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Welcome to 2017! Is Your Office Secure?
By Heather Manfredi and Sara G. Valenz, Esq.

In our title world, computer hacking
and cyber security issues affect us in
countless ways. Many offices are trying
to move away from paper in an effort
to keep up with the 21st century, all the
while increasing their risk for privacy,
compliance and wire fraud issues. While
President Trump has stated that “no
computer is safe,” it would be impractical to think that in this industry we
could avoid using computers. By now we
have all heard the tale of the settlement
agent sending out the payoff check only
to receive a response from a different
party advising of a transactional change
in addition to a demand for a re-direction
of those funds; and if you haven’t…well
that’s a whole different issue.
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We were fortunate enough to speak
with Lee Vartan, Esq., a partner with
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Holland & Knight in Manhattan who
had a career in government prior to
joining his current firm. He was the
New Jersey Executive Assistant Attorney
General from 2012 to 2014, Assistant
Counsel in the New Jersey Governor’s
Counsel’s Office from 2011-2012, and
an Assistant U.S. Attorney in the U.S.
Attorney’s Office, District of New Jersey
from 2007-2011. Mr. Vartan expressed
that both cyber and wire fraud are a
“growth area” for prosecutors with each
day bringing in new leads; so much so
that U.S. Attorney’s Offices have specialized units focused on these crimes called
the “Computer Hacking and Intellectual
Property (CHIP)” units. Servicing clients
who are victims of cyber-crimes, Mr.
Vartan has witnessed first-hand thieves
removing funds directly from his client’s

bank accounts. As he put it, one of the
difficulties is, “that you are dealing with
non-US based perpetrators, and they are
often insulated from US law.” Additionally, “the fall out comes in different ways,
they are the victims but also are themselves in the cross hairs by state attorney
generals and consumer class actions.”
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No doubt, our industry is always on the
lookout for new trends in cyber security
and data privacy for which we should be
mindful. Mr. Vartan said that on both
the prosecutorial and defense side there
is a great deal of wide spread data intrusion across companies as he continues to
see companies being compromised every
single day. Which raises the question –
who is responsible when this happens?
Welcome to 2017!… cont. on page 3
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Welcome to 2017! Is your office secure?
continuation from cover

A second trend is that state attorney generals and federal regulators are both getting
into the mix. Several years ago, a breached
company was seen as a victim. Today, a
breached company may not only be perceived as a victim, but also as a target by
regulators. The state attorney generals
and regulatory agencies such as the Consumer Financial Protection Bureau and
the Federal Trade Commission want to
know: what precautions did the company
take to safeguard customer information? If
they are not satisfied with the answer, they
may look to assess fines or worse.
The worry of multiple wires going to the
wrong location or interception of these
wires by the bad guys is something that
can keep you awake at night. It’s important
to be vigilant and stay on the look-out for
any red flags related to escrow, wire, or
email fraud. Mr. Vartan said that, “cybercrimes don’t necessarily have to be a hack.”
One may automatically imagine, “some
sort of computer genius sitting at his
computer, it doesn’t have to be that way.
It could just be through social engineering or phishing or something like that.”
Mr. Vartan commented that increased
training and compliance for office staff
may be more helpful in preventing these
issues than new computer systems. As he
pointed out, it is pretty simple to make
an external email appear as if it is coming
from an internal higher up; companies
need to be smart about the necessity of
safeguarding information and data. An
example Mr. Vartan gave was the manner
in which a terminated employee is handled and their system access. When he was
in the US Attorney’s office, he prosecuted
a case that involved a fired employee with
an IT background who maintained access
to the company system subsequent to his
termination date. Unfortunately for the
company the ex-employee “put a logic
bomb onto the system of his employer
and was able to erase large amounts of
data from his home simply because the
company did not turn off access.” It’s these
types of avoidable situations that training
and knowledge can help prevent.
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When asked where the responsibility of
security lies, Mr. Vartan stated “a lot of the
day to day has to fall on the private companies, and should, as they are incentivized
to protect themselves and their customer’s
information.” But how do you do that?
It may seem overwhelming, however,
according to Mr. Vartan, the trainingcentered solution is not so complicated.
“It’s one thing to send someone email tips
or give them a packet of information to
read, but what’s really effective is sitting
down with them for a half an hour or 45
minutes once a year saying ‘here’s what
you need to be mindful of, these are the
steps you take to protect yourself.’” He
advised that putting a compliance program in place, taking the time to think
things through before acting, and educating your employees on the current threats
that are out there goes a long way toward
prevention.

As our industry puts us on the front lines
of this cyber war, there is a responsibility
to report an attack in the appropriate way.
One of the best defenses we have is the
information we learn by being the unfortunate victim of one of these crimes. Mr.
Vartan has seen both sides, previously as a
prosecutor and now as defense counsel. He
agrees that you should report these attacks
to some form of law enforcement authority
and noted there are different thresholds
for the various offices from local to State to
Federal. He explained that when companies are breached, depending on exactly
what information is no longer secure,
there are notification laws that impose
legal obligations on the victim to report.
He also recommends reporting the crime
to the F.B.I. since in some instances they
may be able to use that information to find
the individuals behind the attack.
The current climate does not allow for a
relaxed way of thinking when it comes to
these types of threats. Mr. Vartan stated he
sees it “continuing indefinitely.” Technology develops at an alarming pace and in
turn so does the threat of an attack and the
resources used to carry them out. He went
on to say, “It will continue unless technol-
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ogy can out-pace the bad guys, which will
be hard, as they have been pretty good at
circumventing whatever is put in place
to stop them.” In closing, his advice is to
be aware that cybercrime is an issue for
all no matter the size of the company.
“You will never be able to weed it out
completely, however, if you take common
sense precautions, with awareness and
education you can be more successful
than some of the supposedly more savvy
companies. From what I saw on the
prosecution side and now on the defense
side, when you are dealing with major
companies which you would think have
a solid plan in place, they really don’t.
Awareness and a moderate amount of
preparation is the best defense.”
Be aware. Educate yourself and your staff.
Have a strong compliance plan in place.
Following these simple steps will help
protect your company and your customers
from these very real ever-evolving criminals. Hearing from Mr. Vartan opened
our eyes to what goes on as a result of this
threat every day, and not just how important it is to protect your company’s sensitive
information, but of the serious responsibility to protect your clients’ information
as well. With no end in sight, we should
all take the steps to make awareness and
education as important and common as
locking the office door at night and having
a balanced escrow account.
Heather R. Manfredi is New Jersey State
Underwriter for Stewart Title Guaranty
Company. She has been with Stewart for
more than three years and prior to that
worked at a large Manhattan agency
overseeing their National division.
Sara G. Valenz presently serves as the
Secretary/Treasurer of the New Jersey
Land Title Association and is also with
Stewart Title Guaranty Company. Sara has
been with Stewart for over ten years and is
currently an Associate Senior Underwriter
and New Jersey State Counsel. The
opinions and views expressed herein are
their own and should not be attributed to
their employer or the NJLTA.
3

吀栀攀 䘀甀琀甀爀攀 圀漀渀ᤠ琀 䈀甀椀氀搀 䤀琀猀攀氀昀
䤀一䘀刀䄀匀吀刀唀䌀吀唀刀䔀 刀唀一匀 䈀唀匀䤀一䔀匀匀䔀匀 伀䘀 吀䠀䔀 䘀唀吀唀刀䔀
䌀椀椀攀猀 氀椀欀攀 圀愀猀栀椀渀最琀漀渀Ⰰ 䐀⸀䌀⸀ 眀攀爀攀 戀甀椀氀琀 眀椀琀栀 挀愀爀攀昀甀氀氀礀 瀀氀愀渀渀攀搀 椀渀昀爀愀猀琀爀甀挀琀甀爀攀⸀
䈀甀猀椀渀攀猀猀攀猀 爀攀焀甀椀爀攀 琀栀攀 猀愀洀攀 挀愀爀攀昀甀氀 挀漀渀猀椀搀攀爀愀愀漀渀 愀渀搀 瀀氀愀渀渀椀渀最 琀漀 洀攀攀琀
琀栀攀 椀渀昀爀愀猀琀爀甀挀琀甀爀攀 搀攀洀愀渀搀猀 漀昀 琀栀攀 昀甀琀甀爀攀⸀ 吀椀琀氀攀 挀漀洀瀀愀渀椀攀猀 愀挀爀漀猀猀 琀栀攀
挀漀甀渀琀爀礀 氀漀漀欀 琀漀 䌀氀漀甀搀猀琀愀爀 琀漀 瀀爀漀瘀椀搀攀 琀栀攀 猀攀挀甀爀攀 搀愀琀愀 挀攀渀琀攀爀
猀漀氀甀甀漀渀猀 琀栀攀礀 渀攀攀搀 琀漀 戀攀 猀甀挀挀攀猀猀昀甀氀⸀

ⴀ㠀
4

ⴀ㌀㐀 ⴀ㔀㜀㠀

眀眀眀⸀洀礀挀氀漀甀搀猀琀愀爀⸀挀漀洀

The President’s Message –
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By Anthony Floria-Callori, Esq., NJLTA President

My Title Company, Inc.
There exists a running joke among those
in our industry about the fictitious organization known as, “My Title Company.”
Occasionally referred to alternatively as,
“My Regular Title Company,” this is the
name of the entity that a transactional
Real Estate attorney suggests will do
whatever the title insurer or Settlement
Agent involved in the instant transaction
is unwilling to do. Over the course of my
career in title insurance, I have considered references to My Title Company as
the running joke I use that is most likely
to provoke snickers and an empathetic
response from the tale I am telling a
fellow agent or underwriter. I have
emphatically decided through the years
as attorneys or lenders made idle threats
to steer a deal I had worked diligently on
to competitors more willing to expose
themselves to liability in underwriting
determinations or settlement decisions,
that no such Company existed. But, is it
possible, in this ever evolving Settlement
Agent-centric marketplace, that My Title
Company is real?

South Jersey title practitioners are far
more familiar with the tasks associated
with a closing a file, since those agents
have historically been more likely and
willing to have in-house closing services, but Settlement Agents statewide
have become familiar with the growing
list of client/lender expectations for
each file that arose during the development of the CFPB’s Final Rule. The
question that faces those currently
performing settlements is “What am I
actually allowed to do?”

I think we all can agree that the existence
of a rogue, gun-slinging, never say “no”
title underwriter is (probably/hopefully)
a fallacy. Underwriters make prudent
underwriting decisions based on the
information available to them and pass
on risks likely to result in a claim.

Can an insurer acting in a settlement
capacity arrange for mortgage payoffs,
judgment satisfactions, record documents, and adjust real estate taxes?
It seems that all closing agents have
accepted the responsibility of confirming
that all requirements listed in the transaction’s title commitments have been
satisfied. But, can a Settlement Agent
prepare legal documents such as deeds or
judgment releases, negotiate contracts or
payoff amounts, or give a buyer/borrower
borderline legal guidance when sitting at
a closing table? Can a Settlement Agent
perform a closing where the buyer or
seller is not represented by counsel and is
asked to generate “simple closing documents?” What should a Settlement Agent
do when asking to perform one, or all, of
these functions?

As it relates to title insurers acting in
settlement capacity, it is abundantly clear
that the demands placed upon a Settlement Agent are constantly increasing.

Through conversations with varying
underwriters, I believe that a Settlement Agent likely has a responsibility to
carry out the instructions of the parties

involved, including the typical closing
instructions provided by a lender. I
think it is also clear that an Agent has a
responsibility to act in accordance with
the terms provided for in its Agency
Contract. Moving away from what is
clear, I believe a Settlement Agent may
encounter liability issues for those
actions and duties it voluntarily assumes
that are not traditionally associated with
the role of title insurer.
Every insurer or settlement provider
wants to either say they are, or actually
be, the best in the business. One of the
benefits of having a filed rate structure is
leveling the price playing field. However,
when you eliminate cost as a determining
factor for selecting a title/settlement provider, what is left to drive client selection?
Service. There is an increasingly gray
area between going “above and beyond”
typical service to meet client demands
and going “above and beyond” the limit
of permissible activity to accommodate
those same requests. It is often difficult to
say no to a great client or a possible new
one, particularly in a pressure situation
where all parties are identifying you as
the lone holdup. What do you do in those
frantic situations? I know what My Title
Company would do.
Anthony Floria-Callori currently serves
as the President of the New Jersey Land
Title Agency. He has spent the past decade
with Prestige Title Agency, Inc. where he
serves as Office Counsel. He specializes in
complex commercial transactions.
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A title insurance agent’s perspective is a
unique perspective of a transaction. It’s
different than the seller’s, the buyer’s, the
seller’s attorney’s, the buyer’s attorney’s,
the realtor’s, the lender’s, the property
and casualty insurance agent’s, the flood
insurance company’s; it is different than
everyone’s! We see the transaction and
the property through the eyes of the title
commitment and policy terms.
One of the main lessons I remember
my father teaching me about being a
title professional was to only speak to
my commitment or to my policy. He
encouraged me to focus my conversation with attorneys on how various
scenarios the attorney posed impact the
title insurance exceptions, requirements
or coverage, but not to discuss other impacts of scenarios or how a claim would
be handled. Recently, I’ve been teaching
the pre-licensing course at a school near
my office, and teaching has reconnected
me to our policy. I find myself looking
at everything through the terms of the
policy, whether it be the Covered Risks,
Conditions or Exclusions Section.
It’s so important that we share this
perspective with the buyer’s attorney as
much as possible, as a way of providing
6

the best possible product and service
to the buyer. It is very easy for us to
structure our documents in a way that
protects us, but leaves a large gap of
protection for the client. We can limit
our liability, while leaving open issues
for the end consumer by limiting the
legal description, not insuring easements
benefiting the property, or adding exceptions for items that would otherwise be
covered risks.
Two recent transactions come to mind
where the title agent’s perspective
would have been extremely helpful to
the current sellers and the attorney that
represented them when they purchased
the property.
Our policy jacket defines the “land” insured as: The land described in Schedule
A, and affixed improvements that by
law constitute real property. The term
“Land” does not include any property
beyond the lines of the area described in
Schedule A, nor any right, title, interest,
estate, or easement in abutting streets,
roads, avenues, alleys, lanes, ways or
waterways. . . . This means that any
property not within the lines of our legal
description is not covered by the policy.

There are situations, however, where the
seller may have an interest in more land
than is included on the legal description
in the original deed to them. One example is when an adjacent road is vacated,
which could provide them ownership
extending from their boundary line to
the centerline of the vacated road. If the
title agent includes the original legal
description of the property in the title
commitment and not the additional
land, they could miss meeting the needs
of the client.
We all get those calls from clients and
colleagues in the business when they are
working on a sale and a random unexpected problem comes up. I was sitting
quietly in my office a few weeks ago
working on revenue producing work,
and a realtor friend of mine called me
and said that they found out on the day
before a closing that the buyer’s title
company can’t find proof that the sellers
own the rear 25 feet of the property.
After a few calls with the seller, looking at a copy of the buyer’s survey and
the seller’s original deed, and asking a
number of questions, we discovered that
a paper street running along the rear of
the property was vacated two owners
back. Years ago, at the closing into the
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An Agent’s
Perspective
seller, instead of requesting the property
be included in the legal description of
the title commitment and deed, and the
requisite search work be completed, the
attorney for our now seller just accepted a copy of the ordinance vacating the
street as proof his client would own the
25 feet depth of the paper street.
Whether that attorney asked for the title
agent’s perspective at the time or not, I
don’t know. However, it certainly would
have been a very good idea. As it turned
out, the 25 feet of depth were missing
from the prior deed as well. One of the
prior owners was a dissolved company,
so we got a copy of the entity documents
from the State and started working on
finding the prior owners, both of whom
had since moved to Connecticut. The
seller decided to work on making the
phone calls to same or similar names,
before hiring a skip tracer, and luckily
tracked them down. He got corrective
deeds and closed a week later. It all ended
well, but not every seller in this scenario
will be so lucky.
Another matter where a title agent’s
full perspective would have been critical relates to a private road. One of the
covered risks of the title policy is “loss
or damage sustained or incurred by the

By Paula Zwiren, Esq.
Insured by reason of no right of access
to and from the Land.” Essentially, this
means that we insure legal access to the
property from a public right of way. If
the title professional cannot comfortably insure the access, through proper
research and risk analysis, one must list
a specific exception on Schedule B and
should also call the buyer’s attorney and
let them know to look for the exception.
In this particular scenario, it appears as if
the agent that insured the current seller
missed the issue and actually insured
over it. There is no exception for the
access issue on the seller’s title policy.
Therefore, we worked with the existing
underwriter to provide a limited coverage, but it currently looks like the buyer
might still back out of the transaction.
Where there are private rights of way or
easements that are essential to the use
of the property, the title professional’s
perspective is to look at them from an
insurability and covered risk standpoint. In the present case, the deeds of
the subject property going back several
owners transfer a right to use a private
road to access a public road. There is no
reference to who owns the private road

or what obligations the property owner
has to share in maintenance, etc. We
pulled deeds adjacent to the private road
and found that none of the surrounding
owners’ legal descriptions include the
road. We then searched the tax records
and found that the municipality created a
separate tax lot for the private road a few
years ago and designated it as “unknown
ownership.” The taxes are delinquent
from the date of assessment, but a tax
lien has not yet been sold.
Buyer’s counsel gave us authorization to
search the road at the quoted price and
the research is currently underway. I’m
not sure how it’s going to turn out yet,
but I do know one thing. This is one of
those scenarios where I will need to stick
tightly to my father’s advice: tell them
how the outcome of the research impacts
our title requirements and exceptions
and don’t make any promises regarding
how a future claim would be handled.
Share the full perspective from the view
of a title agent, with as much care and
concern as possible for what the buyer’s
attorney and buyer need to know to
make a well informed decision on how to
proceed, from their perspective. ■
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All of life is a negotiation.
By Kathy Lockwood

When we examine our daily lives, we
realize that more often than not we are
“negotiating.” We negotiate with our
spouses about who will make breakfast,
about whether to buy a new refrigerator
or repair the old one, and about what
kind of car to purchase.
We negotiate with friends and family
about what movie to see or where to go
to dinner.

you would be willing to accept. Skillful
negotiators understand the importance
of preparation. “Do your homework.”
Preliminary meetings are a perfect
opportunity to find out what the other
side wants and needs.
The negotiating model set up by Lee J.
Miller and Jessica Miller in their Guide
to Successful Negotiating consists of
three basic approaches useful at different times during the process: Convince,
Collaborate, and Create.
“Convince” can be viewed as

In our professional lives we negotiate as
well; with customers and vendors about
services, prices, and delivery schedules.
More often than not, with a thoughtful approach to successful negotiation, you will not only get what you
want, but you will also help others
accomplish their objectives at
the same time.

On the other hand, in meeting a potential
business partner, we most likely believe
that one deal is much less important than
an ongoing relationship.
In our industry, when we are desirous
of developing new business relationships, it is helpful to first decide on goals
and objectives. Success in negotiation
requires knowing what you want in the
first place. Make a list of what you would
like to achieve and then prioritize those
things that are most important. Even if
you have limited time, spend a little of it
thinking about what you want to do and
jot down your thoughts. Make a note of
the best possible outcome and simultaneously think about what is the least

• I t is vital to any successful negotiation,
and we have already established that
all of life is a negotiation, that you stay
consistent with who you are. People
can generally tell if you really believe
in what you are saying. If you
don’t, you will find it extremely hard to convince anyone
else to agree with you.
“Collaborate” refers to
both sides changing
the negotiating
focus to one of
problem solving
to reach a mutual
agreement.

Successful negotiations can be
determined by the importance we
place on each of two dimensions: the
Outcome and the Relationship.
An example of the importance we might
place on the outcome would be when
purchasing a new car. We really care
about the outcome of our successful bargaining skills in that we got the car we
most wanted at the price with which we
are satisfied. We may have less of a stake
in the relationship with the salesperson
because, after all, how often do we buy
a car?

•O
 ftentimes, humor is usefulSpring
when 2017
working toward a mutually beneficial outcome; not only to get a laugh,
but also to ease some of the tension.
Having a sense of humor makes people
want to be around you. It can help
develop a relationship when used at
the right time, in an appropriate way.

listening, purposeful questioning, and
delivering your message.
• It is vital to spend more time actively
listening to the needs of your potential customer. There is a concept of
“listening under,” which simply means
not only paying attention to the words
being spoken, but also to everything
else going on. Good listening techniques encourage people to talk and
tell you what they really care about. If
you have done a good job of listening,
you will be in a position to ask meaningful questions to clarify and fully
understand what is being said.
• Confidence is the secret weapon in
negotiating. Be prepared, speak slowly,
smile, moderate your tone, and relax.
You will be able to summarize what
was communicated, eliminating any
misunderstanding, and move on to
delivering your message persuasively
and convincingly.

• If you have listened to
your potential customer,
asked the right questions
of them, allowed them to voice
their concerns, and assured them that
you are willing and available to work
on resolving their issues, a meaningful
relationship can develop. When both
sides are comfortable that they are on
the same side, the outcome might result
in getting more than you ever imagined
you could.
“Create” refers to taking a fresh look at
how things were done in the past and
coming up with more effective ways to
meet your objectives.
•A
 fter having listened to what some of
the impediments to an agreement with
a potential customer might have been
in the past, you can assure them that
you are prepared to work alongside
them to come up with new, workable
solutions.
Successful negotiation is predicated
on both sides getting what they want –
so sometimes our best efforts are not
quite good enough. It has been said
that “No deal is better than a bad deal.”
We must be willing to walk away when
appropriate.
All of life is a negotiation, cont. on page 10
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All of life is a negotiation
continuation from page 10

I would be remiss if I did not mention that
studies have shown that there are distinct
differences in the way many men and women
approach the negotiation process. Women
tend to be more comfortable with a relational negotiating style – small talk, getting
to know the customer, discussion of varied
interests - placing the value not only on
substantive objectives, but also, on building
a relationship. Men, conversely, lean more
toward a direct approach. They focus more
on the outcome of the negotiation.
This difference on how the world is viewed is
no more accurately illustrated than by a story
told by Jerri DeVard, Chief Marketing Officer
for Citigroup, about the day her three-yearold son got his first water gun. He ran around
shooting everyone he saw. Later that day, the
neighbor’s three year old daughter was visiting so they could play together. When she
saw the water pistol, which he had already
grown tired of, laying on the floor, she immediately picked it up and began watering the
flowers with it! Although we may do well to
keep our differences in mind, relying on the
three basic approaches to negotiation outlined in this article is sure to keep everyone
happy. ■
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Exploring the Possibilities

By Jason Dombrowksi, Agency Section Chair

Our faithful readers will recall that there
is currently an idea being explored about
the possibility of merging the New Jersey
Land Title Association Board of Governors and the Agency Section. As part of
that process there has been an exploratory committee that has been formed to
discuss, consider and examine the possibility of a merger. The idea of a more
collaborative effort between these two
groups has fueled the discussion of this
merger and the need for the formation of
this exploratory committee.
The exploratory committee is comprised
of equal representation on both sides
and consists of 4 agency representatives
and 4 underwriter representatives. I
thought it would be appropriate that
the members of this exploratory committee be introduced to our readers.

From the underwriter side we have the
following committee members: Lisa
Aubrey, Fidelity National Title Group;
Kevin Cairns, Esq., Old Republic Title
Insurance Company; Casey Booth, First
American Title; and Maureen Crowley,
Fidelity National Title Group. The following are the 4 representatives from the
agency side: Marilyn Henshaw, Property
Title Group, LLC; Jason Dombrowski,
Vintage Title Services, LLC; Nicole Plath,
Fortune Title Agency, Inc.; and Paula
Zwiren, Esq., Zwiren Title Agency, Inc.
Anthony Floria-Callori, President of the
New Jersey Land Title Association, also
sits on the committee. This committee
is comprised of a well-rounded group
of title professionals each bringing their
own special skillset and experience to the
committee.

As previously mentioned in my last
article in the Advocate, the Agency
Section Management Board has requested that its members provide us
with their questions, comments, and
concerns regarding this possible merger.
Submitting your comments would allow
for the agent representative to discuss
these issues at the committee meeting.
The Management Board of the Agency
Section continues to request your comments and concerns regarding the possible merger. We ask that you direct your
feedback to Nicole Plath, the Secretary
of the Agency Section. Nicole’s contact
information can be found on the back
cover of this issue. Please make sure that
your voice is heard. The Agency Section
Management Board looks forward to
hearing from you regarding this impor
tant issue. ■
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What inspires you about
the title industry?
By: Nicole Plath

Last edition we asked our readership to
write in and answer the question, “What
inspires you about the title industry?”
We got an overwhelming response of
zero entries. So, in lieu of publishing our
readers’ thoughts, I am offering mine as
a consolation prize.
Although I am a third generation title
producer, I entered this industry quite
by accident. My grandmother, Doris
Petroski, was the first of our family to
enter this industry as a title abstractor.
She trained my mother, Dorri Timpanaro, and together they ran a very successful company called Title Abstractors.
My father joined them in 1986 and after
a few career hops opened Fortune Title
Agency, Inc. in 2000. I, on the other
hand, was equally determined to own
my own business and not to work for my
parents. After graduating college with a
Business Management degree and minor
in Information Systems, I went to work
at ADP. I started as a customer service
representative, helping people resolve
their time card problem. Over the next
five years I received my master’s degree
in the Management of Information
Systems, and became a Project Manager.
I was working on the development of an
online system that calculated benefits for
the unions. It was like building a business inside of a business. I travelled to
New York to discuss specifications with
the Carpenter’s Union, co-managed a
development team, assisted with quality control, and even helped design the
software. I loved my job, even though
the hours were long; that was until I had
my daughter.
Everyone tells you that your life will
change forever when you have a child
and I had no idea how true that was. I
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went from loving my job to despising
the long hours, and when my request for
a lighter schedule was denied I knew it
was time to leave. I had no idea what I
wanted to do, other than have more time
with my family, so I asked my dad for
a job and started working for Fortune
Title. My plan was to work there while I
figured out my next career move. Little
did I know, I had already made it.
Those of you who know me well, know
that it is pretty much impossible for me
to work somewhere and not be involved.
I can’t even join an association without
raising my hand for every committee
that comes my way (thank you Lisa
Aubrey)! So, my plan of keeping my head
down and just doing whatever was asked
of me didn’t last long. I started evaluating work flows, updating processes, and
before I knew it, I was asking my father if
I could stay and manage the office. I had
fallen in love with the title industry.
As I’m writing this I am still amazed that
I found such a strong passion for title
insurance. It isn’t exactly listed as one of
the top 100 sexiest jobs. But I absolutely
love this industry and I am completely
inspired by the work I do for it. I am
inspired by the ever changing laws,
statutes, regulations, endorsements, and
rate manuals. I actually like reading the
rate manual! I love that no two files are
the same, but rather each transaction I
come across is a unique fingerprint of a
moment in time. I love complex clouds
on title when the answer isn’t black or
white, but one of the fifty shades of grey
that risk assessment offers. Because although “title is title,” as my father always
says, there are so many facets to assessing risk, interpreting statutes, and who
knows what can happen when a case
goes in front of a judge!
I’ve always lived by the quote, “The only
constant is change.” I might be one of
the few people that actually likes change.
I think I thrive on it. So, if I had to select

one quality about the title industry that
inspires me, it is change. I love that every
day is a chance to learn something new
and that in this career I will constantly
be learning.
Nicole Plath is the Chief Executive Officer and majority owner of Fortune Title
Agency, Inc. She currently serves as the
Editor-in-Chief of the Advocate and
Secretary of the NJLTA Agency Section
along with serving on too many committees because she doesn’t know how
to say no.

What inspires you?

Spring 2017
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2017
ALTA MEETINGS
May 1–3
The Watergate Hotel
Washington, DC

Nashville | June 20–21
Renaissance Nashville
Baltimore | August 23–24
Royal Sonesta Harbor Court
Baltimore

October 10–13
Trump National Doral
Miami, FL
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The technology committee is currently
focused on an initiative to upgrade the
Association’s website in order
to better serve its members
and grow membership. We are
presently vetting a couple of
website platforms as to features,
functionality and cost. One
of the primary features we are
seeking to implement is the
ability to have members join and
pay annual dues, as well as register and
pay for events and CE courses online
with a credit card. In addition, our new
platform will contain member profiles,
which will permit members to access
and manage their own information on
the website. There will be several other
features that will allow members to
more easily engage with the Association and streamline a lot of functions
currently carried out by the Executive
Director’s office. The committee’s goal
is to make a recommendation and get
approval to implement the new platform within the next few months.

Spring 2017

Technology
Committee
Update

Scott K. Sumner
Technology Committee Chairperson

15

NEW JERSEY LAND TITLE
ASSOCIATION CONVENTION
JUNE 4TH, 5TH & 6TH, 2017
THE SAGAMORE RESORT,
LAKE GEORGE, NY
By Marilyn Henshaw

WHERE WORK MEETS PLAY

The last NJLTA Annual Convention held
at The Sagamore was a joint convention
between NJLTA and PLTA. As you may
remember, the economy was in bad
shape. Agents, underwriters and sponsors alike were cutting back on expenses
and attendance was expected to be low,
so the joint convention was devised to
combat those concerns.
Thankfully, this year is different. Those
of us still standing have experienced a
very good year, but it has been a stressful one with many challenges faced and
met. Now is the time to take a break,
spend some time with your peers, compare notes, discuss the future, and create
connections that are industry-wide.
On that note, our theme this year is
“Relax, Refocus and Revive,” and we
think we have provided those opportunities for you at the Convention.
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Our activities start on Sunday afternoon
with Registration where you can greet
old friends as they arrive, have a snack,
and visit the sponsor booths. If you
arrive early enough or are waiting for
your room to be ready, join us for a Sip
and Paint party and create a masterpiece
while enjoying wine and the view. If you
are interested, please make sure to send
your registration in early as space for
this is very limited and will be on a first
come, first served basis.
In your welcome bag, you will find the
clues for a Scavenger Hunt, so be sure to
brush up on your Lake George knowledge before you arrive. Answers to some
of the clues will be found at the sponsor
booths, and others will be a real challenge, but you are title folk and are used
to finding the answers! Prizes will be
awarded for the first, second, and third
correct submissions based on the earliest
times of completion.

To get you in a relaxed mood, our event
on Sunday night will be a casual Adirondack evening. Weather permitting, it
will be held on the pool deck overlooking the lake and will be your chance to
mingle, meet first-time attendees, and
catch up with old friends while enjoying
some good food and the view. Be sure to
get your photograph taken at the “Green
Screen” kiosk generously provided by
Signature Information Solutions.
On Monday you will need to refocus,
as we have our Board of Governors and
Agency Section meetings, our ALTA
speaker, and a two-credit seminar in the
morning. This year’s ALTA Speaker is
Jack Rattikin, III, President and CEO of
Rattikin Title Company of Fort Worth,
Texas and Chair of the Finance Committee of the Board of Governors of ALTA.
Those who have heard him speak have
indicated that we will really enjoy his
presentation.

Spring 2017

The Sagamore has a spectacular 18-hole
Donald Ross Golf Course with amazing
views and we are hosting a shotgun start
golf tournament on Monday at noon
for the benefit of TIPAC. If golf is not
your thing, there is a two hour cruise at
2:00pm on the Sagamore’s 72 foot replica
touring vessel, The Morgan. This will be
a charity cruise also benefitting TIPAC.
Reservations for the golf tournament
and the cruise must be made in advance
and will be on a first come, first served
basis.
If you would prefer some afternoon
down time, the pool is the perfect spot
to unwind, the Sagamore Spa is the ideal
place to get some special pampering, or
you can take advantage of all that Lake
George and the surrounding areas have
to offer, such as fishing, kayaking, sailing, parasailing, water skiing, hiking, or
simply sightseeing.

As a small agent, I completely understand how difficult it is to take time away
from your business. However, there will
be plenty of breaks, and Monday afternoon also provides the opportunity for
you to put out the fires at your office. I
am not a big fan of computers, but they
certainly make it a lot more feasible to
continue to work while still being able to
attend the Convention.
Monday culminates with our Gala Dinner, Installation of Officers and Award
Ceremony (formal attire). This is your
chance to dress up and show off your
dance moves, but more importantly, it
is the time to show your support for all
those who work tirelessly on your behalf
and to celebrate your inclusion in a very
special group of people, the New Jersey
Land Title Association.
Tuesday morning is the wrap-up session
with golf awards, the presenting of Raffle

and Scavenger Hunt prizes, and a final
two-credit seminar.
Throughout the Convention, vendor
booths will be available to visit and you
will have the opportunity to learn about
how their services can improve your
business. It is through the generous support of these sponsors that we are able
to provide such a fantastic program of
events and we hope that you will thank
them by taking the time to look at their
products.
Please take a look at the Agenda and
complete your Registration now. If you
have not done so already, make your reservations for The Sagamore by clicking
on the link on the NJLTA website.
Looking forward to seeing you in June!
Marilyn A. Henshaw,
Chair, Convention Committee ■
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NJLTA 95th Annual Convention
The Sagamore on Lake George • 110 Sagamore Road, Bolton Landing, New York
Sunday, June 4, 2017 through Tuesday, June 6, 2017

AGENDA

SUNDAY, JUNE 4, 2017
2:00 PM – 5:00 PM

Registration / Refreshments

3:00 PM – 5:00 PM

Sip and Paint

6:00 PM – 7:00 PM

Cocktail Hour

7:00 PM – 9:30 PM

Adirondack Evening Reception

MONDAY, JUNE 5, 2017
7:30 AM – 9:00 AM

Buffet Breakfast

8:00 AM – 8:45 AM	NJLTA Board of Governors Meeting / NJLTA Agency Section Meeting
8:45 AM – 9:30 AM

ALTA Speaker

9:30 AM – 11:30 AM

Continuing Education for Two Credits

12:00 Noon

Shot Gun Start – TIPAC Golf Outing – Best Ball Format

2:00 PM

TIPAC Boat Ride

6:30 PM – 7:30 PM

Cocktail Hour

7:30 PM – 10:30 PM

Gala w/ DJ and Awards

TUESDAY, JUNE 6, 2017
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8:00 AM – 9:30 AM

Buffet Breakfast

8:30 AM – 9:00 AM

Golf Awards, Prizes, Convention Wrap Up

9:00 AM – 11:00 AM

Continuing Education for Two Credits

REGISTRATION FORM – NJLTA 95th Annual Convention

Spring 2017

THE SAGAMORE ON LAKE GEORGE
110 Sagamore Road, Bolton Landing, New York
www.thesagamore.com
SUNDAY, JUNE 4, 2017 THROUGH TUESDAY, JUNE 6, 2017

PRIMARY REGISTRANT
First Name to Appear
Full Name: ______________________________________________________ On Badge: _______________________________________
Organization: ____________________________________________________________________________________________________
Street Address: ___________________________________________________________________________________________________
City, State, Zip Code: ______________________________________________________________________________________________
Phone: ____________________________________ Email Address:_________________________________________________________

SPOUSE / GUEST

First Name to Appear
Full Name: ______________________________________________________ On Badge: _______________________________________

GALA DINNER SELECTION
PRIMARY REGISTRANT:					SPOUSE / GUEST:
____ Herb Crusted Filet Mignon					

______ Herb Crusted Filet Mignon

____ Apple Cider Salmon						

______ Apple Cider Salmon

		

REGISTRATION FEES
Delegate / Agency / Affiliate Member
_____ @ $275.00
___________
Non-Member				_____ @ $325.00		___________
Spouse / Guest (Non-Industry)		
_____ @ $275.00		
___________
Additional Fee (After April 1, 2017)		
_____ @ $25.00		
___________
Sub-Total							___________
Sip and Paint				
_____ @ $40.00		
___________
TIPAC Boat Ride				
_____ @ $20.00		
___________
TIPAC Golf Tournament			
_____ @ $150.00		
___________
Total Enclosed							___________
Check (if applicable): This is my first time attending the NJLTA Convention

_____

It has been at least five (5) years since I attended the NJLTA Convention

_____

To reserve your room contact The Sagamore directly at (518) 644-9400 or go to: New Jersey Land Title Association
Rooms start at $209.00 per night plus taxes and resort fees. Be sure to mention you are with the New Jersey Land Title Association
to receive this special rate. NOTE: All rooms must be reserved by May 1, 2017.

PLEASE MAKE YOUR CHECK PAYABLE TO: NEW JERSEY LAND TITLE ASSOCIATION.
(SORRY – CREDIT CARDS CANNOT BE ACCEPTED AT THIS TIME)

MAIL TO: N EW JERSEY LAND TITLE ASSOCIATION
100 WILLOW BROOK ROAD, SUITE 100
FREEHOLD, NEW JERSEY 07728
QUESTIONS: Please contact Marilyn Henshaw – mhenshaw@propertytg.com
To receive your early bird registration discount, please mail your Registration Form and Fee no later than April 1, 2017.
All Registrations must be received by May 10, 2017.
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How does one get involved
in the title industry?
We asked the staff of the Advocate how
they got into the title industry. Some
ways may surprise you. Here are some of
their responses.
The Right Connection:
Maureen Crowley was working at a busy
law firm when she became aware of
the title industry. She said, “One of the
attorneys showed me a few things about
real estate transactions. I was going to
college at night and started taking real
estate paralegal courses.” She added,
“The more I heard about title insurance,
the more I found it interesting. In 1985, I
was offered a position at a New York title
agency, and I was hooked.” Fast-forward
to today, and Maureen is the Assistant
Vice President, NJ Agency Support
Manager, Fidelity National
Title Group.
A Happy Accident:
How did Nancy Koch,
NJ

Title Ad_1015 10/27/2015
PM Pageand
1
Vice4:36
President

State Counsel at Old Republic National
Title Insurance Company, get into title?
“It was a happy accident!” she said. A
newly admitted lawyer friend who knew
she had a passion for real property law
called her one day and said, “I just interviewed for your dream job.” He put her
in contact with Harry Hayes who was
Transamerica Title’s division manager at
the time.
And, as she so succinctly puts it, “The
rest is my history.”
Help Wanted:
For Marilyn Henshaw, it
was the old-fashioned
way of looking through
help wanted ads that
got her into title. It was
the mid 70’s and Marilyn Henshaw had
just gotten her green card to work in
the United States. However, she said,
“I quickly discovered I lacked many of
the skills that employers in this country
were searching for such as typing or
degrees.” She added, “I finally realized
that my only marketable talent was my
British accent (it was a lot stronger back
then) and applied for several reception-

ist positions.” One of which was at a title
company. “It was the job that intrigued
me the most. Although,” she said, “I
had no idea what a title company did
at that time as there was no such thing
as title insurance in England. However,
my new boss had assured me that if I
was willing to work hard and spend the
time, I would learn.”
True to his word, once the phones
stopped ringing, her boss would spend
time teaching her some of the basics of
the title industry. She said, “I loved it. I
went from receptionist to order processor, to cover record production, to
search coordinator to examiner and was
able to work with and learn from many
of the best in our business.”
And, learn she did! Marilyn is the Operating Manager of Property Title Group,
LLC, and Second Vice President of the
New Jersey Land Title Association.
Moving to Title:
While Marilyn got to
title though the help
wanted ads, Joseph
(Joe) Grabas, CTP, NTP,

Banking Advantages
For you and your clients
Choosing the right financial services partner is important. Amboy Bank has been serving Central
Jersey since 1888. With Amboy you will have a relationship manager with access to experienced
resources to provide services and specialized financial solutions for you, your firm and clients.
Amboy has financial answers to help running your firm easier.
 Positive Pay Fraud Detection

Fiduciary Account Best Practices

 ACH Block
 Authorization Management
 Alerts

We provide experience, attention and customized solutions!
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Stop
by Any Branch | Call 800.942.6269 | www.AmboyBank.com

Member FDIC
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Property Verification

Unmatched Commitment
to Customer Service

Flood Certifications

Fully Insured

Tax, Utility & Assessment Searches

Priority Search Services is proud to announce that they have been named an ALTA Elite Provider!
All of us at Priority Search Services thank you for your support and will continue
to strive to provide the highest industry standards!

For more information call 732-741-5080.
830 Broad Street, Shrewsbury, NJ 07702
former Advocate Editor and Director of
the Grabas Institute for Continuing Education moved his way into title while
still in college. He explains, “As I was
entering my sophomore year at Rutgers
University, studying Theatrical Design,
my Aunt Bea Gilvin called me and
asked if I was interested in making some
money moving office furniture.” The office furniture just happened to be at the
Chicago Title Branch office on Route
18 in East Brunswick. Joe said, “Moving
furniture turned into filing, making
back title cards and a quick move to the
Middlesex County Record Room where
I apprenticed under the capable hand of
Rich Molinari. Abstracting Deeds and
Estates, making copies, doing rundowns
and cover records and anything else
I could fit in between college classes.”
Joe still kept his theatrical goal and had
a few moderate successes including
designing the lighting for the New York
premiere of the original version of Beeth
oven’s only opera, Fidelio at Lincoln
Center. But, title was calling and as Joe
puts it, “I bid adieu to the Theatre for a

732-741-5080

www.prioritysearchservices.com

more glorious and profound career in
the title industry. I’m glad I did!”
Birthright:
Like Joe, David E. Penqué,
Vice President, First
Jersey Title Services
Inc., also had family
that helped move him
in the direction of the
title industry. For David, how he got
into the title industry is easy. He said,
“The simplest explanation is that I was
born into the title industry! Ever since I
could walk I spent time in the ’searching
vault’ with my Dad (the former Deputy
County Clerk of Bergen County).” Sure,
David tried some other ventures. He
said, “After years as a long haired hippie
musician and music teacher, one day
Dad said, ‘OK, have you had enough
yet? Now, cut your hair, buy a suit and
go work with your brother’, and with
that, First Jersey Title Services Inc. was
born in February 1984.”
Family Ties Meets Destiny:
Like David, Anthony Floria-Callori also

had family ties that helped him with his
destiny of being involved with the title
industry. Anthony felt a pull to get into
the title industry. “Prestige Title opened
its doors in the spring of 1994. Before
those doors opened, I moved the file
cabinets the office still utilizes to their
basement location. There were 3 flights
of stairs and they were heavy,” he said.
“Heavy also was the pull I had towards
this industry due to my relationship
with Prestige’s President, my Dad, Ray
Loffredo.” Anthony added, “Although
I flirted with multiple career paths as I
made my way through college and law
school, I always found myself headed
where I knew I was destined to go.”
Anthony proudly recently celebrated his
10th anniversary at Prestige! He said,
“Save for ‘Lottery Jackpot Winner,’ it is
tough to imagine myself anywhere else.”
He added, “File my ‘reason for entering
the title industry’ away under ‘Destiny.”’
Anthony is now the President of the
NJLTA and Assistant Vice President /
Office Counsel of Prestige Title Agency.
How does one …, cont. on page 24
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3 EXPERTS,
1 CONVENIENT
PLATFORM.

Spring 2017

STATECAPITAL.NET
NEW JERSEY SEARCH EXPERTS

Order,
Track,
Retrieve.
Judgment Searches
Tax, Assessment & Utility Searches
Tidelands & Grant Searches
Flood Determinations
Corporate Searches
UCC Searches
Chancery Searches
…and more

STATECAPITAL.NET 800-876-8994
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ALTA Advocacy
Update
By David Penque

The American Land Title Association keeps us up-to-date with the ever
changing events and articles affecting
our industry. Here are some of the news
items that were found most relevant
over the last quarter. Please be aware
that some articles may require an ALTA
membership in order to access the full
article. You can and should become
an ALTA member. Join the association
today by going to http://www.alta.org/
membership/ and be a part of the
American Land Title Association.
Realtors Demanding Buyer CD? Show
Them This
Pennsylvania Association of Realtors |
November 28, 2016
http://tinyurl.com/jk3cj5p
The implementation of the CFPB’s Know
Before You Owe regulation has brought
up a number of questions regarding who
is permitted to receive copies of closing documents, including the Closing
Disclosure and alternate settlement
statements. It is important to note that
the Know Before You Owe regulation
did not implement any changes on data
privacy; however, ALTA encourages title
insurance and settlement companies
to review lenders’ closing instructions.
While TRID does not bar sharing the
Closing Disclosure with third parties,
many lenders prohibit their settlement
agents from such activity. If the real
estate agents you work with are unsure
of the rule, point them to this article
written by the Pennsylvania Association
of Realtors’ general counsel, who reiterates why title companies can’t provide
the buyer CD to real estate agents. The
article provides other options for how
Realtors can get the information they
need.
Blockchain and Title: The Distant
Frontier
ALTA Title News Online November 1,
ALTA Title News Online December 15,
2016 http://tinyurl.com/jmsveyk
Industries as diverse as banking, agriculture, fashion and gemology have all
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looked to blockchain technology as a
disruptor with the capability to create
new efficiencies. While perceived as the
Holy Grail of digital land records, is
there any substance behind the blockchain hype?
10 Mortgage Abbreviations Everyone
in the Industry Should Know
National Mortgage News | January 26,
2017 http://tinyurl.com/h6ouhur
The mortgage industry is filled with jargon and abbreviations that can confuse
even the most experienced professional.
There are 91 different acronyms and
abbreviations listed in the Fannie Mae
Sellers Guide, and it is not a comprehensive list.
How Much Did Dodd-Frank Cost?
Don’t Ask Banks
Bloomberg BNA | February 3, 2017
http://tinyurl.com/zxwudj7
Muddled is the word when it comes to
trying to quantify the costs that banks
have incurred complying with the
Dodd-Frank Act.
Cheat Sheet: What Trump Can--and
Can’t--Do to Dodd-Frank
National Mortgage News | February 3,
2017 http://tinyurl.com/z83hzl2
The immediate questions about the order focused on what authority the White
House has to enact real change, since
congressional Democrats are resistant to
rolling back the law and those running
the regulatory agencies are still Obama
administration appointees.
Bots, Billions and Breaches:
Cybersecurity by the Numbers
CIO Dive | February 6, 2017
http://tinyurl.com/hajyqyd
The cybersecurity industry is far more
than ones and zeros. Read on for some
of the numbers defining enterprise security, providing a better sense of what organizations are dealing with and where
companies across sectors are headed
when it comes to cybersecurity.
Make Sure You Are Using the Updated
1099-S
ALTA Title News Online January 27,
2017 http://tinyurl.com/hgh8wch
Title agents and attorneys closing certain
reportable transactions could face fines

of $250 per incident if they are not using
the updated IRS Form 1099-S.
5 Things to Consider When Shopping
for a Third-party Assessment Provider
ALTA Title News Online January 27,
2017 http://tinyurl.com/hyomhv7
Selecting a company to provide Best
Practices assessment solutions can be
daunting. Read on for five things to consider when shopping for a third-party
assessment provider. ■

How does one get involved in the
title industry?
continuation from page 21

Childhood Destiny?
Like Anthony, Lisa J. Aubrey, VP, FNTG
NJ State Agency Manager,
also considers her entry
into title as destiny. When
asked how she got into the
title industry, Lisa said,
“It all started in the late
70’s, while watching an episode of Love
Boat. During the show I saw a commercial for a real estate company where the
employees wore gold blazers, went on
appointments and sold people houses,
and they all looked so happy. Well, as an
apartment dweller, I thought THAT is
the job for me, and so instead of playing
school like most young girls my age, I
played ‘Century 21’, taking make-believe
phone calls from imaginary buyers and
setting up pretend showings using an
appointment book.”
Lisa said she went from playing Century
21 to a career in the title insurance industry, “to fulfill my childhood destiny.”
She credits her college roommate, Patty,
for helping her land her first job at a
North Jersey title agency. She said, “Patty
mentioned that the title agency where
she worked was looking for a ‘copy girl’
and it was paying $2 more an hour than
what I was making at the mall – so I was
sold!” In that time, Lisa said, “I have
been particularly blessed to have worked
for title agencies and for underwriters
who allowed me to ask a lot of questions, try new things, develop processes,
and never held me back from wanting to
do more in this industry. And that’s my
story…for now!” ■

Spring 2017

25

26

VENDOR’S CORNER
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CHANCERY
ABSTRACTS
Full Spectrum Services strives to give
you the most complete Chancery
Abstract possible. It is one of the many
services we provide to the Title/Foreclosure industry. In addition to Chancery
Abstracts we offer Corporate Status
Searches, Franchise Tax Searches, UCC
Searches, Certificates of Good Standing,
Incorporation and Formation. We also
offer Service of Process, Background
Checks, Skip Trace Investigations and
County Tax Certifications.
One of our most sought after products
is our Certificate of Regularity. This is often confused with a Chancery Abstract,
but is primarily a product designed for
the foreclosure industry and not the title
industry. All pleadings in a Foreclosure
action from Complaint to Final Judgment
are submitted by the Attorney for Plaintiff and reviewed by our Certificate of
Regularity team, prior to being submitted to the Foreclosure Unit for approval
and filing. Once the Final Judgment has
been filed and the Writ of Execution has
been issued we then issue a Certificate
of Regularity indicating that all pleadings
filed in the action are regular as to form.
Chancery Abstracts:
The purpose of a chancery abstract is
to help the title company to determine
whether they are going to issue a title
policy on a property that has previously
been foreclosed. A chancery abstract
is issued after a comprehensive review
of the Foreclosure unit’s file has been
completed and Final Judgment has been
entered.
Let me quickly describe for you, in an
abbreviated fashion, what this entails:
• First we review the Complaint to verify
that everyone named in the Caption has
been properly joined and to determine
that their liens/Judgments have not
been joined in error. This also includes a

complete review of the legal description
and any further information given by the
Filing Attorney.
• Next we review service to determine
whether everyone has been properly
served.
• From service, we move on to the
Default package. We need to determine
that everyone has been given the proper
amount of time to answer before proceeding with the automatic Default.
At this point we review the Motion for
Final Judgment to ensure everyone who
needs to be given Notice, has been.
• Now we move on to the required
mailings; Notice of Motion for Final
Judgment, Default and Notice to Cure.
In my opinion, the Notice to Cure is the
most important. This is the pleading that
provides the obligor/s the opportunity
to inform the Plaintiff they are going to
cure the Default prior to Plaintiff ’s applying for Final Judgment. This pleading
needs to be mailed to the obligor at any
possible address, the mortgaged premises or at the address where they previously have been served with process.
• Our next review is of the Final Judgment package; Search Fees, Certification of Amount Due, Certification of
Non-Military Status (the significance of
which is that if the Defendant is currently in the military service of the United
States or its allies then the Attorney for
Plaintiff must provide an Attorney to
Defend said Defendant’s interest), and
of course the Final Judgment. This is the
pleading that Orders that all the joined
Defendants have been foreclosed and
debarred of any interest in the mortgaged premises so that you as a title producer should feel secure about insuring
the subject premises.

(Final Judgment and Notice of Sale),
most do not.
At the end of our abstract is the page
you all wait for. The Notes page. We
here at FSS, feel that it is more convenient for you as a Title Agent/Examiner
to have any Notes or Exceptions listed
in one place instead of being interspersed throughout the entire abstract.
As I said previously, this is purely an
abbreviated explanation of the process
we here at Full Spectrum Services use
to provide you the most comprehensive Chancery Abstract we can deliver,
and I hope it serves to help you understand the painstaking procedures we go
through to deliver a quality product.
Our corporate search team is striving to
become one of the leaders in this highly
competitive industry. The majority of
our searches provide same day turnarounds, and ordering from our website
makes it convenient for you to combine
your orders. Thorough background
checks are also provided same day.
As you can see from the above, we
offer a varied line of products that serve
the Title/Foreclosure industry and we
believe that once you try us, you too
will become part of the many satisfied
customers we service on a daily basis.
					
Craig Nash
Chancery Abstract/Corporate Search
Division Manager
C.Nash@frs-panj.com
Full Spectrum Services

There are various post judgment
pleadings filed that can affect title.
However, with the notable exceptions
of the Writ of Execution, Sheriff ’s
Report of Sale, and the requisite mailings
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Title Industry Protectors will find your best options.
The following is one success story from
a long-time client; Tom Gifford of
Gifford Abstract in Schenectady, NY.
Gifford Abstract, founded in 1929, has
been a client of The Merriam Agency
for over 20 years and he is our first
E&O client written in our new Title
Industry Protectors (TIPs) National
Insurance program. Here’s what he
has to say:
M: “What benefits have you seen
from our long-standing business
relationship?
G: “My dream insurance company is
one I don’t have to talk to very often, I
love that. E&O insurance is hard to get.
This local agency has made my experience

smooth and kept it that way. It seems like
it is a fight every year to get the best policy
at the best price. Merriam does the fighting for me and I like it that way. I’ve had
other solicitations from other people about
this kind of insurance, but I find I’m well
off here.”
M: “Does the E&O renewal process
make you nervous or uneasy?
G: “Because of the fact we hear that it’s
hard to get, sometimes people can’t get it
at all, I’m a little nervous when I get the
renewal notice, but so far we haven’t had
any cause to be nervous because, you guys
have taken care of it.”
That’s not all! We found that, ever
since Tom chose Merriam for his

E&O Insurance under our new TIPs
program, his receipts went up 5% yet
his premium went down, also 5 percent. That’s really great! The coverage
you need should come with exceptional, personalized service, to accommodate the desired atmosphere you
need to serve your clients. It is our
pleasure to make this process easier.

Jennifer Holt is the Professional
Liability Program Manager at the
Merriam Insurance Agency, she can be
reached at: 877-637-7426 ext. 206 or
Jennifer@MerriamInsurance.com
You may also send any inquiries to

www.requesttips.com

E&O l CYBER l FIDELITY
Competitive Cost
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l

Comprehensive Coverage

l

Personal Service

www.TitleIndustryProtectors.com

A Tribute to
Honorary Member,
Charles J. Harvey
By George A. Stickel, Esq., C.T.P.

This is the third in a series of articles focusing on Honorary Members of the New
Jersey Land Title Association. Last issue I
discussed Walter A. Sprouls, Esq., former
President and Chairman of the Board
of New Jersey Realty Title Insurance
Company. This issue will feature Charles
J. Harvey, Senior Vice-President at New
Jersey Realty, whose office adjoined the
corner office of Mr. Sprouls.
Charles J. Harvey is the man most
responsible for my becoming a member of the title insurance community.
Back in the days when I was searching
titles with my Dad in the Morris County
Clerk’s Office, I noticed a distinguished
looking, well-dressed man who entered
the Record Room about once a month,
looked around, rarely spoke to anyone
and then disappeared as quietly as he had
arrived. After witnessing a number of
these mysterious visits, I asked my Dad
about the identity of this spirit. Dad told
me he was Charlie Harvey, a salesman
at New Jersey Realty Title Insurance
Company who would pop into the vault
on occasion to gauge the market by
witnessing the searchers’ work intensity.
On his next visit, Dad introduced me to
Mr. Harvey. Years later, when I was in law
school, Mr. Harvey approached my Dad
and asked how I was doing in my studies
and suggested that if I needed a job when
I graduated that I should call him. As
it turned out, I did not need a job until
about two years later when I was truly
burned out by my schedule at the firm
where I was working. I called Mr. Harvey.
Within the month I was working at New
Jersey Realty.
During the three months I worked at
NJ Realty’s Newark office, I was eager
to start my day early. But no matter
how early I arrived, I could not beat Mr.
Harvey, who was always there ahead
of me. For a while I sensed we were in
a competition of sorts, as I kept trying
to arrive earlier and earlier, but I never
beat him. No matter how early I arrived,
Charlie was already in his office, sipping
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his coffee and perusing the Newark Star
Ledger for stories related to potential real
estate projects.
Mr. Harvey wore many hats at New Jersey
Realty, which was not uncommon in our
small company where we all pitched in
to do everything. He was the Director of
Sales and Marketing and managed the
team of salespeople he assembled. Also, if
we managers secured a job with liability
greater than our small company could
retain, Mr. Harvey was the man we called
to secure the necessary coinsurance or
reinsurance agreement. This placed Mr.
Harvey in contact with the executives at
our competing underwriters who were
more than happy to hear from him. Mr.
Harvey also had contacts in the New
Jersey Department of Transportation.
When a new highway was proposed, NJ
Realty was often the winning bidder to
search titles for the project. It was work
on Route 522 through South Brunswick
that kept my office financially afloat for
a number of months when the market
otherwise fell asleep. I can thank Charlie
Harvey for assuring that my office never
sustained a losing month in the 15 years I
was manager.
It was in his capacity as Director of
Sales that my most vivid memory of
Mr. Harvey leaps to mind. I needed a
salesperson in New Brunswick and
Mr. Harvey hired me an individual
who, he divulged, had some personal
issues, which Mr. Harvey was sure the
man had now overcome. About six
months later I called Mr. Harvey to
tell him it was not working out and the
salesman needed to be transferred from
my office or even fired. Mr. Harvey
suggested I fire him. Frankly, I was a
little afraid to do so and I boldly told
Mr. Harvey that since he hired him, he
should fire him. That was my mistake.
We set up the date when Mr. Harvey
would visit my office at 8am and he
would do the firing. Unfortunately, this
was the first and only time in my career
that I was late for work. In those days
there was an annual concert in New
Brunswick’s Buccleuch Park with Lionel
Hampton and his Orchestra. A group of
us young singles would take our blankets
and bottles of wine to the park and enjoy

the event. I enjoyed a little too much
and missed the alarm the next morning. When I finally arrived, half an hour
late and visibly hung over, there stood
Mr. Harvey and the salesman locked
outside the building because I had the
key. Within minutes of my opening
the door, Mr. Harvey accomplished his
purpose and was gone, telling me on
his way out to collect the salesman’s keys
to the company car. When I asked for the
car keys the salesman threw them at me
and wished me good luck in finding the
car which he said was parked somewhere
in the vicinity of the New Brunswick
train station. I spent the morning walking
around the city, my head throbbing, looking for the car. Not a good morning for
any of us. I think it was only the mutual
respect Mr. Harvey and I had for each
other that kept me from also being fired
that day.
Mr. Harvey represented our Company
on the NJLTA Board of Governors and
worked his way up the chairs to the Presidency. He was a very private man and
rarely shared personal information. But
it became clear when he was incoming
President that he was not well. In fear he
could not effectively serve out his term he
offered his resignation, even though Rick
Wilson, as his Vice-President, offered to
do all the heavy lifting. When Mr. Harvey
resigned I was chosen to succeed him as
NJ Realty’s representative on the Board
of Governors. I will always remember
the BOG meeting where Frank Melchior,
who had worked with Charlie on many
NJLTA committees, suggested that
while Mr. Harvey would not serve the
Association as its President, he should
be made an Honorary Member; a lovely
and deserving gesture.
George A. Stickel, Esq., C.T.P. is a Third
Generation, 45-year veteran of the title
industry, now retired. George is a PastPresident and Honorary Member of the
New Jersey Land Title Association and
a contributing writer for the Advocate.
George indicates that Mr. Harvey was an
intriguing and very private individual. As
a result, while this article is based upon
fact, the stories should be considered commentary and opinion.
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DATES TO REMEMBER
April 2017
3rd – 4th

20th – 21st

ALTA Spring Title
Counsel Meeting
New Orleans, Louisiana

5th

New Jersey Land Title
Association Agency Section Meeting
Holiday Inn – East Windsor, New Jersey

May 2017
1st – 3rd

ALTA Innovation
Boot Camp
Nashville, Tennessee

July 2017
August 2017
23rd – 24th

Boot Camp
ALTA Advocacy

Summit
The Watergate Hotel – Washington, DC

ALTA Innovation

Baltimore, Maryland

September 2017

& Paone, P.A.– 100 Willowbrook Road,
Freehold, New Jersey

Trump National Doral Miami, Miami,
Florida

June 2017
4th – 6th

Would you like your event or continuing
education class included on this calendar?
If so, please contact Maureen Crowley
(Maureen.Crowley@fnf.com or
732-545-1172) for information.
Thank you!

The Sagamore – 110 Sagamore Road,
Bolton Landing, New York

Notes from the Editor
By: Nicole Plath, Editor-in-Chief

We all have a different story about how
we got into the title insurance industry
and why we love what we do. I find that
no matter how many stories I hear, once
someone becomes a title professional,
that’s usually where they stay. This profession is full of people who love what
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By Linda Martin

Congratulations to Susan Ney on her
new position with Fidelity National
Title Insurance Company as Agency
Administrative Manager.

10th New Jersey Land Title Associa- October 2017
tion – Board of Governors Meeting
10th – 13th 2017 ALTA One
Davison, Eastman, Muñoz Lederman

New Jersey Land Title
Association – Annual Convention

On the Move

“ We are an industry
that works hard and
plays hard.”

Name Change: Davison, Eastman,
Muñoz, P.A., in Freehold, is now
Davison, Eastman, Muñoz
Lederman & Paone, P.A.

Welcome New Agency
Member:
Joseph Belger
Hudson United Title Services, LLC
95 South Middletown Road
Nanuet, NY 10954

Welcome
New Underwriter:
AmTrust Title Insurance Company
New York, New York

they do, even when they hate it. No matter
how stressful it gets, how long the hours
are, or how difficult a transaction is, we
persevere. We are an industry that works
hard and plays hard. The stories in this
edition reminded me of that. If you would
like to share your story, please email me at
nicole@fortunereo.com. I’d love to read it.
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