ~tnd 

... And 124 North Elwood Street should certainly be worth a picture! 

With the new Turbotract plotting program from SULCUS. you and you r 

customers get a scaled drawmg of the legal description .. whether it's a 

single tract or multiple tracts w1th1n a g1ven matrix (e.g .. quarter section 

or subdivision) You get at-a-glance evidence of closure or overlaps, plus 

easements. 

Fully compatible w1th the Forms Generation program. Turbotract 

enables the user to plot from the legal description already entered. or 

to enter a new descnption then carry 1t over into Forms Generation . 

Here are some Important fea tu re s: 

• Personalized company 1dent1fication • Tract/survey description 

block • Course direction l1 st (degrees. mmutes. seconds. and feet) 
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• Choice of plotting to any sca le or preset auto-sca led s1zes 

• Ability to plot stra1ght courses. arcs. corners 

• Standard measurement units (e.g., rods, links. chains) plus 10 

user-defined units • Index of all plotted parcels 

Turbotract 1s available w1th your choice of the economica l #4P plotter 

(four-inch plain roll paper) or the letter-size #12P plotter. Both plotters 

offer you four-color plotting capabi lity and software selection of pen 

color . 

For more information. call your nearest dealer or call 800-245-7878. 

Bank & Trust Bu1ld1ng 
41 North Ma1n Street 

Greensburg. Pa. 15601 
412 / B36-2000 

sULcUs® 
COMPUTER 

CORPORATION 



dents are evaluated by open-book tes ts. 
The Institute also sends a quarterly re­
po rt to each subsc r ibing company, 
sum marizing th e work of a ll partici ­
pants. 

Materials Being Updated 
Course ma ter ia ls originally were 

developed by Hart McKillop, a forme r 
senior vice president for Lawyers Title 
Insu rance Corporation and an ALTA 
Honorary Member. These ma terials are 
being upda ted by experts before review 
by the trustees of the Institute: Thomas 
S. McDonald, president, Lawyers Title 
Group , Inc., Sanford, Florida, chairman; 
Glenn Graff, assistan t state manager, 
Lawyers Title Insurance Corporation, 
Winter Haven, Florida, president; Wil­
li am J. McAuli ffe, Jr., ALTA executive 
vice president, Washington, D.C., and 
McKillop, who also resides in Winter 
Haven. 

One new subscriber company, T. A. 
Title Insurance Company, Newton 
Square , Pennsylvania, has just enrolled 
approximately 65 percen t of i ts 180 
employees. With a commitment to title 
in d ustry tra ining, T. A. T itle, which 
held in-house training at Pennsylvania 
State University for its advanced 
employees, scheduled meetings for dis­
cussion of course materia ls, hom ework 

Course Outline­
Land Title Institute 

Basic Course 
Sec. I What Is A Title-Real Property and 

Personal Property, How Titles Are Cre­
ated-Nature of Chain Of Title, Possible 
Defects In Chain Of Title-How Title 
Losses Occur 

Sec. II Necessity of Land Title Assurance, 
Early Features of Land Title Assurance, 
The Recording Laws and the Public 
Records 

Sec. Ill Title Examinations-Methods and 
Procedures 

Sec. IV The Abstract-Its Development and 
Forms 

Sec. V A Word About Title Language-Title 
Industry Terms (Glossary) 

Sec. VI The Title Insurance Industry 
Sec. VII and VIII (combined)-Land Descrip­

tions 
Sec. IX and X (combined)-Forms of Title 

Insurance Policies and Binders 
Sec. XI Basic Principles of Title Underwriting 
Sec XII Escrows and Closings 

and class con tent after completion of 
sections of the Basic Course. 

Bette Eckroade, branch manager, T. A. 
Title, Upper Darby, Pennsylvania, said 
the basic course is taken by the support 
s taff to " teach them why they do what 
they do ." Experienced T. A. Title pro­
fessionals who desire a reinforcement of 
their knowledge constitute the majority 
of Advanced General Course partici­
pants. The company is planning to de­
velop "customized" in-house sectional 
courses for those employees who have 
comp leted the Advanced General 
Course. 

Dynacomp, Inc., Phoenix, Arizona , a 
computerized title evidencing service 
company that main tains title plants in 
Arizona and branches in Nevada and 
Utah, is a s ubscriber that conducts LTI 
s tu dy on a classroom basis . El l ie 
Villa lpando, direc tor of education at 
Dynacomp, said a recent increase in lo­
cal competition and a corresponding 
growth in the number of competitor 
branches infl uenced the Dynacomp de­
cision to accelerate employee education 
through the Institute . 

In addition to the Institu te's recent 
growth in new subscribers, it has re­
mained a vital fac tor in training for long­
time subscribers such as Common­
wea lth Land Title Insurance Company 

Advanced General 
Course 

Sec. I Development of Title Assurance, Arti­
cle, "Title Insurance," by McKillop (as re­
printed from the University of Florida Law 
Review) 

Sec. II The Title Insurance Industry 
Sec. Ill Title Industry and Related Trade 

Associations 
Sec. IV Title Searching and Abstracting from 

the Public Records 
Sec. V Abstract and Title Plants-Their 

Structures and Use 
Sec. VI A Word About Title Language-Title 

Industry Terms (Glossary) 
Sec. VII and VIII (combined)-Land Descrip­

tions 
Sec. IX and X (combined)-Forms of Title 

Insurance Policies and Binders 
Sec. XI Basic Principles of Title Underwriting 
Sec. XII Escrows and Closings 
Sec. XIII The Approved Attorney System­

Insured Closing Service 
Sec. XIV Rate Structures 
Sec. XV Easements-Insuring Groups of 

Small Parcels 
Sec. XVI Development of Title Business­

Sales 
Sec. XVII Federal Agencies 
Sec. XVIII Management Problems 

and the Title Insurance and Trust Com­
pany of Florida . Both have renewed 
their subscri ptions with LTI annually 
since its inception 13 years ago. 

As these examples in dicate, m ore 
companies are fi nding LTI cost effective 
in enhancement of employee train ing­
and their competitive posture. For more 
informat ion, contact LTI, Post Office Box 
9125, Winter Haven, Florida 33883 (tele­
phone 813-294-6424). 

Accompanying this ar ticle is a subject 
outline for the Basic Course and the Ad­
vanced General Course. 

JORDAN-continued from page 14 

posed by fede ral, state, or local govern­
ment. 

Once the above determinations are 
made, the ti tle insurer will have to de­
cide what, if any, affi rmative coverage 
carl be offered . T he broadest form of 
coverage possib le would be insurance 
against loss or damage by reason of the 
exercise of th e ou tstanding m ineral 
rights . T he implications of this type of 
ins urance may, however, go far beyond 
the traditional parameters of title insur­
ance and sh o ul d probab ly on ly be 
considered if the ti tie insurer has deter­
mi ned tha t the outstanding mineral in­
terest is extremely old, or pe rhaps un­
enforceable for some reason , and that 
the likelihood of the exercise of such 
outstanding mineral rights is almost nil. 

The more traditional coverage , after 
taking all of the factors mentioned above 
into consideration, would be to insure 
aga inst loss or damage to bui ldings and 
improvemen ts by reason of the exercise 
of such o u tstanding mineral r igh ts. 
Here , the tit le insu rer m ust carefully 
consider whe ther or not the outstanding 
mineral rights provide for any active 
surface mining on the property to be in­
sured. Generally, in providing any affir­
mative insurance of this sort no liabili ty 
is assumed by the tit le insurer for loss or 
damage by reason of fire, explosion, or 
surface subsiden ce. 

Th us, as you can see, mineral ti tles 
and mineral rights have presented diffi­
cult and interesting chall enges to the ti­
tle insurance industry for a number of 
years. In the fut ure, if requests fo r the 
insurance of severed mineral in terests 
continue to increase, it may be that the 
American Land Ti tl e Association will 
wan t to more closely evaluate the need 
for this kind of tit le insurance with a 
possible view towards the formu lation 
of minera l policies by the Ti tle Insur­
ance Forms Committee. 
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Calendar of Meetings 

April 16·18 
Virginia Land Title Association 
Tides Lodge 
Irvington, Virginia 

April26·28 
Arkansas Land Title Association 
Inn of the Ozarks 
Eureka Springs, Arkansas 

April 29-May 1 
Iowa Land Title Association 
New Hotel Savory 
Des Moines, Iowa 

May 10-13 
Oklahoma Land Title Association 
Skirvin Plaza Hotel 
Oklahoma City, Oklahoma 

May 16-18 
California Land Title Association 
Hyatt Del Monte 
Monterey, California 

May 17·19 
New Mexico Land Title Association 
Marriott Hotel 
Albuquerque, New Mexico 

May 17-20 
Texas Land Title Association 
Registry Hotel 
Dallas, Texas 

May 24-27 
North Carolina Land Title Association 
Mills House 
Charleston , South Carolina 

May 29-31 
New Jersey Land Title Association 
Seaview Country Club 
Absecon. New Jersey 

June 3-5 
Pennsylvania Land Title Association 
Toftrees 
State College, Pennsylvania 

June 7-9 
Tennessee Land Title Association 
Ramada Inn 
Gatlinburg, Tennessee 

American 
Land Title 
Association 

1828 L Street. N.W. 
Washington. D.C. 20036 

June 14-15 
South Dakota Land Title Association 
King 's Inn Convention Center 
Pierre, South Dakota 

June 21-23 
Colorado Land Title Association 
Keystone Resort 
Keystone, Colorado 

June 21-23 
Oregon Land Title Association 
Pendleton, Oregon 

June 21-24 
New England Land Title Association 
Dunfeys Hyanms Hotel 
Hyannis, Massachusetts 

June 22-24 
Illinois Land Title Association 
Clarion Hotel 
St. Louis, Missouri 

June 28·30 
Utah Land Title Association 
Yarra Holiday Inn 
Park City, Utah 

July 8-10 
Michigan Land Title Association 
Grand Hotel 
Mackinac Island, Michigan 

August 16-18 
Idaho Land Title Association, Montana Land 

Title Association, Wyoming Land Title 
Association 

Virginian Motel 
Jackson, Wyoming 

August 16·18 
Minnesota Land Title Association 
Grandview Lodge 
Brainerd, Minnesota 

August 23-25 
Kansas Land Title Association 
Hilton Hotel 
Garden City, Kansas 

September 8·11 
Indiana Land Title Association 
Radisson Plaza Hotel 
Indianapolis, Indiana 

September 9-11 
Ohio Land Title Association 
Netherlands Plaza 
Cincinnati , Ohio 

September 12-14 
Nebraska Land Title Association 
Regency West 
Omaha, Nebraska 

September 13·15 
North Dakota Land Title Association 
Holiday Inn 
Dickinson, North Dakota 

September 14-16 
Dixie Land Title Association 
Gulf State Park 
Gulf Shores. Alabama 

September 14-16 
Palmetto Land title Association 
Marriott Hilton Head 
Hilton Head, South Carolina 

September 16-19 
New York State Land Title Association 
Skytop Lodge 
Skytop, Pennsylvania 

September 19-22 
Washington Land Title Association 
Sheraton Tacoma Hotel 
Tacoma. Washington 

September 20-23 
Missouri Land Title Association 
Hyatt Regency 
Kansas City, Missouri 

September 20-21 
Wisconsin Land Title Association 
Racine, Wisconsin 

October 14·17 
ALTA Annual Convention 
MGM Grand Hotel 
Reno, Nevada 
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