TITLE INDUSTRY INSIGHTS FOR 2019

INTRODUCTION
This has been an exciting year for the title industry.
There have been a lot of big changes from a new
regulatory approach by the CFPB to states
implementing legislation to make eClosings and
remote notarization possible in some areas. With all
these changes, it can be easy to lose focus and be
distracted by a shiny new tech tool that seems
promising but is ultimately a bad fit for your title
company or real estate law firm.
We had the opportunity to speak to four
representatives of national title insurance underwriters
to get their insights on what settlement agents should
focus on in 2019. Based on the developments of the last
year, there are some things that every settlement agent
should keep at the top of their mind for the upcoming
year.
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MEET THE EXPERTS
Ted is the Agency Account Manager for Old Republic’s Mid-Florida Agency
Department. Old Republic works with both corporate agents and attorney
agents.

TED M. BERG, ESQ.

He describes the guiding vision of Old Republic as such, “We protect property
rights through market-responsive, real estate transfer products and services for
individuals, businesses, lenders and government through independent title
agencies resulting in planned, profitable growth, recognition as a title industry
leader and rewarding careers for our employees.”

Danielle works for North American Title Insurance Company as a Regional
Underwriting Counsel. Simple done right is the straightforward principle at NATIC.

DANIELLE KAISER

“ If we can cut out red tape, make it easier, make it more practical, we strive for
that,” she explains. “In our underwriting department, we have a one-hour response
guarantee for questions that come in from our agents that are distributed to
underwriting counsel. When they send something, someone is looking at it right
away. Our sales team also works with their agents to find ways to make their lives
easier. We offer a lot of unique services to make you more efficient.”
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MEET THE EXPERTS
John is the Executive Vice President and Agency Division Manager at Fidelity
National Financial.

JOHN OBZUD

He highlights Fidelity’s Corporate Precepts. “We are very customer oriented and
motivated. We value both autonomy and entrepreneurial efforts in our operations
while minimizing bureaucracy, but the real bottom line is to operate with the
highest standard of conduct. At this point, we are focused on the ALTA theme
“What’s Next” for our industry. Having direct operations is actually a positive for our
agents because it allows us to execute on technology in-house. We can experiment
and evaluate its viability and then expand its use to our agents. We have done this
many times with new technology platforms and will continue to do so.”

Jeff is a Florida Board Certified Real Estate Lawyer working as the Regional
Counsel for Alliant National Title Insurance Company’s Florida and Southeast area.
He states, “Consumers are best served by independent title agents. We have a
single focus nationwide, to help independent agents succeed and to have their
place in the industry strengthened. People who work with us should know that
our company is in service to others, our agents, our insureds and the industry as a
whole. We work with our agents throughout the year on their continuous
W. JEFFRY STEIN, ESQ. improvement.”

Disclaimer: Our contributors’ comments are their opinions, and not necessarily the position or opinion of their organization.
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WHAT ARE THE MOST IMPORTANT STRATEGIES &
PRACTICES FOR TITLE AGENTS IN 2019?

First, cybersecurity must continue to be a major focus for title
agents in 2019. Business email compromise, wire fraud, and
other forms of cybercrime will only increase in 2019. Second,
when title agents are as busy as they are, they may tend to focus
a bit less on marketing. In 2019, they should plan to enhance
their marketing efforts.

- Ted Berg

Old Republic Title

No matter the size of your company or your role within it, there’s a lot to be
aware of heading into 2019. Our contributors suggest that settlement agents
continue to focus on cybersecurity and preventing wire fraud, marketing, and
enhancing their internal process through education. There have been lots of
recent enhancements to a title company's internal process thanks to
technological advancements. Depending on your budget, your lenders' needs,
and your state's laws, adding these new tools could be an invaluable way to
improve your internal process. Offering a cutting-edge closing experience
could also help differentiate your title company or law firm from the
competition.

STRATEGIES FOR TITLE AGENTS IN 2019
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Fortunately, there are more resources now than ever to help owners
and their employees succeed in their job in the title industry.
Protecting people’s investment in the American Dream is at the core
of title insurance, but there’s a major disconnect between the
industry and the average consumer. Many people don’t understand
what title insurance is or why they need it.
To bridge that gap, we’ve noticed an increase in helpful and
educational content being produced by title companies on social
media, so people understand the need for title insurance better.
There’s also been a shift at title industry trade shows focusing on
building a brand that thrives on a culture of diversity and
innovation.
Regulatory enforcement is still an important topic, but with new
leadership in the Consumer Financial Protection Bureau, a different
tone has been set. Jeff Stein from Alliant National Title says he’s
observed the focus for the industry moving from enforcement to
education. “We see that both ALTA and state associations moving
towards a renewed and enhanced effort to provide education on the
many issues facing our industry,” said Stein.

STRATEGIES FOR TITLE AGENTS IN 2019
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PREVENTING WIRE FRAUD

Under the best practices, [cybersecurity is] an area that agents need to
have solutions that are going to protect their consumers’ information.
We tell our agents to make sure they independently verify information
before sending funds. We recommend to always pick up the phone and
call the known phone number, not one listed in an email.

- Danielle Kaiser
NATIC

All of our contributors mentioned how much of an impact wire fraud has on
the industry. Picking up the phone to verify wiring instructions is something
that is branded into the psyche of settlement agents, but that’s not the case
for buyers. Sometimes, even real estate professionals can be hoodwinked by
the sophisticated scams that cybercriminals run. Some technology promises
to alleviate the problem, but title agents should continue to talk a twopronged approach to prevent wire fraud: education paired with technology.
If your company is taking steps to integrate with high tech solutions like
CertifID, Vialok, SafeWire, or another vendor, be sure to continue emphasizing
the old-school method of always calling before wiring funds. Also, educate
your staff on how to spot phishing attempts and work with your IT
department or a third-party to evaluate your company’s vulnerabilities.

PREVENTING WIRE FRAUD
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Follow these cybersecurity tips for preventation:
Conduct a penetration test to see what vulnerabilities exist within your company.
Identify digital assets and put a plan into place to protect your clients’ sensitive information.
Use phrase passwords with numbers and special characters.
Use a VPN when conducting business over a public wi-fi network.
Use a two-factor authentication (2FA) process on your email and social media accounts.
Consider using a proprietary email account instead of a free email service like Gmail or
Yahoo.

Once your company has conducted a penetration test and understands where
the opportunities for improvement exist, create new written procedures for
employees to recognize and prevent wire fraud attempts.
Updating your systems won’t be enough. Title companies, law firms, and other
real estate professionals need to be sure to have critical communications in
place to prevent a scam from succeeding. Continuous education on how to
identify phishing email attempts and check-ins with employees is vital.

PREVENTING WIRE FRAUD
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MARKETING FOR TITLE COMPANIES IN 2019

Going digital takes the human factor out of the relationship.
Homebuying is a very stressful and personal process. In the
meantime, people kind of like having their hand held. They want
a trusted advisor and someone to intercede in the process.

- John Obzud

Fidelity National Title Group
Every buyer is different, so title companies, especially smaller and independent
operations, will need to understand why their clients choose them over others. Even
though there are some new and exciting developments in technological tools for title
agents, this doesn’t mean that every buyer, real estate agent, and lender will have the
desire or capability to utilize a fully digital closing experience… at least not quite yet.
Tapping into what is most important to your ideal clients now and understanding
how to build your brand in your market around that will help independent and direct
operation agents succeed regardless of their size.
While not everyone is looking for a complete digital experience for their closing, most
people, both consumers and business decision-makers, do research online before
making a purchasing decision. In fact, 55% of B2B buyers (like lenders and realtors)
say they search for product/vendor information on social media according to
InsideView, a digital and social data company.
MARKETING FOR TITLE COMPANIES IN 2019
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55% of B2B buyers
say they search for
product/vendor
information on
social media.
InsideView
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MARKETING BEST PRACTICES

1

2

1. Maintain an online presence with a
professional website and social media pages.
2. Be an educational resource for lenders,
realtors, and buyers by offering valuable
content on your website and promoting it
through social platforms.

GO ONLINE

EDUCATE

OPTIMIZE

CONSULT

3. Optimize your content for better search
engine results with on-page SEO and building
backlinks with other industry authorities.
According to Google, 71% of B2B researchers
start their research with a generic search and
do at least 12 searches prior to engaging on a
specific company’s site.
4. Consider working with a niche marketing
expert if you don’t have the time or resources
to do it yourself.

3

4

Check out this article for more tips and some
tools to perfect your marketing efforts!
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MOVING TO ECLOSINGS: WHAT TO CONSIDER
BEFORE MAKING THE CHANGE

Not sure if eClosings are right for your operations? It’s tempting to jump on a tech
trend because you see others in the industry doing it… especially a competitor, but
before you make any major updates and changes to your operations, be sure to
consider these tips.

1

Lender and consumer buy-in is paramount,
says NATIC’s Danielle Kaiser

“As we move into more eClosings it’s really important for agents to do their
homework on the front end and really get prepared for what their lenders are
looking for and what’s going to be required of them. Then look at the vendors that
have eClosing solutions so that they’re matching up those expectations from the
lenders with what their technology provider can actually do for them.”
“It's an opportunity for a title agent to market themselves and set themselves apart
from competition if they’re doing their research and starting to learn about some
of the eClosing platforms. This may spur some lenders to get on board because
they use XYZ company, but the lender has to be on board. The agent can’t conduct
eClosing without their buy-in. So, if you have a lender that doesn’t have the
capabilities or hasn’t put the resources into it, it doesn’t make sense for the title
agent to spend the time and resources to invest in these solutions if the lender
can’t do it anyway,” said Danielle.

MOVING TO ECLOSING
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Evaluate your market and company to
determine which solutions fit best

Jeff Stein notes, “Balancing risk and convenience surrounding digital info and closings will be an ongoing
challenge for Title Agents and the industry. The many technology solutions must be evaluated to
determine their effectiveness and security. We have been working with many vendors and have found
that there may be different solutions which are better for different marketplaces.”
It may sound enticing to be a part of all these new advancements, but it may not make sense to your
business. This is true of eClosing solutions, blockchain initiatives, and any other business tool you may
consider a valuable addition to your operations. Many of these new applications and procedures, like
remote notarization, are available in only a couple of states with a select few other states pending
legislative direction for implementation in the near future.
Remote notarization involves signing and notarizing legal documents without being present in the same
room as the notary. The concern for security means that states are far more cautious approving laws to
make it possible in more places. However, electronic notarization, where documents are signed and
notarized electronically in person is allowed in more than 25 states.
Be sure to review and understand what your state laws currently allow and if there are upcoming
changes to legislation to allow for digital solutions. Establish yourself as an authority in the industry by
educating others on these upcoming changes and what the impact will be in terms of improved
workflows and cost savings for lenders and consumers. The forecast for mortgage origination is expected
to take a slight downturn as mortgage rates continue to increase and refinances are anticipated to fare
even worse. Any cost savings that you can build into your services through technology upgrades will be
especially valuable to those in the mortgage industry.

MOVING TO ECLOSING
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Understand what your underwriter will
and won’t cover

Even if your state allows for either remote or electronic notarization, it's important
to know where your underwriter stands on the procedure. Once you confirm
where your underwriter stands on the details of eClosing, your company can
examine which solutions meet your standards for security and fit your daily
operations.
“By federal law, every state allows individuals to electronically sign documents,
but some people interpret that federal law to also enable electronic notarization
and some people think that there needs to be a specific law to enable the
notarization piece. Because notary laws are at the state level and controlled by
each secretary of state, some underwriters have taken the position that the state
and federal law enable electronic notarization and some companies are taking a
more conservative approach.
Have a conversation with your underwriter to confirm what types of transactions
they will insure,” recommends Danielle.

MOVING TO ECLOSING
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Ensure your eClosing solution has a high standard
of security

“With best practices, one of the big things is safeguarding nonpublic personal
information, so I think that’s a critical point for title agents to make sure whatever
vendor they’re going to be working with for eClosing, what kind of safeguards and
security are available,” advises Danielle.
Similar to moving to a cloud computing solution, settlement agents should ask:
Who is storing the information?
Where is it stored?
Who has potential access to it?
How much control will I have over my information?
Title companies and real estate law firms should carefully vet their prospective
vendors, so they understand how nonpublic personal information will be affected
by switching to an eClosing or cloud computing solution for their business.

MOVING TO ECLOSING
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WILL BLOCKCHAIN BE BIG OR GO BUST IN 2019?

Time will tell whether [Blockchain] will ultimately provide a significant

shift in our industry. Blockchain, used appropriately appears to have the
potential for robust security through the use of security keys and

authentications. As we move forward with applications of Blockchain,
we will have to be vigilant in vetting the security in each application.

- Jeff Stein

Alliant National Title
Unlike other networks that can be compromised by just one computer infected with
malware or ransomware, a blockchain network has to have at least 51% of computers
hacked in order to alter any of the recorded information on the digital ledger. This has
huge implications for securing and verifying property title rights within land records.
Of course, solving the issues that title insurance protect against isn’t as simple as
writing a few lines of code and flipping an on a switch. While this type of technology
may guarantee 100% valid titles for new builds moving forward, there are over 3,000
counties in the United States with countless records on properties. Ensuring security
will be an easy feat compared to laying the groundwork of searching back titles and
convincing every municipality to convert to a digital record keeping system.

BLOCKCHAIN OR BUST?
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Regarding all the hype around blockchain, John observes, “I don’t think it's going to
change the industry overnight. I think it’ll take a long time to get arms around all the
constituents in the process as well as the state and federal regulatory apparatus.… I
won’t say it’s insurmountable, but it's a difficult task.”
Another question is one of accessibility. Whether land records will be kept in a public
and truly decentralized digital ledger or whether various private entities will have
their own proprietary ledger is uncertain. It’s most likely that we will see some sort of
hybrid with underwriters controlling access to back title they insure while other
aspects of property information will be available to the public. The need for
experienced professionals to verify and provide assurance that there are no errors
affecting a new owner’s rights will still remain.
Ted predicts, “There’s a lot of hype currently about blockchain, but we feel we are
about 10 years away from blockchain real estate transactions affecting us.”
So, its safe to say that blockchain won’t be revolutionizing the title industry in 2019,
but we’ll continue to see small steps within the industry toward utilizing the
technology in the near future.

BLOCKCHAIN OR BUST?
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THANK YOU TO OUR CONTRIBUTORS!
To learn more about how PropLogix can help settlement agents grow
their business, check out our website.

WWW.PROPLOGIX.COM

