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April 27-29

Oklahoma
Tennessee
California, Hawaii,
Nevada

May 1-4

Palmetto
(South Carolina)
New Mexico
Iowa

May 3-5
May 4-6
June 1-4
June 5-7
June 5-8
June 8-10
June 12-15
June 12-13
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A MESSAGE FROM THE PRES IDENT

point of view

Crisis Management
vs. Paradigm Shift

O

ver the years our industry has reacted effectively to the crises we have faced:
media criticism, regulatory scrutiny, RESPA reform, mortgage impairment
products, bank powers.
Today, because of the turmoil in the credit markets, the title industry is
not the enemy in the eyes of media, legislative, and regulatory critics. We
don’t have an immediate crisis to react to, so we can go back to work and wait for the
next crisis, right? WRONG!
Now is the time to be proactive; a paradigm shift, perhaps, for our industry. Let’s
mobilize our efforts and visit with our state regulators and promote the valuable services we provide.
Many state and federal legislators and regulators, as well as the presidential candidates, are calling for more
transparency in the mortgage process. How can we help them? We are involved in virtually every mortgage
loan made in the United States. There is an additional role for us somewhere here, and as an industry we
have to be willing to consider a paradigm shift.
Wouldn’t it be nice, in the future, to be viewed as an indispensable component to the real estate process? An industry lauded for its efforts to promote and protect the interests of consumers?
Our new CEO, Kurt Pfotenhauer, has some interesting ideas in this area, and I’ve asked him to convene a working group consisting of members from both the Agent and Underwriters Sections.
Recognizing the value of Membership
We have 3,200 members. That sounds good until you realize that, conservatively, there are an estimated
20,000 companies engaged in our business. Why are less than 20 percent members? What do we need to
do to retain our 3,200 members and appeal to the others?
Our members see the value in our advocacy efforts, access to education, ALTA-adopted forms,
networking opportunities, and conventions. Non-members either get these benefits without being a
member (advocacy, forms) or look elsewhere for the service (education, networking, conventions).
That needs to change. Our goal should be 100 percent membership; any company engaged in our business should be a member of ALTA. Does that sound unrealistic? Consider the Realtors®; to be called a
Realtor® you have to be a member of NAR. Consider the homebuilders; approximately 90 percent are
members of NAHB. The goal may be high, but not unachievable. Besides, it’s time to unburden the few
who are supporting the many. Both NAR and NAHB have close affiliations with their state associations.
Our industry will be stronger when ALTA and our state associations work more closely together.
What can we do to attract significantly more members? We need to make it meaningful to be a “member
in good standing” of ALTA. Just as most people would not buy or sell their home without a licensed
Realtor®, parties to a real estate transaction should not use a company that is not a member in good
standing of ALTA.
– Gary L. Kermott
www.alta.org > March/April 2008 > Title News 3
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Adobe Acrobat Executive to
Speak at ALTA Tech Forum
Chip Greenlee III,
director, financial
services industries
for Adobe Systems Inc. will be
the General Session
speaker during ALTA’s
Tech Forum, April 13-15 at
the Mandalay Bay Resort in
Las Vegas.
The Adobe PDF format
has become one of the
most ubiquitous file formats
since its release into the
business marketplace.
Greenlee will talk about
significant advances and
new applications of PDF
and related technologies.
Financial services firms
around the world are using

the new PDF and
forms technologies to improve
customer engagement and service
levels, streamline
and automate business processes, offer new
services to customers,
and improve operational
efficiency.
See page 22 in this issue
of Title News for information on the educational
sessions during the Tech
Forum. To learn more
about the Tech Forum and
to register, go to ALTA’s
home page and look for
the Meetings box on the
right-hand side.

ALTA to Offer CE/CLE
Credits at Meetings
Beginning with the ALTA
Federal Conference this
March in Washington, DC,
ALTA will begin offering CE/
CLE credits for sessions
during the meeting. Plans
are underway to offer CE/
CLE credits during the
Tech Forum and Annual
Convention as well. Look
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for information on this new
member benefit in the
brochures for each convention. For more information,
contact Kevin Russell at
kevin_russell@alta.org or
800-787-2582 ext. 232.

LTI Videos Available
at Half Price
LTI is discontinuing the VHS format and, as a result, all
VHS educational videos have been significantly reduced
through April 21, 2008. Save money and stock up now
while supplies last! This sale is applicable only to VHS
purchases and is not available in CD-ROM/DVD format.
Titles Available

Member

Non-Mbr

The Principles of Title Searching

$23

$38

The Need for Land Title Services

$23

$38

Claims Awareness

$23

$38

Effective Employee Training for
Different Size Offices

$18

$33

This Land Is My Land, That Land
Is Your Land*

$70

$95

Behind the Scenes: A Look at the
Settlement Process*

$33

$48

Closing Real Estate Transactions: $33
Problem Solving HUD-1*
*Includes workbooks and printed materials.

$48

To purchase the VHS tapes at 50% off, please send a
check payable to The Land Title Institute, Inc. Indicate
which videos you are purchasing and where to mail them.
Mail your check to: The Land Title Institute, Inc.
1828 L Street, NW, Ste. 705 Washington, DC 20036
Or, call Kevin Russell,
800-787-2582 ext. 232
to purchase using a credit
card. Sale orders are not
available via the Internet/
ALTA Store.
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More and More Adopt
Principles of Fair Conduct
ALTA members have responded very favorably to
adopting the Principles of
Fair Conduct, part of the
larger Title Industry Consumer Initiative, launched
last fall in response to the
2007 GAO report on the
industry.
The list of companies
and state land title associations who have pledged

to adopt the Principles of
Fair Conduct grows every
day. You can find a list of
the companies who have
adopted the Principles on
ALTA’s Web site.
Has your company adopted the Principles yet?
If so, send an e-mail to Ed
Miller at ed@alta.org to be
listed with your peers on
the ALTA Web site.

TIPAC Reaches for “The Stars“
You may have thought
the Title Industry Political Action Committee
(TIPAC) only reached out
to those in Washington,
DC, but TIPAC reaches
for “The STARS” as well.
“The STARS” are you,
the members of the American Land Title Association.
One hundred years strong
and combating the forces
around us – RESPA Reform,
predatory lending, class
action suits, HUD investigations and the list goes on . . .
We are an organization
3,200 members strong.
In 2007, 507 of ALTA’s
members contributed over
$148,000 to TIPAC. That
amounts to under 20% of
the title professionals belonging to ALTA contributing
approximately $292 per
“STAR.”

Why don’t
we have 3,200
“STARS?” If we
did, with a $300
contribution,
we would raise
$960,000. Wow!
A 2008 TIPAC
Goal of $200,000, which
is a mere shadow of the
above figure, has been set.
You can contact John Voso,
TIPAC Chair, at jvoso@
oldrepublictitle.com or cell
(216) 408-8866 if you would
like to provide comments
or suggestions regarding
TIPAC. Visit our web site
at www.alta.org/TIPAC or
contact Charlene Nieman at
1-800-787-2582 ext. 233
or charlene@alta.org for
more information on TIPAC.
Thank you in advance to
the “TheSTARS” of 2008.

Resources Available
to Help You
ALTA has a variety of
resources and research
to help you in your business. Educational videos,
online courses, marketing
brochures, surveys and
more are featured in the
new ALTA Resource Guide.
Here is a sample of the
benefits we offer:
• The Abstracter and Title

Agent Annual Operations Survey – This timely
report includes information on staffing and types
of business activities
as well as a breakdown
of average median
revenues, operating expenses, personnel lists,
salaries by position, and
other operating statistics.

• Title 101 On Line Course

– Technically called Correspondence Course I,
this on line course offers
a basic understanding of
the title industry and its
industry-specific terminology. Perfect for new
employees. After you
have completed Course
I, challenge yourself to
the advanced Course II.
A hard copy of the ALTA
Resource Guide was
mailed to all members. If
you did not receive a copy,
you can send an e-mail to
service@alta.org, or access the Resource Guide
on the ALTA Web site
under “Publications and
Products.”

• Title Insurance Regula-

tor Survey – This is a
must-have for every title
office, law firm and
closing company. The
survey contains all the
pertinent information
on how the title busiRe so uR ce
ness is conducted
Gu id e
in each state. The
survey is currently
being updated to
include 2006-2007
information and will
be released in early
Spring.

ALTA

American Land Title
Association
&
The Land Title Institut
e, Inc.
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The 2008 Washington
Legislative/Regulatory
Forecast
With national attention turning to the
elections, will Congress and federal
agencies consider and take action on
legislation affecting the land title and
real estate industries? We summarize
issues that could be considered and
prognosticate on which ones will
receive attention in Washington.
Election-year Politics Dominate Washington

Congress returned in January to a glimmer of hope with Congress and the Administration agreeing to an economic stimulus package. Two provisions to assist the housing industry were included in the final bill. They would authorize
a temporary increase in the loan limits for GSE and FHA conforming loans to
$729,750 or 120 percent above the median home price in high-cost areas. >>

by Edward C. Miller
6 Title News > March/April 2008 > www.alta.org

cover story
The final year of any administration becomes a time when regulators
step up their activity to help build
their president’s “legacy.” Issues
that were not addressed legislatively
may be handled through regulatory
intervention. RESPA reform is one
example of that activism.

The Real Estate Industry—
What Can We Expect?

RESPA Reform
The Department of Housing and
Urban Development (HUD) proposed RESPA reform rule should be
open for comments by publication of
this article. The following information is based on intelligence gathered
before the proposal was publicized.
The rule attempts to standardize
the Good Faith Estimate (GFE)
and enhance loan-term disclosure.
It would do so by including better
disclosure of adjustable rate mortgage costs, yield spread premium
payments, prepayment penalties, and
balloon payments. Title costs would
be summarized on the GFE in two
places—one for lender required

n There will be fewer legislative days
in the session to accomplish the congressional agenda.
The congressional schedule is
limited this year by primary election
dates and the national party conventions. So there will be fewer legislative days in the session to accomplish
the congressional agenda. Beyond
appropriations and a few major bills,
little is expected to be completed.
8 Title News > March/April 2008 > www.alta.org

lender’s title insurance and another
for optional owner’s title insurance. Certain lender charges (service
charge, government recording and
transfer charges, interest rate lock
charge) could not change at closing.
Other required service costs, including the lender’s title policy if the

<

We can expect continued partisan
bickering on most issues, and great
difficulty in moving legislation.
The presidential and congressional
elections have increased partisan
differences in both the House and
Senate. Because of its tighter rules,
the House continues to consider and
pass legislation, while the Senate
remains the resting place for many
initiatives. With only a slim majority, and the need to gather sixty
votes to pass virtually any important
legislation, Democrats have had a
hard time getting to the finish line.
Congress must pass annual budget
and appropriations bills for next
year. Fiscal year 2009 begins on
October first. Congress did not
complete FY 2008 appropriations
until just before adjourning for the
holidays in late December. Last year
Republicans and the Bush Administration were successful in blocking
many Democratic spending priorities
by remaining united in the Senate
and issuing presidential veto threats.
We can expect similar tactics this
year.

RESPA reform has been a hot topic
for the last several years. Gary
Cunningham from HUD addressed
the attendees of last year’s Federal
Conference with an update. Look
for another senior HUD official at
this year’s Federal Conference.

title insurer is chosen by the lender,
could only vary by 10 percent from
the GFE at closing. If the consumer
chooses the title insurer, changes in
these costs are not limited.
The rule will propose an addendum to the HUD-1 settlement
statement called the “closing script,”
that would be read to the borrower
by the settlement agent at closing,
and provided to the borrower. This
would compare actual charges to
estimated charges and describe the
loan terms in detail to the borrower.
ALTA submitted comments to
HUD on the proposal (Available at
www.alta.org).
HUD will also seek legislative
changes related to RESPA reform.
It seeks the authority to impose civil
monetary penalties for violations of
certain RESPA sections, and HUD
and state regulatory authority to seek
injunctive and equitable relief for
RESPA violations. It would also re-

cover story
quire delivery of the HUD-1 to the
borrower three days prior to closing and would establish a uniform
statute of limitations applicable to
governmental and private actions
under RESPA. Any ensuing legislation could serve as a vehicle for
ALTA to seek a competitor’s private
right of action for injunctive relief.

Housing Finance Reform
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Senate Banking Chairman
Chris Dodd (D-CT)

<

Continuing mortgage problems
may force Congress to take some
concrete action to address subprime
lending issues and foreclosures. Several proposals have been introduced.
They include mortgage reform
and predatory lending legislation,
bankruptcy code changes, FHA
program reforms, and a new regulatory scheme for the Government
Sponsored Enterprises (GSEs—
FannieMae, FreddieMac, and the
Federal Home Loan Banks).
The House passed H.R. 3915,
the Mortgage Reform and AntiPredatory Lending Act, on November 15, 2007. This comprehensive
legislation will create a licensing
system for residential mortgage loan
originators, establish a minimum
standard requiring that borrowers
have a reasonable ability to repay a
loan, and will attach a limited liability to secondary market securitizers.
The legislation will also expand and
enhance consumer protections for
“high-cost loans,” include protections for renters of foreclosed homes,
and establish an Office of Housing
Counseling through the Department
of Housing and Urban Development.
The bill does not create any new
title industry requirements and does
not include title charges in the determination of high-cost loans. ALTA
will continue to monitor the legisla-

tion to ensure it is not amended to
add any title licensing or regulatory
burdens.
Senate Banking Chairman Chris
Dodd (D-CT) floated draft mortgage reform legislation in November
that would impose tougher requirements on lenders and increased
liability on secondary mortgage
portfolio buyers. It would ban yield
spread premiums and prepayment
penalties and impose suitability
standards on mortgage originators
when presenting options to prospective borrowers. Chairman Dodd is
expected to become more active on
these issues, now that he has abandoned his run for the White House.
Controversial bills to amend the
bankruptcy code are receiving attention by Congress. The legislation
would allow bankruptcy judges to
alter loan terms to reduce the primary mortgage balance owed by the
borrower with a “cramdown” of the
mortgage loan balance. Lenders oppose these bills as judicially imposed
contractual amendments that could
limit mortgage money made available by securitization of loans. The
cramdown was eliminated in bankruptcy reform legislation enacted in
1994.
Both the Senate and House have
passed versions of legislation to reform
Federal Housing Administration
(FHA) programs. H.R. 1852, the Expanding American Homeownership

Act of 2007, passed the House on
September 19, 2007. The legislation,
introduced by Representatives Maxine Waters (D-CA), Chairwoman
of the Subcommittee on Housing
and Community Opportunity, and
Barney Frank (D-MA), Chairman
of the Financial Services Committee, will enable FHA to serve more
subprime borrowers at affordable
rates and terms, recapture borrowers
that have turned to predatory loans
in recent years, and offer refinancing loan opportunities to borrowers
struggling to meet their mortgage
payments in the midst of the current
turbulent mortgage markets. The
House adopted an amendment that
directs the FHA to make refinancing
loans available to existing qualified
homeowners who are in default or at
risk of default due to rate resets or
mortgage market conditions and to
authorize lower down payments for
such purposes. The amendment also
includes provisions to address problems arising from inflated appraisals.
The Senate passed their version of
the legislation (S. 2338) on December 14, 2007. It is expected that the

cover story
two bodies will reconcile their differences and enact final legislation early
in this session.
Measures to create a new regulatory structure for the GSEs have
been considered for several years
due to accounting irregularities at
FannieMae and FreddieMac. The
House of Representatives passed
H.R. 1427, the Federal Housing
Finance Reform Act of 2007, back
in May 2007. The bill will overhaul
the regulatory oversight of the government sponsored enterprises and
create a new, independent regulator with broad powers analogous to
current banking regulators. It would
also create higher loan limits for

conforming loans in high-cost areas.
Inclusion of an affordable housing
fund in the House bill is opposed
by some Republicans as a tax on
housing. Both the House-passed
bill and last year’s Senate versions
contain ALTA-supported provisions
on program approval and measures
to prevent “mission creep” by the
GSEs to move into activities beyond
the limitations contained in their
original charters. Senate Banking
Committee Chairman Chris Dodd
(D-CT) has stated his intention to
complete a GSE reform bill this session. He faces opposition from some
committee Republicans who seek
stricter portfolio limits on the GSEs.

How Can You Help?

Dodd will need to negotiate with his
Committee members and House Financial Services Committee leaders
to get a final bill enacted.
S. 2036, entitled Protecting Access
to Safe Mortgages Act, was introduced by Senator Charles Schumer
(D-NY) on September 10, 2007.
This legislation seeks to temporarily
expand the role of the GSEs in order
to stabilize the subprime mortgage
markets. It would allow a mortgage
portfolio expansion and an increase
in the maximum loan limit and
would expire after one year. Recent
efforts have focused on temporary
two-year increases in the conforming loan limits to help consumers
with high interest rate resets obtain
conventional fixed rate loans.

Federal Insurance Regulator?

Get involved in the political process. Become informed about your state and
federal representatives’ positions about your industry. Take the time to meet
with them to explain the importance of the process involved in placing title
insurance. Let them know how integral the title search and policy are to the
free transfer of real property and the creation of capital in the United States.
Your elected officials want to know this information, and will be thankful to
hear it from you.
Attend ALTA’s Federal Conference and your state association meetings.
Become active on ALTA policy committees. Your participation strengthens
your associations’ base of knowledge and increases its effectiveness.
Join the grassroots network at ALTA and your state association. That
way, when an issue comes before your state or federal legislators that could
negatively affect your livelihood, we can let you know. You can join other title
professionals in a campaign to stop these actions and promote policies that
support your business.
Contribute to the Title Industry Political Action Committee (TIPAC). Your
contributions will be combined with others to get a “bigger bang for your
buck” in Washington. It is a necessary part of how the political process
works. Your PAC dollars help ALTA open doors to ensure your interests are
heard by policy leaders.
ALTA will give you the information you
need to stay on top of the issues related to your business. Title News and
News You Can Use are both informative
sources to you.

P C

Large insurance underwriters and
banks have been attempting to gain
passage of legislation to create a
new federal insurance charter for
many years. In 2007 several hearings were held on insurance regulation and problems associated with
state oversight. Representative Paul
Kanjorski (D-PA), Chairman of
the Capital Markets, Insurance, and
Government-Sponsored Enterprises
Subcommittee of the House Financial Services Committee will hold
additional hearings on insurance
issues in 2008. He will focus on various responses to problems raised in
previous hearings. They include the
slow pace of new product approval,
diverse licensing requirements, and
the need for national standards to
compete in international markets.
One measure that was reintroduced in the 110th Congress by
Senator John Sununu (R-NH) is S.
40, The National Insurance Act of
2007. The House companion bill,
www.alta.org > March/April 2008 > Title News 11
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H.R. 3200 was introduced in July
2007 by Representatives Melissa
Bean (D-IL) and Ed Royce (R-CA).
It seeks to modernize insurance
industry regulation by providing
an optional federal charter (OFC)
for insurers. It would create a new
federal insurance regulator within
the Treasury Department that would
have powers similar to the Office
of the Comptroller of the Currency
(OCC). A federally chartered insurer
would be governed by this agency
and would not be subject to state
insurance regulation.
ALTA remains opposed to the
creation of a new federal bureaucracy to regulate insurance. Existing
state regulation can be improved for
efficiency and better coordination.

governors, legislators, regulators, and
attorneys general who are opposed to
a federal insurance charter.
This year’s version of the bills includes a definition of title insurance
and a monoline provision that would
prohibit Property/Casualty insurers
from directly offering title insurance policies disguised as mortgage
impairment products. The bills also
include surplus lines of insurance as
a type of insurance that a company
with a federal producer’s license
would be authorized to sell under
the federal charter program. Action
beyond additional hearings is not
expected in 2008.

Will Congress Create A
Federal Tax Lien Database?

n Senate Banking Committee
Chairman Chris Dodd (D-CT) has
stated his intention to complete a GSE
reform bill this session.
But a dual regulatory system could
be harmful to title professionals
and consumers by preempting state
insurance and consumer protection
regulations. This has already occurred in the banking arena under
the OCC, which has ruled that state
mortgage licensing regulations are
preempted by the federal authority.
States are best prepared to oversee the insurance industry and to
respond to consumer complaints.
ALTA is a member of a coalition
consisting of insurance agents and
companies, consumer groups, state
12 Title News > March/April 2008 > www.alta.org

Introduced by Senator Carl Levin
(D-MI), this bill would create a
national tax lien database to replace
filing federal tax liens in local property offices. It would establish the
priority of the tax lien according to
the date it was filed in the national
database. This legislation could
create severe difficulties for the title
agent during the search. A nationwide system containing thousands
of the same or similar names with
properties located throughout the
country would need to be searched
and sorted. It could increase liability

under a title policy because it would
expand the definition of a “public
record.” There has been no action
on this legislation, and it is not
expected to move during this session
of Congress.

Other Financial
Services Issues

Congress will continue to consider
other issues including federal flood
insurance reauthorization, natural
catastrophe and terrorism insurance,
data security, regulatory relief and
consumer credit issues, and credit
card practices.
Because of its abbreviated schedule
this session, Congress will not consider many of these proposals. But
the groundwork laid during 2008
will serve as a foundation for further
efforts of the new Congress in 2009,
particularly if the Democrats make
large gains in the Senate.
ALTA will continue to engage
congressional and administration
leaders and staff to ensure the title
industry’s interests are communicated and addressed in legislative
and regulatory proposals during
2008. This groundwork will place
ALTA in a good position to address
any challenges that arise in 2008 and
beyond.

Edward C. Miller is chief
counsel and vice president of
public policy for ALTA. He can
be reached at ed@alta.org.

A variety of services. One company.
Looking for a company that has everything you need to complete your
next real estate transaction? LandAmerica delivers. With services and
products from title and escrow to property inspections and home warranties,
LandAmerica brings knowledge, experience and security to the table.
We’ll work with you every step of the way so you can provide the most
comprehensive assistance to each of your customers. Plus we’re a co-sponsor
of REALTOR® Magazine’s Good Neighbor Awards and proud to support real
estate professionals and their communities. When you’re ready to offer more
to your clients, come to LandAmerica.
Dedicated to being your valuable resource.

800-446-7086

www.landam.com

© 2008. LandAmerica is a registered trademark of LandAmerica Financial Group, Inc.

REALTOR® is a registered collective membership mark that identifies a real estate professional
who is a member of the National Association of REALTORS® and subscribes to its strict Code of Ethics.

BY SHANE KANE

running your business

Positioning Your
Title Company for
Success

The long-term viability of your title business lies in
your ability to communicate the value you deliver to
your clients. Learn the pitfalls to avoid when marketing your services to prospects.

I

t is not enough in today’s
market to simply be visible.
To truly distinguish your title
company, you must highlight a
solution or point of difference
that is meaningful to your prospects.
In marketing, differentiating yourself from the competition is called
positioning. Positioning refers to how
you—and your target market—define
your business in relation to your
competitors. It involves creating a core
marketing message that clearly states:
QQ Who you work with
QQ What problems you solve
QQ What solutions you provide
QQ What benefits you offer
QQ What results you produce
QQ What guarantees you offer
The truth is that most title companies look and sound the same. Why?
Because few bother to actively create
or communicate any form of positioning. When a title company fails to dif14 Title News > March/April 2008 > www.alta.org

ferentiate itself, it gets lumped in with
every other firm and branded with the
least desirable label of all: commodity.
If you don’t find a way to distinguish
yourself, you will inevitably struggle to
attract clients, and will be destined to
compete solely on fees.
Getting “lost in the crowd” can be
the single greatest detriment to your
title business. To steer clear of this
fate, it is crucial to know what pitfalls
to avoid when marketing your services.

The “Me Too” Marketing Trap

Title companies often get caught up
in “me too” marketing. For example,
instead of staking out a specialty, they
try to match or trump the laundry list
of services their competitors offer.
Another way to sabotage your
marketing efforts is trying to appear
much larger than you are. If your
firm is small, embrace your size and
target other small companies. The

very qualities you are tempted to hide
can be your greatest assets. It is much
easier to sell to companies that share
the same characteristics as you. After
all, you have a natural affinity.
Here is another example of illadvised “me too” marketing. As soon
as they can, some small title businesses
try to follow in the footsteps of large
title agencies by creating an impersonal “corporate image.” That’s a mistake.
Big companies are often perceived as
cold and uncaring, with poor service
and inattentive staff. Is that how you
want your firm to be perceived? People
prefer to do business with people, not
institutions.
Duplicating the image or service
offerings of your competition does not
guarantee your success. In fact, it only
ensures that you become a second-rate
clone of another title firm. In order
to achieve your goals, it is important
to get back to basics. Discover your
unique strengths and focus on the
things that make your title company
noteworthy.

Finding Your Unique Selling
Position

Today, mortgage and real estate
professionals are holding on to every
deal tighter than ever. Competition
is fierce, and every commission dollar
is important. That is your prospects’
reality — and that is what your marketing must address. The bottom-line
is that clients want someone to answer
their questions and provide prompt
and diligent service.

running your business
All too often title companies focus
their marketing materials on themselves—instead of how they can
benefit their target prospects. Frankly,
prospective clients are not very concerned with your credentials. They
only want to know how you can help
them.
Learn from the mistakes of other
firms. Instead of blindly following
the herd, present a fresh message to
prospects by showcasing your company’s unique selling position. Focus
on what is remarkable about your
agency and align it with the primary
benefit that you deliver to your target
clients. Singling out and emphasizing
even one powerful advantage can have
a huge impact on how your business is
perceived.
How do you find your unique selling position? Start by taking a long,
close look at your business as a whole.
What are those areas in which you excel? What makes your firm inherently
different? Maybe it’s your exceedingly
friendly staff, or lightning-fast service.
Focus on what’s unique about you and
important to a potential client. Once
you’ve determined your unique selling
position, you’ll know how to present
your services to the marketplace.

Presenting Your Services

One investment every title company
should make is an attractive and appropriate business package. The look
and feel of its materials must mirror
the image and professionalism of your
business.
Your marketing materials should
accomplish the following goals:
QQ Clearly communicate the value of
your services
QQ Demonstrate that you not only
understand the prospect’s specific
issues, but also will solve them
QQ Emphasize benefits and results more

than credentials and processes
a sense of trust and confidence.
Remember, it is a leap of faith for
prospects to engage a new professional
service firm. They may wonder whether you are as reputable and reliable as
you claim you are. They may worry
about whether you have the experience
and resources to handle their important transactions. And, they may fear
making a mistake in hiring you.
In the title business, like any service
business, we are selling the intangible.
Your marketing materials must instill
confidence in the potential client that
you can deliver. To do this, you must
paint a clear, credible and compelling
picture of the value you provide.
Another effective way to reinforce
your unique selling position is through
client testimonials.
QQ Establish

The Power of Testimonials

Testimonials are powerful and persuasive sales tools. They create credibility,
break down natural fear barriers, and
provide a sense of security for your
potential client. So how do you obtain
riveting quotes that engage your
prospect’s attention and instill a sense
of trust?
Contact your existing clients and explain that you are updating your marketing materials and would be grateful
if they would provide a testimonial.
To save them time and hassle, offer to
write a first draft for them, and then
let them make any changes they want.
I have found this to be the most
effective means of obtaining quality
testimonials. When you let the clients
write the testimonial themselves, most
tend to say the same thing. Their
comments usually lack the specificity
you want, and rarely express the qualities that make your business unique.

The testimonials should also include
some background information about
your company and your relevant
industry experience. But most importantly, be sure the quotes reinforce
your unique selling position.
Standing out in today’s competitive
marketplace requires more than sharp
skills and impressive credentials. Your
ultimate success will be determined
by your ability to identify what makes
your firm exceptional, and use that
information to craft a powerful selling
message to your prospects.
Title professionals who incorporate
these principles into their marketing
efforts stand to gain a true competitive
edge.

Marketing Materials
Checklist
Does your marketing collateral
include:
• An overview of the problems
your prospects face?
• An overview of how you solve

those problems?
• A summary of the benefits your

services/solutions provide?
• A list of your services and the

geographic areas you serve?
• A list of existing clients?
• Testimonials from satisfied

clients?
• Your complete contact information?

Shane Kane is founder of
TitleSuccess.com and author of
the title marketing guide
“Successful Marketing
Strategies for Today’s Title
Professionals.” He can be reached at
skane@titlesuccess.com.
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Recognizing
Mortgage Fraud

Real estate and mortgage fraud stories are all over
the news. Do you know the two kinds of prevalent
fraud? Learn some of the red flags to prevent a
disaster from happening.

U

nfortunately for our
industry, the hottest topic
being discussed at our
meetings and conventions
lately is real estate and
mortgage fraud. It seems you can’t
open a newspaper or Internet article
without seeing this topic in bold
print. Why is there all of this attention to fraud?
Mortgage fraud is being declared
by many as real estate’s white-collar
epidemic. This type of fraud is quite
complex and difficult to spot, which
then makes it even more difficult to
police. One of the reasons it is hard
to detect is because in order for fraud
to occur, at least two of the parties to
the transaction need to be in collusion. Title companies, real estate
licensees, and mortgage lenders need
better education on the frequently
occurring types of fraud to detect the
red flags that reveal themselves in
these types of transactions.
Mortgage fraud isn’t a victimless
crime. The mortgage lenders with
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the deepest pockets are ultimately
the hardest hit financially, but the
effects of mortgage fraud are felt by
many. Artificially inflated homes that
are either difficult or impossible to
refinance or sell lead to an increase
in foreclosures. That in turn leads to
deteriorating neighborhoods and an
increased hardship for the people living in those communities.
According to the FBI Web site, the
top ten states experiencing mortgage fraud in 2006 were California,
Florida, Georgia, Illinois, Indiana,
Michigan, New York, Ohio, Texas
and Utah.

Two Types of Fraud

There are two main types of mortgage
fraud: Fraud for Property and Fraud
for Profit. Fraud for property makes
up approximately 20 percent of all
fraud cases. While fraud for property
is still considered true fraud, it is not
as damaging to lenders as fraud for
profit.

Fraud for Property
Let’s take a look at some of the different types of fraud for property
schemes:
QQ Occupancy Fraud
The buyer/borrower or mortgage
broker leads the lender (investor) to
believe that the buyer will occupy
the property when in fact, he/she
will not. This results in the buyer
securing a lower interest rate on the
mortgage.
QQ Silent Second Mortgage
In this scenario, the buyer borrows
the down payment from the seller,
but this mortgage is not disclosed
to the lender. After closing, the
buyer will make two payments, one
to the lender and one to the seller.
The second mortgage is usually
recorded after the first mortgage to
make sure the lender never discovers it. The lender lends the money
believing that the borrower used
his own money for the down payment. The scenario is most often
used when the borrower is a higher
default risk and might not qualify
for both payments.
QQ Disappearing Second Mortgage
The buyer supposedly borrows
the down payment from the seller
(usually in the form of equity) by
means of a second mortgage. What
the lender doesn’t know is that the
mortgage is not real and usually
“disappears” after closing (hence
the name). An inflated appraisal is
often used to increase the value and
sales price of the property and that
inflated value is used to determine
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You Want,

Wherever You Are,

No Matter Your Size.

SoftPro is there FOR YOU.
The Nation’s leading Closing and Title Software Solutions Company not only offers the most comprehensive and
feature-rich Title and Closing Software Solution, but we offer it coast-to-coast for more successful businesses
than any other. So give us a call at 800-848-0143 or visit us at www.softprocorp.com today for more info.

Closing More Properties Coast-to-Coast Than Anyone!

A Division of
Fidelity National
Information Services

Closing and Title Software Solutions

Call SoftPro at 800-848-0143 or visit us on the web at www.softprocorp.com

GOT THAT SINKING FEELING?

How Reliable is Your E&O Carrier?
Is market volatility making it difficult to keep your insurance
program afloat? An E&O Insurance Company owned and
governed by title professionals can be a lifesaver.
...And that’s just what TIAC is — the
only E&O program for title professionals created and endorsed by the
American Land Title Association.
Cutting-edge coverage, stable rates,
unparalleled claims and underwriting

services, policyholder dividends, and a
14 year history of providing a strong,
stable market make TIAC the smart
choice.
Call us today and see what a smart
choice TIAC is.

Your company. Your choice.
Title Industry Assurance Company, A Risk Retention Group.
2 Wisconsin Circle, Suite 650 • Chevy Chase, MD 20815-7011
phone: (800) 628-5136 • fax: (800) TIAC FAX (842-2329)
www.cpim.com/tiac
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the mortgage. The scheme is usually
used for borrowers who require 100
percent financing but can’t qualify
for it otherwise.
Fraud for Profit
The remaining 80 percent of fraud
cases are fraud for profit. These types
of transactions can be catastrophic to
lenders, homebuyers, and the communities where these properties are
located. They lead to a high default
rate, leaving lenders with huge financial losses, homebuyers with homes
they can neither refinance nor sell, and
communities with subdivisions that
have an abundance of vacancies.
These are a few examples of fraud
for profit.
QQ Property “Flip”
This one you may be familiar with.
Here’s how it works: A buyer pays a
low price for property, then resells it
quickly (most of the time the very
same day) for a much higher price.
While it is always legal to make a
profit on property, it is not legal if
an appraisal has been inflated to
distort the value or if it is sold to
an unsuspecting buyer and involves
false information or statements

given to the lender. In many cases,
funds derived from the second closing are used for the purchase in the
first closing. The “flipper” seldom
takes title or receives a 1099 for any
profit made.
QQ Two Sets of Settlement Statements
One settlement statement is given
to the seller showing the sales price

QQ Fraudulent

Qualifications
Real estate agents and mortgage
brokers misrepresent the buyer/borrower’s ability to qualify for a loan
by fabricating employment history,
income verification, credit records
and bank statement balances.
Sometimes these schemes solicit
the use of asset rentals, which are

n Most mortgage fraud schemes
could not be achieved without the
help of industry insiders.
he/she agreed upon, which the
seller signs. A second settlement
statement is prepared and sent to
the lender showing a much higher
(inflated) sales price so the buyer
can obtain a much higher mortgage, usually in excess of the sales
price. Once the property closes, the
excess funds are divided between
the conspirator and the parties to
the transaction.

companies set up strictly for the
purpose of committing fraud. For
a fee, they transfer money into the
borrower’s bank account to show
the lender that the borrower has
ample funds to close and even
enough for reserve. Once the
closing takes place however, the
funds are transferred back to the
asset rental company. These types
of companies can also issue fake
appraisals, credit reports, employment verifications and even give
the borrower a new Social Security
number usually taken from someone who had died in the early part
of the century!

How Does This Affect Me?

These are just a few examples of
schemes being perpetuated at the time
of this writing. So the question is as a
title professional, how does real estate
and mortgage fraud affect you? What
if you don’t know anything fishy is going on? Can you be held responsible?
The answer is yes, you can!
As stated earlier, most mortgage
fraud schemes could not be achieved
www.alta.org > March/April 2008 > Title News 19
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without the help of industry insiders.
The FBI considers industry insiders
to include real estate professionals,
appraisers, title companies, settlement agents, and mortgage professionals. These are the parties that
have a hand in getting transactions
closed successfully. Even if you are
unaware that fraud is occurring in the
mortgage part of your transaction, a
judge could say that because you are
a licensed title professional, you have
more knowledge than the consumer.
You should have known better or, at
the very least, have seen some warning signs.
One of the best and most prevalent
examples of fraud is when the purchase agreement is presented to the
seller, accepted, and then the price
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is later changed to fit the mortgage
requirements. Here’s how it works.
Let’s say you have a buyer and
seller who agree on a sales price of
$192,000. The offer is written and
accepted at $192,000, and title work
is ordered for the same amount. Now
let’s say the loan officer for the buyer
calls to inform you that the sales
price needs to be raised to $200,000
with the buyer receiving the additional $8,000 as seller concessions.
The sales price is now inflated to
$200,000, but where has the value
increased? Why was the home worth
$192,000 earlier and now suddenly it
is worth $200,000?
According to federal law, the
HUD-1 settlement statement must
contain accurate figures of all the
debits and credits in a transaction.

What is the sales price reflected?
What is the commission based on?
Which figure is property transfer tax
based on? Do you see where we are
going here? What is the actual sales
price?
This scenario is still happening all
too often, even today. It was (and is)
a creative way to allow the purchaser
to get the closing costs paid in the
mortgage amount, but the sales price
can only be one amount. The sales
price should be the amount reflected
on the HUD-1, and it should be
the same amount that the property
transfer tax and the commission are
based on.

Recognizing Red Flags

How can you protect yourself from
becoming involved in a transaction

inside the industry
that may be fraudulent? How can
you possibly know what is happening behind the scenes regarding the
mortgage? Below is a list of red flags
that you need to be aware of.
QQ Your

customer can’t find their drivers license or some other form of
identification.
QQ The earnest money check is made
payable by someone other than the
buyer.
QQ You receive a copy of the appraisal
report, and the estimate of value is
substantially higher than the sales
price or seems in excess of value for
the neighborhood.

QQ The

amount of the Loan Policy
commitment is higher than the
purchase price.
QQ You perform a market analysis for
a potential listing and discover that
the property was involved in several
recent sales and with large and
unexplained increases in each of the
sales prices. (FLIP)
QQ The property has been for sale for
several months without an offer being made. Suddenly, a buyer wants
to make an offer at or above the
listed price with no contingencies
except financing.
QQ A lending closing official asks your
client to sign blank documents.

n Trust your gut. You can’t always believe your eyes and ears, but your gut
will never let you down.
QQ A

seller and buyer agree on a sales
price, but the buyer’s lender later
asks that the purchase agreement
be rewritten at a higher price to
show the seller benefiting from a
price differential (as stated in the
earlier example).
QQ A buyer offers more than the
seller’s asking price subject to the
seller carrying back a second mortgage for the differential. A separate
addendum not referenced in the
purchase agreement states the seller
will discharge the second mortgage
upon closing.
QQ A buyer offers substantially more
than the seller’s asking price
contingent upon the seller writing
a check at closing that’s made payable to a third party for renovations
or decorating costs.

Any one of these scenarios could
happen in a transaction. It is possible
that a buyer could come in with a
ridiculously high offer, even higher
than the asking price. It’s possible,
but it is not probable. If any of these
red flags are witnessed in your transactions, hold the boat! Get to the
bottom of what is occurring. Does
the lender have all of the facts? If not,
why not?
In some cases title agents are afraid
to call foul when they feel something
is going awry. This is especially true
if they are dealing with a friend or
a prominent client who does a fair
amount of business with their company. What if you blow the whistle
on a transaction because it seems
strange to you? If the closing is cancelled and everyone finds out that the

deal was legitimate, you might have
a very unhappy client on your hands,
and you may lose business.
That is why in some states disclosures are being created that include
verbiage regarding fraud. It becomes
a notice to the parties that the agent
may report any suspicious activity
they learn of during the mortgage
process. On the flip side, these
disclosures indicate that the agent is
not a trained expert in real estate or
mortgage fraud and may not be able
to detect that fraud is, in fact, happening. These disclosures aren’t such
a bad idea since they may keep you
out of trouble.
One last piece of advice to remember from a friend who was a lifetime
FBI guy: “Trust your gut!” You can’t
always believe your eyes and ears,
but your gut will never let you down.
Remember that the bad guys have
something over on you; they operate
with little or no conscience.

Part Two on Fraud

In the next issue of Title News, I will
focus on more recent fraud schemes
being used around the country such as:
QQ Seller Bail-out
QQ Chunking
QQ Identity Theft
QQ Property Theft
QQ Equity Skimming
QQ Foreclosure Rescue
I will also review what the FBI and
local law enforcement agencies are
doing to combat this serious trend!
Carole Bullion is owner of
Classic Title Agency, in
Brighton, MI; author of The
Dark Side of the Closing
Room; and a presenter at
ALTA conventions. She can be reached at:
cbullion@sbcglobal.net
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General Session Speakers
Executive Strategies for
Dominating with Technology
Scott Klososky

Thriving in Challenging Times
Anne L. Anastasi, CLTP (Moderator)
Chair, ALTA Abstracters & Title Insurance Agents
Section Executive Committee, and President
Genesis Abstract, Inc.

This is Not Your Father ’s PDF!
Chip Greenlee III
Director, Financial Services Industries
Adobe Systems Inc.

Off-Site Tour

The Clark County Recorder’s
Office Welcomes ALTA
Debbie Conway
Clark County Recorder

P r o f e s s i o n a l D e v e l o p m e n t Tr a c k s
Title Operations - Just running your business is a challenge! Attend the sessions in this track to get the edge on several
key areas including business continuity, fraud detection and prevention, and the wisdom of nationwide agent-to-agent
referrals.
Business Continuity & Disaster Recovery Planning - A Reasonable Approach*
Risky Business: Using Technology to Prevent Fraud and Mitigate Losses*
Nationwide Referrals: Your Key To Success?
Your Technology Budget: Black Hole or Cash Cow?
Owner/Manager /Strategic - The industry is bigger than your office and local market. Learn what agents around the
country are doing to make their Web sites work and how you can develop the leadership skills crucial to your company’s
success.
Techiest Agent Contest: Most Innovative Web Site of 2008
Business Leadership 301: Advanced Leadership Strategies for Advanced Leaders
County Recorders and the Title Industry: On a Collision Course?*
The Ins and Outs of the Digital Marketplace
Marketing & Compliance - If you think the pie is shrinking in your market, these sessions are perfectly positioned to
help you get the biggest piece. Using Google, working to re-engage existing customers, and marketing in a slow market. .
. it’s everything you need to know!
Stop Marketing! Start Re-Marketing
How to Market Your Small to Medium Size Title Company in a Down Market
Google is an Agent’s Best Friend!
eDiscovery & Legal Issues**
Techie Track - Grab your pocket-protector and take a deep dive into technology ideas for your business. Obtain your
annual gadget fix and learn about the new Web 2.0 world of social networking, then solidify your understanding of
paperless technology efficiencies and bring your best question to stump the vendors!
The Return of Go-Go Gadget: Top Tech-Toys and Trends for 2008
Your Place in the Virtual World: Build Your Business Network Using Online Social Networking
Go Paperless and Leverage Technology to Double Production Efficiency with Your Existing Staff!
Stump the Vendor: The Most Innovative Question from an Agent to a Vendor

For more program details or to register, visit www.alta.org
* Pending CE credit approval (MD, MO, OH & VA)
** Pending CLE credit approval (PA & VA)
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2008 ALTA Member
Vendor Directory
Did you know that there are dozens of ALTA
member 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.
Affiliated Title Management LLC
White Marsh, MD
410-931-8570
www.atmllc.net
American E-Title Corp.
Iselin, NJ
732-283-4562
www.americantitle.com
American Residential Abstracts, LLC
Baltimore, MD
410-335-5559
www.2americanresidential.com
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
Brookings County Abstract Co.
Brookings, SD
605-692-5724
www.dakotaabstract.com
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Capital Professional
Insurance Managers, Inc.
Chevy Chase, MD
800-628-5136
www.cpim.com/tiac
Clear Skies Title Abstracting, LLC
Hampton, VA
757-880-3916
Closingcorp, Inc.
La Jolla, CA
858-551-1500
Cornerstone Management Solutions
Woodbridge, NJ
973-299-6112
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.titlesolutionsgroup.com

Data Tree LLC
Santa Ana, CA
800-708-8463
www.datatree.com
Details Abstracting Services, LLC
Menomonee Falls, WI
414-698-7183
Disburs-All LLC
Chesterfield, MO
314-721-0188
Discovery Title Services of Virginia, Inc.
Church Road, VA
804-590-8526
Document Retrieval Network
Falmouth, KY
859-654-2890 x137
ESS Solutions LLC
Catonsville, MD
718-337-5455
www.essllc.com
eTitleAxis
Frisco, TX
214-618-5373
www.hallsystems.com
Extract Systems
Formerly Uclid Software
Madison, WI
608-216-7950
www.extractsystems.com
FetchDocs
North Wales, PA
888-699-3132
First American (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

How can you

stand out in today’s market?

Use Stewart’s cutting-edge technology to help

improve your business.
Technology that takes you from contract to closing with title
production systems, automated searches and document
management and collaboration. Plus, with Stewart technology
you can provide your customers and business partners with
24/7 online access to their real estate transactions and
the opportunity for 20-minute closings™ that reduce paper
usage up to 100%. C’mon, who doesn’t want to be
successful

and help save the planet?

For more information, visit our booth at the ALTA Tech Conference or e-mail us
at smarttechnology@stewart.com.
(866) 60-TOOLS (86657)
ALTA_TA_0308

|

stewart.com/greentech
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First American/SMS
Irvine, CA
800-767-7832
www.firstamsms.com
Freedom Settlement Group, LLC
Winchester, VA
540-665-2700
Gatorsystems
Pittsburgh, PA
412-261-4791 x1040
www.gatorsystems.com
GlobeXplorer
Walnut Creek, CA
800-417-7808
www.globexplorer.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 Co.
Elizabethtown, IL
618-287-7944

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

High Plains Land & Title
Dodge City, KS
620-225-6574
International Land Systems (ILS), Inc.
Silver Spring, MD
301-587-7531
www.landsystems.com
LandAmerica (Br)
Illinois Agency Office
Chicago, IL
312-558-5445
www.landam.com

Nelson County Abstract, Inc.
Lakota, ND
701-247-2221
New England Abstract LLC
Wallingford, CT
203-269-9600

Legal Title & Closing, LLC
Tampa, FL
813-258-6343
Lincoln Data, Inc.
Spokane, WA
509-466-1744
www.lincolndata.com

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

North American Title Company
Florida Region Main Office
Miami, FL
305-229-6517
www.nat.com
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Chip Greenlee III
Director, Financial Services Industries
Adobe Systems Inc.
Thriving in Challenging Times
Anne L. Anastasi, CLTP (Moderator)
Chair, ALTA Abstracters & Title Insurance Agents
Section Executive Committee, and President
Genesis Abstract, Inc.
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Go to www.alta.org for the current schedule
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Park Avenue Abstract Corp.
Monroe, LA
318-343-5999
Pottawatomie County Abstract Co.
Westmoreland, KS
785-457-3441
PropertyInfo Corporation
A Stewart Company
Houston, Texas
866-60-TOOLS
www.propertyinfo.com
RamQuest Software, Inc.
Plano, TX
800-542-5503
www.ramquest.com
RBJ Computer Systems, Inc.
Monrovia, CA
626-357-9725
www.rbj.com
Realty Data Corp.
Garden City, NY
516-877-8715
www.realtydata.com
Rels Title
Bloomington, MN
952-876-4320
www.rels.info
reQuire, Inc.
Virginia Beach, VA
757-552-0306
www.titletracking.com
ResourceLink Insurance Services
Redondo Beach, CA
310-316-1113
www.resourcelinkinsurance.com
The Rockridge Group, Ltd.
Woodstock, IL
815-338-3320
Salient Financial Solutions
Poughkeepsie, NY
845-691-5760
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.charlesjones.com
Silver Bay Systems, Inc.
Eagle River, WI
715-479-3044
www.correctdraw.com
www.silverbaysystems.com
SoftPro
North Hills, NC
919-829-1122
www.softprocorp.com
Sound Title Agency
Northport, NY
631-262-1826
Statewide Title, Inc. Headquarters
Salisbury, NC
704-637-1027
www.statewidetitle.com

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
888-268-0422
www.iwantTSS.com
Turner Land Title &
Escrow Services, LLC
Benton, KY
270-252-1266
U.S. Land Title
A Georgia Limited Liability Company
Marietta, GA
770-977-0933 x103
www.uslandtitle.com

Tanya R. Stevens
Lucedale, MS
601-947-8744

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

Stewart Title Guaranty
Houston, Texas
800-729-1900
www.stewart.com

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

TDK Title
Minneapolis, MN
612-529-4421

Title Program Administrators
Phoenix, AZ
800-277-5680
www.titleprogram.com

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

Waushara Abstract Corporation
Wautoma, WI
920-787-2524

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

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

Title Solutions, Inc.
Westerville, OH
614-508-0032
www.titlesolutions.com
TitlePro
Lancaster, PA
717-898-4800
www.go-titlepro.com
Titles of Dakota, Inc.
Fort Pierre, SD
605-365-5247

Windward Consulting/Software
Waunakee, WI
608-850-5170
www.windwardrevolution.com

Visit www.alta.org/vendors to see
these vendors and browse
products and services anytime.
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Member News
TEXAS
Scott McBee has been
named senior vice president, chief claims counsel
for Stewart Title Guaranty
Company. McBee has
been with Stewart since 1989, most
recently serving as national claims
counsel.

New Members
FLORIDA

Donna Wood
Able Title & Trust, Inc.
New Port Richey
Christopher Bohne
Rocky Point Title, Inc.
Tampa
Sharon Christiansen
SEC Realty Abstracting, LLC
Tallahassee
Deborah Harden
Vesta Title Corp.
Homosassa

GEORGIA

James Hipps
Blue Line Title Research Co.
Monroe

ILLINOIS

Rich Simpson
1st Title One, Ltd.
Downers Grove

KENTUCKY

Russell Ford
Mattingly Ford Title Services
Louisville
Sarah Wilson
SKW Title Searching
Owensboro

MARYLAND

Lea Albright
Black Rock Title, LLC
Timonium
John Krasinski
Independent Abstracts
Baltimore
Victoria Jarboe
Jarboe Title, Inc.
Bowie
Earl Matlock
Keystone Title Settlement Services, Inc.
Frederick
Leslie Sanya
Leadership Title, Inc.
Gaithersburg

MASSACHUSETTS

Theressa Allmaker
Williamstown
Konstantinos Ligris
Attorney’s Closing & Escrow Services LLC
Brookline

MICHIGAN

Allan Dick
Best Homes Title Agency, L.L.C.
Southfield
Lorri King
Cadillac Title, LLC
Cadillac

INDIANA

Daniel Christian
Indiana Search Technologies, LLC
Indianapolis

IOWA

Lori Fedler
Hawkeye Title Services, L.C.
Iowa City

KANSAS

Barbara Bay
Frazee Abstract & Title, Inc.
Syracuse
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NEW JERSEY

Marc Sommer
Equity Title Services, Inc.
Kinnelon
Ginger O’Reilly
Excellence In Title Agency LLC
Neptune
Robert Connors
LandServ Title Agency, LLC
Howell
Elliott Zaks
Madison Commercial
Real Estate Services
Lakewood
Linda Barlow
Monarch Title Agency, Inc.
Hamilton
Shannon Dolack
Title Alliance of Cape
May County, LLC
Cape May Court House

NORTH CAROLINA

Jaime Kosofsky
Riverbend Title, LLC
Charlotte

OHIO

Donald Chapman
Chagrin Falls Settlement Services
Brooklyn Heights
Tamara Hoy
J. Lynne Abstracting
Lorain
Bridgett Maynard-Dennis
Maynard & Dennis Title, LLC
Avon Lake

OREGON

Wil Knoop
Columbia County Title &
Escrow Services, Inc.
Saint Helens

MINNESOTA

Gregory Booth
Booth Title Group, LLC
Vadnais Heights
Truvone Kendrick
TDK Title
Minneapolis
Charity Malmberg
Trademark Title Services, Inc.
Savage
Linda Scott
Up North Title, Inc.
Virginia

PENNSYLVANIA

Douglas Rauchut
Appalachian Settlement Agency, LLC
Hershey
Dennis Gibbons
Bottom Line Settlement, LLC
Pittsburgh
Sheryl Larsen
City Wide Closing Services, LLC
Philadelphia

PENNSYLVANIA CONT.

Walt Commiso
Corporal Abstract, LLC
Quakertown
R. Kurtz Holloway
Guardian Land Transfer, LLC
Pottstown
Barbara Goodman
Pennsylvania Abstract Company
Morrisville
Mary DeSandro
Regal Abstract
Feasterville Trevose
Maureen Donovan
T.A. of the Main Line, LLC
Paoli

RHODE ISLAND

Catherine M. Barber
Westerly
William Gallagher
West Bay Title
Exeter

TENNESSEE

Jeremy Gourley
Lawyers Title, LLC
Nashville

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. Blindbox 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.

TENNESSEE CONT.

NEW JERSEY

TEXAS

NORTH CAROLINA

Tamilyn Derryberry
Title Company of America
Brentwood
Byron Jay Lewis
Edwards Abstract & Title Co.
Edinburg
Faisal Qureshi
Jefferson Title Insurance Agency, LLC
Richmond

WISCONSIN

Sharon Tornes
Appleton

Associate Members

James Kudless
US Title Soultions, LLC
Lebanon
Mark Ladd
Property Records Industry Assn.
Morrisville

PENNSYLVANIA

Kevin Gugenheim
ServiceLink
Aliquippa

TEXAS

Shawn Black
Black, Mann & Graham
Flower Mound

FLORIDA

Mary Hoftiezer
Stein, Sonnenschhein, Hochman &
Peppler
Oviedo
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AfrAid of Commitment?
◊
◊
◊
◊

Let LTI help you overcome your
fear of Commitment . . .
fear of the commitment form that is,
with LTI’s newest DVD training video.

:
Completing a Title
Insurance Commitment Form

What You’ll Learn:

A complete exploration of the
ALTA Commitment Form
Coverage of Schedules A & B – General
guidelines on how to fill them out
The differences between Exceptions and Requirements
Definition of “Pre-closing” gap
Price: $71 ALTA Member Price
$101 Non-ALTA Member Price
All prices include shipping and handling.

Perfect companion DVD also available! You’ve learned about the
ALTA Commitment Form, now follow up with a lesson about the ALTA
Loan and Owner’s Policies –

“The Policy Detectives: An Introduction to
ALTA’s 2006 Loan and Owner’s Policies.”

The DVD contains sample ALTA Loan and Owner’s Policies (6/17/06)

Visit www.alta.org/lti
for further information or
Call Kevin Russell (800) 787-2582 ext. 232 or
email kevin_russell@alta.org
The Land Title Institute, Inc.
1828 L Street NW, Suite 705
Washington, DC 20036

LTI is the Educational Subsidiary of ALTA.

