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Managers Memo: Stress Reduction
by Sean Harley

Several years ago, needing a few more hours of continuing legal education and not
finding any real estate related seminars of interest, I signed up for a session on reducing
your stress.  I was hoping for the secrets to carefree living and enjoyable work
experiences.  The speaker’s message was less than inspiring however.  His main point
was you could reduce stress by lowering your expectations.  Hardly the motto a business
wants adopted by its’ managers.

Over time, I have come to appreciate the point of view of the speaker by lowering my
“unrealistic” expectations and thus reducing my “unfounded” stress.  My message to you
is to recalibrate your expectations for your business from the record setting volumes of
2004 and 2005 to the more sustainable levels from 2000 through 2002.  You should still
expect improvement by your business each year, but it must be measured against the
realities of our current market and achieved through reduced expenses, improved
efficiencies and growth in the caliber of your staff.  If your expectation is order counts
comparable to 2005, you will have stress because that goal would require huge gains in
market share.  If the target is a better per file profit margin than in 2005, you can realize
success through improved process flow and better utilization of technology.

What message do you send to your staff by using goals based on the best years in the
history of our business?  Many will realize that a bonus is only available to them if and
when the market is at record levels.  The staff is demotivated and coasts across the finish
line for the year.

How about goals based on improved profit margins, better turn times and staff
education?  Those are achievements within the control of management regardless of the
market conditions.  Setting these targets, tracking progress and then rewarding success is
a model that will reduce “unfounded” stress and motivate your team.

Can all stress be eliminated?  Of course not.  But adjusting the expectation to be realistic
in the current conditions and operating relative to those conditions will prevent the stress
of failure to achieve an impossible goal.  It may also keep your expenses from remaining
inflated from record markets in the recent past.

Title Views: by William Zabkar

The Ohio Legislature has enacted and the Governor has signed H. B. 294 which among
other things provides for an expedited foreclosure proceeding for abandoned lands.  The
new law became effective September 28, 2006.  The portion of the bill dealing with the
expedited foreclosures enacted §323.65 through and including §323.78 O.R.C.  The
definition of “abandoned lands” set forth in §323.65 O.R.C. is as follows:  “Abandoned
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Land means delinquent lands or delinquent vacant lands, including any improvements on
the lands, that are unoccupied and first appeared on the abandoned list or the delinquent
tax list or delinquent vacant land tax list.  If the land in question falls within one of these
lists, in lieu of utilizing the judicial foreclosure proceedings a county board of revision,
upon the board’s initiative, or by resolution may foreclose the state’s lien for real estate
taxes or upon the complaint of the tax certificate holder, foreclose the lien of the
certificate holder.  The board of revision shall dispose of the abandoned land by public
auction.  Upon any adjudication of foreclosure under §323.65 to §323.78 O.R.C. may
prepare final orders of sale and deeds.  The sheriff shall execute and deliver any forms
prepared in the same manner as in civil actions.  However, the board may create its own
order of sale and deed forms.  In addition to all other duties and functions provided by
law, the clerk of court, in the same manner as in civil actions, shall provide summons
and notice of hearings, maintain an official case file, docket all proceedings, and tax as
costs all necessary actions in connection with the foreclosure.

A parcel of abandoned land that is to be disposed of under this section shall be disposed
of at a public auction,  which was properly advertised, for at least 21 days prior to the
date of the auction in a newspaper of general circulation in the county where the land is
located.  The advertisement shall include the street address of the land, if available, the
date, time and place of the auction, the permanent parcel number of the land and a
notice stating that the abandoned land is to be sold subject to the procedures set forth in
§ 323.65 to §323.78 O.R.C.

Upon the sale of abandoned lands the owner’s fee simple interest in the land shall be
conveyed to the purchaser.  A conveyance is free and clear of any liens and
encumbrances of the parties named in the complaint for foreclosure attaching before the
sale, and free and clear of any liens for taxes, except for federal tax liens and covenants
and easements of record attaching before the sale.

If the purchase price of abandoned land sold is for less than the sum of the liens against
the abandoned land and the costs for the proceeding upon the sale, all liens for taxes due
at the time the deed of the property is conveyed to the purchaser following the sale, and
the liens subordinate to the lien for taxes, shall be deemed satisfied and discharged.

If a public auction is held for the abandoned lands but the land is not sold at said auction,
the county board of revision may order the disposition of the abandoned property, at the
discretion of the county board of revision, at a subsequent public auction within 60 days
after the first public auction at a price that is the lesser of fifty percent (50%) of the fair
market value of the abandoned land as currently shown by the county auditor’s latest
valuation or the sum of the taxes against the abandoned land plus the costs of the
proceedings.  If the abandoned land was not purchased at the second public auction, a
community development organization, or any municipal corporation, county or township
with which the land is located may file a petition with the county board of revision for
transfer of the land to them.  The board of revision, by resolution, will order the sheriff
to transfer the land to the community development organization, municipality, county or
township upon payment of a negotiated price.

This new expedited foreclosure process was designed to get these abandoned lands sold
as soon as possible to promote redevelopment.  The constitutional safeguards applicable
to all civil matters would also be applicable to these foreclosures.

Odds and Ends: by George Naumoff

Chasing the dream. Trying to find the pot of gold at the end of the rainbow.  We have all
heard of these phrases, but at times we don’t pay attention to the message they impart.  I
dream of becoming a star on the PGA tour someday, but a poor swing and the attention
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span that is only matched by my eight your old daughter’s have brought me to the
realization that such a goal is not realistic.  As business has come back to more historical
levels, many of our agents seem to be chasing the orders across state lines and all over
the country.

While striving to grow your business is and should always be a goal, is becoming a
multi-state or national agent realistic for you?  For some operations the answer is yes,
but for many others the answer is no.  Before going out of our fine state, you need to ask
yourself some very hard questions.

1. Expertise.  Are you familiar with or employ someone who is experienced in
handling transactions in that state.  It is often tempting to say that a refinance is a
refinance, regardless of which state you are in, but with the increasing amount of
regulation of our industry this is not the case.  We see in Ohio, where CPC
coverage and surety bonds are all the rage, that simply closing the transaction is
not enough.

2. Vendor Management.  Do you have a system in place to manage the numerous
vendors needed to complete the transaction?  Its not enough to find someone that
will do the work, but you will need someone to do the work well.  We all know
that in this business we do not have the opportunity to make mistakes especially
in the quality of service.  That one mistake might not only cost you that deal, but
your business here in Ohio as well.

3. Staffing.  Are you prepared to handle the influx of orders?  You will find that
you will devote more manpower to close out of state transactions than local
deals.  Also, you will need to have staff in place at times that are convenient for
those particular states.  Remember that you might be crossing time zones.
Packages will be arriving late for closings, regardless of where the deal is
closing.

4. Pricing and Premiums.  Not all states are fortunate to have rates that we are
accustomed to here in Ohio.  Many states have rates that are a fraction of what
we would charge.   Is this going to be cost effective?  Can you compete on
pricing level with the local service provider?  Costs of doing business are much
higher transacting business in other states.  Have you done a proforma of income
and expenses?  How many orders are you expecting?

5. Service Levels.  You customer uses you because of the level of service that you
provide to them.  Can you duplicate that level on out of state transactions?  More
importantly, will chasing those deals cause you to provide a lower level of
service in your home territory?

6. Legal.  Do you know all of the legal issues in that state?  Have you made
arrangements with attorneys to prepare deeds and other instruments?  Is an
attorney necessary to close transactions?

7. Are there other means available. Have you looked into partnering with a local
agent?  Have you looked into the vendor management program with Stewart?

Before venturing out or promising to venture out with your customers, please give me a
call and we can discuss.  We need to find the best method to handle your unique
situation.  Often times, the best deals that we make are the deals we turn away.  One
whiff can cost you a lot of time and money.  Don’t make this decision without doing
your homework.
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3 Generations in the Title Business: by Ned
Endress III

The one most important attribute in employing a search company or examiner is the
level of experience and expertise.  Some examiners have been in the business only a
short period of time.  They have learned to perform searches under the expedited
standards to which we have become accustomed.  Others have been in the business for a
while, and have gained experience over an extended period.  Others were thrust into the
title business from birth.  I am one of those.

I represent the third generation of my family in the title business in Ohio. My
grandfather got into this “racket”, as he refers to it, around 1950. At 89, he still goes to
the office every day. He only spends an hour or two there nowadays, mostly reading the
Wall Street Journal and tracking his stocks. He will not touch a computer.

In the late 1940’s, my grandfather was a teacher and basketball coach at a Catholic high
school in Akron. He taught business and history, but he had his eye on law school.
Around 1950, he began attending law school at the University of Akron. He continued
teaching and coaching, and also began another lucrative part time job to help make ends
meet.

The best man at his 1941 wedding was an attorney/title agent. He offered to teach my
grandfather title abstracting. My grandfather quickly learned the process. His schedule
for the next four years consisted of teaching in the morning, running titles in the
afternoon and attending law school at night. All the while he was providing for his wife
and 4 young children (3 boys and a girl).

In 1968, my grandfather partnered with 2 other Akron attorneys and formed a new title
agency. But he was not the kind of man who liked to have to come to a consensus when
making business decisions. So he left his partners (amicably) in 1970 and started a new
title agency with his middle son who had just finished college. My uncle’s compensation
package was $50 a week, the use of a car and a room at my grandparent’s house. How
could he pass that up?

A few years later, the oldest son (my dad) joined the business. My dad had a decent job
with the City of Akron when my grandfather started the family business in 1970, and he
was unwilling to take the risk or cut in pay at that time. He had a young family (me) to
think of, after all.

My grandmother never liked the idea of a family business. She had grown up on the
edge of poverty and wanted to see her children utilize their education and talents in other
arenas. She would not allow business to be discussed at the dinner table, and she
managed to keep her only daughter out of the business. She was a smart lady.

The youngest son served a 5 year sentence with the family business in the late 1970’s
before moving to greener pastures in Columbus. But the father and 2 sons were not
finished recruiting family members. I joined the team in 1991. I had worked summers in
high school and college, so I had some idea what I was getting into to. My little brother
worked for the family for a short time after college as a sales rep, but decided that
becoming an officer in the US Navy was a safer way to make a living.

In 1996 my family sold the business to Lawyers. We continued to work for Lawyers for
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the next 10 years or so. My dad retired to Florida in the summer of 2005. I left to try my
hand with the competition a few months later. My uncle still runs the Medina and
Summit county offices for LandAmerica/Lawyers title.  And my grandfather still comes
in each day to keep an eye on things.

About a year ago, I received a call from a friend in the business who is the Ohio Senior
Agency Manager with Stewart Title. He wanted to start a search company, and I had
experience doing just that with 2 major underwriters. In September of 2006 I joined
Stewart Title as manager of the newly formed Stewart Ohio Agency Resources (SOAR).

It’s this type of experience that sets SOAR apart from the competition.  Our staff is
highly qualified and experienced.  Let us handle your search and exam needs throughout
Ohio.

If you would like to share the story of your family business, or learn more about SOAR,
please contact me at nendress@stewart.com or 614 818 1118.

Claims Corner By: Frank Long

ANNOUNCEMENT:

I am pleased to announce that Maura Binder has joined me in the claims department.
Prior to Maura joining the Stewart Ohio office in March, I had the pleasure of working
with her on claims through her work as a private practitioner where she frequently
represented Stewart’s policy holders in litigation matters.  The quality of her work was
always exceptional, and all of us in the Ohio office are excited to have her as part of our
team.

Maura has focused her legal career on real estate law and business and commercial
litigation, with an emphasis on title insurance, foreclosures, mechanics lien law, estate
transfers and exchanges, and zoning and probate work.  She is an active member of the
American Bar Association, the Ohio State Bar Association and the Columbus Bar
Association.  She was admitted to the Ohio Bar in 2004 after receiving her Juris Doctor
from the Moritz College of Law at The Ohio State University in 2004.

Maura earned her undergraduate degree at the University of Dayton in 2000.  She also
completed studies at the London School of Economics and Political Science.  During her
third year of law school at The Ohio State University, she also studied at the Institute of
Advanced Legal Study, University of London in the United Kingdom.

Maura is originally from Cincinnati and enjoys traveling in her spare time.  Feel free to
call her on any claims-related matters or simply to say hello.  She looks forward to
meeting all the Stewart agents so take the time to introduce yourself at agent outings and
seminars.  You may contact her at mbinder@stewart.com or 614-823-5504.
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Happy Summer

Summer - the time for concerts in the park,

Vacations and swimming, and dancing 'til after dark;

Children with popsicles or watermelon sweet,

Playing at the beach and letting water cool their feet.

Parades with clowns and a marching band -

So much to see and do across the land.

Intense heat; the fury of the sun -

It doesn't seem to matter - everyone has fun.

Lightning, thunder, or gently-falling rain;

Going to the park to enjoy a baseball game.

Summer - the time we look forward to -

Happy Summer To All and good times for you!

Joan Adams Burchell
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