


The Delorean had 
a number of fine features. 

Longevity 
-wasn't one of 
theID. 
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.... Fine features are a fine start. 
Software features are important. (Any vendor that 

tells you otherwise is just making excuses.) At 
Genesis Data Systems, we've spent over a decade 

perfecting solutions designed exclusively for the 

title insurance industry. In fact, we challenge you to 

find a more flexible , feature-rich, and affordable title 

software system than the Genesis TM Title 

Automation System. Even so, the best solutions in 
life are always more than just bells and whistles . 

.... Endurance, innovation, and flexibility. 

Your title automation system is going to be with you 

for quite some time. If you're lucky, so will your title 

automation vendor. Because today's hot features are 

almost always tomorrow's old news. And that makes 

your choice of vendor at least as important as your 

choice of software. At Genesis Data Systems, we've 

enhanced our software every year since 1983. We've 

expanded our hardware options to support Intel­

based systems, including our new line of 

upgradeable, "plug-and-play" solutions from Digital 

Equipment Corporation. And we've completely 

redesigned our support programs based on 
feedback from our customers. 

.... A solid foundation for the future. 
If you're in the market for a title automation system, 

look hard at product features . . . and the companies 

who deliver them. Look hard for a company that 

listens to its customers. A company that 's flexible 

and innovative. A company with a solid foundation 

based on repeat business. If you're in the market for 

a title automation system, look hard at Genesis Data 

Systems. Why don 't you give us a call? 
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The application of management 
techniques to the area of litigation 
costs has produced tension. 

This initial event is hailed for im­
provement of communication 
between the title industry and 
Congress. 

Movement toward optical disk 
conversion of publ ic records by 
one county resulted in a state legis­
lative effort by the Michigan Land 
Title Association to assure that 
such installations are adequate. 

A training facility capable of 
meeting sophisticated audio-vis­
ual needs is the centerpiece for 
the new location of a long-stand­
ing Wisconsin title operation. 

An informative program and en­
ticing agenda of leisure time ac­
tivities are offered in a sparkling 
resort. 
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Anyone is invited to contribute articles. reports and photographs concern ing issues of the title industry. The Association, however, reserves the right to edi t all material submitted. Editorials 

and art icle are not statements of Association policy, and do not necessarily reflect the opinions of the editor or the Association. 
Reprints: Apply to the editor for permission to reprint any part of the magazine. Articles reprinted with permission must carry the following credit line: "Reprinted from Title News, the 

bi-monthly magazine published by the American Land Title Association ." 



Dear American Land Title Member: 

You may not realize it, but you already have an easy way to save you and clients 

as much as 40% on your overnight air express shipments. 

Through the American Land Title Association. 

AMERICAN 
LAND TITLE 
ASSOCIATION 

1828 L Street, NW 
Washington, DC 20036-5104 

202/296-3671 
FAX 202/223-5843 

JAMES R. MAHER 
Executive Vice President 

By special arrangement with Airborne Express, our members can now take advantage of the 

savin~s and fast. reliable service of Airborne for all critical overnight packages. The enclosed brochure tells you more, 

but look at the typical savings you can expect with this exclusive new Air Express Discount Program: 

8 oz. letter 1 lb. package 2th.package Sib.package 

Airborne Express $9.25 $12.50 $13.50 $18.25 

Other Carrier $15.50 $22.50 $24.25 $32.50 

You save ....... $6.25 $10.00 $10.75 $14.25 

Quite simply, our new American Land Title Air Express Discount Program gives you the 

best price possible on any weight shipment. And if you send 5 or more packages each day, you save 

even more (ask about rate #895). 

Airborne assures us these savings come with first-class levels of service. That includes delivery to 

virtually every zip code in the U.S. - usually by 10:30 the next business morning. FREE pickup from most 

locations during normal business hours. Worldwide service to more countries (over 200) than Federal Express 

or UPS. One of the industry's most advanced systems that keeps track of your package until it reaches its 

destination. With helpful 24-hour customer service from Airborne - always just one phone call away. 

To enroll, simply fill out and return the enclosed postage-paid reply card. Airborne Express will send you a 

FREE Starter Kit complete with pre-printed airbills and other supplies, to make your shipping even easier. 

I believe our Air Express Discount Program can help demonstrate to your clients how your firm is saving them 

every possible penny in today's cost-conscious environment. That's why there's no better time than the present to enroll . 

Return the post-paid card today. Or call toll free 1-800-443-5228 and mention our association discount code N80 ALTA. 

Once your account is setup, you're ready to start shipping and saving - every time you use our discount program. 

Sincerely, 

James R. Maher 
Executive Vice President 
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A MESSAGE FROM THE PRESIDENT 

For the past four years, I have had the pleasure of repre­
senting the American Land Title Association, both as an 
elected officer and as a speaker, at conventions of our 

several affiliated state and regional associations. Although very 
demand ing, it has been a tru ly wonderfu l experience for me 
and also for my wife, Kitty, who was able to accompany me on 
most of those visits. 

We have been north to the elegance of Mackinac Island, 
Michigan, and south to the pulsing beat of the French Quarter 
in New Orleans, Louisiana. We've been west to the serenity of 
Napa Val ley, California, and east to the quaintness of Cape 
Cod, Massachusetts. In between those four compass points, we 

have been to some of the finest meeting and vacation facilities throughout America. We hon­
estly cannot single out any convention that wasn't enjoyab le, although each being different 
from the other. 

The one binding item that exists in common to all is the type of people we've had the pleas­
ure to be with. We've met folks who struggle daily to keep afloat and others who have been 
rich ly rewarded in their business. We've met great comedians and others who were as serious 
as church parsons. This may appear corny but title folks seem to have a real genuiness and feel 
for the ground we all trod. Meeting with you, on your turf, has been my most cherished reward. 
Our heartfelt thanks to all of you for helping Kitty and me to be "at home" with all of you. 

As you may guess, I'm a real bel iever in the value of ALTA membership. I can'tsay that l un­
derstood that from my early beginnings in ALTA. It took several years for me to understand 
what ALTA cou ld and could not do. l suppose that l was one who saw things principally as 
black and white. I've certainly learned over the years that many shades of gray exist between 
those two poles. The uniqueness of th is Association of underwriters, agents and abstracters 
gives us a unified voice at the national level that is the envy of many other trade associations. 

I'm delighted to say that the Buena Vista case and, most recently, the ALTA u. Clarke case, 
both impacted by action of the U.S. Supreme Court, have been very favorable to all of us in the 
title industry. Neither of these actions would likely have been pursued had it not been for the 
ded ication of counsel, staff and a concerned ALTA Board of Governors. Both actions are 
monumental but I'll leave learned counsel to give you the full particulars. 

But the real point is that l , as an individual abstracter-agent, or underwriter X, individually 
would not have had the resources to be able to gain these results alone. It was only through 
our unity that we were able to prevail. 

As good as the preceding may be, there are counterbalancing omens confronting us which 
we are suddenly fac ing. The terrible RESPA edict of December, 1992, by HUD has left all of us 
disappointed, confused and alienated. Your Board of Governors has laboriously established 
a position and is working with the new administration to show that the December ru ling is, in 
fact, anti-consumer and detrimental to the openness of free trade. RESP A was designed by 
Congress to help the consumer; we hope HUD wi ll return it to that concept. 

Another dark cloud facing us is how the NAIC may become more involved in the micro­
management of our individual companies, whether we be small agents or large underwriters. 
We also, through AL TA, are submitting our input to the NAIC's Title Insurance Working Group, 
to help explain the way we do business. The final decisions of the NAIC could have a profound 
effect on all of us. 

The above two omens, unfortunately, started during my watch as your president. Obvi­
ously, they wi ll not reach resolution before my term is completed. l do know, however, that 
ALTA will fight a very strong and knowledgeable battle. The resolve of your Board is true and 
lasting. We need the support of each and every one of you for us to effectively explain and de­
fend our position. 

Finally, as a primary objective of my tenure, l asked our Membership Committee to make 
an all-out effort to increase our overall membership, with a principal effort on the abstracter­
agent side of the aisle. We shou ld not be content unti l virtually every abstracter-agent in Amer­
ica is a member of ALT A. We can no longer let competitive pressures in our local markets rule 
out the possibi lity of not having all our local competitors in ALTA. We need their voices, their 

continued on page 14 
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ABC's of Training -- A 11HOW T0 11 

video on developing title 
employee training programs 

"E.T. Come Home. Effective Employee Training 
for Different Size Offices. You Can Do It!" 

• a MUST HAVE video for every abstract and title company office, regardless of 
size -- applicable to small, medium and large offices 

• identifies steps to follow 

• suggests training tools and sources of assistance 

• includes new "discussion points" for seven available L Tl training videos 

• a perfect vehicle for '1raining the trainer" 

• video and print material packaged in a handy pocket folder 

• the package will become the "cornerstone" of your employee training program! 

This 46-minute, VHS color video is an edited version of the "employee training" 
educational program held at the 1993 ALTA Mid-Year Convention in Atlanta, GA. The 
package print material includes the complete set of handouts from the session. 

Unit Price: $25 (includes first class postage and handling) 

To Order: Mail your business card and check made payable to: 

Land Title Institute, Inc. 
1828 L Street, N.W., Suite 705 
Washington, D.C. 20036 

Questions? Call LTI at 202-331-7431 

~Land 

=Title 
~Institute 
" 



LETTERS 

Title News welcomes letters from readers that include commentary on articles or other material 
published in the magazine, as well as thoughts on other issues and topics of national concern to 
the title industry. Letters should be kept brief in the interest of space limitations. The editors re­
serve the right to determine which letters will be published, and to edit what is submitted as 
deemed appropriate. Address correspondence to Letters Editor, Title News, American Land Title 
Association, Suite 705, 1828 L Street, N W, Washington, DC 20036. 

Dr. Lipshutz Replies 
Sirs: 

In his very interesting letter in the May-June is­
sue of Title News ("Will NAIC Fashion New Un­
derwriting Competition from Title Agencies?") , 
Dan Wentzel raises a number of important is­
sues. Unfortunately, there are three areas in 
which his letter misinterprets both my positions 
and my relationship to ALTA and the NAIC. 

I. In the course of his remarks, Dan attributes 
to ALTA a number of posi tions that are solely 
my own. While AL TA supported my research, 
the Association has not adopted any of my 
work as constituting an industry position , nor 
is it publishing or endorsing the book incor­
porating the results of my study. (The book, 
Th e Regulatory Economics of Title Insur­
ance, will be published later this yea r by 
Praeger Press.) 
2. The letter indicates that I have been ap­
pointed chairman of two industry subcom­
mittees advising the NAIC. At its March, 1993, 
meeting , the NAIC abolished all formal in­
dustry advisory comm ittees for every line of 
insurance. I am now acting solely as coordi­
nator of consumer and industry responses to 
drafts produced by the NAIC Title Insurance 
Working Group. 
3. Most disturbingly, the letter advances the 
position that I have somehow taken the un­
derwriters' side in an apocalyptic battle be­
tween und erwriters and agents. Nothing 
cou ld be further from the truth. In work that I 
have conducted all over the country over the 
past 20 years , I have consistently supported 
the position that the profitability of the 
agency sector of the title insurance industry 
is as critical to industry viability as the profit­
ability of th e underwriters. However, like 
most realistic and responsible observers of 
the contemporary economic scene, I have 
recognized that regulation of financial inter­
mediaries and their agents is here to stay (in­
surance regu lation in the U.S. dates back to 
1796 , by the way) , and th at well-imple­
mented regulation can advance rather than 
retard industry growth and progress. 
After leveling so much criticism at Dan's let­

ter, I feel obl igated to admit one area in which he 
and I are in total agreement. There is no question 
that agents must prepare promptly to add ress the 
issue of comm issi on regulation. However, I 

would urge agents not to confine their efforts to 
vocal fuming against the very idea of regulation, 
for in that way lies certain defeat. Bombast wi ll 
not win contemporary regulatory battles-on ly 
data will. Agents must prepare to make their case 
not just w ith words, but w ith numbers and de­
monstrable facts. 

Nelson R. Lipshutz 
President 
Regulatory Research Corporation 
Waban,MA 

Most Likely Source for Responsive 
Regulation-The State Capital 

Sirs: 
Reading the artic le by Nelson Lipshutz and 

the letter from Dan Wentzel (May-June, 1993, Ti­
tle News) together raised many interesting and 
important issues on the benefits and disadvan­
tages of a regulated title insurance environment. 
I think it is necessary to be aware of the move­
ment toward regulation coming from the Federal 
Trade Commission and the NAIC. 

In 1984, New Mexico was one of the states tar­
geted by the FTC in its antitrust action aimed at 
rating bureaus and joint rate-making activity. The 
title industry in New Mexico decided that local 
regulation was better than national regulation. 
We believed that, if regulation were indeed a 
"train coming down the track" with an out-of­
control engineer, we would have greater ability 
to influence a train master in the state capita l 
than one in Washington , DC. 

The industry sought and obtained legislative 
action creating a regulatory scheme based on an 
all-inclusive rate and promulgated splits. In the 
eight years of regulation, we have had to face all 
the issues pointed out by Nelson Lipshutz. Many 
of these have yet to be resolved. 

As we have fine-tuned the reporting proc­
ess, new issues have been raised. Many o f the 
fears expressed by agents and underwriters 
have been shown to be unfounded. While the 
current superintendent of insurance has a 
strong consumer orientation , the overall rate­
making process has taken a balanced view of 
the needs of the consumers, underwriters and 
agents. 

Not everyone is completely happy with the 
results each year. Some agents believe our rates 
are too high, some agents be lieve the rates are 
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too low, one or two underwriters cla im they can­
not be profitable w ith on ly a 20 percent split , 
some underwriters are profitable and growing. 
There have been consumer-oriented discounts 
and regulations passed. We have learned that we 
must look to our business practices and become 
more effic ient and service oriented. 

Regulation is also a political process. The 
New Mexico Land Title Association has had to 
recognize this fact. We are currently plann ing 
changes in our activities regarding lobbyists and 
political action. Just as there is dissatisfaction 
within ALTA over the Association's response to 
RESP A, there is not unanimity on the proper 
course for NMLTA. 

We cannot, however, remain complacent. 
Every company must be act ive ly involved to 
maximize the influence our industry can have. 
Agents cannot sit back and let the underwriters 
contro l the rate-making process; both groups 
must be involved and work together. It is easier 
for agents to have a strong voice in state regula­
tion than federal regulation. 

The train may be coming, but at least I can 
talk with my local legislators who sit on the board 
of directors of the railroad . 

Edward D. Lee 
President and General Counsel 
Chaves County Abstract & Title Co., Inc. 
Roswell , NM 

(The writer currently is serving as president of the 
New Mexico Land Title Association.) 

Paying Our Dues 

Sirs: 
I have been active in the American Land Title 

Association since 1982. My trips to the Annual 
and Mid-Year Conventions have proved to be 
wond rous occasions, real opportunities for 
learning, exchanging ideas, networking, adven­
ture, and seeing old friends in the business. The 
ALTA staff is always well-informed , gracious, effi­
cient, and fun to be with . Our officers and com­
mittee chairs are incredible individuals who 
sacrifice much of their time for the betterment of 
our industry. The members of the various ALTA 
committees take their tasks seriously, and work 
hard toward successful resul ts. 

Then there are the ALTA publications, edu­
cational programs, lobbying efforts-all part of 
the constant flow of information provided in vir-



tually every important aspect of our business. 

All one has to do is seek, read, and discuss. 
It's all given, it's all readily available. 

Perhaps this is to be expected in the national 

association representing an industry as impor­
tant as ours. The people in ALTA leadership posi­

ti ons generally are successfu l title executives 
who recognize the importance of sharing with 

the membersh ip their ta lents, time and knowl­
edge-almost as they would with family or fellow 

members of a religious institution. Remember, 
they don't have to do it-they are ca lled and they 
know someone must respond. They do it be­

cause they were taught, years ago, that sharing 
what we have makes us a "real" success, not just 

at the bottom line but in the heart-where it is far 
more important. 

The reader may be sitting there by now, say­
ing: "So what? I don't have time. And, even if I 
did, not everyone can be a leader. " 

Even if this is your response, you still can help 
make a difference. All it takes is the time to make 

a few phone calls, sign a few checks and attend a 

meeting or two. Believe me, your business will 
not suffer for th is participation, and your industry 

will grow and prosper with you. The benefits may 

not be directly recognized by your accountant, 

but they will positively impact your bus iness 

stand ing. 
There is one other major responsibili ty for 

every ALTA member. When your annual dues in­

vo ice arrives from the Assoc iation, you need to 

remit you r fair share-wh ich is the amount shown 

on the dues form relating to gross sales, not the 

minimum payable. 
When I attended a meeting of the AL TA Mem­

bership and Organization Committee's Recru it­
ment and Retention Subcommittee at the time of 
the Association 's 1993 Mid-Year Convention, 1 

was flabbergasted to learn that 911 of our 1,734 

members currently pay the minimum shown on 
the annual dues invoice. Based on my estimates, 

th is collectively represents an underpayment of 

many thousands of dollars. 
If members from the abstracter-agent section 

of the business want to continue having a strong 
voice in our national associat ion, it w ill help if 

some of us take a more responsible role by pay­
ing a fair share when the next dues invoice ar­
rives. 

I am proud that I am paying more each year 
in ALTA dues. Last year, it was my priv ilege to 

send in a du s check for $1,300. This te lls me that 
membership in the Association has consistently 
helped my company grow, even during business 
downturns, when the fisca l deck was stacked 

against us. 
The 1993ALTA Budget published in the Janu­

ary-February issue of Title News clearly shows 

the Association operating in the black, thanks to 

excellent management practices. About 60 per 

cent of our dues revenue current ly is provided 

by underwriter members. I regularly hear grum­
bl ing from the abstracter-agent side at AL TA Con­

ventions, to the effect that underwriter members 

have too much control of the Association. 

Based on financial data, underwriter mem­

bers have the right to make more choices-they 

IRS Code Clarification Sought 

ALTA Government Affairs Committee Member Irving Morgenroth, right, gets acquainted 

with Rep . Mike Kopetski (D-OR) of the House Select Revenue Measures Subcommittee 

before testifying at a Washington hearing on a number of revenue and compliance issues 

including clarification of the separate charge restriction on 1099-S real estate reporting 

that was included in HR 11 , the Revenue Act of 1992. Rep. Kopetski was in the chair dur­

ing the ALTA representative's testimony. Morgenroth, executive vice president and gen­

eral counsel for Commonwealth Land Title Insurance Company, discussed the need for 

clarification regarding the current prohibition in the Internal Revenue Code against a 

"separate charge" for recovering costs settlement service providers incur in obtaining 

gross proceeds and additional information at a residential closing, and sending such infor­

mation to IRS. He highlighted inequities involved in current statutory language for those 

required to document costs for state regulators while unregulated providers, such as at­

torneys, could include those costs within overall fees. ALTA was successful in advocating 

a similar clarification in last year's tax bill but the measure was vetoed by President Bush. 
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pay for that right. And, with their financial disclo­
sure ru les, everyone knows that the basis for their 

ALTA dues payment is accurate. 
On the other hand , those of us on the ab­

stracter-agent side have no financial disclosure 
rules. Our dues calculation is based on the 

"honor" system. It seems ALTA has some mem­
bers (who knows how many) who may not be 

"honorable" when it comes to dues payment. 
They don't appear to be concerned that others 

are footing part of their bill for services rendered 
to them by ALTA. They don'tseem to care that, if 
they paid the correct amount of dues, they could 

share a greater voice in ALTA decision making. 
They don'tseem to care that, by paying less, they 
can limit our lobbying clout on Capitol Hill, our 

publications activity, and our educational re­
sources for title employees and others. 

Our ability is affected when it comes to being 
able to spend more time on more important na­

tional issues. So is the strength profile our indus­
try presents to the mortgage bankers, the 
Realtors and other high priority neighbors in the 
real estate sector. 

As an AL TA member who serves on the Ab­

stracter-Agent Section Executive Committee, the 

Recruitment and Retention Subcommittee of the 

Membership and Organization Committee, as a 

state trustee for TIPAC and whatever I spend my 
time on next, I want to be a member of an Assoc ia­

tion whose members contribute thei r "fair" share. 

I believe that, even if you don't have the time 

to give, you can share other resources to support 

the efforts of those who are willing to work to 

make our industry more sound and a better 

place to work. The next time your dues invoice 
arrives, I hope the check sent in response will re­

flect your gross revenue. You wil l feel better, and 

ALTA will be more ready than ever to represent 

your company and your views. 
That will improve the opportunity for the 

growth of your business. 
In this life, I have found that attitude comes 

first. Take my advice i f you haven't previously 

calculated your ALTA dues with an "honorable" 

attitude-and start doing so immediately. I am liv­

ing proof that it pays. 

Bayard H. Waterbury, Ill 
President 
Montgomery Abstract Associates, Inc. 

Rockville, MD 

Keep The Mid-Year 
Convention Rolling 

Sirs: 
As a first time attendee at an ALTA Conven­

tion, I strongly urge the continuation of the Mid­

Year meeting. 1 attended several committee 

meetings as an observer during the Atlanta Con­

vention in March and came away with usefu l in­
formation from each one. 

I have already planned to attend the 1993 An­

nual and both 1994 Conventions. My only regret 
is that I didn ' t start attending ALTA meetings 

sooner! 

Leo F. Callen 
Owner 
Pennsylvania Land Transfer 
Media, PA 



RESP A Riposte 

A
LT A's battle for needed changes in the controversial RESPA regulations 
moved to Capitol Hill this summer as Association Past President Roger Bell 
testified at a hearing of the House Committee on Small Business. 

Bell , who is president of Security Abstract & Title Co., Inc., Wichita, KS, told com­
mittee members the regulat ions are anti-competi tive and threaten to undermine con­
sumer protection activity by state governments. He urged that the Department of 
Housing and Urban Development complete its review of the regu lations as soon as 
possible so remedial action can be taken. 

Committee Chairman John LaFalce (D-NY) announced at the hearing that HUD 
will hold an August hearing in Washington on RESPA issues. ALTA members at this 
writing are preparing to present testimony at the HUD proceeding. 

The AL TA past president said HUD language now in the regulations has suggested 
pre-emption of state controlled business laws, which has created confusion among 
state regu lators. He said his home state of Kansas, after investigation by state regu la­
tors, saw state legislative enactment of a law providing that no more than 20 percent 
of a title company's business cou ld come from controlled business sources. The Kan­
sas law stipu lates that a controlled entity must be capable of performing independent 
title work. 

Bell added that uncertainties created by the RESP A regu lations have placed in 
doubt effective enforcement of controlled business laws in Kansas and elsewhere. 
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ALT A Past President Roger Bell deliv­
ers testimony on RESPA at a hearing 
of the House Committee on Small 
Business (top photograph), and meets 
Committee Chairman John La Falce (0-
NY) (immediately below). At center, 
right, he is greeted by another mem­
ber of the committee who is a fellow 
Kansan--Republican Congresswoman 
Jan Meyers. Below, he visits before 
the hearing with AL TA Legislative 
Counsel Ann vom Eigen and Mort­
gage Bankers Association of America 
President Herbert Tasker. 



Bringing Legal Costs Under Control: 

Management Techniques Can Help 
With over $20 billion spent by U.S. corporations each year on litigation, it is no 

wonder that controlling legal costs is a very hot topic with corporate executives and 

lawyers. In fact , it is surprising that in light of the continuing economic downturn 

and resulting consolidations in almost every industry that corporate America didn't 

turn sooner to cutting legal costs as a way to increase profitability. 

Of course, there have been in many cases significant reductions in corporate le­

gal departments, but reducing head count is typically a short-term solution and 

only one piece of the puzzle. Only through developing a systematic management 

approach to reducing legal costs can long-term benefits be truly realized. 

The title insurance industry, particularly in the claims area, spends a tremen­

dous amount of resources on legal fees because of its high litigation costs. Al­

though there is a tendency to think of litigation costs as inherently unpredictable 

and difficult to control, there are ways to at least minimize these costs by applying 

management techniques that have been used for years to control non-legal costs. 

The application of management techniques to the legal area has resulted in some 

inevitable strain among corporate counsel, managers and outside lawyers. 

In this regard , we have asked two experienced lawyers - one in-house counsel 

and one outside lawyer - to discuss this still evolving relationship and to provide 

some insight into what management techniques are most effective in reducing le­

gal costs. 

-- Edmond R. Browne, Jr. , ALTA General Counsel 

View from the Outside 

By Patricia D. Gurne, Esquire 

The author is a director ofJack­
son & Campbell, P. C., Washing­
ton, DC, and chairs the title insur­

ance practice group of that law 
firm. She is an Associate member 
of ALTA and serves on the Asso­
ciation 's Claims Administration 

Committee. A graduate of the 
George Washington University National Law Center, 

she has lectured there on title insurance and related real 
estate matters. In addition, she is a member of the Title 
Insurance Committee of the Torts and Insurance Prac­
tice Section, and the Title Insurance Committee of the 

Real Property Division, American Bar Association Real 
Property, Probate and Trust Law Section. 

N 
ot that many years ago, the subject 
of managing relations with outside 
counsel was not a subject at all. To­

day, there are few topics which generate as 
much passion or as many different points 

of view. With this in mind, the invitation to 
share my perspective as outside counsel 
was accepted wi th some hesi tation. After 
all , walking into a minefield of issues can 
be hazardous, especially when one's liveli­
hood depends on maintaining good rela­

ti o ns wit h i n-ho use cou nse l fo r titl e 
insurers. 

This outside counse l 's perspective on 
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the state of relations with in-house counsel 
is a composite of two views: one retrospec­
tive and the other prospective. The appear­
ance o f a new in dustry o f expert 
consultants who advise corporati ons on 
the management of relations with outside 
counsel is best understood through a retro­
spective view. The other view is prospec­
t ive and sugges ts w hat o utsid e and 
in-house counsel can begin to do to restore 
trust and confidence to the relationship. 

If I were asked what qualifica tions I 
have to speak on the subject of relati ons 
with in-house counsel, I would be inclined 

to respond by pointing to my longevity as 
outside counsel in the titl e industry. Per-

T he challenge for both 
in-house and outside 

counsel today is to work 
together to restore mutual 
trust and confidence ... 

and to reduce the costs of 
litigation. 

haps disclaiming expertise and ad mitting 
to a modest amount of co mm on sense 
would be the better response. I came of 

age , pro fess ionally speaking, nearly 25 
years ago when re lations w ith in-house 
counsel and clients were not complex. The 
hallmark of the relationship was trust. A 

lawyer was engaged to handle a matter for 
a cl ient. Generally, a statement for profes­
sional services was rendered at the conclu­
sion and it was paid in due course. Few if 

any, questions were asked. The statement, 
as often as not, contained a brief narrative 
summ ary desc r i pti on of th e rep re­
sen tati o n . Occas ionally, th e t im e ex­
pended was shown. 

During the representation , periodic re­

ports by tel eph one w ere mad e wh en 

continued on page 12 



Hot Title Industry Topic for the 90s 

View from the Inside 
By James R. Kletke, Esquire 

W
hile actual loss payments consti­
tute the majority of claim ex­
pense, loss adjustment expenses, 

mainly attorney's fees, often command a 
disproportionate percentage of total claim 
expense. Because litigation is a necessary 
component of the title insurance business, 
retained attorney management is one key 
to reducing loss adjustment expense. 

A direct benefit of reducing loss adjust­
ment expense is increased profitability. 
Every dollar saved goes directly to the bot­
tom line. We have developed several cor­
porate guidelines which are helping us 
reduce our retained counsel costs. 

Choosing A Law Finn 
Although it is possible to be "stuck" with 

a law firm in certain defense situations, you 
should shop for the best legal work at area­
sonab le price. While large , prestigious 
firms have a certain appeal and may, in 
fact, be able to employ vast resources in a 
particu lar case, they come at a price, usu­
ally high . Overhead and the necessity of 
maintaining the "large firm mystique" con­
tribute to a firm philosophy of aggressive 
billing. 

Large firms are certain ly considered 
when the issues tend to be complex and re­
quire various expertise. However, we have 
also found that smaller firms often provide 
quality work at reasonable rates. With 
small firms, you usually have a partner 
working on your case and you are not be­
ing asked to support the o ften excessive 
overhead of maintaining a large firm . You 
wouldn't use a tank to kill a mosquito; like­
wise, you don' t need a 400-lawyer, down­
town, 65th floor law firm to defend a simple 
trespass to try title action. 

We interview firms and inquire as to a 
firm 's expertise. We require references and 
we check them . Why wou ld you hire a 
$100,000-a-year law firm w i th less back-

ground check than a $20,000 clerk? And, fi­
nally, we keep a list of those attorneys and 
law firms that have done a good job repre­
senting us and our insureds. 

The Engagement Letter 
We send an engagement letter to all at­

torneys who wil l represent us or our in­
sured (s). The letter expla ins the 
relationship between the attorney and the 
company or among the attorney, the com­
pany, and the insured. It is important to 
clearly state exactly what you expect from 
retained counsel , in terms of responsibili 

While large, prestigious 
firms have a certain appeal 
and may, in fact, be able to 
employ vast resources in a 
particular case, they come 

at a price, usually high. 

ties to you and the insured, billing guide­
lines and activity guidelines. Be clear and 
concise; being assertive is your best de­
fense against costly surprises. Our letters 
contain the following: 

1. Billing Guidelines 
a. monthly billings no later than 30 

days after the month during which 
the billable activity received 

b. a list of all attorneys, paralegals 
who will be billed for separately, 
their hourly rates, and identifying 
codes 

c. specific daily descriptions of the 
tasks performed by those persons 
whose time has been billed; de-
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scriptions must be accompanied 
by specific time increments, date 
of task and individual performing 
the task; no "block" billing! 

d. reserve right to examine individual 
time sheets to confirm billing 

e. expense to be passed through to 
cl ient must not include normal 
overhead expenses ; insist th e 
travel expenses be supported with 
copies of receipts 

2. Service Guidelines 
a. research must be approved in ad­

vance by company counsel; when­
ever possible , in-house counsel 
should assist with research , utiliz­
ing past claim experience 

b. discovery, and the volume of dis­
covery must be approved in ad­
vance. 

c. the use of experts must be ap­
proved in advance 

d. status reports; since status reports 
are usually an additional expense, 
you should clearly state when you 
expect to receive written status re­
ports 

The Litigation Plan 
An effective method to control cost is to 

require the development o f a litiga ti on 
plan when it becomes apparent that litiga-

The author is senior vice presi­
dent, chief underwriting and 
claims counsel for Stewart Title 
Guaranty Company, Houston, TX. 
He presently serves as chairman of 
the ALTA Claims Administration 
Committee. A graduate of the Uni­
versity of Texas Law School, he 

has been associated with the title industry for more than 
20 years. He is a past director of the Texas Land Title As­
sociation, has served on various TLTA committees, and 
has lectured at functions of the title indust1y, Realtor, 



tion is imminent. An effective plan will in­
clude identification of the litigation objective 
or goal and development of the initial strat­
egy to achieve the objective in the most cost­
efficient manner. Emphasis should be on a 
team approach to the claim with the in-house 
personnel working closely with outside 
counsel; remembering, however, that in a 
reservation of rights situation excessive con­
trol of retained counsel may waive your right 
to later deny liability, even if new evidence 
warrants the denial. 

An important aspect of the litigation 
plan is a requirement of a detailed litiga­
tion budget. A budget aids in the planning 
process, emphasizes cost controls and re­
quires justification of the cost of un­
budgeted matters. You should remember 
that the plan and the budget should be re­
duced to writing and any changes in plan 
and/or budget should be memorialized for 
your files and the attorney 's records. 
Memories sometimes get hazy. 

The Monitoring Process 
Adherence to the procedures outlined 

above may be useless if you do not con-

Tips for Cutting 
Legal Costs 

I. Shop around for the right law firm in 
terms of billing rate, size and quality of 
work. 

2. £.stablish up front clear billing guide­
lines by using an engagement letter. 

3. Develop a written litigation plan and 
budget. 

4. Actively monitor progress against the 
plan and budget, making adjustments 
as necessary. 

5. Consider using alternative dispute 
resolution mechanisms (ADR). 

6. Determine early on what matters will 
be handled in-house and those that will 
be referred to outside counsel. 

7. Review outside counsel bills care­
fully. 

A tthough some attorneys 
are shocked when asked to 
conform to the guidelines, 
most welcome knowing 
the parameters within 

which they are expected to 
operate. 

tinually monitor the claim process. The 
monitoring can be accomplished at the lo­
cal level if you utilize field personnel to 
handle claims and/or in your regional or 
main office. If you think retained counsel is 
straying from the guidelines , plan , or 
budget, don ' t hesitate and don ' t mince 
words. Tell counsel immediately that you 
expect a return to the agreed-upon guide­
lines. 

An example from our own experience 
provides a painful (at least to us) example 
of lax monitoring. An insured tendered de­
fense in an attempt by the borrower to in­
validate the insured lien through a lawsuit. 
The tender occurred sometime after the 
suit was filed and counsel retained by the 
insured. Our initial investigation indicated 
that the firm retained was well regarded 
and we saw no reason to change counsel. 
Both an engagement letter and a reserva­
tion of rights letter were sent. 

Despite repeated requests for status re­
ports and a response to our engagement 
letter, nothing was really done until about 
eight months after the tender was accepted 
when we received a bill from the law firm 
for $750,000.00! The bill was everything it 
shouldn' t have been: "block" billing, no 
identification of attorneys or paralegals 
whose time was billed, no indication of 
hourly rates, and much more! 

A quickly called meeting resulted in a 
reduction of the bill by two-thirds, the iden­
tification of noncovered matters, a cap on 
hourly rates and a restriction on the num­
ber of attorneys who wou ld be involved. 
All of these matters should have been ad­
dressed at the onset of the claim. 

One of the most important aspects of 
the monitoring process is internal audit of 
billings of attorney's fees. Our bills are ana­
lyzed at both the local level and national 
level. We have developed the fo llowing 
checklist of billing abuse: 

I. inordinate number of conferences 
regarding the claim involving multiple 
personnel 
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2. inadequate or vague description of 
the work allegedly done 

3. "block" billing- multiple time en­
tries in a single billing paragraph 

4. churning the file - over-review and 
analysis 

5. too many attorneys for the complex­
ity of the case 

6. excessive researching - presumably 
you are hiring the firm for its expertise, 
not to train associates 

7. mark-ups of pass-through expenses­
such as travel (this is why you require 
receipts) 

8. multiple parties attending deposi­
tions and hearings - in many in­
stances, one is enough 

9. excessive summarization of deposi­
tions - no summary should take as 
long as the deposition did 

10. value billing or enhanced billing­
the practice of valuing the task at more 
than the time spent 

Although you may think following the 
above guidelines will be time consuming 
and labor intensive, the process will reap 
dividends immediately and in the future. 
Although difficult to quantify, we have ex­
perienced a substantial decline in loss ad­
justment expense since implementing 
these cost-control principles. Although 
some attorneys are shocked when asked to 
conform to the guidelines, most welcome 
knowing the parameters within which they 
are expected to operate. ~ 

GURNE--

continued from page 10 

significant developments occurred. Rarely 
did a client request a litigation budget, 
audit legal fees, negotiate the fee arrange­
ment or participate actively in the day-to­
day handling of a claim. Cl ients , l ike 
patients, presented their problems to law­
yers and rarely questioned the diagnosis or 
the prescribed treatment. 

In the ensuing years, I have seen and 
been a part of the evolution in relationships 
with in-house counsel. My interest in the 
subject is long standing. In retrospect, the 
active management of outside counsel by 
in-house counsel was inevitable. But then, 
I am getting ahead of my retrospection. 

The Retrospective View 
What has brought us to an era where 



lawyer jokes have become the politically 
correct humor of the day? I suggest that it is 
the same reason that has brought about ex­
perts consulting with in-house counsel on 
the subject of managing relationships with 
outside counsel. Today, there are firms and 
individuals whose sole business is to audit 
legal fees. I know because we have hired 
these experts in several of our cases. 

Last year , I at tended my first ALTA 
Claims Administration Committee meet­
ing. I was flattered to be the only outside 
counsel present until l was told that the 
guest expert invited to the meeting was 
there to talk about key elements in manag­
ing outside counsel relationships. 

It is no secret that "managing relations" 
is a euphemism for controlling or protect­
ing against outside counsel. For the uniniti­
ated, managing relations with outside 
counsel embraces topics ranging from the 
process o f deciding whether to engage 
counsel at all, to the evaluation of their 
services. Other key elements include budg­
eting, reporting , fee arrangements, and, 
not to be forgotten, the hottest topic of the 
moment, Total Quality Management. Just 
as there are experts specializing in auditing 
legal fees, so too, there are TQM experts. 

Why have in-house counsel turned to 
experts to advise them how to manage rela­
tions with outside counsel? The answer, in 
large measure, lies in the changes which 
the legal profession underwent during the 
1980s. The 1980s have often been referred 
to as the decade of greed, but it was also a 
decade of growth. Corporations expanded 
and the need for legal services grew. Grow­
ing law firms, like other growing busi­
nesses, required more predictable revenue 
streams. Had there been more self-restraint 
by outside counsel, it is doubtful there 
would have been the need for experts to 
advise corporate cl ients how to restrain 
their counsel. The dissolution of so many 
firms in the last few years is also sympto­
matic of the lack of self-restraint. 

Unfortunate ly, lawyers were not im­
mune to the climate which permeated soci­
ety in the 1980s. What had been a 
profession with business aspects, became 
increasingly a business enterprise with pro­
fessionalism as an adjunct. In the 1980s, a 
new industry of law firm management ex­
perts preached that lawyers needed to 
emulate businesses. Profitability became 
the justificat ion and the most important 
value for some lawyers. Historical ly, suc­
cess as measured by profitability had been 
an alien concept to most in the legal profes­
sion. During the 1980s, however, it became 
increasingly difficult for lawyers, not unlike 
the business community, to resist the no-

tion that maximizing profits was the most 
important and legitimate pursuit. 

In retrospect, my concerns that the legal 
profession was becoming too much like a 
business were wel l-founded. Eight years 
ago, commenting on law as a business, l 
said, "It's not that there isn't an overlap be­
tween practicing law and running a busi­
ness, but lawyers in the long run will do 
their cl ients and themselves a lot of harm if 
they buy into that." ABA Journal, July 1985, 
atp. 66. 

As we have learned, too many lawyers 
did just that. ls it any surprise that lawyers, 
never universally held in the highest es­
teem, increasingly became the object of 
jokes and ridicule? ls it any surprise that in­
house counsel turned to experts to advise 
them how to protect themselves against 
their outside counsel? 

Clients, like patients , have been en­
treated by the experts to take an active role 

Legal services are 
regarded as "tasks" not 

much different from "tasks" 
associated with 

manufacturing widgets. 
When was the last time you 

received a statement for 
services that referred to 

thinking time? 

in managing their own care. Some wou ld 
privately admit that the reaction by the in­
house counsel communi ty is having a posi­
tive effec t; that ac tive management has 
helped to slow down a situation that had 
gotten out of control. 

I have listened sympathetically to hor­
ror stories told by in-house claims counsel. 
I understand and accept th at there has 
been a need to consu lt with experts to 
search for ways to control skyrocketing liti­
gation expenses. Litigation budgets, audit­
ing legal fees , negotiating fee 
arrangements, and the many other man­
agement tools in vogue today have had a 
salutary effect on litigation costs. However, 
some of these same tools, used indiscrimi­
nately, have also exacerbated the loss of 
trust and con fidence which is central to the 
at torney-c li ent relationship . In the ex­
treme, some practices have inadvertently 
promoted an adversaria l relationship, 
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which is the antithesis of what is needed. 
The challenge for both in-house and 

outside counsel today is to work together 
to restore mutual trust and confidence, es­
sential elements of their relationship, and 
to reduce the costs of litigation . ls this real­
istic and , if so, how do we go about accom­
plishing a shared mission? 

The Prospective View 
From the perspective of one who listens 

to the jokes and the complaints shared 
when title insurers gather and compare 
horror stories, I have occasionally thought 
that one of the senior in-house title counsel 
should pay me a fee to consult and advise 
them on how to reduce legal fees. The man­
agement of relations with outside counsel 
seems, in the final analysis, to come down 
to a question of saving money. However, 
since no one has stepped forward to pay for 
my expert advice, I offer the following sug­
gestions without charge: 

1. There are substantial savings to be re­
alized through the use of alternative dis­
pute resolution mechanisms (ADR). The 
ALTA 1987 policy contains an arbi tration 
provision, but its use has been negligible. 
Many claims cou ld be resolved through the 
use of a variety of ADR mechanisms includ­
ing arbitration, mediation, private judges, 
neutral evaluation, and mini-trials. To over­
come the substantial resistance to ADR, in­
house and outs ide counsel must take a 
lead in changing the perception that pro­
moting conciliation of disputes is a signal 
of weakness. Too frequently, counsel who 
initiates recommendations to settle claims 
at an early stage is seen as afraid to litigate. 
Since over 90 percent of all cases fil ed in 
federal and state courts are concluded 
prior to trial, is it deep insight into the obvi­
ous to suggest that the earlier most cases 
are resolved the lower the legal expenses 
will be? Some courts are experimenting 
with mediation in an attempt to reduce 
backlogs. Successful mediation prior to the 
filing of suit eliminates costly discovery 
and allows the parties to select the most ex­
perienced people to faci litate a resolution. 

2. Salvage or recoupment is greatly un­
derutilized by title insurers. Often we are 
told that when a claim is opened it is re­
viewed for the potentia l salvage va lue. 
Based on my experience, however, consid­
eration of the sources for recoupment and 
the value of salvage is an inconsistent prac­
tice at best. Claims should be continually 
monitored for recoupment purposes. Typi­
cally, it is not until a full investigation has 
been completed that counsel is in a posi­
tion to evaluate the sources of recovery 
and whether it makes economic sense to 



pursue them. Of course, there are the sub si­
len tio factors which affect whether in­
house counsel will ever be informed about 
recoupment possibilities. When the de­
fense of a claim is given to the same lawyer 
agent who created the claim, or to another 
lawyer agent as a reward for referring insur­
ance business, does the insurer really be­
lieve it will be advised, or receive objective 
advice regarding the sources of recoup­
ment? How often have title insurers caved 
when the source of their loss has threat­
ened to take business to another insurer? 

3. Some claims become more expen­
sive to resolve because someone decided 
that the claim would go away and that it 
would be a needless expense to refer it to 
outside counsel. Then comes the defense 
(expense) of a bad faith claim, or curative 
work that is more expensive because the 
party from whom a quitclaim deed is 
needed has passed away in the intervening 
years and ancillary probate is now re­
quired to clear title. These are penny wise 
and pound foolish decisions which can be 
avoided. A related cause of avoidable legal 
fees occurs when a coverage investigation 
is not done but the insurer provides a de­
fense under reservation. The insurer does 
not hire coverage counse l and the in­
sured's counsel cannot divulge coverage 
defenses to the insurer. By saving on a per­
ceived duplication of fees, insurers have 
paid greater amounts in losses than they 
would have paid for coverage counsel fees. 

4. Value billing fee arrangements with 
outside counsel has been one of the most 
talked about, but least acted upon, candi­
dates for reducing legal fees. Contrary to 
popular bel ief, value billing is not a new 
concept. In fact , if billing practices had a 
name when I started in the profession , they 
would have been called value billing. Ava­
riety of factors were taken into account in 
determining the reasonableness of the fee 
to be billed to a client. Value billing or dis­
counted fee arrangements will be a more 
attractive alternative to negotiate with out­
side counsel where there is an expectation 
of volume and continuity of repre­
sentation. Loyalty is a two-way street. Con­
stant beauty contests, requests for 
proposals, and other so-called too ls for 
containing costs cannot substitute for the 
relationship which formerly existed be­
tween counsel and client. 

5. To those in-house counsel who have 
adopted written retention guidelines for 
outside counsel I would suggest considera­
tion be given to whether, in the interest of 
reducing legal fees, some strictures have in­
advertently worked at cross purposes with 
the intent. For example, a blanket prohibi-

tion against the involvement of more than 
one partner on a substantial matter may 
discourage intra-office consultation with 
someone who has special expertise on a 
particular aspect of the matter. A few hours 
of this person's time may save many hours 
of research by a less experienced lawyer. A 
draft retention guideline which I reviewed 
recently at the request of a title insurer indi­
cated that the company expected its out­
side counsel to read a document once. As I 
recall , the actual admonition was to the ef­
fect that the client did not expect to be 
charged for having two lawyers review the 
same material. This was not a realistic ex­
pectation but it suggested to me that a bet­
ter understanding is needed between 
in-house counsel and outside counsel with 
regard to what services are provided and 
how they are performed . Unfortunately, 
standard descriptions of legal services are 
inadequate to communicate what really 
occurs in your counsel's office. Legal serv­
ices are regarded as "tasks" not much dif­
ferent from " tasks " associated with 
manufacturing widgets. When was the last 
time you received a statement for services 
that referred to thinking time? Maybe you 
do not want to be charged for that activity. 
Monthly billing cycles and task-oriented 
descriptions do not lend themselves to 
communicating the process which takes 
place in providing services. Clients see the 
words "review," "confer," "draft," and "edit 
and revise" over and over again. Under­
standably, in-house counsel becomes sus­
picious. Maybe lawyers do not want to 
admit that they have to think, reflect or oth­
erwise ponder about a strategy or an an­
swer to your problem. After all, you 
probably have told them that you are not 
going to pay for any learning curve for their 
associates. Outside counsel becomes more 
reluctant to admit they do not have the an­
swers and therefore have to spend time 
thinking. The kind of thoughtful reflection 
which most lawyers devote to a matter 
does not lend itself to quarter hour seg­
ments much less tenth of an hour seg­
ments. A new document arrives or a new 
fact becomes known and it frequently af­
fects the thinking which has gone before. 
What all of this adds up to is a communica­
tions gap which too often becomes a credi­
bility gap. In-house counsel wonders why 
they are paying for many reviews of what 
appears to be the same item or subject. Out­
side counsel wonders why there is any 
question. Improved communications be­
tween counsel would promote a increased 
awareness and understanding of the serv­
ices actually performed. Although not a di­
rect suggestion for reducing legal fees, a 
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better understanding between counsel will 
undoubtedly be translated to the bottom 
line. 

6. If litigation is unavoidable, in-house 
counsel should take an active role in work­
ing with the outside firm. In the appropriate 
cases, use of in-house staff to investigate, 
gather documents, interview witnesses, 
perform analyses, and otherwise assist out­
side counsel will reduce expenses. 

Conclusion 
From my perspective, I know we cannot 

return to the old days when the doctor's 
medicine and the lawyer's statement for 
services were accepted without question. 
At the same time, all doctors and lawyers 
should not be regarded as the enemy and 
not to be trusted. Somewhere between to­
tal reliance and no reliance, there must be 
a happy medium or balance that will make 
lawyer jokes and experts on managing rela­
tions between us a thing of the past. -te-

PRESIDENTS MESSAGE 

continued from page 5 

input and their support. 
I 'm pleased to report that this hard­

working comm ittee has made an ex­
tremely good start. Unfortunately, not all 
the numbers will be in by the time I turn 
over the presidency to Park Kennedy. The 
assault has been made, the beachhead es­
tablished and-with the help of most of our 
underwriters--J'm sure we will see a far 
larger membership in ALTA in the future. 

It has been a great trip, everyone. Keep 
up the good work. You'll feel a lot better if 
you do. 

God Bless! 

Richard J. Oliver 

Hispanic Branch 
For Commonwealth 

Commonwealth Land Title Company of 
Dallas has opened a new office geared to 
serve the Hispanic community in that mar­
ket, according to Joseph Moreno, branch 
manager. 

The organization is a subsidiary of Com­
monwealth Land Title Insurance Com­
pany. 



ALTA Federal 
Conference: 

Important Step 

L
eaders from both the abstracter-agent and underwriter 
sides of the tit le business who were in attendance are 
hailing the first ALTA Federal Conference as an impor­

tant step forward in improving communication between 
their industry and Congress. The photographs on this and the 
following page capture the mood of this important Washing­
ton event, which included briefing sessions on major federal 
issues and a "free afternoon" for individual visits between ti­

tle people and their respective Senators and Representatives. 

After assembling for the opening banquet of the conference, 
those on hand heard opening remarks by Federal National 
Mortgage Association Vice Chairman Franklin Raines, who 
presented economic projections for the real estate market 

and commended ALTA for developing an electronic data in­
terchange title ordering format to better serve the lending 

community. 

"An electronic interface will certainly make it easier for title 
insurers to communicate with other industry players and will 
provide access for lenders as well as other industry members 

who need to order a title," he said. "I can't emphasize 
enough to you the importance of moving toward an 

electronic standard." 

Among the d ignitaries participating in the program were Con­
gressman Carlos Moorhead (R-CA), ranking minority mem­

ber, House Energy and Commerce Committee, who 
discussed the outlook for legislation in the bank powers, in­
surance solvency and Superfund areas; and Chairman Pete 

Stark (D-CA) of the House Ways and Means Committee 
Health Subcommittee, who commented on the outlook for 

the national health program and legislative prospects for lim­
iting business referrals under the Real Estate Settlement 

Procedures Act. 

Congressman Larry LaRocco (D-ID), member of the House 

Nebraska Democratic Senator James Exon gets a Corn husker 
hug from a constituent--titlewoman Mardy McCullough--in 
the upper photograph. Below, ALT A President-Elect Parker 

Kennedy, left, visits with a distinguished guest speaker, Con­
gressman Larry La Rocco (0-101, a member of the House 

Banking Committee. 
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Banking and House Interior Committees, provided insight on the 
makeup of the current Congress that included some helpful point­
ers on title industry lobbying. A condensation of his remarks is 
published elsewhere in this issue of Title News. Other participants 
are shown in the accompanying photographs. 

When the conference was concluded, there was a clear indication 
from those taking part that important new groundwork was in 
place for better understanding among title people and leaders on 
Capitol Hill and elsewhere in the federal government.-fe 

In the photograph at upper left, Dan Wentzel, left, AL TA Abstracter­
Agent Section Executive Committee member and Title Industry Politi­

cal Action Committee chairman, visits with a fellow Californian -­
Congressman Carlos Moorhead, ranking minority member, House En­

ergy and Commerce Committee. Immediately below are AL TA Past 
President Charlie Hon, right, and Congressman John Tanner ID-TN). 

Shown in the two photographs second from the bottom are (at left) 

ALT A Governor Malcolm Morris, right, and Association Legislative 
Counsel Ann vom Eigen, to his right, talking with AL TA Closing Com­

mittee Chair Jan Alpert and Congressman Peter Deutsch ID-FL), House 

Banking Committee member--and, at right, with Congressman Sam 

Gibbons (D-FL), House Ways and Means Committee member. Below, 

three titlewomen from Mountain Home, AR, visit with Federal Confer­

ence panelists during a break. They are, beginning at second from left 
and reading from left, Helen Rodgers, Lura Curran and Bea Lewis. The 

panelists are, from left, John Moriarty, Internal Revenue Service coun­

sel; Muriel Watkins, Resolution Trust Corporation small investor pro­

gram director, and Robert Vastine, RTC vice president. 
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Rep. Larry LaRocco 

Need A Better Congressional Climate? 
Communicate Early and Often 

A featured speaker at the inaugural Al TA 
Federal Conference in Washington was 
Rep. Larry LaRocco (D-ID), a key member of 
the House Banking Committee. In the last 
Congress, Rep. laRocco spearheaded the ti­
tle industry legislative effort as Al TA pressed 
the fight to keep national banks out of the ti­
tle insurance business. Here is a condensa­
tion of his Conference remarks , which 
provides a House member's insight on Con­
gress and effective lobbying. 

*** 

U
sually, I start speeches by explain­
ing why I'm here. Today, I want to 
do something a littl e different: I 

want to start by trying to explain why you 're 
here. 

I know that this is your first Washington 
meeting and you're going to be heading up 
to the Hill this afternoon to take on Con­
gress. Now, why would you want to be here 
when you could be home making money 
and spending time with your families? 

Th e answer is that--despite being a 
bunch of over-scheduled, under-appreci­
ated, and occasionally confused people­
we membe rs of Congress have a lot of 
potential for getting just organized enough 
to mess things up. 

And the best way to avoid having Con­
gress mess things up is no different from the 

You have a good story 
to tell, but it's not a 

familiar one. 

Congressman LaRocco 

best way to avoid having your mechanic or 
your kids or your staff mess things up: Com­
municate. 

Communicate early and often. Get to 
know your Representatives and Senators 
now when there isn 't a big crisis looming. 
Get to know the staff, too . That way, if 
crunch time does come, and you need to 
get an urgent message to the right place, 
you won't have to start by explaining who 
you are. 

Instead, you ' ll be able to start by ex­
plaining what you need . And , because 
they've known you for a while and you've 
always seemed like you know what you're 
ta lking about, you 'll have a much better 
chance of getting what you need. 

You have a good story to tell , but it's not 
a familiar one. If you don't make your own 
contacts, no one will know how you differ 
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from the rest of the insurance industry and 
no one will understand why you need legis­
lation that recogn izes that difference. I'm 
sure that everyone in Congress has bought 
title insurance at some point, but I'm not 
sure everyone knows why they had to get it 
or how it works. 

That's your story. After you tell it to your 
own Senators and Representative, con­
sider adopting at least one extra Congress­
man from a neighboring state who serves 
on a committee that's important to you. 

I was the on ly Banking Committee 
member from the entire Pacific Northwest: 
Washington , Oregon , Idaho, Montana, 
Alaska, Hawaii. Bankers from several of the 
western states who had no representation 
on the Banking Committee sought me out 
and sa id they were adopt ing me. It was 
good for me, and it was good for them. I 
learned things, they learned things, and 
they had some input they wou ldn't have 
had otherwise. 

Now, let me try to give you a little ammu­
nition. 

First, is Congress going to do anyth ing 
on Glass-Steagall any time soon? The an­
swer is no. 

As a second term member of the House 
Banking Committee, I feel as though I've 
served on two different committees. In 
1991 and 1992, we spent our time discuss­
ing Mr. Bush 's "modern ization" bill. We 
talked about firewalls and tie-ins, interstate 
branching and diversified holding com­
pany structures, and insurance powers. 

This year, in con trast , we ' re talking 
about community development banking 
and rehabilitation of publ ic housing stock 
and minority contracting opportunities at 
the RTC. 

Last term, the Financial Institutions Sub-



committee was the top choice subcommit­
tee assignment for banking members, in­

clud ing freshmen. This year, every single 
one of the Democratic freshmen chose 

Housing and Community Development 
first. Financial Institutions barely came in 
second, w ith the newly-enlarged Con­

sumer Affairs Subcommittee a close third. 

This is a very different committee from 
the Banking Committee of the past. Like the 
rest of the House, it is undergoing a genera­

tional shift and a move away from the white 
male lawyer model of a Congressman to a 
more diverse group. 

This is not a committee which is focus­
ing on changing the lines between banking 

and commerce, and it is not likely to focus 
on this issue any time soon. 

By necessity, the committee made RTD 

funding its first priority. 
Now we are turning to HUD funding and 

oversight, and the community develop­

ment banking issue. This partly reflects the 
interests of individual committee mem­

bers, especially freshmen, and partly re­

flects the fact that the Administration has 

yet to turn its own attention to the banking 

system. 
The "Banking Committee" is turning 

into the "Housing Committee." 
Let me back up a little and explain why 

this year is so di fferent from last year. With 

retirements, defeats, and appointments to 

the Cabinet, we have over a hundred new 

House members this year. 
For new members, the big questions are 

things l ike: "Where is the elevator?," "Are 

we on camera?" and "Is is too early to an­

nounce for the Senate?" 
They are not thinking about whether di-

... because they've 
known you for a while and 

you 've always seemed like 
you know what you 're 

talking about, you 'II have 
a much better chance of 

getting what you need. 

versified holding compan ies should be cre­
ated. 

These people are new, but they are not 
amateurs at the business of government. 

Most have had successful non-governmen­
tal careers, but fu lly 106 of the 110 new 

members elected in 1992 have held a pre­

vious elective office-as governor or port 

commissioner or part-time alderman. They 

know what they are doing and they know 

what they care about. 
The House Banking Committee re 

ceived a record allocation of the new folks. 

That 's because we had the honor of being 

the committee with the most members de­

feated when standing for re-election , in ad­

dition to seeing more than our share of 

retirements. 
It's a little chaotic, but this turnover has 

some good points. For one thing, it allowed 

me a meteoric rise from twenty-fourth to 

twelfth in seniority. For another, with all of 

these new members who may not have 

heard of Glass-Steagall or Section 92 of the 

National Bank Act, you're not fighting a lot 

Congressman La Rocco with an Idaho constituent - - titleman Lane Archibald. 
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of preconceptions. 
On the Democrat's side, 15 members 

are new to the committee. Of those, 14 are 
in their first term as Representatives. Over­

all , more than half the Banking Committee 
is new this year. 

When you look at the new members' 

biographica l sketches, you might agree 
with one of the committee's Republican 
staffers who calls the Democratic freshmen 
"an SDS reunion." I know they have a lot of 

lobbyists scared. 
But, as we get to know them, 1 am very, 

very hopeful about this group. Most of the 

new members represent very poor people 
living in very depressed neighborhoods. 

They are pragmatic. They are pract ical. 
They want to get some capital and banking 

services into the areas they represent. 
In 1991, the Bush Administration pa­

pered the Hi ll with those big, green "mod­
ernizing the financial system" books, and 

testified every few days on restructuring the 

financial system. 
In 1993, we have an Administration 

agenda focused on dealing with the truly 

frightening condition HUD has been left in. 

We have a lot of work to do on HUD issues; 

they have clearly been neglected for too 

long. This is their year. 
So you have the opportunity to make 

this your year to lay the groundwork for 

meeting the challenges of the future. 

You have plenty of time to get to know 

the members-not just today and tomorrow, 

but all year. So take your story up to the Hill. 

A lot of members--new and old-need to 

hearit. ~ 

Fidelity Acquires 
Land Title Records 

Fidelity Title and Guaranty Company, 

Winter Park, FL, has announced the pur­
chase of the tract books and records for 

Volusia County, FL, that previously were 

owned by The Abstract Corporation, a tit le 

operation formed in 1901. 
According to the announcement, the 

late Morton McDonald , who served as 

ALTA president in 1955-56, purchased The 

Abstract Corporation from its original own­

ers in 1925. In subsequent years, the com­
pany was operated by the former president 

of the Association and his son, F. Morton 

McDonald. 
Another son , Thomas S. McDona ld, 

served as ALTA president in 1982-83. 
Fidelity Title, an agency tracing its ori­

gin back to 1883, also has title record books 
for Orange, Seminole and Lake counties in 

central Florida. 



Company: Cherryland Tltle Services, Inc. 
Location: Sturgeon Bay, Wisconsin 

Underwriter: Chicago Title Insurance Company 
Computer: Titlepro system with seven work stations 

Executive: Cathy Wiese, Manager 
famlly: husband, John; children, Pamela and Paula 

Activities: Door County Economic Development Board of Directors, 
YMCA Public Relations President, and Sturgeon Bay 
Waterfront Redevelopment Authority 

Recreation: Golf, boating and dancing 

Associate: Deborah A. Schaefer 
famlly: husband, Steve; children, Angela and David 

Activities: Sevastopol School Board, Rotary International, 
Altrusa of Door County 

Music: Garth Brooks 
Vacation Spot: Lake Tahoe and the Caribbean 

Recreation: Golf, skiing and reading 

1Illl.PRO: 
The System Of 
Preference For 
Independent 
Tttle Agents 

litiepro is a network 
computer system developed by 
title people for title people. 

Titlepro is modular, so you 
may select the modules you need, 
for your binder, policy and forms 
production; for closings, dis­
bursements and escrow account­
ing; for indexing, scheduling, and 
more. Titlepro provides manage­
ment reports, as well as laser 
typeset form printing. 

Titlepro saves time, because 
title information is entered 
just once, and used through­
out the system without 
retyping. 

Titlepro is fully 
IBM-PC/386/ 486/PS2 

compatible, and is provided on 
Novell Netware for the ultimate 
in multi-station performance. 
Titlepro provides installation and 
training at your office, and cour­
teous, dependable, follow-up 
assistance. 

( TITLEPRO~ 
1-800-786-8776 

1007 Nissley Road 

Lancaster, PA 17601 



MAKE THE DISCOVERY! 

TITLE AGENTS 
~AMERICA 

TITLE AGENTS ABSTRACTERS ESCROW AGENTS 

Errors & Omissions Insurance 

•The proven program for the nation's Title Industry 

• "A" Rated Insurers 

• limits up to $1,000,000 

•Various deductibles 

• Full Prior Acts available 

• No capital contribution 

• Personal service with results 

Call Toll Free 1-800-637-8979 
Title Agents of America (fAM), 16225 Park Ten Place, #440, Houston, 1X 77084 



Moving Pro-Actively on Optical Issues 

By Edward H. Marsilje 

0 
ptical disk storage of ~ublic re.cord 
information by counties 1s an issue 
o f growing co ncern among title 

companies across the country. Many with 
an interest in the permanency of records at 
the court house can be expected to en­
counter misgivings when contemplating 
the possibility of local officials bringing in 
new records technology without careful 
consideration of appropriate safeguards. 

Among those in the vanguard o f th e 
troubled when a local clerk or recorder an­
nounces introduction of an optical system 
are owners and managers of title compa­
nies with a substantial investment in plants 
and equ ipment. The anx iety is under­
standable. If imaging is introduced at the 
court house, how well can ex isting title 
company systems be expected to handle 
the new optical disks? 

In Michigan, the title industry has en­
countered this challenge and has re­
sponded effectively through the pro-active 
support of appropriate state legislation. 

It started when I learned through a cas­
ual contact that the register o f deeds for 
one county in the state was entertaining the 
idea of optical disk conversion for the pub­
lic records. 

Since I was fami liar with the implica­
ti ons o f optica l disk storage th rough my 
work on the AL TA Land Title Systems Com­
mittee, I took it upon myself to contact this 
register. 

In conversation with this public official, 
I learned that a large charitab le organiza­
ti on-The Kellogg Foundation-was giving 
consideration to funding the optical con­
version of the county records, since this ac­
tivity cou ld not be cost justified. But the 
register of deeds encountered an obstacle. 
During the routine investigation preceding 
a decision on the grant, it was learned that 
optical storage is not an approved medium 
for public records in the state. It therefore 

wou ld be necessary to enact state enabling 
legis lation before any conversion cou ld 
proceed. 

Fortunately, I was at the time serving as 
a director of the Michigan Land Title Asso­
ciat ion. I arranged for the matter to be 
placed before the MLTA board and, follow­
ing discussion, it was agreed that our lob­
byist wou ld be asked to investigate the 
prospects for state legislation that wou ld 
make optical imaging a reality. 

It subsequently was learned that an ena-

Ir imaging is introduced 
at the court house, how 

well can existing title 
company systems be 

expected to handle the 
new optical disks? 

bling bill for optical imaging of public re­
cords was being offered by Representative 
Roland Niederstadt, a former register of 
deeds who now is serving as county clerk 
for Saginaw County. Arrangements imme­
diate ly were made for MLTA repre­
sentatives to discuss the legislati on w ith 
him. 

During our meeting with Representative 
Niederstadt, we raised the following con­
cerns regarding optical conversion: 

• If ti tl e companies were faced wi th a 
multitude of incompatible systems, it 
would require substantial duplication 
of expensive hardware to "read" disks 
containing public records 

• Rather than overemphasis on lowest 
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"up front" costs, as is typical with 
county governments, we wanted truly 
cos t eff ective opt ica l systems th at 
meet current needs but also have su it­
able growth capacity for the future 

• Any opt ica l systems install ed must 
have permanency as storage media 
and safeguards against altering the re­
cords 

After determining that these concerns 
were properly addressed in the legislation, 
MLTA supported the measure, which was 
enac ted as Public Act No. 116, State of 
Michigan. It was the view of the association 
that backing this legislative proposal was 
the best ava ilable approach for making 
sure that any optical imaging systems intro­
duced for public records in the state would 
be acceptable. 

A copy of Public Act No. 11 6 accompa­
nies this article. In particular, Sec. 2(d) and 
(2) of the act provide for the director of the 
sta te departm ent o f management and 
budget to advise the legislature and appro­
priate state agency of any optical system 
found to be incapable of creating repro­
ductions equivalent to photographs or mi­
crocopies-and to jointly promulgate wi th 
the department of state rul es for govern­
ment entities and officials in regard to re­
produc ti ons. Also, the act (Sec. 2(b)) 
requires conversion of related hardware, 

The author is a member and past 
chairman of the ALTA land Title 
Systems Committee, and pre­
viously served on the Association 
Abstracter-Agent Section Execu­
tive Committee. He is the presi­
dent-elect of the Michigan Land 
Title Association, and is presi­

dent of Title Office, Inc.; with headquarters in Holland, 
Ml, a firm serving the market in that state. 



Michigan Public Records 
Media Act 

REGULAR SESSION OF 1992- P.A. 116 

ADMINISTRATIVE PROCEDURES-RECORDS MEDIA ACT 

PUBLIC ACT NO. 116 

H.B. No. 4438 

AN ACT to designate and regulate certain records media; and to prescribe the powers 
and duties of certain governmental entities and officials. 

The People of the State of Michigan enact: 

M.C.L.A. Sec. 24.401 

Sec. 1. This act shall be known and may be cited as the "records media act". 

M.C.L.A. Sec. 24.402 

Sec. 2. (1) Except to the extent limited by law, if a governmental entity or a governmen­
tal official acting in his or her official capacity reproduces a record, the reproduction may 
be created using any of the following media, subject to subsection (2): 

(a) Photograph. 

(b) Photocopy. 

(c) Microcopy. 

(d) Optical storage disc, as of the effective date of rules , to be promulgated pursuant to 
subsection (2), that govern optical storage discs. However, this act does not prohibit the 
utilization of an optical storage disc system purchased by this state before the effective 
date of this act pursuant to legislative appropriations, unless the director of the depart­
ment of management and budget finds that the system is not capable of creat ing repro­
ductions that are equivalent to photographs or microcopies. The director of the 
department of management and budget shall transmit such a finding to the state depart­
ment or agency utilizing the optical storage disc system and to the house and senate ap­
propriations committees. (2) Pursuant to the administrative procedures act of 1969, Act 
No. 306 of the Public Acts of 1969, being sections 24.201to24.328 of the Michigan Com­
piled Laws, the department of state and the department of management and budget shall 
jointly promulgate rules that govern the creating, processing, indexing, storage, retrieval, 
durability, and inspection of reproductions by a governmental entity or governmental of­
ficial acting in his or her official capacity. With respect to information systems that utilize 
digital data in a medium listed in subsection(!) for the reproduction of records, the rules 
shall do all of the following: 

(a) Set forth data interchangeability standards. 

(b) Ensure continued maintenance of and access to the records by requiring the conver­
sion of the digital data medium or the modification or replacement of the computer hard­
ware or computer software before the digital data medium, algorithms, computer 
hardware, or computer software become obsolete. 

M.C.L.A. Sec. 24.403 

Sec. 3. With respect to a reproduction created by a person other than a governmental 
entity or a governmental official acting in his or her official capacity, a law that references 
this act incorporates by reference any medium that correctly and accurately reproduces 
the original. 

This act is ordered to take immediate effect. 

Approved June 26, 1992. 

Filed June 26, 1992. 
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software and other equipment before it be­

comes obsolete. 
Public Act No. 116 became one year old 

on June 26, and at this time no governmen­
ta l committee has ye t b een c rea ted to 

promulgate the rul es mentioned. It is esti­

mated that another three to four years may 

pass before these rul es are fo rthcoming. 

Until this happens, opti cal storage d isks 
cannot be an o ffi c ial medium for record re­

tention and , while counties may install and 

use them if desired, existing record sytems 

(normally microfilm) w ill have to be con­

tinued . 
This prov ides some "breathing room " 

for any titl e company or other enti ty that 

might otherwise encounter short range dis­

carding o f an existing system in favorof op­

tical equipment- whil e hopefully all owing 

development o f rules assuring that future 

Our experience in 
Michigan emphasizes that 
state title associations no 
longer can afford to be 

reactionary organizations, 
especially since our 

opponents in the public 
arena frequently exercise 

more political clout. 

optical installations w ill be adequate. 

Our experi ence in Mic higan empha­

sizes that state titl e associations no longer 

can afford to be reactionary organizations, 

especially since our opponents in the pub­
lic arena frequently exercise more political 

c lout. Fo r reasons including our experi­

ence with th e o pti ca l imaging issue, we 

now strive to do the following: 

• Maintai n an info rmati o n gatherin g 

network that allows us to learn about 

proposed state legislation before it is 

introduced 

• Work with associati ons and other o r­

ganizations p roposing legislation af­

fec tin g the titl e industry so that it is 

benefic ial or at least acceptable to us 

• Instruct our paid lobbyist (legislative 

committee if appropriate) to maintain 

contact with individuals proposing leg-

continued on page 34 



SMS TITLE PLANT SERVICES 
HERE'S WHAT THE EXPERTS SAY ... 
"OMS IS A PERFECT Fil' FOR THE JOINT PLANT ENVIRONMENT ... 
EFFECTIVE AND AFFORDABLE." - Betty Waters , Clark County Title Services, Nevada 

DMS TITLE PLANT 
for i11stant i1npact. 

"MY DMS PLANT PRACTICALLY RUNS ITSELF!" 
-Sid Ramey, Peoples Abstract, Iowa 

"1'HE FLEXIBILITY OF OMS PROVIDES ME 
WITH NEW REVENUE OPPORTUNITIES!" 

- Jerry Scrogg ins, Property Data, Missouri 

CONTINUAL ENHANCEMENTS, AND 
A TITLE WISE SUPPORT TEAM" 

- Paul Cruse, First American Title, Indiana 

"DMS HAS DECREASED MY SEARCH 
TIME BY 50°/o! MY BOTTOM LINE 

IMPROVED IMMEDIATELY" 
-Carrie Hoyer, Wisconsin Title Services 

Complete conversion, 
backplant services, 
document imaging and 
nexible hardware platforms 
available nationwide. 

"I TOOK ADVANTAGE OF SMS' 
BACKPLANT SERVICES. NOW MY 

SEARCHES ON OMS ARE COMPLETE, 
FAST AND ACCURATE. " 

- Harry Webster, United Title , Iowa 

For more information call Paul Hofmann today at (800) 562-2518. 

REAL ESTATE 
INFORMATION SERVICES 

CORPORATE O FFICE 
3160 Airway Avenue, Costa Mesa, Califomia 92626 

E ASTERN R EGIONAL 0Fl<' ICE 
7000 Executive Center Drive, Suite 240, Brentwood, Tennessee 37027 

N ORTHWEST REGIONAL OFFICE 
33505 13t11 Place South, Fedeml Way, Washington 98003 



Your 
5'!arch 
Ends 

Here 

ALTA Offers An Important 
Member Benefit To Resolve Your 
Long-Standing E&O Problems. 

If you're an experienced title abstracter-agent, 
you've seen it happen. The errors and omissions 
insurance market changes abruptly. Dramatic 
swings in prices and coverage follow. Result: 
Severe E&O affordability-availability problems 
for title professionals . 

The American Land Title Association has a 
solution to this recurring dilemma. It's called 
Title Industry Assurance Company (TIAC)-an 
independent E&O insurance company owned by 
members of the Association. TIAC is designed to 
remain, with stable and realistic E&O prices, 
even when competitors disappear. 

Before your E&O renewal, find out what TIAC 
can do . If you're an ALTA member, call TIAC for 
information and an application-(301) 951-54 70. 
For TIAC stock subscription information, call 
Rich McCarthy in the ALTA Washington office­
(202) 296-3671. And, for ALTA membership 
information, call Pat Berman at the ALTA 
office number. 

TIAC has been endorsed by the ALTA Board of 
Governors-as an E&O resource dedicated to sta­
bilizing the market for members of the Association. 
Now is an excellent time to take an extended look 
at your E&O future. Then call TIAC. 

Trtle Industry Assurance Company 
A Risk Retention Group 

Two Wisconsin Circle 
Chevy Chase, MD 20815-7003 

Telephone ( 301) 951-54 70 

Endorsed by ALTA, Owned by ALTA Members 



In this photograph by Ken Abbinante looking through the lobby area 150-gallon aquarium, youngsters are entertained by television and 
a VCR under the watchful eye of their parents, who use a convenient window as they close a real estate purchase in the next room. 

Strengthening Your Identity Asset 

By Michael F Wille 

W
hen The Title Company, Inc., 
moved into a newly constructed 
bu ild ing in La Crosse, WI, in Janu­

ary, management wanted the most produc­
tive use possible from the 13,300 square 
feet of space that were availab le. 

Over half of the space was available for 
lease, with a major life insurer taking a little 
less than 50 per cent in the early going. That 
left some 6, 100 square feet to be occupied 
by The Title Company and its 15 employ­
ees. 

Although we have an automated work 
environment, including computers with 
completely integrated title software, laser 
printers, CAD software to trace out legal de­
scriptions, plain paper FAX, computer FAX, 
imaging so ftware and scanning equip­
ment, this very useful capab ility focuses on 
our internal opera ti on . In add ition , we 
wanted our new location to provide an ex­
ternally visible facility that would 
strengthen our identity with customers and 
the surrounding community. 

The answer for us was the design and in­
stallation of The Training Centre, a tiered 
classroom seating up to 36 that can meet 
sophisticated audio/visual needs. Besides 

offering the facility to our customers-REAL­
TO RS , attorneys and lenders--for pro­
grams, the Centre also is available for rent 
to non-business-related organizations. 
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The Centre features a surround sound 
projection TV connected to a satellite dish. 
The projection TV also has capabilities for 
VCR, overhead projection of transparen-

The author and his wife, Marilyn, near the 
new facility. He is president and she is sec­
retary of The Title Company, Inc., an or­
ganization with offices in the Wisconsin 
counties of Vernon and Houston, along 
with the pictured new headquarters in La­
Crosse. Before entering the title industry, 
he managed a branch office for a real es­
tate broker and spent a brief period as a 
corporate pilot--as well as working as a 
free lance pilot. During his corporate avia­
tion days, his employer was active politi­
cally, which led to the inclusion of Chip 
Carter, son of the President at the time, 
and the wife of Vice President Walter Mon­
dale among his passengers. He continues 
his flying today, and holds an airline trans­
port pilot license with over 4,400 hours. 



Above: The author and Bonnie Holte confer in The Training Centre, a tiered classroom 
equipped to meet sophisticated audio-visual needs. Below: Alan Black works on a system 
designed to pull up images of documents and reproduce them elsewhere in the office. 
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cies, and projection of images on paper or 
3D objects. In additi on, the projection TV 
can be converted into a computer monitor 
for DOS, VGA or Macintosh environments. 

There are 114 phone jacks in the Centre, 
featuring high speed wire that can be used 
for a computer network and/or tel e­
phone/FAX. Located in each of the six rows 
of seats are 18 phone jacks, plus six more in 
the equipment cab inet (where there are 
amps, a VCR, a wireless mic receiver and a 
CD player). Each row has three sets of four 
electrical outlets next to the phone jacks; 
all electrical outlets in the room are con­
nected to an uninterruptible power supply 
that protects against variations or outages. 

The phone jacks have helped extend 
the versati lity of the Centre. For example, 
the American Cancer Society recently used 
the facilities for an event. We were able to 
furnish them with eight phone lines with­
out hindering our title operations. 

The Title Company can be closed off 
from th e Centre. Locking two doors and 
pulling down a gate over the reception 
counter allows evening use of the training 
facility. 

Each work station in the building is 
wired with six phone jacks on UTP level 5 
wire, a high speed wire almost as fast as fi­
ber optic. Phones, computers, printers and 
FAX modems are plugged into jacks lead­
ing to a patch panel that allows us to move 
equipment by plugging the jacks into a dif­
ferent location. If someone moves to a dif­
ferent desk locat i on (we have direct 
inward dial), we can relocate their equip­
ment by unplugging and replugging with­
out contacting the phone company. 

There is one blank conduit leading to 
each work station for poss ible future ex­
pansion. 

With high speed wire, we can pull up 
images of documents stored in computer 
memory at one end of the office and pro­
duce them on another computer located at 
the other end of the office. The wire also en­
ables us to set up for teleconferencing at 

... we wanted our new 
location to provide an 

externally visible facility 
that would strengthen our 

identity with customers 
and the surrounding 

community. 



any location in the building-including the 
Centre. 

If we need to move a FAX and, let's say, 
four more phones into the office closing 
room, it can be done in minutes. 

The Title Company facilities include 
two laser FAX machines (broadcast type 
with memory storage); if the primary FAX 
number is busy, the call switches over to 
the other machine. With this capability, we 
no longer have lines of people waiting to 
send FAX items--with important phone 
numbers "stored," most of the material 
goes out unattended. 

With our computer and phone capabil­
ity, we are remitting via modem with our 
underwriter, Chicago Title Insurance Com 

... we are watching with 
interest the work by the 

ALTA Land Title Systems 
Committee to develop 

electronic data 
interchange ... computer-to­
computer ordering of title 

services .. .. we will be 
looking forward to adding 

an EDI interface .... 

pany; we were the first Chicago Title agent 
in the country to do so. 

And, we are watching with interest the 
work by the ALT A Land Title Systems Com­
mittee to develop electronic data inter­
change (EDI) computer-to-computer 
ordering of title services at the request of 
the Mortgage Bankers Association of Amer­
ica. As soon as this EDI project is com­
pleted, we will be looking forward to 
adding an EDI interface to our operation. 

Besides the electronic side , we gave 
careful thought to space planning and of­
fice design in laying out our new quarters. 

Persons entering the lobby area view a 
150-gallon fresh water fish tank built into 
the wall, which has drawn favorable com­
ment for its contribution to the aesthetics. 
On the opposite side of the fish tank is the 
first of two neighboring rooms set aside for 
closings. In the room nearest the fish tank 
are a television receiver and VCR for enter­
taining children while their parents attend 

continued on page 40 
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makes us more 
productive and 
profitable" 

-Pat O'Rourke 
O'Rourke Title 
Company 

"With Landata's 
Automated Information 
Management (AIM®) 
system, our branches are 
online so we can put 
together closing packets 
quickly and make changes 
on the spot at the closing. 
Our market is in a very 
active stage now and the 
improved efficiency we 
achieve with AIM allows 
us to provide excellent 
service to our customers. 
We consider Landata's 
products to be an integral 
part of our success." 

"In addition to having 
great software, Landata's 

customer support is outstanding. 
It is important to me to know that 
Landata will be there in the future 
when we need them. We looked at 
all of the title systems and chose 
Landata's because it was the most 
comprehensive and the best in the 
business." 

Across 42 states, Landata cur­
rently helps more than 4,000 users 
in over 300 companies with today's 
most advanced systems. For a no­
cost, no-obligation demonstration, 
call David Tandy, President or 
Sandra Garland, Account Manager, 
at (713)871-9222. 

LANDATA'" The Source for Real Estate Information 
2200 West Loop South, Suite 500, Houston, TX 77027 

Chicago • Denver • Fairfax • Fort Collins • Houston • Los Angeles 
Pleasanton • Penland • San Antonio • Tampa • West Palm Beach 



Performance • Price 
Flexibility • Support 

Need we say more? 
It's no wonder that title and abstract 

companies nationwide are choosing TitleSCAN. 
Call us and see for yourself why the leader is also the best. 

TitleSCAN 
1-800· 44· TSCAN 

TitleSCAN Systems • A Division of the Paxon Corporation• 923 Country Club Road • Eugene, Oregon 97401 



Palm Desert 
Annual Convention- -
Simply Spectacular 

By Leigh A. Vogelsong 
ALT A Director of Meetings and Conferences 

S
un drenched natural beauty as found only in the Califor­
nia Desert. A spectacular resort set in the "Playground of 
the Stars" just two hours east of Los Angeles. Seldom has a 

more appealing site been chosen for the ALT A Annual Conven­
tion, which this year will unfold October 13-16 at Marriott's De­
sert Springs, Palm Desert, CA. 

Low humidity and fall daytime temperatures reaching into 
the low 90s add to the allure of this location , where plans have 
been completed for a full agenda of informative sessions and fas­
cinating leisure time activities. 

After an Ice-Breaker Reception presented California style 
Wednesday evening, October 13, casual resort attire suggested, 
there will be General Sessions Thursday and Saturday-with a 
packed day of educational offerings sandwiched in between on 
Friday. The Convention wi ll close with the traditional Annual 
Banquet Saturday evening. 

For an overview of the October activity, please see the accom­
panying Convention Calendar. 

Providing insight into one of the nation's foremost issues- - na-
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tional health care-at the opening General 

Session will be Dr. Peter Salgo, highly re­

spected medical futurist who is well known 

from his television appearances on CBS 

and elsewhere. Sharing the guest speaker 

agenda with Dr. Salgo will be Lee Sherman 

Dreyfus, a brilliant visionary who has won 

acclaim for his achievements as governor 

of Wisconsin , chancellor of the University 

of Wisconsin and president of Sentry Insur­

ance. 
Adding to the sparkle at the Saturday 

General Session w ill be two additiona l 

guest speakers of national prominence. 

They are Robert Gates, former director of 

the Central Intelligence Agency, and Hod­

d ing Carter, syndicated column ist and 

widely respected broadcaster who worked 

in both the Johnson and Carter Presidential 

campaigns before moving to the position 

of State Department spokesman. Also on 

the agenda wi ll be a panel on the real es­

tate market outlook, headed by John Pfis­

ter, v i ce president--marketing and 

research, Ch icago Title Insurance Com­

pany. 
During the Title Industry Political Ac­

tion Committee luncheon on Saturday, the 

speaker will be Kevin Phillips, well known 

political analyst , who will look at where 

America is headed in the turbulent 90s. 

Educational Sessions Offer Variety 
Those attending the educational ses­

sions on Friday will have an opportunity to 

select from the following variety of presen­

tations on current topics and issues. 

Capi tol Hill staff members and federal 

agency personnel will present an update 

during a comp li mentary continenta l 

breakfast on major title industry issues that 

include tax matters, and proposed federal 

regulation of insurance company solvency 

and agency operations. 
Running concurren tly and also begin­

ning with a complimentary continen tal 

breakfast will be a session on two major 

automation challenges of local title man­

agers-growing interest in the lender com­

munity in elec tronic data interchange 

(EDI) ordering of title services, where com­

puters communicate, and issues surround­

ing conversion of county records to optical 

disk systems by public officia ls. In addi­

tion , this program segment is scheduled to 

include a presentation on a new Federal 

National Mortgage Association automated 

system designed to improve payoff proc­

essing between settlement agents and serv­

icers. 
Following up on the Friday EDI session, 

there wi ll be a Saturday complimentary 

continental breakfast discussion on elec-

Convention Guest 
Speaker Headliners 

Peter Sa/go, M.D. 
Medical Correspondent 
CBS Television 

Examining the complex issues interwoven with national health 

care proposals, he will comment from the vantage point of professor 

and practicing physician, as well as from the view of a highly re­

spected futurist and Emmy-award-winning broadcaster. 

Thursday, October 14, General Session 

Lee Sherman Dreyfus, Ph.D. 
Past Governor 
State of Wisconsin 

Drawing from a background as University of Wisconsin Chancel­

lor and president of Sentry Insurance as well as a chief executive of­

fi cer in state governm ent, he is widely known for his views that 

recent developments do not signal the decline of this country as a 

world power-but instead provide a unique opportunity for Ameri­

can achievement. 
Thursday, October 14, General Session 

Robert Gates 
Past Director 
Central Intelligence Agency 

After beginning his career with CIA as an intelligence analyst spe­

cializing in Soviet affairs, he later served as an advisor to the U.S. 

delegation to the Strategic Arms Limitation Talks and was assigned 

to the National Security Council staff before returning to the agency 

and ultimately rising to the positions of deputy director and then di­

rector. 
Saturday, October 16, General Session 

Hodding Carter 
Syndicated Columnist 
Newspaper Enterprise Association 

The family newspaper in Greenville, MS, provided an ideal op­

portunity for development of his journalistic skills that later pro­

pelled him to assignments including op-ed columnist for the Wall 

Street Journal and anchor man for "Inside Story," an Emmy-award­

winning PBS series that provided a critique of the performance of 

the press. Along the way, he worked in the Johnson and Carter Presi­

dential campaigns and served as Assistant Secretary of State for Pub­

lic Affairs and State Department Spokesman. 

Saturday, October 16, General Session 

Kevin Phillips 
Political Analyst 
Author: Boiling Point: Republicans, Democrats and the De­

cline of Middle Class Prosperity 
Author of the above mentioned book that President Bill Clinton 

took with him to Camp David I 0 days after inauguration, the nation­

ally prominent columnist and broadcast commentator predicted 

the populist resurgence sweeping across America. The National 

Journal has listed him as one of the 150 people in Washington you 

would want to have on your side in a fight. 

Saturday, October I 6, Tf PAC Luncheon 
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A tram ride provides an unforgettable view. Below: Palm Desert- - golfer's paradise. 
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tronic title ordering for technica l atten­
dees. 

There will be a Friday panel discussion 
focusing on an analysis of the nationwide 
real estate and real estate financial mar­
kets, with concentration on the securitiza­
tion of commercial real estate equities and 
mortgages. This Convention event will be 
handled by the Life and Lender Counsel 
group. 

Improvement of techniques for loca l 
marketing of title services will be the topic 
of another educational session, led by a 
panel of industry experts with experience 
in what works. The content will be geared 
to local titl e owners and managers, and 
there will be an emphasis on inter-active 
discussion. 

Another panel wi ll explore the rating of 
title insurance companies, with viewpoints 
from professional rating experts and lender 
representatives. 

And, yet another Friday session will pro­
vide an update on techniques for coping 
more productively and effect ive ly with 
stress. 

There wi ll be an attractive educational 
adventure at Friday 's Spouse/Guest 
Brunch as well , when the lifestyles of past 
and present residents of the Palm Springs 
area are explored. This will include a look 
back at the area's first settlers-the Agua Cal­
iente (hot water) band of Cahuilla Indians. 

Besides the breathtaking leisure attrac­
tions (please see accompanying report), 
the hotel itself lends a spectacular dimen­
sion . Marriott's Desert Springs covers 400 
acres, including 23 acres o f lakes. The 
lobby is eight stories high, with two water­
falls cascading to a lagoon with boats and a 
dock. There are two main pools, two golf 
courses, a lawn and tennis c lub with 20 

Introductory Sessions 
Precede Tournaments 

The 1993 Annual Convention golf and 
tenn is tournaments are especially appeal­
ing in their desert resort setting. Both will 
be preceded by introductory sessions-one 
on desert golf immediately before play be­
gins on Marriott's Valley Course, and a ten­
nis c lini c the day before th e net 
competition gets underway. 

Golfers will begin swinging under a 
shotgun start, and winners will be posted 
about an hour after the tournament con­
cludes. 

Each tennis competitor will have an op­
portunity to play on three different types of 
surface-hard court, grass and clay. 



courts, and an 18-hole putting course. Golf 
tee times may be reserved up to 30 days in 
advance. 

Crowning jewel of the Marriott facil ity is 

a state-of-th e-art spa featuring body treat­

ments, massage therapy, skin care treat­
ment and a complete fitness program. 

Convention registration materials were 
sent to ALTA members and others in June. 

Registration fees must reach the Associa­
ti on by Sep tember 3 to qual i fy for a dis­

coun t. Th e deadline for making room 
reservations directly w ith the Marriott is 
Septemb er 13, and the Conve ntion rate 

($185 single or double) applies from Octo­
ber 10 through 19. 

Questions about any aspect of the Con­
vention may be directed to the AL TA meet­

ings departmen t at (800) 787-ALTA. 

An off-road jeep tour allows a close-up 
acquaintance with the desert. 

Meeting The 
Desert: Above 
And Close Up 

A
LTA Convention attendees wi l l 
have an opportunity to en joy a 
Palm Springs panoply ranging from 

hot air balloon and aerial tram views to up 

close encounters with nature on the desert 
floor. 

The one-hour balloon adventure allows 

an unequalled perspective of the San Jac­

into mountains and the Coachella Val ley 

desert resort communities. 
Those who sign up for the famous Palm 

continued on page 34 

1993 ALTA Annual 

MONDAY, OCTOBER 11 
3:00 p.m.-5:00 p.m. Convention Registration 

TUESDAY,OCTOBER12 
10:00 a.m.-12:15 p.m. 
5:30 p.m.-7:00 p.m. 

8:00 a.m.-5:00 p.m. 

9:00 a.m.-5:00 p.m. 

12:00 noon-5:00 p.m. 

2:00 p.m.4:00 p.m. 

Convention Registration 

Education Committee Meeting 

Title Insurance Forms Committee Meeting 

Affi liated Association Officer­
Executive Seminar and Luncheon 

Government Affairs Committee Meeting 

WEDNESDAY,OCTOBER13 
7:00 a.m.-9:00 a.m. 

8:30 a.m.-1 :00 p.m. 
4:30 p.m.-6:45 p.m. 

9:00 a.m.-12:00 noon 

9:00 a.m.-11:00 a.m. 

9:00 a.m.-11 :00 a.m. 

9:00 a.m.-12:00 noon 

9:00 a.m.-5:00 p.m. 

11:00 a.m.-1:00 p.m. 

11 :30 a.m.-1 :30 p.m. 

1 :30 p.m.-5:00 p.m. 

5:30 p.m.-6:30 p.m. 

6:30 p.m.-8:00 p.m. 

Associate Members, Legal Division Meeting 

Convention Registration 

Title Insurance Forms Committee Meeting 

Abstracter/ Agent Section 
Executive Committee Meeting 

Undeiwriter Section Executive 
Committee Meeting 

Directory Rules Committee Meeting 

Lender and Life Counsel Meetings 

Membership and Organization 
Recru itment and Retention Committees Meeting 

Past Presidents Luncheon 

ALT A Board of Governors Meeting 

First Time Convention Attendee Mixer 

Ice-Breaker Reception/Exhibits Open 

THURSDAY,OCTOBER14 
7:00 a.m.-8: 15 a.m. All About ALTA-Orientation Session 

7:00 a.m.-8: 15 a.m. Continental Breakfast with the Exhibitors 
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Convention Calendar 

7:30 a.m.-8:30 a.m. 

8:00 a.m.-12:30 p.m. 

8:00 a.m.-12:00 noon 

8:30 a.m.-11 :30 a.m. 

11 :35 a.m.-12:00 noon 

12:00 noon-1 :00 p.m. 

12:00 noon-2:00 p.m. 

2:00 p.m.-5:00 p.m. 

2:00 p.m.-5:00 p.m. 

TIP AC Board of Trustees Meeting 

Convention Registration 

AUTOMATION SYMBIOSIS Exhibits Open 

General Session 

Section Meetings including Nomination 
and Election of Officers 

Tennis Clinic for Tournament Participants 

Public Relations Committee Meeting 
and Luncheon 

TIAC Shareholder and Board of Directors 
Meetings 

Land Title Systems Committee Meeting 

FRIDAY, OCTOBER 15 
7:15 a.m.-8:30 a.m. 

7:45 a.m.-12:45 p.m. 

8:00 a.m.-12:00 noon 

7:00 a.m.-12:00 noon 

9:30 a.m.-11 :30 a.m. 

12:00 noon-5:30 p.m. 

12:00 noon 

Legislative Breakfast 

Convention Registration 

AUTOMATION SYMBIOSIS Exhibits Open 

Educational Sessions 

Spouse/Guest Brunch 

Golf and Tennis Tournaments 

Cut-off for Banquet Coupon Exchange 

SATURDAY,OCTOBER16 
8:00 a.m.-12:30 p.m. 

8:00 a.m.-12:00 noon 

8:30 a.m.-11 :25 a.m. 

11:30 a.m.-12:00 noon 

12:15 p.m.-2:00 p.m. 

2: 15 p.m.-4:00 p.m. 

5:50 p.m. - 7:00 p.m. 

6:15 p.m.-7:00 p.m. 

7:00 p.m.-11 :00 p.m. 

Convention Registration 

AUTOMATION SYMBIOSIS Exhibits Open 

General Session 

Executive Session 

TIPAC Luncheon 

1993-94 Board of Governors Meeting 

TIPAC Auction 

Pre-Banquet Reception 

Annual Banquet 
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Two Leaders 
Will Receive 
Highest Honor 

Kennedy Beasley 

Two Californians with long and distin­
guished titl e industry careers have been 
elected ALTA Honorary members by the 
Association Board of Governors. 

Receiving this highest award of the As­
sociation at the 1993 Annual Convention of 
the organization will be ALTA Past Presi­
dent Donald P. Kennedy, chairman of the 
board for First American Title Insurance 
Company, and the current ALTA Title Insur­
ance Forms Committee chairman, Oscar H. 
Beasley, who is senior vice president and 
senior title counsel for First American. 

Besides his term as ALTA president in 
1983-84 and years of service as a governor 
of the Association , Kennedy has been a na­
tionally recognized industry leader in the 
government affairs area. He spent some 10 
years as a member of the Government Af­
fairs Committee, including a year as chair­
man in 1987. In addition, he has served asa 
trustee of the Title Industry Political Action 
Committee. 

Kennedy is a past president of the Cali­
fornia Land Title Association , where he has 
served as a member of its board of gover­
nors and executive committee. He has 
been inducted into the California Building 
Industry Hall of Fame and is listed in Who 's 
Who in America. 

Kennedy is the grandson of First Ameri­
can's founder, C. E. Parker, and is the father 
of Parkers. Kennedy, president of the com­
pany who currently is serving as ALTA 
president-elect. 

Beasley also is nationally prominent for 
his contributions in the development of ti­
tle insurance forms at the industry level, 
and for his outstanding dedication to ALTA 
and other organizations as a speaker and 
educator. Ranking high among his many 
industry achievements are leadership of 
the ALTA Forms Committee as chair during 
its development of the 1987 ALTA Policy 
Form, and editing the Land Title Institute's 
Course 2 advanced correspondence 



course. 
Beasley has appeared on behalf of the 

industry before numerous federal and state 

agencies, and is well known across the 

country as a result of his many speaking ap­

pearances at ALTA and state title conven­

tions, educational seminars and other 

events. He is a member of the executive 

board and professor at Western State Uni­

versity of Law, Fullerton, CA, and is the re­

cipient of the first outstanding 

achievement award of the Orange County 

(CA) Bar Association Real Estate Section. 

Before joining First American in 1964 , 

Beasley practiced law for 10 years in New 

Mexico and spent three years as president 

of a title company there. He served four 

years as a member of the New Mexico 

House of Representatives. 

MEETING THE DESERT 

continued from page 32 

Springs Aerial Tram will be whisked up­

ward 2 1/2 miles for a breathtaking view of 

the Valley, where there will be time for ex­

ploring several walking trails in Mt. Jacinto 

State Park and Wilderness. Temperatures 

are 30-40 degrees cooler at the summit, so a 

jacket is necessary. Before boarding the 

Tram, there will be a chance to see the 

homes of some famous Palm Springs resi­

dents. 
Luminaries such as Bob Hope, Marilyn 

Monroe and Liberace have built luxurious 

homes in Palm Springs. One of the Conven­

tion tours will pass through the neighbor­

hoods where celebrities live before 

reaching its "behind the scenes" destina­

tion-Liberace's residence. After a visit to 

this 8,000 square foot home reflecting the 

entertainer's eccentric taste, there will be 

an opportunity to shop at the Desert Fash­

ion Plaza. 
For a closer look at the beauty of the de­

sert, there is a 25-mile off road adventure 

that climbs 2,000 feet in the first three miles 

of an adventure into the Santa Rosa Moun­

tains . Scenic views on this jeep tour in­

clude the Coachella Valley, the Little San 

Bernardino Mountains, and the Salton Sea. 

Casual clothing is recommended. 

And, for those interested in a true "nod­

ding acquaintance" with some of the de­

sert's animal residents, Convention 

attendees will have an opportunity to dis­

cover rare and exotic creatures during a 

visit to the Living Desert, California's only 

privately endowed center for the preserva­

tion and interpretation of the desert. Time 

also will be available for shopping along El 

Paso Drive, known as the "Rodeo Drive of 

the Desert. 
Adding a cultural note among the tours 

will be a visit to one of Southern Califor­

nia 's best kept secrets-Temecula Valley 

wine country, the "Napa Valley of the 

South." Antique shops and art galleries also 

are abundant in the area. There will be 

tours and wine tasting at two wineries, with 

lunch served at the quaint Cafe Cham­

pagne at the John Culbertson Winery. 

And, for a memorable scenic touch, 

there will be a tour to the world famous 

Joshua Tree National Monument, where 

many varieties of flora and wildlife are 

found in more than 870 square miles of 

open space accented by striking geologic 

displays. The Mojave and Lower Colorado 

Deserts join to form this awe-inspiring at­

traction. 

OPTICAL ISSUES 

continued from page 22 

islation of concern to the title busi­

ness 

• Follow the legislative activity of other 

associations and provide support and 

assistance when requested if this is 

possible 

• When legislation contrary to our inter­

ests is moving in the state capitol, try to 

achieve compromise that will reduce 

or minimize the adverse results ( if the 

preceding items are accomplished 

satisfactorily, the chances for this will 

be improved significantly) 

Although conversion to optical disk re­

cording has not yet become commonplace 

in counties across the nation , this type of 

storage has captured the attention of a 

good many county officials and definitely 

is on the increase. If your county clerk or re­

corder is considering the idea, the time to 

become a pro-active part of the process is 

now.~ 

New ALTA Forms 
Handbook Ready 

A completely updated ALTA Policy 

Forms Handbook , incorporating all 

changes adopted in October, 1992, now is 

available from the Washington office of the 

Association. 
Included are all ALTA policies, commit­

ments, endorsements, reinsurance agree-
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ments, the ALTA/ ACSM minimum standard 

land survey requirements and classifica­

tions, and a side-by-side comparison of the 

1970 and (October 17) 1972 ALTA Loan 

Policies. 
The handbook is available to ALTA 

members at $50 each for orders of less than 

10 and $30 each for orders of 10 or more. 

Non-members may purchase the hand­
book for $150. 

All orders must be prepaid. Credit card 

orders may be sent to the ALTA office FAX 

number: (202) 223-5843. No telephone or­

ders will be accepted. 

Curran Elected New 
Arkansas President 

Curran Held 

Armil Curran, president, Curran's Ab­

stract and Title Company, Clarksville, and a 

representative in the state legislature, has 

been elected 1993-94 president of the Ar­

kansas Land Title Association. 

Other officers, also elected at the or­

ganization's recent convention: Joy Drum­

monds, Washington County Abstract , 

Springdale, vice president, and Jim Win­

ton , Clay County Abstract, Piggott, secre­

tary-treasu rer. 
During the convention, it was an­

nounced that Marguerite Held, Roy Pugh 

Abstract Co., Inc., West Memphis, has been 

named Titleperson of Year. She is a past 

president of the association and was de­

scribed as "a driving force in the land title 

industry since 1960." Previously , she 

owned and operated title plants in Critten­

den County. 

Lawyers Acquires 
Agent in Wisconsin 

Lawyers Title Insurance Corporation 

has acquired a 40-year agent, Wisconsin 

Land Title Corporation, Madison, WI , 

which now operates as a branch of the 

company. 
John W. Deininger serves as manager of 

the branch, and LeAnn Yan de Grift super­

vises escrow operations. Roger Boettcher, 

previous owner, is providing occasional 

service as independent legal counsel. 



NAMES IN THE NEWS 

Hauser Bock 

Cruz Schaller 

... . .. ......... ........ 

Bartine Di V ito 

Dudley Kelly 

Robert J. Hauser has been ap­
pointed president and chief operating offi­
cer of Commonwealth Land Title 
Insurance Company and its affiliate, Trans­
america Title Insurance Company, with of­
fices in Philadelphia. He most recently 
served as senior vice president and north­
east regional manager and replaces 
Frederick L. Tomblin, who is retiring. 

A past member of the Connecticut Gen­
eral Assembly, Hauser also is a past presi­
dent of the New England Land Title 
Association , and a past president of the 
Connecticut Board of Title Underwriters. 
He presently serves as a member of the 
ALTA Land Title Systems Committee. 

In other Philadelphia changes for the 

We Can Save You $$$ On Your 
Errors & Omissions Insurance ... 

THE NEXT MOVE 
IS UP TO YOU!! 

• E & 0 Insurance 
• Risk Management Program 
• Additional Member Benefits 

PROTECT YOUR ASSETS! 

Call or write for a free no­
obligation quotation today! 

=::::::m::::::: North American Title Organization 1 800 992 96 2 . . . . . 
:ru:A:T:o: • • • 5:::5:::5:::5:::5 P.O. Box 40-7003 • Ft. Lauderdale, FL 33340-7003 5 
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BACKPLANTS 
AUTOMATED 
Finally there's an easy way to 
computerize your title plant. 
HDEP International will deliver 
a completely automated backplant 
and give you the tools to maintain 
it day-forward. 

IF YOU HAVE: 

• Film or Fiche Source Documents 

• Lot/Tract Books 

• Aperture Cards 

•Geo Slips 

• Grantor/Grantee Books 

• 3 x 5 Cards 

WE WILL: 

• Organize the source documents 

• Develop a manual suitable for 
day-forward use 

• Computerize the plat edit lists 
and subdivision indices 

• Key and verify documents with 
99.95% accuracy guaranteed 

• Arb and research 
non-postable legals 

• Run completeness checks 
and validations 

• Deliver the backplant per your 

specs, quickly and economically 

SO YOU CAN: 

• Speed up title searches 

• Reduce manual searching errors 

•Eliminate trips to the courthouse 

• Lower your expenses 

We have processed more than 
60 million real estate transactions. 
Call us today to discuss your plant. 

HDEP INTERNATIONAL 

1314 S King St #950, Honolulu , HI 96814 
Tel : (808) 591-2600 Fax: (808) 591-2900 
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Frankenstein Richardson 

Ryan Trani 
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Sharpe Miller 

companies, William R. Bock has been 

named senior vice president and director 

of human resources, 0 . Hunt Bartine 
benefi ts and human resources administra­

tion manager, and Robert A. Di Vito 
electronic data processing audit manager. 

John Cruz has been promoted to vice 

president and New York state agency 

counsel for the companies, New York 

City; and Sandra J. Schaller has been 

named claims counsel , St. Louis. William 
R. Dudley has joined Commonwealth as 

vice president and branch manager, 

Toms River, NJ, while Amelia J. Kelly is 

the new assistant vice president and Long 

Island (NY) counsel , Marc C. Franken­
ste in has been promoted to assistant vice 

president and Indianapolis branch coun­

sel, and Steven R. Richardson and 

Robert A. Schmelzer have become asso­

ciated with the company as Lancaster, 

PA, branch manager, and director of busi­

ness development, Minneapolis, respec­

tively. 
Gary G. Johnson has been promoted 

to senior vice president at Common­

wealth Land Title Company of Fort Worth, 

and Thomas M. Ryan has been named 

vice president and branch manager, Con­

tinental Title Insurance Company, 
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Johnson 

Flavin Brissette 

Qui Iii co Rowland 

Marl ton, NJ Both concerns are Common­

wealth subsidiaries. 

Dr. Eugene P. Trani has been 

elected to the board of directors, Lawyers 

Title Corporation, holding company for 

Lawyers Title Insurance Corporation, Rich­

mond, VA He is president of Virginia 

Commonwealth University, Richmond. 

In other moves at Lawyers Title, Barry 
F. Flavin has been named senior vice 

president-regional manager, Lakeland, 

FL; Martha B. Brissette regulatory coun­

sel, Richmond; Eleanor F. D. Sharpe 
senior underwriting attorney, Chicago re­

gional office; David A. Miller assistant re­

gional claims counsel , Andover, MA; and 

Walter D. Quillico area agency man­

ager, Troy, Ml, regional office. 

Dennie L. Rowland has been pro­

moted to regional vice president, First 

American Title Insurance Company, Hous­

ton, TX. Roy F. Elliston has been named 

vice president and division manager wi th 

offices in Santa Ana, CA; he is a past presi­

dent of both the Alaska and the Oregon 

state land title associations. David V. 
Wescott has been named vice president­

regional counsel, Sacramento, CA 

First American has announced the pur­

chase of three abstract and title com pa-



Elliston Westcott 

Rooney Obzud 

nies, and the following related manage­
ment appointments. 

Rick Radigan has been named man­
ager of the new San Antonio branch, cre­
ated by the purchase of the company's 
25-year agent, First American Title Com­
pany of San Antonio. Justin D. Row­
land, former president of the agency, will 
remain as vice president with the Texas 
subsidiary. 

Kathleen Brown has been named 
manager of the Center City, MN, branch, 
created th rough the acquisition of Peter­
son Abstract, and Stacy Garry is the man­
ager of the branch created by purchase of 
Washakie Abstract Company, Worland, 
WY, an agent of the company since 1956. 

Old Republic National Title Insurance 
Company has promoted Mary L. Chap­
man, sou thwest regional counsel , to vice 
president, and Roberta M. (Bobbye) 
Harris, claims counsel for the region, to 
assistant vice president, both with offices 
in Houston. Dwight E. Edwards, associ­
ate counsel, Wayne, PA, has been named 
assistant vice president, as has Susan D. 
Roff, associate state counsel and assistant 
secretary, Atlanta. 

Michael J. Rooney has been named 
vice president, Chicago Title Insurance 
Company, Dallas. Also in Texas, Linda 
Littlejohn has been named resident vice 
president and remains branch manager, 
Amarillo. 

John M. Obzud has been named vice 
president of the company, Washington, 
DC, where Timothy J. Whitsitt has been 
promoted to resident vice president. 

Christopher Abbinante, Chicago Ti­
tle vice president, is moving to West Palm 
Beach, FL, where he will head the com-

Rowland 

Abbinante Alwin 

pany's southeast area operations. Other 
Florida changes include Annette Ahlers, 
to assistant vice president and area 
branch manager, Orlando; Cathleen 
Bennett, to agency operations officer 
(also forTicorTitle Insurance Company), 
West Palm Beach; Mary Bujnowski and 
Linda Hill, both to assistant regional 
counsel , Tampa; Cassandra Grassman, 

to escrow manager, Fort Lauderdale; 
Peggy Kleinman, to escrow officer and 
remains escrow sales manager, Long­
wood; Julie Lavin, to agency operations 
officer (also for TicorTitle) and Scott 
McCarty, to agency operations officer, all 
Jacksonville; Nicholas Monaco, to title 
operations officer, Ellen Niewold to es­
crow officer and escrow sales manager, 
and Dail Pribil to agency operations offi­
cer, all Orlando; Trisha Skidmore to title 
operations officer, Kissimmee. 

Annie M. Alwin has been elected sec­
ond vice president and remains audit 
manager, Ch icago Title and Trust Com­
pany, Pasadena, CA Joseph E. Berlin­
ski and Paul A. Naye have been elected 
second vice president and remain audit 
manager, Chicago. 

Also in Ch icago, Gustavo Abello has 
been named assistant vice president and 
remains manager, residential title opera­
tions, Chicago Title Insurance, whi le 
David Cox has been appointed director 
of equity research , financial services 
group, and Carol Radloff has been 
named treasury officer whi le remaining 
senior treasury administrator. 

William Dudley has been appointed 
Chicago Title Insurance branch manager, 

et the 
subscribe to the only source th!ili' g e 
income statements and balance sheets for 
over 60 underwriters and ranks them 40 
different ways : Performance of Title Insurance Underwriters r;1111"''"'"1 
Features 
include 
comparisons of: 
o Total Revenue 
o Loss Ratio 
o Operating Profitability 
o Reserves and Loss Coverage 
o Losses Compared to Reserves 
o Agency Expense 

Industry professionals- underwriters, lenders, regulators, 
attorneys, realtors and agents around the country rely on this 
book. Here's what they say: 
"We refer to the book to review the company 's financial 
performance ... The book shows total assets, total equity, 
total reserves and the total income in the industry ... 
Having all this data in one place is extremely helpful ... 
It's much easier to look through this annual reference 
than all the Form 9s." 

Yes, I'd like to order __ copies at $235 each. There is a 15% discount ($200 each) 
for orders of five or more books. PA residents please add sales tax.) 
Call Now: 1·800-296-1540 with American Express or send a check: 

CORPORATE DEVELOPMENT SERVICES 
996 Old Eagle School Rd. , Ste. 1112, Wayne, PA 19087 
Lawrence E. Kirwin , Esq ., ASA American Society of Appraisers 

Corporate Valuations •Acquisitions• Operational Consulting 
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Berlinski Himmelreich 

Bennett Bailey 

Bess Smith 

Toms River, NJ, whi le John Riggins is 

the new branch manager, Hackensack. 

William D. Himmelreich has been ap­

pointed manager, eastern Pennsylvania 

operations, Philadephia; Robert Ibler 
has been named assistant vice president 

and remains agency manager, Waukesha, 

WI; Terry G. Paige has been appointed 

assistant vice president and remains title 

production manager, Kansas City, MO; 

and Todd Fisher has been appointed ac­

count executive, Tysons Corner, VA. 

Doreen Chacon and Lawrence Kel­
ler have been promoted to executive vice 

president and treasurer, respectively, Ti­

cor Title Agency of San Antonio. 

Robin Bennett has been named mar­

keting representative and Renee Bailey 
and Diann Bess escrow officers, Fidelity 

Title and Guaranty Company, Winter 

Park, FL. 
Lisa Gallimore has been named un­

derwriting manager, Ginger P. Mat­
thews assistant claims manager and 

Susan Clark Smith marketing repre­

sentative, Investors Title Company, 

Chapel Hill , NC. 
Myla Greenlee has been promoted to 

senior vice president, First Land Title Com­

pany, Fort Wayne, IN, where she manages 

the production and marketing depart­

ments. 

"MY PEOPLE ARE 
ONllEBALL. 

THEY DON'T NEED 
CLOSING SOFTWARE:' 

If you're still tied down to doing real estate 
closings manually, then ProForm automated closing 
software is your ticket to freedom. 

You enter the data only once, and ProForm does 
all the calculations automatically and generates the 
closing documents, including the HUD-1, Disburse­
ments Summary, checks and more. You can also add 
any of your own documents such as notes, mortgages 
and deeds using the WordPerfect integration feature 

and ProScan, SoftPro s optional document imaging program. 
ProForm is easy to learn and use, with expert support only a phone 

call away. 
The price offreedom is only $995 (for one ProForm license). To receive 

more information and a free demo disk, call SoftPro today at 1-800-848-0143. 

CORPORAT I ON 
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NEW MEMBERS 

WELCOME! 

ALTA proudly welcomes its newest members and sincerely 
thanks those members responsible for their recruitment. The re­
cruiters noted in parentheses have now qualified for membership 
in the ALTA Eagle 's Club and are eligible for the "Recruiter of the 
Year" prize. 

ACTIVE 

Arizona 

First Service Tit le Agency, Inc., Phoenix, 
AZ. (Recruited by Dan Wentzel , North 
American Title Co., Walnut Creek, CA.) 

Arkansas 

Bronson Title Services, Inc., Rogers, AR. 
(Recruited by Phil Bronson, Bronson Ab­
stract Co. , Fayetteville, AR.) 

Mena Title Agency, Mena, AR. (Recruited 
by Craig Gill, Arkansas Title Insurance Co. , 
Pine Bluff, AR.) 

The Title Co. of West Memphis, West Mem­
phis , AR. (Recru ited by Thomas Griffin , 
Lawyers Title Insurance Corp. , Memphis, 
TN.) 

District of Columbia 

Land Research Group, Washington, D.C. 

Georgia 

John T. Minor, IV, Dalton, GA. (Recruited 
by John Casbon, First American Title Insur­
ance Co., New Orleans, LA.) 

Illinois 

Assurance First Title &Escrow, Mt. Carroll, 
IL. (Recruited by Mike Nolan, Ticor Title In­
surance Co. , Naperville, IL.) 

Indiana 

Dearborn Title Insurance, Inc. , Lawrence­
burg, IN. (Recruited by Malco lm Morris, 
Stewart Title Guaranty Co., Houston, TX.) 

Ind iana Abstract & Title Co. , Monticello, 
IN. 

L. Fay Hedden Abstract Offi ce, Vincennes, 
IN . (Recruited by Adaline Car ie, Knox 
County Abstract Co., Vincennes, IN.) 

Louisiana 

Punctual Abs tract Co., Inc. , Gretna, LA. 
(Recruited by Maria Gray, Charter Title, 
Metairie, LA and 

Rich Curd and Doug Dolan, Capital Profes­
sional Insurance Managers, Chevy Chase, 
MD) 

Kansas 

Couch Abstract & Title Co. , Anthony, KS. 
(Recruited by Barbra Gould, Ford County 
Title Co., Inc. , Dodge City, KS.) 

South Kansas Title Corp., Wichita, KS. 
(Also recruited by Barbra Gould , Ford 
County Title Co. , Inc., Dodge City, KS.) 

Maine 

Classic Title Co. , Portland, ME. (Recruited 
by Rich Curd and Doug Dolan, Capital Pro­
fess ional In surance Managers , Chevy 
Chase, MD and Robert Soule, Old Republic 
Title, Boston, MA.) 

Maryland 

Capitol Title Insurance Agency, Crofton, 
MD. (Recruited by Bayard H. Waterbury, 
Ill , Montgomery Abstract Associates, 
Rockville, MD.) 

Safeguard Title Insurance Agency, Inc., 
Westminster, MD. 

Massachusetts 

Advanced Services, Inc., Plymouth, MA. 

Hobbs Abstract Co., Worcester, MA. (Re­
cruited by Rich Curd and Doug Dolan, 
Capital Professional Insurance Managers, 
Chevy Chase, MD.) 

Timothy F. Quirk, dba Quirk Associates, 
Dedham, MA. (Recruited by Pauline O'Con­
nor, Henness ey & Macinnis , Brockton, 
MA.) 

Michigan 

Parks Title Co., Royal Oak, Ml. 

Superior Title & Abstract Co., Iron Moun­
tain , MI. 

Minnesota 

Sharon K. Hannaman, Abstracter, Blue 
Earth , MN. 

Home Title, Inc. , Eden Prairie , MN. (Re­
cruited by Rich Curd and Doug Dolan , 
Capital Professional Insurance Managers, 
Chevy Chase, MD.) 

Missouri 

Quinlan Agency, Inc., Boonville, MO. (Re­
crui ted by Malcolm Morris , Stewart Title 
Guaranty Co. , Houston, TX.) 

Montana 

Security Title of Billings, Inc. , Billings, MT. 

Nebraska 

Goetz Abstracting, Inc., Hartington, NE. 
(Recruited by Rich Curd and Doug Dolan, 
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Capital Professional Insurance Managers, 
Chevy Chase, MD.) 

Nebraska Land Title & Abstract Co. , 
Omaha, NE. (Recruited by Michael Fahey, 
ATI Title Co., Omaha, NE.) 

Nevada 

Nevada Title Co., Las Vegas, NV. 

New Hampshire 

Accu r ate Title Corp. , Bedford , NH. (Re­
cruited by Richard A. Dickson, First Ameri­
can Title Ins. Co., Concord, NH.) 

New Jersey 

Gibraltar Title Agency, Inc., Hackensack, 
NJ. (Recruited by Joseph Petrucci, Repub­
lic Title Agency, Elizabeth, NJ.) 

New York 

Agents Abstract Corp., White Plains, NY. 

Ohio 

ACS Title and Closing Services, Columbus, 
OH. 

Approved Statewide Title Agency Corp. , 
Cleveland, OH. 

Preferred Title & Guaranty Agency, Inc., 
Columbus, OH. (Recruited by Stewart Mor­
ris , Stewart Title Guaranty Co., Houston, 
TX.) 

Pennsylvania 

Cons um ers Land Abstract , Inc ., 
Stroudsburg, PA. (Recruited by Rich Curd 
and Doug Dolan , Capital Professional In­
surance Managers, Chevy Chase, MD.) 

Imperial Abstract, Inc., Allentown, PA. 

LGI Abs tract Co., Philadelphia, PA. (Also 
recruited by Rich Curd and Doug Dolan, 
Capital Professional Insurance Managers, 
Chevy Chase, MD.) 

First Penn Abstract, Inc., Lake Ariel , PA. 

Security Abstract of PA, Inc., Worcester, 
PA. 

South Dakota 

First Dakota Title, Sioux Falls, SD. 

Vermillion Title Insurance Co., Vermillion, 
SD. (Recruited by Ernest Carlson, Land Ti­
tle Guaranty Co., Sioux Falls, SD.) 

Tennessee 

Brandt & Beeson , P.C. , Johnson City , 
TN. (Recruited by Robert Croley, Ten­
nessee Va ll ey Title Insurance Co. , 
Knoxville , TN.) 

Texas 

Chapin Title Co., Sherman, TX. 

Vermont 

Charles C. Chamberlain, Manchester Cen­
ter, VT. (Recruited by Mark A. Schittina, 
Lawyers Title Insurance Corp., Burlington, 
VT.) 

Virginia 

Courthouse Title Agency Corp., Arlington, 
VA. 



First Colony Title Co., Inc., Herndon, VA. 
(Recruited by Rich Curd and Doug Dolan, 
Capital Professional Insurance Managers, 
Chevy Chase, MD.) 

Network Title, Inc., Fredericksburg, VA. 
(Also recruited by Rich Curd and Doug Do­
lan, Capital Professional Insurance Manag­
ers, Chevy Chase, MD.) 

ASSOCIATE 

Alabama 

John S. Bowman , Balch & Bingham , 
Montgomery, AL. (Recruited by John Cas­
bon, First American Title Insurance Co., 
New Orleans, LA.) 

California 

William E. Caetano, Imperial Bank, Oak­
land, CA. (Recruited by Robert Lewis , 
North Bay Title Co., Santa Rosa, CA.) 

Peelle Corps., Campbell , CA. (Recruited by 
Thur! Pankey, First American Title Ins. Co., 
Sacramento, CA.) 

Florida 

Stephen D. McCann, P.A., Naples, FL. (Re­
cruited by John Casbon, First American Ti­
tle Insurance Co., New Orleans, LA.) 

Southeast Professional Underwriters, Inc. , 
Deerfield Beach, FL. 

Georgia 

Alvis E. Campbell, Jones , Day, Reavis, & 
Pogue, Atlanta, GA. (Recruited by James F. 
McEvoy, Jones, Day et al, Atlanta, GA.) 

Indiana 

Mortgage Investigati on, Inc. , Evansville, 
IN. (Recruited by H.R. Caniff, Common­
wealth Land Title Insurance Co., Indian­
apolis, IN.) 

Louisiana 

Vicki Kemp Cruse, Law Offices of Wm. R. 
Coenen, Rayville, LA. (Recruited by John 
Casbon, First American Title Insurance 
Co., New Orleans, LA.) 

Camille A. Cutrone, New Orleans, LA. (Also 
recruited by John Casbon, First American 
Title Insurance Co., New Orleans, LA.) 

Jeffrey W. Gray, Title Insurance Services, 
Inc., Baton Rouge, LA. (Also recruited by 
John Casbon, First American Title Insur­
ance Co., New Orleans, LA.) 

Jane Faia Mentz, Shapiro & Kreisman, 
Metairie, LA. (Also recruited by John Cas­
bon, First American Title Insurance Co., 
New Orleans, LA.) 

Massachusetts 

Jacob N. Polatin, Foley, Hoag & Eliot, Bos­
ton, MA. 

Missouri 

F. Kay Blackstone, Western Auto Supply 
Co., Kansas City, MO. 

New Hampshire 

Karen S. McGinley, Devine, Millimet & 
Branch, Manchester, NH. 

Recruitment Has 
Its Privileges 

Just as membership in the American 

Land Title Association has it's privileges, so 
does recruiting new members. This year's 
number-one recruiter will receive an excep­

tional prize! 
Due to the tremendous enthusiasm over 

last year's Recruiter of the Year Prize, the 
Membership and Organization Committee 
will be once again be awarding a prize to 

the ALT A member recruiting the most new 

members in 1993. A beautiful signed art­
poster commemorating the site of this year's 
ALTA Annual Convention (October 13 - 16, 

Desert Springs, CA) has been selected as the 

1993 Recruiter of the Year prize. Chosen for 
its subtle shades and striking portrayal of the 

desert's distinctive beauty, this art-poster is 

sure to complement any office decor. Once 

again, the prize will be presented during the 
Annual Convention. 

This year's would be winners are com­

peting fiercely not only for the prize, but 

also for the coveted title of "1993 Recruiter 

of the Year." To join the race, contact Kath­

leen Hendrix at th ALTA office today, 1-

800-787-ALTA. 

* A recruiter is defined as an ALT A mem­
ber designated by the applicant as having 
recommended membership and becomes ef­
fective at the applicant's time of acceptance 
into the Association. 

Oregon 

Susan M. Deters , Standard Insurance Co., 
Portland, OR. 

Pennsylvania 

S.C. Allain , Balis & Co., Inc. , Philadelphia, 
PA. (Recruited by Richard P. Toft, Chicago 
Title Insurance Co., Chicago, IL.) 

The Barr Group, Washington Crossing, PA. 
(Recruited by Kurt Pahl , C.P.A., Beverly 
Hills, CA.) 

TitlePro , Lancaster, PA. (Recruited by 
John Mahoney, Attorneys Title Corp., 
Washington, DC.) 

Virginia 

Cincinnati Bell Information Systems, Inc., 
Fairfax, VA. 

IDENTITY ASSET 

continued from page 27 

a closing next door. Below the video station 

is a chest containing books and toys. And 

between the two closing rooms is a large 
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window through which parents can keep an 
eye on their youngsters as the papers are 
signed. 

A popular feature with our staff is the 

"break room," where employees can have 
lunch at a table overlooking a bike trail and 

the La Crosse River, which empties into the 
Mississippi about a quarter of a mile away. 

In pleasant weather, they can sit outside on 
the deck in patio furniture and enjoy the 
view-which may indude bald eag les, Cana­
dian geese, ducks, cardinals and robins. 

The Title Company enjoys a proud tradi­

tion dating back at least to November 8, 

1880, the earliest date found so far on an ab­
stract made by our predecessor, Josiah L. 

Pettingill , who started as an insurance agent 
and conveyancer and later began to pre­

pare abstracts. He bought a set of abstract 
books in 1884 , while serving as La Crosse 

County clerk, and subsequently was cha ir­

man of the county board and postmaster. 

In 1949, the late Thomas J. Holstein, 
ALT A president in 1969-70, became owner 

of the company and his son, William T. D. 
Holstein , joined the organization in 1963. 

Tom and my father were longtime friends. 

Finally, I joined Bill Holstein in owner­

ship of the company in 1985 before he sold 

his interest to me in 1989. 
In spite of this distinguished history, I 

share the feeling of many title people--that 

ours is an obscure business that most peo­

ple rarely encounter. For the typical local ti­

tle operation , creating an identity with 

ordinary citizens can help encourage them 

to specify your services when there is a real 

estate transaction. For The Title Company, 

this outreach is working well through new 

facilities that are being accepted as a useful 

community resource.-~ 

High TL TA Honor 
To Lloyd Draper 

cent convention. 

The Texas Land Title 
Association has con­
ferred its highest honor 
on a past president, Lloyd 
Draper, who was named 
the organization's Title 
Man of the Year at its re-

He is southwest reg ional agency man­

ager for Commonwealth Land Title Insur­

ance Company, with offices in Dallas. 
Besides serving on the TLTA board of di­

rectors for eight years, he also has been a 

member of various committees of the or­

ganization and has chaired five of them. 



Pennsylvanians 
Elect Corrigan 

William J. Corrigan, 
executive vice presi­
dent and general coun­
sel, Penn Title Insurance 
Company, Reading, has 
been elected 1993-94 
president of the Penn­

sy lvania Land Title Association. He is a 
member of the PLTA Legislative and Judi­
cial Committee, the American Bar Associa­
tion Committee on Title Insurance, and 
holds the PLTA designation of Certified 
Land Title Professional. 

Credit Improvement 
By First American 

The First American Financial Corpora­
tion has amended its $65 million credit fa­
ci lity to bring a projected $800,000 annual 
saving in interest costs. 

A consortium of bankers led by Chase 
Manhattan Bank had refinanced $65 mil­
lion in corporate debt in Apri l , 1992, con­
sisting of $10 million in fixed rate 
indeb tedness and $55 million in variable 
rate indebtedness. The new amendment 
provides a reduced interest rate and elimi­
nates or relaxes several restrictive cove­
nants. 

The rate on the remaining $46.6 million 
of variable rate indebtedness-previously 
prime plus three quarters of one percent­
can now, at th e compa ny's option, be 
based on London Interbank Offered Rates 
plus 2 percent of Chase's prime rate. 

The projected annual saving is based on 
cu rrent rates, according to Parker S. Ken­
nedy, company president, who said that, if 
ra tes were to remain at this leve l , First 
American Financial would save more than 
$2 million over the remaining five-year life 
of the loan. 

First American Financial is the parent of 
First American Title Insurance Company. 

Lawyers Title Adds 
Texas Subsidiaries 

Lawyers Titl e Insurance Corporati on 
has announced Texas acquisitions result­
ing in the creation of two new subsidiaries. 

Lawyers Title of EI Paso, Inc., an agent of 
the company since its founding 19 years 
earl ier, now operates under that name as a 
Virginia corporation. Hughes Butterworth, 
Jr., founder of the agency and Texas Land 

Title Association past president, is ch ief ex­
ecutive officer of the subsid iary and 
Ronald C. Rush is president. 

Charter Title Company, Houston, and 
Charter Title Company-Fort Bend , have 
been merged into a subsidiary named 
Charter Title Company. Charter Title was 
founded in 1982. John H. Duncan , Jr., 
chairman and chief executive officer, and 
James A. Johnson, president and ch ief op­
erating officer of Charter Title, continue in 
those posi tions with the subsidiary. 

The acquisitions are consistent with the 
Lawyers Title announced strategy of in­
creasing its direct operations, according to 
the company. 

Division of TRW 
Acquired by SMS 

Specialized Management Support, Inc., 
Costa, Mesa, CA, has announced the acqui­
sition of TRW Real Estate Loan Services, 
Inc., according to an announcement from 

1993 AFFILIATED 
ASSOCIATION 
CONVENTIONS 

August 
5-7 Indiana, University Place Hotel , Indi­
anapolis, IN 

12-14 Minnesota, Holiday Inn, Fairmont, 
MN 

12-14 Montana, Rock Creek Resort, Red 
Lodge, MT 

12-15 Idaho, The Shore Lodge, McCall , 
ID 

12-15 North Carolina, Williamsburg 
Lodge, Williamsburg, VA 

19-21 Kansas, Overland Park Marriott , 
Overland Park, KS 

22-25 New York, The Sagamore Bolton 
Landing, Lake George, NY 

25-27 Wyoming, (To be determined) 

September 
8-10 Nebraska, Ramada Inn (Down­
town) , Lincoln, NE 

9-1 1 Dixie , Perdido Beach Resort, Orange 
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SMS, which is acquiring all the shares of the 
aforementioned concern. 

RELS, located in Anaheim, CA, and for­
merly a division of TRW since 1985, is re­
ported by SMS to be the largest producer of 
real estate appraisals in the nation , and 
also provides land title information to the 
second mortgage and home equity lending 
industries. National operations of SMS in­
clude providing data processing, software, 
and information systems and services to 
the title insurance, escrow, property man­
agement and banking industries. 

Fo ll owing the acquisition, RELS is 
known as SMS Real Estate Information 
Services with more than 1,700 employees 
in 32 states. 

David Myers, formerly vice president 
and assistant general manager of RELS, be­
comes president of the SMS appraisal serv­
i ces division. Joe Casa, former vice 
president of property title services for RELS, 
now is president of the SMS record data in­
formation division. And, Patrick McMahon 
has been named president of the SMS set­
tlement services division . 

Beach, AL 

9-12 Maryland/DC/Virginia, Hershey 
Lodge, Hershey, PA 

16-18 Missouri, Hol iday Inn, St. Joseph, 
MO 

16-18 Nevada, (To be determined) 

16-18 North Dakota, Holiday Inn , Bis­
marck, ND 

19-2 1 Ohio, The Lafayette, Marietta, OH 

23-24 Wisconsin, Wyndam, Milwaukee, 
WI 

29-0ct. 2 Washington, Skamania Lodge, 
Stevenson, WA 

October 
31-Nov. 3 Florida, Saddlebrook Resort, 
Westley Chapel, FL 

November 
10-12 Arizona, The Mirage, Las Vegas, 

NY 



MARKETPLACE 

Rates: Situations wanted or help wanted, $80 for first 50 words, $ 1 for each additional 

word, 130 words max imum (reduces to $ 70 for first 50 words, $1 for each additional word, 

three or more consecutive placements). For sale or wanted to buy, $250 for 50 words, $1 for 

each additional word, 130 words maximum (reduces to $225 for 50 words, $1 for each ad­

ditional word, three or more consecutive placements). Additional charge for box around ad: 

$20 per insertion fo r situations wanted or help wanted, $50 per insertion-for sale or wanted 

to buy. Send copy and check made payable to American Land Title Association to Title News 

Marketplace, American Land Title Associa-

tion, Suite 705, 1828 L Street, N. W , Wash-

ington, DC 20036. Responses to classified Cali·fomI·a Uni•t 
placements should be sent to same address 

unless otherwise specified in ad copy. 

Situations Wanted 

SEEKI NG POSITION in New Jersey/Phi la­

delphia market in agency development , 

branc h management, operations or busi­

ness development. 20-plus years relevant 

"hands on" expe rience in all segments of 

th e industry . Solid technical /operati o ns 

backgrou nd to comp lement marketing 

skil ls. Numerous contacts in tit le, real es­

tate, legal and lending commun it ies. Please 

request resume by responding o n your 

company letterhead. Box H-401 . 

Sale 

FOR SALE: Smal l title agency, central Colo­

rado, 20 minutes from major city. Profitable 

history. Plants in two rapid ly-growing coun­

ties . $917, 000. Income supports aski ng 

price . Box S-101. 

CALENDAR 
OF MEETINGS 

1993 
October 13-16 ALTA Annual Conven­
tion, Marriott's Desert Springs Resort and 

Spa, Palm Desert, CA 

1994 
April 11-13 ALTAMid-YearConvention, 
Scottsdale Princess, Scottsdale, AZ. 

Septem ber 21-24 ALTA Annual Con­
vention , Walt Disney Worl d Dolphin, Or­

lando, FL 

To Commonwealth 
Commonwealth Lan d Title Insurance 

Compa ny has acq ui red th e Imperial 

County, CA, operations of Ticor Title Insur­

ance Company. Accordi ng to Common­

wea l th , the opera t ion th roug h its 

predecessors is the oldest ti tle insurer in the 

county-dating back to 1914. 
The county operation will continue to 

be headed by Larry Escalera, branch man­

ager wi th 30 years in the market there. 

Excess Inventory 
Means Opportunity 

With severa l thousand pieces of furn i­

ture and office equipmen t no longe r 

needed following its consolidation of five 

locations into the new corporate head­

quarters at 171 North Clark Street in Chi­

cago's downtown, Chicago Title and Trust 

Company turned the oversupply in to a 

positive event through donation to Educa-

1995 
April 5- 7 ALTA Mid-Year Convention, 
The Westin Resort, Hil ton Head, SC 

October 18-2 1 ALTA Annual Con­
vention , Loe ws Ana to le H o tel , Dal­

las , TX 

1996 
October 16-19 ALTA Annual Conven­

tion, Westin Century Plaza Hotel, Century 

City, CA 

42 

tional Assistance, Ltd . 
EAL, a not-for-profit organization, helps 

junior high and high school students get to 

and through college by provid ing supple­

mental funding after family assistance and 

fin anc ial a id sources have been ex­

hausted. The organization secures revenue 

by bartering excess inventory donated by 

business in exchange for student scholar­

ships at partic ipating colleges. When it is 

not possib le to place donated goods di­

rectly on campuses, EAL sells the inventory 

and uses the proceeds for endowment and 

additional scholarship opportunities. 

Flag Promotion Set 
By Minnesota Firni 

National Title Resources Corp., White 

Bear Lake, MN, gave away American flags 

at home closings in its market area through 

July2. 
Joel Holstad, company president, said 

the promotion reflects his love of flags and 

an interest in expanding appreciation for 

Mem o ri al Day , Flag Day and Ind e­

pendence Day. 
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R. "Joe" Cantrell, CPIA 

"There's hardly anything in the world 
that some men cannot make a little worse 
and sell a little cheaper, and the people 
who consider price only are this man's 
lawful prey." 

-John Ruskin (1819-1900) 
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ERRORS AND OMISSIONS 
INSURANCE SPECIALISTS 
Serving the Title and Insurance Professions Since 1948 

• Title Searchers 
• Abstracters 
• Title Insurance Agents 
• Escrow Agents/Closers 
• Title Examiners 
• Settlement Clerks 

Premium cost reduced to reasonable levels. 
Prior acts coverage available in most cases. 
Prompt premium indications 
Broad coverage. 
35 years title expertise. 
Professional claim service. Parents& G 

rand 
Protect Parents: 

Representing ~h ., l'0&1r Ch ·1 led·. Id 

• Lexington Co. 
•National Union Fire Co. 
• Evanston Insurance Co. 

St r1t11n9 rap, -
itdlllts for Ch. e.,, in. 

lid Safet.. 

• Fireman's Fund Insurance Co. 

TOLL FREE NUMBER 
1-800-331-9759 
FAX(918)683-6842 

"A title agent for title people" 

P.O. Box 857 
2108 N. Country Club Road 
Muskogee, OK 74402 

., seats. 




