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Trusts are a significant component of real 
estate conveyancing. The defining feature 
of a trust is the separation of the legal 
from the equitable title to the trust prop-
erty (or res or corpus), with the former 
vested in the trustee and the latter in 
the beneficiaries. Trusts are frequently 
divided into two broad categories: inter 
vivos (or living) trusts, which are created 
by the grantor or settlor during his or 
her lifetime, and testamentary trusts, 
which are created by will. A hybrid of the 
two is the pour-over trust, an inter vivos 
trust to which additional property is 
added by will. A self-settled trust is one 
in which the settlor is also the beneficiary. 
Trusts (whether testamentary or inter 
vivos) created by written instrument (in 
which the trust corpus and beneficiary 
are identified) are sometimes called 

express trusts, as opposed to implied 
trusts, which are created by operation of 
law or judicial decree. A charitable trust 
is different from a private trust in that it 
has no specific beneficiaries; its distin-
guishing characteristic is the identifica-
tion by the settlor of a charitable purpose 
or substantial public benefit. For more 
information about trusts, see New Jersey 
Title Practice, Ch. 109 (4th Ed. 2016).
Trusts are often employed as tax- or 
estate-planning vehicles. A by-pass or 
credit shelter trust allows a decedent’s 
estate to take advantage of the unified 
credit against federal estate taxes. A 
grantor trust is a form of trust in which 
the grantor retains sufficient control over 
the corpus that the settlor is taxed on the 
trust’s income. Other types of trusts often 
established for tax or estate planning 

purposes include the grantor-retained 
annuity trust [GRAT], the grantor- 
retained income trust [GRIT], and the 
grantor-retained unitrust [GRUT]. 
Also popular are the personal residence 
trust [PRT] and the qualified personal 
residence trust [QPRT]. Nevertheless, 
from an underwriting standpoint, these 
are simply different forms of inter vivos 
trusts. With respect to inheritance and 
estate tax implications arising from the 
use of trusts, see New Jersey Title Prac-
tice, Ch. 54 (4th Ed. 2016).
Until recently, the creation and operation 
of trusts in New Jersey was governed 
largely by common-law principles, rather 
than by statute. This has been changed by 
the adoption of the Uniform Trust Code 
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[“UTC”], which was enacted in early 2016 
as P.L. 2015, c. 276, and became effective 
on July 17, 2016. The UTC will be codi-
fied as N.J.S.A. 3B:31-1 et seq. The statute 
is based on a uniform law drafted by the 
Uniform Law Commission [“ULC”], but 
it is not identical to the ULC version. Its 
enactment represents the culmination 
of years of effort by members of the Real 
Property, Trust & Estate Law Section of 
the New Jersey State Bar Association. The 
UTC is applicable to “all trusts created  
before, on or after its effective date.” 
N.J.S.A. 3B:31-84.a(1). It applies to ex-
press trusts, charitable or non-charitable, 
and trusts created pursuant to a statute, 
judgment or decree that requires the trust 
to be administered in the manner of an 
express trust.” N.J.S.A. 3B:31-2. Thus, it 
covers the creation and operation of both 
inter vivos (sometimes called “living”) 
and testamentary trusts. 
Much of the UTC is a codification of exist-
ing law governing trusts. N.J.S.A. 3B:31-6 
(“The common law of trusts and principles 
of equity supplement this act.”). Thus, it is 
not anticipated that the UTC will have a 
dramatic effect on conveyancing practices. 
Nevertheless, familiarity with some of its 
basic provisions may prove helpful. The 
UTC may be seen as a series of “default” 
rules. In other words, the terms of an  
instrument creating a trust generally 
control its operation and effect, subject 
to certain exceptions. But where the trust 
instrument is silent, the provisions of the 
UTC control. N.J.S.A. 3B:31-5. 
Under the UTC, a trust must be created 
by a written instrument. Specifically, the 
UTC provides that a trust is created by 
(a) a transfer of property under a written 
instrument to another person as trustee; 
(b) a written declaration by the owner of 
property that the owner holds the same as 
trustee; or (c) by the exercise of a power of 
appointment in favor of a trustee. N.J.S.A. 
3B:31-18. The definition of “trustee”  
incorporates by reference the wording  
of a previously-enacted statute, but ex-
pands it to include corporate entities and 
co-trustees. N.J.S.A. 3B:1-2; 3B:31-3. 
The UTC provides that: “A trust may be 

enforced only to the extent its purposes are 
lawful, not contrary to public policy, and 
possible to achieve. A trust and its terms 
shall be for the benefit of its beneficiaries.” 
N.J.S.A. 3B:31-21. 
A section of the UTC, N.J.S.A. 3B-31-69, 
sets forth the powers of trustees in a fash-
ion which is consistent with the Fiduciary 
Powers Act [“FPA”], N.J.S.A. 3B:14-23. 
The duties of the trustee, as set forth in 
the UTC, include the duty to administer 
the trust property; of loyalty, impartiality 
and prudent administration; etc. N.J.S.A. 
3B:31-54 et seq. Trustees are subject to 
the limitations imposed on all fiducia-
ries regarding self-dealing transactions 
and those not in the best interests of the 
beneficiaries. See, e.g., N.J.S.A. 3B:14-36. 
The UTC does not alter the common-law 
rule that co-trustees hold title to trust 
property as joint tenants, but the substi-
tution of a trustee does not destroy the 
joint tenancy. Co-trustees “who are unable 
to reach a unanimous decision may act 
by majority decision.” N.J.S.A. 3B:31-48. 
This is consistent with a provision of the 
FPA, N.J.S.A. 3B:14-23(k). The UTC also 
contains provisions regarding vacancies in 
trusteeship and the appointment of succes-
sor trustees. N.J.S.A. 3B:31-49. For more 
information about the FPA, see New Jersey 
Title Practice, § 53.25 (4th Ed. 2016).
Trusts are deemed to be revocable unless 
the trust instrument states the contrary. 
N.J.S.A. 3B:31-43. The UTC contains a  
series of provisions permitting the termi-
nation of trusts, provided certain condi-
tions are met. N.J.S.A. 3B:31-26 et seq. In 
lieu of providing a copy of the trust instru-
ment, the UTC provides that the trustee 
may furnish a certification of trust, con-
taining certain information (including the 
powers of the trustee), in accordance with 
N.J.S.A. 3B:31-81. 
As noted above, it is not anticipated that 
the enactment of the UTC will have a 
profound effect on existing conveyancing 
practices. Nevertheless, one should be 
aware of the UTC provisions regarding 
vesting of title to trust property. As dis-
cussed above, N.J.S.A. 3B:31-18 states that 
a trust is created by a “transfer of property 

under a written instrument to another per-
son as trustee…,” etc. This implies that the 
grantee in a deed conveying property to a 
trust must be (for example) “John Smith, 
Trustee of the XYZ Trust,” rather than 
“The XYZ Trust.” Nevertheless, N.J.S.A. 
3B:31-19.d states: 
A written instrument which creates a 
trust or transfers property to a trust shall 
not be invalid or ineffective because the 
transferee is identified as the trust rather 
than the trustee thereof. 
Thus, a deed which improperly identifies 
the grantee as the “trust”, rather than the 
trustee thereof, will nevertheless effectively 
vest title to the property in the trustee. 
Since the UTC applies to “all trusts created 
before, on or after its effective date,” a deed 
to a “trust,” even though recorded before 
the effective date of the UTC (July 17, 
2016), will be valid. Therefore, it will no 
longer be necessary for title companies to 
require corrective or confirmatory deeds 
where the search discloses the existence of 
a deed naming a “trust” as the grantee. 
However, title companies asked to insure 
a conveyance from or to a trust, may still 
believe it is prudent to require that the 
grantor or grantee (as the case may be) 
be identified as the trustee. For example: 
Deed from John Smith, Trustee of the 
XYZ Trust, to Mary Jones. … … Deed 
from Richard Roe to John Smith, Trustee 
of the XYZ Trust. The foregoing is con-
sistent with the underwriting guidelines 
issued by many title insurers before the 
enactment of the UTC. For more informa-
tion about issues arising from improper 
vesting of title, see New Jersey Title Prac-
tice, Ch. 114 (4th Ed. 2016). 
In the past, it has been customary to 
require production of the trust instru-
ment to confirm that the trust was validly 
created, and that the trustee had the 
authority to consummate the transaction 
to be insured. But as discussed above, the 
UTC permits the trustee to provide third 
parties with a certification of trust in lieu 
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of the trust instrument. Therefore, many 
underwriters suggest that the commit-
ment require either production of the 
instrument creating XYZ Trust, or a 
certification of trust in accordance with 
N.J.S.A. 3B:31-81. For more information 
about trusts, see New Jersey Title Prac-
tice, Ch. 109 (4th Ed. 2016).

Lawrence J. Fineberg is Senior Vice 
President & Regional Counsel for Fidelity 
National Title Group in East Brunswick. 
This article was originally published in 
FNTG’s Title Talk No. 96 (Summer 2016) 
and is reprinted here (in revised format) 
with permission. New Jersey Title 
Practice (4th Ed. 2016), cited in the text 
of the article, is published by New Jersey 
Land Title Institute [NJLTI]. To obtain 
a copy, please visit NJLTI’s website,  
www.njlti.org.
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The 2016 ALTA Convention in  
Scottsdale opened with fireworks  
and only went up from there.
It was clear from my first few hours in 
Arizona that I was among people who 
strive to RAISE the industry standard, 
not just reach it. The attendees of the 
Annual Convention constituted a group 
dedicated to its own betterment and 
the title profession is lucky to have such 
noteworthy representatives. Those gath-
ered at the Convention Headquarters, 
titled “Market ONE,” were able to absorb 
new market trends, gather information 
from neighboring Land Title Associa-
tions and synthesize exciting new ideas to 
bring back to their respective workplaces.
The aforementioned fireworks that 
punctuated the opening evening of our 
gathering were beautiful, but the week’s 
events were truly remarkable. 

Renowned graffiti artist come moti-
vational speaker, Erik Wahl, opened 
the substantive portion of the week’s 
schedule. Wahl wowed the audience first 
with his speed-painting, then with his 
prescience. The crux of the artist’s pre-
sentation centered around his concept of 
“unthink[ing].” Wahl came up with the 
word “unthink” when he saw that busi-
ness executives yearned to be creative, 
but, because of decades of social condi-
tioning, did not know how. According to 
Wahl, the word "unthink" means an abil-
ity to unleash and unlock the mind from 
its societal shackles in order to create 
boundless and innovative solutions. The 

artist playfully and meaningfully con-
nected with the audience via stunning 
colorful painting and musical accompa-
niment. Advocate Editor, Nicole Plath, 
was the lucky recipient of one of Wahl’s 
nearly unobtainable paintings, created in 
minutes as the audience witnessed.
I also was able to attend the Federal and 
State Advocacy Meeting. The purpose of 
this joint committee is to discover issues 
critical to ALTA members and advocate 
on behalf of the membership at both the 
Federal and State level. It seems simple 
enough, but the ingenuity and where-
withal of the ALTA Legislative team 
simply cannot be overstated. This team 
is tasked with keeping their finger on 
the pulse of the Title Insurance industry 
nationwide and providing the resources 
and representation necessary to promul-
gate our message to decision makers. 
The knowledge of the ALTA legislative 
representatives seemingly surpasses that 
of the talking heads broadcasting 2016 
Election news. On the Federal level, the 
ALTA team identified the states each 
Presidential Candidate had in hand, in 
addition to swing states integral to each 
Candidate’s success. Locally, and more 
impressively, the Team could easily iden-
tify current members of State Senates 
and Assemblies, the voting histories 
and patterns of each elected official, 
when each politician’s term expires, and 
how each official’s position affected our 
industry. Not only was the ALTA Team 
knowledgeable, each Team member 
continuously offered assistance to State 
leaders facing issues. The benefits of 
having a nationwide network of Land 
Title Associations are remarkable. An 
issue that is novel to our State may have 
been dealt with in twenty others. Having 
the knowledge of prior State experiences 
with a similar issue is a useful tool. 
As an Agent who has become increas-
ingly tasked by lenders for charges asso-
ciated with a settlement, it was refresh-
ing to learn that states across the nation 
have begun implementing “Predictable 
Recording Fee” legislation. Basically, 
instead of the practice in New Jersey 
forcing Settlement Agents to estimate, 
and often refund, or experience a short-
fall in recording fees, these laws establish 
a precise amount for each document to 
be recorded at closing. It was interesting 

to learn how states have argued, when 
petitioning for the predictable fee law 
passage, that many times a mortgage or 
deed with a higher page count inad-
vertently disadvantages lower income 
individuals. In affordable housing deed 
transfers and FHA mortgage documents, 
riders are routinely added for recording 
that drive up the page counts and costs.
That brings me to the almost inconceiv-
able concept of Remote E-Notarization. 
In short, picture a FaceTime call where a 
Notary is on one end of the conversation 
and a Mortgagor is on the other. The 
Notary witnesses the Mortgagor com-
plete an electronic document execution 
and attests to its authenticity. Not only 
is this process being considered by New 
Jersey, it is legislatively permissible in 
over ten states. I know what you are 
thinking, “New Jersey Recording Offi-
cers require a live original signature for a 
document to be accepted for recording, 
so this doesn’t affect our practice.” It is 
true that a remotely signed electronic 
signature is insufficient to present to a 
New Jersey Clerk/Register, but, because 
the Signer of documents related to a 
property located in a State that honors 
this practice can execute documents 
remotely, this process has likely already 
occurred within State lines. 
I believe members of our Land Title 
Association want to improve. Members 
may want to improve their businesses 
to stay professionally relevant in the 
industry. Members might have an inner 
personal narrative compelling them to 
strive for excellence. For any member of 
our organization that wants to see how 
to convert theoretical excellence into a 
practical application of the same, there 
is no better place than the annual ALTA 
Convention. I look forward to seeing 
you next year in Miami. 

The President’s Message –  
By Anthony Floria-Callori, Esq., NJLTA President
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DOWNTIME. SLOW SEASON.  
WHATEVER SHALL WE DO?

January is often a “slow” month in our 
business. However, we shouldn't waste 
the “extra” time January provides to us. 
January is a title professional’s opportu-
nity to “spring clean” our systems and 
files.
The best way to avoid an emergency is to 
prevent an emergency. The best way to 
save time is to organize. While I am not 
a perfectionist, I try to implement some 
emergency prevention and time saving 
strategies below in an effort to continue 
improving. 
This is my January to-do list: 
To-do: 
(1) Make sure all forms and software 
fields make sense as currently imple-
mented and are accurate. 
(2) Make sure all files are shown in the 
correct status and all open items have 
been proactively addressed.
Sounds easy, right? 
The forms and fields review requires 
talking to those who use them and asking 
for input to make sure everyone under-
stands the forms and is using them the 
same way. It can be comprehensive, but 
it’s not as complex as working on the files. 
As much as we don’t want to admit it, we 
all have a bunch of files that have slipped 
through the cracks. It might be because 
they were ignored on a report, some-
one was too nervous to bring the file 
to management’s attention, or because 
everyone is afraid of a particular client or 
the underwriter. You’re going to find that 
there are critical open issues on some 
files that need attention, critical enough 
that you are obligated to let the client and 
the underwriter know. You’re going to 
find that there are files with uncollected 
money, for a multitude of reasons. And, 
what you discover through the process 
may make people angry. Regardless of 
it all, you must clean it up, implement 
a better system of checks and balances, 

realize that almost everyone involved in 
the problem had good intentions, maybe 
find a bad egg or two, and then move on.
Although the process may be uncom-
fortable, the rewards will be worth the 
effort. You will find revenue collecting 
opportunities, prevent loss, get to know 
your client base better, build stronger 
relationships with some of your custom-
ers, and refresh your entire workflow.
Cabinet by cabinet, paperless-file by  
paperless-file, one by one, let’s get started. 
To-do:
1.  Go through files that never made it 

out of the ordering stage. For exam-
ple, if you ordered a flood search for 
an attorney and never received a title 
order, place a status call; if you have 
a commercial or complex order with 
important missing information needed 
to order the file properly, call them; if 
there is a title quote in the system and 
no corresponding order, call. The point 
is, contact who you need to contact in 
order to move the files along. 

2.  Go through the open files containing 
searches but no completed report or 
commitment. Clear up old incomplete 
files, call and apologize if files are late, 
find out why they were left behind, 
and determine if money is due or  
uncollectable. Move the files along.

3.  Go through open files with reports or 
commitments issued and investigate 
files that have been in that stage for 
more than 30 days.

 a.  Start with report files. These 
should be paid within a few weeks. 
Unpaid files indicate lost money 
spent on searches and labor. Look 
into the reasons that led to the lack 
of payment, such as: making sure 
a bill went out on time, and also 
that the bill made it to the book-
keeping department to follow up 
on receivables; check out if it is 
a specific type of report that you 
don’t get paid on (i.e., judgment 
searches for family law attorneys; 
reports for a client that “might” 
buy a foreclosure property); and 
determine if it is a specific client 
that is not paying. While you are at 

it, you might want to review your 
pricing and invoicing practices for 
non-insurance matters.

 b. Commitment files
 i.   Review the older files by checking to 

see if you have the initial expected 
closing date. If that date passed a 
while ago, contact the client and ask 
the status. If the deal is still alive 
and delayed based on something 
specific, that’s great and gives you 
another follow up opportunity. If 
not, determine the cancelation fee 
and whether it is collectable. Move 
the file along accordingly.

 ii.  Inquire whether the file is being 
held up because of specific title 
issues. Assign an employee to work 
on bringing the problem to a reso-
lution to get to closing. By discuss-
ing these files with your title officer 
team, there is a chance a specific 
title officer knows a trick to resolve 
that problem.

 iii.  Look to see if there is a hidden ser-
vice opportunity. For example, you 
might notice that the survey status 
is “to be advised” or there is no 
contact information for the lender 
in the file. As you go through 
the files, take advantage of these 
opportunities to call your clients 
and let them know you are paying 
attention.

4.  Go through your post-closing and 
policy files.

 a.  Consider how you categorize 
these files and determine if you 
still believe that way of manag-
ing them is best. Some examples 
of how policy departments can 
be organized are: by client; by 
project or development; by status 
of open issues; by types of open 
issues; and by who is working on 
the files. We organize them in our 
paperless environment as follows: 
file paid/needs cover ordered; 
needs policy/cover record in; policy 
general holding room (while file is 
being worked on); policy open issue 
(attorney acted as settlement agent); 

An Agent’s  
Perspective

By Paula Zwiren, Esq.

An Agent’s Perspective, cont. on page 20
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Character Counts
By Kathy Lockwood

It occurred to me the other day that 
in our daily lives, both personal and 
professional, we have the tendency to 
react without taking the time to actually 
respond.
A lot has been studied and written 
about finding and retaining life balanc-
es and, perhaps, it is time to, hit the re-
fresh button, and go back to the basics 
to remind ourselves what it takes to go 
from ordinary to extraordinary. 
In Gretchen Rubin’s book, “Happier 
at Home” subtitled “Kiss More, Jump 
More, Abandon Self-Control,” she 
does a great job in reminding us that 
being happier and, consequently, more 
balanced and productive, is relatively 
simple if we only practice some pretty 
basic things.
Her book gives us all permission to 
embrace our habits, respect organiza-
tion, discard that which is no longer 
useful, and release old ideas to welcome 
new ones. As with “One man’s trash is 
another man’s treasure,” happiness is 
not “one size fits all.”
How does this translate into our profes-
sional lives? Well, clearly, you need to 
achieve balance and happiness during 
your “off ” hours to bring that peace 
into all of your relationships.
We need to realize that a strong, pos-
itive character builds great customer 
service relationships by strengthening 
communication and professional pres-
ence skills.
Newsletter with Activity suggests that 
the following list of character traits, 
when reinforced into your everyday 
life, can help build your customer ser-
vice skills:
Commitment
•  Give 110% each day. Show that you 

are dependable and willing to give 
more than expected.

Honesty
•  Honesty builds trust, which builds 

loyalty, which brings success. Do the 
right thing – be honest.

Appreciation
•  Look for the good in other people. 

Be humble and kind. Show gratitude. 
Make others matter.

Respect
•  Recognize the value of others and 

be polite, positive, and patient. Hold 
other people in high regard.

Awareness
•  Be genuinely interested in those 

around you; at the same time, be 
mindful of the image that you are  
projecting.

Compassion
•  Show your concern by enhancing 

your understanding of other people. 
Empathize.

Tolerance
•  Rather than judging people who 

are different from you, accept their 
uniqueness. Everyone has the right 
to their opinions, goals, religions, 
lifestyles, and so on.

Encouragement
•  Be an inspiration to others. Motivate 

others to feel good about themselves. 

Think of ways to be positive and 
helpful.

Relationships
•  Connect with people on a close level 

to form respectful bonds that ensure 
long term confidence and trust.

The days of just providing services to 
our customers are over. Today, our 
customers and clients want, expect, and 
demand so much more. We must real-
ize that besides providing services, we 
are in the business of need fulfillment.
In order for our customers to recognize 
us as their solution provider, we must 
build a responsive relationship. When 
you respond with forethought and con-
cern, you are more apt to give the right 
answer instead of the quick answer that 
would result should you react.
As excerpted from Edgar A. Guest’s 
“Sermons We See”
“I might misunderstand you and the 
good advice you give
But there’s no misunderstanding how 
you act and how you live”
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A Time to Consider Change
By Jason Dombrowksi

For those of you who were unable to 
attend this past NJLTA Agency Section 
meeting, I want to make you aware of 
an idea that is being explored within 
our Association. In the past, there have 
been discussions about establishing a 
better collaboration between the Board 
of Governors and the Agency Section. At 
the most recent NJLTA Board of Gover-
nors meeting, an exploratory committee 
was formed to look into the possibility of 
merging the Board of Governors and the 
Agency Section. The purpose of the com-
mittee is not that of a decision making 
committee, but one of a fact and informa-
tion gathering committee. After having 
compiled various sources of information, 
the committee will then present their 
findings to both the Board of Governors 

and the Agency Section. The committee 
will be made up of both underwriter rep-
resentatives and Agent representatives. 
At our last Agency Section meeting, I 
presented this information and asked 
that our members provide feedback 
on this issue. A few members provided 
the historical background for which 
the Agency Section was created. Other 
members in attendance voiced concerns 
regarding the importance of our Agency 
Section meeting as being a beneficial tool 
in keeping its members up to date with 
the current issues regarding our industry, 
not to mention the value in free quarterly 
continuing education seminars. Lastly, 
some members questioned what would 
happen to the current funds held by the 
Agency Section if we merge with the 
Board of Governors.
I am sure that there are more readers 

of this publication than attendees of 
our meeting, and so I am asking that 
our Agency Section readers respond to 
this idea. Whether you feel that a more 
unified Association would be benefi-
cial, or that the current organizational 
structure appeals to you, we would like 
to hear your voice. Please feel free to 
direct your comments and concerns to 
Nicole Plath, the Secretary of the Agency 
Section. Nicole’s contact information can 
be found on the back cover of this issue 
along with other members of the Agency 
Section Management Board. Nicole will 
be compiling all reader feedback so that 
we can discuss this as a Board and it can 
be brought before the exploratory com-
mittee. The Agency Section Management 
Board looks forward to hearing your 
thoughts and comments regarding this 
important issue. 

Looking into the possibility of merging  
the Board of Governors and the Agency Section.



14

CTP OR CERTIFIED TITLE  
PROFESSIONAL - 
noun, designation conferred by the 
New Jersey Land Title Association on 
members who meet qualifications for 
candidacy.
Why aren’t you one? There are a million 
excuses. “I’m too busy to complete the 
application.“ “I don't think I qualify.” 
“I’m not in their league.” “I wouldn’t 
know how to even begin.”
The excuses end right now.
Being a Certified Title Professional sets 
one apart. It says that a person has cho-
sen Title Insurance as their career and 
put their personal resources to achieving 
excellence in it. It says that a person is 
current on their knowledge of the indus-
try and has kept abreast of changes in 
the industry through education. It says 
that a person has made a commitment 
to the title insurance industry through 
involvement in the NJLTA, ALTA and 

other service to the industry. It tells 
customers that a person is a title profes-
sional who has experience, knowledge 
and staying power.
In order to apply to become a CTP, a 
person must have a minimum of 10 
years full-time work experience in the 
title industry either with an underwriter, 
agent and/or title searcher. They must 
have a current New Jersey Insurance 
Producer License with a title designation 
and must presently be an employee in 
good standing in the New Jersey Land 
Title Insurance industry. In addition, 
they must be a member in good stand-
ing or employed by a member in good 
standing of the New Jersey Land Title 
Association.
The balance of the requirements for 
designation are personal to the appli-
cant. Each CTP’s path to designation is 
different and each uses his or her own 
unique experiences and skills to achieve 
the designation.

Certified Title Professionals are allowed 
to demonstrate their commitment to 
our industry in many ways. They have 
all served the industry through one or 
more trade associations including the 
NJLTA, ALTA, Abstractors Associa-
tion, or Association of Title Agents. All 
have many hours of education to their 
credit including continuing education, 
post-secondary education and self-study, 
and some have teaching credit as well. 
They have exhibited their knowledge 
and understanding of Title Insurance 
and/or Real Property issues in a variety 
of ways. Some are authors, some are 
chairpersons, some are committee mem-
bers, some are teachers, but all are title 
professionals.
The application form to become a CTP 
can be found in the NJLTA Directory or 
may be obtained from our Executive  
Director's office – 732-683-9660. Get 
one and start the application process 
today! No more excuses!

Why Aren't You a CTP?
By Nancy Koch

Reach Your Customers 
Grow Your Business
meetings.alta.org/bootcamps

http://meetings.alta.org
mailto:sales%40titledesktop.com?subject=
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While the planning for the conven-
tion details will go on for many more 
months, it is not too early for you to 
start making your plans!
The Sagamore Resort on Lake George 
has long been a vacation destination for 
those seeking to escape the bustle and 
heat of the city and its suburbs. Luckily 
for us it is no longer a two day train 
journey but a short three to four hour 
ride on the New York State Thruway and 
the Northway.
Relax! When you arrive at the Sagamore, 
you will have a chance to relax and 
enjoy exploring the resort and all that 
the area has to offer. The Sagamore has 
a spectacular golf course and a world 
class spa, and the opportunity to spend 
time on one of the most beautiful lakes 

in the United States. Maybe you would 
like to kayak, parasail, go fishing, or 
just rent a boat and explore. There are 
islands where you can picnic and miles 
of shoreline where you see close up how 
the other half lives. Bring your spouse, 
because it can be very romantic (or 
your children, which might not be so 
romantic but will be fun for them)! It is 
a family destination with a kids club and 
indoor and outdoor play areas designed 
to keep the children engaged and happy. 
In the evening, mingle with old friends 
or make new acquaintances. Your shared 
experiences create a bond that is hard to 
duplicate in a social setting. This is one 
of the few places that stating your occu-
pation will not produce a blank stare or 
stop the conversation.

Refocus! On Monday, you will have 
the opportunity to refocus on the title 
industry and what it means to you. 
There will be interesting speakers, timely 
topics and the opportunity to earn those 
all important credits. Now that we have 
survived the dreaded implementation 
of TRID, we can regroup and discuss 
our common experience, what it has 
taught us, and where we can go from 
here. While we can all breathe a collec-
tive sigh of relief that some of our worst 
fears never materialized, we should not 
become complacent but instead look 
forward to the new challenges ahead 
and ways to improve. Time and time 
again I have seen that the businesses that 
fail are those that choose to keep doing 
things the “old” way. If you do not keep 

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

WHERE WORK MEETS PLAY
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pace with industry trends you will be left 
behind. Here at the Convention, you can 
learn what the future holds and how you 
can be a successful part of it. There are 
many industries in which new advances 
and ideas are closely guarded secrets. 
The title industry is not one of them, and 
the people that you meet at the Conven-
tion will happily share their experience 
while remaining your competitor.
In the afternoon you will have the 
opportunity to participate in some of 
the organized recreational activities or 
do your own thing. Beyond the lake, 
you can go extreme ziplining, visit Fort 
Ticonderoga, mine for garnets, ex-
plore Howe Caverns, hike or go outlet 
shopping. There truly is something for 

everyone. For all of us trying to run 
our businesses there is plenty of time to 
check in with the office, return calls and 
emails, and try to stay on top of things. 
Remember, the Convention is planned 
so that you only need to miss one day 
from the office if necessary.
The Gala on Monday evening is our 
opportunity to dress up and show off! It 
is our chance to recognize the people in 
the title business who work tirelessly on 
behalf of us all to improve the industry. 
Please come and give them the support 
they deserve. The younger ones among 
us and some devoted partiers will dance 
the night away.
Revive! On Tuesday you can stay for 
more credits or head back to the office 

revived and secure in the knowledge 
that you are not alone, you have a lot 
of friends who will help you out when 
needed, who share common problems 
and work for common solutions. When 
you get back to the office you will feel 
re-energized to look toward the future 
with hope.
You can make reservations at the Sag-
amore at http://tinyurl.com/gvenoql. 
You can also access a link for reserva-
tions on the NJLTA website. I urge you 
to make your reservations as soon as 
possible, as ours will not be the only 
event that weekend and I want to make 
sure that if you want to attend, you can. 
Remember you can always cancel if your 
plans have to change.

http://tinyurl.com/gvenoql
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ALTA Advocacy 
Update
By David Penque

The American Land Title Associa-
tion keeps us up-to-date with the ever 
changing events 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 ALTA membership 
in order to read the full article. You can 
become and should become an ALTA 
member. Join the Association today by 
going to http://tinyurl.com/h6p6b2x and 
be a part of the American Land Title 
Association.
ALTA Membership Hits Record for 
Seventh Consecutive Year 
ALTA Title News Online October 5, 
2016 http://tinyurl.com/h6dm3sz
With more than 6,200 member com-
panies, ALTA has surpassed its 2015 
membership record by more than 150 
companies.
ALTA Unveils New Website
ALTA Title News Online November 1, 
2016 http://tinyurl.com/hdg9n76
The enhanced layout and organization 
highlights the benefits of membership, 
tools to help grow your business and the 
value the industry provides to consumers 
while focusing on advancing the ALTA 
brand, and creating a smarter, member- 
focused experience. The website also 
now provides for optimal viewing on any 
type of device.

Consumer Financial Protection 
Bureau 
CFPB Proposes Feedback Mechanism 
for Consumer Complaints
HousingWire | August 1, 2016  
http://tinyurl.com/j7p2tfz
The Consumer Financial Protection  
Bureau today announced plans to change 
the “dispute” function in its consumer 
complaint database to allow complain-
ants to take a short survey on the com-
pany’s response to their complaints. 
The survey information – a one-to-five 
rating of the company’s response and 

an opti onal narrative – would be shared 
with the company that is the subject 
of the complaint and, with the com-
plainant’s permission, be posted in the 
complaint database. 
Congress Set to Consider Republican 
Plan to Abolish Dodd-Frank
HousingWire | September 8, 2016  
http://tinyurl.com/hoz4732
According to the executive summary 
of the bill, the Financial CHOICE Act 
would change the name of the CFPB 
to the “Consumer Financial Opportu-
nity Commission,” and establish a new 
mission for the consumer watchdog of 
not only protecting consumers but also 
ensuring competitive markets. Under 
the Republican plan, CFPB Director 
Richard Cordray would be replaced by 
a bipartisan, five-member commission 
that would be subject to congressional 
oversight and appropriations.
Three Takeaways from PHH v. CFPB 
Ruling 
ALTA Title News Online October 13, 
2016 http://tinyurl.com/hflgczo
A federal appeals court issued its 
long-awaited decision in an appeal by 
PHH Corp. of its $109 million fine by 
the Consumer Financial Protection 
Bureau (CFPB) for alleged RESPA 
section 8 violations. The court affirmed 
the application of RESPA, as it had been 
followed previously by HUD. While also 
holding that the structure of the CFPB is 
unconstitutional, the three-judge panel 
rejected the idea of shutting the bureau 
down.

TILA-RESPA Integrated  
Disclosure Rule (TRID)
Despite TRID Clarification, Check 
With Lender Before Sharing CD
ALTA Title News Online August 2, 2016 
http://tinyurl.com/herk2or
In addition to clarifications and tech-
nical corrections to TRID, the CFPB’s 
proposed amendments focus on other 
issues within the rule including privacy 
and sharing of the Closing Disclosure. 
Despite the proposed rulemaking 
addressing this topic, ALTA encourages 
members to continue to review closing 
instructions carefully as many lenders 

prohibit settlement agents from sharing 
the Closing Disclosure with third  
parties, including real estate agents.
ALTA Tells CFPB to Fix TRID
ALTA Title News Online October 18, 
2016 http://tinyurl.com/zmwnvp4
ALTA submitted two letters to the 
Consumer Financial Protection Bureau 
ahead of the Oct. 18 deadline to pro-
vide comments regarding the bureau's 
proposed changes to the TILA-RESPA 
Integrated Disclosures Rule. Comments 
included telling the bureau to correct the 
inaccurate disclosure of title fees, pro-
vide clearer guidance on the sharing of 
Closing Disclosures and prohibit lenders 
from shifting liability onto settlement 
agents.
Mortgage Industry Pushes for a TRID 
Overhaul
Reuters | October 25, 2016  
http://tinyurl.com/zw97vo2
The one year anniversary of the launch 
of the TRID consumer-disclosure rules 
came and passed earlier in October with 
little fanfare.

Presidential Election
CFPB’s Precarious Future Under 
Trump  
National Mortgage News | November 9, 
2016 http://tinyurl.com/z8w4d79
The Consumer Financial Protection 
Bureau faces an uncertain and precari-
ous future under President-elect Donald 
Trump, who some say might seek to oust 
Director Richard Cordray and boost 
legislation to significantly weaken the 
agency.
What Trump’s Election Could Mean 
for Home Prices 
Market Watch | November 9, 2016 
http://tinyurl.com/zfwq2n7
President-elect Donald Trump started 
his career in real estate. His father was 
a real estate tycoon, and he has made a 
fortune building or licensing his name 
to luxury condominiums, hotels and 
casinos. But will that experience enable 
him to help the middle class, which faces 
a lack of affordable housing and rising 
prices?
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policy open issue (we acted as 
settlement agent); policy issued/es-
crow not released; and policy typed 
for review. This form of organizing 
without paper files works efficiently 
for us.

 b.  Make sure every file that closed 
within the last 30 days has a cover 
record ordered. If not, get it ordered 
and find out if there was a reason it 
slipped through the cracks.

 c.  If you have a large amount of cover 
records in, but don’t have the capac-
ity to get the policies out, it’s a good 
idea to have someone look at all the 
cover records. Key things to look 
out for are cover records showing 
no new documents on record, open 
mortgages from more than 30 days 
past closing and most definitely, 
look for open lines of credit. These 
are critical risks that need imme-
diate attention. You can prevent or 
minimize a claim or a client issue 

by attending to it quickly.
 d.  Look at the volume of files that 

need policies typed. Set some goals 
for your team and think about how 
to meet the policy delivery goals.

 e.  If there are open escrows on files 
with policies issued, have a senior 
examiner go through them and 
bring the risk profile to the attention 
of management. Consider extending 
the timeframes in the escrow agree-
ment or helping to resolve the title 
issue, follow up with the attorneys, 
and seek guidance from the under-
writer if necessary. If your under-
writer is holding escrows, follow up 
to see what the status of them is. It 
may be an opportunity to check in 
with your client and make sure they 
are still satisfied. It will give you an 
opportunity to salvage this relation-
ship before it goes bad.

Hopefully January won’t be so slow that 
any of us have time to do all of this. I’m 

going to give this list to my team and 
ask them if anything stands out to them 
as something we need to address right 
away. With these emergency prevention 
and time-saving strategies, I hope to find 
an opportunity for improvement and 
that you do also. I enjoy being a part of 
the success of others, not just my own. 
Please email or call me if you have any 
good stories to share, as I’d like to know 
if this to-do list helped you also.

Paula M. Zwiren, Esq. 
Zwiren Title Agency, Inc. 
855-994-7365  
Paula@ZwirenTitle.com

An Agent's Perspective–
continuation from page 9

mailto:Paula@ZwirenTitle.com
http://www.prioritysearchservices.com
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ALTA Unveils New Conference

Looking around at the businesses of 

today and the changes they’re making 

to succeed tomorrow, we know this is 

our opportunity to invest in lasting 

improvements. Telephones, taxis and 

hotels have turned into Skype, Uber and 

AirBnB. It’s time to approach the industry 

in a bold and innovative way.

“Springboard is our vision for 
all that we can do together—
as your association,  as a 
company, as a community of 
experts and as the protectors 
of property rights.”

- Michelle Korsmo,
ALTA’s chief executive officer

meetings.alta.org/springboard

Register for ALTA SPRINGBOARD!

http://meetings.alta.org/springboard
http://meetings.alta.org/springboard
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New Jersey Early Land  
Records Project:  
Preserving Our Past
By Joseph A. Grabas, CTP, NTP

I often contemplate and marvel at the 
circumstances that brought me to the 
land title industry. Like many of you, I 
had a family connection, a little bit of 
luck and a more than passing curiosity 
about this whole land ownership-deed 
thing. The more searches I did the more 
interesting and bizarre things I uncov-
ered; like the man who left his estate to 
his three sons, and to the fourth son he 
left, “A Good Stout Rope, to Hang his 
Irish Wife.” Finding outlandish names, 
like Safety Robinson or solving that miss-
ing gap or gore and the satisfaction that 
it brings. Things like that. 
It wasn’t until 1991 that I truly appreci-
ated the skill that we wield and the effect 
that we have on so many others who are 
searching for their piece of the American 
Dream. I was working on a very old title, 
which dated back to 1834, in the hopes 
of finding all the heirs of a man named 
Brown who sired 12 children. One of 
those children was approaching his 
100th birthday and desperately needed 
to sell his home, which had been in the 
family for 4 generations. I solved the 
mystery and he was able to move to an 
assisted living facility. But when I went 
back to the property a month later, his 

almost 200 year old home was gone, and 
in its place were four “McMansions.”
It was then that I did some soul search-
ing and began to realize that we are all 
part of a much bigger purpose and that 
purpose was grounded in the history of 
the land records.
Why do I tell you this? I am extremely 
proud and happy to announce that the 
New Jersey land title industry, through 
its trade association with the NJLTA, 
has embraced this purpose and stepped 
forward as a leader in the quest to 
preserve our heritage and our legacy as 
land title professionals. In conjunction 
with the New Jersey Archives (Joe Klett, 
Director), the Genealogical Society of 
New Jersey (Michelle Novak, Trustee), 
and The West Jersey Council of Propri-
etors (Tom Howell, Surveyor General), 
the NJLTA has committed $10,000 to the 
preservation, indexing and digitization of 
over 80,000 Ancient Land Records which 
date prior to 1784.
This is a daunting task that will result in 
an historic archival record made accessi-
ble to the public, that will contain some 
of the most important founding docu-
ments for not only New Jersey, but also 
for the history of the American Colonies. 
Our industry’s leadership in this project 
has drawn support from many related 
organizations and entities. To date, we 
have successfully raised over $32,500 for 
this project, which will not only get this 
endeavor off the ground, but will also 

facilitate the applications for additional 
grants in excess of $100,000!
I would be remiss if I did not recognize 
those who have pledged their support: 
NJLTA, Board of Governors; NJLTA, 
Agency Section; Signature Information 
Solutions; NJ Society of Professional 
Land Surveyors; The Grabas Institute; 
Priority Search Services; State Capitol 
Title & Abstract; Western Technologies; 
and Taylor, Wiseman & Taylor.
If you are interested in supporting this 
worthy project, or know of a company  
or organization who might find it 
appealing, feel free to reach out to me 
directly. Or - if you just want to know a 
little more, I’m easy to find and always 
available to talk title.
This is an exciting project that will blos-
som over the next few years. Imagine the 
day when you can search a title all the 
way back to the Proprietory Grant –  
online. Think of the research and schol-
arship that can be accomplished when 
land documents, most of which have not 
seen the light of day in over 250 years, 
are available for everyone: searcher, 
scholar, genealogist, author, professor 
and anyone who is curious about where 
we came from and why we are here 
today.
I know that I am here today because of 
two guys named Berkeley and Carteret, 
who bought a piece of America – 352 
years ago.

Wantage, New Jersey, USA -  
January 22, 2013: The Old 
Clove Church in the Town-
ship of Wantage, New Jersey 
was originally built in 1787 
though this current building 
was erected in 1829. It held 
regular services until 1929. 
Since then it has been hold-
ing annual services.
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A Tribute to  
Honorary Member,  
Walter A. Sprouls, Esq.,
By George A. Stickel, Esq., C.T.P.

This is the second in a series of articles 
focusing on Honorary Members of the 
New Jersey Land Title Association. It has 
been my privilege to have known and 
worked with a number of these individ-
uals. Last issue I discussed Maurice A. 
Silver, Esq., the author of the scholarly 
“Title Comments” published by New 
Jersey Realty Title Insurance Company. 
This issue will feature my memories of 
Walter A. Sprouls, Esq., former Pres-
ident of New Jersey Realty, who suc-
ceeded as author of “Title Comments” 
following Mr. Silver’s retirement. 
Walter A. Sprouls was born on October 
13, 1913. He became a member of the 
New Jersey Bar in 1938. In those days 
there was a separate admission to become 
a Counsellor at Law and Mr. Sprouls 
qualified in 1941. He worked as an Assis-
tant Title Officer with New Jersey Realty 
as a young man. He was an officer in the 
United States Army and Army Reserve 
and served two tours of duty, returning 
to New Jersey Realty in 1952 after a total 
of 6 years of active military service. Mr. 
Sprouls was promoted through New Jer-
sey Realty and became President in 1972. 
He was a friend and colleague of many 
of the finest real estate attorneys in New 
Jersey and was respected for his extensive 
knowledge of title law. Mr. Sprouls was 
also active in the New Jersey Land Title 
Association serving as President and was 
ultimately presented with an Honorary 
Membership.
My first encounter with Mr. Sprouls was 
in the autumn of 1979 when I applied 
for a job with New Jersey Realty. I had 
searched titles and practiced law, but 
I never worked in the title insurance 
industry. I was welcomed into Mr. 
Sprouls’ corner office which overlooked 
the intersection of Broad Street and 
Raymond Boulevard in Newark. Mr. 
Sprouls indicated they were looking 
for a manager for the New Brunswick 
office. I made clear that I was new to the 
industry and not sure of my qualifica-
tions to run an office. Nevertheless he 

hired me on the spot indicating I would 
work as a title reader in the Newark 
office. His unexpressed intention was 
to “groom” me in Newark, for the New 
Brunswick position. Three months after 
I started in Newark I was called into 
Mr. Sprouls’ office and informed that 
the Board of Directors promoted me 
to Assistant Title Officer. Mr. Sprouls 
explained there would be a bump in pay 
with the understanding that I would be 
transferred to manage the New Bruns-
wick office. I objected, fearing that I was 
still unready. After a confidence-build-
ing talk, Mr. Sprouls convinced me to 
take the position on a three-month 
temporary basis. I managed the New 
Brunswick office for the next 15 years.
Mr. Sprouls was a man of true integrity; 
the definition of a “class act.” Walter and 
his wife Alice were members of the Essex 
Fells Country Club and were distin-
guished in their presence and demeanor. 
They were “old school” and proper to the 
extreme. Each year, as New Jersey Realty 
President, he would send an invitation 
to all officers which said “you and your 
spouse” are invited to the New Jersey 
State Bar Association meeting, wherever 
it happened to be in the world. I was hon-
ored to represent the company on trips 
to Acapulco, London (twice), San Juan 
(twice) and many others. I was the only 
unmarried person on the list of company 
attendees. I had no spouse to bring along. 
But on one of the trips to Puerto Rico, I 
decided to take my girlfriend. The next 
year I received a special invitation, which 
said that just I was invited to attend in 
Hawaii, with no mention of a spouse. Yet 
I was determined to take my girlfriend. 
We landed in Maui after all-day flights 
and during a sunset jog around the 
grounds of the Hyatt Regency, we literally 
ran into Walter and Alice Sprouls. After 
exchanging pleasantries, Walter asked 
me how long we had been married. Alice 
immediately stepped in and struck up a 
lively conversation with my girlfriend. 
They seemed to bond famously and this 
may have saved my job as I never heard 
anything further. I learned my lesson. 
When you worked for Walter Sprouls you 
respected the dignity with which he ran 
the company.
In 1982, Mr. Sprouls became Chairman 
of the Board of New Jersey Realty. Soon 

thereafter the company was sold to a 
Savings and Loan Association. It was 
hoped that the new owners would keep 
the company and its employees intact, 
but no assurances were given. I vividly 
recall the meeting where we officers 
were convened in a large wood-paneled 
conference room at a prestigious Newark 
law firm. We were to be introduced to the 
new owners of the company. Mr. Sprouls, 
as retiring Chairman, managed the meet-
ing. He walked around the room, placing 
his hands on the shoulders of each of the 
officers. Without notes he extolled the 
virtues of each of us, explaining to the 
new owners why we would be of value to 
their company. I had never seen such a 
heartfelt presentation before or since. To 
this day I feel the strength of his grip on 
my shoulders as he explained why I was 
worth keeping. This was a man proud of 
the team he had assembled. He knew and 
expressed more good things about each 
of us than we knew about ourselves. We 
all kept our jobs.
As a young attorney I endeavored to 
become the next Walter Sprouls. I never 
came close, but I was a better person for 
having tried. I am humbled to see my 
name appear directly following his on the 
roster of New Jersey Land Title Associa-
tion Honorary Members. 

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. George indicates that 
the subject of this article is an individual 
he holds in such high esteem that his  
words should be considered as much  
commentary/opinion as fact.
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CHANCERY  
ABSTRACTS
Full Spectrum Services strives to give 
you the most complete Chancery 
Abstract possible. It is one of  the many 
services we provide to the Title/Fore-
closure industry. In addition to Chancery 
Abstracts we offer Corporate Status 
Searches, Franchise Tax Searches, UCC 
Searches, Certificates of  Good Standing, 
Incorporation and Formation. We also 
offer Service of  Process, Background 
Checks, Skip Trace Investigations and 
County Tax Certifications.  

One of  our most sought after products 
is our Certificate of  Regularity. This is of-
ten confused with a Chancery Abstract, 
but is primarily a product designed for 
the foreclosure industry and not the title 
industry. All pleadings in a Foreclosure 
action from Complaint to Final Judgment 
are submitted by the Attorney for Plain-
tiff  and reviewed by our Certificate of  
Regularity team, prior to being submit-
ted to the Foreclosure Unit for approval 
and filing. Once the Final Judgment has 
been filed and the Writ of  Execution has 
been issued we then issue a Certificate 
of  Regularity indicating that all pleadings 
filed in the action are regular as to form.

Chancery Abstracts:
The purpose of  a chancery abstract is 
to help the title company to determine 
whether they are going to issue a title 
policy on a property that has previously 
been foreclosed. A chancery abstract 
is issued after a comprehensive review 
of  the Foreclosure unit’s file has been 
completed and Final Judgment has been 
entered. 

Let me quickly describe for you, in an 
abbreviated fashion, what this entails:

• First we review the Complaint to verify 
that everyone named in the Caption has 
been properly joined and to determine 
that their liens/Judgments have not 
been joined in error. This also includes a 

complete review of  the legal description 
and any further information given by the 
Filing Attorney.

• Next we review service to determine 
whether everyone has been properly 
served.

• From service, we move on to the 
Default package. We need to determine 
that everyone has been given the proper 
amount of  time to answer before pro-
ceeding with the automatic Default.

At this point we review the Motion for 
Final Judgment to ensure everyone who 
needs to be given Notice, has been.

• Now we move on to the required 
mailings; Notice of  Motion for Final 
Judgment, Default and Notice to Cure. 
In my opinion, the Notice to Cure is the 
most important. This is the pleading that 
provides the obligor/s the opportunity 
to inform the Plaintiff  they are going to 
cure the Default prior to Plaintiff ’s ap-
plying for Final Judgment. This pleading 
needs to be mailed to the obligor at any 
possible address, the mortgaged premis-
es or at the address where they previ-
ously have been served with process. 

• Our next review is of  the Final Judg-
ment package; Search Fees, Certifica-
tion of  Amount Due, Certification of  
Non-Military Status (the significance of  
which is that if  the Defendant is current-
ly in the military service of  the United 
States or its allies then the Attorney for 
Plaintiff  must provide an Attorney to 
Defend said Defendant’s interest), and 
of  course the Final Judgment. This is the 
pleading that Orders that all the joined 
Defendants have been foreclosed and 
debarred of  any interest in the mort-
gaged premises so that you as a title pro-
ducer should feel secure about insuring 
the subject premises.

There are various post judgment plead-
ings filed that can affect title. However, 
with the notable exceptions of  the Writ 
of  Execution, Sheriff ’s Report of  Sale, 
and the requisite mailings (Final Judg-

ment and Notice of  Sale,) most do not. 

At the end of  our abstract is the page 
you all wait for. The Notes page. We 
here at FSS, feel that it is more conve-
nient for you as a Title Agent/Examiner 
to have any Notes or Exceptions listed 
in one place instead of  being inter-
spersed throughout the entire abstract.

As I said previously, this is purely an 
abbreviated explanation of  the process 
we here at Full Spectrum Services use 
to provide you the most comprehen-
sive Chancery Abstract we can deliver, 
and I hope it serves to help you under-
stand the painstaking procedures we go 
through to deliver a quality product.

Our corporate search team is striving to 
become one of  the leaders in this highly 
competitive industry. The majority of  
our searches provide same day turn-
arounds, and ordering from our website 
makes it convenient for you to combine 
your orders. Thorough background 
checks are also provided same day.

As you can see from the above, we 
offer a varied line of  products that serve 
the Title/Foreclosure industry and we 
believe that once you try us, you too 
will become part of  the many satisfied 
customers we service on a daily basis.

     
Craig Nash 
Chancery Abstract/Corporate Search 
Division Manager 
C.Nash@frs-panj.com 
Full Spectrum Services
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Let us simplify the process. ONE application. Multiple quotes.

www.TitleIndustryProtectors.com

E&O l CYBER l FIDELITY
Competitive Cost   l   Comprehensive Coverage   l Personal Service

Does your E&O  
renewal have you 
feeling on edge?

Over the last twenty years we have 
seen many changes in the title E&O 
marketplace. As an independent 
insurance broker, we have worked 
with many different carriers to find 
the best product for our clients. As 
companies enter and exit the market, 
we have found different nuances in 
policy forms that offer increased value 
to our policyholders. With this knowl-
edge, and the recognition of a need 
for a stable market, we have devoted 
a great deal of time to developing our 
signature product for the title industry.  
Title Industry Protector is a new suite 
of coverages that incorporates the best 
practice essentials that every title 
professional should have. 

The lead product offering with the 
Title Industry Protector is the E&O 
(Professional Liability). There are 
additional coverage options for fidelity, 

and cyber liability with coverage up 
to $1,000,000.00. With our combined 
application form, we are able to quote 
all of these lines of business within 
our own office. We are able to provide 
you with faster turnaround time for 
quotes, as well as policy issuance and 
endorsements.
 
This program is the result of many 
years of research, understanding and 
experience. We are excited to be able 
to provide this comprehensive pro-
gram for your protection for many 
years to come! 
 
Jennifer Holt is the Professional  
Liability Program Manager at the  
Merriam Insurance Agency, she can be 
reached at: 877-637-7426 ext. 206 or  
Jennifer@MerriamInsurance.com 
You may also send any inquiries to  
www.requesttips.com

Testimonials 
“I have worked with the Merriam 
Agency for over 10 years. They give 
great response time, and really under-
stand what needs to be done and how to 
do it. They are fantastic at what they do. 
They are my go-to for E&O Insurance” 
-Joseph DePietro, Baltimore, MD

“This was the best organizational deci-
sion I’ve made all year! Our coverage 
and premiums have greatly improved. 
The greatest benefit, however, is having 
someone to call when I have questions. 
Everyone I have spoken with is respon-
sive and knowlegeable, it feels like they 
work for me. Prior to finding the Mer-
riam Agency, I dreaded every insurance 
issue or call I had to make but Merriam 
makes it easy.”  
- Ron Mackey, Speculator, NY

VENDOR’S CORNER
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Trump Unveils Plan to Dismantle 
Dodd-Frank Act 
HousingWire | November 10, 2016 
http://tinyurl.com/gtobp4e
On his website, President-elect Donald 
Trump lists the three main tenets of 
his plan for the first days of his term as 
president. They include Making America 
Secure Again; Getting America Back To 
Work Again; and Government for the 
People Again. Under Getting America 
Back To Work Again there are sever-
al subcategories, including Financial 
Services Reform, which includes this 
statement: The Financial Services Policy 
Implementation team will be working 
to dismantle the Dodd-Frank Act and 
replace it with new policies to encourage 
economic growth and job creation.
ALTA Forms Workgroup to Address 
Transition to Trump Administration
ALTA Title News Online November 15, 
2016 http://tinyurl.com/herk2or
Following the election of Donald J. 
Trump as President of the United States, 
ALTA formed a Transition Workgroup 
to help advance the industry during this 
shift in federal government leadership. 
Chaired by ALTA President Daniel D. 
Mennenoh ITP, NTP, the workgroup will 
share information about what is hap-
pening during the transition; strengthen 
relationships with the transition staff 
and new administration; and discuss 
the policy changes being promoted as 
the priorities of the administration and 
their affects on the title and settlement 
industry.

Compliance
Final Publication of ALTA Forms,  
Including Commitment for Title  
Insurance Revision
ALTA Title News Online August 9, 2016 
http://tinyurl.com/gmd3dnp
New forms include ALTA Endorsement 
18.2-06 Multiple Tax Parcel, ALTA En-
dorsement 23.1-06 Co-Insurance —  
Multiple Policies, a revised ALTA 
Commitment for Title Insurance, and 

the decertification of ALTA Expanded 
Coverage Residential Loan Policy and 
ALTA Short Form Expanded Coverage 
Residential Loan Policy.
5 Things to Know About ALTA’s Best 
Practices Maturity Model
ALTA Title News Online August 9, 2016 
http://tinyurl.com/zm3zt6j
ALTA’s Best Practices Maturity Model 
introduces an alternative method of 
reporting the results of your company's 
Best Practices assessment. But what 
are the most important things to know 
about this new tool? Check out ALTA’s 
blog to learn more.
Top 5 Things to Prepare Internally 
Prior to a Third-Party Assessment
ALTA Title News Online September 7, 
2016 http://tinyurl.com/htbfdca
You have been working diligently to 
become ALTA Best Practices com-
pliant, and you are almost ready for a 
third-party assessment. How do you 
prepare yourself internally? Kim  
McConkey, partner in charge of ALTA 
BP Assurance Services at Carr, Riggs & 
Ingram LLC, spoke more in depth about 
this topic during a Market Talk titled at 
ALTA’s Annual Convention.
ALTA Board Approves Final Changes 
to Best Practices
ALTA Title News Online September 27, 
2016 http://tinyurl.com/zv3eq78
ALTA's Board of Governors on Sept. 19 
approved final revisions to the associ-
ation's Title Insurance and Settlement 
Company Best Practices and the Best 
Practices Assessment Procedures. The 
Board also approved the adoption of a 
new assessment reporting tool, the Best 
Practices Maturity Model.

Cyber Security
Suffer a Data Breach? Here’s Your First 
24-Hour Checklist
ALTA Title News Online September 15, 
2016 http://tinyurl.com/herk2or
Acting quickly and strategically follow-
ing a data breach can help you regain 

your security, preserve evidence and 
protect your brand. Once a breach is 
discovered, contact legal counsel for 
guidance on initiating these 10 steps.
How to Develop a Data Breach  
Response Plan
ALTA Title News Online September 20, 
2016 http://tinyurl.com/herk2or
Here's a step-by-step guide to help you 
create an effective data breach response 
plan. You can also check out a handy 
checklist of things you should do in the 
first 24 hours if a breach has occurred.
The 2016 Trends in Cybercrime That 
You Need to Know About
CNBC | September 27, 2016  
http://tinyurl.com/juw6v3z
The volume, scope and cost of cyber-
crime have reached very high levels - 
and are set to get even higher, according 
to a report from Europol - the European 
Union's law enforcement agency.
Top 5 Cyber-crimes of the Millennium 
. . . So Far
The Merkle | October 13, 2016  
http://tinyurl.com/gpuow9j
Cybercrime has become a huge business 
in today's world. With increased regu-
larity we are seeing headlines related to 
mass malware injections, cyber heists, 
and identity theft.

ALTA Advocacy Update–
continuation from page 19

http://tinyurl.com/gtobp4e
http://tinyurl.com/herk2or
http://tinyurl.com/gmd3dnp
http://tinyurl.com/zm3zt6j
http://tinyurl.com/htbfdca
http://tinyurl.com/zv3eq78
http://tinyurl.com/herk2or
http://tinyurl.com/herk2or
http://tinyurl.com/juw6v3z
http://tinyurl.com/gpuow9j


28

Winter  
Working
    By Linda Martin

Snow, sleet, and freezing cold; these chal-
lenges of winter are approaching. Now 
may be a good time for you to consider 
a remote work program. According to 
GlobalWorkplaceAnalytics.com, “50% 
of the US workforce holds a job that 
is compatible with at least partial tele-
work…” This, of course, is largely due to 
technological advances that have allowed 
us to “stay connected” almost anywhere. 
Telework is one way companies are 
solving the possible impact poor weather 
conditions could have on their ability to 
serve their customers. Here are few tips 
you may want to consider before imple-
menting a remote work program:
•  Create a Policy to address your expecta-

tions when employees work from home. 
Can they use their own devices for work 
purposes? Does your company have a 
Virtual Private Network (VPN)? If so, 
how can you/they access it? Is it accept-
able to use public Wi-Fi? How about 
removable devices?

•  Test before the weather wreaks havoc. 
Conduct tests to ensure you and your 
staff are able to access what you need 
when working away from the office. 
Put it on a calendar and check it on an 
ongoing basis (weekly, monthly, etc.).

•  Security is important whether work-
ing at a traditional workplace or when 
working from home. Review the 
American Land Title Association’s Pillar 
III: Best Practice: Adopt and maintain a 
written privacy and information security 
program to protect Non-public Personal 
Information as required by local, state 
and federal law. Be sure your remote 
(and traditional) workplaces follow the 
same security guidelines. 

Not so long ago, a winter storm could 
close down your company. Today, you 
can keep your virtual doors open, even 
when the weather keeps your physical 
doors closed.
For additional information, visit:  
minutehack.com/guides/10-security-tips-
for-remote-and-mobile-working; alta.
org/bestpractices/resources.cfm;  
and globalworkplaceanalytics.com/ 
telecommuting-statistics.

On the Move
By Linda Martin

Welcome New Members!
LAURA JACOBUS

ALL JERSEY ABSTRACT
101 LANDING ROAD
LANDING, NJ 07850

KAREEM WHARTON
GLOBALSERVE TITLE AGENCY CORP.

1981 MARCUS AVENUE
SUITE E123

LAKE SUCCESS, NY 11042

CINDY STENGEL
KEY SETTLEMENTS, INC.

1719 ROUTE 10 EAST
SUITE 307

PARSIPPANY, NJ 07054 

The American Land Title Asso-
ciation (ALTA) has announced 
that its “…Board of Governors 
approved final revisions to the 
association’s Title Insurance 
and Settlement Company Best 
Practices and the Best Practic-
es Assessment Procedures. The 
Board also approved the adoption 
of a new assessment reporting 
tool, the Best Practices Maturity 
Model.” For details visit:  
alta.org/bestpractices. 
Acquisitions: First American  
Financial Corporation has 
acquired the Parsippany-based 
RedVision Systems, Inc. 

Congratulations to former NJLTA President 
Lisa J. Aubrey. Lisa was recently named vice 
president and New Jersey state manager for 

Fidelity National Title Group.

http://GlobalWorkplaceAnalytics.com
http://minutehack.com/guides
http://alta.org/bestpractices/resources.cfm
http://alta.org/bestpractices/resources.cfm
http://globalworkplaceanalytics.com
http://alta.org/bestpractices
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Services & 
Products

For over 75 years Newark Trade has provided a superior 
product backed by excellent support, and a commitment 
to offering the latest technology to meet your particular 
demands. 

The Total Package
Do you have a promotional event, corporate dinner-dance, 
trade show or educational seminar to create? Where do you 
start? How do you get it finished?

Make it easy for yourself. We can start the creative process 
for you or take the ideas you already have, coordinate and 
produce the various pieces, even deliver or FedEx the final 
product on time and within your budget. E-mail us at  
desktop@newarktrade.com or call 973-674-3727 to speak 
with one of our project managers.

We have the experience, resources, strategy 
and professional service you merit.

www.newarktrade.com* Check out the Newark Trade website by scanning our hummingbird  
using your smartphone. Simply download the free Layar App and  
discover a new world of interaction.

On-Demand Printing

Graphic Design

Pharmaceutical

Large Format Printing

Variable Data Printing

HTML Services

Mailing Services

Proofreading

Translations

QR Codes/Augmented Reality*

http://www.newarktrade.com
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January 2017
18th New Jersey Land Title  
Association – Board of Governors 
Meeting
Lomurro, Davison – 100 Willowbrook 
Road, Freehold, New Jersey

22nd – 24th ALTA Title Agents 
Executive Conference
Casa Marina, Key West, Florida

25th ALTA Research/Agent  
Committee Meeting
Casa Marina, Key West, Florida

February 2017
16th HOP Leader Training 
Washington, D.C

22nd New Jersey Land Title  
Association Agency Section Meeting
Holiday Inn – East Windsor, New Jersey

March 2017
15th New Jersey Land Title  
Association – Board of Governors 
Meeting 
Lomurro, Davison – 100 Willowbrook 
Road, Freehold, New Jersey

April 2017
5th New Jersey Land Title  
Association Agency Section Meeting
Holiday Inn – East Windsor, New Jersey

May 2017
8th ALTA Advocacy Summit
The Watergate Hotel – Washington, DC

10th New Jersey Land Title  
Association – Board of Governors 
Meeting 
Lomurro, Davison – 100 Willowbrook 
Road, Freehold, New Jersey

June 2017
4th – 6th New Jersey Land Title  
Association – Annual Convention
The Sagamore – 110 Sagamore Road, 
Bolton Landing, New York

August 2017
23rd – 24th ALTA Innovation 
Boot Camp
Baltimore, Maryland

October 2017
10th – 13th 2017 ALTA One
Trump National Doral Miami, Miami, 
Florida

If you would like your event or continuing 
education class included on this calendar, 
please contact Maureen Crowley for infor-
mation. Thank you!

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

I would like to do something a little 
different on this edition. Rather than give 
you my thoughts on our industry and our 
edition, I would like to hear yours. 

DATES TO REMEMBER

What is the one 
thing that inspires 
you about the title 

industry?

Please send your responses to me at 
nicole@fortunereo.com. Your answers 
will be compiled and featured in our next 
edition. Thank you all for your contribu-
tions and for your support of our trade 
publication.

mailto:nicole@fortunereo.com
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Send in your application, visit  
www.njlta.org/members/agency-section/join-njlta
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