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How The Amicus Committee Is Working For You!
By Lawrence J. Fineberg, Esq.

What is the NJLTA Amicus Committee,
and what does it do? According to the
NJLTA Constitution, Art. IX, §2:
The Amicus Committee shall review
and evaluate pending litigation which
may have an impact on the New Jersey
title insurance industry. The Committee
shall provide the Board of Governors
with recommendations as to whether
intervention as amicus curiae with
respect to such litigation will be beneficial to the New Jersey title insurance
industry.
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The phrase amicus curiae means “friend
of the court”. It refers to an individual
or, more frequently, an organization,
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which is not a party to a pending
lawsuit, but which believes that it or its
members will be affected by the outcome of one. Black’s Law Dictionary
defines the term as “a person who is not
a party to a lawsuit, but who petitions
the court or is requested by the court to
file a brief…because that person has a
strong interest in the subject matter [of
the suit]”.
The organization thus applies to the
court for leave to appear as amicus
curiae. This is usually done at the appellate (rather than the trial) phase of the
lawsuit. According to N.J. Court Rule
1:13-9, “the court shall grant the motion

if [among other factors] it is satisfied
that…the applicant’s participation will
assist in the resolution of an issue of
public importance…”
NJLTA has a long and influential
history of amicus participation before
the courts of New Jersey. It has even
submitted a brief in a case heard by the
United States Supreme Court: Stop the
Beach Replenishment v. Florida Dept
of Environmental Protection, – U.S. – ,
130 S. Ct. 2592 (2010). The significant
New Jersey Supreme Court decisions in
which NJLTA has been granted amicus
status include (but are not limited to):
Walker Rogge, Inc. v. Chelsea Title &
Amicus Committee, cont. on page 3
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“Forget the cake, I go for the lime

almost every time.”
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Guaranty Co., 116 N.J. 517 (1989); Sonderman v. Remington, 127 N.J. 96 (1992);
Sears Mortgage Co. v. Rose, 134 N.J. 326
(1993); In re Unauth Prac. Op. No. 26, 139
N.J. 323 (1995); N.J. Lawyers’ Fund v. Stewart
Title Guaranty Co., 203 N.J. 208 (2010).

“It’s just a tiny boo-boo. Let mommy put a

“Sparky loves it when we throw his

“This search has to be thorough. Better get a

on it, and it’ll be fine.”

around the park.”

to be absolutely sure.”

It’s quite an achievement when a brand has proven so trustworthy its name defines the category. Like the way
“Charles Jones” has come to mean the most accurate, reliable judgment lien searches in the industry.
Now combined with the cutting-edge technology of Signature Information Solutions®, the Charles Jones name
continues to set the standard for advancing the art and science of searching.
That’s why, when it comes to high-quality judgment lien searches in NJ, only one name comes to mind.

Home of Charles Jones & Data Trace NJ/PA products and services
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The Committee’s membership currently consists of seven attorneys who are
delegates to the Board of Governors or
who are otherwise actively involved with
NJLTA: Larry Bell, John Cannito, Alex
Fineberg, Larry Fineberg, Gary Ham,
Nancy Koch and Larry Usignol. The
Committee begins its work when a pending lawsuit which has a potential impact
on the New Jersey title insurance industry
is brought to its attention. Participation
may be requested by an underwriter or
agent, or by an attorney involved in the
litigation.
After reviewing pertinent documents
filed in the lawsuit, the Committee votes
to recommend intervention or nonintervention. Its recommendation is sent
to the Board of Governors [“B of G”]. (If
there is insufficient time before the next
B of G meeting is scheduled to be held,
the Executive Committee votes on the
recommendation.) As suggested above,
the Committee will not generally entertain suggestions for intervention when a
case is at the trial level, but will wait until
the case is pending before the Appellate
Division or Supreme Court.
Assuming the B of G decides in favor of
intervention, NJLTA’s Executive Director,
Ed Eastman, arranges for the retention of
counsel to submit the necessary papers
to the court. Before submission, draft
papers are reviewed by the committee
chair. Eventually the court advises us
if NJLTA’s amicus application has been
granted, and if NJLTA will be permitted
to participate in oral argument. (If amicus
status is granted, and an additional brief
is required, the law firm will prepare and
submit those papers as well.) Otherwise
we await the scheduling of oral argument,
followed by the court’s eventual decision.

NJLTA is currently involved as amicus in
two important cases. The first is Lisowski
v. Bor. of Avalon, 442 N.J. Super. 304
(App. Div. 2015), which arises from the
State’s claim to formerly tidal -flowed
land. As a result of the holding in O’Neill
v. State Highway Dept., 50 N.J. 307 (1967),
the State claims fee simple title to all
lands currently or formerly flowed by the
tide. One of the exceptions to the general
rule relates to an amendment to the New
Jersey State Constitution. N.J. Const., Art.
VIII, §5 (effective November 3, 1981).
Under the amendment, the State is barred
from asserting claims to lands which had
ceased being tide-flowed on November 3,
1941 (or prior thereto), unless the State
had established its claim by November 3,
1982.
How was the State to establish its claim
to the formerly tide-flowed lands? The
amendment itself merely requires that
the State “define and assert” its claims
before the cut-off date (November 3,
1982). However, litigation challenging the
constitutional amendment had been filed,
and while the case was working its way to
the New Jersey Supreme Court, the parties entered into a consent order which
provided that “define and assert” (as used
in the amendment) required the State to
file tidelands claims maps by November
3, 1982 in three different places: (1) each
affected municipality; (2) each affected
county; and (3) the Secretary of State’s
office in Trenton. The Supreme Court
eventually upheld the amendment in
Dickinson v. Fund for Support of Free Public Schools, 95 N.J. 65 (1983), and seemed
to accept (without actually deciding) that
the State had properly filed the maps.
William and Clara Lisowski acquired title
to property located on 57th Street in Avalon [the “PQ”] in 1955. The Borough of
Avalon, which had previously owned the
PQ, had conveyed its interest by warranty
deed in 1949. Although the PQ was tideflowed at one time, it is undisputed that
it had been dry since sometime prior to

1940. In 1982 the State prepared and filed
numerous tidelands maps in an effort to
comply with the deadline imposed by
the 1981 constitutional amendment. The
Oldmans Creek Map, which includes the
Lisowski property, reflects a claim of almost 100%. Nevertheless, the State never
filed the Oldmans Creek Map with the
Avalon Borough Clerk, and did not file
it with the Cape May County Clerk until
after November 3, 1982.
In December of 2005, faced with a tidelands claim of almost 100%, the Lisowskis
applied to the Tidelands Resource Council [“TRC”] for a Statement of No Interest.
But in February of 2007 the TRC denied
their application. The TRC contended
that the Lisowskis must file an application
for a tidelands grant and pay such consideration as may be fixed by the TRC. It is
likely that the cost of such a grant would
be close to $900,000. In response, Mr. and
Mrs. Lisowski filed suit in the Superior
Court, Chancery Division, against the
Borough of Avalon (for breach of its deed
warranty) and the TRC. The trial court
found that the Lisowskis held title free of
the State’s tidelands claim. It should come
as no surprise that the State appealed
the Chancery Division’s decision to the
Appellate Division. NJLTA filed a successful amicus application in support of the
Lisowskis. But in September the Appellate
Division reversed the Chancery Division. Relying on the Dickinson decision,
it held that the State was deemed to have
timely filed the maps. The Lisowskis have
filed a petition for certification with the
New Jersey Supreme Court, and NJLTA
has applied to participate as amicus. The
Supreme Court has not yet announced if
it will hear the case.
The second case in which NJLTA is
involved is Rosenthal & Rosenthal v.
Benun, 441 N.J. Super. 184 (App. Div.
2015), cert. granted – N.J – (2015), which
involves a priority contest between two
mortgagees, Rosenthal & Rosenthal
Amicus Committee, cont. on page 4
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[“R&R”] and Riker Danzig [“RD”].
R&R’s mortgage was recorded first, and
it secured funds advanced (or to be
advanced) by R&R to a business entity.
The mortgagor, a principal of the entity,
placed the mortgage on her residence
as collateral security for the loan. R&R
is a factor; i.e., one who lends money to
businesses based on pledges of accounts
receivable. RD is a law firm, and its
mortgage secured legal fees incurred
by the business entity. R&R had actual
knowledge of RD’s mortgage when it
made additional advances. When the
mortgagor defaulted, R&R commenced
a foreclosure suit. RD answered by asserting priority of its mortgage, based on
R&R’s actual knowledge. The Chancery
Division found in favor of R&R, but the
Appellate Division reversed. R&R filed
a certification petition with the New
Jersey Supreme Court, which has been
granted.
Title Ad_1015 10/27/2015 4:36 PM Page 1

The Appellate Division opinion may
be divided into two parts. In the first,
the court applied the common-law rule
that a lender with actual knowledge of a
subsequently-filed lien may lose priority to that lien with respect to optional
advances made after it acquires such
knowledge. But in the second, the court
held that the enactment of the statute
governing line of credit mortgages, N.J.S.
46:9-8.1 et seq., does not alter the result.
More specifically, the Appellate Divi
sion based its determination on two
salient facts: (a) R&R had actual
knowledge of RD’s mortgage; and (b)
R&R’s future advances under mortgages were classified as “optional” or
“discretionary” (although this may only
have been obvious upon a review of
the unrecorded note). The Appellate
Division determined that the statute,
by its terms, does not apply. (“Rosenthal’s advances…were not provided
on a ‘line of credit’. They were granted on a ‘mortgage loan’ as defined in
N.J.S.A. 46:9-8.1(a).”) The problem for
the title industry is that (based on the
court’s analysis) it may be impossible

to determine the continued priority
of a mortgage solely by consulting the
land records, and thus the decision may
affect current underwriting practices.
Although NJLTA was not involved
when the matter was before the Appel
late Division, it applied to the New
Jersey Supreme Court for amicus status.
As noted above, R&R’s petition for certification has been granted, along with
NJLTA’s amicus application. Nevertheless, NJLTA is not urging the Court to
affirm or reverse the Appellate Division
by deciding in favor of R&R or RD.
Rather it is asking the Court to clarify
the holding below.
As can readily be seen from the foregoing, the Amicus Committee fulfills a
vital role by reviewing and evaluating
“pending litigation which may have an
impact on the New Jersey title insurance industry”, in accordance with its
Constitutional mandate.
Lawrence J. Fineberg, Esq., is Senior
Vice President & Regional Counsel for
Fidelity National Title Group in East
Brunswick. He currently serves as chair of
the NJLTA Amicus Committee.
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The President’s Message –
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ALTA 2015 Annual
Convention? Here’s What
CYou
F Missed”
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By Lisa J. Aubrey

SoftPro has all the solutions you need.
SoftPro’s Award-winning Closing, Title and Escrow Software combines cutting-edge technology
with outstanding support to make your business run more efficiently, while boosting your revenue.
It is fully customizable and scalable so you can work the way you want, yet also conforms to the
latest regulations and ALTA’s Best Practices, so you can keep compliant within our ever-changing
industry. Trust SoftPro to make YOU our #1 priority for CDF and other industry updates.

For those of you who were unable to
attend the 109th ALTA Annual Convention this year in Boston, MA or for those
who did not get the opportunity to listen
to the Live Podcast, I thought I would do
my best to summarize this year’s event.
The “City of Neighborhoods” as Boston
is nicknamed, provided a perfect historical reminder of what we as an industry
do for the consumer; searching neighborhood land records and then taking
those records and protecting consumers’ property rights. This message was
reinforced throughout the convention,
down to ALTA’s new slogan: ‘American
Land Title Association – Protecting your
property rights’.
The convention ran from Wednesday,
October 7, 2015 through Saturday, October 10, 2015, but there were events that

For more information visit www.softprocorp.com or contact
6 SoftPro Sales at 800-848-0143 or sales@softprocorp.com

took place before the official start of the
convention. As President of the NJLTA,
I had been invited to the States Affiliates
Dinner on Tuesday, October 6th. This
event was a gathering of other Land Title
Association Presidents from all over
the United States. It was truly a great
opportunity for me to meet my association colleagues and hear their success
stories, as well as their struggles. The
following day were a series of committee meetings. Several of our association
members are also members of ALTA
committees, including Nicole Plath on
the Best Practices Task Force Meeting,
Joe Grabas, CTP, NTP on the Education
Committee Meeting, Jon Timpanaro on
the Technology Committee and Patrick
Roe on the Real Property Records Committee Meeting. The day ended for me
with the official convention kickoff and
the First-Time Convention Attendee and
New Member Orientation, followed by
an Ice-Breaker Reception in the Exhibitors Hall. I was enthusiastically joined by
over 100 other first-timers, as we sat and
listened to ALTA CEO, Michelle Korsmo
remind us that the three primary functions of ALTA are: Advocacy, Education

and Networking. Diane Evans, NTP,
now Immediate Past President, addressed the group and applauded us as
an industry and as an organization for
our efforts on Best Practices and TRID
education, which we were told was far
ahead of any other trade association. She
also commended us on our increase in
membership, which has grown to over
6000 members!
On Day Two of the convention, we
opened with the general session program, where Michelle Korsmo addressed
the over 1000 attendees, inspiring us to
make slight changes in our businesses to
reach the homebuyer more. She went on
to say, “The entity with the most information and insight about the consumer
holds all the power. Each of you is able
to make a difference in getting your
organization closer to homebuyers by
making modest changes. I want you to
shift your thinking and realize that you
are the one to do this.” Michelle was
followed by outgoing President, Diane
Evans, NTP, who encouraged us to focus
on a few items that can be taken back to
the office to ‘Make Monday Different’.
The President’s Message, cont. on page 8
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She said, “Unfortunately, sometimes
[when] we return home, the demands
of our day jobs, and personal lives, take
precedent and many of our inspiring
ideas and new business contacts are
forgotten.” One resource that ALTA
members can utilize immediately when
returning to the office is the Homebuyer
Guide, which was developed to help
members easily explain the benefit of
owner’s title insurance. The morning
continued with Guest Speaker, Don Neal,
founder of 360 Live Media, who posed
the following question to the attendees,
“What lens do you view your business
through?” He stressed that the way we
have done business before will need to
change. He stated that the new battleground to be won is moving from the
‘closing table to the kitchen table’. This is
our opportunity to sell the consumer on
the Owner’s policy, reminding them that
we will be ‘Selling Peace of Mind!”. The
take-away from Don’s speech was that
we, as an industry, will be shifting from
a Business-to-Business model to a
Business-to-Consumer model.
And so armed with this new knowledge
off we all went; some to the Exhibitors’
Hall, where you could find over 40
vendors with products ranging from
software systems, search companies,
eRecording solutions, accounting firms
and electronic email services…almost
everything a title agent would want or
need to help streamline their business.
Others took the time to experience Boston, by partaking in the ALTA events:
Boston’s North End Culinary Tour or
Sam Adams Brewery Tour, and others
simply just walked around on their
own, where they could go shopping,
visit a museum or walk the Freedom
Trail. Still there were others, such as
yours truly who took the time to attend
the first round of professional development sessions. There were several
‘tracks’ or topics being presented at the
same time and I must say with so much
great content available it was difficult to
choose. Where was that clone when I
needed her?? So I sat, I learned, I asked
questions (yes, I know you’re shocked I
asked questions) and received informative answers. All in all, it was a nice way
8

to end the 1st full day of ALTA events.
On Friday morning, the general audi
ence listened as Michelle Korsmo
interviewed Patricia McClung, CFPB
Assistant Director of Mortgage Markets.
Topics discussed were: The marketing
opportunity to co-brand the CFPB ‘Your
Home Loan Toolkit’ (http://files.consumerfinance.gov/f/201505_cfpb_usingyour-logo-with-your-home-loan-toolkit-instructions.pdf), “What happens if a
consumer selects a title agency that may
not be on a lender’s vendor management
list?” Answer: The CFPB is not expecting that lender to manage or vet that
one-off relationship the same way they
would their regular thrird party vendors.
Lastly, there was an emphasis placed on
the consumer complaint process and the
current CFPB complaint portal. It
is clear that the CFPB wants to make
sure that the consumer has a ‘voice’
and is heard.
Michelle then unveiled the latest
marketing campaign, designed to help
the industry educate consumers on the
value of the Owner’s title insurance policy. With ‘Title – Owner’s Policy (optional)’ being displayed on the Closing
Disclosure, we will need to change the
way we communicate to our lenders,
realtors, attorneys and especially to the
consumers directly about Owners’ title
insurance; and ALTA is helping us do
just that with their new Homebuyers
Outreach Program (HOP). For more
on HOP please be sure to check out the
article in this issue written by Andrew
Pitman, Esq.
Our morning session was rounded
out by the Keynote speaker, Mark
Scharenbroich, author of “Nice Bike”.
Mark’s ‘Nice Bike’ principles are about
acknowledging, honoring and making
connections that move people. These
principles help people bring greater
passion to their work. He also asked
us to identify in our businesses, “What
is our differentiator?” What makes us
different? Unique? Bring value to our
customers? He reinforced the message
that we heard from Diane Evans at the
start of the convention…How do we
make Monday different? With all the
changes that we are experiencing as an
industry, how will you and your business make the necessary connections?

How will you choose to ‘Make Monday
Different’?

Winter 2015-16

In the afternoon, there were more
professional development sessions to
choose from, ranging from “CFPB
Enforcement Actions”; “Fraud and Prevention”; “How the New CD Will Affect
Business”; to one co-presented by our
very own Advocate editor, Nicole Plath
entitled “ Financial Statements: Projecting the Agent’s Future”. As a self-proclaimed “Number Nerd”, Nicole, along
with her co-presenter, Brent Scheer from
Agents National Title Insurance Co.,
did not disappoint, as they shared their
knowledge of financial statements, what
to look for in the financials, and how to
value a business.
On Saturday morning, we were once
again able to choose from one last round
of professional development sessions,
before the closing general session.
Now, I’m not going to say the title of
the session I attended is what drew me,
but, well, ok yes it did. How do you pass
up a session entitled: “A Homebuyer,
a Realtor and a Lender Walk Into a
Bar…”? I can tell you it was not what I
was expecting, but still very informative
and entertaining. A great suggestion was
made that agents should start including
a link to http://www.homeclosing101.
com/. I will tell you, though, that I am
still waiting for that mimosa!
The closing general session ended with
the final guest speaker, Capt. Michael
Abrashoff, author of “It’s Your Ship”,
a recap from ALTA CEO, Michelle
Korsmo, a tearful goodbye from Immediate Past President, Diane Evans,
NTP, and a heartfelt hello from current President John Hollenbeck, NTP.
John reminded the attendees, “Our
products and services are valuable to
those we serve, to the nation’s economy
and to society in general. Amidst all of
the challenges, the future of the land title
industry is bright. Our role in the real
estate transaction remains vital.”
We will be able to stay vital in the real estate transaction by relying on the support
of strong trade associations, such as the
American Land Title Association and the
New Jersey Land Title Association.
In the words of Helen Keller, “Alone we can
do so little; together we can do so much”.
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A Brief History
of Title

By Heather R. Manfredi

 e are resistant to change, yet our
W
industry is evolving again. What we
don’t think about while attempting to
leap over the latest hurdle is that change
is nothing new. Change is the only thing
that is consistent. We have come a long
way since medieval times when the preferred method of defending land ownership was to build tall stone walls with
sentries on top tending pots of boiling
oil to pour on invading forces. Facing
yet another disruption to our comfortable way of doing business, I found
myself pondering where this all started
and how title insurance developed over
time to bring us to where we are today.
Title insurers play an intrinsic role in
10

every real estate transaction and understanding the value and history behind
that role can only aid us in dealing with
the latest transition. So come with me
on a brief journey to see that we are not
only ever-changing, but that we have defended and protected for over 100 years,
making title insurance crucial to one of
the oldest and most valuable enterprises,
the ownership of land.
After the Revolutionary War, America
adopted many of the customs and practices of its predecessor when it came to
land ownership. The growth of America
was fostered by such practices as an acre
of land being granted to a “patentee”
who was required to build a small house
and cultivate the land. If the require-

ments were not met, the land reverted
back to the government. If a prior owner
wanted to claim an interest in another’s land you would have a problem a
bit more complicated than an open
mortgage.
In order to induce settlement of the west
following the Civil War, President Lincoln
signed the Homestead Acts providing
for grants of 160 acres in exchange for
$18.00 and an application. You were
required to improve the land and once
you could show you had done so for five
years, title was conveyed to you. One of
the most interesting results of this Act
was the Oklahoma Land Rushes.
At high noon on a designated day, tens
of thousands of settlers gathered to

Oklahoma
Land
Rushes.

literally race each other for their piece of
some two million acres. Imagine standing in a mob of people on horseback or
in wagons, waiting for the boom of the
cannon from the west and the angry
bark of rifles from the east, to rush
to the plot of land to which you and
your family wanted to lay claim. This is
certainly not comparable to the contract
negotiations of today, but when title was
being conveyed by the government there
was no need for searching or insurance.

stated purpose was “to insure purchasers
of real estate and mortgagors against
losses from defective titles, liens, and
encumbrances” and that “through these
facilities, transfer of real estate and
real estate securities can be made more
speedily and with greater security than
heretofore.” The first issued title insurance policy was valued at $1500 for a
purchase of Philadelphia property. The
title insurance business spread quickly
to other major cities.

As private sales began to occur, buyers
would employ “conveyancers”. They were
not lawyers, but were considered experts
in real property law. Prior to transferring
title, a conveyancer would search the
records personally or obtain an abstract
for review and would provide an opinion as to the state of the seller’s interests
in the land. The buyer would then acquire title with no insurance or certification that the conveyancer’s opinion was
correct or to protect against an encumbrance or interest being missed.

Title companies each issued their own
form of policy so coverage was not
uniform or consistent. This fact made
it difficult for mortgage lenders, as they
had to read each word of each and every
policy. Consider the time and resources
it took back then and what the review
letters must have looked like! Eventually,
a lender closing a substantial number
of mortgages each year demanded that
a systematic policy be issued. Many
state title associations, including New
Jersey, responded by standardizing their
forms. In 1929, in response to outside
attempts by a number of life insurance
companies creating their own standard
form and demanding it be used, what we
now know as the American Land Title
Association (ALTA) created the Standard Loan Policy. You have to stop and
wonder what the title industry response
was then as they became accustomed to
a standardized form, much as we are all
adapting at the present moment in time.
In the end and over time, it made things
much easier for all involved.

The lack of protection was made clear in
a significant 1868 court decision. In the
matter of Watson v. Muirhead, a Pennsylvania Supreme Court case, the plaintiff employed a conveyancer to provide
an opinion of title. During the research,
Mr. Muirhead discovered a judgment
and was unclear as to its attachment.
He sought advice from his attorney
who, after review, surmised that the lien
was not valid. The conveyancer then
advised Mr. Watson that title was clear
and that he should proceed with the
sale. Sometime later the judgment was
raised as a lien that had in fact attached.
The buyer started an action against the
conveyancer. The court ruled that Mr.
Muirhead was not liable for the error as
his opinion under the advisement of his
attorney was not negligent. The buyer
lost his investment and suffered financial
damages. People started speculating that
there must be some way to protect an
innocent purchaser against this kind of
loss.
In 1876, exactly 100 years after the birth
of our nation, a group of Philadelphia
conveyancers met and founded the
very first title insurance company. Their

While the number of local title agencies
grew and grew, title insurance was not
considered a national trade until the end
of World War II. This was prompted by
the large number of returning military
men and the considerable growth of residential and commercial developments.
The title industry was there to ensure
that these families and entrepreneurs
could start the next stage of their lives
without worry that their ownership and
investment would later be attacked by
others claiming an interest. This is also
the time that we saw a sizable increase in
covenants, easements, and restrictions
being placed on property, thereby
A Brief History of Title, cont. on page 12
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generating a greater need for searching
to determine what might affect the property, especially for these new commercial developers. It wasn’t until 1959 that
the first uniform versions of the Owners
Policy were approved. There were two
forms. They were identical except that
one of the versions insured against loss
from unmarketability. This caused yet
another change in how title insurance
business was conducted.
Once title insurance was nationally
recognized with standard policy coverages in place, it was time to go back
and fine tune. This was happening all
over the country with every
state creating regulations and
clarifying procedures to work
with a specific jurisdiction’s
real estate practices. A fine
illustration comes from the
State of New Jersey.

the practice of preparing contracts of
sale was an example of engaging in the
unauthorized practice of law. The Court
approved a settlement, due largely to
the practices in South Jersey, of allowing
realtors to prepare contracts of sale for
residential transactions. However, the
contract was required to contain a clause
that said the contract was subject to a
three day attorney review period. The
drawing of contracts continues to be
the unauthorized practice of law, except
as permitted by the settlement terms.
It wasn’t until 1995 that the Supreme
Court, basing its decision solely on the
public interest, issued Opinion 26 which
laid out today’s accepted practices and
responsibilities for all parties to a real

disclosure of settlement cost information to purchasers, and a prohibition of
kickbacks, among other things, causing
the industry to once again go through a
reformation with the newly implemented regulation of closing costs and fees.
The reaction to the new and increased
paperwork was vehement, but the
industry adapted and it didn’t take long
before closings were running smoothly
and with more uniformity, offering more
protection and clarity for the consumer.
RESPA was first amended in 1976 with
laws and regulations continuing to be
enacted over the next few decades. As
recently as 2010 we met with a new
transformation under RESPA but the industry was prepared. Title professionals
took a proactive approach
to ready their companies
for the upcoming changes,
ensuring the transition
would not be as unbearable
as anticipated. After a period of adaptation, closings
once again ran fluidly and
with proficiency. We were
all there to assist buyers
and borrowers through the
changes.

Continuing in the same business conducted by his father
and his grandfather before
him, John Ludlam was the
sole owner of a “title searching and conveyancing busiAnd so ends our journey.
The Land Rush Memorial in the town of Guthrie Oklahoma depicts in larger-than-life-sized
ness”. In addition to searching
There
was a call for probronze statues of men, wagons and horses, the rush from the line.
and abstracting titles, he also
tection of ownership, and
provided ancillary services of drawing
the title industry answered. We have
estate transaction. This sort of clarificadeeds, notes, and mortgages. In 1965,
protected and defended. We have been
tion and growth was happening across
the Cape May County Bar Associachallenged with adversity and we have
the country.
tion brought suit against Mr. Ludlam,
adapted. Knowing all of this makes
In 1969, the focus began turning to the
stating that his business constituted the
me proud to be a member of the title
fairness of costs and settlement practices industry and I am honored to serve with
unauthorized practice of law. Ludlam
for the benefit of the consumer of real
defended his company asserting that he
all of you. That old Ben Franklin adage
was a conveyancer, a practice recognized estate services. Closing tables were like
said it best, “there are no gains without
under English common law and by New the Wild West, every man for himself.
pains”. The next time the question of title
Jersey practice as separate from acting as There were very few documents to sign,
insurance comes up, stand up, hold your
no regulation of fees and charges, and
an attorney. The Court ruled in favor of
head high, and share with them a brief
everyone had their own form of settlethe Bar Association, granting a judghistory. We have a place, we play a role
ment statement. A Wisconsin senator
ment ordering Ludlam to cease from
and we came to be because there was
requested that the Federal Reserve
preparing legal documents and conand there is a need. I am ready for the
undertake a study of title insurance
tinuing with his conveyancing business.
next challenge, how about you?
The Court affirmed once and for all that premiums stating there was a need “to
the functions performed by Mr. Ludlam protect homebuyers from unreasonably
Heather R. Manfredi is New Jersey
high closing costs”. (Ringing any bells?)
were solely a responsibility of the legal
State Underwriter for Stewart Title
Initially, his request was denied but in
profession.
1970 Congress finally got involved. After Guaranty Company. These thoughts are
Years later, in 1982, we saw a similar
a few years of back and forth and several her own and should not be attributed to
conflict between lawyers and realtors.
the NJLTA or any other organization or
proposed bills that failed, we welcomed
The New Jersey State Bar Association
governmental agency.
The Real Estate Settlement Procedures
filed suit against the New Jersey AssoAct [ RESPA] in 1974. RESPA called for
ciation of Realtor Boards stating that
a uniform settlement statement, advance
12
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that helped me form my perspectives
today.
With agencies becoming Best Practices
compliant and developing procedure
manuals, more employees have access
to this kind of training. Procedures
manuals are powerful tools to teach new
employees and to cross-train existing
employees. It also helps boost morale
when existing employees know there are
tools in the company that give them an
opportunity to learn more.
While I was in law school, my father
sold his title agency. Upon completion
of the sale, I was fortunate enough to
be hired to open up a title agency from
scratch, which was affiliated with a
mortgage banker. At the heart of our
goals were to be compliant with the
most conservative of ABA regulations,
provide excellent service both to other
professionals and to the end consumer,
and to be as technologically advanced as
we could.

An Agent’s
Perspective
By Paula Zwiren, Esq.

It is a new day. There is more going on
in our industry now than ever. Although we are riddled with challenges,
many of the results will cause us all to
serve our customers better and improve
the professionalism and integrity within
our industry. I’ve always been proud
of our product and proud to be in this
business. Higher standards help elevate
us all.
While writing about my perspectives on
what we are experiencing today, I’d like
to share my agent background with you
and how I see this differing from today’s
experience.
My perspective began forming over
25 years ago, as the child of an agency
owner. My first official assignments
were to walk pieces of paper from one
person to another in the office, learning
how to look for files, where they might
be and why.
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Under Best Practices, having files locked
up, maintaining a clean desk policy and
even operating paperless makes this a
much different process. Operational efficiencies from both a safety and timing
perspective are dramatically improved.
Today, we have many fewer piles of files
around the office, if any. Many times,
incoming correspondence is received
via email or is simply scanned into the
file in the computer.
Eventually, I was sent to the Clerk’s
Office to learn how to search the land
records. Starting with rundowns, I advanced to cover records, present owner
searches, full searches and eventually
project analysis work.
Today many of our land records are
online. Private vendors are building
databases to search not just by name,
which is customary, but also by property. It’s changed the landscape of the

business for independent searchers
and large searching companies alike, as
our buying patterns as title agents has
changed. Training of today’s searching
talent is different than that of yesterday
as well, due to the online systems.
The minute I turned 18 years old, I
jumped at the opportunity to get my
insurance license. I thought searching
was the end-all, be-all, most fabulous
thing ever. However, I quickly discovered the Handbook of Title Insurance
and embraced the learning opportunity
within. While reading it, I began to pick
up harder files, foreclosure files, commercial files, bankruptcy files and put
together commitments for review by a
senior title officer.
Today, Best Practices requires more
formal training than that of the “oldschool” title agent. We have to be
trained in privacy policy, electronic

device use policy, other business policies, and in title. It must be formal and
tracked by management. We are fortunate to have pre-licensing training and
continuing education requirements that
supplement the in-house training. However, besides this information predominantly disbursed within the industry,
there is not public information readily
available as it is in other areas of the
real estate industry. When I see a book
about how to become a title insurance
professional in Barnes and Noble, I’ll
know we finally made it main stream.
As the child of a title agency owner, I
had the freedom to go around the office
and help where there was a need. When
others in the company would go on
vacation, I would often get an intense
training and fill in while they were gone.
Learning gave me opportunity to develop professionally, and it is that learning

Today, the high standards of compliance
we implemented at that time are required to be more commonplace. While
we had to hire separate attorneys and
consultants during various phases, today
our industry association provides many
of the tools an agency needs to be as
compliance oriented and educated about
Best Practices. We should all be proud of
this support and adherence to standards,
giving us better opportunity to protect
our clients and our businesses.
Title insurance is one thing – technology
is a whole other world. Being a newbie at
technology management, I did not know
that many companies hire consultants to
do infrastructure set up and document
programming. Undertaking the set up
without outside help was probably the
next most formative task I completed.
With huge sticky notes all over the walls
of two offices, I wrote down everything
I’d ever seen happen on a file. Over
time, I analyzed, organized and categorized each task, identified a new way of
looking at departments and found a way
to get it all into the software’s internal
management system.

Today, an organized agency can more
easily do all of this in-house. With more
of us going paperless and more of us
focused on technology, our software
and other vendors are better suited to
be value-add advisors to us. Today, I’m
impressed with the knowledge, insight
and foresight all of our industry partners bring to agencies, large and small.
Along came ALTA Best Practices, which
I saw as an opportunity to apply all I’ve
learned and go off on my own. Without
any guarantees, I resigned as President
of an agency I ran for nine years where
we did up to 300 closings a month and
covered three states – NJ, NY and PA.
The only thing I had for sure, going out
on my own, was my entrepreneurial
drive, my appreciation for people, my
love and respect for our product, and
the internal knowledge that there will
always be a place for someone like me
in our marketplace.
Closing one door has given me the
freedom to open up more doors than
I knew were there. As an independent
agent, my perspective is also impacted
by the various industry and competitive challenges we face. However, I
wouldn’t change a thing. Two years into
my journey as an agency owner, what
I have found is friends in clients, end
consumers, competitors, vendors and
underwriters.
My perspective is – We are better off
today than we were decades ago. We
provide better protection to our clients,
better training to our employees, and
have better standards overall. We are
more supported by our vendor partners
and our industry trade associations
than ever before. We have more engagement amongst competitors as we face
these changing times together. We have
united as an industry and are facing our
future head on.
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Freedom Mortgage
Lender
Lender
Closing Insight Portal
				

Chase Mortgage
Lender
Lender
Secure Email
				
			

				

BB&T

Closing Insight Portal

Bank of America
Lender
Lender
Closing Insight Portal
				

Settlement
Agent

Settlement
Agent

Settlement
Agent

Settlement
Agent

Settlement
Agent

Agent

Settlement

Settlement
Agent

Preparation
of CD (S)

Settlement
Agent

Settlement
Agent

Settlement
Agent

Settlement
Agent

Settlement
Agent

Settlement
Agent

Agent

Settlement

Settlement
Agent

Delivering
the CD (S)

New Penn Financial Closing Portal - September 29, 2015

LoanDepot - TRID Information - June 29, 2015

TILA-RESPA Reference Guide

Guaranteed Rate_TRID Communication,
September 3, 2015

Freedom Mortgage - Settlement Agent Announcement May 7, 2015

Citi_External Communication for
Harmonization January 28, 2015

Chase - Consumer Financial Protection Bureau (CFPB)
Integrated Closing Disclosure - May 07, 2015		

BB&T TRID Notification #2 - August 2015

Bank of America – Responsibility for Compliance March 6, 2015

Lender Communications***

October 3rd has come and gone and we are all starting to experience the new Closing Disclosure (CD) and requirements of our Lenders. In order to
help you navigate what Lenders are expecting from you, please refer to the chart below.

Guaranteed Rate
Lender
Lender
Online portal, TBD
				

Settlement
Agent
Settlement
Agent
OneTrust Selects Simplifile TRID Communication,
September 2, 2015

Lender TRID Chart Compiled By: Lisa J. Aubrey

Investors Home
Lender
Lender
Mortgage			

Settlement
Agent
Settlement t
Agent
Platinum Home Mortgage TRID / RESPA September 25, 2015

Lender Name

Mortgage Master,
a division of
Lender
Lender
Simplifile Portal
LoanDepot				

Settlement
Agent
Settlement
Agent
Union Bank and the CFPB's Integrated Mortgage
Disclosures Rule - Feb 26, 2015

Platinum Home
Mortgage

Delivering
Method
the CD (B)		

New Penn Financial
Lender
Lender or
		
Settlement
		Agent

Settlement
Agent
Settlement
Agent
USAA - Closing Insight Announcement - June 29, 2015

Preparation
of CD (B)

One Trust
Lender
Lender
Simplifile Portal
				

Settlement
Agent
Settlement
Agent
Wells Fargo Settlement Agent Communication March 16, 2015

Lender or
Lender
Secure Email
Settlement			
Agent

DocuTech Closing
Collaboration Portal

DocMagic Smart
Close Portal

Lender or
Lender
Secure Mail
Settlement			
Agent			

Lender

Union Bank
Lender
Lender
Closing Insight Portal
				
Settlement
Agent
Settlement
Agent

Lender

USAA
Lender
Lender
Closing Insight Portal
				
Settlement
Agent

Citibank

Wells Fargo
Lender
Lender
Closing Insight Portal
				

*** LINKS ARE AVAILABLE IN ELECTRONIC VERSION. GO TO NJLTA.ORG - Industry Information Tab- Advocate subtab - Click on 'Latest Edition'

With that said, it did not take long for
these bumps in the road to emerge. From
my own experiences and that of other
agents to whom I have spoken, there is

there I said it. We must communicate to
our clients the importance of getting their
charges to the settlement agent as far in
advance as possible. Another issue that
seems to have arisen is the unwillingness
of HOA’s (Home Owner Associations)

The infamous date of October 3rd, 2015
has come, and closings, or shall I say
“consummations”, have taken
on a new form, literally. The
picture painted by the CFPB
and so many others, led us to
believe that this change would
be like flipping a switch, a
transition into this new norm
that would be seamless. But we
knew better than that, we knew
this change would not come
without months of unforeseen
bumps in the road, some being
larger than others. However,
we also knew that in order to
get through this difficult time
and remain the key factor that
keeps the closing process together, we must adapt to these
changes. We must continue to
educate ourselves and others
in the process to obtain a more fluid
transaction.
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“The information contained in this chart was obtained through the lender communication channels, as well as through feedback from settlement service providers, as of November 13, 2015.” The NJLTA is looking to continue to keep you informed and request your assistance in updating the content in this chart. Please provide any additional information you have regarding lenders and their processes to: Lisa J. Aubrey or Nicole Plath.

By Jason Dombrowski – Chair, NJLTA Agency Section
Management Board

With so much focus on educating
ourselves and all of those in the
closing process, I sincerely hope
that some of our readers were
able to come to the last Agency
Section meeting and Continuing
Education Class. Joseph A. Grabas’ TRID Jeopardy was not only
fun but very informative. Again,
remaining informed during
this time of change is the key to
continued success in the market
place. I am sure that agents know
that the Agency Section is there for you
and that we are open to your ideas and
suggestions. The more active the membership, the more productive we can be as
a group. Please join us at the next Agency
Section meeting to share your thoughts
and continue your title education.
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to deliver the closing figures in a timely
manner to comply with some lender’s
“10 day prior to closing” figure submission guideline. Lastly, we have also been
finding that lenders are requiring that all
vendors and third parties being paid at
closing must have an invoice to
support their line item charge. I
am sure that you have all begun
to see some of these issues emerge
and realize that these issues and
others will take time to iron out.
still a lot to be done in the way of educating all parties involved in the real estate
transaction. With lenders requesting
figures so much further in advance, cooperation from all parties involved is the
first key to a successful consummation…

Knee Deep in TRID

HOP ON BOARD!
By Andrew Pitman, Esq.

Traditionally title insurance has been
marketed as a business to business
product. The typical title agency enjoys
attorneys, realtors and mortgage bankers
as their customer base. Certainly there is
the occasional call directly from a consumer who is “shopping rates” for a refi
(those still happen right?) but in general,
transactions come from a real estate
professional who steers a consumer to
the agency.
While this will likely continue to be the
norm, the recently implemented CFPB
Final Rule (“the Rule”) may result in
an increase in title agent and consumer
interaction. Under the Rule, consumers will see their closing costs initially
on the Loan Estimate (LE) which they
will be receiving within three days of
submitting their loan application. The
LE breaks down the title costs between
those charges associated with the lender’s policy (Section C) and the owner’s
policy (Section H). The Closing Disclosure (CD) has a similar breakdown and
must be delivered to the consumer at
least three business days ahead of closing
(Consummation in CFPB parlance). The
early disclosure mandated by the Rule
was designed to afford consumers more
time to compare loans and closing costs.
Given the additional time, consumers
might also “shop” for their settlement
agent.
Another challenge the Rule creates is
that owner’s coverage must be shown as
“optional” on both the Loan Estimate
and Closing Disclosure forms. This causes some concern for the industry, as the
consumer, facing a myriad of expenses in
buying a home, will see a cost which they
may perceive as unnecessary. During
the drafting of the Rule the American
Land Title Association (ALTA) was quite
vociferous in their opposition to use of
the term “optional” and raised concerns
that consumers would be led to believe
that they could safely forego an owner’s
policy. Nevertheless, the CFPB takes the
view that the term “optional” is needed
to distinguish the charge for owner’s
coverage from those fees the lender
requires in connection with the making
18

of the loan. Further, the CFPB states in
comment 37(g)(4), “marketing materials
from title insurance agents and underwriters, all will provide consumers with
additional information concerning an
owner’s title insurance policy that can
lead a consumer to choose to obtain this
insurance product”.
With the above in mind, title agents may
be called upon to have more frequent
discussions with consumers about the
value of title insurance. Part of this challenge is that the average consumer will
typically have a limited understanding
of what title insurance is and its importance to them. (check out this link for
an amusing video on this point: https://
www.youtube.com/watch?v=uBrLHknUJho). In recognition of this, ALTA has
undertaken their Homebuyer Outreach
Program (HOP) with the goal of assisting agents in educating consumers about
the value of title insurance.
The stated mission of ALTA’s HOP is “to
help ALTA members easily communicate
the benefits of owner’s title insurance
with homebuyers, Realtors® and others”. The program has over 60 different
resources available to ALTA members
including print materials, power point
presentations and social media resources
that can be co-branded. These tools can
offer an effective means to have conversations with realtor, lender and attorney
customers, but most importantly they
can assist with giving the consumer an
understanding of why title insurance is
important to them.
One of the forms on the ALTA site that
really captures the spirit of the Homebuyer Outreach Program, is their flyer
7 Reasons Why Every Homebuyer Needs
Owner’s Title Insurance. (https://www.
alta.org/homebuyer/docs/08_print/OnePager1_7ReasonsWhy.pdf). The enumerated points discuss the key aspects
of what your typical consumer needs to
know about what an owner’s policy is
and why it’s important. For example, title
insurance protects the largest investment
most consumers will make in their lifetime. While most consumers understand
the need for a homeowner’s liability policy, they may be unaware that it does not
protect their property rights. In addition
consumers may also be unaware of the

mortgages, minor description issues or
an outstanding marital right, their policy
will allow a new insurer to quickly clear
the objections and move to closing.
Many homebuyers may see the premium
charge on the closing disclosure and not
realize this is a one-time charge. Unlike a
homeowners or auto policy, the owner’s
policy is paid for once providing coverage for the lifetime of the purchaser. In
addition, the coverage continues to the
benefit of the homebuyer’s heirs.
Many of the HOP resources support
the concept that the title/settlement
agent can act as a guide and resource for
consumers who are facing what can be
a confusing and overwhelming process.
While the title agent is prohibited from
providing legal advice, they certainly can
discuss the process involved in insuring
potential claims for which the owner’s
policy offers protection. The prior owner
equity line that goes into foreclosure,
or the boundary line dispute that arises
with a neighbor are matters that a new
home buyer may not consider. Similarly, the possible lien for estate taxes that
may encumber the property from a prior
deceased owner, or a deed made by a
party in the chain who lacked capacity or
was under duress would not likely occur
to the typical purchaser. As any claims
counsel can attest, there are a myriad of
possible claim scenarios that can arise
from the most mundane description
error to the most elaborate flip scam.
As mentioned above, the average home
buyer may not be aware of the potential
claims that may exist and could pose
a threat to their property rights. How
many of us have heard the following after
we tell someone our chosen profession,
“Title insurance, bah!! You guys don’t
have any claims!!! What a racket!”? The
truth is however, New Jersey alone had
over $24,000,000 in claims paid out by
underwriters in 2014. It may comfort
home buyers to know that in addition
to paying for the loss, the policy may
cover the legal expenses associated with
the claim as well. In addition it may be
worth advising a potential purchaser
that having their owner’s policy will
assist them in selling their property later.
Should there be prior owner judgments,

the title. Among the resources
available
Winter
2015-16
are talking points to assist you with
speaking to consumers during the settlement and to assist with explaining the
value of the owner’s policy. In addition to
these resources there is an excellent video from Designing Spaces which features
past ALTA president, Anne Anastasi, as
she walks a buyer through the process.
Check out this YouTube link to watch
the segment: https://www.youtube.com/
watch?v=DOuTZfQvAhE
If you are not yet an ALTA member
but just a forms licensee this new program will hopefully give you a reason to
become a full member and enjoy all of
ALTA’s resources and tools. So HOP on
board!

ANNOUNCEMENT:
JOHN R. WEIGEL SCHOLARSHIP AWARD

The New Jersey Land Title Association
takes great pleasure in announcing the
establishment of the 2016 John R. Weigel
Scholarship Award. Named in honor of
the Association's Director Emeritus John
R. Weigel, who served the title insurance
industry with distinction for over twenty
years, this award is intended to provide
financial assistance for the pursuit of
higher education by members of the Association, their spouses and/or children.
The Association will award one scholarship in the amount of $8,000.00, payable
over a four year period, provided the
scholarship winner satisfies continuing

eligibility requirements. All benefits are
payable on a semester basis in semiannual installments of $1,000.00.
Eligibility for this scholarship award is
limited to (1) individuals who are currently employed by an Active or Agency
Section Member of the New Jersey Land
Title Association and have a minimum
of three years' experience in the title
insurance industry, (2) their spouses and/
or (3) their children. Applicants will be
evaluated on academic achievement,
extracurricular activities, public service,
and similar relevant factors. The decision
to award this scholarship will be in the

sole discretion of the New Jersey Land
Title Association.
Applications for this scholarship and
copies of the Rules and Regulations
governing the program may be obtained
from the Association by contacting
the Association's office at Monmouth
Executive Center, 100 Willow Brook
Road, Suite 100, Freehold, NJ 07728.
The Association's telephone number is
(732) 683-9660. All applications must
be submitted to the Association's office
by March 1, 2016. The winner of the
award is expected to be announced by
April 1, 2016.
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ALTA Advocacy Update
by David Penque

On November 9th, Michele L. Korsmo,
Chief Executive Officer of ALTA (American Land Title Association) reported that
she was joined by various financial trade
association executives in meetings at the
Senate to discuss strategy on how to pass
S. 1711, the TRID hold-harmless bill.
She expressed a positive attitude towards
their meetings with lead Democratic
co-sponsor Joe Donnelly (D-IN) and senior staff on the Senate Banking Committee. Discussions were held on potential
legislative vehicles for S. 1711. “Unlike in
the House of Representatives, the Senate
does not typically vote on smaller pieces
of legislation individually and instead
tends to take up larger packages of bills.
Finding a larger bill to which S. 1711 can
be attached will be tricky given the tight
Senate schedule through the rest of the
year.” said Ms. Korsmo.
Three options were presented, one option
for a larger bill is a regulatory relief bill
aimed at small banks, which is currently
being negotiated by the Senate Banking
Committee. A second option is the government spending bill (commonly called
appropriations bills in DC), and the third
option would be for the hold-harmless
legislation to be attached to the highway
spending bill. The results and the ultimate
decision are yet to be seen.
Michelle also reported that the Consumer Financial Protection Bureau released
its Fall Supervisory Highlights report.
These reports are designed to highlight

compliance issues. The report notes
a number of issues found relating to
lenders' compliance with the disclosure
requirements of TILA and RESPA.
According to Ms. Korsmo…
“At the up-front estimate stage, the CFPB
highlighted violations of the good faith
or tolerance standards, with final charges
exceeding the allowable tolerance limits.
In those instances, the bureau required
the lender to pay the overage to the consumer and update its compliance systems
to catch these overages before closing.
The bureau also found issues with lenders
sending updated Good Faith Estimates
without documenting the appropriate
changed circumstance. In those instances, the bureau required lenders to update
their systems to properly document
changed circumstances, and to image and
retain that documentation.
At the HUD-1 stage, the bureau reported
a series of violations, including:
• Third-party fees on the HUD-1 that did
not matching corresponding invoices;
• Inaccurate simple addition leading to
inaccuracies on the HUD-1;
• Failure to identify the recipient of fees
for third-party services; and
• Charging appraisal fees when an
appraisal was not required or was not
obtained.”
The CFBP directed the lending entities
“to complete system changes to enhance
compliance oversight and prevent further
such violations. Additionally, Supervision
directed the entities to conduct a further
review of their loan files to determine

Handbook of New Jersey Title Practice
(3d Ed. 2012 Revision)
by Lawrence J. Fineberg, Esquire, CTP,
is now available.

NJ Continuing Legal Education (CLE) Provider
To join our email list and receive notices about:
ü Handbook
ü Continuing Education Seminars
ü Pre-Licensing Course
100 Willow Brook Road, Suite 100, Freehold, NJ 07728
732-683-9660
lhaas@demlplaw.com
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whether additional consumers were similarly affected, and to provide restitution
to all affected consumers."
These notes were taken from the ALTA
Advocacy Update. All employees of ALTA
member companies can sign up to receive
the ALTA Advocacy Update on a weekly
basis as part of their ALTA benefits. If you
or your company is interested in becoming
a member of ALTA, please contact membership@alta.org to sign up

Winter 2015-16

On the Move
• Recognition. Joseph A. Grabas, CTP,
NTP has been awarded the 2015 NJSAA
Author Award in the Non-fiction popular
category from the New Jersey Studies
Academic Alliance for his book Owning
New Jersey: historic tales of war, property disputes and the pursuit of happiness.
According to the organization’s website,
“The awards are meant to recognize
works that reflect a new understanding of
New Jersey's history and culture, demonstrate evidence of original research in the
application of New Jersey resources
and/or reveal new insights into a topic.”
Joe is the president of Investors Title
Agency, Director of the Grabas Institute
for Continuing Education, and a past
president of the NJLTA.
• Congratulations! Beth Way, CTP has
joined Surety Title Company, LLC in
Marlton as its Manager of Commercial
Division. Beth is also a former president
of the NJLTA.
• Well done! Shelly Bernabeu has taken
on the role as Senior Account Executive
for Two Rivers Title Company, LLC in
Little Silver.
• Congratulation to Anthony Bocco on
his new position with Fidelity National
Title Group. He has joined the team as
an Agency Representative for NJ.
• Welcome! MMI Abstract Company in
New Brunswick has joined the NJLTA as
an Affiliate member.
• Did you know? The American Land
Title Association (ALTA) provides a
Blog that can assist you with staying up
to date on the latest news in the industry, including questions about TRID.
Check it out at http://blog.alta.org/.
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Claims Matter

DATES TO REMEMBER
January 2016
16th – 18th ALTA Federal
16th ALTA 2016 Business Strategies Conference and Lobby Day
20th New Jersey Land Title Associa- Conference
Renaissance, Washington, D.C.
tion – Board of Governors Meeting
Davison – 100 Willowbrook Road,
Freehold, New Jersey

27th New Jersey Land Title Association Agency Section Meeting

Holiday Inn – East Windsor, New Jersey

February 2016
March 2016
16th New Jersey Land Title Associa-

Trust our experience researching Tideland Claim and
Grant Searches for your title closings.

JW Marriott– Indianapolis, Indiana

23rd New Jersey Land Title Associa- June 2016
tion Agency Section Meeting
Holiday Inn – East Windsor,
New Jersey

May 2016
11th New Jersey Land Title Associa-

12th – 14th
Convention

NJLTA Annual

Certified Tideland Search

Stockton Seaview Hotel & Golf Club,
401 South New York Road, Galloway,
New Jersey

Our search of riparian rights
and claims can help ensure
the property is not part
of a tideland claim.

tion – Board of Governors Meeting
Davison – 100 Willowbrook Road,
Freehold, New Jersey

• Skilled staff with years
of experience
• Certified findings
• Convenient delivery
• One low, predictable and
convenient fixed fee
• Reliable, thorough
quality control process
• NJ Tideland Claim Search
with Grant Search
includes all copies
where applicable
• We review for prior
grants and leases of
any claimed area

tion – Board of Governors Meeting
Davison – 100 Willowbrook Road,
Freehold, New Jersey

“How Far We’ve Come…
and Where We are Going”

Notes from the Editor
By Nicole Plath – Editor in Chief

In this issue we remind ourselves of how
far our industry has come over the years.
Our products, the regulations we live
by, and our processes are constantly in a
state of evolution. As evident in our cover article, there are court cases that affect
our industry on a regular basis. We are
now in the midst of facing yet another
big change, one that I believe will only
22
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better us as an industry and enhance our
relationships with the consumer.
While there are certain to be bumps in
the road, I am ever confident that we
will navigate through the issues and in
the end find a solution. Heraclitus, a
Greek philosopher, once said “The only
constant is change.” It is a quote I repeat
often in my office as it rings so true, not
only in our businesses, but in our daily
lives. I know the changes we face today
can be difficult. The rule isn’t perfect;

nor are the forms, the process, or the
software we are dealing with. Change
isn’t easy, and for the most part, we don’t
like it. However, when we embrace it,
when we face the challenge head on, we
find the opportunity to create something
new, something better.
So here’s to a bright future for all of us!
I hope you enjoy this issue and success
in your business as we enter yet another
chapter of the title industry.
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