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Stay Out of the Danger Zone
With Continuous Improvement
FOR THE PAST SEVEN YEARS, Michelle Korsmo shared her wisdom and thoughts

JEREMY YOHE
ALTA vice president of communications

on the industry in this space. She never wavered from why ALTA
exists: to help our members excel in a changing business and regulatory
environment. Michelle understood that to accomplish this, ALTA
must advocate on behalf of our members’ and the industry’s interests,
provide education and information to our members, offer networking
opportunities, and create and promote professional industry standards.
Michelle and ALTA’s executive team have embraced a continuous
improvement philosophy. Because of this thinking, we’ve developed a staff
that constantly focuses on developing new tools and resources. We have
encouraged this attitude with our members as well.
Kaizen is the Japanese word for “improvement.” In business, kaizen
refers to activities that continuously improve all functions and involve
all employees from the top down. Kaizen is part action plan and part
philosophy. As an action plan, Kaizen is about organizing events based
on improving specific areas within the company. As a philosophy, Kaizen
is about building a culture where all employees are actively engaged in
suggesting and implementing improvements to the company.
If you’re looking to streamline your operations, first keep a log of things
that seem inefficient or areas in your closing process you want to improve.
As you do this, think about them from your customers’ perspective.
Second, create a checklist of how things can be improved. Third, plan out
when you will make the changes. You do need to strike a balance between
making improvements and avoiding “change overload.”
This edition’s cover article focuses on improving the closing process
though technology. This “need for speed” concept isn’t new to the title and
settlement industry. For decades, there’s been a constant push to provide
products and services faster and cheaper—the need for speed, if you will.
For some, remote online notaries might seem like “a highway to the danger
zone.” Others may not be happy unless closings are going Mach 2 with their
hair on fire.
In May, filming started for the sequel to the 1986 Tom Cruise classic
film Top Gun. Cruise has said the sequel will be the same “stylistically” and
in the “same tone” as the first movie, adding that it would be a “progression
for Maverick.” Thirty years later, I think we can all expect to see cocky Navy
pilots doing inverted flyovers at the elite flying school. They’ll just be doing
it faster.
In a way, this mirrors how closings are progressing. Technology and
regulations may open the door to different ways to close a transaction, but
title and settlement companies will still set the tone and cadence for how
they are handled. Just like Maverick, many of you are evolving to meet
customer demand.
With ALTA’s help, you’ll stay out of the danger zone by staying focused
on a strategy that embraces continuous improvement.
www.alta.org ■
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HAPPENINGS,
NEWS, UPDATES
& EVENTS

||2018-19 Nominations for ALTA Board
||and Executive Committees

ALTA’s Nominating Committee is pleased to present the list of nominations for the 2018-19 ALTA Board of Governors, as well as the Abstracters and Title Insurance Agents Executive Committee and the Title Insurance Underwriters Executive Committee. Nominations will be voted on
during ALTA ONE, which will be held Oct. 9-12 in Los Angeles. Here is the slate for the Board of Governors and Section Executive Committees.

||2018-19 Board of Governors Nominations

President
Cynthia D. Blair NTP
(Columbia, S.C.)

Chair of Finance
Committee
Jack Rattikin III
(Fort Worth, Texas)

President-Elect
Mary O’Donnell
(Winter Park, Fla.)

Agents Section Rep
Richard H. Welshons
(Hastings, Minn.)

Agents Section Chair
William Burding Jr. NTP
(Santa Ana, Calif.)

Agents Section Rep
Maureen Pfaff
(Port Angeles, Wash.)

Underwriters
Section Chair
Daniel M. Wold
(Minneapolis, Minn.)

Underwriters
Section Rep
Patrick H. Beall
(Houston, Texas)

Underwriters
Section Rep
David Townsend MTP,
NTP
(Columbia, Mo.)

Treasurer
Don Kennedy
(Santa Ana, Calif.)

Immediate Past
President
Steven G. Day NTP
(Jacksonville, Fla.)

||Abstracters and Title Insurance
||Agents Executive Committee

||Title Insurance Underwriters
||Executive Committee

Chair: William Burding Jr. NTP (Santa Ana, Calif.)
Vice-Chair: Randall E. Bradley (Roseville, Calif.)
Secretary: Nicole Plath (Roseland, N.J.)
Three-year term: Maureen Pfaff (Port Angeles, Wash.)
Three-year term: Quinn H. Stufflebeam (Blackfoot, Idaho)
Three-year term: Sylvia A. Smith (Reno, Nevada)
Two-year term: Celia C. Flowers (Tyler, Texas)
Two-year term: Chris St. John KTP, NTP (Topeka, Kan.)
Two-year term: Richard H. Welshons (Hastings, Minn.)
One-year term: Deborah S. Bailey Esq. (Alpharetta, Ga.)
One-year term: Nicole Plath (Roseland, N.J.)
One-year term: Randall E. Bradley (Roseville, Calif.)

Chair: Daniel M. Wold (Minneapolis, Minn.)
Vice-Chair: Donald A. O’Neill (Portland, Ore.)
Secretary: Erika Meinhardt (Jacksonville, Fla.)
Three-year term: Robert J. Grubb (Longmont, Colo.)
Three-year term: Emilio Fernandez (Miami, Fla.)
Three-year team: Henry L. Shulruff (Chicago, Ill.)
Two-year term: James M. Czapiga (Rocky Hill, Conn.)
Two-year term: Erika Meinhardt (Jacksonville, Fla.)
Two-year term: David Townsend MTP, NTP (Columbia, Mo.)
One-year term: Patrick H. Beall (Houston, Texas)
One-year term: Don Kennedy (Santa Ana, Calif.)
One-year term: Donald A. O’Neill (Portland, Ore.)
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||ALTA Talks Wire Fraud With
||Regulators at NAIC Summer Meeting
The ALTA Registry and ALTA’s Rapid Response Plan for Wire Fraud Incidents were the
main discussion topics during the National Association of Insurance Commissioners
(NAIC) Title Insurance Task Force summer meeting in Boston.
ALTA staff walked regulators through how the ALTA Registry works. Regulators
focused on the ways lenders use the ALTA Registry to ensure they are working with
the right title company. They expressed appreciation knowing that this example of self-regulation is a tool that can help
ALTA Rapid Response
Plan for Wire Fraud
combat wire fraud, provide transparency to branch structures,
Incidents
visibility into agent-underwriter relationships, track old policies
and solve same name/different agent confusion. Regulators
discussed the difference between the ALTA Registry, which
is used to validate identity, and state insurance department
databases, which help to validate that an agent is licensed and
authorized to do business in that state.
Regulators were also interested in the Rapid Response
Plan for Wire Fraud Incidents. The plan was created by ALTA’s
Information Security Committee, which tackles high-level security matters and threats
that affect ALTA’s membership. One of the committee’s main mandates is to develop
awareness, prevention, detection and response/recovery methods for the industry.
ALTA’s Liaison Committee to the NAIC also met in Boston. The committee discussed
a wide range of regulatory issues that affect ALTA members including data security,
beneficial ownership interest, RESPA clarification, MISMO’s closing instructions project,
and regulation in New York and Illinois. The committee also discussed how the NAIC is
making a big push to look at the positives and manage the downsides of innovation in
insurance. State regulators want to see you innovate. For questions, please reach out to
Paul Martin at pmartin@alta.org or Justin Ailes at jailes@alta.org.
SHUTTERSTOCK / JAN-WILLEM KUNNEN

10-step Guide on What
to Do and Who to Contact
Information security and wire transfer
fraud are critical topics for the land title
insurance and settlement industry. Wire
transfer fraud is a threat to every title
operation regardless of size, location
or years in business. ALTA’s priority is
helping you protect your systems, plan for
a rapid response in case of an incident,
and prepare your employees, clients and
customers to be aware and vigilant.
This is why ALTA’s Information Security
Committee created a Rapid Response
Plan. The plan outlines 10 steps that
companies should follow if they’ve been
hit by wire fraud. In addition, there’s a
worksheet to help you develop your own
rapid response plan.
You can pull out this special section and
post in your office to help educate staff
about the rapid response plan. Digital files
also are available at alta.org/infosec.

||ALTA Announces Qualia as an Elite Provider
ALTA has announced that Qualia has been named an ALTA Elite
Provider.
2018
ALTA’s Elite Provider Program is comprised of premier service companies committed to offering comprehensive benefits
to the title insurance and settlement services industry. Elite
Providers promote the highest industry standards and provide
effective solutions for ALTA members’ critical needs.
Qualia provides an award-winning platform designed for security
and privacy protections. The platform is SOC 2 secure, ISO 27001 certified and ALTA
Best Practice Pillar 3 compliant. Powering thousands of title, escrow and settlement
agents, the Qualia platform is a one-stop shop for every aspect of a real estate closing, including settlements, vendor management and client communication. With the
addition of Qualia Connect and Marketplace to its core title, escrow and settlement
software, all transaction participants can work together on one secure, mobile, cloudbased settlement platform to increase compliance, close more transactions and share
updates in real-time.
Qualia is offering one free month of its Marketplace subscription, a $500 value, to
ALTA members.
For more information about the program or to apply, go to alta.org/elite.
See pages 21-36 for a special section highlighting ALTA’s Elite Providers.
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CALENDAR
2018 ALTA
CONFERENCES
ALTA ONE
Oct. 9-12
Los Angeles, Calif.

STATE
CONFERENCES
NEBRASKA
Sept. 12-14
Lincoln, Neb.
OHIO
Sept. 12-14
Columbus, Ohio
NORTH DAKOTA
Sept. 13-15
Hankinson, N.D.
NORTH CAROLINA
Sept. 13-15
Pinehurst, N.C.
INDIANA
Sept. 23-25
French Lick, Ind.
ARIZONA
Oct. 3-5
Fort McDowell, Ariz.
FLORIDA
Nov. 12-14
Duck Key, Fla.
KENTUCKY
Nov. 13
Louisville, Ky.
LOUISIANA
Dec. 5-7
New Orleans, La.
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the need for
By Jeremy Yohe

SHORTLY AFTER A TRAINING SESSION in the 1986 hit film

“Top Gun,” Pete “Maverick” Mitchell, played by Tom Cruise, turns to his wingman
Goose, played by Anthony Edwards, and says “I feel the need ….” In tandem, they
shout “The need for speed!”
For the past decade, the residential mortgage
industry has felt the need to speed up the transaction.
The industry is experiencing a wave of technological
innovation as existing lenders and start-ups seek ways
to automate, simplify and accelerate each step of the
mortgage origination process.
According to a report from the Federal Reserve
Bank of New York, one driving force behind this change
is fintech lenders that embrace a complete end-to-end
online mortgage application and approval process
supported by centralized underwriting operations.
The report, titled “The Role of Technology in
Mortgage Lending” uses market-wide loan-level data
on U.S. mortgage applications and originations and
defines fintech lenders as those who offer a mortgage
application process online.
The report shows that fintech lenders process
mortgage applications about 20 percent faster than
10  T i TLE News
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other lenders, while keeping the default rates low.
Fintech lenders have increased their market share
in U.S. mortgage lending from 2 percent in 2010 to
8 percent in 2016 with higher growth in refinancing
and mortgages issued by the Federal Housing
Administration (FHA), which primarily serves lowerincome borrowers. Data from Inside Mortgage Finance
show that Quicken Loans—driven by its Rocket
Mortgage—catapulted past Wells Fargo as the top
originator during the fourth quarter of 2017. During
the quarter, Quicken Loans originated $25.1 billion in
loans versus Wells Fargo’s $22.9 billion.
Fintech lenders process mortgages faster than
traditional lenders, as measured by total days from
the submission of a mortgage application until the
closing, the report indicated. It used loan-level data
of U.S. mortgages from 2010 to 2016 and found that
fintech lenders reduced processing time by about

Finding Success Using Technology
to Speed Up the Loan Process,
Lenders are Turning to Wingmates—Title
and Settlement Companies—to Deliver
Similar Results to the Closing

10 days or 20 percent of the average processing
time. The effect on refinance mortgages was even
more pronounced, with processing times trimmed
by 14.6 days compared to purchase loans with
processing times reduced by 9.2 days.
Finding success using technology to speed up the
loan processing process, lenders are now turning to
their wingmates—title and settlement companies—to
deliver similar results to the closing.

Treasury Recommends Actions
to Spur E-closings
In a report aimed at identifying improvements to the
regulatory landscape that will better support financial
technology and foster innovation, the U.S. Department
of the Treasury offered three key recommendations to
improve the electronic closing and recording process.
In drafting the report, Treasury consulted with
a wide range of stakeholders—including ALTA
leadership—focused on consumer financial data
aggregation, lending, payments, credit servicing,
financial technology and innovation. The Treasury
said its recommendations should enable U.S. firms
to more rapidly adopt competitive technologies,
safeguard consumer data and operate with greater
regulatory efficiency.

“We thank Treasury for listening and including
information in the report provided by ALTA.
We appreciate Treasury’s thoughtful approach,
understanding the hurdles that exist in the market and
for providing recommendations to improve electronic
recordings and closings,” said Cynthia Blair NTP,
ALTA’s president-elect and founding partner of the
law firm Blair Cato Pickren Casterline LLC. “As digital
closings continue to evolve, ALTA and its members will
continue to help lead the effort to improve the closing
experience for consumers. Finding the right balance
between convenience, security and risk are all issues we
must consider as we build a road to smarter closings.”
To improve the electronic closing and recording
process, Treasury offered these recommendations:
■■States that have not authorized electronic and remote
online notarization (RON) should pursue legislation
to explicitly permit the application of this technology
and the interstate recognition of remotely notarized
documents. Treasury recommends that states
align laws and regulations to further standardize
notarization practices.
■■Congress should consider legislation to provide a
minimum uniform national standard for electronic
and remote online notarizations. The Treasury
believes such legislation would facilitate, but not
www.alta.org ■
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require, this component of a fully digital mortgage process
and provide more legal certainty across the country. Federal
legislation is not mutually exclusive with continued efforts at the
state level to enact a framework governing the use of electronic
methods for financial documents requiring notarization,
according to the Treasury report.
■■Recording jurisdictions that don’t recognize and accept
electronic records should implement the necessary technology
updates to process and record these documents and pursue
digitization of existing property records.
Treasury said that while the Uniform Electronic Transactions
Act (UETA) and Electronic Signatures in Global and National
Commerce Act (ESIGN) e-commerce laws establish the validity of
electronic signatures on consumer credit transactions, “additional
legal clarity is needed to ensure compliance with state notary laws
for use of electronic notarizations, specifically the sanctioning of
digital notarizations in lieu of a physical signature and notarization.”
To date, 39 states have enacted laws establishing the legality
of such e-notarization. In 2010, the National Conference of
Commissioners on Uniform State Laws (also known as the
Uniform Law Commission, or ULC) promulgated a revised model
statutory framework for notarial acts, updating its original 1982
model act, aimed at facilitating interstate recognition of various
types of notarizations.
Additionally, during its annual meeting in July, the Uniform
Law Commission approved updates to its model state notarization
law—the Revised Uniform Law on Notarial Acts (RULONA)—to
allow remote online notarization. ALTA and the Mortgage Bankers
Association worked closely with the ULC drafting committee to
ensure consistency between the RULONA amendments and the
model RON bill.
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Remote online notarization is one type of technology
innovation that has become more prevalent in the industry, with
17 states introducing bills to allow online notaries, five of which
passed. ALTA does not specifically endorse online notarization, but
wants to ensure any legislation that is passed is safe for consumers,
that transactions are insurable and technology neutral. Several
states have already started considering online notary legislation
and more are expected to do so in 2018. If adopted, the model
legislation would create legal certainty across the country from a
uniform and consistent framework that is based on a common set
of core principles. ALTA believes that without a model bill to help
guide legislative discussions, different state standards are likely to
result. That outcome is the last thing consumers and the industry
need, as it will lead to inefficiencies, additional costs and a poor
customer experience.
“These electronic notarization statutes, enabling digital
notary signature for in-person notarizations, provide
insufficient legal certainty for the use of remote notarization
conducted electronically via webcam, with the latter
permitting both signatory and notary to be in different
locations,” Treasury concluded.
The report mentioned the model legislation ALTA developed
in 2017 with the Mortgage Bankers Association to provide a
framework for states to use in adopting remote online notarization
for real-estate transactions.
“As more transactions are handled electronically, we must still
ensure that documents are validly executed and in a recordable
format,” Blair said. “To ensure that the title insurance and
settlement industry can protect property rights, we need to have
a reliable land records system that is free of any contamination of
unlawfully executed and/or recorded documents. Several states
have already passed RON legislation
and many more are expected to do
so over the next year. The model
legislation helps create legal certainty
across the country from a uniform and
consistent framework that is based on
a common set of core principles.”
In its report, Treasury said, “Despite
state-level progress toward wider
recognition of electronic notarization,
the absence of a broad statutory
acceptance across the country and
uneven standards for remote and
electronic notarization implementation
has created confusion for market
participants, slowing adoption
of digital advances in mortgage
technology by limiting the ability for
lenders to complete a digital mortgage
with an e-closing.”
The Treasury report noted that
non-uniform state rules create a cost

barrier for electronic notarization system vendors developing
their platforms as well as uncertainty for investors considering
purchasing digital mortgages.
“County-level acceptance of digital security instruments is a key
determinant of whether a lender will pursue an electronic closing,
as lack of acceptance of these documents renders such critical
e-mortgage components, such as electronic notarization, moot,”
according to the report.
In 2004, the Uniform Law Commission promulgated the
Uniform Real Property Electronic Recording Act (URPERA),
representing a model statutory framework to provide county clerks
and recorders the authority to accept electronic recording of real
property instruments.
While 33 states and U.S. territories have enacted URPERA,
implementation has lagged at the county level. Through May 2018,
just over half of the 3,600 recording jurisdictions in the U.S. offer
electronic recording.
“Greater digitization of property records at the county
level may, in the future, facilitate further advances in mortgage
technology, including the potential application of distributed
ledger technology to more expeditiously perform property record
checks and expedite title review services,” Treasury reported.

Security Concerns
While the race to fully digitize the closing process continues,
Fannie Mae released results of a survey that shows most
consumers are hesitant to provide personal financial information
needed to develop a digital financial identity.
A digital identity is an electronically verified set of attributes
that uniquely describe a person. During the second quarter of
2017, Fannie Mae surveyed consumers on their perceptions of
digital financial identity.
Just 13 percent of the survey’s respondents said they were
interested in having a digital financial identity, and many

consumers indicated that they wouldn’t be more interested
even if it led to easier and less costly mortgage products, Fannie
reported. Roughly half the respondents said the security and
safety of their personal information was their biggest concern.
Their second biggest concern was over how the information
would be used.
“Meaningful benefits resulting from a digital identity when
applying for a mortgage—such as reduced costs, a simplified
process and instant approval—did not inspire the majority of
respondents to be more interested in having a digital financial
identity,” Fannie reported.

Innovation Happening Quickly
Many companies in the closing space have already implemented
technology or partnered with other vendors to close deals using
RON and deliver an expedited closing process.
Westcor Land Title Insurance Company and Title Resources
both announced partnerships with Notarize to expand online
notarization for real estate transactions. The collaborations enable
title agents, lenders and customers to complete fully digital online
closings using Notarize platform offerings.
Mary O’Donnell, president and CEO of Westcor, said her
company was impressed with Notarize’s online signing platform,
which enables its title agent partners to meet clients online when
and where they want.
“It offers borrowers the option of an online closing and reduces
agents’ operational costs,” O’Donnell said. “We see this as an
opportunity to make this technology available to every one of our
independent agents who would like to offer this to their lender
clients and consumers.”
Westcor announced that one of its agents, Nextitle, completed
the first remote online notarization closing in Washington.
“The borrowers, lender and our escrow officer could not
have been more pleased with the ease of the transaction,” said
www.alta.org ■
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Gerry Guerin, Nextitle’s national director of title operations.
“We look forward to more closings using the remote online
notarization platform.”
Scott McCall, CEO of Title
Resources, also believes fully digital
online closings—in states that will
accept electronically recorded
documents—will modernize the process
and make it more accessible.
“Understanding the value technology
can bring to all participants of a real
estate transaction, our organization has
prioritized investing in technologies
like Notarize that streamline complex
processes and deliver new-found
convenience,” McCall said. “By reducing
paper, time and human error, and
allowing customers to close anytime,
anywhere, on their terms, we are
empowering our agents to deliver an
exceptional customer experience.”
Shortly after RON legislation in
Texas went into effect in July, Stewart
announced the completion of its first 100
percent paperless, fully digital real estate
transaction with Georgetown Mortgage
LLC. The closing was completed by
Stewart’s office in Katy, Texas, using the
Notarize portal.
“Completing our first remote, fully
digital purchase transaction in Texas
supports Stewart’s continued innovative
and leading approach to improve the real
estate transaction process,” said Matt
Morris, chief executive officer of Stewart
Information Services Corp. “Given the
increasingly busy and mobile nature of
our customers, we continually look for
ways to simplify the complex, and are
committed to driving improvements to
the process to enhance the customer
experience in the manner that they are
most comfortable with.”
Michael Jones, CFO of Georgetown
Mortgage, added “An in-person closing
will always be an option for consumers,
but the added convenience of closing
anytime, anywhere will be a solution to
a host of scenarios that will benefit our customers, regardless
of their age or generational classification. With today’s time
constraints, spending several hours closing a home loan is
absolutely inconvenient and unnecessary.”
Meanwhile, Accurate Group partnered with NotaryCam to
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provide remote online notarization services. NotaryCam reported
it has completed more than 100,000 remote online notarizations.
“Lenders are ready to embrace electronic notarization in full
force,” said Dave Samson, vice president
of NotaryWorks Signing Solutions at
Accurate Group. “Our NotaryWorks
solution, powered in part by NotaryCam,
provides us the scale to meet the growing
demand for this service and ensures that all
types of notarizations are delivered with an
outstanding customer experience.”
Meanwhile, Old Republic National
Title Insurance Company and Stewart
announced partnerships with e-mortgage
technology developer Pavaso to deliver a
fully digital mortgage closing process.
“By partnering with Pavaso, Stewart
continues its commitment to the
enhancement and digital transformation
of the closing process for consumers,
while bringing efficiency and cost savings
to mortgage lenders,” said Scott Gillen,
senior vice president of industry relations
for Stewart. He added that Stewart is
accelerating its national program to
inform and educate real estate and
mortgage industry professionals on the
benefits of e-closings.
Rande Yeager, chairman and CEO
of Old Republic National Title Holding
Company, said “Technological advances
as well as shifting market demands and
demographics make it clear that the title
insurance industry is moving quickly
into the digital space. Our early support
and commitment to the development
and implementation of Pavaso
represents a significant tactical step
in advancing our offerings to today’s
customers and tomorrow’s capital
markets. The goal of our digital strategy
is to provide e-closing experiences that
are streamlined for everyone.”
Mark McElroy, CEO of Pavaso,
says the solution integrates disruptive
technologies like blockchain and
electronic notary, and allows title agents
to assimilate a suite of complimentary
applications into a single portal.
“E-closing is no longer the future. It’s the here and now,”
McElroy said. “Old Republic Title’s implementation of Pavaso
technology creates a national digital network of title and closing
agents fully capable of closing anything from paper to fully digital

transactions. The result is a modern ecosystem for the real estate
agent, mortgage lender and title agent that puts the consumer front
and center.”
Prior to these partnerships, Pavaso integrated its e-closing
platform in September 2017 with Title Source. The goal was to bring
a digital closing process to Title Source’s sister company, Quicken
Loans, which provides an online origination process called Rocket
Mortgage. Title Source has since been rebranded as Amrock.
“Quicken Loans’ number-one priority is simplifying the
mortgage process for our clients,” said Jay Farner, Quicken
Loans CEO. “Rocket Mortgage made our industry stand up
and take notice, and our company continues taking the lead in
revolutionizing the mortgage experience with e-closing. We look
forward to working with Title Source and Pavaso to provide a
radically simple mortgage experience.”
Earlier this year, Amrock completed its first electronic closing
in North Carolina. The mortgage was closed with the help of
Pavaso’s Digital Close Platform incorporating in-person electronic
notarization (IPEN) technology. North Carolina-based law firm
Brady & Kosofsky served as the signing agent for this Quicken
Loans originated mortgage.
“Technology is transforming the way we do business,” said
Amrock President Brian Hughes. “Whenever we have an
opportunity to streamline a process or make it easier for our
clients, we seize it. With the IPEN process, we are finally realizing
a completely digital homebuying experience—giving our clients
more confidence and clarity in the mortgage process.”
North Carolina Secretary of State Elaine F. Marshall has been a
leading advocate for e-closings in North Carolina as part of a yearslong drive to modernize traditional business practices, including a
comprehensive legal structure for electronic notarizations.
“We’re excited to have this technology available in our state,”
said Secretary Marshall. “IPEN mortgage closings offer advantages
over the traditional paper-based system for everyone involved in
the process. This technology can be used to simplify the process,
speed up e-closings, maintain strong identity verification and
reduce the chance for errors or omissions—something we are
always looking for.”
Other companies have jumped into the fray as well. Black
Knight has launched an advanced hybrid and fullly digital closing
solution that supports data and document exchange, workflow and
processes associated with real estate transactions.
The company said the first phase of LoanSphere Expedite Close
will be available later this year. The system provides an electronic
closing fulfillment process, enabling secure online interactions
between the real estate agent, lender, settlement agent and
consumer from contract through closing.
Expedite Close also supports consumer interaction and
workflow fulfillment requirements. With this solution, Black
Knight reports consumers can access a secure portal to review and
sign all closing documentation online, and “wet sign” any specific
documents that require a physical signature for jurisdictions not
yet accepting electronic notarization. A consumer can also choose

to wet sign all documents in the closing package. If this process is
chosen, Expedite Close will provide the loan documentation to the
settlement agent within the required timeframe, eliminating any
document-fulfillment workflow gaps.
“Our goal is to streamline the closing process,” said Tom
Peterson, president of Black Knight’s Lending Solutions division.
“Today’s borrowers are accustomed to anywhere, anytime
connectivity and the freedom to choose how they want to interact
with businesses.”
To continue building its proprietary digital closing technology,
national title and escrow company Spruce has raised $15.6 million
in new venture capital. This brings the startup’s total Series A
financing to $19.1 million.
“A real estate transaction can be one of the most important
moments in a person’s life, and for many it’s a process fraught with
confusion, frustration and unnecessarily high fees,” said Patrick
Burns, co-founder and CEO of Spruce. “We are building the
modern solution to the current challenges faced by homeowners,
mortgage lenders and real estate companies alike. And thanks to
our latest funding, we’ll have the opportunity to work with more
people than ever before.”
Spruce, which was launched in 2016, has worked with lenders
and real estate companies in 36 states and plans to reach 48 states
by the end of 2018.
“We’re thrilled to continue to support the Spruce team as
they look to expand their reach to serve more clients across the
country,” said Charles Birnbaum, partner at Bessemer Venture
Partners. “There is a lot of room to grow in this industry, and
we’re confident that Spruce’s approach will continue to resonate
with lenders and innovative real estate models looking for a more
efficient, technology-driven solution.” ■
JEREMY YOHE is vice president of communications for

ALTA. He can be reached at jyohe@alta.org.

Technology Focused Sessions at ALTA ONE
Several sessions are planned
at ALTA ONE to discuss
how title companies can use
technology to improve their
operation.
• NextGen Closings
• Tech Trends You Can’t Ignore
• Let’s Talk Robots
• Fast Money
For more information about
these sessions and ALTA ONE,
go to meetings.alta.org/one.
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HE DODD-FRANK ACT. CFPB. TRID.
ABILITY TO REPAY. THE BOOM AND BUST
OF REFINANCE. FEDERAL RESERVE RATE
INCREASES. Quite a few drivers have had an
impact on the title industry in recent years.
Many times, it seems we barely have time to react and
adapt to one before another game-changer quickly
emerges. Only recently, with a relative (if perhaps
temporary) pause in the stream of new regulations
and the slowing of the refinance market, have we had
time to slow down and review what has taken place.
And what many are starting to realize is that, while
the headlines have grabbed the attention, a once-ina-generation transformation has begun at the heart of
our industry.
Title agents (indeed, most mortgage and real estaterelated businesses) are beginning to focus on profitability over
revenue, cost over sales. Nowhere is this manifesting itself
more obviously than in the realization among title agents that
a good number of “production” or “back office” functions, such
as curative, tax or other specialty searches or release tracking,
don’t have to be closely controlled. They don’t (and perhaps
shouldn’t) have to be done manually. And they don’t have
to be done in the office of the agent. Title agents, driven by
substantial cost pressures from multiple sources, are beginning
to understand that qualified outsourcing, strategic partnerships
and automation can help the bottom lines of their businesses,
and that the risks of doing so have been overstated. Accordingly,
they’re beginning to shed overhead and outsource or automate
numerous production functions.
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The Old Ways—Why Title Agents Kept
Production Completely ‘In House’
For ages, title agents have had little in common with their cousins
in the property and casualty insurance industries. There, agents
are primarily charged with selling insurance. Many of their
“production” functions are handled by vendors or the insurers
themselves. But for decades, title agencies have kept many of
the most basic functions (data entry, etc.) in house—often using
manual or inefficient processes to do so.
Any number of reasons could explain the thinking behind
such tightly held operational strategies. Tighter control meant less
need for vendor management and made quality assurance easier
to perform. Technology could be expensive and become outdated
quickly, all after bringing about massive operational disruption
during implementation. Decades ago, outsource firms regularly
sacrificed quality for speed and price. For decades, automating
and outsourcing had limited purposes, but weren’t truly embraced
by agents unless forced to do so. For example, the RESPA rule
changes of 2010 forced many agents to abandon proprietary
production systems for more adaptable technology.
Today, however, more are realizing that, in an industry that has
long relied on adding or releasing personnel with each change of
the market cycle, it pays to utilize other operational strategies. And
that cost doesn’t include quality or compliance.

Cause and Effect—Why Agents
are Changing Their Minds About
Production Costs
A number of very real events and developments have driven
agents to reconsider outsourcing or technology investments to
manage production. Some have even reached out to competitors
to forge strategic alliances designed to pool resources and cut
costs. First and foremost, the market itself—its volatility from
refi boom through refi bust—has made the “ramping up, ramping

tion

By Alok Datta

Title Agents Have Long Controlled
the ‘Back-office’ or ‘Production’
Functions of Issuing a Title Policy.
but Times Have Changed

down” approach to staffing ineffective. The market has simply
changed too quickly, too often and almost never according to
forecast. Agents caught in between have found themselves either
understaffed to handle order spikes or have found themselves
overstaffed as revenue receded.
It’s fairly obvious that the inundation of new—or newly
enforced—rules and regulations has had great effect on title
agents as well, both direct (such as with the operations-altering
TRID) and indirect (such as with lending clients feeling pressure
from investors to provide better documentation for compliance
purposes). The industry has done a fantastic job getting ahead of
the game in terms of compliance, such as with ALTA’s introduction
of the Best Practices. But getting ahead has come with great cost.
Not a margin-focused industry even in the very best of times,
the title industry has finally come to realize that it will only be
more and more difficult to predict revenue with certainty. This
leads to real risks for agents bearing fixed production costs,
which simply don’t change no matter what revenue is taken in.
Thus, it’s time to control what an agent can control in order to
maintain profit: costs. Increasing numbers of agents are turning to
unique partnerships or alliances that come together to pool costly
production resources. Others are embracing scalability through
the use of multi-function outsourcing providers in combination
with more flexible, adaptable technology. Most importantly,
agencies are now building strategies (rather than ad hoc realities)
designed to streamline operations and keep an eye on unnecessary
costs.

What’s Next?
This is a trend that will only grow and continue. We see the
accelerating acceptance of technology, for example, with the
snowballing demand for new digital mortgage processes—
impacting the title industry via growing e-closing and e-recording
capabilities. Although title agents will probably never be mistaken

for auto insurance or life insurance agents, they will demand even
more comprehensive, easier-to-use technologies to improve the
settlement transaction. They’ll drive the market to offer global
solutions, rather than technologies addressing only one or two of
the agent’s production functions. Third-party service providers
have given rebirth to the concept of bundling—offering more and
more production services at higher quality and better accuracy.
This will only continue.
Another emerging trend is the concept of title agencies
marketing directly to consumers or supporting their Realtor or
lender clients as they market to consumers. Service providers are
seeking to grow their value to clients. As production costs and
the time once expended on in-house production abate due to
technology and outsourcing, some title agents (and underwriters)
are taking it upon themselves to support their clients’ sales and
marketing efforts. For an industry that struggles to differentiate
itself because of heavy regulation, the thought of helping a client
earn new clients is quickly becoming a differentiation strategy unto
itself.
Finally, it’s highly likely that lenders will continue to pressure
their partners for ways to shorten and make more efficient
the closing process as another method to improve customer
satisfaction. This will force smaller agencies to adapt. There will
be a place for the “mom and pop” shops, but they’ll need help to
afford the costs of doing business. This will come in the form of
partnerships and technology. In time, some of the newest costs
will abate to some degree as better ways to prove compliance
are found. But through it all, agents will need to remain nimble.
There’s no going back from this trend. Accordingly, the use of
qualified third-party specialists and better technology will likely
only continue to grow. ■
ALOK DATTA is president of SLK Global, a provider of technology-

based solutions for the real estate and settlement services industry.
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Who Is

Charles
CHARLES JONES DIED IN 1938, yet his name
lives on in the form of the Charles Jones Judgment
Lien Upper Court Search, an industry-standard
title search service in New Jersey. Often referred
to as a Chucky Jones search, the service and the
name have such strong recognition in Northeast
real estate and legal circles that it once again is the
name of the company Charles Jones established
and whose roots trace back to 1911. But, who was
Charles Jones?

Uncommon. Infrequent. Rare. All worthy descriptions
of how often the name of an individual remains a
common reference within an industry 80 years after his
passing. Perhaps even more so in the land title industry.
In Northeast real estate and legal circles, the
Charles Jones Judgment Lien (Upper Court) Search
remains an industry standard. It even has a nickname.
Referred to by industry veterans as a Chucky Jones
search, the service and the name have such strong
recognition that it once again is the name of the
company Charles Jones established and whose roots
trace back to 1911.
The company that now bears the name, Charles
Jones LLC, was formerly Signature Information
Solutions. The latter was a joint venture between the
original Charles Jones LLC and the New Jersey and
Pennsylvania operations of DataTrace Information
Services, LLC, a leading provider of data and
automation to the title industry. DataTrace acquired
the remaining shares of the joint venture in mid-2017.
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Charles Jones passed away in 1938, yet his
name lives on in the form of the Charles Jones
Judgment Lien Upper Court Search, an industrystandard title search service in New Jersey.
“After taking the pulse of the market and listening
to customers, it was clear returning the name to
Charles Jones made sense,” said Patrick Roe, manager
at Charles Jones, who has been with the company since
1996. “It’s the name our customers have recognized
and pays homage to the man—Charles Jones—who was
an innovator in the industry.”

Industry Impact
Consider that over the course of his professional life
in the land title industry, Charles Jones founded the
company that bears his name and served as president
of three other companies: New Jersey Title and
Abstract Company, State Capital Title and Abstract

Jones?
Why a Title Industry Standard
Bears the Name of a Man Who
Passed Away 80 Years Ago

Company and Supreme Title Company. He also
was counsel for Bloomfield Savings Institution. And
this was after he distinguished himself as a notable real
estate lawyer as part of the firm Jones and Gleeson, and
in independent practice.
Earlier in his life, he embarked on a period of
rapid personal transformation. In a matter of six years
between 1900 and 1906, he earned his bachelor’s
degree from Yale, spent two years as a teacher at
Rockville High School, graduated from New York Law
School, served as the principal of a night school, and
was admitted to practice at the New York and New
Jersey bars.
The transformation spring-boarded Jones into his
life in law and real estate. “He became a widely known
figure in his profession, with important interests
centering in the sphere of chancery (public records)
and real estate practice. He was an acknowledged
authority in these branches of law, and his legal
scholarship and attainments, combined with his sound
business judgment, led to many demands upon his
services.” (Encyclopedia of American Biography: New
series, Volume 11).
Of course, he would also create his namesake
service, the Charles Jones Judgment Lien (Upper
Court) Search, which would simplify real estate
closings in New Jersey by significantly reducing the
time needed to conduct the upper court searches
needed for title work. The Chucky Jones search is
once again a key service of Charles Jones LLC, now a
regional public record information company serving
the title, legal, and lending markets with due diligence
solutions, primarily in New Jersey and Pennsylvania.

Legacy Lives On
Born in 1878, Charles Jones passed away at his home
in December of 1938. The Encyclopedia of American

In the years after Charles Jones earned his New York
Law School degree in 1904, he quickly developed
a reputation as a leading real estate lawyer with a
strong business acumen.
Biography describes him with reverence and respect:
“He was active until the last in the varied responsibilities
devolving upon him, and the abrupt termination of his
career was a loss both to his profession and to the several
communities in which his interests centered, whose
people knew and highly valued his qualities of character
and citizenship.” (New series, Volume 11).
Charles Jones built his namesake business with an
emphasis on the customer, and the company earned a
reputation for superior quality and service standards.
These same principles remain at the core of its
operations today.
“Embracing the Charles Jones legacy has been
energizing and has renewed our entire team’s focus
on furthering the company’s long-held reputation for
quality, superior customer service, innovation and
simplifying real estate closings for our customers,”
Roe said. ■
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A special advertorial
highlighting companies
that provide
effective solutions
to aid implementation of
ALTA’s Best Practices

ALTA’s Elite Provider Program

The Elite Provider Program is comprised of premier service providers that are committed
to offering comprehensive benefits to the title insurance and settlement services industry.
Elite Providers promote the highest industry standards and provide effective solutions for
ALTA members’ critical needs.

Elite Providers

DocMagic

PCN Network

SoftPro

ERecording Partners
Network

PropLogix

SYNRGO Inc.

National Notary
Association

Qualia
RamQuest Inc.

Western Technologies
Group
ZOCCAM

Simplifile

Elite Provider Qualifications

To qualify for the Elite Provider Program, applicants
must be ALTA members in good standing for at least
one year prior to application submission. Applicants
must complete the Elite Provider Application and
acceptance into the program is subject to approval by
the Elite Provider staff team.
As part of the application, applicants must submit

detailed information about the benefits they will offer
ALTA members, their five most recent balance sheets
demonstrating the financial stability of the applicant
and a list of 10 references. Applicants are assessed
based on their financial strength, commitment to the
overall industry, national distribution capabilities and
reference checks with existing customers.

ALTA’s Best Practices
PILLAR I

Licensing

PILLAR II

Escrow Trust
Accounting

PILLAR III

Protecting
NPI

PILLAR IV

Settlement
Processes

PILLAR V

Policy
Production
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PILLAR VI

Insurance
Coverage

PILLAR VII

Consumer
Complaints

Key Personnel
Dominic Iannitti,
President and CEO
Tim Anderson,
Director of eServices

Staffing
110

Contact Information
1800 W. 213th St.
Torrance, CA 90501
800-649-1362
docmagic.com
sales@docmagic.com

“With the addition of
DocMagic’s Total eClose
solution, we offer lenders
the opportunity to transform
their mortgage origination
process through the
elimination of paper, thereby
significantly reducing costs
and increasing efficiencies.”
—Jerome Jelinek
CEO and general counsel at
Corporate Settlement Solutions

DocMagic
Pillars III VI, VII
Company History
For more than 30 years, DocMagic has been the leading provider of
intelligent document generation, automated compliance, eSign, eDelivery
and comprehensive eMortgage solutions for the mortgage industry.
DocMagic’s suite of digital solutions is designed to advance the mortgage
process at every stage, continuously improving the experience for lenders,
settlement service providers, investors and borrowers.

Services and Products

Competitive Edge

Total eClose is a 100% paperless
digital e-closing solution with a
seamless workflow that integrates
every component of the closing
process from start to finish.
SmartCLOSE is a collaborative
closing portal where lenders and
settlement service providers can
securely share, validate, audit, track
and collaborate on documents, data,
and fees—all in real time.

A single-source platform, Total
eClose offers a comprehensive and
compliant e-closing solution that
delivers fully paperless closings
from start to finish. SmartCLOSE
electronically delivers the closing
disclosure to the borrower while
submitting the resulting UCD file,
containing both borrower and seller
data, to the GSE of their choice.

Key Features

Utilizing DocMagic’s technology,
borrowers can review and e-sign
closing documents in advance,
ultimately reducing their closing
appointment to about 10-minutes.
Both platforms feature the critical
aspects of data integrity, workflow
and compliance that provide the
necessary framework for a pure
digital lending process

Total eClose
✦✦Greater control and accountability
during the mortgage loan cycle
✦✦E-sign and e-notarize documents
from anywhere
✦✦Loans close faster (with fewer
errors and omissions)
✦✦Continuous compliance and TRID
tolerance monitoring
✦✦Date and time-stamped audit trail
✦✦Data and documents
automatically stored inside our
secure e-vault

SmartCLOSE
✦✦Synchronized workflow with realtime chat
✦✦Continuous compliance and TRID
tolerance monitoring
✦✦Automated event and audit logging
✦✦Integrated e-delivery of borrower
disclosures
✦✦Certified MISMO 3.3 compliant
✦✦Captures the required borrower
and seller data
✦✦Embedded XML Closing Disclosure

Added Value to Clients

ALTA Member Discount
DocMagic’s ALTA member benefits
include: DocMagic SmartCLOSE—no
charge to title agents. Charge paid
by lender; DocMagic Total eClose—
no charge to title agents. Charge
paid by lender; e-notary setup fee—
no charge to ALTA members (Value
is $150); title doc setup fee—no
charge to ALTA members. (Value
is $150 per hour). This offer may
not be combined with any other
promotion.

eRecording Partners
Network (ePN)

Key Personnel
Jerry Lewallen, President
Ben Sherman,
VP, Business Development

T

W

O

R

K

E

T

W

O

R

K

ePN was created in 2008 to improve the connection between submitters and
counties across the nation. By understanding the industry’s consistent pain
points and developing one of the nation’s fastest growing networks, we have
become a leading national electronic recording vendor. ePN has expanded
our e-recording service into 44 states and over 1100 counties.

Pam Trombo,
eRecording Manager
Christie Adams, National
Marketing Manager

Staffing
60

Contact Information
400 2nd Avenue South,
Minneapolis, MN 55401
888-325-3365
www.GOePN.com
Sales@GOePN.com

“I met Ben Sherman from
ePN in August of 2012
at our local land title
convention. I was nervous
about implementing
e-recording as it was still
relatively new at that time
but I felt I could trust Ben
to make sure things went
smoothly for us. A few
months later, we were set up
and successfully e-recording
in every county available
at that time in our state.
Shortly thereafter, the
technology really took off in
our state and we are now
erecording almost every
document and it’s smooth
as silk. The EPN system is
easy to use and recording
time has gone from months
to days with no more lost
documents by the county’s
manual process.”

Services and Products

Competitive Edge

ePN offers a variety of recording
solutions designed to meet the
needs of title agents, settlement
providers, attorneys and other
document submitters across the
nation. Our services include our
web-based traditional eRecording
solution called eCourier, an
outsourced eRecording solution
where ePN will handle the
submission of your electronic
recordings, paper processing
solution allowing us to handle the
delivery, tracking and confirmation
of paper-based recordings and
an integrated recording solution
where we offer the industry leading
integration document record
system.

With our range of services, we
offer document recording in all
jurisdictions across the country. Our
exclusive focus on the document
recording industry, best-in-breed
software integrations and highly
experienced staff make ePN the key
to document recording.

Key Features
✦✦Unique Integration Features
✦✦No Software Installation
✦✦No Startup or Annual Costs
✦✦Reduce time for getting
documents recorded
✦✦Document recording in all
jurisdictions across the country

—Cindy Koebele
President/CEO of TitleSmart, Inc.
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Company History

Ryan Clegg, Operations
Manager, Client Services
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Pillar IV

Chris Stephan,
VP, Client Services
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Added Value to Clients
eRecording Partners Network is
recognized as a premier national
eRecording service provider
with a commitment to providing
comprehensive benefits to the title
insurance and settlement services
industry. Our ceaseless focus on the
document recording industry means
that we are always going one step
further to expedite the document
recording process for our customers.
Understanding the high stakes of
compliance, we began providing
automated actual recording fee
reconciliation for submitters.

ALTA Member Discount
30% discount on first 100
documents submitted for
eRecording in the first 30 days. This
offer may not be combined with any
other promotion.

Key Personnel
Chris Sturdivant,
VP Business Development

Staffing
205 employees

Contact Information
National Notary Association
9350 De Soto Ave.
Chatsworth, CA 91313
818-739-4086
www.nationalnotary.org
csturdivant@nationalnotary.org

National Notary
Association
Pillars III, IV

Company History
Founded in 1957

Services and Products

Competitive Edge

Established SigningAgent.com as
the premiere search directory in
the industry for settlement service
providers to search for Notary
Signing Agents and validate their
background screening and training
credentials.

Over 25,000 Notary Signing Agents
screened annually by the NNA and
available for verification at
www.signingagent.com.

Key Features
In an effort to automate the
validation of Notary Signing Agent
background checks and training
records, the NNA has developed an
API for title companies and signing
services to synchronize key data
verification points from the Notary’s
profile at SigningAgent.com with
their own vendor management
platforms. All NNA data is up to the
minute, and API subscribers can call
the data as often as needed.

Added Value to Clients
API subscription customers can
setup direct feeds with the NNA
database to import profiles of
Notary Signing Agents to their
vendor management software in
real time.

ALTA Member Discount
ALTA members will receive a 25%
discount to the NSA Data Exchange
(a subscription-based product)
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PCN Network LLC

Key Personnel

Pillars II, III

Pritam Advani, CEO
Ken Smolar, President

JoAnne D’Onofrio, Safe Escrow
Specialist

Staffing
55

Contact Information
200 Fleet St.
Suite 6000
Pittsburgh, PA 15220
www.pcnclosings.com
www.pcnsafeescrow.com

“The Safe Escrow system
has prevented wire fraud
and saved North American
Title Insurance Company
(NATIC) agents thousands of
dollars in losses by providing
a secure platform to access
disbursement services within
their network. Safe Escrow
has become a valuable tool
for NATIC agents to achieve
Pillar II ALTA Best Practices
compliance in the area of
escrow accounting and
reporting.”
—Michael Holden
Vice President, North American
Title Insurance Co.
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Company History

Mary Andriko, Senior
Counsel/Business
Development
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PCN Network began as a settlement services solution, facilitating real
estate closing services for national title agents across the country and
helping them navigate the complexities of closing a transaction in the
states in which attorneys are required to handle real estate closings.
With the evolution of the real estate market and hundreds of billions
of dollars at stake, lenders began to demand more from title agents and
underwriters. By 2015, cyber thieves had realized the amount of funds
involved and had targeted the real estate, title and settlement industry.
As funding became more complex and risky, agents and underwriters
had little time or resources to develop new processes to combat the risks
inherent with funding. The industry needed a simple solution that allowed
it to keep pace with new security needs. Safe Escrow is our response to this
challenge.

Business Services and Products

Added Value to Clients

✦✦Managed Funding Solutions
✦✦Centralized Compliance
Management

PCN’s Safe Escrow is a web-based
technology service that strictly
adheres to the control structures
and management tools of a
Fortune-500 treasury department,
and places those controls in the
hands of title agents. Agents are
able to print checks locally and
make changes at the closing
table when necessary, while being
protected by Safe Escrow’s central
management processes and
technology.

Key Features
PCN offers a managed disbursement
service along with other streamlined
settlement services.

Competitive Edge
PCN Safe Escrow’s managed funding
model was formulated with the
goal of providing a safe and secure
platform for title agents. The
proprietary technology and service
provided by Safe Escrow includes
various methods of validation to
protect against fraud and errors. It
is no wonder we have received Soc-2
Type II and ALTA Best Practices
certifications for each of the last 3
years.

www.alta.org

ALTA Member Discount
PCN Safe Escrow is pleased to
provide ALTA members with two
outbound wires per disbursement
file. As a benefit to ALTA members,
Safe Escrow will provide a third wire
to members for no additional fee.
This is a savings of at least $15 per
file. This offer may not be combined
with any other promotion.

Key Personnel

PropLogix

Jesse Biter, Owner & CEO

Pillars IV, V

Timothy C. Healy, Operations
President

Company History

Staffing
155

Contact Information
1651 Whitfield Avenue, Unit
101, Sarasota, FL 34243
941-444-7142
proplogix.com
info@proplogix.com

“I’m absolutely delighted
with your company. The
service is excellent, orders
have been done so quickly.
There is no comparison to
the company we previously
used; it has really taken a
burden off of me to know I
can order it, check it off my
list and know it will come in
on time and I’ll get an email
from someone, so yes, I’m
very happy with it.”
—Susan Powell,
Legal Assistant for Karl Schmitz III,
P.A. Attorneys At Law

PropLogix was founded in 2010 by real estate attorneys who recognized
gaps left by the title search, which was leaving their buyers and sellers
vulnerable and put their own reputation at risk. At that time, the
companies that did the research they needed to close these gaps were
seriously lacking in quality, so they decided to start doing it in-house. They
started first with municipal lien searches, which uncover unrecorded debt
and permitting issues, then branched into in-depth homeowner association
research and then expanded into other parts of pre-closing and post-closing
due diligence. In a few short years, PropLogix has come to be recognized
as a partner that title agents count on to help them save time and protect
their clients from critical property issues.

Services and Products

Added Value to Clients

PropLogix provides pre-and-postclosing solutions for title agents
and real estate attorneys including
municipal lien searches, association
resale certificates, tax certificates,
land surveys, title curative services,
and payoff tracking.

Outside of the services we provide,
our goal is to educate title agents,
real estate agents, and consumers
on new developments and trends
in the industry with our weekly
blog and in-depth reports. We
understand that this information
can be overwhelming for consumers
and we work to provide our clients
with valuable insights that they can
share with their clients.

Key Features
Along with being vetted by the
top underwriters, PropLogix is
integrated with top closing software
platforms, including SoftPro,
RamQuest, ResWare, Qualia,
DoubleTime and more. PropLogix
stands behind all their work and all
services are backed by $2M Errors &
Omissions coverage.

ALTA Member Discount
PropLogix is offering 25% off to
ALTA members. This offer may
not be combined with any other
promotion.

Competitive Edge
✦✦The only company recognized
as a one-stop-shop for all due
diligence needs.
✦✦In-house technology team
developing proprietary software
and integrations.
✦✦A Quality department run by SixSigma certified black belts.
✦✦Each client works with a
dedicated client success manager.
✦✦Business development managers
do a full assessment of your
operation for ways to save you
time, cost, and liability with
PropLogix services.
www.alta.org ■
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Qualia

Key Personnel

Pillars II, III, IV, V

Nate Baker, CEO
Joel Gottsegen, CTO

Company History

Lucas Hansen, CTO

Qualia is the real estate industry’s fastest growing title, escrow, and closing
software platform.
Qualia’s award-winning platform was built by a team of industry and
technology experts that understand the capabilities of modern technology
and how to create a fantastic user experience for its growing community of
thousands of users across the country. The team at Qualia has been proud
to help drive a spirit of innovation in the industry—delivering high demand
features and cost saving customer experiences previously not possible with
older technology.
Qualia leads the industry in privacy and security protections, having
earned SOC-2 and ISO 27001 certifications after rigorous audits of Qualia’s
technology and business practices by an independent ALTA Elite Provider
CPA firm.

Matt Kaufman, Head of
Marketing
Scott Leese, SVP of Sales
Adam Baratz,
VP of Customer Success

Staffing
125

Contact Information
564 Market Street, Suite 401
San Francisco, CA 94104
www.qualia.com
855-441-5498
info@qualia.com

“Qualia has definitely given
us a competitive edge in
the market. They were
thinking outside of the box
on how to make everything
more accessible and take
advantage of the digital and
internet technology that we
have and bring it to the real
estate industry. I have access
to all of my data whether
I’m at home, at another
closing, or out of office. It’s
so easy to use. I’m able to
exceed the expectations of
my clients.”
—Arianna Goldman
President, Harbor Title Inc.
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Services and Products

Competitive Edge

Qualia’s technology includes its
core title, escrow, and closing
software along with a continuously
expanding list of new product
offerings to complement its existing
Qualia Connect and Marketplace
offerings. These include additional
features such as their fully
integrated Quoting, Calendar, and
Closing Scheduler tools which make
the companies using Qualia the
platform of choice for lender and
real estate brokerage clients.

✦✦Quick, low effort implementation
✦✦Elimination of duplicate data
entry
✦✦Real-time team collaboration and
client communication tools
✦✦Simple pricing and lack of hidden
fees or seat licenses
✦✦Qualia University, available on
demand to stay up-to-date on
industry best practices and other
tech tips
✦✦Cloud-based technology

Key Features

Qualia’s integrity and unique
blend of technology and industry
leadership is demonstrated in its
cloud-based technology platform
designed to give users all product,
security, and regulatory updates
instantaneous without the need
for added costs, training, or
implementation time.

✦✦Verified Pillar 3 privacy and
security certifications to keep all
data private and secure
✦✦No hassle underwriter and vendor
integrations
✦✦Workflow management
✦✦Secure in-app communication
tools
✦✦Built-in accounting and reporting
✦✦Interface that is intuitive and
modern
✦✦Cloud-based technology platform

www.alta.org

Added Value to Clients

ALTA Member Discount
One free month subscription
of Qualia’s built-in Vendor
Services Marketplace. Valued at
approximately $500. This offer may
not be combined with any other
promotion.

Key Personnel

RamQuest Inc.

Paul Bandiera, President

Pillars II, III, IV, V

Steve Terry,
Chief Financial Officer

Company History

Mary Schuster,
Chief Product Officer

RamQuest is a Texas-based company that has served the title industry
since 1991.

Ben Cork,
Chief Strategy Officer

Services and Products

Added Value to Clients

RamQuest offers the most
comprehensive title production
solutions available in the industry
today. The company’s solutions
are highly configurable, scalable
and designed to meet the needs of
companies of all sizes nationwide.

RamQuest takes a thoughtful
and comprehensive approach to
customers’ business needs, moving
beyond simply providing quality
software. By engaging with key
thought leaders, industry shapers
and stakeholders, regulators and
trendsetters, RamQuest can design
solutions that give customers the
tools needed to be successful today,
tomorrow and for years to come.

Staffing
95

Contact Information
6111 W. Plano Parkway
Suite 3800
Plano, TX 75093
800.542.5503
www.ramquest.com
emcanally@ramquest.com

“Selecting RamQuest in
2005 meant that I didn’t
have to make a choice
between dependable
and sophisticated. They
effortlessly take care of all
the expected fundamentals of
title and escrow production
while simultaneously
anticipating and delivering
new solutions for emerging
needs. My employees love
how easy RamQuest’s
software is to learn and
use. Managing my business
is made easier by their
solutions.”
—Brian Pittman
President/COO,
Independence Title

Key Features
RamQuest’s solutions include fully
integrated land title closing, escrow
accounting, imaging, digital signing,
transaction management and digital
marketplace tools that enable title
companies to be modernized and
profitable, ensuring viability in
today’s marketplace.

ALTA Member Discount
25% off implementation fees and
2-year complimentary RamQuest
User Group membership for new
customer companies.

Competitive Edge
If it’s important to you, it’s
important to RamQuest. From
industry advocacy, to having a
voice in the development of your
title and settlement solution, to
exceptional support for day-to-day
business needs, RamQuest engages
with customers in every aspect of
business. RamQuest understands
that, every day, its customers issue
long standing commitments and
stand behind them for years to
come; RamQuest honors that by
standing behind and delivering
upon its commitments to customers
for years to come.

www.alta.org ■
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Simplifile

Key Personnel

Pillars I, II, III, IV, V, VI, VII

Paul Clifford, President
Vicki DiPasquale, VP, Sales

Company History

Mark Ladd, VP, Regulatory
and Industry Affairs

180

Simplifile, the nation’s largest e-recording network, was founded in 2000 to
connect settlement agents and county recorders via its e-recording service.
Today, Simplifile has broadened its services to include collaboration tools
and post-closing visibility for mortgage lenders and settlement agents
working together on real estate documents. Through Simplifile, users can
securely record, share, and track documents, data, and fees with ease.

Contact Information

Services and Products

Competitive Edge

Simplifile connects lenders,
settlement agents, and counties.
With our collaboration, e-recording
and post-closing services, Simplifile
streamlines the real estate
transaction from loan application to
recording and back.

✦✦Only solution where settlement
agents can login to one place to
receive loans from and collaborate
with lenders, connect with
counties to e-record documents
and deliver the final title policy
after closing
✦✦Largest e-recording network
(1,825+ counties nationwide)
✦✦Settlement agent’s best friend

Nancy Alley,
VP, Strategic Planning

Staffing

5072 N 300 W
Provo, UT 84604
800-460-5657
sales@simplifile.com
simplifile.com

“This is the best thing
that has happened to our
industry since I’ve been in
the business. It makes life so
much easier.”
—Ron Decelles
President, Genesis Title
Company of Florida
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Key Features
With Simplifile, settlement agents
can:
✦✦Connect with counties and
collaborate with lenders in one
place
✦✦Track, share, receive, and validate
documents securely
✦✦Communicate changes, updates,
deficiencies, and statuses in realtime
✦✦Deliver quick and consistent fee
quotes
✦✦Share and reconcile fee data
✦✦Configure notifications and
activity alerts
✦✦Record documents in minutes
✦✦Provide electronic delivery of
recorded documents and data
✦✦Access complete audit trails and
reporting
✦✦Electronically send final title
policy
✦✦Satisfy ALTA Best Practices
✦✦Use API for system integration

www.alta.org

Added Value to Clients
In addition to being the only service
that gives your lenders electronic
access to recorded documents,
Simplifile offers the peace of mind
that comes with having all your
communication and workflow in
one place with one simple, secure
login. Plus, their complete API for
system integration, free training and
support, ensure agents will be up
and running in no time.

ALTA Member Discount
Simplifile will waive the license
fee for the first year of service for
E-recording, Collaboration and Post
Closing. ALTA members can also
collaborate on and e-record their
first five documents at no cost. This
offer may not be combined with any
other promotion.

Key Personnel

SoftPro

Joyce Weiland, President

Pillars II, III, IV, V

Patrick Hempen,
Chief Customer Officer

Company History

Staffing
450

Contact Information
4800 Falls of Neuse Road, Suite
400
Raleigh, NC 27609
800-848-0143
www.softprocorp.com
sales@softprocorp.com

“In the face of enormous
changes to our industry,
having a vendor who brings
the requisite expertise, as
well as an outstanding
product to help you navigate
the uncertain is paramount.
I cannot speak highly
enough of our company’s
experience with the team at
SoftPro. After 13+ years of
working with the Standard
product, we took the leap
and upgraded to Select.
I am impressed daily by
the product itself, which is
now the gold standard for
title production software.
Having such a robust tool
at your fingertips can feel
overwhelming, but have
no fear; you will be in the
best hands with SoftPro’s
outstanding training staff.
An amazing group of people
whose knowledge, not only
of the industry, but of this
great product, will give you
all the tools you need to take
your productivity to heights
you’ve not yet imagined.”

Since 1984, SoftPro has served as the nation’s leading provider of real
estate closing and title insurance software. SoftPro consistently pushes the
technological envelope to pioneer the most powerful and comprehensive
closing and title automation software on the market. SoftPro’s awardwinning software combines cutting-edge technology with outstanding
support to make your business more productive, efficient and boost your
revenue. It is fully customizable and scalable, so you can work the way you
want, yet also conforms to the latest regulations so you can stay compliant
within our ever-changing industry. SoftPro’s intuitive, user-friendly software
and premier customer support have made SoftPro the #1 choice of closing
and title professionals across the nation for over 30 years.

Business Services and Products
SoftPro provides a suite of products
and services that are customizable,
scalable, and designed for the way
you work. SoftPro’s solutions are
intuitive, user-friendly and designed
to save you time and money. With
a complementary suite of products,
all aspects of the closing process
from order tracking to trust account
management to ordering third-party
services, come together seamlessly
for maximum productivity and
efficiency.

just one, you can grow efficiency,
reduce time to close and increase
overall productivity with unlimited
options for customization, endless
integrations, and award-winning
customer FIRST support. SoftPro’s
dedication to providing quality
products, training, customer service,
and support have earned SoftPro the
title of Company of the Year by the
American Business Awards multiple
years running.

Added Value to Clients

✦✦Fully customizable software
✦✦Process automation
✦✦Commercial closings
✦✦Robust reporting
✦✦Secure transaction
communication portal
✦✦Unlimited vendor integrations
✦✦Leader in regulatory compliance
✦✦Award-winning service, support,
and product development

SoftPro takes a leadership role
in monitoring any legislation
or regulatory changes that may
impact its customers’ business—
and advocating on their behalf.
When changes go into effect,
customers rely on SoftPro to deliver
products compliant with the latest
regulations. As their software
partner, customers can trust
SoftPro to keep them compliant and
prepared for industry changes.

Competitive Edge

ALTA Member Discount

Whether you have 1 or multiple
users, 1 office location or several,
or do business in multiple states or

20% off any new license fees. This
offer may not be combined with any
other promotion.

Key Features

—Jon Dalton
Monarch Title Company
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SYNRGO INC.

Key Personnel

Pillar IV

Karl Klessig, Chairman
Greg Sherman, CEO

Company History

Jennifer Paul, VP Sales

SYNRGO Inc. was created through the combining of DPS Inc. and SPL
Express Inc. SPL has been providing services to the mortgage industry for
more than 25 years, while DPS has been providing similar services for more
than 15 years. SYNRGO operates nationwide.

Yvonne Huff,
Director Operations

Staffing
347

Services and Products

Contact Information
SYNRGO Inc.
590 W. Lambert Road
Brea, CA 92821
1-855-4-SYNRGO
www.synrgo.com
sales@synrgo.com

“SYNRGO has been nothing
short of amazing for our
operation. We love the
personalized service they
have given us. We look
forward to working with
them for years to come.”
—David Watson
Vice President Ticor Title

✦✦Preparation and recording of land
title documents whether in paper
or electronic form in all 3,635
recording jurisdictions
✦✦Pickup and delivery at regional
office locations
✦✦Abstracting of documents prior to
submission for recording
✦✦Recording in paper or
electronically depending on
jurisdiction, document type and
local requirements
✦✦Indexing of documents when
requested and required
✦✦Customized routing of documents
to title agents, escrow officers,
payoff, brokers and customers
✦✦Document retrieval
✦✦Abstracting services
✦✦Accommodation recording
✦✦Court opinions and copy retrieval

Key Features
✦✦One-stop shop for managing,
recording and delivering mortgage
documents
✦✦Specialized departmental staff
knowledgeable of requirements
for each doc type in each
jurisdiction
✦✦Ability to track all documents
✦✦Customized billing and
reconciliation services
✦✦Extensive logistics network
throughout California
✦✦Operations, procedures and
policies that adhere to ALTA Best
Practices
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✦✦Compliance Department
that ensures that industry
requirements are being adhered
to.
✦✦Document retrieval services
✦✦Mail services
✦✦Translations
✦✦File storage services

Competitive Edge
✦✦Single source for all document
types, whether being recorded
electronically or paper-based
✦✦Nationwide coverage with local
regional operations offices
✦✦One of the oldest recording
companies in the industry with
more than 25 years of experience

Added Value to Clients
✦✦Single source vendor for all
document types, regardless of
where they need to be recorded
✦✦Can record paper and electronic
documents
✦✦Less rejections due to prescreening
✦✦Staff to assist with county
recorder communications and
recording rejections
✦✦API available for customer custom
integrations
✦✦Integration with many land title
production systems

ALTA Member Discount
Waive first-time setup fee. This
offer may not be combined with any
other promotion.

Key Personnel
Jerry Jones, President
Robert Palumbo,
Partner, VP Sales
Mike Ruskai,
Partner, VP Technology

Staffing
25

Contact Information
360 E. Main St.
Somerville, NJ 08876
855-653-5663
wtgroupllc.com
info@wtgroupllc.com

“WTG is without a doubt
our top vendor. The quality
and accuracy of WTG’s
Tideland and Flood searches
is incredible. Every report
comes with maps and
overlays which are in color.
The way they lay it out
makes it very easy for my
staff to read. Whenever
we call WTG’s Tideland
and Flood Resource Center
someone always picks up
the phone and connects us
with one of their mapping
experts. No voicemail or
sitting on hold for thirty
minutes! They are true
professionals.”
—Robert Mangino
President, Title on Demand
of New Jersey Inc.

Western Technologies
Group LLC—WTG
Pillars IV, VI, VII
Company History
Founded by President and Managing Partner Jerry Jones, Western
Technologies Group (WTG) is backed by decades of experience in the real
estate property industry. Having created a company built on integrity,
accuracy and innovation for over 30 years, this wealth of information was
leveraged toward building products to help more people and professionals
involved with real-estate transactions and services. Today, WTG has raised
the standard of products that support verification of property-related data
for Tidelands and Floods.

Services and Products
WTG is the premier provider
of Tidelands Reports and Flood
Determinations. The innovator of
“visual verification”, a property
boundary overlay on aerial
photography using proprietary
geocoding and current maps that
identify the subject property in real
space. Our maps provide reliable
visual verification for qualifying
Tideland and Special Flood Hazard
areas. We are data mapping
experts.

Key Features
WTG’s cutting-edge technology
provides anyone engaged in a real
estate transaction (Title Agencies,
Banks, Insurance Companies
and more) with the most reliable
Tideland and Flood-risk related
information available.
Easily order a report at
www.wtgroupllc.com, StateCapital.
net, SoftPro, ResWare, RamQuest,
Accu-Title, Qualia, Encompass,
Calyx and Snapclose. WTG insures
our Tidelands and Flood searches
for errors and omissions to $2M
per event. We stand behind every
report. Look for the WTG Certified
seal. Industry leading customer
support, Our Tidelands and Flood
Resource Center is at the core of
our business, providing specialized

customer support and guidance
from highly-trained industry
specialists.

Competitive Edge
Our Tideland and Flood Resource
Center, staffed by Tidelands
mapping experts and nationally
Certified Floodplain Managers
(CFMs), is at the core of our
mission: providing our clients
and their interested parties with
information, support and resources
critical to their Tidelands and Flood
awareness, education and decisionmaking operations.

Added Value to Clients
We pride ourselves on the integrity
of our people, processes, and
data; on the accuracy of our
results, and analysis, and on the
constant innovations we develop to
anticipate the needs of our client
and to provide solutions for them.

ALTA Member Discount
ALTA members receive three
complimentary Tideland searches
after the purchase of their first
10 reports. This offer may not
be combined with any other
promotion.
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ZOCCAM

Key Personnel

Pillar III

Ashley Cook, Founder & CEO
Wayne Norton, COO

Company History

Contact Information

ZOCCAM launched in 2015 in Texas with the goal to enhance the overall
consumer experience in a real estate transaction by providing a mobile
application to send funds directly to the settlement service provider’s
financial institution. ZOCCAM has expanded into over 40 states within
the U.S.

ZOCCAM
5950 Berkshire Lane
Suite 1200
Dallas, Texas 75219
214-247-6500
www.zoccam.com
info@zoccam.com

Services and Products

“Our Partnership with
ZOCCAM has been
phenomenal!! In our quest
to provide a state-of-theart closing experience
to all of our Customers,
ZOCCAM fits right. It helps
us differentiate from our
competitors right from the
start of the transaction,
while adding value to our
relationships with Realtors
and Lenders. Plus, getting
copies of checks and deposits
right into our title production
system saves much valuable
time and resources!”
—Daniel Manzano
AppleTower Title & Escrow
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ZOCCAM streamlines the
homebuying experience by
enabling the parties to securely
send funds and documents to
the Title Company and Lender, as
well as, authenticate the parties
identification.

Key Features
✦✦Faster Sales Cycles: ZOCCAM
may be used at any time which
means that orders can be
opened at the time the contract
is executed. Because ZOCCAM
is available anywhere at any
time, contracts and funds can be
deposited 24/7.
✦✦Consumer Empowerment &
Transparency Savings: ZOCCAM’s
notification system allows the
parties to receive information
about the closing process
and confirms delivery of the
documents and deposits.
✦✦Cost Savings: ZOCCAM reduces
Full Time Employee costs by
eliminating the time lost from
opening orders and making
deposits.
✦✦Prevents Cyber Fraud: ZOCCAM
connects directly to the bank
to Ensure secure payments,
eliminating the threat of loss from
wire fraud.
✦✦Brand Awareness: Partner logo
and branding is prominently
displayed in the platform, email
notifications and the ZOCCAM
website.

www.alta.org

✦✦Increased Productivity:
Integration with Title Processing
system by delivering documents,
watermark copy of check and
notification along with opening
the order in system.
✦✦Decreased Liability: Protects
consumer’s NPI by taking out
manual deposits from your escrow
process while protecting you from
possible security breaches due to
mishandling of checks.

Competitive Edge
ZOCCAM provides its title company
partners a competitive advantage
by increasing their customer base
reach, decreasing geographical
limitations and creating a better,
more secure and more convenient
closing process.

Added Value to Clients
ZOCCAM Realtors and title
companies save time and gain peace
of mind by knowing funds have
been delivered timely, securely and
without the hassle of other delivery
methods.

ALTA Member Discount
ZOCCAM will offer ALTA members
a credit of 50% of every transaction
completed within the first four
months of service. That credit can
be applied starting in the fifth
month of service. This offer may
not be combined with any other
promotion.

IF YOU’VE
GOT ‘EM,
USE ‘EM.
You Lead. You Deliver. You Protect.
You’re an ALTA member, which means you live by these values
every day. Now, put them to work for you. Use these free, new tools
to drive customer loyalty and grow your business.

For more information and to get started,
visit alta.org/values

The Way Real Estate Closings
Should Work
Qualia’s title, closing, and escrow software brings unprecedented
eﬃciency, transparency, and security to the closing process.

We’re proud to be a 2018
ALTA Elite Provider.
Qualia leads the industry in data privacy and security,
with SOC 2 and ISO 27001 certiﬁcations.

www.qualia.com/alta or by calling
855-441-5498

“Qualia has brought back my
enthusiasm for this business.”
—Helen O. Cornwell
EnTitle Settlement Services

“I can honestly say that
Qualia has raised the bar for
my level of comfort in being a
business owner.”
—Kelly Sauerzopf
World Class Title

For more information, visit qualia.com/alta or call 855-441-5498

Q2 UNDERWRITER RESULTS

Big 4 Post Strong
Q2 Results
Companies Positioned Well
for Remainder of 2018
Fidelity
Fidelity National Financial reported that its title division generated
adjusted pre-tax earnings of $338 million during the second
quarter of 2018. This compares to adjusted pre-tax earnings of
$310 million in the second quarter of 2017.
The pre-tax earnings and 17.1 percent adjusted pre-tax title
margin was the company’s best quarterly performance in 15 years,
according to Fidelity Chairman Bill Foley.
“We are encouraged to see the single-digit growth in orders in
both the residential purchase and commercial markets offsetting
the double-digit decline in orders in the residential refinance
market and feel our title business is well positioned to continue
to deliver strong financial results through the remainder of 2018,”
Foley said.
During the second quarter, Fidelity opened 505,000 direct
orders and closed 362,000 direct orders. Of the closed orders, 71
percent were purchases. This compared to 524,000 direct orders
opened during Q2 2017 and 370,000 closed direct orders. During
this period, 66 percent of the transactions were purchases.
Randy Quirk, Fidelity’s chief executive officer, said the company
positioned itself well in terms of staffing by making reductions
during the fourth quarter of 2018 and first quarter of 2018.
The company reported total commercial revenue of $276
million during the latest quarter, a 6 percent increase over total
commercial revenue in the second quarter of 2017. Overall, the
second quarter average fee per file of $2,579 was up 6 percent
versus the second quarter of 2017.
Fidelity reported it paid $60 million in claims during the second
quarter of 2018. This is down from $65 million in claims paid
during the same period a year ago.
Fidelity reported that it continues to work through the
regulatory process for the pending acquisition of Stewart
Information Services. On May 31, Fidelity received the expected
second request from the Federal Trade Commission (FTC) asking
for additional information and documentary material related to the
regulatory review of the transaction.
“We remain engaged in document collection and review and
have been working cooperatively with the FTC to fully respond to
the second request,” Foley said. “The other significant filings are
the Form A filings with the states of Texas and New York, both of
which are now subject to review by those states. We continue to

believe the Stewart acquisition will create meaningful long-term
value for our shareholders.”
Management for Fidelity and Stewart have held more than 40
town-hall style meetings for Stewart employees at locations around
the country. The companies have said the plan is to “preserve and
grow the Stewart legacy as part of our long-time successful strategy
of operating multiple title brands under the FNF umbrella.”

First American
First American Financial Corp. reported that its title insurance
segment posted pre-tax earnings of $209.6 million during the
second quarter of 2018. This compared to $197.3 million in pre-tax
earnings during the same period a year ago.
“The company’s performance this year continues to be
strong, as demonstrated by the 15.3 percent pre-tax title margin
we achieved in the second quarter,” said Dennis Gilmore, chief
executive officer at First American Financial. “Our purchase and
commercial businesses more than offset the impact of the decline
in refinance transactions, resulting in revenue growth of 3 percent
this quarter. These favorable conditions, combined with prudent
management of our investment portfolio and our bank, discipline
in our underwriting process, and efficient management of our cost
structure, position us well as we enter the second half of 2018.”
During the latest quarter, First American’s direct operations
opened 276,800 orders and closed 196,200 orders. This compared
to 299,600 direct orders opened and 213,900 orders closed during
the same period last year. The company paid $44.3 million in
claims during the second quarter of 2018. This is down from $47.8
million in claims paid during the second quarter of 2017.
First American reported personnel costs were $427 million in
the second quarter, an increase of $11.6 million compared with
the same quarter of 2017. The increase was primarily driven by
personnel costs associated with recent acquisitions, according to
the company.
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Old Republic
Old Republic International reported that its title insurance
segment generated pre-tax earnings of $60.9 million during the
second quarter of 2018. This compared to $65 million in pre-tax
earnings during the same period a year ago.
“With the overall housing market slightly down, we continue
to make progress financially and competitively,” said Mark Bilbrey,
president of Old Republic Title Insurance Company. “We are
approaching the remainder of 2018 with cautious optimism.”
According to Old Republic, 2018 year-over-year comparisons
of revenues from title premiums and fees reflected mid-single digit
growth paced by independent agents’ production and a slower rise in
directly-produced business. By contrast, claim costs trended higher
as favorable development of prior years’ claim reserve estimates
edged down.
The company reported it paid $17 million in claims during the
second quarter of 2017. Old Republic paid $11.2 million in claims
during the second quarter of 2017.

Stewart
Stewart Information Services Corp. reported that its title segment
generated $37.7 million in pre-tax income during the second

quarter of 2018. This compared to $39.5 million in pre-tax income
during the same period a year ago.
“Stewart delivered a solid second quarter of title revenue
growth in the face of tighter residential inventories and rising
interest rates,” stated Matthew Morris, Stewart’s chief executive
officer. “Continued commercial strength, home price appreciation
and further agency traction helped to offset residential headwinds.”
During Q2 2018, Stewart’s direct offices opened 98,573 orders
and closed 73,155 orders. This compared to 107,217 direct orders
opened and 80,962 direct orders closed during Q2 2017.
The company reported commercial revenues of $55.7 million,
an increase of $4.3 million compared to the prior year quarter.
During the latest quarter, Stewart reported $18.7 million in
title losses and related claims. This is down from $24.5 million
during the same period a year ago. Fidelity’s acquisition of Stewart
continues through the regulatory approval process.
“While our senior management team has been focusing on
the merger process, I want to thank our loyal associates who
again produced strong operational results this quarter,” Morris
said. “Since the merger announcement, we have been focusing on
three key areas—meeting our revenue goals, retention of our loyal
associates and obtaining regulatory approvals.”

Handling earnest money within licensed law is like handling explosives!
Each check must be carefully handled. BANK SHOT has defused the risk,
time and expense involved in handling this process!!
Works with
Apple and
Android

FREE

download

Check images do not remain
on the phone no running
around copying account
numbers

Checks clear the
account in one day

No monthly , tech, or
setup fees the only
charge is per use

BANK SHOT provides the
client the ability to review
each check prior to depositing

Company can deposit
checks into multiple
accounts

Web based and
simple to use

All parties receive an electronic
date/time stamp of when the check
was sent and deposited

Companies can brand
this as their own

Please check website www.getbankshot.com or video https://youtu.be/XKyZCsMQFMw
for so many other benefits and features.
BANK SHOT is developed with MiTek technology the leading mobile technology on the market today

www.getBankShot.com
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OpX

2018 First-quarter Market Share
Premium Written
Direct

Company Name

Premium Written
Non-Affiliated
Agency

Premium Written
Affiliated Agency

Total Premiums
Written

Market Share

FIDELITY FAMILY
Chicago Title Ins. Co.

50,009,302

226,112,959

182,755,524

458,877,785

14.16%

Fidelity National Title Ins. Co.

24,460,749

227,320,815

154,198,195

405,979,759

12.53%

Commonwealth Land Title Ins. Co.

15,873,513

72,515,707

54,418,897

142,808,117

4.41%

-

4,549,884

12,451,668

17,001,552

0.52%

251,933

53,782

16,005,934

16,311,649

0.50%

90,595,497

530,553,147

419,830,218

1,040,978,862

32.13%

185,398,298

488,602,340

102,102,450

776,103,088

23.96%

-

8,280,247

21,135,713

29,415,960

0.91%

24,876,063

-

-

24,876,063

0.77%

217,769,031

511,128,457

123,238,163

852,135,651

26.30%

Old Republic National Title Ins. Co.

19,680,392

432,745,330

42,626,329

495,052,051

15.28%

TOTAL - OLD REPUBLIC FAMILY

20,574,706

438,203,508

43,319,918

502,098,132

15.50%

Stewart Title Guaranty Co.

51,415,624

176,649,471

78,211,385

306,276,480

9.45%

Stewart Title Ins. Co. of NY

9,204,621

42,706,135

24,210

51,934,966

1.60%

TOTAL - STEWART FAMILY

66,167,729

219,355,606

78,235,595

363,758,930

11.23%

395,106,963

1,699,240,718

664,623,894

2,758,971,575

85.16%

Westcor Land Title Ins. Co.

311,003

98,643,984

13,232,105

112,187,092

3.46%

WFG National Title Ins. Co.

7,752,226

64,412,517

9,802,309

81,967,052

2.53%

Title Resources Guaranty Co.

671,661

30,752,418

36,744,625

68,168,704

2.10%

North American Title Ins. Co.

-

27,081,322

26,898,192

53,979,514

1.67%

Alliant National Title Ins. Co.

-

28,942,863

-

28,942,863

0.89%

Connecticut Attorneys Title Ins. Co.

-

24,498,161

-

24,498,161

0.76%

8,632,995

15,176,590

286,381

24,095,966

0.74%

-

7,636,608

14,887,668

22,524,276

0.70%

78,743

11,083,766

-

11,162,509

0.34%

-

9,497,924

-

9,497,924

0.29%

20,608,216

338,979,371

121,127,255

480,714,842

14.84%

415,715,179

2,038,220,089

785,751,149

3,239,686,417

100.00%

Alamo Title Ins. Co.
National Title Ins. of NY
TOTAL - FIDELITY FAMILY
FIRST AMERICAN FAMILY
First American Title Ins. Co.
First American Title Guaranty Co.
First Canadian Title Ins. Co.
TOTAL - FIRST AMERICAN FAMILY
OLD REPUBLIC FAMILY

STEWART FAMILY

FAMILY TOTALS
INDEPENDENT COMPANIES

Investors Title Ins. Co.
First National Title Ins. Co.
Attorneys’ Title Guaranty Fund of IL
Security Title Guarantee Corp. of Balt.
TOTAL - INDEPENDENT COMPANIES
TOTAL - ALL COMPANIES

Note: Individual numbers do not equal totals as not all companies are listed
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For complete market share data, go to alta.org/industry-research

eCLOSING IS THE NEW NORMAL.

GET AHEAD
OF THE CURVE.
In today’s business, things are shifting rapidly to digital
processes. Don’t get left behind. Stewart is the industry’s
eClosing leader with the expertise and resources you
can trust to help you deliver more timely and convenient
transactions. When you partner with us you’ll get the guidance
necessary to help your business get ahead of the curve.
Get eClosing insights from watching Stewart’s
industry expert, Marvin Stone.
Visit stewart.com/alta2018 to watch his video.

© 2018 Stewart. All rights reserved. | 241604041

IndustryUpdate
First American Purchases Four Companies During Q2
First American Financial acquired four
companies during the second quarter of
2018 for a combined $53 million, the company announced during its earnings call.
The most significant purchase was the
acquisition of PCN, which offers a software platform known as Safe Escrow that
enables a more efficient, secure closing
process.
“PCN expands our product offerings to
title agents and we anticipate it will drive
additional deposits to our bank,” said
Dennis Gilmore, CEO of First American.
He added that the deal should allow the
company to improve the closing experience for its customers.
In the title space, Gilmore said First
American also acquired two small title
agencies in Florida and New York.
Meanwhile, the company purchased
FirstFunding, a small specialized warehouse lender that facilitates financing for
correspondent mortgage lenders. With

this acquisition, Gilmore said First American “will explore ways to further enhance
the closing experience for our customers.”
Mark Seaton, First American’s chief

financial officer, said the company is
considering additional acquisitions of
title companies in key states during the
second half of 2018.

Old Republic Acquires
San Antonio Division of
Trinity Title of Texas

leadership or existing personnel, so customers, Realtors and lenders will continue
to work with the same dedicated staff
from Trinity,” said Mark Bilbrey, president

of Old Republic National Title Holding
Company. “We are pleased to welcome
our friends at Trinity’s San Antonio operations to the Old Republic Title family.”

Old Republic National Title Insurance
Company has purchased the operating assets of the San Antonio division of Trinity
Title of Texas LLC.
The San Antonio division of Trinity
Title of Texas was established in 2009 as a
partnership with ET Investments LLC. The
division is a long-standing agent of Old
Republic National Title Insurance Company.
It has been named by San Antonio Express
News as one of the “Top Workplaces” in
San Antonio for the past eight years.
Trinity Title of Texas San Antonio division is in the process of rebranding and
changing its name to Old Republic Title.
“There will be no changes in current
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Thomas Title & Escrow Expands in Texas
Arizona-based Thomas Title & Escrow
continued its expansion in the Texas
market with the opening of its second
office in Houston.
“As Houston continues to see
strong development and growth in
its downtown core and surrounding
neighborhoods, there will be a need for
a trusted underwriting partner who can
work quickly and effectively across the
commercial real estate spectrum,” said
Frank Busch III, Thomas Title’s presi-

www.alta.org

dent and CEO. “We believe expanding
our expertise into the Houston market
will help fulfill that need.”
Matthew Skalka, senior vice president, manages the Houston office. He
previously served as senior underwriting counsel at Stewart Title Commercial
Services.
Founded in 2006, Thomas Title
provides commercial and residential
title insurance, real estate settlement
and escrow services.

STRENGTH
STABILITY
FOCUS
With the rest of the industry
consolidating rapidly, the AmTrust
Title philosophy remains the same…

// COVERING EVERY ANGLE

AmTrustTitleGroup.com

INDUSTRYUpdate
ClosingCorp: Closing Costs Average $5,651
The national average closing costs for a single-family property totaled $5,651 including taxes and $3,438 excluding taxes,
according to data released by ClosingCorp. Data was collected
from October 2017 and March 2018. The closing costs are calculated using the average home sale prices (within a $100,000
range) for single-family properties at the state, core-based statistical area (CBSA) and county levels, and include lender’s title,
owner’s title, appraisals, settlement fees, recording fees, land
surveys and transfer taxes (where applicable). Closing fees for
over 900,000 purchase transactions between October 2017 and
March 2018 were analyzed.

The states with the highest
average closing costs including taxes were:
1. District of Columbia
($20,228)
2. New York ($15,254)
3. Maryland ($13,358)
4. Delaware ($13,293)
5. Pennsylvania ($10,206)

The states with the lowest
closing costs including taxes
were:
1. Missouri ($1,856)
2. Iowa ($1,913)
3. Indiana ($1,992)
4. Nebraska ($2,017)
5. Mississippi ($2,158)

Average Closing Costs by State
Average Total Average Total
Closing Costs Closing Costs Percentage of
with Taxes without Taxes Sales Price

State

Average Home Sales
Price Range

AK

$300,000 - $400,000

$3,746

$3,746

1.20%

Average Total Average Total
Closing Costs Closing Costs Percentage of
with Taxes without Taxes Sales Price

State

Average Home Sales
Price Range

MT

$200,000 - $300,000

$2,720

$2,720

0.93%

AL

$100,000 - $200,000

$2,653

$2,424

1.26%

NC

$200,000 - $300,000

$2,367

$2,302

0.98%

AR

$100,000 - $200,000

$2,425

$2,030

1.15%

ND

$200,000 - $300,000

$2,622

$2,622

1.16%

AZ

$200,000 - $300,000

$3,474

$3,474

1.16%

NE

$100,000 - $200,000

$2,017

$1,897

1.03%

CA

$600,000 - $700,000

$7,512

$5,276

0.80%

NH

$200,000 - $300,000

$4,397

$2,345

0.82%

CO

$400,000 - $500,000

$3,602

$3,462

0.84%

NJ

$300,000 - $400,000

$3,866

$3,649

1.03%

CT

$300,000 - $400,000

$3,853

$3,359

0.96%

NM

$200,000 - $300,000

$2,909

$2,909

1.22%

DC

$700,000 - $800,000

$20,228

$6,206

0.81%

NV

$300,000 - $400,000

$5,329

$3,669

1.11%

DE

$200,000 - $300,000

$13,293

$3,290

1.42%

NY

$300,000 - $400,000

$15,254

$4,915

1.33%

FL

$200,000 - $300,000

$5,585

$3,562

1.20%

OH

$100,000 - $200,000

$2,976

$2,790

1.50%

GA

$200,000 - $300,000

$3,559

$2,682

1.23%

OK

$100,000 - $200,000

$3,021

$2,712

1.62%

HI

$800,000 - $900,000

$7,364

$5,956

0.73%

OR

$300,000 - $400,000

$4,167

$3,593

1.04%

IA

$100,000 - $200,000

$1,913

$1,808

1.03%

PA

$200,000 - $300,000

$10,206

$3,897

1.91%

ID

$200,000 - $300,000

$3,044

$3,044

1.19%

RI

$300,000 - $400,000

$3,477

$2,874

0.91%

IL

$200,000 - $300,000

$5,807

$4,520

1.85%

SC

$200,000 - $300,000

$2,623

$2,346

0.91%

IN

$100,000 - $200,000

$1,992

$1,992

1.21%

SD

$100,000 - $200,000

$2,930

$2,207

1.16%

KS

$200,000 - $300,000

$2,504

$2,374

1.01%

TN

$200,000 - $300,000

$3,748

$3,748

1.46%

KY

$200,000 - $300,000

$2,477

$2,448

1.07%

TX

$300,000 - $400,000

$3,938

$3,938

1.26%

LA

$100,000 - $200,000

$3,407

$3,136

1.57%

UT

$300,000 - $400,000

$5,913

$3,096

0.79%

MA

$400,000 - $500,000

$4,871

$3,830

0.83%

VA

$200,000 - $300,000

$5,849

$2,780

1.14%

MD

$300,000 - $400,000

$13,358

$3,541

1.17%

VT

$400,000 - $500,000

$5,902

$4,860

1.13%

ME

$200,000 - $300,000

$3,039

$2,447

0.83%

WA

$200,000 - $300,000

$2,506

$2,312

1.11%

MI

$100,000 - $200,000

$2,888

$2,709

1.69%

WI

$100,000 - $200,000

$2,668

$2,551

1.55%

MN

$300,000 - $400,000

$3,621

$2,661

0.87%

WV

$200,000 - $300,000

$2,450

$2,450

1.07%

MO

$100,000 - $200,000

$1,856

$1,856

0.97%

WY

$200,000 - $300,000

$3,746

$3,746

1.20%

MS

$100,000 - $200,000
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1.12%

Source: ClosingCorp

Housing Market Potential

INDUSTRYUpdate

Exisiting and Potential Home Sales* (in Millions, Seasonally Adjusted Annualized Rate)

5.41

Tohickon Settlement
Services Acquires
Competitor in Pa.

DataTrace to Manage
Austin Data Title Plants
in Central Texas
DataTrace Information Services LLC announced a 10-year agreement with Austin
Data Inc. to host and manage its entire
footprint of title plants in central Texas,
spanning Travis, Williamson, Hays, Bastrop, Caldwell, Burnet and Llano counties.
Through DataTrace’s single production
platform, Austin Data users will have the
option to access DataTrace title plants in
Texas and over 545 counties throughout
the nation.
DataTrace customers will be able to
utilize the Austin Data title plants via the
same platform, delivering statewide title
plant access to both Austin Data and
DataTrace users.
■

SEPTEMBER 2018

SAAR

5.5

Existing Home Sales

Tohickon Settlement Services, serving
Pennsylvania and New Jersey for over 40
years, recently acquired American Land
Transfer and its affiliates, Fonthill Abstract
Co. and C.B. Search & Abstract.
The acquisition greatly increases
Tohickon’s market share, making it one of
the largest family-owned settlement and
title search firms in the Central Bucks, Pa.,
area.
“We feel so positive about this acquisition because of how well our business
philosophies and goals align,” says Brendan Nolan, president of the company that
was launched by his family in 1976. “We’re
Bucks County-based, hands-on with
clients and rely on a strong client base of
Realtors, lenders, builders and attorneys.”
Lynn Groves, who founded American
Land Transfer in Buckingham almost 30
years ago, is staying on with Tohickon to
assist with the transition. Team members
Shirley Gould and Jean Yeany are now part
of the Tohickon family also.
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3.5
May-13

Potential Home Sales

May-14

May-15

Potential Home Sales

-11.6%

May-16

May-17

May-18

Existing Home Sales

*Potential home sales measures what a healthy market level of home sales should be
based on the economic, demographic and housing market environments.

Market Performance Gap

National Consumer House-Buying Power
How much home one can afford to buy given the
average income and the prevailing mortgage rate
May 2018

$353,445

-3.62%

House-Buying Power

Year-Over-Year

Where House-Buying Power is Strongest
Top States and Cities

States

Cities

1. Maryland: $499,500

1. San Jose, CA: $600,900

2. New Jersey: $465,800

2. Washington, DC: $633,000

3. Connecticut: $458,000

3. San Francisco, CA: $583,500

4. Hawaii: $457,900

4. Boston, MA: $509,500

5. Massachusetts: $440,322 5. Seattle, WA: $486,600
Source: Mark Fleming, Chief Economist at First American Financial Corporation
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Movers&Shakers

John Mac Lean

NATIC Appoints Agency
Manager for Minnesota and
Wisconsin

WFG National Title Names
Compliance and National
Training Manager

North American Title Insurance Co. (NATIC) has added
John Mac Lean as state agency manager for Minnesota
and Wisconsin. His responsibilities include overseeing agency operations throughout those two states,
while securing and servicing title insurance agents to
promote new and increased business activity. With 20
plus years’ experience in the industry, Mac Lean owned
a title company in Roseville, Minn., and served as its
chief operating officer for seven years. Most recently,
he was agency sales representative for a national underwriter, where he managed more than 50 accounts.

WFG National Title Insurance Company has named
Theresa Williamson as senior vice president, compliance and national training manager. In this role, Williamson will manage the company’s existing learning
management platform, WFG Scholar, as well as overseeing the transition to a new platform in the near
future. In addition, Williamson will be working closely
with all WFG branch offices and affiliated companies to ensure the compliance department provides
the support and training needed for growth of each
operation. Williamson has served in the title industry
for 24 years, starting at the local agency level.

North American Title Selects
Manager for Arizona
North American Title Company has named Lauri
Gallagher as division manager for its Arizona region.
In this role, she will oversee title and escrow operations, as well as business development for the area.
Gallagher worked for more than 18 years as a branch
manager and senior escrow officer for a national title
company in Arizona. Most recently, she served as vice
president and state manager for an Arizona-based
title company. She brings varied business operations
experience in commercial, foreclosure, mortgage and
default servicing, including serving as a mortgage
loan closer for Chase Bank. She was also branch manager for Equity Title’s commercial division, where she
served as an escrow foreclosure auction manager.

Lauri Gallagher

CATIC Names Claims Counsel
CATIC recently named Joseph J. Taborsak as claims
counsel. In this role, he will handle title claims filed
under CATIC title insurance policies. Taborsak was
admitted to practice law in Connecticut in 2003 and
has been in private practice in the Danbury/New Milford area since then, focusing on banking, real estate
and litigation. Taborsak represented his hometown of
Danbury in the Connecticut General Assembly House
of Representatives from 2007-2013 and served as
chair of the General Law Committee and chair of the
2011 CHFA Loss Mitigation Task Force.
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WFG Appoints President
of Colorado Division
WFG National Title Insurance Co. recently appointed
Anne-Marie Kuhlman as president of its Colorado
division. In this role, she will oversee and spearhead
the growth of WFG throughout the Colorado market.
Kuhlman will also manage relationships with existing
clients and partners. With over 20 years of industry
experience, Kuhlman most recently served as division
president for Colorado with one of the nation’s
largest national underwriters. She served with that
business for over 10 years and was previously affiliated with two large title firms in various leadership
roles focused on sales, marketing and development
in the Colorado market.

ALTA PROVIDES
HIRING RESOURCES
ALTA has developed many tools
and resources to aid members
in the hiring process. There are
sample job descriptions and
advertisements for various
positions ranging from escrow
and title officers to administrative
assistants and agency managers.
Log in and access the material at
alta.org/human-resources.

CLOSING Comment
Defy Convention
THESE ARE EXCITING AND UNPRECEDENTED TIMES—not just in the title

industry, but in all industries. Change is happening at an ever-increasing
pace and unpredictability, bringing with it equal measures of risk and
reward. Harnessing it early can provide you with an unassailable competitive
advantage. The slightest hesitation can find you playing catch-up.
Each summer, ALTA’s Board of Governors meets to develop the
association’s strategic priorities for the next year. This year, we’ve focused
on the Our Values program, innovation, information security (including
wire fraud), the customer experience, talent focus and business basics and
best practices. We plan to unveil the 2019 strategic priorities during ALTA
ONE (Oct. 9-12 in Los Angeles). There’s still time to join the 1,000-plus title
professionals who will be attending. Register at meetings.alta.org/one.
Unconventional times call for unconventional solutions. And times like
this call for an experience like ALTA ONE. Those attending ALTA ONE will
join other industry visionaries, thought leaders and influencers charting
a bold new course for our industry. At ALTA ONE, you can connect with
colleagues from across the nation who are confronting the future of real
estate and embracing change to raise the bar for their businesses.
Our Omni Session speakers will encourage you to challenge conventional
wisdom. You’ll hear from the world’s leading “poetic voice” as well as one of
the nation’s leading economists, making you part of something provocative
and unexpected. In addition, we have a robust lineup of education sessions
where you’ll learn about the latest tech trends, rapid response plans for wiretransfer fraud, how to recognize your company’s future leaders and more.
Leading industry vendors also will be on hand in the ALTA Market
Place sharing their latest products and services to help title agents run their
operations and connect with customers more efficiently.
We hope those who attend ALTA ONE will get:
• INSPIRED to lead the way into 2019 stronger, more innovative and
with a renewed focus for creating impact for your customers.
• CONNECTED with industry peers and experts who share the same
vision and values, so you can empower your team and build confidence with
the people you serve.
• PREPARED with the knowledge of how to implement innovative,
practical improvements across all aspects of your organization.
As you can see in this edition’s cover article, many companies have
implemented various technologies to deliver a smoother and more
transparent closing process. Our industry continues to respond to our
customers’ needs. We continue to be INSPIRED, CONNECTED and
PREPARED to lead by being the authority on property rights, delivering
accurate, swift and secure real estate transactions and protecting our
customers.
Whether you’re attending ALTA ONE or not, we continue rising to the
occasion and defying convention!

STEVEN G. DAY NTP
ALTA president
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Manage
commercial
closings more
productively
than ever!
Introducing commercial
functionality in SOFTPRO SELECT

You can double your productivity and minimize
human errors with the new commercial real
estate functionality of SoftPro Select.
• Multiple properties/parcels of land per order
• Multiple charge lines, buyers, and sellers
• Associate sales price, buyers, and sellers to each property

Now SoftPro Select allows you to:
• Choose “commercial” as the order type, no longer tied to
regulated HUD or CDF forms
• Print a Master Settlement Statement for all buyers, sellers,
and properties

Want to learn
how to close
commercial
deals like a pro?
Download the essential
guide at www.softprocorp.
com/commerical

• Print individual settlement statement types for buyers, sellers,
and properties
• Customize the header, sections, signatures, and footer of each
settlement statement – not just for each office, but for each
order
• Specify who is responsible for each charge and associate one
or more properties to a charge

800-848-0143
softprocorp.com/selectdemo
©2017 SoftPro. All Rights Reserved. SoftPro is a trademark
and the property of SoftPro, its subsidiaries, and affiliated
companies. All other trademarks are the property of their
respective owners.

