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Managers Memo 
By:  Sean P Harley 
 
This newsletter touches upon a couple of topics underwriters tend to avoid in discussion with their 
independent agents for fear of harming the business relationship.  I want to comment on a couple of issues 
of that nature because I think they deserve attention.  The first topic is claims.  Since I started in this 
business in 1986, the loss ratio for title policies in Ohio has been consistently in the 3% to 5% range of 
gross premiums written.  The loss ratio appears to be trending upward in the past few years and there are 
many possible causes.  Many point to the shortened search period used by most underwriters for platted 
lots, particularly in refinance transactions.  I believe the search standards are adequate to protect against the 
vast majority of title defects, but I do not believe all agents and examiners are applying the search standards 
as written.  We do not allow one or two deed searches; we require a one or two owner search with each 
transfer being a full fee interest with financing by an institutional lender.  Please be sure you are using the 
correct search standards and make sure your examiners have copies of those standards and are following 
the same.  Call our office if you need a copy of Stewart’s search standards for Ohio.  Following these 
standards will reduce losses and protect the title agent from contractual liability to the underwriter in many 
cases. 
 
The second topic involves the production, reporting and remitting of policies.  A transaction is not 
complete and any profit determined until the policy is issued, reported to the underwriter and the premium 
due the underwriter is paid.  A liability should be reflected on an agent’s balance sheet for premiums 
collected but not remitted to the underwriter, as well as a charge for the costs of issuing and reporting any 
policies from transactions closed but without the final steps completed.  Otherwise the agency shows a 
profit which is overstated and a balance sheet which does not paint an accurate picture of the financial 
health of the company.  This also impacts market share calculations and the ability of the Ohio Title 
Insurance Rating Bureau to compile financial information to support future rate increases for all of our 
benefit. 
 
Finally, all underwriting contracts require the agent to promptly reconcile their escrow account.  This is 
only for the protection of the underwriter, agency owner and the rightful owners of the funds in the escrow 
accounts.  The risks from check fraud, employee theft and bank error have never been greater than right 
now.  Imagine telling your employees and their families you are closing the agency because of a check 
fraud scam that was not the bank’s liability because the account was not reconciled and the loss not 
discovered until it was too late.  If the time or task is too much for you, call this office and we will refer 
you to our reconciliation service in Houston, Stewart Financial Services. 
 
At this time of uncertain future market conditions, every agent should take care of the basics to insure 
survival.  Take a moment to reflect on your practices relative to searches; issuing, reporting and remitting 
policies; as well as reconciling the escrow accounts.  We are counting on you to be around to represent 
Stewart Title for a long time. 
 

 
Title Views 
By:  William J. Zabkar 
 
Underwriting is a largely misunderstood and confusing process of the title insurance business.  In its most 
basic form underwriting is the conscious process of evaluating risk to determine insurability.  Each title 



insurance company has its own policies, guidelines, philosophies and procedures which define its 
underwriting process.  Each individual underwriter uses his/her experience, knowledge common sense, and 
a knowledge of the available insurance products along with taking into consideration the customer’s needs 
and/or requests and the regulatory climate of the particular state to evaluate the risks and determine the 
insurability of a particular title.   
 
The individual underwriter’s life experiences and business experience are of great assistance to him.  Past 
dealings with similar legal and factual situations and prior negotiations for various coverages allows the 
experienced underwriter to select from a number of potential solutions to reach best possible conclusions 
for the company and the customer.  The final analysis should not favor one side in favor of the other but 
should provide a solution that both sides find satisfying.   
The underwriter’s effectiveness is particularly impacted by his knowledge of applicable real property law, 
title insurance law, probate law, escrow/closing customs and practices, bankruptcy law and all other areas 
of the law that may impact the title to the real property.  Not only must the underwriter be knowledgeable 
about the current law, he must have an understanding of the laws in effect throughout every event in the 
chain of title.   
 
Every good underwriter develops an awareness of the probabilities of the worst case scenarios given the 
particular facts and circumstances.  An analysis of what the exact risk is and a probable, not possible, 
outcome if the risk is assumed is the common sense or pragmatic sense acquired by the underwriter.  
Probable outcomes not possible outcomes are analyzed.   
 
Based upon the underwriter’s experience, knowledge and common sense a probable outcome may be 
determined and the situation underwritten.  However, this particular resolution may not meet the needs of 
the customer, therefore, an additional factor may be thrown into the mix.  The business relationship with 
the customer must be analyzed and factored into the underwriting process to determine a resolution that is 
acceptable to the underwriting company and the insured.   
 
Finally the underwriter must consider the insurance products available and the coverages applicable to 
each.  The underwriter must understand the terms and conditions of all the applicable forms such that 
he/she may craft policy coverages to satisfy the needs of the insured as well as protect the company. 
 
Underwriting, then, is more of an art than a science.  There are no formulae in which to plug the facts to 
come up with an answer.  The underwriting decision is not performed in a vacuum but is made in a 
competitive marketplace, where outside forces lead to a great deal of negotiations between the underwriter 
and the customer.  Underwriting decisions are made every day with very few of those decisions leading to 
insurance claims.  The greatest incidence of significant claims, in the title insurance industry arises as a 
result of the applicable exception not being shown in the title insurance policy.   
 
The goals of any good underwriter are to minimize the risks assumed; assume only those risks that can be 
corrected, and; to protect the company.  The underwriter has many tools available, either via the internet, 
on disc or in printed format, an underwriting manual outlining in general terms the philosophies of the 
company.  There are many texts and treatises dealing with title insurance and real property titles.  The Ohio 
Title Insurance Rating Bureau’s Rates and Forms Manual also provides useful information about forms and 
prices of products.  The American Land Title Association has available a Policy Forms Handbook which 
explains the various policy and endorsement forms. 
 
Policy underwriting is performed every day in every transaction.  The decisions you, the agent, make every 
day affect the title insurance policy coverage.  You are an underwriter. 

 

UPCOMING STEWART FUNCTIONS: 
 
November 11, 2005 Fall Seminar (New location)  Clarion Hotel, Dublin, OH 
************************************************************************************** 



Tech Notes 
By: Tom Fiegl 
 
As we approach the end of the calendar year, it becomes time to think about some year-end 
housekeeping chores.   By keeping these things in mind and getting a plan in mind, you can 
control your situation rather than letting it control you. 
 
Year’s end means that tax season is right around the corner, and as a title/escrow professional, 
you may have some 1099 reporting to prepare for the IRS.  Many title and escrow software 
vendors have some sort of module to do the reporting, and may have a “patch” that they issue 
each year to address IRS regulation changes.  Keep that in mind as mailings and e-mails start to 
come in.  Take this time to organize your files so that you know which files need IRS reporting 
and which do not, and of those files that you will need to report on, make sure you have all of the 
required information, especially Social Security numbers. 
 
Review your leases and contracts with your equipment and service providers.  Which ones are 
coming up soon for renewal?  Which services and pieces of equipment are essential and which 
could you do without, or better yet, are there new services or models that can combine functions 
for a similar price?  Are there new devices available that could make your business more 
efficient?   Think both short-and long-term solutions. 
 
Start analyzing the work flow in your office and see if there are ways to tighten up some 
procedures, or those procedures can be made simpler by the introduction of some sort of 
technology.  Is it time for some sort of online transaction management system?  A scanning 
system?  Enhanced wireless services?   
 
Choose 2006 as the year you become more active in a local trade organization or even the Ohio 
Land Title Association.  Attend a seminar even if you don’t need the continuing education hours, 
or send some of the office personnel to a seminar to keep them up to date too.  Our industry is 
changing all the time and keeping up on the changes is a must.  Who knows, maybe the in-office 
staff will appreciate the chance to get out of the office and grow a little. 
 
Our industry tends to taper off as the year ends, so why not use this time to begin planning for the 
challenges that lie ahead next year?  With some forethought and careful planning, you may be 
able to make some significant changes to your operation which will reap rewards down the road.   
Make the end of 2005 a good one and set a plan to make 2006 your best yet. 
 
 
 

 
 
Back to Basics with the Three “R’s” 
By:  Lydia Bellknap 
 
With children returning to school this month many of you probably assume the Three R’s mean, Reading, 
wRiting, and aRithmatic.  But what I would like to discuss is much more pertinent to our industry as in 
“Report, Remit and Reconcile”.  Many of our agents have done a stellar job in all three areas, but some are 
struggling in one or two categories. 
 



First let’s discuss the importance of reporting those pesky policies that you worked so hard to close.  I am 
hearing from agency employees that many times the policies are completed and they are physically laying 
beside the manger/agent/owners desk for review. (Does this sound familiar?).  We understand your concern 
for accuracy and professionalism in the production of policies; however, underwriters honestly do not pay 
out claims on a policy that has a typo or transposed recording information.  If the policy only needs signed, 
please get it out the door.  The lenders you have been working with now seem to have more time for review 
and if they don’t get their policies on a timely basis they could remove you from their approved list.   And 
on a more basic level, if you had purchased new car insurance wouldn’t you want to receive your policy 
and proof of insurance on a timely basis?  The revenue received from title insurance is the lion’s share of 
your income, so we should value the product.   The Ohio office of Stewart has developed a quick and 
simple Excel spreadsheet as an additional way to report policies.  If you are interested in this product please 
contact me.  
 
Remittance….your contractual agreement with Stewart title calls for monthly reporting of policies, 
including a register and a check from your remittance account.  We understand business has been a bit slow 
this spring; however, agents should refrain from dipping into the underwriter remittance account.   This is 
cause for cancellation and notice to the Ohio Department of Insurance and unfortunately we have had to 
resort to just that on a number of occasions in the past.  To avoid this dangerous position, prepare your 
policies, ship and remit.  Stewart is proud of its network of agents and we want to maintain the highest 
degree of professionalism and mutual respect.  
 
Finally, we also require timely Reconciliations.  This is an extremely important function to control and 
prevent embezzlement and detect check fraud.  Your checking account statements should be reviewed as 
soon as they arrive and any discrepancies investigated immediately.  It is your responsibility to notify the 
bank of any suspicious items without delay.   If you find evidence of check fraud, but have not reconciled 
on a timely basis, the liability for the loss may become yours.   If your feel the reconciliation of your bank 
accounts has become too cumbersome or  you just hate doing them, contact me about Stewart assisting you. 
In the long run it may save you money. 
 
If you should need assistance with any of the 3 R’s, please contact me for further information.   Lydia 
Bellknap, Ohio Agency Manager 614-577-1973 
Or lbellkna@stewart.com 
 
************************************************************************************** 
 
Department of Insurance Licensing 
By:  Paige Taliak 
 
Stewart Title recently did an update of our Ohio Department of Insurance licensing records, we appreciate 
your responses containing current information on your licensed employees. It is very important that we 
keep our records up-to-date with the Department on the status of your business entity license and any 
individuals that may hold a title license.   
 
There are 3 types of license categories for individuals outlined below: 
 

Agent -  must take exam and may sign policies and quote rates.  Each agency writing with Stewart 
must have at least one individual with this type of license.  These individuals must be appointed 
by Stewart with the Department. 
 
Solicitor – must take exam and may quote rates as sales representatives.  These individuals must 
be appointed by Stewart with the Department. 
 
Marketing Representative – Limited Authority License; individual must register with the 
Department as a marketing representative, but DOES NOT take the exam and DOES NOT quote 



rates. These individuals DO NOT need to be appointed by Stewart with the Department.  A 
Marketing Representative DOES however have to be appointed by the Title Agency. 

 
It is imperative that you contact your Stewart Agency Representative when and if you have any change in 
staff that holds a license.  We need to appoint any new employees you hire with a license and we must 
terminate appointments of any individuals who leave your employ.   
 
To get licensing information or to obtain a license, visit the Department of Insurance website – 
www.ohioinsurance.gov and click on Agent & Agency Services.   
 
We appreciate your assistance in keeping our records current!!!  Please contact your agency representative 
if you have any questions on licensing. 
 
Paige Taliak – 440-979-9622 
Lydia Bellknap – 614-577-1973 
Heather Weitzel – 330-604-0021 
George Naumoff – 614-823-5615 
 
 

 


