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After the installation of the Agency
Section Management Board at this
summer’s Annual Convention, Joe Grabas, President of the Grabas Institute,
proudly announced to those assembled
that the current Management Board
comprised of six women and one man.
This was the opposite of the first Management Board installed some 30 odd
years ago of one woman and six men. I
took a look around the room and got to
thinking about the extraordinary levels
of success women have achieved in our
industry. They are in key positions in
all facets of the title insurance industry:
state managers, counsels, business owners, partners, and office managers.

IN THIS ISSUE

Unfortunately, we know this was not
always the case. In fact, the American
Land Title Association (ALTA) would
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not have a woman president until 2000
when Cara L. Detring NTP had the
honor... But that does not mean that the
title insurance industry did not embrace
the progress of women in the business
world. In fact, I found proof that it did.
The 1920’s represented a monumental
period of change for women’s roles in
the United States. Women won the right
to vote through the 19th Amendment
to the U.S. Constitution on August 12,
1920. By the mid-1920’s, women had
successfully entered the title insurance
industry. “[Women] have arisen to high
places in business, and in title business
too - as owners, managers, executives
and what not.” (October, 1925, Title
News, Vol. 4, No. 9).
So much so that, in October 1923, it
was announced that the American Title
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Association of Title Men changed its
name to the American Title Association.
The organization also encouraged its
state associations to do similar (October,
1923, Title News, Vol. 2, No. 9). With
this, recognition was made that women
were an important part of the title industry. Furthermore, its publication, Title
News, included a separate section called
“NEWS OF THE TITLE WOMEN: Their
Column” edited by a woman.
There is one woman of title from this
period on whom we’ll focus. Her name
was Jessie L. Chapman, and her story
was buried in past issues of the ALTA’s
Title News. She is pictured on page 8 of
the October 1925 edition (Vol. 4, No. 9).
By this time, it was noted that she
was already, “…the most well-known
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WOMEN IN THE TITLE BUSINESS
continuation from cover

woman in the United States in this line of
business… (And the) first woman to occupy an official position in the American
Title Association….”
And that is one of the reasons she got her
picture in the publication (she appeared
three times).
“Jessie” or “J.L.” or “Chappie”, as she was
fondly referred to in the publication, was
born Jessie Lorena Sebrell around 1874
in Lexington, Ohio. According to various
US Census Records, Jessie completed one
year of high school. She married William
R. Chapman around 1898, and lived in
Cuyahoga, Ohio. He was a life insurance
salesman who traveled for business. She
also traveled to Havana, and through
British Columbia and up the coast to
Alaska. (December, 1924, Title News, Vol. 3,
No. 11, and August, 1922, Vol. 1, No. 9).
A scan of the Ohio Land Title Association
website revealed that J.L. Chapman was
its 1918-19 President. Was this the same
J.L.? A quick call to that title association
confirmed it.
Perhaps that was one of the reasons she
was asked to present at the 13th Annual
Convention for the American Association
of Title Men. We’ll never know, but she
spoke to attendees on “The Modern Title
Company”. (The author notes that her
speech almost 100 years ago is an interesting read – largely dealing with attorney opinions of title versus title reports
showing evidence of title and a shift to
the latter.)
She, along with the title industry’s good
fit for women, was also highlighted in the
1921 edition of “The Lawyer and Banker
and Southern Bench and Bar Review”:
“We note that women find in the abstract
business a suitable sphere of their endeavors. There …(is) Mrs. J.L. Chapman,
Manager of Land Title Abstract and Trust
Company, Cleveland, Ohio…There are
large numbers of women engaged or
employed in the business in diverse parts
of the country.”
In 1924, she continued to garner attention. This short story about her appeared
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in various publications, including The
Daily Messenger (Canandaigua, NY):

position of Vice President of the same
company.

“A box of cigars on her desk is the way of
the business woman to ‘man to man’ business talks, according to Mrs. J.L. Chapman, secretary of the Land Title Abstract
and Trust Company. It took her ten years
to learn the secret of making men in business ‘treat her like a real executive.’

Jessie’s celebrity and role in the title insurance industry in the early part of the last
century is indicative of an industry ahead
of its time in regard to accepting and even
celebrating women in business.

‘Don’t let them ask you if they may
smoke,’ she advises. ‘Make them feel you
want them to smoke. Some nights the
floor of my desk is littered with ashes-but,
I have a good day.’”
By 1925, Title News reports, she (along
with other women) had “…been attending the association’s annual meeting for
years.” In that same issue Jessie is quoted
as saying:
“As a woman in business there is no discrimination, and that in the deliberations
of the convention, men and women meet
on a plane of absolute equality.”
What makes her even more impressive
is while she was married, unlike some
of the other women of the day, she did
not appear to have been brought into the
industry through that union. She found
it on her own, and was accomplished at it
as demonstrated by this feature in a 1925
issue of Title News (Vol. 3, No. 11):
“Mrs. J. L. Chapman of Cleveland, Ohio,
Secretary of the Land Title, Abstract &
Trust Company, has helped build four
plants. Her present company has two
hundred employees of which forty are
lawyers and title examiners. Mrs. Chapman began her career as a copyist in the
title department right after she finished
school. Now she has entire charge of the
Abstract Department. Other activities
claim much of her valuable time. She is
Vice President of the Delphian Society,
First President of the Women's Savings
and Loan Company, and now serves on
the Executive Committee of that great
financial institution.”
She really was remarkable, having started
at Land Title Abstract and Trust Company
in Cleveland, and eventually attaining the

By 1926, women had made great strides
in the United States. Nellie Taylor Ross
became the first female governor in the
United States when she entered office as
Governor of Wyoming (uwyo.edu/lawlib/
libraryinfo/displaycase/nellietayloeross.
html). In addition to achieving suffrage
in 1920, one of New Jersey’s own championed the Equal Rights Amendment. Alice
Paul was a Quaker from Mount Laurel,
NJ. Not only did she play a key role in
getting the 19th Amendment passed, she
“believed the true battle for equality had
yet to be won…and announced [in 1923]
that she would be working on a new constitutional amendment…later renamed
in 1943 as the Equal Rights Amendment
(ERA).”(alicepaul.org). Though it wasn’t
until 1972 that the ERA passed Congress,
the 1920’s clearly were a seminal period
in rewriting the rules for women. (The
ERA has not been ratified to the constitution.)
At the forefront of that period of change,
and leading the way was Jessie L. Chapman. As the 1925 edition of the Title
News (Vol. 4, No. 9) attests, she was
“…known to most everyone who attends
the convention as her friend and warm
acquaintance… (She) has been an active
supporter, worker, and influencer in
the Association for years…As a real title
woman she is one of the leaders of the
entire profession, title women or title
men.”
Sometime in the 1930’s, Jessie left the title
business and was listed as a housewife in
the 1940 census. She and William later
moved to California, where she died in
1948 (The San Bernardino County Sun,
July 16, 1948). Jessie may have passed
on in relative obscurity, but she was a
trailblazer of her time, creating a path
Women In The Title … cont. on page 9
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The President’s Message –

Winter 2017

By: Scott K. Sumner, NJLTA President

ALTA ONE RECAP “We Lead, We Deliver, We Protect”
This past October, I had the honor
of attending the ALTA ONE annual
conference in Miami, FL on behalf of
the members of our organization. The
conference was extremely informative
and it was great to be able to network
with fellow members of our industry
from across the country. Also significant was the installation of New Jersey’s
very own Steven G. Day, NTP, as this
year’s ALTA President.
Perhaps the highlight of the conference
was when Mr. Day unveiled ALTA’s
core values for the land title insurance
industry. The values are:
• We Lead: We are the authority in real
estate transactions. We innovate for
the benefit of our customers.
• We Deliver: Our customers trust
us to do the right thing, the right
way—before, during and after the
transaction. We sweat the small stuff
to assure that land transfer is accurate,
swift and secure.

• We Protect: We protect the property
rights of those we serve. We reduce
risk so our customers have peace of
mind.
In addition to the core values, ALTA
announced its 2018 strategic priorities.
The priorities include:
• Promoting the Our Values initiative,
which serves as the industry’s cultural
compass and highlights the universal
core ideals ALTA members embrace.
• Serving as the hub for information on
innovation in the title insurance and
settlement space.
• Educating our members about security threats to the personal information
and funds entrusted to their businesses in a cyber and physical
environment.
• Encouraging simple and concise
communication with homebuyers to
explain the benefits of title insurance.

• Increasing the skills of the industry’s
workforce and attracting future leaders to the industry.
• Focusing on continued promotion of
ALTA’s Title Insurance and Settlement
Company Best Practices as the industry standard for compliance management programs.
While at the conference, I also had the
privilege of attending the State Land
Title Executives Meeting. The meeting
was comprised of about twenty-five
executives from various state land title
associations and we discussed numerous topics including, but not limited
to, timely legislative issues, association management software platforms,
and the format of state conventions.
The sharing of ideas and experiences
between associations was a tremendous value as we all face similar issues
in advocating for our members and
industry. ■
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By: Peter Casey Wall, Dir. Technology and Compliance,
Foundation Title, LLC

This article will not begin at the beginning. We will not discuss how long protecting consumers’ sensitive information
has been law or a moral imperative. We
will not discuss the events that brought
this to everyone’s attention. We won’t
even discuss how many seminars, memos, bulletins or other forms of information have been shared warning people
in our industry to take cyber security
seriously. None of that matters now.
What does matter now?
First, take the threat of cyber attacks
very seriously. Whether you are large
or small, New Jersey-focused or multistate, no matter your profile, bad actors
are looking to exploit your computer
networks and all of the devices attached
to your network.
Once you’ve accepted that you are at
risk, take action. “Now Casey,” you say,
“my virus software is up to date and
we even have a firewall in place.” To
which I respond, that’s great, but that’s
not enough. The single largest risk to
your organization’s cyber security is
not the configuration of your hardware,
but rather the awareness of your staff.
Your first concern should be to make
sure that your staff is trained and aware
about the dangers of phishing emails,
vishing phone calls, suspicious websites,
suspicious email attachments, found
USB drives or other media, preventing
access by non-employees to sensitive
information and any-other method that
a criminal might employ in order to gain
unauthorized access to your network infrastructure. Get everyone up to speed,
and then reinforce the message because
cybersecurity is not something people
think about when they perform their
job. You need to have a system in place
for educating on a periodic basis, say
monthly, and for highlighting emerging
or recognized threats.
Now that your team is educated and
acting as your first line of defense, or
better, while they’re being educated,
you should be reinforcing the hardware
and software protections built into
your infrastructure. It’s highly unlikely
that an agent can concentrate enough
6

on building these ramparts while also
running their business. Get help from a
professional who specializes in IT and
cybersecurity. At a minimum, you need
someone with expertise to evaluate your
systems and how you do business, access
your information, restrict others access

response. These are my top recommendations for what you should be doing to
keep your companies safe, in addition to
the training and infrastructure planning
mentioned above. Also, I love lists and I
know you do too, so enjoy.

Protect Yourself
Because No One
Else Will
An Agency Perspective
on Cyber Security

and keep communications safe. Based
on their evaluation, your IT department
or provider can design or redesign your
network to keep the bad guys out.
In the parlance of our times, I implore
every agent to “up their game” with
respect to cyber security awareness and

•T
 wo Factor Authentication - Email
systems, Outlook, Office360, GSuite
(Google) as well as Microsoft Windows
PCs and networks can be configured to
require a 2nd form of authentication in
addition to a strong password. If you’re
not at least using this for email you are

leaving yourself exposed to hacking.
2FA for email usually incurs no additional cost if you have the users receive
their 2nd authenticator via text message or by use of a free authenticator
app on their smart phone. Windows
2FA may be provided by a method

that their phones utilize a lock screen
with some form of password protection?
Depending on how you answered these
questions, you may be exposed every
time your employees open, read, save an
email or leave their phone unattended
in a public space. Most email systems

on cyber security issues. There are
Winter 2017
several companies out there. I have a
favorite of course, but I don’t want to
put a list within a list, nor do I want to
make this bullet an advertisement for
a particular service… so ask me if you
need a recommendation.
• I have not encountered, and no one
whom I have annoyed with the question has encountered any lender who
is refusing to do business with any
agent who does not have an ALTA Best
Practices attestation or a SOC II or
similar accounting certification. I have
encountered exactly one that has advi
sed us that the same may be required
in the future. That being said, notwithstanding the ability of the CFPB to
persist in light of the current administration in Washington, it would
certainly be good to start preparing
for this level of certification. Also, as
our Executive Director Ed Eastman
reported at the September Agency
Section meeting, there are regulations
pending in the NAIC regarding cyber
security that when approved will likely
be promulgated by NJDOBI. The level
of preparedness needed to satisfy an
ALTA BP attestation or SOCII certification may put you in a prepared state
for those new regulations.

that requires a subscription of other
fixed costs, but the added protection is
worth it.
• Mobile Device Security - Are your
employees receiving company emails on
their phones? Can they download
attachments? Are you able to require

can enforce policies on the user’s devices that allow for remote wiping of the
device or prevent the downloading of
any data to the device’s storage.
• You need to get signed up with a service that provides phishing tests for all
of your company’s users and education

At the time this is being written Equifax
has fallen victim to a vile data breach in
which 143 million American consumers’
most sensitive information has been
compromised. It is not yet known if it
was stolen for financial gain or for its
disruptive effects by a foreign power. It is
relevant to note that Equifax, one of the
nation’s three primary credit monitoring
bureaus had poor practices, insufficient
training, and inadequate infrastructure
and as a result, anyone in America who
has ever applied for a credit card or a
loan has to keep a very keen eye on their
credit for years to come. Our industry
has not been immune. We have seen a
drastic rise in the amount of attempts at
fraud around our settlements. The only
way we can keep our agencies safe is by
recognizing our vulnerability and acting
accordingly, regardless of size, scope or
location. ■
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An Agent’s
Perspective

.

By: Paula Zwiren, Esq.

Everybody Does It
Sometimes everything in life seems to
happen so quickly. One moment, you are
cruising along fulfilling your responsibilities, feeling good about your day. The
next moment, you receive a call or email
with a request or demand that you feel is
not right. It’s that gut instinct, combined
with experience and specific knowledge
of the multitude of rules we have to
follow to service real estate transactions.
It tells you something is wrong. There are
times when you suggest an alternative to
the request or demand and then receive
the response “everybody does it,” “my
title company does it,” or my favorite,
“I’ve been doing this for 20 years and no
one has ever had a problem with it.”

pictures would be, but I sure wish the requesters who say “everybody does it” had
a cognitive connection with the potential
consequences of what they are asking.
Ok, ok, ok – maybe I’m being a bit dramatic here. Most of the “everybody does
it” requests don’t really have that many
grave consequences for us. However,
some really do.
My favorite “several title companies
already did it for me this year on over
20 transactions” request of 2017 was on
a $40 M purchase transaction, where
the seller’s proceeds were about $20 M.
The seller’s attorney asked us to send the
proceeds via wire transfer to an account
owned by a General Partnership that did
not own the real estate being sold. The
property was owned by an LLC. From
our review of the Operating Agreement
of the seller, there was no direct relationship – for example, the sole member of
the LLC was not the General Partnership.

As children we are taught by our parents that it’s important to not give in to
peer pressure. These types of teachings
are usually directed at not doing drugs,
not being a bully, respecting elders even
when other children are not and not
behaving in unsafe ways. My parents
taught me to think for myself, and I’m
endlessly thankful for that. However, I’ve
learned over the years that identifying
peer pressure and not giving into it is
possibly more critical as an adult, especially in the real estate business!!
Deterrence images presented to us as
children included commercials with fried
eggs representing what your brain looks
like on drugs. “This is your brain. This is
your brain on drugs.” Who could forget
that one? I wonder what images we could
create to warn our title colleagues of the
dangers of giving in to inappropriate
peer pressure in the industry. Would it be
the bars of a jail cell, a picture of someone at a conference table with their head
down after they lose an agency contract
or get a notice of claim, a picture of a
lawsuit complaint that was just served
on them, a wrongfully low balance in
their trust account? I’m not sure what the
8

The seller’s attorney gave significant
push back when we advised we will only
provide the funds to the selling entity
and not to an alternative entity. While
we recognize there is sometimes wiggle
room in some limited and clearly defined
scenarios, the risk in this situation clearly
did not meet the wiggle room scenarios.
The LLC had about 20 members and 1
manager. Only the manager was signing
off on the request to send the money to
the General Partnership, and we were
not going to receive a copy of the Partnership Agreement from the selling side.
It took a little convincing, but the seller’s

attorney eventually acquiesced and
continued on with closing despite the
fact that we were only willing to give
the proceeds to the actual seller. While
the beginning of the negotiation was
quite aggressive towards our team, as
the discussions continued we re-entered
a smooth correspondence tone among
all parties. Our response to this peer
pressure was to explain the risk, ask him
the due diligence he would go through
if he was asked for the same thing from
his trust account and let him know we
care about him feeling he receives good
service.
My favorite estate tax escrow negotiation tactic of a seller’s attorney centered
around his very loud statement to me
as to why there should be no escrow:
“I-AM-AN-ATTORNEY-AT-LAW-OFTHE-STATE-OF-NEW-JERSEY-AND-ISAID-IT’S-PAID.” And, when I advised
him that I was also an attorney and that
I believed him, but still needed proof,
he exclaimed “I-DON’T-CARE.” Listen,
we’ve all had our bad days. It’s going to
take more than one interaction with
someone for me to characterize a person’s nature. Plus, I try not to take things
too personally when speaking with the
advocate of another party, particularly
one who does not want to do more work
to deliver proofs. These are just the types
of conversations that every title professional will experience every now and
then.
Here was the scenario. An Estate was
selling. The seller’s attorney provided a
copy of an Estate Tax Return showing
approximately $60,000.00 due in taxes.
The seller’s attorney advised us the tax
was paid. We asked for a copy of the
cancelled check or proof from the Division that they received the payment. We
advised if that if the proof was provided,
we could request a nominal escrow until
the Division issued the Waiver.
He was loud, aggressive and mad. His
negotiating tactic was to behave like a
bully and demonstrate his authority. I
explained that even though we do believe
him, our role is that of insuring over risk.
In order to insure over risk, we must
identify the risk and work to reduce the
likelihood of a loss. In particular, on an

Winter 2017
estate matter we need proofs of payment
and nominal escrows until waivers are
filed. We educated him that the word of
an attorney that a debt was paid by his
client, particularly when the attorney
did not issue the check from his trust
account or have a copy of it, although
probative, was not enough proof to
reduce the risk affiliated with an estate
tax lien. After all his fuss and fight, he
made one call to the executor and got the
copy of the cancelled check. All was well
in the transaction again.
I literally feel like this article could go on
forever listing all the requests my team
has received over the years which we
needed to negotiate through. I’m sure
you relate. Actually, in my prior article
titled “Friends with Benefits,” I believe I
discussed how much I appreciate being
able to call friends and colleagues in our
profession to bounce these types of scenarios off of. After all, we are all in this
together. ■
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Wikipedia

for many women to follow. There are so
many extraordinary women who continue to follow in her path, and create new
ones for themselves and the future of the
title insurance industry, for both men
and women. But Jessie L. Chapman was
the first leader of title women.

1 h ttps://www.redfin.com/blog/2017/02/red-

Joe Grabas’ observation at this year’s
NJLTA Convention made me ponder
when women rose to such prominence
in our industry. It turns out, it wasn’t just
in the last 30 years. It was almost a century ago. So, here’s to Jessie Chapman,
and all the women like her breaking
barriers throughout the last 100 years.
Today, we clearly have many, many “real
title women.” Thankfully, women in title
no longer need to make men feel like
they want them to smoke during meetings to have a good day at the office.
They are on equal footing. In fact, based
upon the composition of the current
Agency Section Management Board,
they are leading the way!

4 h ttps://www.accenture.com/

fin-estimate-accuracy.html

2 h ttp://www.sciencemag.org/news/2017/04/

self-taught-artificial-intelligence-beats-doctors-predicting-heart-attacks

3 B lue Hill Research: ROSS Intelligence and Artificial Intelligence in Legal Research

t20170322T205838Z__w__/us-en/_acnmedia/
PDF-47/Accenture-Banking-Technology-Vision-2017.pdf

5 h ttps://www.lemonade.com/blog/lemonadesets-new-world-record/
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The New American Land Title Association
(ALTA) President is a “Jersey Guy”– An
Interview with Steve Day

By: Nancy L. Koch, Esq., CTP

Lisa Aubrey and Nancy Koch
recently had the opportunity to
sit down with newly-installed
ALTA President Steve Day to
talk all things title.
How did you get into title insurance?
After law school I went to work with a
solo practitioner in Smithfield, Rhode
Island. It was a general practice but I
found myself gravitating toward the
real estate part of the practice. Besides
the usual residential closing and title
practice, I provided commercial searches
to various title underwriters and became
familiar with many of them locally.
When a state counsel position opened
with Chicago Title in 1986, they appro
ached me and I took the job. I moved
over to management in 1990, becoming
Chicago Title’s Rhode Island State Manager and in 1994 moved to New Jersey to
become the New Jersey State Manager.
Most recently, I am the Division Manager for Division 4, which includes the
direct and commercial operations in
the Northeast and MidAtlantic. It was
also just recently announced that I will
be transitioning from this position, and
have been named President of Agency
Operations for the Fidelity National
Title Group, effective February, 2018.
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Any favorite jobs? I think the most fun
I ever had professionally was my first
year as Rhode Island State Counsel for
Chicago Title. The operation was small
but had the potential for huge growth;
I was the “new guy” on the scene facing
an uphill challenge and felt that we really
had little to lose. We had the luxury of
being a bit unconventional and uninhibited which is in accordance with one of
my favorite motivational quotes, “You
can’t steal second base with your foot
on first.”
How did you get involved with ALTA?
When I was in Rhode Island, I became
involved with the New England Land
Title Association (NELTA) and realized
how important it was to be active in the
land title association. When I moved to
New Jersey, I became involved with the

NJLTA. At about that time, my mentor,
Chris Abbinante, was serving on ALTA’s
Underwriter Section. He encouraged
me to get involved with ALTA; I initially
joined the Public Relations committee,
and the Government Affairs committee
(GAK). In 2010 I joined the Underwriter Section, which is the first step in the
path to the Board of Governors, and
then the Presidency. Like the NJLTA,
ALTA typically alternates the Presidency
between Underwriter members and
Agency members each moving through
leadership of their respective sections
(Underwriter and Agency) until they
become President-elect and ultimately
President.
What are the most significant issues
facing our industry? The obvious first
answer is Information Security, especially cyber fraud. It has the potential
to devastate agents and agencies. It
is important that we all remain as up
to date as possible on this issue so we
can protect ourselves and educate and
inform our customers. This is one place
that ALTA is critical – in gathering and
disseminating information and best
practices. I also believe that Technology
is an issue, but not a negative one. We
need to focus on innovation and how
we can adopt and adapt technology to
better serve our customers, (and not let
perceived disrupters, such as
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Blockchain, shift our focus). Again,
ALTA is on the forefront on this issue.
What would you like to accomplish
as President of ALTA? We have a few
strategic priorities I hope to focus on.
First, and very personal to me is Our
Values – we need to promote the professional strength, values and culture of our
industry. ALTA serves as the industry’s
cultural compass, encouraging strong,
ethical corporate cultures. “We Lead,
We Deliver, We Protect”.
Next, Best Practices – they are still
important; they are the standard of
measure for compliance management
programs and a critical tool for companies seeking consistent compliant
service. They tell our customers that we
“are the professionals in the room”.
Next, Talent Focus and Business Basics –
We need to focus on recruiting new talent into our industry, training them well
and helping them establish a career with
us. Another is Forum for Innovation –
ALTA serves as the hub for information
on innovation in the title insurance and
settlement industry. We hope to create
an Innovation Marketplace where industry participants can discover innovative
solutions and collaborate in a competitive and dynamic environment.
Next is The Customer Experience which
refers to a meaningful consumer focused

experience. ALTA provides tools to help
our members maintain a strong connection to the customer. One example of
this is our Homebuyer Outreach Program (HOP) which promotes simple,
clear communication directly to homeowners about title insurance and settlement services.
Last but certainly not least is Information
Security. I mentioned it before but this
is a significant issue facing our industry. Providing information and tools to
members and consumers is critical.
Tell us a little about yourself outside
of title insurance. I was born and raised
in North Philadelphia. My dad was in
the Army and in 1964, we moved to
Coventry, Rhode Island where he was
stationed. I attended the University of
Bridgeport (CT), majoring in business
and thought I’d be heading for a business career. I had taken the L.S.A.T.
and chose instead to attend the Suffolk
University School of Law (Boston, MA).
I have been married to my wife, Pat, for
41 years. We have 3 children all of whom
are married and live here in New Jersey
with our 7 grandchildren. Pat and I have
called New Jersey “home” since 1994.

watching people whom I have mentored
gain various levels of success. It is important to me that I not take my success
for granted but rather use my experience
to help others succeed.
How can we be more involved? First, I
would encourage everyone to become a
full member of ALTA. The benefits are
too many to name here. Just the availability of current and insightful information makes membership valuable.
Also, remain or become active with the
NJLTA. Both organizations provide both
a source of information for title professionals as well as a voice in Trenton and
Washington.
Any closing comments? Tony Hsieh,
CEO of Zappos, Inc., in describing the
focus of his company, described it as
“A customer service company that just
happens to sell shoes!” We are entering an era where the consumer is more
informed and inquisitive than ever
before, and requires us to be quicker,
more convenient, and to provide exceptional quality of service. We need to be
a customer service company that just
happens to provide title insurance and
closing services! ■

What are you proudest of in your
career? Having had the benefit of a significant mentor in my career,
Chris Abbinante, it would have to be
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Agency Section Update

By: Dawn Lagowski, NJLTA Agency Section Chair

WE ARE
PLANNING
THE 1ST
NORTH JERSEY Contact Us For What
You'll Like Us To Cover.
SEMINAR.
dawn@newdawntitle.com
hmanfredi@propertytg.com

Hello Everyone! The Agency Section is
busy planning for the first North Jersey
Seminar, which will provide free credits
to all Agency Section Members. We are
currently exploring options in the Morris County Area. We would love to hear
your feedback on whether you would
attend an event in this area and we are
also looking to know what topics you
wish to gain more insight and knowledge on. There are so many areas of our
business that continue to change…CFPB
Rules, e-commerce, security issues,
riparian rights, survey issues, estates and
the list goes on.
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If you are a title professional, surely one
of these topics rings true as one that you
could use some more information on.
Our goal is to provide current information on topics relevant to your daily job
and challenges. The tools you receive by
being a member need to be a benefit,
and we can only make them a benefit
with your input. So if one of these topics,
or one of your own is interesting, please
take a moment and email either me at
dawn@newdawntitle.com or Heather
Manfredi at hmanfredi@propertytg.com
so we can continue to finalize the plans.
This is YOUR AGENCY SECTION
and we need YOUR VOICE to make it

the best!! Your time is valuable and the
Agency Section needs to be spot on with
what you need in these ever-changing
times. All this is part of your membership.
We look forward to hearing from many
of you and finally offering a North Jersey
Seminar, as has been discussed for some
time now. We hope to see many in attendance with lots of old familiar faces we
have not seen in a while, as well as many
new ones!!
Let your voice be heard! Get involved, in
your own back yard! ■
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WHAT IS THE ALTA REGISTRY?

WHY GET CONFIRMED?

The national ALTA Registry is a
searchable, online database that
confirms a title agent’s business
name and location at the time of an
underwriter’s confirmation.

The national ALTA Registry is a tool
for your title company to show your
mortgage lender you are part of the
solution to provide more clarification
and transparency in the real estate
transaction.

13

Task & Workflow Management
Workflow Overview

Tasks

Advance
File Stages

{p{slklzr{vw

˞

Deadlines



My Workflow
File 1234
Order Payoffs

Notes

Software
Software as a Service

File 0456
Calculate Invoice
File 8503
Issue CPL
File 3705
Complete Title
Exam

Events

Introducing TitleDesktop’s new Dashboard System with Integrated Task and Workflow Management for Users and Managers. Includes a NEW Tasks module that can create or complete a task or event
automatically, advance a file stage, notify and remind of upcoming deadlines.
A workflow overview summarizes both files and tasks with flexible views by user, by department,
by due date and by progress. Integrated dashboard features include automated tasks assigned by
TitleDesktop: correct & resubmit a rejected recording; refile a notice of settlement set to expire;
examine an urgent search that has just arrived and more! Let TitleDesktop be your TotalDesktop!
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Schedule a free demo today | sales@accutitle.com | 877.354.1170|ext. 120 | www.accutitle.com

Hiring Employees from
Outside the Title Industry
By: Brian Teel, Title Consulting Services

As title agencies look to fill open
positions, the scarcity of experienced
employees in the industry has led many
agencies to consider hiring employees
who come from outside the industry.
The key to successfully hiring people
who lack title experience is to find
employees who are seeking a rewarding
career path even if they are not familiar
with the specifics of title right from
the start.
“What is title insurance?” is often the
very first question I ask a candidate
during a job interview. Inexperienced
candidates usually meet this question
with slight confusion and a blank stare
because they have no concept of what
title insurance actually is. I have even
had candidates say in interviews they
attempted to search online for what title
insurance is and they could only find
articles about how to get a new title for
your car and other irrelevant information. This does not mean they cannot
be an excellent candidate for the job,
especially if it is an entry-level position.
However, it does mean that they will
need a bit more understanding before
we move along with the interview.

Once I am able to convey the basics of
what title insurance is, we move on to
the heart of the interview and discuss
the position, their qualifications, and
the company (and industry) culture.
Opening an interview with this question
exposes the major hurdle of bringing
new people into the title industry which
is that many people in our society do not
even know what title insurance is and,
if they are aware of it, they do not fully
understand how it works.
In making hiring decisions, I consis
tently look for career-minded candidates
whose personal qualities are a good
fit for the position. I have found title
insurance to be a dynamic industry
that affords many career paths that can
be strikingly different from each other.
There are sales people, title officers,
settlement officers, administrators, and
closers; each of these positions requires
a unique set of skills and has the potential
to be a perfect match for a new employee.
I always hope to hire someone who will
adapt well to the position and treat it as
the starting point for a lifelong career in
the industry.
For each position, I look for confident
employees who are eager to jump in and

start learning about title. They may not
2017
come with the knowledge thatWinter
experienced employees would bring, but they
also do not have any pre-conceived ideas
about how things ought to be done.
I find it is easier to teach the relevant
knowledge than to try to retrain employees to do things differently than they
may have come to expect from working
for another title company.
The title industry is now at a turning
point. Many agencies nationwide have
open positions due to employee retirements, but the lack of exposure of the
industry prevents people from considering title work as a career path. Rather
than relying solely on hiring from the
pool of people currently working in
title, agencies can successfully fill their
open positions with valuable employees
if they are willing to invest in hiring
and training someone from outside
the industry. They may even find these
employees to quickly be on the path to
becoming leaders in the industry!
In future articles I will explore best
practices for the various stages of the
hiring process from the initial decision
to search for a new employee through
the acceptance of a formal offer. ■

New Jersey Title Practice
(formerly known as Handbook of N.J. Title
Practice)
(4th Ed. Spring 2016 Revision)
by Lawrence J. Fineberg, Esquire, CTP
Now Available for Shipment
NJ Continuing Education (DOBI CE) Provider
NJ Continuing Legal Education (CLE) Provider
To join our email list and receive notices about:
 New Jersey Title Practice
 Continuing Education Seminars
 On-Line CE Courses:
http://www.njlti.org/index.html
 Pre-Licensing Course
100 Willow Brook Road
Suite 100
Freehold, NJ 07728
732-683-9660
lhaas@njlta.org
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New Jersey Land Title
Association Convention
June 10th, 11th & 12th
2018 at The Hotel Hershey,
Hershey, PA
Please join us……the NJLTA is dedicated
to your sweet success
The rooms are already booking for the
97th annual convention at the Hotel
Hershey and the planning is underway!
Once you arrive, you will be able to
participate in many hotel and NJLTAsponsored activities. During your free
time, you can choose to relax at the
indoor or outdoor pool, take in a treatment at the The Chocolate Spa, explore
the area on a beautiful hike, play a round
of golf or ride the roller coasters at Hershey Park. Rooms can be reserved now
at the reduced rate of $229/night for
both Sunday and Monday by contacting
the hotel directly or through the room
reservation link on NJLTA.org.
The convention agenda includes guest
speakers Jeff Oteau of the Oteau Group,
Joe Grabas of the Grabas Institute, the
New Jersey Land Title Institute and a
representative from ALTA. This year
we will be offering education after you
arrive on Sunday as well as Monday
morning. On Monday afternoon, you
can choose to join your colleagues at the
annual golf outing or by riding along on
a historic trolley ride tour. If the time
away from the office is too much, we will
let you hammer away on your laptop
during this down time as long as your
calendar is cleared for the annual Gala
that evening.
Your robust convention committee is
working hard to make sure this will be
a memorable convention packed with a
thought-provoking agenda. Stay tuned
for more information, June will be here
before you know it!
We are looking forward to having you
join us,
Sara Valenz
Convention Chair
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New Jersey Land Title Institute –
Your One Stop Shop for Education
By: Heather Manfredi, Trustee

This year’s session brought change for
the Institute. We welcomed Heather
Manfredi as our new trustee as we said
good-bye to long-time trustee Len Rossetti. Thank you, Len, for your many
years of dedicated service, you will be
missed. Heather joins John Cannito, Isi
Teitelbaum, Larry Fineberg, Andrew
Pitman, Lisa Aubrey and Cindy Mills,
the current Board of Trustees.
We recently completed our fall prelicensing course. Isidore Teitelbaum
and John Cannito led the class at Ed
Eastman’s offices in Freehold. Many
thanks to Ed and Louise for providing
the food and facilities.
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We are excited to announce an online
pre-licensing course, which is currently
in development in addition to our
recently-launched online continuing
education courses. Visit our website,
njlti.org, to learn how we can assist you
in fulfilling your CE requirements. Discussions have also ensued with regard
to holding the next pre-licensing course
at a Northern New Jersey location. If
you are interested, or someone you
know is interested, please reach out to
one of the trustees and let us know. We
would love to hear from you and be
able to weigh interest.
Sales continue for the Fourth Edition
of New Jersey Title Practice, completed

in May of 2016 with a lot of hard work
and dedication by Larry Fineberg and
the Institute team. If you haven’t gotten
your copy yet, be sure to order it now!
The benefits and assistance it provides
with your title practice cannot be
matched.
Planning has begun to provide a North
Jersey CE seminar hosted by the NJLTA
Agency Section. It is tentatively set for
March of 2018, so mark your calendars!
We hope to see you there.
We are always working for you. Should
you have any comments, questions or
suggestions reach out to one of our
trustees today! ■

3 SEARCH
EXPERTS
1 CONVENIENT
PLATFROM
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NEW JERSEY SEARCH EXPERTS
STATECAPITAL.NET

ORDER, TRACK & RETRIEVE
• Judgment Searches

• Chancery Searches

• Tidelands & Grant Searches

• UCC Searches

• Tax, Assessment &
Utility Searches

• Flood Determinations

• Corporate Searches

1.800.876.8994 | statecapital.net

• And More
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By: Lisa J. Aubrey

As we close out Q4 of 2017 and look
towards what will be in store for our
industry in 2018, there are many facets
we will need to consider. How much
housing inventory will there be? What
will be the average number of days a
house will be on the market? Will median home prices continue to rise or will
they level off? What will interest rates
look like for the coming year?

Couple that along with the MBA’s Mortgage Financial Forecast of October 2017
(mba.org-mortgage-finance-forecast-
archives) showing a decline in mortgage originations by 5.3% 2017 - 2018
YOY, and it would appear that we, as
an industry will be expecting a drop in
business. However, Freddie Mac’s Chief
Economist, Sean Becketti has said that
“the economic environment remains
favorable for the housing and mortgage

specifically in NJ? For that, I turn to the
New Jersey Realtors® and their Faststats
monthly reports (njar-publicstats_
monthly_reports). This state-specific
resource provides real estate stats for
all of New Jersey on the whole or on
a county by county level. This allows
you to monitor trends in your neck of
the woods. For example, did you know
that in September 2017 new listings in
Monmouth County were up YOY by

Title Industry Economic
Forecast for 2018

For that prediction I have consulted with
a fortune teller, looked into a crystal ball,
read the tea leaves and shook my Magic
8 Ball, and the answer was…….“Reply
hazy, try again”. So I did. This time I
accessed more reliable, industry related
resources, providing a clearer answer.
It appears that one thing most early forecasters agree on is that home prices will
continue to rise in 2018. The question
is by how much. In a recent home price
report by CoreLogic (Corelogic-ushome-price-report-july-2017.aspx) they
indicated that home prices will increase
by 5% on a year-over-year (YOY) basis
from July 2017 to July 2018. While this is
anticipated good news for home sellers,
there is some apprehension about the
expected rise in interest rates, which
could climb above the 5% threshold by
year-end 2018 or at least by mid-2019.
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markets,” which should be beneficial for
the title industry. There is an expectation
that the purchase mortgage volume will
continue to increase between 2-3% next
year, typically yielding higher title insurance premiums.
Another silver lining for our industry
is the National Association of Realtors’
(NAR) anticipated increase of existing
sales. While NAR’s Chief Economist
Lawrence Yun projects housing sales in
2017 to fall slightly below last year, he
has said “The good news is that nearly
all the missed closings from the remainder of the year (2017) will likely show up
in 2018, with existing sales forecasted to
rise 6.9%.”
Based on this national data, it would
seem that mortgage originations will be
down but home prices and sales are expected to increase. But what is happening

7.8%, while in Essex County they were
down YOY by 2.2%? Additional metrics
include closed sales, inventory of homes
for sale and the month’s supply of inventory, all of which are broken down by
single-family homes, townhomes-condominiums and adult communities.
Based on the most recent report for the
entire state, overall pending sales have
increased year-to-date (YTD) by 9.5%,
and given the average closing time is
around 70 days, we should see a majority
of those transactions closing the beginning of January.
As for the rest of the 2018 prediction, for
that I will consult with my Magic 8 Ball
which says…..”Ask again later”….and so
I will.
Best wishes to you all for a healthy and
prosperous 2018! ■

ALTA Advocate
News Winter Edition
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 read them in full. Join the
association today by going to www.alta.
org/membership/ and be a part of the
American Land Title Association. Articles
compiled by David E. Penque.
Demonstrating Value: How to Avoid
Running Afoul of RESPA’s AntiKickback Provisions PART 1
Title News Online August 10, 2017
http://tinyurl.com/ycdqtjnl
Participants in the mortgage and real
estate industries often struggle with
making practical business decisions

while simultaneously avoiding running
afoul of Section 8(a) of the Real Estate
Settlement Procedures Act’s (RESPA)
prohibition on referral fees. Part one of
this article provides an overview of the
legal and compliance climate surrounding RESPA’s prohibitions against kickbacks and referral fees, and describes the
types of arrangements between industry
participants most susceptible to Section
8(a) scrutiny.
The Importance of Valuation: How
to Avoid Running Afoul of RESPA’s
Anti-Kickback Provisions PART 2
Title News Online August 15, 2017
http://tinyurl.com/y7a7hney
While part one of this article provided
an overview of the legal and compliance
climate surrounding RESPA’s prohibitions against kickbacks and referral fees,
part two provides recommendations
on how to support and document fair
value determinations to avoid risk of
non-compliance.

Don’t Be the Weakest Link: Training
Winter 2017
Your Staff
Title News Online August 24, 2017
http://tinyurl.com/yatsyfaz
Technology and protection are necessary, but we must shift our focus to what
matters most—our employees and our
weakest link. Read on for a blog from
Stewart's Chief Information Security
Officer Genady Vishnevetsky, who will
discuss this topic during an education
session at ALTA ONE.
Red Flags to Protect Your Company
Against Wire Fraud
Title News Online August 24, 2017
http://tinyurl.com/yalh6m2h
Title and settlement companies can
protect themselves by increasing staff
awareness of these scams. Use these red
flags in your training.
ALTA Advocate News … cont. on page 22

Title Ad_1015 10/27/2015 4:36 PM Page 1

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!

Stop by Any Branch | Call 800.942.6269 | www.AmboyBank.com

Member FDIC
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continuation from page 21

3 Things To Do If Phished
Title News Online August 24, 2017
http://tinyurl.com/yd4emk5y
Title and settlement companies impersonated as part of an email phishing
scam should notify customers as soon
as possible, contact law enforcement,
provide resources for affected consumers and review the company’s security
practices, according to the Federal Trade
Commission (FTC).
Finalized TRID Rule Applies to All
Residential Deals Involving
Cooperatives
Title News Online September 7, 2017
http://tinyurl.com/yd6rj6x8
In July, the CFPB finalized a uniform
rule regarding the application of the
TILA-RESPA Integrated Disclosure
(TRID) requirements for cooperative
units. The official effective date of the
amendment is Oct. 10, 2017, but the
CFPB said there is an optional compliance period in effect until Oct. 1, 2018.
ALTA Registry: Be Part of the Solution
Title News Online September 14, 2017
http://tinyurl.com/ycpj56wc
The national ALTA Registry serves as an
efficient, accurate and needed industry
phone book allowing lenders to know
they are working with the correct company. Read on to learn when on-boarding
will begin for title and settlement agents
and real estate attorneys.
Be Prepared When Disaster Strikes
Title News Online September 14, 2017
http://tinyurl.com/y8mwt875
Business disruptions can range in severity
from large-scale disasters such as hurricanes, tornadoes and floods, to isolated
incidents like a building fire or collapse.
Being prepared to manage disaster
recovery can greatly minimize business
disruption. Hurricanes Harvey and Irma
served as the latest reminders for the
need of a business continuity plan. Read
on to view the resources ALTA provides
to help member companies create and
execute a business continuity plan of
action.
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You Can't Ignore RESPA Section 8(c)
The National Law Review | September
14, 2017 | Erik F. Benny http://tinyurl.
com/ycmwgzpz
It's been over a year since the Consumer
Financial Protection Bureau turned the
real estate settlement services industry
on its head by announcing in its first
ever administrative appeal that Section 8(c) of the Real Estate Settlement
Procedures Act was not, as it had long
been interpreted, a series of safe harbor exemptions to the prohibitions of
Section 8(a) and 8(b), but rather a mere
"interpretive tool" with which to interpret the prohibitions.
ALTA Welcomes New Members
Title News Online September 28, 2017
http://tinyurl.com/y9tasclz
ALTA is pleased to announce new and
associate members, as well as real estate
attorneys, who have recently joined
ALTA. You can view the entire list of
new members. Not a member? Join
today!
ALTA Launches Online Database for
Title Insurance Agents
National Mortgage Professional
Magazine | October 9, 2017 | Phil Hall
http://tinyurl.com/yder7dkh
ALTA has debuted the ALTA Registry, a
national online resource that will allow
title insurance agents and settlement
companies to communicate with underwriters to confirm their company name
and contact information with lenders.
Shop Around for Title Insurance
Chicago Tribune | October 17, 2017 |
Kenneth R. Harney http://tinyurl.com/
yan9xrwa
A recent legal settlement between the
federal government and a title insurance
agency is drawing fresh attention to one
of the murkiest, least understood and
most costly items you get charged for in
a real estate closing: title insurance.

Internet Scammers Infiltrating
Housing Market
CNBC | October 19, 2017 | Diana Olick
http://tinyurl.com/y8b2mm59
Some digital schemers have been able to
target real estate agents, title companies
and homebuyers with fraudulent emails
in an attempt to divert down payment
money to other accounts.
Why Cryptojacking is the Next Big
Cybersecurity Threat
October 23, 2017 / Fortune Mag
http://tinyurl.com/yb2hubtb
Meet the Internet's latest menace.
Hackers and penny-pinching website
hosts are hijacking people's computers
to "mine" cryptocurrency. And we're not
talking about coal and canaries.
Why the Mortgage Industry Remains
Closed to Legal Cannabis Workers
National Mortgage News | October 23,
2017 | Brad Finkelstein http://tinyurl.
com/y9ufyjcp
There is an emerging industry that
employs as many as 230,000 workers
and is expected to create over 283,000
new jobs in the next three years. Its busi
nesses have a net worth of $7.2 billion,
with a projected compound annual
growth rate of 17%.
Origination Costs on the Rise
The M Report | October 26, 2017 | Dean
Terrell http://tinyurl.com/y8vtwokv
A new study highlights the origination
cost difference in 2017 vs. 2010. Learn
what's leading to higher business costs.
Here's Your Blockchain Primer
HousingWire | October 27, 2017 |
Rahim Kaba http://tinyurl.com/ycqv8mqz Technologies like blockchain
have the potential to change the game
in the financial services industry by
not only speeding up and providing
complete visibility into financial transactions, but also significantly reducing
costs. Let's take a look at why this is so. ■
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Are you
using the
right title
and closing
software?
It’s always great to find the right tool for the job, so you can accomplish a lot more
with less effort. SoftPro has been the nation’s leading provider of real estate closing
and title insurance software for more than 30 years.
Whether you’re a one-person shop or a large organization, our scalable, awardwinning solutions can dramatically reduce your time to close – helping increase
your volume, boost your revenue and grow your business. No one knows your
business like SoftPro!

Why to
choose
SoftPro
Request a demo

• Fully customizable
software
• Workflow automation
• Robust reporting
• Underwriter and
vendor integrations

• Mobile apps
for transaction
management
• Leader in regulatory
compliance
• Award-winning service,
support and product
development

softprocorp.com
or 800-848-0143

©2017 SoftPro. All Rights Reserved. SoftPro is a trademark and the property of SoftPro, its subsidiaries,
and affiliated companies. All other trademarks are the property of their respective owners.
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NAIC ADOPTS INSURANCE
DATA SECURITY MODEL LAW
By: Edward Eastman, Esq.

The National Association of Insurance
Commissioners (NAIC) has adopted
the Insurance Data Security Model Law
on October 24, 2017 upon approval
of its 6th version. This cybersecurity
model law creates information security
standards for insurers, agents and other
licensed entities covering data security,
investigation and notice of breach. The
Model Law progressed through the
NAIC Innovation and Technology (EX)
Task Force and Cybersecurity (EX)
Working Group.
To be compliant with the Model Law
one must utilize Multi-Factor Authentication: meaning authentication through
verification of at least two of the following types of authentication factors:
1) K
 nowledge factors such as a password; or
2) P
 ossession factors such as a spoken or
text message on a mobile phone; or
3) I nherence factors, such as a biometric
characteristic.
The Model Law is designed to keep safe
“Non-Public Information”, meaning
information that is not publicly available and is either a) business related
information of a Licensee the tampering
with which, or unauthorized disclosure,
access or use of which, would cause a
material adverse impact to the business,
operations or security of the Licensee
(emphasis supplied); or b) any information concerning a Consumer which
because of name, number, personal
mark, or other identifier can be used to
identify such Consumer, in combination of any more of the following data
elements:
a) Social security number;
b) Driver’s license number or non-driver
identification card number;
c) Account number, credit or debit card
number;
d) Any security code, access code or
password that would permit access to
a Consumer’s financial account; or
e) Biometric records.
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f) A
 ny information or data, except age
or gender, in any form or medium
created by or derived from a health
care provider or a Consumer that
relates to (i) the past, present or future
physical, mental or behavior or health
condition of any Consumer or member of the Consumer’s family; (ii) the
provision of health care to any Consumer; or (iii) payment for the provision of health care to a Consumer.
The Model Act would also provide
that, commensurate with the size and
complexity of the Licensee, the nature
and scope of the Licensee’s activities,
including its use of third-party service
providers (TPSP), and the sensitivity
of the Non-Public Information used by
the Licensee, or in the Licensee’s possession, custody or control, each Licensee
shall develop, implement, and maintain
comprehensive written Information
Security Program based on the Licensee’s Risk Assessment and that contains
administrative, technical, and physical
safeguards for protection of Non-Public
Information and the Licensee’s Information System.
The Model Act calls for the Licensee to
designate one or more of its employees,
an Affiliate or outside vendor, to be
responsible for the Information Security
Program, identify reasonably foreseeable
internal and external threats, assess the
likelihood of potential damage from
these threats, and assess the sufficiency
of policies, procedures, Information
Systems, and other safeguards in place
to manage those threats. It envisions
an employee training and management
program which includes a review of
systems including network and software
design and well as information classification, governance, processing, storage,
transmission and disposal and of that of
detecting, preventing and responding to
attacks, intrusions and other system failures. After risks are assessed, one must
undertake a Risk Management Program
which shall design its Information Security Program to mitigate identified risks,
determine which security measures are
appropriate to implement, place controls on the Information System, restrict
access at physical locations which contain
Non-Public Information only to Authorized Individuals, project by encryption

or other appropriate means all Non-Public Information, adopt secured development practices for in-house developed
applications, utilize effective controls
which may include Multi-Factor Authentication procedures for any individual
assessing the Non-Public Information,
regularly test and monitor the systems,
implement measures to protect against
destruction and loss, and stay informed
regarding emerging threats or vulnerabilities.
If the Licensee has a Board of Directors,
then oversight by that Board is required.
The Model Act provides that there can
be oversight by a third-party provider
arrangement but that the Licensee must
exercise due diligence in selecting its
third-party risk providers.
Furthermore, as part of the Information
Security System, the Licensee must establish a Written Incident Response Plan
designed to promptly respond to and
recover from any cybersecurity event that
compromises confidentiality, integrity or
availability of Non-Public Information in
its possession.
The Model Act includes provision for
annual certification to the Commission

consecutive numbers taken from an
Winter or
2017
individual’s social security number,
disclose the social security number to
third parties. The regulations adopted
by the Department of Law and Public
Safety relating to the display of social
security numbers is found in N.J.A.C.
13:45F-4.1 and 5.1.
The State of New Jersey has also adopted
a Personal Information and Privacy Act
(N.J.S.A. 56:11-53) which provides that
any information obtained by a retail
establishment for the purpose of providing credit must securely store the information and any breach of security of the
information must be promptly reported
to the Division of State Police in the
Department of Law and Public Safety
and any affected person. It recites that
no retail establishment shall sell or
disseminate to a third party any information obtained pursuant to the Act,
including marketing, advertising or
promotional activities.

er of the Department of Banking and
Insurance, certifying that the insurer is
in compliance with the requirements set
forth in the Act. Each insurer under the
plan would have the duty of maintaining
for examination by the Department all
records, schedules and data supporting
the Certificate for five years.
If the Licensee learns that a cybersecurity event has or may have occurred,
the Licensee must either itself, or cause
to have a service provider, conduct a
prompt investigation. The Commissioner of the Department of Banking
and Insurance must be notified in no
event later than 72 hours from a determination that a cybersecurity event has
occurred.
Some exceptions to some of the require
ments do exist. For example a Licensee
with fewer than 10 employees is exempt
from Section 4 of the Act, which mandates the implementation of an Information Security Program. Furthermore,
if the Licensee is covered by an Information Security Program of another
Licensee, the effort need not be duplicated.
In the event that a Licensee ceases to
qualify for an exemption, the Licensee
shall have 180 days to comply with the

Act. The Act envisions that once the
Model Act takes effect in a State, that
the effective date of the Act to implement the Information Security Program
would be one year from the effective
date of the Act.
There exists some overlap from existing
New Jersey Statutes that provide for
the safeguarding of the disclosure of
Non-Public Personal Information. For
example, the Identify Theft Prevention
Act, N.J.S.A. 56:11-44 et seq., provides a
victim of identity theft the certain tools
to restore their good name and repair
damage to their credit history. The Act
requires that any business that compiles
or maintains computerized records
which includes personal information
shall disclose any breach of security to
those computerized records following
discovery or notification of the breach to
any customer who is a resident of New
Jersey whose personal information was,
or is reasonably believed to have been,
accessed by a non-authorized person. In
an effort to keep certain private information from becoming public, the Act
provides that no person shall publically
post or publically display an individual’s
social security number, or four or more

Finally, the New Jersey Insurance Information Services Act (N.J.S.A. 17:23A-1
et seq.) regulates the disclosure of
information which may be obtained by
an insurer or its agents in the course of
policy issuance. The Information Securities Act generally prohibits disclosure
of Non-Public Personal Information collected or received in connection with an
insurance transaction. The Information
Services Act is bolstered by Administrative Code Regulation 11:17A-4.5 which
provides that no insurance producer
shall disclose or solicit the disclosure of
personal or privileged information about
an individual collected or received in
connection with an insurance transaction except in conformity with N.J.S.A.
17:23A-1 et seq.
One must also be mindful of the Gramm
Leach-Bliley Act which requires financial institutions (which includes title
insurers and the policy issuing agents)
to not only provide for the privacy of
private information but also deliver a
notice in that regard.
Once the Model Act is entertained in the
State of New Jersey, it would behoove
the Legislature to coordinate it with the
already existing laws and regulations
that provide for the secure holding of
private information. ■
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Practice Pointers
from an Old Guy:
The New York City
Closing, Blessing
and Curse
By: George A. Stickel, Esq., C.T.P.

Anyone whose title office is located
north of Route 195 has at some point
in their career been asked to attend a
closing in New York City. We go where
the money is. And if the bank is a New

York City bank they expect the title representative to attend, if only to mark-up
the binder. And, so, I’ve had my share of
travels into the city.
Early on, I saw these trips as a waste of
my time. It meant at least a half-day out
of the office; a half-day of work lost that I
would need to make up when I returned.
I did everything I could conceive to get
out of attending, but eventually realized
it was a losing cause. And slowly, I began
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to accept and ultimately look forward to
those hours out of the office in a land so
foreign, yet exciting; NYC.
During my tenure as manager of New
Jersey Realty’s New Brunswick Office,
I had a residential closing where the
lender was a small Staten Island bank.
Bank counsel insisted the closing occur
in his office and that the title guy attend.
My client, the Borrower’s attorney,
did his best to argue my presence was
unnecessary, but without success. I was
irritated. Whoever heard of a title guy
attending a small New Jersey residential
closing in Staten Island? A quick look
at a map (a travel aid predating Google
and Garmin) showed that my company
car could get me over the Outerbridge

Crossing and into Staten Island quicker
than I could drive to some locations in
Middlesex County (such as Cranbury
which is totally inaccessible by car). But
it was a beautiful day. Why not make a
day of it? So I took the train from New
Brunswick to Newark, then a PATH
train to the World Trade Center and
a leisurely stroll to the Staten Island
Ferry and another walk to the attorney’s
office. Travel time by car: twenty min-

utes. Actual travel time chosen by me
that day: Three hours each way. But did
I mention, it was a lovely Spring day.
As fate would have it, my boss, Charlie
Harvey happened to call the office that
day looking for me. He was told I had
taken the train to a closing on Staten
Island. He asked my secretary to confirm
she had used the word “train”, which,
unbeknownst to her, had resulted in
my being thrown under the bus (which
would also have been a quicker means of
accessing Staten Island). Coincidentally,
Charlie was calling me to advise that I
would soon be receiving the largest deal
of my career; the acquisition of the Outerbridge Terminal, a tank farm in Perth
Amboy with port access, a location visible from the bridge which I would have

seen had I driven to my Staten Island
closing. As an interesting sideline, those
storage tanks at the time did not all contain petroleum and jet fuel. Some were
reserved for what in the trade is called
denatured spirits, commonly known as
scotch whiskey, delivered by tanker ships
from Europe. Who knew?
Many real estate tax shelters were due
to expire on December 31, 1986. This
Practice Pointers … cont. on page 28
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What’s
your E&O
costing
you?

’d like to take this opportunity to
introduce myself and the Merriam
Agency to you. Our agency specializes in
writing Errors & Omissions coverage for
Title Agents. In fact, we have an entire
department that focuses exclusively on
your business.
Over the past several years we have
seen drastic changes in the underwriting
guidelines and appetites of insurance
companies writing E&O. Many carriers
have non-renewed coverage or made
changes to their policy forms like we have
never seen before. Having access to virtually
every market writing this class of business
is a huge advantage, to both our agency
and to you as a valued client. The policy
forms, exclusions and endorsements vary
from one insurance company to another
and are almost impossible for one not
in the property and casualty insurance
profession to decipher. Due to the changes

in the industry, many clients are fearful of
what may happen on their next renewal
and are eager to save as much money as
possible when time to pay the bill. In doing
so, they’re looking at quotes from several
carriers. It is important to understand
that we do all of that for you . . . you don’t
need to worry about comparing policy
forms and coverage from one carrier to
another, nor do you need to worry about
the possible exclusions in relation to your
specific business exposure. We do all of the
research, analyzing and comparing for you.
Our agency has the benefit of possessing
the knowledge, expertise, experience
and complete capability to do all of your
shopping for you, always with your best
interest in mind.
Our goal at the Merriam Agency is to
sell you only what you need and provide
you with prompt, knowledgeable service
throughout the year. Each Title Agent

E&O  CYBER  FIDELITY
Competitive Cost



Comprehensive Coverage

Personal

Service

practice is different and you deserve a
policy and service specifically tailored to
your needs. If you are interested in hearing
from us before your next E&O renewal
please let us know. You can visit our website
at requesttips.com and enter your renewal
date today!
I look forward to talking with you
soon!
Jennifer Holt is
the Professional
Liability Program
Manager at the
Merriam Insurance
Agency, she can
be reached at:
877-637-7426 ext. 206 or at
Jennifer@MerriamInsurance.com
You may also send any inquiries to
www.requesttips.com
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Practice Pointers from an Old Guy
continuation from page 26

resulted in a rash of closings and I spent
a great deal of time at New York City law
firms that last week of the year. But the
one I remember most vividly was on
December 31 at the legendary Manhattan law firm of Dewey Ballantine.
The entire experience was impressive.
Morning coffee was served in fine china
cups. For lunch, we were escorted into
an executive dining room and served
by waiters in tuxedos. I would love to
have known what all this was costing the
borrower, a New Jersey real estate developer known for his thriftiness. After
lunch, as we finished up the closing, the
developer indicated he had a problem
with the Dewey Ballantine invoice and
that the closing would not proceed until
he had the opportunity to discuss the fee
with the firm’s senior partner. I found
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this odd since all charges, including
Dewey’s, had been submitted in advance
and approved by the client before being
placed onto the closing statement. It
was now late afternoon on December 31
and, apparently, no senior partners were
available. My client said he would wait.
And wait we did as associates scrambled
to find a partner with sufficient status to
satisfy the developer. I was counting on
getting this closing onto the books for
the year to hit my targets and assure my
bonus and I was sweating bullets. The
developer’s attorney calmly encouraged
him to get the matter closed for the tax
breaks and challenge the fee later, but
the developer would not budge. It was
now 8pm on New Year’s Eve. Finally
a call came through from somewhere
in the Caribbean with a senior partner
on the line. Only at that point did the
developer indicate he had no problem
with the invoice and that he had every

intention of paying it all along. He just
wanted assurances that the firm’s senior
staff would be available to him should he
ever need them.
My Old Guy’s Practice Pointer for this
article: recognize that it is not unusual
for certain real estate developers to be
full of themselves.
George A. Stickel, Esq., C.T.P. is a Third
Generation, 45-year veteran of the title
industry. George is a Past-President and
Honorary Member of the New Jersey
Land Title Association and a contributing
writer for the Advocate. The statements
in this article are largely based upon fact
distorted only by time and memory. ■
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Cybersecurity. Wire fraud. Online notaries. Blockchain. Artificial intelligence. All heavyweights that are
changing the way you run your business today and how you’ll operate in the future. There’s no better way
to be ready for what’s next than by joining ALTA today.
Did you know, ALTA membership provides you resources to go toe-to-toe with your competitors. Join
today and make sure you keep that eye of the tiger. Here’s a sample of the many business tools you will
gain access to:
1. ALTA Policy Forms
Access to the forms comes with ALTA membership
2. Homebuyer Outreach Program
Get access to all the material including six new ads
to boost your marketing efforts
3. ALTAPrints.org
Members can brand and print marketing and
educational material with their own company logo
and information
4. HomeClosing 101
ALTA members are included in the online search
directory
5. TitleNews
Receive ALTA’s monthly magazine in print and
digital format to learn about the latest industry
trends

6. Wire Fraud
Educate your customers about the threat of wire
fraud with various resources
7. Human Resources Library
Access to a sample job description and
advertisement library
8. Best Practices
Get access to tools to aid your third-party
compliance
9. E&O Insurance
Receive a discount on coverage from TIAC
10. Industry Research
Review financial data and market share by each
underwriter in every state
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DATES TO REMEMBER
January 2018
17th NJLTA Board of Governors

April 2018
11th NJLTA Agency Section Meeting

Freehold, New Jersey

Holiday Inn, East Windsor, New Jersey

21st–23rd

16th

ALTA Large
Agents Conference
Pendry Hotel, San Diego, California

ALTA HOP Leader Training

New Orleans, Louisiana

17th–18th

ALTA Innovation
NJLTA Agency Section Meeting Boot Camp New Orleans, Louisiana
Forsgate Country Club, Monroe, New
Jersey

23rd

March 2018
21st NJLTA Board of Governors
Freehold, New Jersey

21st–22nd

ALTA Springboard

May 2018
9th NJLTA Board of Governors
Freehold, New Jersey

21st–23rd

ALTA Advocacy

Summit Washington, DC
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!

On the Move
Congratulations! to Daniel V.
Madrid, Esq., who has joined
AmTrust Title Insurance Company
as New Jersey State Counsel, Vice
President.
Welcome New Members!
Agents:
Grandview Title Agency of
Bergen County
Hasbrouck Heights, NJ
Investment Title, LLC
Cedar Knolls, NJ
Affiliates:
Closing Services LLC
Philipsburg, NJ
John J. Lehman Searches LLC
Mays Landing, NJ
Peapack-Gladstone Bank
Summit, NJ
ePN (eRecording Partners
Network)
Minneapolis, MN
Rajan Patel, Esq.
Nanuet, NY
Well done! Sara Valenz, Esq.
is now Vice President, Regional
Underwriting Counsel for the
Northeast at North American Title
Insurance Company.

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

The first edition of The Advocate that I
published was the 2015 Fall Edition. I
remember calling Elissa Buonarota, the
previous Editor in Chief, about a million times. I was so worried I wouldn’t
be able to fill the shoes of the woman
whose place I had taken. I have always
admired Elissa for her incredible intellect, involvement in the industry, and
amazing personality. I went to my first
cigar bar with Elissa in Washington D.C.
at an ALTA Advocacy Summit, or Lobby
Day as it was branded back then. Over
the years our contributors have brought
better content to the table every edition. The work our printer and graphic
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The ADVOCATE
is now a
magazine!

designer has done for this publication
won it an award this past year. At the
recent Board of Governors meeting I announced my opinion that The Advocate
has become more than just a newsletter.
It is now a magazine. I am so proud of
the work the Advocate Editorial Board
and Committee have done to help
realize this achievement. It is my honor
to work with some of the most brilliant
minds in title insurance on this publication. Thank you all for your efforts and
I welcome all who want to join us in the
production of The Advocate.

Helping you run rings around the competition for more than a century.
Winter 2017
1911
First Charles Jones certified
NJ Judgment Search.

1972
First fully computerized NJ Judgment Search.

1985
First offering of privately developed,
certified NJ Tax Search.

1988
First Charles Jones certified Tideland Search.

1999
First Internet-based system allowing
customers to order and retrieve NJ Judgment,
Tax, Tideland and other searches.

2002
First Patriot Name Search in NJ.

2003
First NJ tax computerized system that speeds
results from five days to just one!

2008
First NJ computerized title plants that speed
county search production.

2012
Achieved more significant New Jersey
real property firsts than anyone in the industry.

TODAY
We continue to branch out
to help you succeed.
Call 800-792-8888, or visit signatureinfo.com

Home of Charles Jones® & Data Trace® NJ/PA products and services.
Charles Jones and Signature Information Solutions are registered trademarks of Signature Information Solutions LLC. Data Trace is a registered trademark of Data Trace
Information Services LLC. ©2017 Signature Information Solutions LLC. All rights reserved.
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