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Some things are not what they seem.  

Like companies that claim to be financially stable 

but are actually treading water. For your own 

safety, always look below the surface before you dive 

into a relationship with a title insurance company.

Old Republic Title has the financial strength, 

breadth of experience and long-term stability 

your customers are counting on — and deserve.

One of these days  
    I’ll learn how to swim.

Not to mention we are the highest rated title 

insurance provider in the industry. Make sure 

you’re getting comprehensive title insurance 

from a reliable, experienced provider.

Don’t get caught in the undertow.

Old Republic Title. We’ve earned our reputation.
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from the publisher’s desk

– Kurt Pfotenhauer

Dear Reader,

B
y definition, an association brings together the disparate talents and 
perspectives of an industry to solve common problems.  Our cover story re-
ports on the work of ALTA’s RESPA Implementation Taskforce, a group 
of talented individuals representing different sectors of the title industry 
who have devoted an enormous amount of time to identifying, discussing, 

cataloging and answering every conceivable question about how to close a loan under 
the new RESPA regulations.  The Taskforce’s goal is to work with HUD to provide 
guidance and best practices that you can rely on to comply in common sense ways 
with the new regulation. While the work of the Taskforce is on-going, we shed some 
light on its progress in anticipation of reviewing its final work in the near future. We 
owe the Taskforce members a debt of gratitude for their time and effort.

In this issue, we also explain the Obama Administration’s new “Making Home 
Affordable” program, which is designed to refinance $75 billion worth of high LTV 
loans through Fannie Mae and Freddie Mac. The program, along with on-going 
intervention on the part of the Federal Reserve to keep interest rates low, is fueling 
a boom in refinancing that led the Mortgage Bankers Association to recently increase its forecast of mort-
gage originations in 2009 by over $800 billion.  MBA now expects originations to total $2.78 trillion this 
year, which would make 2009 the fourth highest originations year on record, behind only 2002, 2003, 2005.  
Housing prices are still projected to fall into 2010 as foreclosures continue to flood the market, but this price 
rationalization is finally starting to breathe signs of life into the purchase market in some parts of the country.

I recently attended a meeting of trade association leaders where one CEO spoke about his experimental 
foray into the online world. He spent a year learning to twitter, text and befriend people on various social 
sites.  His goal was to get a better understanding of how the new online world is reshaping communications, 
relationships, business and society itself.  He summed up his experience by saying that, “our generation goes 
online while the next generation lives online.”  Learn what you need to know about this brave new world in a 
great article on the use of “social media” and how title companies are using these new communities to market 
their businesses.

Old Republic CEO Rande Yeager gets “The Last Word” in this issue, and it’s worth reading as he reminds us 
of what makes this country strong. Indeed, we are blessed to live a country whose entrepreneurial spirit, inher-
ent fairness, hope and self-sufficiency can only lead to a better tomorrow.  Enjoy the magazine!  

Sincerely,
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president’s message

– Mike Pryor

Support Your 
State Leadership

O
ne of the joys of traveling to state conventions is the opportunity . . . and 
honor . . . to participate in the installation of state association leaders. I am 
always encouraged by the commitment these dedicated individuals make 
to our industry. 

Every state land title association has a president, board of directors and 
committee chairs charged with the role of leadership. It is their watch . . . their re-
sponsibility . . . to safeguard the industry from those who, for whatever misinformed 
reason, might weaken its foundations. 

It is an honor to be called to leadership by your peers, but it is also a sacrifice. 
Family and business interests must take a back seat to the larger duty to the industry. 
Sometimes, industry opponents throw stones at the leaders hoping, by association, to 
discredit the industry . . . or vice versa.

But still, at every state association meeting I attend, someone willingly takes the oath of office as an industry leader.
Recently, I began not only administering an oath of office to the new officers, but also to the assembled audience. 

The point being  . . . we are all responsible for the success of the association. We each have a “duty” to perform. As 
ironic as it sounds . . . being a good follower, in some ways, is actually the strongest form of leadership! When we vote 
to elect a leader, we should be affirming our willingness to follow.

Even for the most talented individuals, leadership is time consuming and difficult. Carefully considering multiple 
viewpoints and competing business interests while crafting good industry policy can be exhausting, but the results can 
be rewarding . . . and potentially game changing for our entire industry!

Good leaders . . . and good followers . . . when operating as a unit, create a powerful voice. 
Almost every week between now and October, a state association will hold its annual convention. Most of the time, 

the annual convention will have a ceremony to install officers. And just as the officers affirm their responsibilities to the 
industry, the convention is the perfect time for each of us to renew our commitment as well. 

Every state association needs your attendance . . . and support . . . at their meetings.
And every leader in every state association needs to see your hand and voice raised in affirmation and support of their 

leadership responsibility.

All in favor, say I do.

I do, too!



letters to the editor

E
ach year and for many years when the time for ALTA membership 
renewal came, I was asked to explain the benefit. I can honestly say that 
I struggled with the answer. The problem was that I couldn’t quite put 
my finger on how my company directly benefitted other than ALTA, on 
behalf of the industry, struggled with HUD over the years and we had our 

name listed in the directory. I could read about ALTA’s efforts from time to time in 
the trade publication “Title News,” but there was still a disconnect.

ALTA has had a make-over! Over the past eighteen months or so, I haven’t been 
asked the question of what they do. That was answered by ALTA through the regular 
emails we receive and share with our office. Kurt Pfotenhauer, CEO of ALTA, sends 
the weekly “Advocacy Update.” Justin Ailes, director of Government Affairs (State), 
sends the “Grassroots Update.” The ALTA staff sends the “ALTA News You Can Use,” 
which contains industry-related articles from across the country and is essentially our 
industry e-Newspaper. Now we know what they do. 

Greg Aschoff and I attended this year’s Federal Conference March 2-4, 2009.  The 
first day of meetings began with the State Land Title Association President’s Meet-
ing. Mike Pryor, president of ALTA, started us off with the prerequisite around-the-
table introductions. Then he asked what purpose our associations serve. More often than 
not, the responses were education or professional development. 

The next question was whether we’ve been affected by, or have considered the affect 
of, outside parties meeting the educational needs of our respective memberships.  If other 
organizations are filling that need, taking away the benefit that state associations provide, 
then why are we (as an association) in existence or how can we exist in the future? 

The answer: Advocacy. That’s the purpose of ALTA and it should be the purpose of 
our state associations. Yes, absolutely educate, instill professional ethical standards, moni-
tor your local legislation, but, above all, advocate for the industry.

ALTA’s Federal Conference this year provided tremendous value. Not only did it serve 
to put things in perspective, it also showed me that the people in Washington are just 
people (albeit with big jobs). And maybe not all of them, but certainly some of them, ac-
tually do listen to the people who put them in office. That’s why lobbying works. That’s 
why ALTA works.

Debbie Scott
President-Elect
Nebraska Land Title Association

The Value of ALTA Membership
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leaders from the states

Texas Land Title Association 
Salutes Outgoing President 
Celia Flowers
Celia Flowers has 
served on the TLTA 
board of directors since 
2004.  During her ten-
ure as president, she 
helped the association 
navigate through a 
challenging legislative session, a rule 
hearing at the Texas Department of 
Insurance, and a rate setting hearing 
before the State Office of Administra-
tive Hearings.  She also led the as-
sociation’s advocacy efforts on RESPA 
reform.  

 As a leader, Flowers successfully 
harnessed the collective talent of the 
association membership to work on 
the many critical issues facing the 
industry.

Flowers is President of the East 
Texas Title Companies in Tyler, with 
offices in 12 counties.  

She is a board certified attorney in oil 
and gas, real estate and civil trial law.

Land Title Association of 
Colorado President Richard 
Jones Keeps Members 
Engaged
Despite the challenges 
facing the title industry, 
2008-09 LTAC Presi-
dent Richard Jones has 
helped keep the associa-
tion vibrant and effective.   
Under his leadership, the 
association has taken a number of 
steps to keep members engaged as it 
weathers this economic storm, includ-
ing a dues refund program for those 
who submit dues in a timely fashion.  
During his tenure on the board, he 
helped develop a reserves policy that 
has put the association in a position 
to continue operating in these down 
times.  

Jones has served on LTAC’s 
Legislative and Consumer Outreach 
committees and has been active in 
representing and promoting LTAC’s 
interests in the Colorado Legislature.  
He has been an active member of the 
title insurance industry since 1984, 
and currently serves as vice president 
and South Central Division underwrit-
ing counsel for Old Republic National 
Title Insurance Company.

It’s All About Loving It!
This is how Joanne 
Payne feels about the 
Land Title Industry. 
That’s a good thing 
since she is the Presi-
dent of the Virginia Land 
Title Association (VLTA) 
and has been on its board for 6 years. 
Joanne is also Vice President and 
Agency Representative for Chicago 
Title Insurance Company where she 
has built her career in the title industry 
since 1990.

In her current role as Agency Rep-
resentative, she oversees the set up 
and appointment of new agencies 
with her company and, because of her 
extensive knowledge of the industry as 
well as being a licensed title insurance 
agent, she is able to help those new 
agencies start their businesses on the 
right foot, remain within the company’s 
guidelines and strive to maintain the 
standards and ethics of our profession.

As President of the VLTA, she has 
committed her time, experience and 
creative contributions to further the 
educational and legislative goals of the 
association which in turn profits the 
entire profession throughout the state 
of Virginia. Joanne is dedicated, knows 
how to motivate her peers and easily 
recognizes talent in others. Her energy 
and enthusiasm is contagious!
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ALTA news

The continued slowing of real estate sales and refinances, 
a continuing reduction of title insurance transactions and 
revenues, and a continuing rise in loss and loss adjust-
ment expenses took a significant toll on the title insurance 
industry in 2008. The industry posted a 2008 operating 
loss of $710.3 million, compared to an operating loss of 
$87.8 million for 2007.

This reduction in operating gain, combined with a 46 
percent decrease in net investment gain, was somewhat 
offset by a significant reduction of income taxes and 
resulted in a Net Loss for 2008 of $434.2 million, as com-
pared to Net Income of $315.1 million for 2007.

Despite these struggles, the industry remains in a 
strong financial position with Admitted Assets of almost 
$9 billion, including more than $7 billion in Cash and In-
vested Assets. Also, Statutory Reserves were in excess of 
$5.3 billion and Statutory Surplus was over $2.0 billion.

The 4th Quarter of 2008 marked the 11th consecutive 
quarter in which title premiums written declined from 
the prior year’s equivalent quarter, indicating that poor 
markets not only continued through 2008, but were still 
worsening through year end.

Furthermore, each successive quarter’s decline was 

greater than the previous quarter. In 2007, the 3rd Quarter 
declined more than 15 percent over the previous quarter, 
and the 4th Quarter decline was 22 percent over the 3rd 
Quarter. In 2008, the 1st Quarter declined 26 percent from 
the previous quarter, the 2nd Quarter declined almost 28 
percent, the 3rd Quarter more than 30 percent, and the 4th 

Quarter declined over 34 percent. 
On a state-by-state basis, 28 states plus the District of 

Columbia were down over 30 percent in the 4th Quarter 
of 2008 from the prior year’s equivalent quarter. Only six 
states showed increases, with North Dakota, Arkansas 
and South Dakota up 53, 37 and 24 percent, respectively; 
and Alaska, Vermont and Iowa up less than 15 percent. 
The four largest states in terms of written premiums, 
California, Texas, Florida and New York, were down 23, 
34, 46 and 47 percent, respectively. The fifth largest state, 
New Jersey, was down 30 percent; the seventh largest, 
Pennsylvania, down 40 percent; and the eighth largest, 
Virginia, was down 31 percent.

Title Insurance Industry Market Share and Statistical 
Analysis compilations for the 4th Quarter and the full year, 
2008 are now available on the ALTA web site at  
www.alta.org/industry/financial.cfm.

ALTA Releases 2008 Title Industry Financial Results
CONTINUING REAL ES TATE  SLUMP TAKES IT S  TOLL  ON THE TITLE  INDUS TR Y
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ALTA news

The Obama Administration announced sweeping 
changes to oversight of financial institutions and 
products with the creation of a systemic risk regulator 
that would establish requirements for capital and risk 
taking by large financial institutions (regardless of their 
primary regulator) and oversee money-market mutual 
funds, derivatives markets, large hedge funds and 
large insurance companies (such as life and P&C lines).  
The proposal would also give the federal government 
the means to liquidate failed non-bank institutions.  
Although all signs point to the Federal Reserve, it is still 
unclear which federal agency will be assigned the role 
of systematic risk taker.

“P-PIP” is what banking insiders are calling the Trea-
sury Department’s Public-Private Investment Program 
to incentivize the private sector to remove toxic assets 
from bank balance sheets, a necessary step to restor-
ing confidence in the credit markets.  Based on the ex-
planatory documents that accompanied the Treasury’s 
program announcement, there is still some confusion 
over exactly how and if the program will work.  

The Office of the Comptroller of the Currency and 
the Office of Thrift Supervision released a study finding 
that, while loan modifications that result in lower pay-
ments are increasing, nearly half of all loan workouts 
still result in the same or higher payments. Modifica-
tions can result in higher monthly payments because 
lenders frequently add past-due amounts to the loan, 
driving monthly payments higher. The re-default rate 
was 26 percent in the first three quarters of 2008 when 
monthly payments were cut by more than 10 percent, 
compared with about 50 percent when the payment in-
creased or remained the same, according to the study.

Congresswoman Melissa Bean (D-IL) and Rep. Ed 
Royce (R-CA) introduced H.R.1880, The National 
Insurance Consumer Protection Act.  In the last Con-
gress, this legislation was referred to as the “optional 

federal charter bill.”  The draft includes language to 
establish a system of regulation and supervision for 
insurers, insurance agencies, and insurance produc-
ers chartered or licensed under Federal law as well as 
language which effectively carves out the title industry. 
ALTA worked closely with Congresswoman Bean and 
Congressman Royce to explain the uniqueness of title 
insurance and secure this exemption from the bill. Its 
inclusion is good news for our continued effort to pre-
serve state regulation of the title industry.  

Lawmakers are grappling with the possibility that the 
FHA may need a bailout for the first time in its 75-year 
history.  The FHA reserve fund fell to approximately 3 
percent of its mortgage portfolio in FY08, down from 
6.4 percent in the previous year.  Rising defaults are 
the cause as roughly 7.5 percent of FHA loans were 
seriously delinquent at the end of February.   By law, 
FHA reserves must remain above 2 percent. 

ALTA met with staff members of the House Small 
Business Committee to solicit their help in getting the 
FHA to answer its January letter regarding FHA’s di-
recting of title insurance on the sale of its REO proper-
ties.  As the Obama Administration continues to slowly 
staff up HUD with new political leadership, ALTA will 
continue to keep the issue in front of them.   

From the Capital
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ALTA news

The 2009 Small Agents 
and Abstracters Forum 
was held March 21-22 in 
Indianapolis.  Mary Schus-
ter of RamQuest, who is a 
member of ALTA’s RESPA 
Implementation Taskforce, 
presented a comprehen-
sive overview of the new 
RESPA rule and facilitated 
a lively interactive discus-
sion with attendees.

Kim Rutherford of Hardin 
County Abstract Company 
in Elizabethtown, IL, said, 
“As the smallest agent in 
attendance (myself and 
one employee), the speak-
ers addressed the issues 
that I have been having 
with RESPA . . . still no 
answers to a lot of those 
issues, but at least I know 
that ALTA is addressing 
the problems.”

ALTA’s Small Agents 
and Abstracters Forum 
provides an unparalleled 

opportunity to meet with 
peers and freely exchange 
ideas, experience, and 
opinions on issues that 
affect small businesses  
today.  This year’s Forum 
was the largest to date, 
with 53 attendees from 17 
states.

“We typically introduce a 
topic and then go around 
the room so that every-
one has an opportunity 
share what they’re doing 
in that particular area,” 
said Mike Nichols, secre-
tary of ALTA’s Abstracters 
& Title Insurance Agents 
Section and president of 
The Jones Abstract &Title 
Company.  “The exchange 
of ideas has tremendous 
benefit and I always come 
away invigorated.  Many of 
the people who attended 
this year were back for 
the second, third of fourth 
time.”

Small Agents And Abstracters 
Discuss RESPA Reform

The old saying “the more 
you put into something, 
the more you get out of it” 
really does apply to ALTA 
membership.  Members 
frequently cite their ac-
tive participation on ALTA 
volunteer committees as 
the place they’ve learned 
the most, and where they 
have had the opportunity 
to help shape the future of 
the title industry—not to 
mention the life-long friend-
ships they have developed 
through their participation.

If you have a special area 
of expertise (real prop-
erty records, international 
development or industry 
technology, for example), or 
if you have a special area of 
interest (such as member-
ship,  government affairs, 

public relations, research, 
or employee and profes-
sional education, to name 
a few), there is a committee 
on which you can volunteer 
to serve.

The ALTA President-Elect 
makes all committee ap-
pointments in the late sum-
mer for a term beginning 
after the Annual Convention 
in October.

Please contact Taylor 
Morris at (202) 296-3671 or 
tmorris@alta.org if you have 
questions or would like to 
volunteer. You can see all 
of the committees and their 
responsibilities on the ALTA 
web site at www.alta.org/
about/commserv.cfm. The 
deadline to submit your 
name is July 1st, 2009.

Get the Most Out of Your 
ALTA Membership - Serve on 
a Committee

As the dust settles 
from 2008, the TIPAC 
Board of Trustees’ 2009 
fundraising campaign is 
well underway. This year’s 
goal is $250,000. It will 
be quite a challenge, 
but certainly a challenge 
worth pursuing for the 
advancement of the title 

industry. At the end of 
the first quarter we have 
already raised $80,000 or 
30% of our goal. 

The TIPAC Board of 
Trustees will be contact-
ing every ALTA member 
by phone or in person, so 
be ready to step up and 
support your industry!

TIPAC Exceeds 
First Quarter Goal
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by Michelle Sweet

T
he new RESPA represents a significant change in the way real estate 
transactions are conducted. Roles will change. Business processes 
and procedures need to be re-engineered. New software platforms 
are required. ALTA has taken the lead to help define the new reality 
and develop best practice standards for the title industry. >>

THE
NEW RESPA

What Members Need to  
Do to be Ready
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cover story

When the U.S. Department of 
Housing and Urban Development 
(HUD) issued its final rule modifying 
the Real Estate Settlement Proce-
dures Act (RESPA) last November, 
ALTA didn’t miss a beat. 

Quickly shifting from an advocacy 
role during the rulemaking process to 
leading the charge on implementa-
tion, ALTA pulled together a team 
of seasoned industry veterans to con-
duct a detailed, ‘deep in the weeds’ 
analysis of the 341-page rule. 

“What became quickly apparent 
was that there were more questions 
than answers,” said ALTA CEO 
Kurt Pfotenhauer. “The rule has a 
number of ambiguities, particularly 
when you attempt to apply it to dif-
ferent operational and market-specif-
ic scenarios.”

Amidst the confusion, one thing 
was certain—that clearer definitions 
and guidance were urgently needed. 

 “Compliance with any rule re-
quires clear definition,” said ALTA 
President Mike Pryor. “The danger 
of an ill-defined rule with non-
uniform applications is chaos and 
regulatory unenforceability.”

In January, ALTA appointed the 
RESPA Implementation Taskforce 
and charged it with identifying the 
key issues, seeking clarity and guid-
ance from HUD, and developing 
best practice standards for the title 
industry. 

The Taskforce has been meeting 
several hours a week for the last three 
months and has engaged HUD for 
guidance and agreement. The final 
product of the Taskforce will be 
developed for ALTA members to use 
as written guidance on using the new 
HUD-1 and GFE.   

RESPA Implementation 
 Taskforce
The RESPA Implementation Task-
force is comprised of a cross-section 
of members representing different 
disciplines and perspectives, including 
underwriters, large and small agents, 
attorneys and software developers. 
Dan Wold, general counsel for Old 
Republic Title Insurance Company, 
serves as chairman.

“We’re well beyond philosophi-
cal discussions about what should or 
shouldn’t have been in the final rule,” 
said Wold. “What our members need 
now is a practical, nuts and bolts 
approach to implementation, and we 
want them to rest assured that ALTA 
has things well in hand.” 

Taskforce member Mary Schuster, 
director of operations for Ramquest, 
has served as the lightning rod for 
members’ questions and concerns, 
making sure that all of their issues 
are on the table. The Taskforce has 
undertaken the painstaking process 
of analyzing and interpreting the cor-
responding sections of the rule. 

 “On a broad scale, members want 
to know how the new responsibili-
ties placed on lenders will equate into 
new models of work flow,” said 
Schuster. “At the granular level, 
they’re asking how the new page 
three of the HUD-1 should be 
handled appropriately in purchase 
transactions, and how to correctly 
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New GFE and HUD-1/1A Forms 
• The GFE has been shortened from four pages to three. 

• The HUD-1 now has references on each line to the cor-
responding area of the GFE.

• The HUD-1 has a new third page that includes a chart 
comparing the amounts listed for particular settlement 
costs on the GFE. Lenders are required to provide all 
information needed to complete the comparison chart.

• Everyone must use the new GFE and HUD-1 forms by 
January 1, 2010, however, some lenders may be early 
adopters. If the new GFE is used, the new HUD-1 must 
be used.

Average Pricing
Settlement service providers can utilize average costs for 
services such as credit reports and courier fees. There is 
a three-year recordkeeping requirement, and the total av-
erage costs over the utilized time period must not exceed 
the total paid for those services. Excluded from average 
cost pricing are services based on the value of a property 
or loan, including any type of insurance.

Ineligible Fees
Fees based on loan amount or property values 
Transfer Tax
Interest
Escrow Reserves
Insurance premiums (including title) 
Provider’s own internal charges

Eligible Fees
All other fees including third-party fees 

Calculations based on specific class of transactions
During a specific time period (not less than 30 days, not 
more than six months)
For a specific geographical area
Charge may not exceed average calculation
Charge may not exceed the total price paid to third-
party provider
Originator must retain all documentation determining 
accuracy of pricing method for at least three years

There are three categories of tolerances from the GFE 
to the HUD-1:

Zero Tolerance  
(fees that cannot change)

Origination fee
Points (or credited YSP to offset origination fee)
Adjusted origination charges
Transfer taxes

10% Tolerance 
(fees that cannot change more than 10% aggregate)

Required services (if lender recommended providers 
are chosen)
Title services and lender’s title insurance (if lender rec-
ommended providers are chosen)
Owner’s title insurance (if lender recommended provid-
ers are chosen)
Government recording fees

No Tolerance Limit 
(fees that can change with no tolerance limit)

Required services (if selected by the borrower)
Title services and lender’s title insurance (if selected by 
the borrower)
Owner’s title insurance (if selected by the borrower)
Initial escrow deposit
Daily interest charges
Homeowners’s insurance

Required Use
The intent of Required Use is to allow bona fide discounts 
and disallow any discounts predicated on preferred 
service providers. It declares as illegal any economic 
incentives or disincentives used to improperly influence 
a consumer’s choices. In other words, a discount of fees 
or services shouldn’t be predicated on the selection of a 
specific provider.

However, there is an exemption to the Required Use 
provision for AfBAs if:
• The combination of services is optional AND

• The lower price is not made up elsewhere in the trans-
action

(Homebuilders and their affiliates are excluded from the AfBA 
exemption pending the outcome of a lawsuit filed in January 
2009. HUD has delayed the effective date of Required Use until 
July 16, 2009 and reopened public comment on this issue.) 

Overview of Key Changes in the New RESPA Rule
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group fees for title and settlement 
services in the 1100s section.” 

Schuster says the Taskforce will 
also seek HUD’s guidance on poten-
tial conflicts between the new guide-
lines and the laws in certain states. 
In Kansas, for example, state law 
prohibits the borrower from receiv-
ing funds post closing. However, the 
30-day Right-to-Cure provision in 
the new RESPA rule requires lenders 
to provide a refund to borrowers for 
charges exceeding the tolerance limits 
of the GFE. 

Common Member Questions 
Following are examples of common 
member questions:

Example 1:  Average charge
What is permissible practice when a 
settlement service provider utilizes an 
average charge for a group of qualify-
ing transactions?  
Example 2:  Average charge
In conjunction with Example 1, what 
is acceptable practice when language 
in the final rule appears to condition 
its use?
Example 3:  Disclosure of attorney’s fees 
on the HUD-1
What are the proper lines and man-
ner (outside or inside a column) for 
disclosure of attorney’s fees arising at 
or around the closing of a real estate 
or mortgage transaction? (Specifically 
as they apply to attorney’s fees related 
to title services rendered, services 
required by the lender, and those 
incurred by a party seeking to have 
separate legal representation at the 
settlement.)
Example 4:  Questions surrounding the 
1100 series of the HUD-1
What is the proper way to disclose 
different common factual situations 

encountered in the settlement of 
mortgage and real estate transactions 
in the 1100 series of the HUD-1? 
(This includes, but is not limited to, 
discussions relating to what items 
should be separately disclosed, those 
that should be included in 1101, and 
the handling and disclosure of shared 
charges.)

An Ongoing Process
The Taskforce held the first of a 
series of meetings with senior HUD 
representatives last month, which 
Wold says was very productive. 

“At the end of the day, we all want 
to arrive at the same destination—
where there is more transparency in 
the real estate transaction process 
with greater certainty for consum-
ers,” said Wold. “Our goal is to reach 
consensus on the best way to get 
there. By partnering with HUD to 
eliminate ambiguities in the rule and 
better define its application under 
various real-world scenarios, we can 
provide our members with the tools 
and information they need to comply 
with not just the letter of the rule, but 
the spirit as well.” 

The Taskforce is also working with 
other industry groups, such as the 
Mortgage Bankers Association, on 
common issues and goals to ensure a 

smooth transition. Although adop-
tion of the new GFE and HUD-1 
forms is not required until January 
1, 2010, some lenders may be early 
adopters, which will necessitate the 
need for title and settlement agents to 
follow suit in those transactions. 

“The title industry will continue 
to play a vital role in the real estate 

transaction process,” said Wold. “Our 
affiliation with one another, as well 
as our partner industries and HUD, 
affords us the opportunity to change 
thoughtfully and intentionally, and 
to take a proactive and educated ap-
proach to reform.” 

ALTA members are encouraged to 
contact the Taskforce with questions, 
issues or concerns at  
respacomments@alta.org. We will 
continue to provide up-to-date 
information to our members through 
Title News, News You Can Use, and 
the RESPA section of the web site at 
www.alta.org. 

■ “At the end of the day, we all want 
to arrive at the same destination—
where there is more transparency 
in the real estate transaction 
process and greater certainty for 
consumers.”

Michelle Sweet is  
Editor-in-Chief of Title News. 
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The following represents specific guidance sought from HUD.

NEW HUD-1 
Showing seller fees appropriately.

Generally, are roll up lines intended only on the borrower’s side for GFE comparison purposes or do roll up lines also 
apply to seller charges?

More specifically, regarding charges that are customarily or contractually the responsibility of the seller (not costs 
that the seller is paying on behalf of the buyer), should the seller’s portion of a shared expense appear on the individual 
line item inside the seller’s column or roll up into the seller’s total column? (Pertains to charges for sellers in sections 
1100, 1200 & 1300.)

Business Case: The buyer customarily pays for recording of the deed and mortgage. The seller pays for the release 
recording fee. The buyer pays for the County Deed Tax Stamp and the Seller Pays for the State Deed Tax Stamp. 
Should the seller’s charges be shown: 

A) on lines 1202 and 1205, or 
B) as a roll up and shown in the seller’s column in lines 1201 and 1203?

1100 Section
In this example from HUD, was the total amount to the borrower for all title and closing fees $1,650 or $925?

Example A

Example B
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Line 1102 
Does the previous example assume there is no closing fee or is it included in the $925 amount on line 1101? The 
instructions for completing the HUD-1 indicate that the settlement fee is to be recorded on line 1102. We know that 
it should be placed outside the column if a 3rd party provider is involved. If the provider is the same as the title agent, 
should the amount of the closing fee:

A) appear inside the column of 1102, 
B) appear outside the column on line 1102 with the amount rolled up into 1101, or
C)  not shown on line 1102 at all, and only be included in the 1101 amount?

1100 Section Continued 
In the 1100 section, based on an assumption that the standard Board of Realtors purchase contract provides for the fol-
lowing with respect to closing and title fees:

• Buyer and Seller each pay 50% of Closing Fees

• Buyer and Seller each pay 50% of Owner’s Title Premium & Services

• Buyer pays 100% of Lenders Title Premium

In this example, the title and settlement provider is the same. Fees in dollar amounts are:
• A total closing fee of $200

• Owner’s Policy Premium of $840

• Lender’s Policy Premium of $75

• Title Services Totaling $44

Should that be shown on the HUD-1 as:

Line 1301 and GFE#6 Line Item Fee Placement
The instructions for completing the HUD-1 state that amounts in the 1300s “must be listed in either the borrower’s 
or seller’s column.” It does not describe line 1301 as a total showing inside the column or allow for the itemizations of 
those amounts outside the columns.

The HUD-1 form itself (as well as HUD’s PowerPoint) indicates that it is a roll up line and should balance to GFE 
Line 6.

• Is line 1301 a roll up line of Required Services that the borrower can shop for? 

• Should individual line item itemizations of the fees totaled in 1301 be shown outside the columns?

Example A

Example B
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Borrower Loan Term Confidentiality
Page three of the new HUD-1 contains sensitive information regarding the buyer’s loan terms. HUD guidance is sought 
for lenders and settlement agents on how to appropriately handle and present page three in a purchase transaction.

Buyer-Only and Seller-Only HUD-1s
In some markets, it is customary to produce a Seller’s Side Only HUD-1 and a Buyer’s Side Only HUD-1 (redacting 
the amounts in the column of the other party). Given the way some fees are now itemized outside the columns on page 
two, and given that some of the fees outside the column pertain to both buyer and seller, how should these fees be fully 
disclosed to the appropriate party without over-disclosing the fees of the other party?

Payees
Regarding page two of the HUD-1, the instructions do not indicate which lines should disclose a payee and which 
should not.

Buyer Fees Paid by Other Party Designation
How should parties paying fees on behalf of the buyer (other than the seller) be identified on page one?

The final rule states that if a loan originator (other than for no-cost loans), real estate agent, other settlement service 
provider or other person pays for a charge that was included on the GFE, the charge should be listed in the borrower’s col-
umn on page two of the HUD-1, with an offsetting credit reported on page one “identifying the party paying the charge.”

• What is the proper way to identify the party? 

• Is there an appropriate uniform short hand? (e.g. Pd By L, Pd By R, Pd By Other)

Lines 204 – 209
Instructions for completing the HUD-1 state that if the borrower is using a second mortgage or note to finance part 
of the purchase price, the settlement services agent should insert the principal amount of the second loan with a brief 
explanation on lines 204-209. At the ALTA Federal Conference, when asked about second loan fees, the HUD panel 
stated that second mortgage loans should have their own HUD-1 or HUD-1A. 

HUD clarification is needed in this instance: On the first mortgage HUD-1, the amount that should be shown in 
line 204 should be the net proceeds amount of the second loan. (If the gross loan proceeds of the second loan were 
reflected on the first loan’s HUD-1, it would over-credit the borrower).

Competitive Marketplace Question
Appendix C to Part 3500 - Instructions for Completing Good Faith Estimate (GFE) Form 

68254 under “Your Charges for All Other Settlement Services” at the end of the first paragraph in this section:
“Where a loan originator permits a borrower to shop for third party settlement services, the loan originator must 

provide the borrower with a written list of settlement services providers at the time of the GFE, on a separate sheet of 
paper.”

If a borrower is never prohibited from comparison shopping for title and settlement providers, should lenders provide 
a written list of title and settlement providers with each GFE?
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J
ust as the American Re-
covery and Reinvestment 
Act works to save or create 
several million new jobs, and 
the Financial Stability Plan 

works to get credit flowing, the Mak-
ing Home Affordable program sup-
ports recovery in the housing market.

According to the Treasury Depart-
ment, as many as 6 million families 
are expected to face foreclosure in 
the next several years, while mil-
lions more struggle to stay current on 
their payments.  The new program 
includes three key components: 

• A refinance program for home 
owners with loans owned or guaran-
teed by Fannie Mae or Freddie Mac.

• Increased funding to Fannie Mae 
and Freddie Mac to restore confi-
dence in the mortgage market.

• A $75 billion loan modification 
program for “at risk” homeowners.

Home Affordable  
Refinance Program
The Home Affordable Refinance 
Program provides access to low-cost 
refinancing for homeowners with 
Fannie Mae and Freddie Mac owned 
or guaranteed loans.  The program 
helps homeowners who are ineligible 
to take advantage of lower interest 
rates because they owe more than 80 
percent of the value of their homes, a 
situation that is becoming more prev-
alent due to declining home values.  
The program is estimated to help up 
to 4 to 5 million homeowners.  

Increased Funding for GSEs
Using funds already authorized by 
Congress in 2008, the Treasury De-
partment increased its funding com-

mitment to Fannie Mae and Freddie 
Mac to strengthen their ability to pro-
vide affordable mortgages and restore 
confidence in the mortgage market.  
The funding commitment includes:

• Increase the Preferred Stock 
Purchase Agreements from $100 
billion to $200 billion each.

• Increase the size of the retained 
mortgage portfolios by $50 billion, 
to $900 billion, along with corre-
sponding increases in the allowable 
debt outstanding.

Home Affordable  
Modification Program
The $75 billion Home Affordable 
Modification Program is estimated 
to reach as many as 4 million at-risk 
homeowners who are already behind 
in their mortgage payments or who 
are current but at risk of imminent 
default.  

Under the program, Treasury will 
partner with financial institutions 
to reduce homeowners’ monthly 
mortgage payments.  The program 
requires that lenders first reduce 
monthly mortgage payments to a 
level no greater than 38 percent of 
income.  The program will then 
match further reductions in monthly 
payments dollar for dollar, from 38 
percent down to 31 percent.

To reach the target affordability 
level, interest payments will first be 
reduced to as low as 2 percent.  If at 
that rate the debt-to-income level is 
still greater than 31 percent, lenders 
will then extend the term or amor-
tization period up to 40 years, and 

The Administration’s 
New “Making Home 
Affordable” Program
On March 4, 2009 the Obama Administration  
announced the Making Home Affordable program, 
encompassing the new U.S. Department of the 
Treasury guidelines to enable servicers to begin 
modifications of eligible mortgages under the Home- 
owner Affordability and Stability Plan.
BY MICHELLE  SWEET
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finally forbear principal at no interest, 
until the payment is reduced to the 
31 percent target. Treasury will share 
the costs of reducing the payment 
from 38 percent DTI to 31 percent 
DTI dollar for dollar. 

Lenders can also bring down 
monthly payments to these afford-
ability targets through reducing the 
amount of mortgage principal. The 
program will provide a partial share 
of the costs of principal reduction, up 
to the amount the lender would have 
received for an interest rate reduc-
tion, as long as the lender reaches the 
target affordability rate of 31 percent 
DTI.  

The modified loan payments must 
be kept in place for five years and the 
loan rate capped for the life of the 
loan.  After five years, the rate can be 
gradually stepped up by 1 percent per 
year to the conforming loan survey 
rate in place at the time of the modi-
fication. 
“Common sense restrictions” include 
only owner-occupied homes and no 
mortgages larger than the FHFA 
conforming limit of $729,750.

Incentives
For Mortgage Holders and Servicers
Servicers will receive an up-front fee 
of $1,000 for each eligible modifica-
tion that meets Treasury guidelines. 
Servicers will also receive “pay-for-
success” fees of $1000 each year for 
three years, subject to a de minimis 
threshold, as long as the borrower is 
successful at staying in the program.  

Because loan modifications are 
more likely to succeed if they are 
made before a borrower misses a pay-
ment, the plan will include an incen-
tive payment of $1,500 to mortgage 
holders and $500 for servicers for 
modifications made while a borrower 

at risk of imminent default is still 
current on their payments. 

To discourage lenders from opting 
to foreclose rather than modify the 
loan out of fear of further declines in 
housing prices, Treasury has ear-
marked $10 billion as compensation 
to partially offset losses.  The pay-
ments are structured as a simple cash 
payment on eligible loans, linked to 
declines in the home price index.

For Borrowers
To provide an extra incentive for bor-
rowers to keep paying on time under 
the modified loan, the initiative will 
provide a monthly pay-for-perfor-
mance success payment that applies 
directly to reducing the principal 
balance on the mortgage loan.  As 
long as borrowers stay current on 
their payments, they can receive up 
to $1,000 each year for five years, 
subject to a de minimis threshold.  

Stewart Announces 
End-To-End Solution For Servicers
Stewart Lender Services, a wholly owned subsidiary of Stewart Title Compa-
ny, announced in March, 2009 the release of a suite of specialized services 
designed to assist mortgage servicers with loan modifications and refinances 
in compliance with the new Treasury guidelines for the Making Home Afford-
able Program.

“The new Making Home Affordable program provides financial incentives 
to lenders to help mitigate their losses from the epidemic of home foreclo-
sures,” said Jason Nadeau, president and CEO of Stewart Lender Services.  
“Lenders are now incentivized to proactively reach out to troubled hom-
eowners to modify or refinance their loan and lower their monthly payments 
to keep them from defaulting.  But keeping pace with the millions of loans 
projected to go into default in the next several years is daunting at best.”

Stewart is one of the first to develop an end-to-end solution, which 
includes decisioning software based on a lender’s profile of loans and loan 
products.  The solution includes direct outreach to borrowers who are more 
than 30 days delinquent on their mortgage payments, and analysis to deter-
mine their eligibility for a specific loan modification or refinance program. 

“One of the major challenges is contacting troubled borrowers, many of 
whom have stopped answering their phone and opening their mail.” 

Once communication with the borrower is established and their specific 
circumstances ascertained, Stewart collects their financial data and de-
termines their qualifications for a specific modified loan product.  Stewart 
handles all document preparation, title insurance, notary-based or electronic 
closings and centralized funding.

“Stewart’s approach to assisting its lender customers is to tailor solutions 
to meet the needs of individual servicers and their particular loan programs,” 
said Nadeau.  “Through the use of scalable and customized solutions, ser-
vicers will be able to meet the aggressive demands of the new government 
programs.”
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Second Liens
While eligible loan modifications 
will not require any participation 
by second lien holders, the program 
will include additional incentives 
to extinguish second liens on loans 
modified under the program in order 

to reduce the overall indebtedness 
of the borrower and improve loan 
performance. Servicers will be eligible 
to receive compensation when they 
contact second lien holders and 
extinguish valid junior liens (accord-
ing to a schedule to be specified by 
the Treasury Department, depending 
in part on combined loan-to-value). 
Servicers will be reimbursed for the 
release according to the specified 
schedule, and will also receive an 
extra $250 for obtaining a release of a 
valid second lien.
Tracking Success
Fannie Mae and Freddie Mac will 
be responsible – subject to Treasury’s 
oversight and the Federal Hous-
ing Finance Agency’s conservator-
ship – for monitoring compliance by 
servicers. Every servicer participating 
in the program will be required to 
report standardized loan-level data on 
modifications, borrower and prop-
erty characteristics, and outcomes. 
The data will be pooled to enable 
the government and private sector to 
measure success and make changes 
where needed. Treasury will meet 

quarterly with the FDIC, the Federal 
Reserve, the Department of Hous-
ing and Urban Development and the 
Federal Housing Finance Agency to 
ensure that the program is on track to 
meeting its goals. 

Clear and Consistent  
Guidelines
Working with the FDIC, other 
federal banking and credit union 
regulators, the FHA and the Fed-
eral Housing Finance Agency, the 
Administration announced guidelines 
for sustainable mortgage modifica-
tions that may be used by all federal 
agencies and the private sector. The 
guidelines include detailed protocols 
for loss mitigation and will serve as 
standard industry practice. 

All financial institutions receiv-
ing Financial Stability Plan financial 
assistance going forward will be 
required to implement loan modifica-
tion plans consistent with Treasury 
Guidelines. 

Implications for the  
Title Industry
It is still unclear what impact this 
new program will have on the title 
industry.  It appears that servicers 
were given fairly wide discretion 
on how to implement the program 
with regard to title.  ALTA has held 
meetings with both Fannie Mae and 

Freddie Mac to explain the industry’s 
value and products.  

Fannie Mae guidelines, released 
on March 4, 2009, stipulate that all 
transactions within the program must 
comply with state laws.  The prod-
ucts the title industry is able to offer 
through these programs must have 
prior approval by a state regulator.

The guidelines also include the 
requirement that servicers make 
certain a loan retains first lien posi-
tion, and says they may rely on a title 
endorsement product to achieve that.  
The guidelines also stipulate that a 
modification must be recorded and 
requires a title endorsement if over 
$20k is capitalized.  Fannie says it 
will reimburse servicers for title and 
recording fees.  

There is still a question over how to 
help borrowers who have more than 
one home loan. The ALTA Forms 
Committee is working with Fan-
nie Mae and Freddie Mac on a new 
Resubordination Agreement to try to 
solve the problem.  The purpose of 
the Resubordination Agreement  is to 
ensure that junior liens remain junior 
in position after a modification or 
refinance transaction.

There is still much that is unknown 
or unclear in terms of the title indus-
try’s role.  ALTA will continue to 
stay at the forefront and keep mem-
bers apprised of the latest develop-
ments.

■ ALTA has held meetings with 
both Fannie Mae and Freddie Mac 
to explain the industry’s value and 
products.

Michelle Sweet is Editor-in-
Chief of Title News. 
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A 
quiet revolution is sweep-
ing the title industry.  Lost 
against the backdrop of the 
mortgage meltdown, regu-
latory overhaul and market 

consolidation is a smaller, but decid-
edly significant change in the way 
professionals are staying in touch.

In fact, it can be said that more 
title pros are becoming “linked 
in.”  As in  www.linkedin.com, one 
of several Web sites referred to as 
“social media” or “Web 2.0.”  As 
more names change companies, and 
more companies change names, title 
professionals are finding that the 
social media can cost-effectively meet 
a variety of needs.

It should come as no surprise that 
social media usage is now crossing 
the adoption threshold in the title 
industry.  Few would argue that 
the title business is, and always has 
been, relationship-oriented.  But 
with budgets dwindling, turnover 
increasing and markets changing, 
enterprising users are finding that 
recruiting, relationship-building and 

even marketing can be enhanced at 
the keyboard rather than at the cost 
of a fax, letter or flight.  

Executives are Staying in 
Touch . . . From Their Laptops
Like many title executives, Chuck 
Cain was “suspicious” of sites like 
LinkedIn®.  The longtime manager 
with LandAmerica Financial Group 
had concerns about his privacy.  Cain 
revisited his stance as the under-
writing giant disintegrated in 2008.  
Today, Cain is President at Alliance 
Solutions, LLC and of counsel with 
Sterbcow Law Group, LLC.  Like 
many experienced executives facing 
similar circumstances, Cain has used 
his network of contacts to support 
his own venture.  And he has used 
sites like LinkedIn to grow his busi-
ness.  “With the amount of turnover 
taking place in the industry, sites like 
LinkedIn have helped me to stay on 
top of where my contacts are going,” 
says Cain.” It keeps me updated with 
past business contacts, and cre-
ates networking opportunities with 

other small businesses that may share 
natural connections or interests with 
my own.”

Timm Kalep is a vice president 
and Ohio state agency manager at 
Fidelity National Title Group.  A 
year ago, he knew little, if anything, 
about LinkedIn  or social media.  “I 
really didn’t get involved until a busi-
ness contact invited me to join,” says 
Kalep.  Now, he is one of the more 
active members of the LinkedIn title 
community.  “For me, it’s an edu-
cational tool.  The interest-specific 
groups and discussions, such as the 
title professionals and mortgage pro-
fessionals sections, provide another 
source of business information and 
help keep me current.”  Kalep also 
extols the virtues of the business 
networking function of the site.  “A 

The Title Industry is 
“Linking In.”  Will it 
Soon Be “Tweeting?”
Settlement services professionals are discovering 
that social media is not just for kids 
BY BRIAN RIEGER
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relationship on LinkedIn  adds a 
whole new dimension to the pro-
cess,” he says.  “You still have to have 
the face-to-face element, but this is 
a whole new way to communicate 
with business partners, prospects and 
contacts.”

In an industry where profession-
als at all levels are changing jobs and 
employers rapidly, and where new 
businesses are springing up all the 
time, many are finding that sites like 
LinkedIn help them to find their 
network and build new relationships.

There’s More to Social Media 
Than Networking.
Barbara Miller, president and chief 
operating officer for TSS Software 
Corporation, was also a bit wary of 
LinkedIn before she joined in late 
2008.  “I was a bit concerned that it 
might be a time-waster,” she admits.  
However, once aboard, Miller discov-
ered that the site actually enhanced 
her communications with custom-
ers.  Using the industry group and 
industry discussion features, Miller 
is finding that it is easier to receive 
(and solicit) feedback from TSS us-
ers, which she has always considered 
to be critical.   “It really keeps me in 
front of my customers, and my cus-
tomers in front of me, which I enjoy,” 
she says.

Mick Goldstein, EVP, Business 
Development for Realty Data Corp., 
is quickly recognized when he enters 
a ‘conference ballroom.’  Long one 
of the industry’s pre-eminent net-
workers, Goldstein has been build-
ing relationships in multiple market 
segments for decades.

So it is no surprise that Goldstein 
estimates he has “north of 1300” 
contacts on LinkedIn today. “It re-
ally allows me to keep in touch with 
my network, especially with people 

moving around as they are.”  But 
Goldstein believes there’s more to 
the site than simple networking.  
“Somebody who might be doing 
warehouse delivery today may be put 
in charge of originations tomorrow,” 
says Goldstein. “A friend, vendor or 
partner today could easily become a 
customer in tomorrow’s market. If 
I’m able to forward the resume of a 
distant contact, and he ends up in a 
new position, our relationship has 
just been enhanced.”  

It is clear that title profession-
als have gravitated to LinkedIn 
and other social media to maintain 
top-of-mind awareness with business 
contacts and prospects, especially 
during a period of volatile turnover.   
The versatility of this channel is also 
highly attractive.  But like a tele-
phone, computer or fax machine, a 
social media site is no more than a 

tool to be used for information shar-
ing and communication.  The most 
successful users agree that the access 
one gains through social media is 
entirely dependent upon how they 
use it.

Are you LinkedIn?
Perhaps the best thing about LinkedIn 
is that most of its benefits can be 
realized for free.  But little will be 
gained if the user puts inadequate 
time into it.  Once one establishes 
a profile, he or she can set about 
“inviting” other people to become 
“connected” to him or her.  Once 
connected, the user is able to access 
more information about the contact, 
including other names in the new 
contact’s network, the contact’s cur-
rent status and detailed profile.  

The basis of a site like LinkedIn is 
the user’s ability to add connections.  

 Join ALTA® on LinkedIn

ALTA recently launched the “American Land Title Association” Group on 
LinkedIn. The ALTA Group is dedicated to connecting professionals in the 
Land Title Industry with their peers to network and discuss issues vital to the 
title industry. 

How to Join

Apply to the American Land Title Association LinkedIn group. If you don’t 
have a LinkedIn account, you’ll be asked to create one.

To find the group, select “Search Groups” in the Search field, type “ALTA”
Find the ALTA Listing, select “Join This Group” 
On the next screen select your preferences, and then click “Join Group”

When you do that, your group membership request will be pending until we 
validate it, usually within a day or two.

You’ll receive an email once your membership request is approved.

Afterwards, the ALTA Logo will appear in your profile under the “My Groups” link.
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Any time the user’s profile changes 
(new job, new project), status changes 
(e.g. “Working on an exciting new 
product launch”) or number of con-
nections increases (e.g. “John Smith 
is now connected to Joe Jones”), each 
member of his network is notified 
via a homepage dashboard.  In other 
words, each user gains some access to 
his or her network’s networks.

The site also boasts a variety of 
professional groups, which are free 
to join, and often require no applica-
tion process.  Once in a group, users 
may participate in discussions about 
industry matters, or even start discus-
sions of their own.  Currently, there 
are several groups dedicated to title 
interests, including an ALTA group, 
a title and settlement services profes-

sionals group and a mortgage profes-
sionals group.

With these rudimentary tools, 
there are many ways to take advan-
tage of LinkedIn.

1. Update your profile—and keep it 
updated.

The value of LinkedIn is derived 
from current information and net-
working.  Whether job hunting, cus-
tomer-hunting or seeking to network, 
be sure to post as relevant and current 
a profile as possible.  Your profile 
should read like a condensed sum-
mary of your resume, and it should 
be arranged to reflect what you hope 
to achieve from the site.  If you seek 
to catch up with old colleagues, list 

as much of your employment his-
tory as you can.  If you seek to build 
a business, emphasize your points of 
differentiation (and the value propo-
sition of your new endeavor). 

2. Dedicate a little time to building 
your network.

One of the top sales and marketing 
benefits to a site like LinkedIn is the 
“top-of-mind” awareness built with 
prospects and contacts through such 
features as status and group discus-
sions.  While in the past a good de-
velopment effort required individual 
phone calls, notes and e-mails, one 
can now stay on the mind of a good 
prospect in a fraction of the time, and 
at no cost, just by changing his or her 

The New ALTA.org will give today’s title professional 
access to a new level of connectivity with their 
industry. Networking opportunities, the membership 
directory, help for consumers and other features are 
now only a click away.

Whether you’re a seasoned veteran of the land title 
profession or just want more information about 
the industry, the new ALTA 2.0 has the
answers you want.

Welcome to ALTA 2.0

New Site Features
Fresh Look• 
Updated Navigation• 
Expanded E-commerce Portal• 
Additional Member Benefits• 
Enhanced Educational Courses • 
CE Credit available in select states

www.alta.orgtrainingmeetingsadvocacy

American Land Title Association®
1828 L Street, NW, Suite 705, Washington, DC 20036
P. 202.296.3671  F. 202.223.5843
www.alta.org  service@alta.org
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status or contributing to a group dis-
cussion.  Of course only contacts will 
see a status change, and only group 
members will see one’s contribution 
to a discussion.  If a user has three 
contacts through the site, then three 
people will learn about what he or she 
is working on through LinkedIn.

3. Use your connections to grow.

From your homepage, you will 
see the people connecting to those 
already in your network (although 
you won’t be able to access all of their 
data unless directly connected).   You 
may be surprised how many connec-
tions you add in this fashion.

4. Go ahead and do some marketing, 
but do NOT pitch.

The value of a site such as 
LinkedIn comes from its informa-
tional and networking elements.  
Many executives visit the site to 
renew or maintain long-standing re-
lationships or get current on industry 
viewpoints and concerns.  However, 
when one simply adjusts his or her 
status to a sales pitch (e.g. “John 
Smith is looking to solve widget-
makers’ challenges”) or, worse, makes 
a “discussion” forum into a pitch 
(“John Smith can improve lenders’ 
operational efficiencies by 40%”), that 

user runs the risk of chasing off the 
very prospect he or she seeks to win.  
The same title executives using the 
site for networking admitted their 
own concerns about raw pitching on 
the site.  “It is getting a bit pitch-

heavy,” notes Goldstein.  “Several of 
the top executives I know will not use 
social media because they feel that 
everyone just wants to sell to them.”  
Goldstein suggests, however, that 
one way to avoid this is to carefully 
screen the invitations you accept.  “If 
the invitation doesn’t come from a 
trusted person, don’t accept it.”

So how would one pitch on 
LinkedIn without pitching?  With a 
softer approach, more akin to public 
or media relations (even conference 
speaking).  Instead of using a discus-

sion forum to pitch your product, 
chime in on a relevant conversation, 
or start one.  By establishing and 
discussing a credible challenge or 
need for a product, the posting user 
is more credible, and the other users 
are more likely to stick around for 
the remainder of the conversation.  
Instead of pitching an REO product, 
ask about creative default manage-
ment strategies in a discussion.   As 
long as all users can derive value from 
the conversations, the prospects will 
still be within reach, and the partici-
pants will connect the discussion to 
your expertise.

Similarly, don’t just update your 
“status” with a pitch.  Rather than 
posting a line such as “seeking small 
title companies looking for cost effec-
tive fax machine repairs,” try some-
thing like “just added another client 
with five fax machines.”  People will 
get the message that you and/or your 
product are good if you are authenti-
cally busy.

And the best advice for deriving 
benefits from a site like LinkedIn?  
Use it.  A stale profile won’t win 
you many new contacts.  Learn the 
search functions.  Get involved with 
the group discussions.  And above 
all, before posting, put yourself in the 

■ Currently, there are several groups 
dedicated to title interests, including 
an ALTA group.
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shoes of the user you want to read 
your posts.  Will they derive value 
from the post even if they don’t have 
an interest in your product?

Facebook®

Similar in nature to LinkedIn, 
Facebook is being used by some title 
companies to keep in touch with real-
tors and realty prospects.  Just as with 
LinkedIn, the power of Facebook is 
derived from the breadth and depth of 
one’s network.  The site is a bit more 
consumer-friendly and a bit less B2B.  
Several title executives admit that 
they use Facebook, but more often for 
personal connections or non-business 
endeavors.  As a word of caution, if 
you are using Facebook, remember 
that, more often than not, things on 
the Web are not as secure or private as 
you might be lulled into believing.  If 
you don’t want a prospect, colleague or 
employee to know about it, don’t post 
it to your Facebook account.

What Exactly is a Twitter®?
Much of the buzz in the public rela-
tions industry has been focused on  
www.twitter.com.  Also a networking-
based site, Twitter is more of a public 
discussion forum. On Twitter, one 
connects with “followers.”  The user’s 
home page shows the latest updates 
from anyone that user is “follow-

ing.”  Although the user has a simple 
profile, there are few true “groups,” 
and the “discussion” is always limited 
to the user and his or her follow-
ers.  The user can block unwanted 
followers, maintaining some level of 
privacy.  

With Twitter, the home page of 
the user is, basically, a continuous 
chat.  The catch?  Users post updates, 
or “Tweets” of a maximum of 140 
characters, or one sentence.  So what, 
if any, business purpose could a line 
of 140 characters serve?  

Those using Twitter use it primar-
ily to make event and public relations 
announcements, enhance business 
relationships and share resources 
(through links, discussions and ques-
tions).  If you are planning to get 
involved, here are a few tips.

5. Make sure your “tweets” deliver 
information of interest and value.  
Because posts are limited, it’s 
tougher to pitch.  In addition, if a 
user doesn’t want to be pitched, he 
or she will stop following you.  So 
the “tweeter” needs to offer value 
to keep his or her “followers.”

6. “Tweets” should be updated rea-
sonably often.  There is no need to 
update 15 times a day. However, 
just like a corporate Web site’s 
news release section, you need to 
generate some activity to derive 
any value.  Even a few “Tweets” 
a week can bring results.  If you 
don’t have time to generate some-
thing incredible, links to relevant 

and useful articles or blogs will 
suffice.

7. Be authentic.  This should go 
without saying.  But if you plan to 
use Twitter to promote an upcom-
ing user group or product launch, 
keep it simple, and keep it honest.  

8. Twitter is for more than words.  
Upload photos or videos from 
your conference attendance or us-
ers group.  Many times, an image 
is a thousand times more power-
ful than the best ad copy.  If your 
booth is generating tremendous 
amounts of traffic, or has a truly 
unique element, share it.

Social media offer an intriguing and 
cost-effective option for title profes-
sionals faced with tight budgets and 
uncertain futures.  Such sites also 
offer new businesses an effective way 
to “tell their stories.”  But it is critical 
to remember that LinkedIn, Twitter 
and Facebook are not best used as 
marketplaces or “Craig’s List®” style 
advertising forums.  Instead, a public 
relations approach should rule the 
day.  Invest some time and thought 
into your approach, and get to work 
on your network.

Brian Rieger is principal of 
True Impact Communications 
and serves as a trusted 
strategic advisor to title and 
settlement services companies 

of all sizes.  His consultancy delivers a 
versatile array of cost-effective PR, marketing 
and advertising services designed for the title 
industry.  Before founding True Impact, Brian 
spent five years with October Research 
Corporation, establishing its seminars unit as 
well as building its spin-off marketing agency, 
NorthPointe Communications. For more 
information, go to  
 www.trueimpactcommunications.com, 
or call 330-348-1678.
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Back-To-Back American Business Award  
Winner in Customer Service and Support.
SoftPro has again been recognized by the American Business Awards  

for its outstanding customer service, winning the 2008 Stevie  

Award for Best Customer Service Organization.

Year after year, we continue to offer our customers the  

best product backed by the best support. SoftPro is  

#1 in closing and title software solutions and offers  

the most comprehensive product suite to help  

save you time and money.

To learn more, call us  

at 800-848-0143,   
or visit us online at  

 www.softprocorp.com. 08
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Helping Families Through 
the Ronald McDonald House 
Charities
For the last 13 years, Old Republic 
Title of St. Louis has been involved 
with the Ronald McDonald House 
Charities of St. Louis.  Besides 
being the closing and disbursing 
agent for the purchase and con-
struction of several Houses in the 
greater St. Louis area, employees 
have an ongoing relationship with 
the organization—from direct 
employee donations to preparing 
and serving meals.  For the past 
few years, the proceeds from their 
annual golf tournament and bingo 

championship have gone to benefit 
Ronald McDonald House Chari-
ties. 

The Ronald McDonald House 
provides relief for families by creat-
ing for them a warm, home-like 
environment while their children 
are undergoing treatment at nearby 
hospitals.  There are two Ronald 
McDonald Houses in the St. Louis 
area, serving families of children 
being treated at the St. Louis Chil-
dren’s Hospital and the Cardinal 
Glennon Children’s Hospital.  A 
third house is being built near St. 
John’s Mercy Hospital.

“For our employees who have 
volunteered at the House, see-
ing those sick children get up for 
‘battle’ day after day is inspiring 
because they rarely seem to lose 
hope,” said Nancy Spehr, vice 
president of marketing for Old Re-
public’s West County and Clayton 
offices and a longtime volunteer 
with the Ronald McDonald House 
Charities.  “There are times when 
it seems unbearable to go on, but 
most families say they take it one 
day at a time and try to stay posi-
tive.  This kind of attitude in the 
face of so much adversity can serve 
as a reminder to the rest of us to 
appreciate the people in our lives 
and the moments that we share.”

“Supporting the Community 
That Supports Us”
The Yavapai Title Agency in 
Prescott, Arizona, has been giving 
back to the community since the 
company opened its doors in 1963.  
The agency’s motto is:  “We believe 
in supporting the community that 
supports us.”

Hundreds of charities, school 
events and civic clubs have ben-
efitted from the agency’s financial 
contributions as well as volunteer 
time for projects like Habitat for 
Humanity.  In addition, space is 
made available in one of their office 
buildings where non-profit groups 
can meet at no charge.  

The agency also believes in 
protecting the community’s heri-

title industry gives back

Old Republic Title employees pictured above are: Annie Tubbe, Closer/West 
County Office; Lisa McCarthy, Escrow Manager/Closer, Clayton Office; Terry 

Gischer, Abstractor/Production Office; Nancy Spehr, VP Marketing/West & Clay-
ton Offices; Stephanie Epstein, Order Entry/Production Office; Barbara Brennan, 
Escrow Manager/Closer, West County Office; and Stacey Armentrout, Assistant 
Closer/West County Office.

<
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tage and is a major benefactor of 
the Sharlot Hall Museum and the 
Smoki Museum.  The museums are 
valuable resources of information 
for not only local citizens and tour-
ists, but for the countless school-
aged children who visit them on 
school field trips.  

“My husband was on the Little 
League team we sponsor from 
1976-1980.  Who would have 
known that thirty years later I’d 
be working for the company that 
sponsored his baseball team?” said 
Kaylene Vlastelich, marketing 
executive and escrow consultant for 
Yavapai Title Agency.  “We believe 
in giving back to our hometown 
community in numerous ways.  In 
doing so, we’re bound to support 
each person in our community 
through the charity or cause they 
believe in.”

Arizona Agent Finds  
‘Homebase’ in Community
Thomas Title & Escrow in 
Scottsdale, Arizona has a place 
in the community they call home 
– HomeBase Youth Services that 
is.  HomeBase is an Arizona-
based, non-profit organization 
that offers housing and support 
to homeless youth ages 21 and 
younger.  Each quarter, Thomas 
Title & Escrow President Frank 
W. Busch III and his staff visit 
the HomeBase campus in Central 
Phoenix to prepare and serve Sat-
urday morning “Rise and Shine” 
breakfast to the young residents.    

“Our goal is to provide our 
youth with necessary life skills for 
becoming self-sufficient, success-
ful young adults,” says Home-
Base President and CEO Martha 
Ostrom.  “Frank and his team do 
more than volunteer their time 
and money; our youth always 
come away inspired after inter-
acting with them.”

Thomas Title & Escrow was 
named Outstanding Agent in 
2007 by First American Title 
Insurance Company.  

Parker Kennedy Accepts  
Orange County Titan Award 
from California State University 
On behalf of First American 
Corp., Chairman and CEO 
Parker Kennedy accepted the 
prestigious Orange County Titan 
Award on February 28, 2009 
from California State University, 
Fullerton.  The Titan Award is 
presented each year to an individ-
ual or organization that has made 
a positive difference in Orange 
County.

In addition to its long-time 
support of Cal State Fullerton, 
First American supports a num-
ber of Orange County-based 
nonprofit organizations includ-
ing Goodwill of Orange County, 
Human Options, Hoag Hospital 
Foundation, Bowers Museum, the 
Pacific Chorale and the Boys and 
Girls Club of Santa Ana.

Escrow Officer Kristina Hannan of 
Thomas Title & Escrow whips up 
pancakes for Homebase youth 
residents.

<

Has Your Company 
Given Back to the 
Community?
Title News would like to hear from 
members who have helped out in 
their community. Please send an 
e-mail to ssullivan@alta.org, and 
we will follow up. 
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T
he most influential meeting of the year, 
ALTA’s Federal Conference was held March 
2-4, 2009 in Washington, D.C.  The confer-
ence is the catalyst for many important discus-
sions between title industry professionals and 

government officials who create, execute, and enforce 
the legislative, regulatory, and political issues affecting 
the title industry.

ALTA’s Lobby Day on March 4 was the industry’s 
biggest showing on Capitol Hill to date.   ALTA 
members held more than 130 meetings with members 
of Congress and their staffs to explain how the title 
industry protects homeowners and the mortgage finance 
process.   One participant volunteered that, “I never 
understood why this was important until I came here.”

Attendees also heard from a panel of House Financial 
Services Committee senior staff and Senate policy staff 
about the Republican and Democratic perspectives on 
how the financial services industry should be regulated, 
including title insurance.

ALTA hosted a reception for Representatives 
and staff and heard from Sen. Jim DeMint of South 
Carolina and Rep. Ed Royce from California. TIPAC 
donors attended an intimate dinner with Rep. Melissa 
Bean from Illinois and Rep. Joe Donnelly from Indiana.

Federal Conference attendees also heard the White 
House’s perspective on current issues impacting the 
industry from Assistant to the President Michael Barr, 
who is key architect of the President’s plans to stabilize 
the housing markets.  On the final day of the confer-
ence, the Administration released guidance for the 
Making Home Affordable program.  

Insurance regulators from Utah, Colorado and Mis-
souri explained their desire to collect detailed financial 
information from title agents and underwriters and of-
fered insight into the kind of information they will seek 
through a national data call.

Finally, HUD  representatives discussed the new 
RESPA rule and how closing providers should fill out 
the new HUD-1 settlement statement.  Please read 
the impressions of HUD’s presentation from Vickie 
Gipson of Citiwide Title & Escrow Services, LLC in 
Washington, DC.

If you missed the HUD presentation at the Federal 
Conference or need a refresher course, now you can 
go to  www.alta.org/respa to view a recorded version of 
HUD’s presentation.

ALTA Members Descend On Capitol Hill

Justin Ailes is the Director of Government Affairs 
(State) at the American Land Title Association. You 
can email Justin at jailes@alta.org or call him directly 
at 202-296-3671 Ext. 215.
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A
s a small title agency at-
tendee of the ALTA® 
2009 Federal Conference 
& Lobby Day, I have been 
asked to share my impres-

sions. The Conference focused, in 
large part, on the recent changes to 
the Real Estate Settlement Proce-
dures Act (RESPA) and the growing 
national economic crisis that has dev-
astated real estate-related industries, 
including the land title industry.

At the outset, I must applaud 
ALTA for hosting this timely event. 
The annual Federal Conference 
creates a unique opportunity for 
title industry professionals to have 
direct contact with the very govern-
ment regulators, administrators and 
legislators who make decisions that 
significantly impact the day-to-day 
operations of the land title industry. 
Hopefully, this year’s exchange has 
put a definitive face on the land title 

industry and its related concerns in a 
manner that might not have hap-
pened without such direct engage-
ment.

The Federal Conference provided 
an opportunity to learn more from 
the experts and the Department of 
Housing and Urban Development 
(HUD) RESPA Panel was one of the 
most important sessions. Everyone 
was eager to hear from the represen-
tatives of HUD’s Office of RESPA 
and Interstate Land Sales, which 
included Ivy Jackson, director; Barton 
Shapiro, deputy director; and Laura 
Turner Gipe, compliance specialist.

I would like to personally thank the 
speakers for their participation in the 
conference. They faced a sea of frustra-
tion evidenced by sharp questions 
attacking the most controversial prob-
lems anticipated by the new changes to 
RESPA and the declining economy.

As one of those frustrated audience 
participants, it is perhaps prudent to 
note that the following observations 
are made purely from the perspective 
of a small title agency overwhelmed 
by the harsh economic realities of 
a prolonged recession. Real ques-
tions remain regarding whether the 
timing of these changes may need 
to be revisited; whether some of the 
changes limit competition within 
the title insurance industry; whether 
some changes create too great a bur-
den on title companies; and whether 
the changes are being fairly applied 
across the board to lenders, real estate 
agents and title companies. The last 
thing that any business owner wants 

ALTA Federal 
Conference
A Small Agency’s Perspective
BY VICKIE  GIPSON

Bart Shapiro, Laura Gipe and Ivy Jackson 
from HUD listen to a question about RESPA

<
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or needs during economic times 
reminiscent of the Great Depression 
is a substantial change in how their 
industry operates.

The HUD representatives provided 
a detailed analysis of the changes in 
the new HUD-1 settlement state-
ment, which will be used in partner-
ship with the new GFE (Good Faith 
Estimate). They compared the old 
and new HUD-1s and pointed out 
how the new GFE is designed to 
help consumers understand the costs 
associated with the loan transaction. 
The goal appears to be increasing ac-
countability for lenders by establishing 
consequences for undisclosed, last-
minute changes in settlement costs.

A small title agency’s ability to 
compete under this new regulatory 
backdrop is questionable, as evidenced 
by concerns expressed during the 
Federal Conference regarding who 
will bear the actual financial burden of 
curing tolerance violations. Techni-
cally, it appears that under the new 
RESPA rule any costs that exceed the 
zero tolerance or ten percent toler-
ance categories would be the financial 
responsibility of the lender. However, 
what stops a lender, through a wink 

and a nod, from passing this finan-
cial burden on to title agencies as a 
requirement to keep the lender’s busi-
ness? There was some discussion of 
whether such an informal proposition 
would be a “thing of value” and, as 

such, a RESPA violation. The reality 
is that there are many agreements, 
formal and informal, that never see 
the light of day or reach the level of 
scrutiny needed to enforce RESPA. 
As a practical concern, this potential 
manipulation is very real.

Attempts have been made for more 
than two decades to change RESPA 
and it seems that HUD tried to get as 
much in as possible when it became 
clear that the Bush Administration 
was pushing for a final rule. Although 
the new RESPA changes were formu-
lated with the laudable intent that 
they would reduce costs to consumers, 
they in fact increase workload and 
potential liability for title agents. Who 
will pay for this additional work? Are 
agents expected to absorb the costs 
associated with these new time-con-
suming functions?

The problem really lies in the 
fundamental lack of understanding of 
how and what services are provided by 
the title industry; the basic difference 
between title insurance and other lines 

of insurance coverage; and the amount 
of liability carried by the individual 
title agent in handling each settle-
ment transaction. This misconception 
is routinely seen at settlements when 
cash is tight and a transaction may not 

close. The first person asked to cut 
their fees at the settlement table is the 
title agent, who often bears the most 
liability if something is not handled 
correctly, yet often makes less than ei-
ther the lender or the real estate agent.

We may not all agree on how 
to increase borrower or consumer 
protections, but everyone probably 
can agree that, especially in light 
of the high foreclosure rate, greater 
consumer protections are needed. 
The ALTA Federal Conference and 
similar ALTA programs provide a 
unique opportunity for industry pro-
fessionals to learn more about what 
is happening in the title industry and 
allows participants a forum for their 
concerns to reach the people who are 
directly impacting our industry. For 
this reason, ALTA conferences are 
important educational opportunities 
that everyone in the title industry 
should try to attend.

Old Republic’s Ron Blitenthal asks a 
question about the use of Average 
Charge during the RESPA panel

<

■ The problem really lies in the 
fundamental lack of understanding of 
how and what services are provided 
by the title industry; (and) the basic 
difference between title insurance and 
other lines of insurance coverage . . .

Vickie Gipson is the Owner of Citiwide Title & 
Escrow Services, LLC in Washington, DC
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www.24hourrecordandabstract.com

ALO Closing Services, LLC
Medford, NJ
609-440-4148 
www.aloclosingservices.com

American E-Title Corp.
Iselin, NJ
732-283-4562 
www.americantitle.com

American Residential Abstracts, 
LLC
Baltimore, MD
888-923-5559 
www.2americanresidential.com

American Surveying  
& Mapping, Inc.
Winter Park, FL
407-426-7979 

AmeriTitle
Bend, OR
541-389-7711 
www.ameri-title.com

ASAP Title Abstract, LLC
Fairfax, VA
703-928-4546 

Belle Abstract Corp.
Huntington Station, NY
631-424-2300 
www.belleabstract.com

Brad Davis
Tallassee, AL
334-283-3034 

Brookings County Abstract Co.
Brookings, SD
605-692-5724 
www.dakotaabstract.com

Capital Professional Insurance 
Managers Inc. (TIAC)
Bethesda, MD
800-628-5136 
www.cpim.com/tiac

Clear Skies Title Abstracting, LLC
Hampton, VA
757-713-3504 

Cornerstone Management 
Solutions
Rumson, NJ
877-476-2725 
www.snapclose.com

Corporate Development  
Services, Inc.
Paoli, PA
610-647-1007 
www.cdswebcentral.com

Darryl Turner Companies
Title Solutions Group
Modesto, CA
209-548-9000 x216
www.darrylturner.com
www.titlesolutionsgroup.com

Data Tree LLC
Santa Ana, CA
800-708-8463 
www.datatree.com

Details Abstracting Services, LLC
Menomonee Falls, WI
414-698-7183 

Discovery Title Services  
of Virgina, Inc.
Church Road, VA
804-590-8526 

DRN Title Search
Falmouth, KY
859-654-2890 x137

2009 ALTA 
Member Vendor 
Directory
Did you know that there are dozens of ALTA mem-
ber companies that can help your title operation 
succeed? Learn more about some of the products 
and services designed to meet your professional 
needs on the ALTA Web site.
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ESS Solutions LLC
Catonsville, MD
718-337-5455 
www.essllc.com

Extract Systems
Formerly Uclid Software
Madison, WI
608-216-7950 
www.extractsystems.com

Final Trac, LLC
Hartford, CT
860-236-8886 

First American Title (Br)
National Commercial Division
Boston, MA
617-772-9262 
www.firstam.com

First American Title  
Insurance Company
Santa Ana, CA
714-250-3000 
www.firstam.com

First American Title  
Insurance Company
Order Fulfillment Solutions
Irvine, CA
714-250-1711 
www.firstam.com

Gatorsystems
Pittsburgh, PA
412-261-4791 x1040
www.gatorsystems.com

Granite Software, Inc.
Burbank, CA
818-252-1956 
www.iclosingsdirect.com

hal Systems Corporation
Dallas, TX
214-691-4700 
www.halfile.com

Hardin County Abstract Company
Elizabethtown, IL
618-287-7944 
www.hardincountyil.com

High Plains Land & Title
Dodge City, KS
620-225-6574 

Guaranty Bank -  
Title & Exchange Banking
Houston, TX
713-890-8876 
www.guarantybank.com

Land Title And Escrow, Inc.
Burley, ID
208-878-3524 
www.landtitleandescrow.com

LandAmerica (Br)
Illinois Agency Office
Chicago, IL
312-558-5445 
www.landam.com

Landtech Data Corp.
Royal Palm Beach, FL
561-790-1265 
www.landtechdata.com

Legal Title & Closing, LLC
Tampa, FL
813-258-6343 

Lincoln Data, Inc.
Spokane, WA
509-466-1744 
www.lincolndata.com

Disbursa LLC
Chesterfield, MO
314-721-0188 

Marshall County Title Company
Lacon, IL
309-246-2513 

MKAssociates - Nationwide Land 
Survey Coordination
Warrenton, VA
540-428-3550 
www.mkassociates.com

Monroe Title Insurance Corp.
Rochester, NY
585-232-2070 
www.monroetitle.com

Nelson County Abstract, Inc.
Lakota, ND
701-247-2221 

North American Title Company
Miami, FL
305-229-6517 
www.nat.com

Park Avenue Abstract Corp.
Monroe, LA
318-343-5999 

International Land  
Systems (ILS), Inc.
Silver Spring, MD
301-587-7531 
www.landsystems.com

Portfolio Title Company, LLC
Chicago, IL
312-334-7912 

Pottawatomie County Abstract Co.
Westmoreland, KS
785-457-3441 
www.pottcoabstract.com

Property Fraud Prevention, LLC
Grand Rapids, MN
218-244-5207 

RamQuest Software, Inc.
Plano, TX
800-542-5503 
www.ramquest.com

RBJ Software, Inc.
Monrovia, CA
626-357-9725 
www.rbj.com

Realty Data Corp.
Westbury, NY
516-877-8715 
www.realtydata.com

Reliant Title
Virginia Beach, VA
757-493-7600 
www.relianttitle.com

Rels Title
Bloomington, MN
952-876-4320 
www.rels.info

reQuire, LLC
Virginia Beach, VA
757-552-0306 
www.titletracking.com

Salient Business Solution
New York, NY
212-488-5591 
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Scott County Abstract  
and Title, Inc.
Shakopee, MN
952-445-6246 
www.scottcountyabstract.com

Signature Information  
Solutions LLC
Home of Charles Jones & Data Trace 
NJ/PA
Trenton, NJ
609-538-1000 
www.signatureinfo.com

Silver Bay Systems, Inc.
Eagle River, WI
715-479-3044 
www.correctdraw.com
www.silverbaysystems.com

SoftPro
Raleigh, NC
919-829-1122 
www.softprocorp.com

Southern Title Insurance Corp. (Br)
Knoxville, TN
800-505-7842 
www.southerntitle.com

Statewide Title, Inc.
Salisbury, NC
704-637-1027 
www.statewidetitle.com

T.C. Associates, Inc.
Upper Marlboro, MD
301-952-1588 

TDK Title National Title Service
Minneapolis, MN
612-886-2957 
www.tdktitle.com

The Jones Abstract & Title 
Company, Inc. (Br)
Indianapolis, IN
317-578-1948 
www.jonesabstract.com

The Rockridge Group, Ltd.
Woodstock, IL
815-338-3320 

White and Williams, LLP
Philadelphia, PA
215-864-7190 
www.whiteandwilliams.com

Title Centers of America, LLC
Crossville, TN
931-456-8488 
www.titlecenters.com

Title Marketing That Works
Waldorf, MD
301-638-4755 

TitlePro
Lancaster, PA
717-898-4800 
www.go-titlepro.com

Titles of Dakota, Inc.
Fort Pierre, SD
605-223-2727 

TitleSCAN Systems
Sudbury, MA
978-443-5143 
www.titlescan.com

TitleSoft, Inc.
Maitland, FL
407-622-5033 
www.titlesoft.com

TSS Software Corporation
Annapolis, MD
443-321-5600 
www.iwantTSS.com

Turner Land Title & Escrow 
Services, LLC
Benton, KY
270-252-1266 

U.S. Property & Appraisal  
Services Corp.
Bridgeville, PA
412-220-8410 

Ultima Corporation
Hardy, AR
870-856-1234 
www.ultima.com

US Land Title LLC
A Georgia Limited Liability Company
Atlanta, GA
770-977-0933 x103
www.uslandtitle.com

USA Digital Solutions, Inc.
Phoenix, AZ
602-866-8199 
www.digisolaz.com

Waushara Abstract Corporation
Wautoma, WI
920-787-2524 
wausharaabstract.com

West Central Indexing, LLC
Alexandria, MN
320-763-7019 
www.westcentralindexing.com

Windward Consulting/Software
Waunakee, WI
608-850-5170
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TIPAC 2009 contributors

TIPAC would like to thank all our 2009 Club 
Level Contributors. Thanks to you we are 
well on our way to reaching our $250,000 
goal. Thank you!

Diamond Club Members 
$5,000
Christopher Abbinante 
Fidelity National Financial Group, Inc.

Anne Anastasi 
Genesis Abstract Inc.

Mark Bilbrey 
Old Republic National Title Insurance Company

Jack Hosking 
First Nebraska Title

Donald Kennedy 
First American Title Insurance Company

Mike Pryor 
Lenders Title Company

Kurt Pfotenhauer 
American Land Title Association

Emerald Club Members 
$2,500-$4,999
Pamela Day 
Day Title Services, LC

Diane Evans 
Land Title Guarantee Company

Dennis Gilmore 
First American Corporation

John Hollenbeck 
First American Title Insurance Company

Steven Napolitano 
First American Title Insurance Company

Frank Pellegrini 
Prairie Title Services, Inc.

Platinum Club Members 
$1,000-$2,499  
Marty Askins 
Stephens County Abstract Company

J. Herschel Beard 
Marshall County Abstract Co.

Rick Beeson 
Brandt & Beeson, PC

Terry Bryan 
First American Title Insurance Company

Robert Burgess 
Chicago Title Insurance Company

Diane Calloway 
Specialized Title Services, Inc.

Cara Detring 
Preferred Land Title Company

Matthew Filpi 
PeirsonPatterson, LLP

William Fitzgerald 
Independence Title Company

Blake Hanby 
Waco Title Company

Curt Johnson 
First American Title Insurance Company

Kay Keller 
Trail County Abstract Company

Gary Kermott 
First American Title Insurance Company

Michelle Korsmo 
American Land Title Association

Gregory Kosin 
Greater Illinois Title Company

Andy Maloney 
Nashville Title Insurance Corporation

Malcolm Morris 
Stewart Title Guaranty Company

Michael Nichols 
The Jones Abstract & Title Company

Diana Nichols 
Nichols & Associates

Jack Rattikin 
Rattikin Title Company

Joshua Reisetter 
Dakota Abstract & Title Company

Theodore Rogers 
The Security Title Guarantee  
Corporation of Baltimore

Bill Ronhaar 
Land Title & Escrow Company

John Voso 
Old Republic National Title Insurance Company

Tony Winczewski 
Commercial Partners Title, LLC

Mark Winter 
Stewart Title Guaranty Company

Rande Yeager 
Old Republic National Title Insurance Company

Gold Club Members 
$500-$999
Justin Ailes 
American Land Title Association

John Korsmo 
Korsmo Consulting Services

Deborah Lewis 
Taylor Abstract & Title Company, Inc.

Alyssa Marois 
American Land Title Association

Robert Ptolemy 
Colorado Land Title Company

Andree Ranft 
First American Title Insurance Company

Tracy Row 
Claremore Abstract & Guaranty Company

James Smyithe 
Title & Abstract Inc.

Donna Stevenson 
Northwest Title 

J. Scott Stevenson 
Northwest Title

Barbara Warren 
Conway Title Services

Silver Club Members 
$250-$499 
Kenneth Aalseth 
First American Title Insurance Company

Wade Beard 
Marshall County Abstract Company

Roger Bell 
The Security Abstract & Title Company, Inc.

Dwight Bickel 
LandAmerica Financial Group, Inc.

James Bondurant 
Tennessee Valley Title Insurance Co.
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TIPAC 2009 contributors

Chris Bramwell 
First American Title Insurance Company

Marie Byrne 
Sapphire Title & Settlement Agency Ltd.

Christopher Condie 
ATGF Company

Jeffrey Danielson 
Kandiyohi Abstract & Title Co.

Tami Demers 
Johns & Lee Real Estate

L.D. Estes, Jr. 
Southwest Title Company

Tim Evans 
Evans Title Agency, Inc.

Nancy Farrell 
Venture Title Agency, Inc.

Beau Fast 
Lenders Title Company

Alison Gareffa 
KasparNet, Inc.

Leslie Godec 
First American Title Insurance Company

Miriam Hankins 
American Land Title Association

Catherine Harold 
American Land Title Association

Craig Haskins 
Knight-Barry Title, Inc.

Cornelia Horner 
American Land Title Association

Jim Johnson 
LandAmerica Financial Group, Inc.

Amy Kaspar 
KasparNet, Inc.

Sue Loggains 
Adams Abstract Company, Inc.

Michael Lorber 
Nova Title Agency Inc.

Margaret Palmes 
TRN Abstract & Title 

Kelly Romeo 
American Land Title Association

TIPAC would also like to thank 
the following State Associations 
for their generous contributions:

Oregon Land Title Association
Wyoming Land Title Association

In Memoriam Michael Paul Reisetter
Michael Paul Reisetter, a longtime TIPAC board member, passed away on 
Thursday, March 19, 2009, at Centennial Cottage, Sioux Falls, South Dakota.

Reisetter was president of Dakota Abstract and Title Company, which 
he founded in 1980. He stepped down as president this year and his 
son, Joshua, took over the helm. He continued to work for the company 
up until just weeks before his passing.

Reisetter is remembered as serving ALTA in many capacities during 
his career.  He was TIPAC board member emeritus, TIAC chairman, and 
served on numerous committees including Research, Government Af-
fairs, Membership & Organization.  He also was an active participant in 
ALTA’s Federal Conference and Annual Convention meetings.  He was 
always a calm and guiding presence who worked behind the scenes to 
provide many quiet solutions and directions which benefited the entire 
industry.

In his home state, Reisetter served two terms as president of the 
South Dakota Land Title Association.  He was secretary treasurer of the 
Friends of Brookings Baseball for 12 years; a member of the Elks and Rotary clubs; board member of the 
Brookings Area Development Corporation; and a member of First Lutheran Church, where he served on the 
church council and taught Sunday school.  

Reisetter graduated from Luther College in Decorah, Iowa, in 1965 with a bachelor’s degree in classical 
languages. He went on to attend Luther Theological Seminary in St. Paul, Minnesota.  He served as assis-
tant pastor at Faith Lutheran Church in Coon Rapids, Minnesota from 1969 to 1973.
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Member News

ROBERT GALPERIN JOINS  
ALLIANT NATIONAL TITLE

Robert Galperin, Esq. 
joined Colorado-based 
Alliant National Title Insur-
ance Company (formerly 
Agents Title Insurance 
Company) as vice presi-

dent and Texas underwriting counsel, 
and will assist independent agents with 
their closing and examination needs.  
Galperin has 25 years’ experience 
in the title insurance business, with 
expertise in handling multi-state claims 
and underwriting of routine, complex 
and high-liability title and lending trans-
actions.

New Members

ALABAMA
Brad Davis
Tallassee
Tracey Buckingham
Auburn

ALASKA
Todd J. Timmermans
Anchorage

ARKANSAS

Lisa M. Dunlap
PrestoTitle Services, LLC
Jacksonville

DISTRICT OF COLUMBIA

Jennifer M. Marmer
Abstract Solutions, Inc.
Washington

FLORIDA

Sara Starr
Brownstone Title Services, LLC
Orlando

Isabel Rodriguez Saguar
First Choice Title Associates, Inc.
Miami

Krista Hasselbring
Florida Regional Title Services, LLC
Sarasota

Fredrick G. Garvett, Esq.
Grouper Title, LLC
Miami

William McAlduff
Island Search + Abstract, LLC
Treasure Island

Jonathan C. Bettner
New Urban Title & Escrow, Inc.
Delray Beach

IDAHO

Alicia D. Holmes
Community Title, LLC
Bonners Ferry

ILLINOIS

Jacquelyn Sneed
First Court House Title & Escrow, Inc.
Kankakee

INDIANA

M. Morrill M. Morrison
Morrison’s Abstract & Title Co.
Frankfort

Jeffrey A. Bosse
Regional Title Services, LLC
Evansville

KENTUCKY

Wendy Holt
Holt Title Search
Princeton

Jason Kron
Liberty Title Services, LLP
Owensboro

LOUISIANA

Jules A. Carville, III
Carville Law Firm
La Place

LOUISIANA CONT.

Carlton L. Parhms
Parhms Title Insurance Agency
Monroe

Derek Prentice
The Prentice Firm
Houma
Tiffany C. Bonin
Lafayette

MARYLAND 

James W. Clark
Acacia Abstract and Research 
Company
Annapolis

Dorothy Kiser
Beach to Bay Title & Abstract LLC
Ocean City

Gary Gamber
Carroll Real Estate Title Services, Inc.
Reisterstown

Karin Ordonez
Chesapeake Abstract Company
Annapolis

Terry A. Berkeridge
Express Title Solutions, Inc.
Bel Air

Jacob Blank
International Title & Escrow, LLC
Baltimore

Derek M. Massey, Esq.
Mid-Atlantic Settlement Services
Hunt Valley

Patricia D. Heyman
PDH Abstracts, Inc.
Owings Mills
Thomas Mulford Jr.
Lutherville

MASSACHUSETTS

Holly Rogers
HLR Inc.
West Barnstable

Lynn O’Connell
Lynn Gustin-O’Connell
Woburn

MICHIGAN

Suzette Biela
Biela Title Services, LLC
Ida
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department jump

2009 Annual Convention
October 21-24, 2009 • The Breakers, Palm Beach, FL

www.alta.org/meetings/annual

ALTA
General Session Speaker
Hernando de Soto

Effective Business Training

CE/CLE Credits

Industry Leaders

Latest Title Trends

Exhibit Showcase

Networking Events
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MINNESOTA

DeDe Schoepke
Title Specialists, Inc.
Saint Michael

MISSOURI

Deeanna McDaniel
Complete Title Services of  
SW Missouri, LLC
Joplin

Tatum G. Walker
T & M Title Company
Hermitage

NEW JERSEY

Hyo J. Lee
Blueland Title Agency, Inc.
Englewood Cliffs

Shirley Grasso
World Title Agency, LLC
Hammonton

NEW YORK  

Wayne F. Schutt, II
Halo Information Services, Inc.
Cicero

Rajan Patel
Metro NY Abstract, LLC
Chestnut Ridge

George Wood
Pioneer Abstract Corp.
Rochester

Orlando Marrazzo, Jr.
Sovereign Abstract Corp.
Staten Island

Rosemarie Kluepfel
Title Advice Services, Inc.
Huntington Bay

NORTH CAROLINA

Monica Kienel
Atlantic Title Agency, LLC
Wilmington

James B. Seagraves, Jr.
USA Real Estate  
Information Services, LLC
Belmont

OHIO

Qun Gwen Chen
Ace Title, LLC
Twinsburg

David C. Jones
Angler Examinations, LLC
Kettering

Loretta B. Cain
Cain Abstracting, Inc.
Westlake

Lance D. Gill
Clear Title Solutions, Inc.
Uniontown
Dawn M. Scali
New Marshfield

Dennis L. O’Brien
Lakeside Title & Escrow
Independence

Ivan H. Wolpaw
Title Research Services, LLC
Cleveland

Felicia Maiorca
Triton Title Services, LLC
Elyria

OKLAHOMA

Craig Key
Land Run Abstract Company, Inc.
Chandler

PENNSYLVANIA

Julie Hiestand
Executive Settlement Providers, LP
Bryn Mawr

Linda Easten
First Choice Settlement Agency, LLC
Harrisburg

William J. Young
Home Settlement Services
Allentown

Carole A. Ritorto
Penn Suburban Abstract
Cranberry Township

Sheel Motiwala
Universal Settlement Services, LLC
Clifton Heights

TENNESSEE

Becky Dolberry
Dolberry Abstracting
Ooltewah
Richard F. Knapp
Crab Orchard

Gail C. Victory
Victory Title & Escrow, LLC
Smyrna

TEXAS

Shephia Waldon
Urban Title, LLC
Dallas

VIRGINIA

April Creed
1st Fidelity Title Co. Inc.
Virginia Beach

Hemant Naphade
American Homeland Title, LLC
Glen Allen

Mike G. Sweeney
Chesapeake Title Insurance, LLC
Chesapeake

Lisa K. Nichols
Emerald Title + Settlement Services
Gainesville

Jeong-Soo Kim
Joystone Title & Escrow, Inc.
Annandale

Keith G. Lanyi
KAML
Virginia Beach

Lisa Bosley
L. Bosley Abstracts
Virginia Beach

David Breen
Lake James Title Co., LLC
Newport News

Gina M. Burgin
Meridian Title and  
Settlement Services, LLC
Richmond

Jerry R. Morgan
Morgan Abstracting, LLC
Newport News
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VIRGINIA CONT.

Juan F. Velasquez
National Title & Escrow, LLC
Alexandria

Connie Smith
Paramount Settlement Services, Inc.
Fredericksburg
Robert C. Lupton
Richmond
Robin Evans
Richmond

Henry J. Wilewski
Trinity Title Abstractors, Inc.
Fredericksburg

Cynthia K. McGraw
Volunteer Title, LLC
Roanoke

Lawrence Sidebottom
Williamsburg Paralegal Inc.
Williamsburg

WISCONSIN

Susan M. Mueller
Midwest Abstracting Services, LLC
Salem

Associate Members

COLORADO

Peter Duffy
eRecording Partners Network
Lakewood

NEBRASKA
Joseph W. McNamara, Jr.
Omaha

TENNESSEE
Russell J. McCann
Brentwood

VIRGINIA

Pandora N. Wenner
Alliance Bank
Chantilly

Marketplace
Situations wanted or help wanted 
ads are $80 for the first 50 words, $1 
for each additional word, 130 words 
maximum. Insertion rate drops to $70 
for first 50 words for three or more 
consecutive placements. For sale or 
wanted to buy ads are $250 for 50 
words, $1 for each additional word, 
130 words maximum. Insertion rate 
drops to $225 for 50 words for three or 
more consecutive placements. Placing 
a box around an ad costs an extra $20 
for help wanted or situations wanted, 
$50 for sale or wanted to buy. Blind-
box service available upon request.

To place a classified ad in Marketplace, 
send ad copy and check made payable 
to ALTA to: 
Title News Marketplace 
ALTA, 1828 L Street, N.W., Suite 705,  
Washington, DC 20036.
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the last word

I
s it the perfect storm?  A $3.8 trillion mortgage market in 2003 has been 
reduced to $1.7 trillion in 2008.  The existing housing inventory stands at 3.6 
million units.  Five-point-four million mortgages are delinquent.  Meanwhile, 
giants of the mortgage lending industry have been swept under as the govern-
ment has taken over the GSEs. Mortgage instruments have been reduced to 

scrap paper.  Unemployment stands at 8.1 percent nationally and depressed areas 
much higher.  Automotive manufacturing icons are begging for billions.  Trillions of 
dollars in government stimulus payments and acid asset purchases will ultimately be 
charged back to the taxpayers.  Need I go on?

Nowadays, everyone has their hand out and even if they don’t the government 
wants to paste it with green.  Friends of mine in the banking business talk about 
government pressure to take federal payments.  I met a man at a hotdog stand in 
Florida who told me his daughter runs a state jobs program.  The federal govern-
ment sent her millions of dollars in aid.  When she told the Feds that they didn’t 
need the money, they responded that they didn’t care.  The orders were to “disburse 
quickly!”  It appears that we have elected a Congress and Administration that is hell 
bent on spending us into oblivion while absolving us of all responsibility for our poor judgment.  Is this any way to 
learn? 

Ninety-two percent of Americans that have mortgages are making their payments on time.  Better than 92 percent 
of employable Americans have jobs.  We are generous and forgiving people.  Americans care about the health and 
welfare of others.  Regardless of what our current Administration says, we have the greatest healthcare system in the 
world.  Our military is unsurpassed and protects the freedoms that generations have fought to secure.  While not 
perfect, our judicial system maintains our rights with greater certainty than any other system in the world.  We place 
a premium on education.  Innovation and creativity are alive and well in the United States. Opportunities abound.  
Why are these things true?

Because the vast majority of the citizens of the United States can accept responsibility for their own actions.  They 
don’t need the government’s absolution.  Our country enjoys the highest standard of living in the world.  Why?  The 
free enterprise system.  Ronald Reagan proved the resiliency of our capitalist system after years of poor administration.  
The early 80s proved to be difficult for most industries.  The title industry was no exception.  Many of us remember 
17 and 18 percent interest rates, the FTC and the Savings and Loan debacle.  But guess what?  We’re still here. Guess 
what else?  No policyholder ever suffered a loss because of an insolvent title insurer.  Our industry has stepped up time 
and time again to rescue one of our own.  It happened this year and I would bet it will happen again.  Why?

Our industry, our companies and our people accept their responsibilities.  Sometimes we have to take our medicine.  
That comes with the territory.  In America, we have the right to fail, to pick ourselves up, dust ourselves off and try it 
again.  We keep trying until we get it right.  Kudos to the companies that have faltered and made corrections.  Their 
endeavors have provided the strength that we currently need to persevere.  Through each of these cycles, we learn 
something of value.  We learn from our mistakes.  I am confident that through the current calamity we will emerge a 
stronger industry and people.

Strength Emerging

Rande Yeager 
President & CEO 
Old Republic National Title Insurance Company



Sale! Title Triumph® Board Game Package
Title News Reader Special!

Sale ends June 30, 2009 – Order today to take advantage of this special pricing!

www.alta.org/lti/tnspecial

Buy Level One and Get Level Two Free!
Bonus!  4 Award Medals & Blank Game Cards for Customization

Sale Pricing      ALTA Member  Non-member 
Title Triumph Board Game Package            $160         $240       
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What is Title Triumph?
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Complete it and fax or mail with payment to ALTA’s Land Title Institute, Inc.  ♦
Call LTI directly and provide credit card payment  ♦
Title Triumph sale orders will not be honored if purchase is made via the ALTA Store on the Internet –   ♦
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