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Belmar, Asbury Park, Spring Lake, 
Point Pleasant, to name a few, are 
each Jersey Shore towns with long and 
noteworthy histories. Anyone who 
spent their childhood years in New 
Jersey can tell you that spending their 
summers at "The Shore" was a tradition 
across the entire state. 
The different beaches attract distinctive 
crowds. Places like Seaside and Wild-
wood attract more party goers and a 
potentially younger bunch. Ocean City, 
which is a dry town, and Cape May 
are commonly known as more family- 
oriented. Even for someone who didn't 
grow up in New Jersey, no need to worry, 
we will direct you to the nearest tanning 
salon and provide the hairspray; there is 

a beach out there that fits your lifestyle. 
Now let's travel back a stretch to the 
late 1800's, to a time of modesty and 
wool bathing suits. At an August 16, 
1897 meeting, the Point Pleasant Beach 
Council approved private ownership of 
beach areas "turned down by the Coun-
cil because of the extreme cost to the 
Borough for maintenance.” Indeed that 
decision benefitted Charles Jenkinson 

when he purchased oceanfront property 
in Point Pleasant Beach in 1926.
Charles was an entrepreneur who had 
operated soda shops serving tourists in 
leased space at the Jersey Shore until 
he decided to buy his own land. Leas-
ing meant abiding by the landlord's 
rules, and Charles didn't necessarily 
like that. Instead he opted to purchase 
property with a sweeping view of the 
ocean whereupon he built an open air 
Pavilion offering candy and refresh-
ments. It must have been hard work 
to make the Pavilion such a popular 
beach destination and amusements 
center. Years later in 1977, the property 
was sold to Pasquale "Pat" Storino who 
took over the operation and continued 
to acquire more property on the board-
walk. After a kitchen fire in the Pavilion 
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caused major damage in 1989, Pat rebuilt. 
The Pavilion and amusement center that 
were built (and then rebuilt) completely 
transformed the town. Today, when you 
think Point Pleasant Beach you think 
of Jenkinson's, and when you buy your 
pass to go onto one of the largest beach-
es in town, you are paying Jenkinson's, 
not Point Pleasant Beach. Jenkinson's is 
responsible for the care, maintenance and 
safety of the people on the beach. 
Fast forward to 2012…..Point Pleasant 
Beach was among the many Jersey Shore 
towns that suffered severe damage in the 
wake of Hurricane Sandy. Almost imme-
diately, Governor Chris Christie declared 
that every Jersey Shore town would be 
rebuilt. In September 2013, he signed  
Executive Order No. 140, also known as 
the "Easement and Acquisition Program," 
with the purpose of acquiring the ease-
ments needed for dune construction with 
the ultimate goal of protection against a 
future occurrence resulting in the same 
devastation. At the time, Governor 
Christie stated, "It is a proven fact that 
having dunes along our coastline makes 
everyone safer and today I'm acting to 
move the building process forward". What 
no one realized was that this Executive Or-
der would ultimately spawn court filings 
by private property owners against munic-
ipalities and other government agencies. 
Executive Order 140 authorized a new 
department, the Office of Flood Hazard 
Risk Measures, within the Department of 
Environmental Protection. Their purpose 
is to secure easements over private property 
in order to build dunes to protect entire 
communities. The expectation is that these 
easements would allow the DEP to build 
safeguards such as "protective sand dunes, 
berms and engineered beaches" also called 
"Flood Hazard Risk Reduction Measures," 
to protect residents against severe storm 
damage. Many coastal areas have bene-
fited from natural dune protection for 
years which yield extra safety from coastal 
flooding than those properties without. 

Not all owners are willing to grant ease-
ments for the purpose of building dunes, 
essentially leaving gaps to safeguard their 
properties and countless others. Most peo-
ple agree the dunes offer considerable pro-
tection. Still, some property owners claim 
that if dunes are built, they will lose value 
and a substantial feature of their property - 
the ocean view. But what is the view worth 
after the property is wiped out in a storm?  
Perhaps you are ok rolling the dice on your 
summer residence but your opinion may 
change if this is your year-round home. 
In the same fashion, it's a problem deter-
mining what exactly is required in order 
to afford the community protection. To 
that end, Jenkinson's filed suit against the 
United States Army Corps of Engineers 
("USACE"), the State of New Jersey, the 
Department of Environmental Protec-
tion ("NJDEP") and the Borough of Point 
Pleasant Beach in December of 2014. 
Jenkinson's and their related entities 
own fee simple title to their lands and are 
easement beneficiaries or tenants under 
long-term leases to numerous parcels in 
Point Pleasant Beach along the beach and 
boardwalk. Their properties have an esti-
mated value of $58 million with matching 

property tax assessments. One of the issues 
in the litigation concerns the conveyance 
document, titled "Deed of Dedication and 
Perpetual Storm Damage Reduction Ease-
ment" which is required by the USACE 
and NJDEP to create the dunes. 
This deed includes the following language, 
"WHEREAS, this Deed of Easement will 
also serve to implement the Public Trust 
Doctrine and ensure permanent public 
access, use and enjoyment of the beach 
and ocean." Jenkinson's argues that with 
the execution of this deed, their privately 
owned and operated beaches will essen-
tially become public. The deed goes on to 
convey to the Borough a perpetual ease-
ment (which is assignable) to "Construct, 
preserve, patrol, operate, maintain, repair, 
rehabilitate, and replace a public beach, 
dune system and other erosion control 
and storm damage reduction measures 
together with appurtenances thereto". 
Jenkinson's strongest argument may be 
that there is no statutory or other author-
ity for the controversial deed language. 
They assert it conveys more rights than 
the defendants are entitled to by law and 

Life’s a Beach– 
continuation from cover

ADVOCATE
“Forget the cake, I go for the lime                                     almost every time.”

“It’s just a tiny boo-boo. Let mommy put a                                     on it, and it’ll be fine.”

“Sparky loves it when we throw his                                     around the park.”

“This search has to be thorough. Better get a                                     to be absolutely sure.”

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. ©2015 Signature Information Solutions LLC. All rights reserved. 

Home of Charles Jones & Data Trace NJ/PA products and services

      It’s quite an achievement when a brand has proven so trustworthy its name defines the category. Like the way  
“Charles Jones” has come to mean the most accurate, reliable judgment lien searches in the industry.

      Now combined with the cutting-edge technology of Signature Information Solutions®,  the Charles Jones name 
continues to set the standard for advancing the art and science of searching. 

      That’s why, when it comes to high-quality judgment lien searches in NJ, only one name comes to mind.      
      
      

SIS-1030 judgment Ad - Advocate 8.5x11.indd   1 9/4/15   9:50 AM

Life’s a Beach, cont. on page 4



Summer 2016

4 5

beyond what they need for protection. 
Whether or not this language is necessary 
in light of the Public Trust Doctrine is a 
good question. Pursuant to NJAC 7:7-7E-
3.50, the beach is already subject to the 
public's rights as it provides in part, 
"Lands and waters subject to public trust 
rights are tidal waterways and their shores, 
including both lands now or formerly 
below the mean high water line, and shores 
above the mean high water line. Tidal 
waterways and their shores are subject to 
the Public Trust Doctrine and are held 
in trust by the State for the benefit of all 
the people, allowing the public to fully 
enjoy these lands and waters for a variety 
of public uses. Public trust rights include 
public access which is the ability of the 
public to pass physically and visually to, 
from and along the ocean shore and other 
waterfronts subject to public trust rights 
and to use these lands and waters for 
activities such as navigation, fishing and 
recreational activities including, but not 

limited to, swimming, sunbathing, surfing, 
sport diving, bird watching, walking, and 
boating."
You don’t need to be a title professional to 
see how this deed can lead to confusion. 
Most homeowners would undoubtedly 
refuse to execute an access easement 
granting someone else the right to oper-
ate, maintain, and patrol their property. 
The NJDEP, on the other hand, argues 
that in order to obtain federal funding  
for the project the public use language is  
required. They further assert that if 
Jenkinson's does not agree to voluntarily 
convey as requested, they will take the 
property via eminent domain pursuant 
to N.J.S.A. 12:3-64, the statute which 
authorizes acquisition of property, spe-
cifically including oceanfront property, 
for any purpose within the government's 
discretion. 
As we know, the clarity of the land re-
cords is vital but sometimes the records 
are drafted in such a way as to require 
interpretation. The good news for us 
is rather than interpret; we just take 
exception for the rights of the public in 

and to the beach areas.
Jenkinson's is only one of several private 
property owners refusing to volun-
tarily sign similar easement agreements 
leaving the future of the dune project 
uncertain. Legal battles continue in a 
number of Jersey Shore towns after the 
massive devastation from Sandy and 
the rebuilding. Hopefully we won't see 
another super storm before implemen-
tation of storm control measures that 
work. In the meantime, enjoy the warm 
weather and a cold drink. Welcome to 
the Jersey Shore!

Sara G. Valenz is New Jersey State 
Counsel for Stewart Title Guaranty 
Company. The opinions and views 
expressed herein are her own and should 
not be attributed to her employer or the 
NJLTA.
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How many of you said, when I grow 
up I want to be in the title insurance 
industry? My guess is not many. In fact 
I’m going to venture to say that many of 
you, like me, didn’t even know what title 
insurance was before we entered into 
this industry. I’ll go even further to say 
that the majority of us had other careers 
all picked out. I know I did. I was an 
inquisitive child, who asked things like, 
‘Why is the sky blue?’, and ‘Why is that 
house painted yellow?’, and ‘Why can’t 
I walk by myself to kindergarten – with 
my briefcase?’ I thought I was either des-
tined to be a trial lawyer or quiz game 
show host. But then one day in the late 
70’s, 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’. I took make-believe phone calls 
from imaginary buyers and set pretend 
showings in my appointment book (a 
used teacher’s appointment book I got 
from my mom). 
As I grew older, I was introduced to 
subjects such as geometry, biology 
and later in college, communication. 

Though tempted by other possible career 
choices, such as event planner or even 
environmental lawyer, I was occasion-
ally nostalgic for my gold blazer and my 
appointment book even though I really 
had no idea about real estate. 
So, how, you ask, did I get into the title 
insurance industry to fulfill my child-
hood ‘destiny’ (sort of)?  Well for that 
I must blame, I mean thank, yes, thank 
my college roommate, Patty. Patty and 
I were both Communications majors, 
and after graduation it was she who first 
got a job at a North Jersey title agency, 
while I worked as a receptionist for a 
large mall in central Jersey. After about 
a year, Patty mentioned that the agency 
was looking for a ‘copy girl’ and it was 
paying $2 more an hour – I was sold. 
That was almost 24 years ago, and in that 
time 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. 
This of course brings me to the NJLTA. 
We all remember certain memorable  
moments in our life: graduations, 
weddings, birth of children or grand-
children, but in addition to those dates, I 

also remember the day I was “recruited” 
to a NJLTA committee. I say recruited 
because here’s what I was asked by then 
President, Danny May:  “Hey, Li, you 
know stuff about software and things, 
can you sit in on this website commit-
tee meeting and maybe help us out?”  
As many of you already know, I have a 
tendency (ok I can’t help myself) to say 
yes, and as such my NJLTA path was set. 
I was sucked in…..it all started with one 
committee, which turned in to two, and 
then maybe presenting a seminar here 
and there, and then the day came when I 
had been nominated and voted in to the 
NJLTA Executive Board.
I am extremely grateful to have had 
the opportunity to serve on the NJLTA 
Board of Governors and will continue 
to offer up my time and talents to many 
of the committees. I would very much 
like to thank my fellow Executive Board 
Members, The Board of Governors, 
Committee Chairs and their members, 
as well as our Executive Director, Ed 
Eastman and his Legal Assistant,  
Louise Haas.
We have all heard that it takes a village 
to raise a child, but I would say that it 
takes a “title insurance village” to raise a 
NJLTA President – THANK YOU!

The President’s Message – “When I Grow up I Want to Be…….”
By Lisa J. Aubrey
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Many of us can nostalgically recall, a 
nicer way of saying we are “old enough 
to remember,” that in the 1980’s, Amer-
ican Express had a successful slogan 
“Membership has its Rewards.” In fact, 
it was so popular that other companies 
began using a slight variation of the 
phrase in their marketing efforts.
Knowing that we have title associates 
who weren’t even born when it was used 
as an attention getter, I’d like you all to 
give it a thought here in 2016 when con-
sidering how you can benefit from active 
membership in your New Jersey Land 
Title Association.
Although the benefits are numerous 
and varied, I’ll just focus on a few that I 
believe are instrumental in providing the 
resources to help you succeed.
1. TRID/CFPB/Best Practices 
Ever present on all of our minds, as we 
are more than 6 months into its use, 
NJLTA has worked diligently in educat-
ing our membership and assisting them 
in navigating through all the Rules  
and Regulations of the new TILA- 
RESPA Integrated Disclosures. From 
TRID-focused Jeopardy to the CFPB/
TRID Update to Cyber Security panels, 
NJLTA has made every effort to keep us 
informed of the latest trends and topics 
related to regulatory requirements and 
the new rules of the CFPB. 
2. Education/Training
Many of you have already taken advan-
tage of the free Continuing Education 
courses offered by NJLTA.
These do not just happen by accident. 
Much thought and hard work goes into 
the selection of course topics and cur-
riculum. The Board of NJLTA is always 
interested in hearing your suggestions 
as to programs that would be of interest 
to our industry. Several times a year 
your membership dues guarantee that 
you can attend interesting and informa-
tive seminars to meet your Continuing 
Education credit requirements. And, did 
you realize that this generous invitation 
extends to all licensed title holders in 
your office? Yes, it sure does.

NJLTA also affords opportunities to 
“meet and greet” industry profession-
als and colleagues at these Continuing 
Education seminars. What better way to 
network with friends and associates than 
while you are gathering valuable infor-
mation and earning your credits?
Attendance at the NJLTA Convention is 
something that (in keeping with the bor-
rowing of other’s slogans) is “priceless.” 
If you have never been, make 2016 the 
year that you will join the 200+ Conven-
tion goers. Always a lovely venue, always 
an inspiring agenda, and let me not for-
get, always great fun. Your membership 
dues, again working for you, help defray 
some of the costs.
3. Committee Participation
It’s been said “It’s hard to rock the boat 
when you are one of the one’s rowing 
it.” There is always a welcome hand 
extended to any person interested in 
serving the organization by volunteer-
ing to sit on a Committee. This small 
commitment allows you to be a part of 
being on the inside track of steering our 
organization towards success. Share your 
time and talents by joining a committee 
that piques your interest and serves your 
needs. Nothing given is ever wasted; 
you’ll receive so much more in return.
4. Publications
Most of us could use help in keeping 
informed as to what is happening in 
the industry. What better way than to 
receive and read your ADVOCATE. 
Again, many of your friends and col-
leagues are working to gather news and 

happenings that will inform, educate, 
inspire, and entertain you. All of us have 
a unique perspective and hidden talents. 
The editorial staff of the ADVOCATE 
invites you to share articles, announce-
ments, public interest items, and photos. 
This is your publication. Use it to its full 
potential. Oh, and it is free as part of 
your membership dues.
5. Professional and Personal  
Enhancement
NJLTA should be your resource for 
many of the tools allowing for your 
ongoing growth and achievement. 
Information is readily available to assist 
you in obtaining your Title Producer’s 
License and, once that is achieved, 
you may aspire to get a Certified Title 
Professional Designation. Why not? Use 
what is available to become the expert 
on the transfer of real estate in your  
local market; at the same time enrich 
your knowledge and enhance your 
resume.
The benefits of being an active mem-
ber of NJLTA are more numerous than 
I have indicated here. These are just a 
couple of which you may not have been 
aware, or if you were aware of them, 
might have allowed to slip your mind. 
We all are ambassadors of this, our trade 
organization. At every opportunity, talk 
about what value you place on your 
membership and invite others in our 
industry to join you. We look forward to 
seeing more of each of you!
I know you will reap nothing but rewards 
from your participation.

The Rewards of NJLTA  
Membership
By Kathy Lockwood
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TOP LESSONS LEARNED FROM  
MAKING FRIENDS IN THE BUSINESS
"Mind your own business and keep your 
business to yourself " – this pretty much 
sums up my philosophy on industry rela-
tionships for most of my career. Growing 
up in the business, I don’t remember my 
family talking about having relationships 
with competing title agencies. I recog-
nized some companies from seeing their 
names on backtitle, but otherwise the 
competition wasn’t really discussed. I 
respected this code of silence and kept to 
myself for many years.
Today, competitors and other industry 
professionals are actually my greatest 
source of support and information. 
Friends and friendly acquaintances add 
so much value, open perspectives, and 
are pretty fun to be around. It took me 
a while to feel comfortable establishing 
these relationships. I am still learning 
how to feel comfortable without feeling 
compromised, but all of the effort is well 
worth it. If you don’t have relationships 
with others in the business, I recom-
mend you reach out and start to get to 
know people right away. 
Here’s a bit of what I’ve learned:

BUSINESS MODELS
I have found that there are two basic 
models in our industry: the profitable 
customer/transaction approach vs. the 
profit through volume approach. There 
doesn’t seem to be a “right way” to do it, 
as long as the right expertise is available 
when needed. Some companies focus on 
the customer, being in tune with what 
the customer needs, how they feel, and 
identify with being a source of informa-
tion for the customer. Other companies 
set up production like a factory, break-
ing down each task and department and 
focusing each person in the production 
line on a specific purpose, ability and 
function. I’ve even seen companies that 
take a hybrid approach.
Learning about the various approaches 
of our colleagues with greater specificity 
helps us to fine-tune our own opera-
tions. A continued area of discussion is 
what works in the closing department. 
I’ve observed from some competitors 
that having very segregated roles in the 
closing department ensures that each 
task gets done on time and that no task 
gets missed. From an ownership stand-
point, segregated roles can also allow 
an agency to pay less money to each 

employee and manage the workflow 
through technology and with a smaller 
number of highly experienced managers 
overseeing the process. These companies 
are also less dependent on each individ-
ual employee. However, sometimes that 
causes the nuances of a particular clos-
ing to go unattended, causing disruption 
at the closing. 
Other companies have a closer assigned 
to the file from the time title is finished 
to when post-closing is complete. This 
way, the closer builds a tight relationship 
with the customer, and learns the ins 
and outs of each file. However, the lack 
of segregated roles means everything 
falls on one person. The companies 
that have closers that manage files start 
to finish must pay higher salaries and 
are more dependent on each closer for 
business continuity. This also limits the 
company in growth and capacity. 
Just like anything else in business, one 
way may not necessarily be the right 
way. However, we can look to these 
various strategies of our colleagues to 
think about what is right for our own 
company at each point in its growth 
phase. 

An Agent’s  
Perspective
By Paula Zwiren, Esq.
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SOURCES OF BUSINESS
Although there are various sources of 
revenue, it’s been my observation that 
most agencies concentrate their efforts 
on two main customer categories that 
generate the majority of their business: 
attorneys and loan officers. This was the 
case with my family business, as well as 
the title company I subsequently worked 
for. Through experience and my current 
business relationships, I have learned  
to seek other areas of opportunity. With  
my own agency now, I am constantly  
exploring growing my customer base in 
all possible customer categories and try-
ing to create opportunities in each, while 
focusing on only one or two at a time.
The most obvious customer is a res-
idential real estate attorney, with the 
second most obvious being a residential 
mortgage loan officer. These residential 
professionals are easier to access than 
the other customer categories. Most of 

the time, a title salesperson can obtain 
access to them by simply walking into 
their office. Also, the trade shows they 
attend usually have thousands of people, 
with seemingly endless opportunities. 
On the other hand, the commercial 
real estate attorney and commercial 
loan officers are not as simple to access. 
They tend to frequent events that have 
dramatically less attendees or are much 
more expensive to attend. It is next to 
impossible to “drop by” and get through 
to them in their office. Usually a con-
nection has to be arranged by an intro-
duction, a meeting at a smaller event, or 
targeted prospecting.
Foreclosure work, both pre-foreclosure 
and post-foreclosure, is much more 
targeted as well. To take advantage of 
these opportunities, knowing the cur-
rent playing field and reaching national 
companies that direct business is imper-
ative. The unique knowledge necessary 
to be successful in this niche area in title 
also requires careful concentration. I’ve 
found that some of the companies that 
focus on this niche would be impossible 
to compete with from a focused systems 

approach, and I often refer foreclosure 
work instead of switching the internal 
focus at my company. I’ve learned the 
benefits of referring a customer to 
another agency that I know will do a 
great job; the referral is appreciated by 
the customer and the agency, and what 
goes around comes around. 
Realtors have been one of the last cus-
tomer categories to break into, and they 
have grown to be one of the most critical 
sources of business for many agencies. 
Many agencies connect through joint 
ventures, marketing agreements, or sim-
ilar arrangements. While getting access 
to an individual Realtor is typically very 
easy, getting to the right decision maker 
at the office can be a complex maze. The 
decision makers often have an existing 
relationship, with other title agencies 
ready in line should their existing rela-
tionship dissolve. It takes a lot of dili-
gence and multiple touch points to get 
a lead in this category, but the effort can 
pay off in the end. 
Lastly, government work can be an 
incredibly valuable source of business. 

An Agent's Perspective– 
continuation from page 10
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I have yet to be able to comment from 
personal experience, but I’ve heard that 
locating the opportunities and putting 
together a bid that is both profitable 
and competitive is more of an art than a 
science. An RFP (request for proposal) 
is put out by the buying agency/entity 
as a request for bids to be placed on 
the work. The responding bid should 
include the information requested and 
any other details the agency is assuming 
when providing the quote. The sales 
skills required take a good deal of time 
to develop, but again, the payoff can be 
immense. 
Now, when I look at our market place, 
I no longer just see attorneys and loan 
officers. Thanks to the insight of friends 
in the industry, I see various opportu-
nities and understand my place in the 
industry better.

A SOURCE OF INFORMATION
Life in the title business is not always 
easy. Anything can come up at any time, 
and often another agency or its owner is 
the best resource to help us through our 
own moments of struggle. 
Title issues are often not routine. Just 
like everything in life, each fact pattern 
is very different from transaction to 
transaction. Discussing questions with 
friends in the business before proposing 
a solution to an underwriter often saves 
the time and energy of going back and 
forth with underwriting counsel. I’m 
known for referring an attorney client to 
another agent on specific transactions, 
and also receiving referrals from my 
friends, without worry that effort will be 
made to permanently convert the client. 
This is the ultimate of good title vibes 
with competitors and benefits everyone 
involved, as well as our industry when 
we show the client that they come first.
Really the best benefit of having friends 
in the industry is being able to bounce 

non-title scenarios off of each other. In 
agencies, we all deal with similar situa-
tions: issues with employees, issues with 
bosses, Department of Labor audits, 
underwriter audits, class action law-
suits, standard lawsuits, escrow disputes, 
non-escrow problems where we are 
expected to set a precedent, unclaimed 
funds, company manuals, rate manual 
changes, workflow weaknesses, tech-
nology decisions, business strategy, and 
vendor issues…just to name a few!    
Over the years, I’ve helped a number of 
colleagues and have been helped by just 
as many. My perspective is that this is 
the best decision I’ve made yet. I highly 
recommend that the next time you meet 
someone who you don’t work with, tell 
them to give you a call if there is any-
thing you can do for them or something 
in the industry they would like to brain-
storm about. You never know what will 
happen from there, and one connection 
leads to another. My guess is you will 
build lasting friendships that far exceed 
your expectations. 

An Agent's Perspective– 
continuation from page 12

3 EXPERTS,  
1 CONVENIENT  

PLATFORM.

NEW JERSEY SEARCH EXPERTS

STATECAPITAL.NET

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

Order, 
Track, 
Retrieve.

STATECAPITAL.NET 800-876-8994

http://www.statecapital.net/index.php
http://www.statecapital.net/index.php
http://www.magramonline.com/home.aspx
mailto:sales%40magramonline.com?subject=
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An Interview with 2016 
Honorary Member,  
George A. Stickel
Edited By: Nancy L. Koch, Esq., C.T.P.

In recognition of his years of service 
to and within the industry, the New 
Jersey Land Title Association Board of 
Governors recently designated George 
A. Stickel as an Honorary Member. In 
preparation for an interview, George  
answered several written questions ren-
dering the actual interview unnecessary.
Tell me a little about yourself. How 
did you begin in title? I was born at a 
very young age. And it just happened to 
be into a household where title was the 
family business. It was predetermined.
Who was the greatest influence in your 
life? My Grandfather, George Stickel, 
Sr., who I wrote about in the last issue 
of The Advocate. He was “The Register.” 
He raised my Dad, Aunt and Uncle in a 
very strict German household in West 
Orange, New Jersey, where discipline and 
work ethic were valued and expected. 
From my birth, we lived upstairs in the 
same house as Grandpa. At age 5 we 
moved to our own house, up the hill, 
on the same street about a quarter mile 
away. Every Saturday morning, without 
exception, at 9am I would walk down the 
hill to Grandpa’s house to help him with 
his chores for which I was compensated; 
$1.00 to cut the lawn (with an old manual 
push mower and hand shears) with  
another dollar twice a year when Grandpa 
and I would work together to wash and 
wax his car. My friends received allow-
ances. I earned my spending money and 
learned the value of a dollar. And I still 
like to wash my own car.
I understand you started as a searcher. 
How did that happen? It was a ploy 
by my mother. I imagine her saying to 

my Dad, “George, get him out of here, I 
need a day of peace.” So, on school vaca-
tion days I would drive with my Dad to 
the Morris County Clerk’s Office where 
he patiently taught me to search titles 
beginning at age 8. 
Do you have a most memorable day? 
Sounds odd, but it would have to be the 
day we buried my Grandfather Stickel. 
As previously stated, my life was kind 
of predetermined. My Grandfather 
was a lawyer, and my Dad started law 
school but was drafted to serve in the 
infantry during World War II and he 
never received his law degree. So, I 
was expected to be the next lawyer in 
the family. Just days before Grandpa’s 
death he summoned me to his house. 
He knew I had graduated law school 
and had taken the Bar Exam but that 
I was awaiting the Bar Exam results. 
Grandpa informed me that he had 
changed his Last Will to make me his 
Executor and he talked to me about the 
law and my obligations to my clients. I 
reminded him I had not yet passed the 
Bar. He responded without hesitation, 
“You passed”. Five days later we bur-
ied Grandpa and the extended family 
assembled at our house for the wake. I 
remember standing alone by the win-
dow silently sobbing when I noticed the 
mail had been delivered. I grabbed the 
envelopes, found a letter from the Board 
of Bar Examiners and tore it open. As 
usual, Grandpa was correct. I had passed 
the Bar and the circle was now complete. 
I was the new lawyer in the family with 
the family surrounding me at that very 
moment. We celebrated through our 
tears. Talk about an emotional day!
So how did you get into the title 
insurance side of the industry? That 
was thanks to the real estate downturn 
in the late 1970’s. I was an associate in a 
five-lawyer Probate and Real Estate firm 
in Chatham and was laid off. Charlie 
Harvey, Senior VP at New Jersey  
Realty Title Insurance Company (and 
an NJLTA Honorary Member) knew 
my Dad and had told him that if I ever 
needed a job I should call. So I did and 
I did. Charlie set up my interview with 
the Company’s President, Walter Sprouls 
(an NJLTA Past President and Honorary 
Member). I was hired on the spot to 
manage NJ Realty’s New Brunswick  
office on a temporary 3 month basis. 
That became a 15-year assignment. 

When NJ Realty was sold I resigned as 
Vice-President in 1994 and started my 
own agency, Stickel Title Agency, Inc., 
named in honor of Dad and Grandpa. 
I put Stickel Title to bed in June 2015 
choosing not to conform to CFPB  
regulations. I have been enjoying my  
retirement immensely.
How did you become involved with 
the NJLTA? NJ Realty was represented 
on the Board of Governors by Charlie 
Harvey. When Charlie became ill, I was 
chosen to replace him and I served for a 
few years before starting my own agency. 
I then lurked in the NJLTA background 
while I ran my agency until asked by 
Tom Rafferty to join the Agency Section 
Management Board. I started writing a 
column about Agency Section activities 
for The Advocate and my writings quickly 
drifted into stream of consciousness 
pieces which were well received. After 
serving with the Agency Section for 
several years, Danny May asked if the 
Nominating Committee might consider 
me for Secretary/Treasurer on the Board 
of Governors. I almost turned him down 
because I knew planning a convention 
would be one of my duties and I had no 
skills in that area. But providence (Amy 
Holder) intervened and I was spared 
that obligation. That literally added a 
year to my life. 
What is it about the NJLTA that really 
interests you? Our industry provides a 
valuable service to the real estate buy-
ing public, of which they are largely 
unaware. It is essential that the industry 
get the word out as to exactly what we 
do and how the consumer is benefitted 
thereby. The fact that the CFPB consid-
ers owner coverage optional confirms 
we have a way to go in that educational 
effort, even among those you would  
assume understand the closing process 
and are charged with protecting the pub-
lic. ALTA and the NJLTA stand up for the 
value we provide. I also particularly enjoy 
participation on the Recording Practices 
Committee which monitors the County 
Clerks and politely reminds them, as  
necessary, of the sanctity of the record 
and their duty with regard thereto.
Now that you are retired, will we still 
be seeing you around the NJLTA? 
You’ve made me an Honorary Member 
so you’re stuck with me now. 
We wouldn’t have it any other way! 

http://meetings.alta.org/annual/
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SUNDAY, JUNE 12, 2016
2:00 PM – 5:00 PM Registration / Refreshments

6:00 PM – 7:00 PM Icebreaker Cocktail Hour

6:30 PM – 9:30 PM Boardwalk Games and Fun

7:00 PM – 9:30 PM Backyard Barbecue

MONDAY, JUNE 13, 2016
7:30 AM – 9:00 AM Buffet Breakfast

8:00 AM – 8:45 AM  NJLTA Board of Governors Meeting /  

NJLTA Agency Section Meeting

8:00 AM – 12:00 Noon Vendor Booths Open

8:45 AM – 9:30 AM ALTA Speaker – Mary O’Donnell – Westcor Title Insurance Co.

9:30 AM – 11:30 AM Continuing Education for Two Credits

12:00 Noon Shot Gun Start – TIPAC Golf Outing – Best Ball Format

6:30 PM – 7:30 PM Cocktail Hour

7:30 PM – 10:30 PM Gala w/DJ and Awards 

TUESDAY, JUNE 14, 2016
8:00 AM – 9:30 AM Buffet Breakfast

8:00 AM – 11:00 AM Vendor Booths Open

8:30 AM – 9:00 AM Golf Awards, Convention Wrap Up

9:00 AM – 11:00 AM Continuing Education for Two Credits

AGENDA

Stockton Seaview Resort and Golf Club • 401 South New York Road, Galloway, New Jersey 
Sunday, June 12, 2016 through Tuesday, June 14, 2016

NJLTA 94th Annual Convention

On behalf of the Convention Committee 
and Executive Boards, I’d like to welcome 
all the attendees to the 94th annual Con-
vention. There are some exciting events 
scheduled over the next few days, in 
which I encourage all attendees to par-
ticipate. I have set forth a brief summary 
of daily events below.

SUNDAY 
The Registration Table opens at 2pm. 
Attendees are invited to pick up name 
badges, welcome bags, and enjoy snacks 
and drinks. Attendees are encouraged 
to explore the Convention Itinerary 
(www.njltaconvention.com), and collect 
some swag graciously provided by our 
generous sponsors. At 6:30pm, join us 
for an outdoor Cocktail Reception at 
the beautiful Pines Pavilion. Immediately 
following, the Cocktail Reception, we 
will serving some good old fashioned 
“Backyard Barbecue” and partaking 
in traditional Jersey Shore boardwalk 
games and activities. The night prom-
ises to be both relaxing and fun. Dress 
Code is Casual.

MONDAY 
Monday Morning will start with a deli-
cious breakfast, followed by the Board of 
Governors and Agency Section Meet-
ings, which will lead into the substantive 
portion of our general meeting session. 
Our ALTA speaker, Mary O’Donnell 
(Westcor Land Title Insurance Com-
pany), will present directly prior to the 
start of the CE/CLE course presented by 
The Grabas Institute. Don’t forget to pick 
up your boxed lunch before heading out 
for the afternoon!
Monday afternoon provides an opportu-
nity to take advantage of all the area has 
to offer. For those who love to golf, we 
have arranged an 18-hole Shotgun Best 
Ball Golf Tournament on the beautiful 
Seaview course. If golf is not your game, 
you can explore the numerous amenities 
the hotel has to offer, explore the imme-
diate area, or take the short trip into  
Atlantic City to have fun on the board-
walk and try your luck in the casinos. 
Monday evening will conclude with the 
Gala Banquet (Formal Attire/Black Tie 
Optional), during which, dinner will be 

served, new officers will be installed and 
various presentations will be made. Then 
it will be time to party! Enjoy the rest of 
the evening on the dance floor as a live 
DJ plays all your favorite music.

TUESDAY 
The Convention will conclude with 
breakfast, an awards ceremony, and 
another opportunity to earn two more 
CE/CLE credits. The class, which is 
being provided by the New Jersey Land 
Title Institute, will end at 11:00am, at 
which point you can stay and enjoy the 
resort amenities, or begin the short ride 
back home.
I’d be remiss if I didn’t acknowledge the 
importance of the convention sponsors, 
without whose generous support, we 
would be unable to provide this amazing 
event at such a reasonable price.
So please make it a point to visit the 
sponsor booths throughout the  
convention.
I am looking forward to seeing  
everyone!! If you have any questions or 
special requests, please ask me or any 
one of the Committee members.

Welcome to the 2016 NJLTA Convention
By Scott Sumner, Convention Chair

http://www.njltaconvention.com
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Tom Rafferty,  
NJLTA Honorary Member
Interviewed by Nancy Koch

In recognition of his years of service to 
the New Jersey Land Title Association 
and the title industry in New Jersey 
generally, the Association has chosen to 
bestow honorary membership on Tom 
Rafferty. With the recent sad news of 
Tom’s passing on May 12th at the age 
of 72, the award will be given posthu-
mously. When he received notification 
of this recognition, Tom was delighted 
and honored. Nancy had the opportunity 
to interview Tom shortly after he was 
notified of the award.
So where did it all begin?  
I was raised in a title family. My dad, Jim 
Rafferty, was a title searcher in Middle-
sex and Somerset counties for his whole 
career. He had started searching for his 
brother, who was a lawyer, back in the 
days when attorneys certified titles for 
their clients’ real estate transactions. 
Besides a 4-year hitch in the Air Force, 
I have only ever been employed in the 
title industry. I started helping my dad  
as a pre-teen; pulling books, running  
errands, doing title “grunt work”. I 
worked after school, on Saturdays and 
holidays, and in the summer through 
high school. In fact, my first train ride 
was from New Brunswick to Newark 
to deliver a search to New Jersey Title. 
After high school, I joined the Air Force. 
I was fortunate enough to have a tour 
of duty in England and after discharge 
I returned home. When I came home, 
I needed something to do. My dad told 
me that he wouldn’t teach me the busi-
ness because he didn’t see any future in 
it, but it was all that I knew. My sister, 

Kathleen, had a search company at 
the time and she hired me to search in 
Union County. I ultimately went out on 
my own in Somerset County and formed 
Tri County Abstract Company. Some 
years later, I formed Tri County Lawyers 
Service and became Pioneer Title’s fifth 
agent in the state. The rest is my his-
tory -  I’m sure glad my dad was wrong!
Who were some of the people who 
influenced you along the way? 
John Kiernan jumps to mind imme-
diately. He always provided me with 
support and encouragement. He is the 
one who signed Tri County with Pioneer 
and we remained friends. Also Gerald 
“Jerry” Hull, Esq. who was a good friend 
and source of knowledge about title law. 
As I think of it, there are so many - John 
DeSheplo, Rick Marshall, Bill Truex, 
Jack Trojan, Neil Savad.
How did you get involved with the 
NJLTA?  
Tri-County joined the Agency Section 
early on. In the early 90’s, you (the 
interviewer) asked for my help with the 
NJLTA Convention which you were 
chairing and which was being held in 
Mystic, CT. I found that I really enjoyed 
being involved with the event and with 
the Association in general. I liked the 
people and felt that I could have some 
small influence on our industry by being 

involved. I joined the Recording Prac-
tices Committee on which I served for 
many years and ultimately was asked 
to chair the Agency Section. One of the 
things that I really enjoyed bringing 
about was the Association picnic which 
was held for several years. That was a 
fun event!
Is there anything else you would  
like to share?  
First and foremost, I am so proud of 
my daughter Leanne, my son-in-law, 
Trinidad, and my three grandchildren, 
Juiliana, Nicolas and Karyna. Leanne 
and Trinidad have created a great family 
and I love my time with them. I have 
been blessed to have been associated 
with a huge list of great people over the 
years. It would be impossible to name 
them all but among them are my sister 
Kathleen McDermott, my niece Cheryl 
LaPonte, and my former partner Nancy 
Coolbaugh.
I am a proud New Jersey guy. I was born 
here, graduated from high school here 
and with the exception of my time in the 
Air Force, have always lived here.
I am also a proud title guy. The title insur-
ance industry has been very good to me. I 
want to thank the Association for recog-
nizing me as an honorary member. It has 
actually been my honor to be associated 
with all of you throughout the years.
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Could you imagine that; consistent 
compliance requirements from all the 
lenders? OK, well a title girl can dream!
On a personal note, as some of you 
know, I own a copy of the CFPB Final 
Rule (as a gift from our Advocate editor, 
Nicole Plath- Thanks, Nicole!) and 
since I had known in advance that this 
session was part of the agenda, I brought 
with me the 1st page of my copy of the 
Final Rule, and well, let’s just say, I am 
now the proud (and lucky) owner of an 
autographed copy of same by the former 
CFPB attorneys. (Yeah, yeah, I know- 
need life!)
As for the various professional develop-
ment sessions and the power sessions, 
these ranged from compliance programs 
and policies, to establishing security sys-
tems and avoiding breaches, to delving 
into the minds of lenders’ compliance 
officers, to prevention of wire fraud 
and internet crimes and to getting on 
a lender’s whitelist, and staying off the 
blacklist. 
During Inside the Minds of Bank Com-
pliance Officers, audience members were 
able to ask questions of the lenders on 
the panel as to what their expectations 
were regarding compliance and how 
they are monitoring their vendors.  
Responses ranged from ‘reviewing 
vendors’ compliance manuals annu-
ally’ to ‘checking the CFPB website for 
complaints against 3rd party service 
providers’ to ‘monitoring CPL verifica-
tions.’ One interesting question came 
from a NY agent who inquired about 
the expectations the lenders will have of 
attorneys who act as settlement agents. 
The lenders present said that they are 
“applying the same standards of com-
pliance to a law firm as they would to a 
title agency.” A final note from the panel 
was that lenders are now in the stages of 
evaluating inherent risk vs. residual risk, 
and depending upon their reviews, we 
could possibly expect stricter guidelines.
In the Vendors and Their Risks to Your 
Cybersecurity session, the following 
questions were posed to us: What expec-
tations do you have of your vendors and 
do you, as a settlement agent keep a 
scorecard on them? We were reminded 
that while we are a 3rd party service 
provider to the lender, your vendors 

are 4th party service providers, and so 
the question is….what are they doing 
to protect the consumers Non-Public 
Personal Information?
Another session I attended was Max 
Threat Level: Wire Fraud, Internet Fraud 
and Prevention Through Alliances. This 
session had panelists from the FBI’s 
Internet Crime Complaint Center and 
the Office of Inspector General for HUD. 
Per the FBI, in 2015, 249,636 claims 
of ‘internet crime’ were reported. The 
highest complaints are what they call, 
Business Email Compromises. The new-
est complaint area is referred to as Email 
Account Compromises. This new group 
is reflective of law firms and title agents. 
Through July 2015, there have been 925 
victims with losses totaling $134,406,213. 
If you are the victim of wire fraud or  
internet fraud and want to file a com-
plaint, visit http://www.ic3.gov.
From there I moved on to a power 
session called Congrats! You’re ALTA 
Best Practice Certified – Now What? The 
marketing lesson from this session I’d 
like to pass on to you is that once your 
certification is done, add it to the footer 
of your email signature and advertise it 
on your agency website – this is an  

accomplishment and you should  
promote it!
The last session that I was able to join 
was How to Get on a Lender’s Whitelist 
(and Stay off the Blacklist). Did you even 
know that there was a whitelist and 
that is not necessarily the same thing 
as being an approved service provider? 
You should be asking the lenders you 
do business with if they have one and if 
yes, what does it take to get on it. (FYI- 
We were told that this ‘whitelist status’ 
is driven by volume.) Lenders on the 
panel identified the following areas that 
could result in an agent getting on their 
‘blacklist’:  not providing the sellers with 
their Closing Disclosure, not maintain-
ing licenses and if an agent is listed on 
an investor’s exclusionary list.
As you can tell, there was a lot of  
information disseminated at this ALTA 
Business Strategies Conference and I 
hope that my summary provided you 
with a helpful marketing tip or two or at 
the very least reminded you to keep on 
communicating with one another and 
that through the sharing of information 
we will be a stronger industry. 



























Another great ALTA event has come 
and gone and for those of you who were 
unable to attend this year’s Business 
Strategies Conference which took place 
in Indianapolis, IN, I thought I would do 
my best at summarizing this year’s event.
This auto racing city, known as “Nap-
town.” was a perfect location, as it 
provided us with the reminder of what 
makes a winning team: strong com-
munication. The driver needs the pit 
crew, as much as the crew chief and the 
spotters. Without their communication 
to him or her, they are basically driving 
blind. We, in our individual businesses 
need our customers, our staff, our service 
providers, and our trade associations. 
Communication to and from all parties 
is essential to the success of our busi-
nesses. Without it, we too are ‘driving 
blind.’ So, it is at events such as the 
ALTA Business Strategies Conference 
where we are afforded the opportunity to 
exchange ideas and learn from other title 
professionals, industry vendors, lender 
representatives, as well as from the guest 
speakers.
This year’s conference once again offered 
general sessions, professional develop-
ment breakout sessions and introduced 
‘power sessions,’ which were 20-minute 
seminars chock full of content. The con-
ference officially kicked off Wednesday 
evening with the opening reception in 
Exhibit Hall, where the attendees could 
mix and mingle with 35 vendors, all 

offering solutions for office efficiencies 
and cost reductions.
Our 1st general session was hosted by 
Michelle Korsmo, ALTA CEO, wherein 
she introduced guest speaker, Renault 
Ross, cybersecurity business strategist 
at Symantec Corp. Ross stated that 182 
million web attacks were blocked by  
Symantec products last year and that 
ransomware is up 113% in 2015 over 
2014. While these numbers seem 
staggering, they are certainly in line 
with what we in the real estate industry 
have either seen, heard of or sadly been 
the victims of. He instructed us on key 
security principles, the primary one 
being: Governance, Risk and Compli-
ance; Creating a security-aware culture 
for internal employees coupled with 
appropriate policy controls across your 
organization. 
In the next general session ALTA un-
veiled the new Homebuyers Outreach 
Program marketing materials, avail-
able for ALTA members. You can visit  
http://www.altaprints.com/ for more 
information. The audience was given a 
few marketing tips on what you can do 
with these materials (or any materials 
you have) to educate your customer or 
the consumer on the benefits of Owners 
title insurance: 1. Plan to train your staff 
on the materials available. 2. Identify 
one new customer touch point; one way 
you can relate to or communicate with 
the consumer. 3. Create 1 new piece of 

marketing for consumers or realtors. 
The last general session of the confer-
ence was by far, for me, the most excit-
ing as it was a Q&A with 3 former CFPB 
attorneys. (I know, I know, I really need 
to get more of a life) John Hollenbeck, 
current ALTA President served as mod-
erator and offered up these questions to 
the panelists:
Why did the Final Rule show the break-
out of the Owners policy premium 
the way it did even though ALTA was 
against it? The panelists responded with 
“The Bureau thought it ‘got it right.’ ” 
The advice was to continue to lobby and 
to make our discussions points and rea-
sons about the consumer and not about 
our industry.
What can we expect from the CFPB as 
to enforcement of TRID? Per panelist 
Richard Horn, “the CFPB will be doing 
diagnostic and corrective measures.” 
One thing Horn has heard is that 
settlement agents are concerned about 
possibly being liable for TRID mistakes, 
especially because they are responsible 
for the preparation and of delivery of the 
Sellers CD.
When it comes to 3rd party oversight, 
what can we do to get the lenders’ guid-
ance on what [settlement agents] should 
do? The panelists suggested that we, 
as an industry should engage with the 
Bureau to accept the same ‘standards’ for 
vendor management. 

ALTA Business Strategies Conference Summary 
and Helpful Business Tips 
By Lisa J. Aubrey

http://www.ic3.gov
http://www.altaprints.com
http://www.ContinuingeducationNJ.com
mailto:smarteryou%40continuingeducationnj.com?subject=
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By: Jason Dombrowski, Agency Section Chair 

Hopefully some of you were able to join 
us at the last Agency Section meeting 
and continuing education seminar 
entitled, “Cyber Security: Encryption, 
Phishing & Bunny Slippers.” The semi-
nar provided our members with infor-
mation that will make them aware of the 
threats that we as title agents are facing 
as technology evolves in our industry. 
This past meeting and seminar turnout 
remained strong, with more engaging 
conversation from our audience than 
we have ever experienced before. Topics 
that had been touched on ranged from 
the New Jersey Rate Manual update that 
is effective as of May 1, 2016, the ALTA 
Homebuyer Outreach Program (HOP) 
Workshop, which was held on April 12, 
2016, at the Hilton in East Brunswick, 
NJ, and the New Jersey Land Title Asso-
ciation Convention which will be held 
in NJ at the Stockton Seaview Hotel and 
Golf Club in Galloway, NJ, on June 12, 

2016, through Tuesday, June 14, 2016.
With strong attendance and increased 
membership participation at our meet-
ings, it is a good time to mention that we 
are always looking for members to get 
more involved. We are always open to 
new ideas and could use volunteers to be 
on a committee or perhaps to become a 
member of the board. I am sure that you 
are thinking as I once thought myself, 
“Who has time for that?” However, 
with that said let me share with you the 
mission statement of the NJLTA from its 
website:
“The New Jersey Land Title Association is 
an advocacy group advancing the com-
mon interest of all those engaged in the 
field of evidencing title to real property 
and American dream of home ownership. 
The Association consists of Title Insurance 
Underwriters, Title Insurance Agents, 
Affiliate Members, and Honorary Mem-
bers who partner together to ensure an 
uncomplicated real estate transaction. 

The Association and its members work 
closely with legislators in New Jersey to 
support legislation that upholds integrity 
of the title industry.”
I ask you, if this is the profession that 
you have chosen, how can you not make 
time to be part of the association which 
directly supports our industry? I hope 
over time I have inspired you to be more 
involved in our association. Please feel 
free to reach out to myself or any of the 
other Board members for information. 
Our email addresses are located on the 
back cover of this and all issues under 
Agency Section Management Board.
I hope to see you at the NJLTA Annual 
Convention at the Stockton Seaview  
Hotel and Golf Club in Galloway, NJ, 
and at one of our next regular meetings.

IT IS WHAT YOU MAKE OF IT

ALTA “HOP”s INTO  
NEW JERSEY
By: Maureen Crowley

ALTA brought their HOP roadshow to 
New Jersey on April 12, 2016, for the 
benefit of New Jersey, New York and 
Pennsylvania agents and underwriters. 
Wayne Stanley and Steve Gottheim 
of ALTA and Sharon Sluder-Risch of 
Trident Land Transfer were our moder-
ators for what was described as the best 
attended HOP program given so far. 
The audience was made up of agents, 
underwriters and vendors. 
This was a very interactive day with 
group discussions, panel discussions and 
much idea sharing. The program focused 
on how we as an industry can reach 
the purchaser and let them know about 
the benefits of Owner’s Title Insurance. 
Wayne Stanley introduced the new 
ALTA “Manifesto” which highlights the 
idea that what we as an industry provide 
is “Peace of Mind” to the homeowner. 
Another group discussion ensued about 
how we describe what we do in a clear 
and concise manner. Think about that 
cocktail party conversation where you try 
to describe what you do and what title 
insurance is. 
Another phrase coming out of the 
program is Owner’s Title Insurance is 
the “Smart Option.” This concept plays 
on the language in the CD which states 
that owner’s title insurance is “optional.” 
Employing this concept ALTA has devel-
oped a marketing program which focuses 
on the benefits and importance of the 
Owner’s policy. There are assorted print 
materials available at ALTAPrints.com for 
ALTA members. These items are custom-
izable and help the agent get the message 
out about their business – all without the 
benefit of hiring a public relations/mar-
keting firm. 
The focus on educating potential Home-
owners, Realtors, Attorneys and Lenders 
was the theme of the continuing educa-
tion portion of the program. In a course 
entitled “Be Creative with Your Market-
ing – Not the Law,” Steve Gottheim of 
ALTA walked us through the consumer 
laws governing advertising. We learned 

about various forms of advertising and 
the different terms of art that each  
employ. Naturally compliance is a para-
mount concern for our industry so the 
conversation included a discussion on 
RESPA compliance. The big picture take 
away was that, while it is perfectly accept-
able to advertise, paying for business runs 
afoul of RESPA.
The summary, by Wayne Stanley at the 
end of the day, was that our industry 
needs and wants a more educated home-
buyer. Currently 80% of homeowners 
have owner’s title insurance. We do not 
want that percentage to decrease due to 
the “optional” language contained in the 
CD. It should be our collective goal to 
increase the percentage of homeowners 
having owner’s title insurance. We as 
an industry should plan how we can do 
this through the increased training of 

our employees. There will be a need to 
identify and implement new consumer 
touchpoints – by letters and advertising. 
Ultimately this will be an educational 
tool for consumers.
As usual ALTA provided an educational 
and enlightening program. Members 
of the NJLTA should consider joining 
ALTA to benefit from this type of pro-
gram and to reap other benefits such as 
the ALTAPrints.com products. 

http://ALTAPrints.com
http://ALTAPrints.com
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ALTA News
By David Penque

Almost every day something happens 
that effects and changes our industry. 
The American Land Title Association 
does an incredible job in keeping us 
current with these important facts. Here 
are some of the new items that we found 
most pertinent over the last quarter. 
Please note, that some articles may  
require full ALTA membership in order 
to read the full piece. You can become 
an ALTA member by going to  
http://tinyurl.com/h6p6b2x 
Onslaught of Mortgage Rules is Worse 
than Many Realize
American Banker: March 22, 2016 By 
William Aukamp
http://tinyurl.com/7l96ftp
Residential mortgage transactions used 
to be simple. That was before the Con-
sumer Credit Protection Act of 1968, 
which marked the beginning of an ava-
lanche of purportedly consumer-friendly 
laws that has continued to this day with 
questionable benefits.
The law’s main components were the 
Equal Credit Opportunity Act and the 
Truth-in-Lending Act. Lenders have not 
really had a problem with the former. 
But TILA, and its implementing Regula-
tion Z, are another story. Over the years, 
Reg Z – together with official commen-
tary and appendices – has mushroomed 
into several hundred pages in length. 
And it is still growing.
It is time for bankers, individually and 
through their trade associations, to stop 
just complaining about the regulatory 
burden in general terms and to pres-
ent to members of Congress’ Banking 
Committees a detailed illustration 
of the problem, which is providing a 
disincentive for banks to offer residen-
tial mortgage loans and for attorneys 
from wanting to represent lenders and 
borrowers in these transactions.
New Standards for American Land 
Title Association (ALTA) Surveys Take 
Effect 
National Law Review | March 22, 2016 
Andrew M. Gammill and Jana L. Willsey 
http://tinyurl.com/gvy96bp

The most common set of standards for 
surveys of commercial property changed 
in late February, and although the 
changes are subtle, they affect what can 
be shown on a land survey and how to 
place orders for land surveys. Those who 
own, plan to acquire, or lend against 
commercial real estate should be aware 
of the impact of the revised standards on 
survey orders and surveys themselves. 
Surveys will now be titled “ALTA/NSPS 
Land Title Survey” rather than the pre-
vious “ALTA/ACSM” designation. (The 
NSPS, the National Society of Professional 

Surveyors, is the successor organization 
to the ACSM, the American Congress on 
Surveying and Mapping.)
Death and divorce don't get sympathy 
from loan servicers
Detroit Free Press by Susan Tompor: 
March 22, 2016
http://tinyurl.com/zusnvq7
Some families face foreclosures after 
a spouse dies, the money is tight, and 
the mortgage is only in the name of the 
deceased. 

“Often the successor needs a loan 
modification to bring the loan current 
and adjust the payment to an afford-
able level,” the National Consumer Law 
Center stated.
But too often, mortgage loan servicers 
have made the process cumbersome or 
impossible for homeowners to handle on 
their own, advocates say. The documents 
required might be difficult or even 
impossible to obtain. For example, the 
loan servicer might want a probate court 
order when probate might not even be 
required in a particular state.

The National Consumer Law Center 
has called for regulatory protections to 
prevent unnecessary foreclosures and 
help vulnerable families stay in their 
homes. The group said that the Con-
sumer Financial Protection Bureau has 
proposed rule changes but that it still 
needs to finalize and implement the 
changes.
TRID is expensive, but did the CFPB 
reach its goal
Housing Wire by Brena Swanson March 
23, 2016
http://tinyurl.com/gm4gozv
TRID, aka Know Before You Owe, 
caused mortgage lender back office 
fulfillment and post-closing costs to 
increase by an average of $209 per loan 
since October 2015, a new study found. 
And what's even more costly, lenders es-
timate only about 17% of those costs can 
be recovered through additional charges.
Survey reveals consumers not so 
thrilled about TRID
Industry News Monday, March 21, 2016
http://tinyurl.com/zethfpd
Repeat homebuyers believe that getting 
a mortgage under the new TILA-RESPA 
Integrated Disclosure (TRID) rules is 
harder than under the old rules, a new 
survey recently released by ClosingCorp 
says. Nonetheless, a majority found that 
the forms did a better job at preparing 
them for how much they would owe at 
closing. 
Foreclosure, Delinquency Data Point 
Toward 'Normal'
MBA Link | March 31, 2016
http://tinyurl.com/huqdqh2
The Federal Housing Finance Agency's 
report on fourth quarter Fannie Mae/
Freddie Mac foreclosure prevention 
actions confirms a much-needed piece 
of good news for the real estate finance 
industry: the market is starting to look 
“normal” again.
Why Your Mortgage Lender Needs All 
That Paperwork
Forbes Apr 3, 2016 @ 10:14 AM

http://tinyurl.com/zdczu26
QM, that’s why. The Qualified Mortgage 
became a thing in January 2014. Pro-
posed, promulgated and made law of the 
land by the CFPB (Consumer Financial 
Protection Bureau) as a safe haven for 
lenders that played by the rules.  
Unveiled and delivered to the mortgage 
lending universe in tandem with ATR 
(Ability-To-Repay) underwriting guide-
lines, QM protects lenders from loan 
buybacks if they follow the CFPB “how 
to” directions for assembling a mortgage 
loan file.
QM is a good thing. So is ATR. Together 
they provide a standard; a common sense 
(most of the time), make sense approach 
and framework for determining bor-
rower wherewithal and then providing 
a schematic for how to corroborate that 
wherewithal. If lenders stay in the QM/
ATR lane and deliver audit worthy loans 
to secondary markets like Fannie Mae 
and Freddie Mac, then even if a loan 
goes bad, the lender will not be at risk of 
buying it back.
Mortgage complaints increased from 
last year, CFPB report finds
Regulatory News Friday, April 01, 2016
http://tinyurl.com/zw8uh8z
The Consumer Financial Protection 
Bureau (CFPB) released its latest monthly 
consumer complaint snapshot, which 
highlights consumer complaints related 
to debt collection, but the report also 
found that the volume of mortgage com-
plaints has been increasing both year-
over-year and month-over-month.
Title agency seeks compensation from 
HUD for lost revenue 
Court Report Wednesday,  
March 30, 2016
http://tinyurl.com/jyy99az
A title agency sued the United States for 
breach of contract, seeking $4.3 million 
to compensate for revenue lost when it 
was denied the opportunity to charge 
closing fees to homebuyers purchas-
ing foreclosed property from the U.S. 
Department of Housing and Urban 

ALTA News, cont. on page 28
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Development. Eventually, HUD moved 
for summary judgment
A Deed Worth Remembering
The Morning Call | April 2, 2016
http://tinyurl.com/jryz5k9
Taken out of the vault for one day 
exactly 275 years after it was signed, the 
1741 deed shows the original 500-acre 
deal for land that would begin as a small, 
religious settlement and grow into the 
city of Bethlehem. 
Four Reasons Why Lenders Will Soon 
Embrace E-Closings 
National Mortgage News | April 4, 2016
http://tinyurl.com/hral3mv
Electronic signature technology has 
been available -- as far back as June 30, 
2000, when President Clinton signed 
the Electronic Signatures in Global and 
National Commerce Act, which could 
reasonably lead one to expect that elec-
tronic closings would be used routinely 
by now. Yet, while more stages of the 
mortgage origination process continue 
to go digital, this is one stubborn piece 
of the puzzle that fails to follow suit.
Cyber Vulnerability is Between the 
Chair and Keyboard 
Title News American Land Title  
Association April 5, 2016
http://tinyurl.com/herk2or
During the Opening General Session of 
ALTA’s Business Strategies Conference in 
Indianapolis, Renault Ross, the cyber-
security business strategist at Symantec 
Corp., offered an overview of the cyber-
security landscape to help attendees 
understand current and evolving threats.
7 Simple Tips to Boost Your Personal 
Brand On LinkedIn
Business 2 Community | April 3, 2016
http://tinyurl.com/zjxscpt
Boosting your personal brand requires 
time and effort. You have to commit to 
using LinkedIn if you are going to make 
your mark on 400 million users. These 
simple tips will show you how to use 
LinkedIn.

Credit Unions Having Trouble Closing 
with TRID
DS News | April 7, 2016
http://tinyurl.com/jdqhsaz
While most everyone knew TRID regu-
lations would result in delays, not many 
expected those delays to be so sweeping. 
The results of a study released Wednesday 
by Washington, D.C.-based Callahan & 
Associates found that a whopping 96 
percent of the 200-plus credit union 
executives the company surveyed across 
46 states reported closing delays related 
to TRID over the past six months.
Data Needed to Correct TRID, Former 
CFPB Attorneys Say 
Title News American Land Title  
Association April 7, 2016
http://tinyurl.com/herk2or
To help title professionals understand 
what to expect from the Consumer 
Financial Protection Bureau in regard 
to TRID enforcement and third-party 
oversight, ALTA President John Hollen-
beck NTP probed three former CFPB 
attorneys during a panel discussion at 
ALTA's Business Strategies Conference 
last month in Indianapolis. Read on to 
find out what the attorneys said the title 
industry should do to help convince the 
bureau to make changes to TRID, why 
ALTA is a great vehicle to get informa-
tion to the bureau and why the focus 
should be on the consumer.
MERS Wins Twice in Texas Federal 
Courts 
HousingWire | April 7, 2016
http://tinyurl.com/znrq5dj
MERSCORP Holdings announced 
Thursday that it secured a pair of victo-
ries in federal court, as two United States 
District Courts in Texas recently upheld 
MERS’ mortgage assignment rights.
CFPB Approach to Disclose Title  
Fees on Mortgage Disclosures Not 
‘Transparent,’ ‘Practical’ or ‘Accurate’ 
as Director Cordray Believes
TitleNews Online | April 8, 2016
http://tinyurl.com/jdt6cvl
 

“We all agree that consumers should be 
well-informed about the accurate costs 
of purchasing a home or refinancing a 
mortgage—including what they pay for 
each service during the transaction," 
said Michelle Korsmo, ALTA's chief 
executive officer. "However, as we have 
consistently said, the Bureau’s current 
approach does not provide consumers 
with clear information about their title 
insurance costs."
Trade Groups Call Out CFPB on  
Message Confusion
National Mortgage Professional  
Magazine | April 8, 2016
http://tinyurl.com/hf9sde3
Three financial services trade associa-
tions last week openly questioned the 
Consumer Financial Protection Bureau’s 
(CFPB) regulatory efforts. Previously, 
ALTA asked the CFPB for more written 
guidance to clarify conflicting interpre-
tations of compliance. ALTA sent out a 
press release Friday saying that the  
CFPB’s approach to disclose title insur-
ance premiums on the integrated mort-
gage disclosures are not “transparent,” 
“practical” or “accurate.”
TRID changes push recorders toward 
predictable fees
Regulatory Updates, The Road through 
Oct. 3; Wednesday, April 13, 2016
http://tinyurl.com/z59g973
Everyone knows that one of the most 
important parts of a real estate trans-
action is the recording of the deed to 
the property, letting everyone know 
who owns or has rights to the land. In 
many jurisdictions, the fee for recording 
the deed and other real estate-related 
documents is based on the amount of 
pages being recorded. Although this has 
worked for many years, federal regula-
tory forces are in play that may be an 
impetus for change in many recording 
jurisdictions.

ALTA News–
continuation from page 27

Technology Committee Update
By: Anthony Floria-Callori

A great number of those reading this 
article can distinctly remember setting 
the timer on your parents’, or grandpar-
ents’ VCR to capture that week’s episode 
of M*A*S*H or Murder, She Wrote. 
I can recall the smug sense of satisfac-
tion with which I carried out the task, 
knowing internally that the fogies I was 
helping were dinosaurs who couldn’t 
possibly grasp the intricate concepts 
associated with the cutting age recording 
technology of a Panasonic VCR. I can 
hear my past self thinking “These are 
old timers who would never know the 
exhilaration of bringing an epic cassette 
mix tape made for a 6th grade crush to a 
thunderous climax with Nelson’s, “Love 
and Affection”.”
As I write this, I can detail a conversation I 

had last week with an 11-year-old who had 
just returned from his weekend JavaScript 
programming class. I am now a fogey. I am 
now a dinosaur. 
In an increasingly common scheme, our 
company was recently involved in two 
attempted frauds where dirty dealers 
substituted bogus wire instructions, 
purportedly sent from a Seller Attor-
ney’s email account, for proceeds checks 
previously cut. While we were fortunate 
to thwart the scammers, I know person-
ally of another agency that was not as 
lucky. Because of the immediacy of wire 
transfers and remote banking, once their 
money was gone, it was gone. Technol-
ogy can increase the productivity and 
performance of your company expo-
nentially, but that same technology also 
offers swindlers an unfathomable cloak 
to shield ill gotten gains from the pursuit 
of authorities.

Where has technology taken us?
Our committee finds itself at the same 
crossroads many agencies, producers 
and providers find themselves in today’s 
market. Do we continue the methods of 
old knowing subliminally that clinging 
to antiquated infrastructure will result 
in certain demise or do we saddle up 
and embrace the terrifying change and 
evolve in the manner required to survive 
in the new marketplace?
We have recently endeavored to broadly 
update the NJLTA website with an en-
tirely more accurate database by which 
to search agent members. We are col-
laborating with ALTA and the Mortgage 
Bankers Association to get automated 
news that will populate our site. We have 
begun the process of updating, but much 
more effort is required.
Which direction should we go?  
Will you help?

http://tinyurl.com/jryz5k9
http://tinyurl.com/hral3mv
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http://tinyurl.com/jdt6cvl
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http://tinyurl.com/z59g973
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On the Move
Congratulations! Kevin Cairns has 
joined Old Republic as Vice President 
and Business Development Manager. 
Denise Baccichi has joined as Agency 
Representative.
Merger: Foundation Title in Eaton-
town and Red Bank Title Agency have 
announced their merger. Foundation 
Title's branch office in Eatontown, NJ 
will move into Red Bank Title Agency's 
office in Little Silver, NJ. The combined 
offices will operate as the Red Bank Title 
Agency division of Foundation Title.
Partial Acquisition: Kensington 
Vanguard National Land Services 
has purchased an interest in Property 
Title Group, LLC based in Parsippany. 
Property Title Group will continue to 
be co-managed by Donald Cohen and 
Marilyn Henshaw who have retained 
an ownership interest in the company. 
Marilyn is also the Secretary/Treasurer 
for the New Jersey Land Title Association.

IN MEMORIAM
Gerry, The Man Who Always  
Had a Big Smile
By: Ron Axlerod
It is with the deepest sorrow and a heavy 
heart that we convey the passing of  
Gerald "Gerry" A. Axelrod.
He died on Wednesday April 6th at about 
9:30 PM. after reaching the milestone 
of 90 years less than a month before on 
March 12th.
Gerry was the second of three genera-
tions in the title business beginning with 
his step-father, Adolph Leichtman and 
currently his son, Ronald J Axelrod.
Gerry was a member of the NJLTA 
since the 70's when he joined with his 
company, Axco Abstract, Inc. He was 
awarded Honorary Membership in 
2008 at the annual convention, which 
was a total surprise to him and he was 
extremely appreciative of the acknowl-
edgment by his title peers.
 

Gerry started Axco Abstract, Inc. 44 years 
ago in 1972. It just will not be the same 
without him, to learn from, ask questions 
to, and just partake of the over 60 years of 
title knowledge. So without its founder, 
president and mentor, it is with great sad-
ness that we also announce its closing.
Thank you to all who knew him and for 
their wishes of condolence we request 
that you make a donation in his name to 
the charity of your choice and that you 
remember him fondly as..... “Gerry, the 
man who always had a big smile.”

GIULIA GARGANO  
AWARDED  

2016 JOHN R. WEIGEL  
SCHOLARSHIP

By: Nancy Koch

The New Jersey Land Title Association is 
pleased to announce that Giulia Gargano 
of Lodi, New Jersey is the 2016 winner of 
the John R. Weigel Scholarship Award. 
Named in honor of the Association’s 
Director Emeritus who served the title 
insurance industry with great distinction 
for over twenty years, this award will 
provide Giulia with an $8,000.00 schol-
arship which will be paid over 4 years.
A senior at Queen of Peace High School 
in North Arlington, Giulia will be  
attending the University of Rhode Island 
in the fall. She plans to major in biology/
pre-veterinary studies.
Giulia is a three-year member of the 
National Honor Society, serving as her 
chapter's Secretary and tutor coordina-
tor. During her high school career, she 
received first honors every semester and 
was named "Student of the Month" in 
March 2015. At Queen of Peace, Giulia 
played soccer and ran track all 4 years 
earning 2nd Team All League (soccer) 
and many medals (track). In addition to 
her scholastic and athletic efforts, Giulia 

has been very involved in community 
service activities including “Meals with a 
Mission,” “Soup Kitchen of Newark” and 
“Grow a Row.” Giulia’s mother, Maria, is 
employed by Agency Section member 
Spring Valley Title Agency.
“Giulia is an excellent example of the fine 
candidates we reviewed for the Scholar-
ship this year,” said Lisa Aubrey, president 
of the NJLTA, about the award. “We are 
so proud of her and her peers and are 
pleased to be able to support her with this 
scholarship.” 
The John R. Weigel Scholarship, which 
was inaugurated in 1998, is awarded 
once per year to a qualified candidate 
for higher education arising out of a title 
industry connection. Academic achieve-
ment, extracurricular activities and 
public service experience are all required 
of eligible candidates. In addition, award 
winners must continue to satisfy the 
eligibility requirements throughout the 
four-year period during which their 
scholarship is paid. The scholarship is 
underwritten by both the Underwriter 
and Agency Section members of the 
New Jersey Land Title Association.

2012 JOHN R. WEIGEL  
SCHOLARSHIP WINNER UPDATE
Dear Members of the NJLTA: 
I am writing to express my gratitude to 
you all for selecting me as the John R. 
Weigel Scholarship recipient four years 
ago. I am deeply appreciative of the 
support this scholarship has given me 
during my four years at the College of 
Charleston.
On May 6th, I will be graduating with 
my degree in Public Health. The gener-
ous assistance you provided has helped 
me with various aspects of my academic 
expenses throughout the years. 
I was recently accepted into the Teach 
For America program, and will be mov-
ing to San Francisco to teach Secondary 
Biology. I am looking forward to helping 
other young students with a sense of 
support and generosity-- just as you did 
for me. 
Sincerely, Samantha Huddleston  

Giulia joins past scholarship winners, Katherine Ramler (1998), Theresa Hayes (1999), 
Elliot Fineberg (2000), John T. Wenzel (2001), Kathryn Anne Cannito (2002), Lauren 
Usignol (2003), Alex Fineberg (2004), Pamela Kubinsky (2005), Danielle Panccione 
(2006), Kyle Wilson (2007), Michael Ham (2008), Brielle Grabas (2009), Kacie Baker 
(2010), Alexis DeCarvalho (2011), Samantha Huddleston (2012), Andrew Martini 
(2013), Michael Kaspar (2014), and Rachel Swope (2015). 
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FULL SPECTRUM 
SERVICES
Founded in 2004, Full Spectrum Services, 
Inc. (FSS), is a full service legal support 
company based in the Philadelphia Area. 
With offices in New Jersey, Pennsylvania, 
Georgia and Florida, FSS caters to the 
specific needs of  legal and title pro-
fessionals nationally. A knowledgeable 
in-house staff, together with our pro-
cess servers, ensures our clients’ needs 
and expectations are not only met, 
but exceeded. FSS offers the following 
services: Chancery Abstracts, Corpo-
rate Searches, and Background Checks, 
among others.

Chancery Abstracts: FSS provides 
detailed, dependable Long Form or 
Short Form Abstracts of  Mortgage and 
Tax Foreclosures. Copies of  all relevant 
pleadings are included with your Abstract. 
We offer the added convenience of   
ordering through our company’s web-
site, Snapclose, Accu-title, or  
Signature Information Solutions.

Background Checks: 
• Verification of Social Security  
Number – The Background Check 
request includes verification of  an 
employee’s Social Security Number, 
which is compared with data from the 
U.S. Department of  Homeland Secu-
rity and Social Security Administration 
records to verify the accuracy of  the 
individual’s identity and that the name 
associated with the SSN matches that 
of  the individual.

• Current and Prior Address Check – 
The individual is required to provide 
their current and all previous addresses 
where they have resided in the preced-
ing ten years. 

• Criminal History Check – A compre-
hensive Criminal Background Check of  
all criminal court records (misdemeanor, 
felony and federal courts) in each venue 
of  the individual’s current and previous 

home addresses for the past ten (10) 
years to the date of  being assigned to 
perform work related to the services will 
be conducted including at the local, state 
and federal levels utilizing both local and 
national court record systems covering 
the last ten (10) years, or as permitted 
by applicable law.

• OFAC Search – The Office of  Foreign 
Asset Control (OFAC) list of  Specially 
Designated Nationals (SDNs) and Blocked 
Persons List is checked as part of the 
background check to ensure the potential 
employee’s name does not appear on such 
watch lists.

Corporate Orders: FSS has the ability to 
handle all Corporate/UCC Searches and 
NJ DMV Searches.

• Status Report

• Status Report LLC/LLP

• Status Report & Franchise Tax

• Franchise Tax

•  Certificate of  Good Standing  
LLC/LLP Short

•  Certificate of  Good Standing  
LLC/LLP Long

• Certificate of  Incorporation

• Certificate of  Formation for LLC/LLP

• Miscellaneous Search

TESTIMONIALS
Searches are Very Detailed and Easy 
to Go Through

In all honesty, I think FSS is better 
because your response times are quick, 
searches are very detailed and easy to 
go through. You are always available for 
questions. Your people are thorough 
with their reviews and tend to go above 
and beyond the usual effort. Everyone 
I’ve dealt with is nice and helpful. Plus, 
you guys are the most reasonable in 
price around. 
Cherry Hill, NJ

Your Employees Are Always Friendly

It’s about the satisfaction of  the work. 
Response is always great and your group 
jumps in when its an emergency. Your 
employees are always friendly and a 
pleasure to work with. 
Mount Laurel, NJ

Quick Response Time to  
Our Questions 
FSS has – Quick response time to our 
questions, timely review of  our sub-
missions, expertise – we respect your 
knowledge & experience and organiza-
tion – if  we do not respond to an email, 
a follow-up will be received in several 
days reminding us FSS is waiting for our 
reply.  
Northfield, NJ

Efficiency and Prompt  
Turnaround Time  
We prefer FSS over your competitors 
because of  your efficiency and prompt 
turnaround time. You rarely miss an 
error or revision that needs to be made 
and your turnaround time is exceptional. 
I have waited weeks for information 
by other companies, but with FSS the 
turnaround time is rarely more than 
a day. Another benefit of  using FSS is 
your ability to get answers for us in. If  
you don’t already know the answer, you 
know how to get it quickly. I have never 
had this experience dealing with any of  
your competitors.  
Cherry Hill, NJ & Philadelphia, PA

For more information, contact Craig 
Nash at (856) 813-1460 x7914 or visit 
our website at  
www.fullspectrumlegal.com 

VENDORS CORNER

http://www.fullspectrumlegal.com
http://www.fullspectrumlegal.com
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June 2016
20th Continuing Education –  
Ethically Speaking 
Grabas Institute for Continuing  
Education – Wall, New Jersey

July 2016
18th Continuing Education – Rights 
of Uses – Restrictions and Easements
Grabas Institute for Continuing  
Education – South Plainfield, New Jersey

25th Continuing Education –  
History of New Jersey Land Titles
Grabas Institute for Continuing  
Education – Wall, New Jersey

August 2016
15th Continuing Education – Search 
& Examination: The Title Detective 
Grabas Institute for Continuing  
Education – South Plainfield, New Jersey

22nd Continuing Education – Title 
Insurance:  Commitment to Policy
Grabas Institute for Continuing  
Education – Wall, New Jersey

September 2016
12th Continuing Education –  
History of New Jersey Land Titles  
Grabas Institute for Continuing  
Education – South Plainfield, New Jersey

19th Continuing Education – Rights 
of Uses – Restrictions and Easements 
Grabas Institute for Continuing  
Education – Wall, New Jersey

21st New Jersey Land Title Associa-
tion – Board of Governors Meeting
Lomurro, Davison – 100 Willowbrook 
Road, Freehold, New Jersey
New Jersey Land Title Association 
Agency Section Meeting
Holiday Inn – East Windsor, New Jersey

October 2016
4th – 7th ALTA Annual  
Convention
Fairmont Scottsdale Princess,  
Scottsdale, Arizona

11th Continuing Education – Water 
Rights and Tidelands 3.0
Grabas Institute for Continuing  
Education – South Plainfield, New Jersey

17th Continuing Education –  
Title 201 – Advanced Real Property 
Concepts
Grabas Institute for Continuing  
Education – Wall, New Jersey

November 2016
14th Continuing Education –  
Passing Judgment:  Liens that Attach 
to Real Estate
Grabas Institute for Continuing  
Education – South Plainfield, New Jersey

16th New Jersey Land Title Associa-
tion – Board of Governors Meeting
Lomurro, Davison – 100 Willowbrook 
Road, Freehold, New Jersey

21st Continuing Education – Search 
and Examination:  The Title Detective
Grabas Institute for Continuing  
Education – South Plainfield, New Jersey
New Jersey Land Title Association 
Agency Section Meeting
Holiday Inn – East Windsor, New Jersey

December 2016
5th Continuing Education –  
Forensic Titles
Grabas Institute for Continuing  
Education – South Plainfield, New Jersey

12th Continuing Education –  
Obscure Titles: Bankruptcy,  
Graveyards and Escheat
Grabas Institute for Continuing  
Education – South Plainfield, New Jersey

January 2017
18th New Jersey Land Title Associa-
tion – Board of Governors Meeting
Lomurro, Davison – 100 Willowbrook 
Road, Freehold, New Jersey
New Jersey Land Title Association 
Agency Section Meeting  
Holiday Inn – East Windsor, New Jersey

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

As the biggest edition I have had the honor 
of publishing, I am amazed once again 
at the incredible content that is being 
shared in this beautiful summer edition. 
Whether you are enjoying this edition in 

your office, or preferably at the NJLTA 
Annual Convention, I hope you are as 
impressed as I am by all of our authors.  
I’m also excited to introduce our new 
Vendor’s Corner section, which has given 
our sponsors, who so graciously fund this 
publication, the opportunity to provide 
more than just an advertisement, but 

write an article as well.  With every edi-
tion I find this publication growing more 
and more, including new contributors 
whom we would like to thank.  Please 
email me at nicole@fortunereo.com if 
you would like to contribute as well!  
Enjoy this edition, enjoy your summer, 
and I look forward to our Fall Edition!

DATES TO REMEMBER

mailto:nicole@fortunereo.com


Not a Member of the NJLTA?
Send in your application, visit  
www.njlta.org/members/agency-section/join-njlta/

The Official Publication of the New Jersey  
Land Title Association

ADVOCATE

ADVERTISE

POLICY
The views and opinions expressed by the authors of the published articles are those 
of the authors and NOT his / her employer. Consult your underwriter for specific 
guidelines. NJLTA makes no endorsement of advertisers, nor takes responsibility 
for the content of the advertisements.

Reach out to over 1,000 industry members! Inquire with 
Heather Manfredi at heather.manfredi@stewart.com.

100 Willow Brook Road
Suite 100
Freehold, NJ 07728
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Scott.Sumner@fnf.com
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 Exec. Director, Edward C. Eastman
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New Dawn Title Agency
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Fortune Title Agency, Inc.
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TGrant@prestigetitle.net

 Trustee, Cynthia Ward
Trident Abstract Title Agency LLC
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Trustee, Kathleen Lockwood
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KathyL@1sttitlecj.com

Trustee, Peter Casey Wall
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