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Managers Memo:  

by Sean Harley 
 

Help is on the way!  I know you are worried the Ohio real estate market is 

already in a deep freeze, foreclosures will continue to eat into home values 

and our unemployment rates will jump.  How can you be anything other than 

a pessimist and assume 2008 will be a total bust with no hope for a positive 

bottom line?  The economy is fast becoming “the issue” in the race for the 

White House.  Everyone is concerned and the story is being covered, 

rehashed and analyzed on a twenty-four hour, seven day a week basis, all 

with dire outcomes predicted.   

Rather than curl up under your desk and hide, I want you to accept the 

market for what it will be and make a plan to do more than survive.  Let’s 

play the game to win in 2008 and go back to work.  First, register to attend 

our February 12, 2008 program with RightNow Consulting.  Bring your sales 

manager, best salesperson and/or the key closer in your office.  The program 

will help you learn how to make a plan for profitability, how to set out the 

goals and activities to achieve the plan and strategies to maintain 

accountability to the plan for the period of time covered.  This is always 

important to success, but it is even more imperative this year as the market 

conditions look to create a roller coaster ride for Ohio.  

This is not a sales seminar that was designed for another business and is 

being modified to apply to title insurance.  The professionals at RightNow 

Consulting have focused on selling to real estate professionals by title agents 

and conducted thousands of interviews to learn the keys to working 

successfully with realtors and lenders.  Stewart is utilizing RightNow training 

for our affiliate offices and for our agency personnel throughout the 

company.  I have personally been in several sessions by RightNow on varied 

topics and always taken away valuable ideas, plans and a renewed 

enthusiasm for the business. 

Please join me on February 12, 2008 for this critically important program by 

registering today.  The information to register is available at the links below.  

Plan for a positive result in 2008 for your office by committing to the 

RightNow program.  I look forward to your feedback on implementing this 

program in your operation.   

Click here to get more information on the RightNow Summit.   

Click here to get the registration form for the RightNow Summit.  
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Odds and Ends: by George Naumoff 
 
Ohio Department of Insurance 
As you are probably aware, the Ohio Department of Insurance has postponed the time 
for examining and reporting under the independent audit.  See the Agent Alert for 
January 2008.  This postponement does not change any requirement that you have 
under your Underwriting Agreement with Stewart.  You are still required to reconcile your 
escrow accounts on a monthly basis.  Failure to do so will not only affect your STG audit, 
but it will also be a matter which the independent CPA audit will be required to note on 
its report.  The ODI may impose sanctions on you or your agency if they find a violation.  
Please make sure you reconcile on a monthly basis. 
 
Marketing 
Stewart is pleased to offer sales and marketing training with industry leader, Right Now.  
The training session is scheduled for February 12, 2008 in Columbus.  This company is 
focused on marketing and sales for the title insurance industry and should be very 
beneficial in mining and developing new business in 2008.  Please make sure that you 
are represented and attend this program.   
 
Also, please check out Stewartmarketing.com to see the latest and greatest gifts, 
promotional items, and materials.  These items can be branded with your agency logo, 
while enjoying the benefit of Stewarts national purchasing power.   
 
Slow Business, Monkey Business 
As the real estate market continues to struggle, we are seeing more and more deals that 
do not look quite right.   We need to remain ever vigilant to any types of scams and 
creative deals that might put us in danger of claims, license suspension or even criminal 
complaints.  There are those out there that are resorting to not so conventional means to 
get deals closed.  Not all of those are good deals.  Keep an unwavering eye on what 
types of transactions are being delivered to you.  Remember, sometimes the best deals 
we make are the deals we turn away.  Don’t be a statistic, and don’t sacrifice your 
business ethics and reputation for small, short term revenue.   
 
It is also time to keep our eyes and ears open to what is going on in our marketplace.  
There are rules in place that each of us are required to adhere to and keep inviolate.  
We need to be the watchdogs for our industry.  If you see or hear of suspicious activity 
please report the same to the ODI, or us.  This industry is only as good as the worst of 
us.  We want to make sure that all title agents are playing on a level field, and that our 
business is looked upon favorably.  
 
*********************************************************************** 

“Apples to Apples” by Ned Endress III 

 
Why utilizing Stewart Ohio Agency Resources makes economic sense for your 

agency 

 
With the passing of another holiday season, the real estate market in Ohio continues its historical 
decline. Unfortunately, recovery is not yet visible on the economic horizon. As a real estate title 
agent, you are almost certainly searching for ways to reduce overhead and control expenses. 

 
Stewart Ohio Agency Resources (SOAR) may be the solution you are looking for. We just 
concluded our first year of providing title abstracting and recording services to Stewart Agents 
licensed in Ohio. We are working diligently on enhancements to our software, products and 
services that we plan to incorporate in the first quarter of 2008. 
 
A common question I receive from Stewart Agents is “how does the cost associated with SOAR 

compare with the cost of my current search product?” 
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Although the cost of our product most likely exceeds your current abstract cost, it is important 
that you consider the value associated with our product and service and the actual cost of your 
current search product. With SOAR, you receive the following benefits: 
 

• Service in all 88 Ohio counties with consistent turn times & fees 

• Misc. services such as tax & legal, recording, lien search, chain of deeds, etc. 

• We utilize STGC search standards on every abstract 

• Each of our Title Officers is licensed with the State of Ohio Dept. of Insurance 

• Our product, the Title Search Report (TSR), is partially underwritten… if a judgment 
lien is “out by time”, we don’t show it! 

• AIM & SoftPro integration streamlines order entry & product delivery 

• TSR is delivered in a format that allows you to “copy & paste” directly into your 
software  

• Entirely paperless process means no more paper title file 

• Agent can contact us 24/7 via soar@stewart.com.  We will respond in less than 1 
business hour 

• SOAR product & service is RESPA compliant 

• “Pay as you go” title service reduces your overhead 

• No sign up fee or required minimum usage 

• Use of SOAR fulfills your obligation to conduct a reasonable examination of title 
pursuant to your Underwriting Agreement.  Should a claim arise from an STGC title 
policy because of an error or omission in the data provided by SOAR, there is no billable 
claim recovery against your agency    

 
We obtain the title abstract, review, type your report and record. This allows you and your staff to 
concentrate on more productive matters such as closings, marketing and customer development. 
We are here to serve you, the Stewart Agent. 

 
Should you have any questions or want to learn more about SOAR, please contact me at 

nendress@stewart.com or 800-909-3574. 

 

Ideas from Independent Agents: 
CLIMBING SCANNING MOUNTAIN 

By Gregory K. Klima, President, Title Access LLC  
 
It all started when we were reviewing a quarterly profit and loss statement, looking for items 
where spending might be getting out of hand.  One of the items that caught our attention was the 
storage expense item.  It appeared to be a large number for what we considered to be a marginal 
expense.  So we looked closer. 
 
What we found was surprising.  We were being charged, of course, for the room used to store our 
files.  The more files stored, the greater the monthly storage charge. But that wasn’t where the 
pain was truly felt.  When we sent new files to storage, we were charged an indexing fee. 
Whenever we requested a file, we were being charged a retrieval fee for each file to pull it from 
the storage company’s warehouse.  Add to that a delivery fee.  If we wanted the file right away, 
the rush delivery fee was outrageous.  And when we returned a file, there was the re-indexing and 
re-filing charge.   
 
Besides the cost, storing files off-site presented other problems.  Many times we needed to access 
a file as soon as possible but weren’t able to receive it in a timely fashion.  If getting the files 
wasn’t urgent, once a week we would make a request for a group of files to be delivered in one 
trip.  On occasion, files would get misplaced or lost altogether.  Our records would show that we 
sent or returned a file, but the storage company’s records would not show receipt of that file.  The 
result:  permanently misplaced files. 
 
We had heard about digitally storing or scanning files. At seminars, underwriters told us it was a 
good idea.  At technology conventions, vendors explained to us the benefits of scanning.  In 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

direct mail pieces, service providers teased us with how they were going to make our lives easier 
and more productive.  How could we say “no”? 
 
Our first step was to decide where the scanning would be done.  We looked at several vendors.  
Usually, these services charge a per file scanning charge, with prices of up to $15.00 a file.  With 
thousands of files to scan, when we did the math, we realized we would need financing terms to 
have all our files scanned by them.  Additionally, the vendors want you to store the files on their 
server at their location.  Almost all of them do provide an on-line site for instant access to the 
scanned files.  This is attractive because you have immediate access to your files and it is their 
responsibility to worry about things like digital storage capacity and back-up copies.  The service 
is not free, and after you use up all of your allotted space, you have to rent more hard drive space.  
It’s just like physical storage of file: the more space you use to store files, the more it costs you.  
After due consideration, we decided to scan the files ourselves and store them on-site. 
 
The next decision was what means we were going to use to scan the documents.  For us this was 
an easy decision.  We have a high-speed printer with scanning capabilities, which sends the 
scanned documents to a file in a designated place on one of our servers.   
 
However, getting to this easy part was not so easy.  First, we decided to scan old files that we had 
on site.  After they were done, we pulled files from storage.  The storage company charged us a 
per file “permanent removal fee” and a fee to deliver the boxes of files to us.  We had to decide 
how many boxes to request at a time, wanting to minimize the delivery charge by having as many 
boxes brought in one trip as possible. 
 
Next, we had to prepare the files to be scanned.  The documents had to be removed from the 
spindle, the staples had to be removed, the Post-It Notes and file notes had to be copied too.  We 
also decided to split each file into two parts:  Title and Escrow.  A top sheet was added to each 
part designating which part it was.  Finally, we had to copy the front of the file folder so that the 
information on the front could be part of the scanned file. 
 
Time to scan.  Because the files contain personal information of the parties in the transaction, we 
couldn’t just throw them into the garbage.  Instead, the shredding company we use brought three 
large containers to our office.  We threw the files into the containers after they were scanned, and 
the company emptied them as needed. 
 
On the server, all of the files were in a folder cleverly named “Scanned Files.”  But there were 
lots and lots of files. We created subfolders for each month and year (for instance, “January 
2006”) and then moved each file that had been renamed and marked as “scanned” to the 
appropriate file. 
 
When evaluating scanning solutions, keep a few things in mind:  how do you name the files after 
you scan them?  Can you append to that file if you have other materials to be stored?  Can you 
designate a directory that is easily accessible and clearly marked for your scanned files?  All of 
these things were matters we had to address as we went. 
 
We did not use an outside vendor, so we had to address the issue of backing up the scanned files 
(a good idea for ANY type of operation!).  Our approach was to have redundancy.  First, each 
night all of the scanned files are backed up to an on-site external hard drive.  Then once all of the 
files opened in a single month have been scanned, we copy the files for that month to DVD and 
store those off-site. One set of DVDs is in a safe deposit box; the other is at my house.  As a 
result, if there is a problem with the files on the server, we can access the on-site back-up.  If 
there’s a problem with the back-up files (which thankfully we have not encountered), we can use 
the DVDs. 
 
To retrieve, prepare, scan and process all of our files took over a year and a half.  We really did 
not have a plan in place before we started.  Our somewhat casual approach slowed us down quite 
a bit.  Preparing the files was never officially assigned to anyone.  Everyone was supposed to 
prepare files “if they had time.”  We did designate a single person to scan the files, but she was 
never put on any kind of schedule.  At one point, we hired a high school student to come in and 
work on the project, but the amount of time he could give us was limited.  When he was around, 
other people seemed to think that they didn’t have to work on the project because the student was 



 
 
 
 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

doing it. 
 
Time dragged on and on.  We would be really focused on scanning for a while, but then we 
would get really busy and the project would get pushed aside. Finally, two people were assigned 
to prepare files on a somewhat constant basis.  The rest of the staff was required to scan a set 
number of files each day.  
 
We started to approach the end of the job and got anxious to get it completed.  We decided to pay 
people a small amount for each file that they scanned over their daily allotment.  We also 
authorized overtime for people to prepare files.  We called our push to complete the project “Scan 
Your Way to the Holidays,” which got a laugh from everyone but kept them focused on the job. 
 
At last, two weeks before Christmas, 2007, we scanned our last old file.  To celebrate, we gave 
everyone a “comp” day off to be used during January or February of 2008. 
 
Our procedure now is that once the final policy on a file has been typed, the file goes to our 
receptionist to be prepared for scanning.  Afterward, we have a designated person whose job 
description now includes scanning the files. 
 
This was a difficult, sometimes frustrating process.  In order to get it done, we had to make 
scanning files a major priority and stay focused on the end result.  We had to “remind” people 
regularly to keep on their scanning, which wasn’t well-received.  But after we decided that we 
were going to get this done by a specific date, we pushed as hard as we could (without risking a 
mutiny) to meet that deadline.  And we did it. 
 
My advice if you are at the beginning of this process:  make a plan ahead of time and stick to it.  
Make your choices early.  If you can afford to use an outside vendor, it certainly is the easiest 
way to go.  If you decide to conduct the scanning in-house, set realistic goals. Assign specific 
tasks to specific people. Choose a number of files to complete each month.  Try to make the 
process fun by having a contest or giving rewards upon reaching set milestones.  And know that 
you aren’t going to complete the task in a day, a week or a month. 
 
Ah, but it feels so good when you’re done. 
 

Ideas from Independent Agents 
We will be featuring “Ideas from Independent Agents” as part of our future newsletters, 

consisting of articles written by agents.  These articles will help keep you up-to-date on 
practices and ideas for an efficient office, highlight specific achievements in an office, or 
other matters of interest.  If you wish to have an article included, please contact George 
Naumoff at gnaumoff@stewart.com. 
 

 

Groundhog Day 

Old Groundhog stretched in his leafy bed. 
He turned over slowly and then he said, 
"I wonder if spring is on the way, 
I'll go and check the weather today. 
If I see my shadow between eleven and noon, 
I then will know that I'm out too soon. 
I'll crawl back in bed for six weeks more, 
Pull up the warm covers and snore and snore. 
But if no shadow gives me a scare, 
I know that spring is in the air, 
I'll wake my friends and wish them cheer, 
With glorious news that spring is here." 

 
 


