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Managers Memo:  

by Sean Harley 
 

How bad is it?  This is the opening question in the majority of my 

conversations with agents in today’s market.  After admitting it is as bad as I 

have seen in my twenty-three years in practice as an attorney, the agent and 

I usually swap horror stories about office closings, customers and 

competitors.  The conversation then usually turns to how long will this last 

and could it get worse.  Feeling as if I needed more perspective on these 

issues, I consulted with some agents with over forty years of experience in 

the real estate business.  The consensus was that the most comparable time 

frame was 1979 to 1984 in terms of low volume of deals.  That era was 

marked by fuel shortages, interest rates in the high teens and high levels of 

unemployment.  While gasoline prices are high today, unemployment 

remains relatively low and mortgage rates are still extremely attractive 

relative to historical data. 

So why are so many agents suffering so much today?  The number of agents 

competing for the shrinking order volume is dramatically higher than years 

ago.  Add to that factor the number of orders which are funneled into 

affiliated business arrangements and the result is a very difficult market for 

agents trying to capture orders in a traditional sales approach.   

You are probably thinking, “that is great, but what do we do to survive this 

mess?”  Move back to the fundamentals that made you successful in the first 

place.  Personal attention to clients, the highest levels of service at 

reasonable fees and creating mutually beneficial relationships with customers 

and vendors (including underwriters) are musts today.  Everyone in your 

office must be invested in selling all day, every day.  The receptionist needs 

to greet repeat customers by name and smile through the phone on every 

call.  The owner/manager needs to be in front of the customers more than 

ever, asking how can they help their customers business and make working 

with the agent easier and more efficient.  Spend the time following an order 

from start to finish looking for ways to speed up the process and cut costs.  

Don’t accept “that is the way we always did it” as a reason for keeping any 

steps in the process. 

Work with your agency manager at Stewart Title to take advantage of 

discounts from Stewart Preferred Vendors on overnight services, cell phone 

plans, copier/printer/scanner equipment and other services.  Discuss ways to 

use electronic policy inventory and reporting/remitting to make our 

relationship stronger and less of a burden for your office.   

Ultimately, the strong will survive this downturn and those agents will be 

better positioned to profit when business gains traction, if the steps outlined 

above are implemented now.    
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Odds and Ends: by George Naumoff 
 
Change 
 
The only consistent in life is change.  As a reminder to all, it is how we deal with 
change that sets ourselves or our agencies apart from others.  As times in our 
industry have toughened, it is necessary that we are forced to make tough 
decisions.  How we come through those decisions depends on how we respond to 
the challenges.  No one is immune or bulletproof from the vagaries of change.  
Embrace the change and work to make things better despite the challenges it 
imparts upon us. 
 
Winter 
 
Winter is upon us, and if you are like me, its time to put the screens away and put 
in the storm windows, and tighten up the house for the cold months that lay 
ahead.  All of the economic forecasts indicate that this winter might not be the 
best for our industry.  We should be looking to tighten our processes up.  Tighten 
up your work flow and security measures.  Get policies and remittances cleaned 
up and in good order.  Look at how your operation can get better.  Take a tour of 
www.stewart.com to learn about all of the products and systems available to 
you, and see how they can help you retain and grow your book of business.   
 
Making Chicken Salad from…. 
 
The time to develop a marketing strategy is now.  Do not wait till times are 
“good”, if you do you will find yourself lagging behind the competition. There is 
business out there as more people leave the business, look hard and work hard 
and you will find it.  Make sure that your marketing efforts are coordinated, 
sending a consistent message.  Remember that you are laying the ground work 
for the future. 
 
Continuing Education 
 
Take time to learn more about or business and provide opportunities to your 
associates and staff to do the same.  If you did not sign up for the November 
seminar take time to do so.  The more knowledgeable your office is the more 
likely you will be to get and retain business.  Look to www.stewart.com for web 
based seminars that allow you to grow your staff. 
 
Holidays 
 
Take the time to thank your co-workers, staff, friends and families for all that 
they do throughout the year.  Our time on this earth is short, and we need to take 
every opportunity to say “thanks” or show our appreciation to those that mean the 
most to us.  Wishing you all the best and safest holiday season. 
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Website links frequently used: 

http://stgoh.com 

http://stewart.com 

http://olta.org 

http://alta.org 

http://www.ins.state.oh.us 

http://www.ohiorecorders.com 

https://www.stewartmarketing.com 

http://www.vuwriter.com 

https://www.stewarticl.com 

http://www.irs.gov 

https://specialalerts.stewart.com 

http://www.apiexchange.com/apim

ain/0page/add.php 

 
 
 
 

 

Marketing Memo: by Lydia Bellknap 
 
A good many of you are diligently working to catch up on your Stewart remittances.  
Many are still catching up from the refinance crunch where you simply didn’t have the 
time to report the policies to any of your underwriters.  We want you to know that we 
sincerely appreciate your efforts and ask you to keep up the good work.  If your agency 
has large stacks of policies which have not been reported to Stewart, please do your 
utmost to get them in by the end of the year. 
 
At Stewart we report our revenues, not by the funds that you have sent preceding the 
policies, but by the actual posted policies.  More importantly, we base our reserves on 
those policy postings as well.  So your assistance in getting your policies reported on a 
timely basis is extremely important.  With that said I wanted to go over a few 
housekeeping issues and tips that might ease your reporting. 
 
Many of our agents that are not on our AIM software are using the Ohio Excel 
Spreadsheet to report policies, a quick and easy method that requires minimal data entry 
on your part.  If you do not have the spreadsheet and are interested in more information, 
contact your agency representative.  Please note that the spreadsheet is an electronic 
method of reporting and the layout of the form can not be changed in any way.  It can be 
used for initial reporting of policies and endorsements.  It is also an easy method to 
report closing protection coverage.  IF you have corrective or additional information 
from a previous remittance, please contact your agency representative to walk you 
through the procedure. 
 
Speaking of closing protection coverage, there seems to be some confusion as to how to 
report the funds. You do have to offset the funds with a charge otherwise you will 
continue to have a credit balance….so you do have to complete a very brief report,  and 
we are basically viewing them as if they were reporting an endorsement.  Stewart does 
have an Excel spreadsheet specifically for this purpose; please contact your agency 
service manager  if you wish to have one.  
 
Also note that your closing protection letter funds as well as your policy remittance 
funds should never be in your operating account.  Ideally they should be in a separate 
remittance account or checks for our portion of the remittance should be cut from the 
closings and held in the file until you report the policies.  
 
Remittance statements are sent out to our agents once a month if there has been activity.  
These normally go out around the third week of the month for Ohio.  Many times if you 
have sent a check as well as a remittance report, the funds will be posted first.  So you 
may get a statement showing a credit balance as the policies will be posted within the 
following weeks.   If you get a statement reflecting a balance of ($2,045.23), that simply 
means you have $2,045.23 credit with Stewart and we need your policies posted to offset 
this credit.  Your statements are your way to confirm entry of policies, posting of funds, 
posting of closing protection letters, etc.  It is extremely important that you review your 
statement each month and share them with staff that is working on policy remittance.  If 
you feel something has been posted in error, please contact your agency representative 
for assistance. 
 
Stewart understands that you may be short staffed, but want you to know how important 
it is to get your policies reported on a timely basis.  Your agency representative is your 
first line of help and will make the process as easy as possible.  We appreciate your 



 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

business, your loyalty and your assistance in reporting your policies.   
 
*********************************************************************** 

 
Stewart Special Alert 

Closing/Fraud Alerts 
 
You may use Stewart Title Guaranty Company’s database to check whether the lender 
you are doing business with is, in fact, still in business.  The same database you use to 
search for Specially Designated Nationals can also be used to search for Stewart Title 
Closing/Fraud Alerts.  Once you are on the site simply check the “Both” circle and you 
automatically check both databases.  You should be checking these databases for each 
and every transaction for each and every party to the transaction.  

 
***************************************************************** 

Automation Advise:  by Tom Fiegl  

Down Time Does Not Mean Idle Time:  
As we have all heard and felt, we are in a down cycle in the land title industry.   
Those of us that have a few hash marks on our sleeves have been through this 
before and the business tends to cycle back up over time, it always does.   
 
My experience during down times in the title business tells me that companies 
tend to resist change and try to weather the storm.  Make do with what they have, 
delay expansion and upgrades.  Admittedly, I have never owned an agency, and I 
don’t have an argument against taking a conservative bent.  But consider this:  
how can you take advantage of this time and make yourself better positioned to 
take on the market when it does come back?   
 
Now is the time to look for ways to make your operations better.  Time is freer, 
and since the last business boom, how many things have changed, maybe even 
improved, since your last survey of the landscape?   
 
When was the last time thought about your internet service?  So much of what we 
do every day is Internet-based.  Lender packages, payoffs, increased use of email 
and even some production systems are all Internet based.  Take a look at what 
you pay monthly for the service you are getting and then start to shop.  Can you 
get more service for the same price?  How about bundling services like internet 
service and phone?  Will that shave a few dollars off of your monthly fixed 
costs?   Find out what is available now that did not exist the last time you 
explored this facet of the business. 
 
Computers.  Realistically, they are our greatest business tool.  Are some of your 
machines due to be replaced?   Would new monitors make a difference to your 
staff?  Shop around for pricing on new PCs.  Do you have room in your budget to 
replace one machine every month or every other month?  Buy as much computer 
as you can afford, with an emphasis on memory.  1 GB of RAM is a good point 
of reference.  Something to keep in mind if you intend to replace machines:  
make sure what you buy will work with your production software.  Your 



 
 
 
 
 

 

software support people should be able to tell you that.   Ask them if there are 
any updates planned and how that will impact your research and or decision 
making. 
 
Multi purpose machines seem to be the trend in title offices.  Those copiers of old 
can now print, copy, scan and send email.  Is now the time to say goodbye to that 
old trusty fax machine and that copier that has been around forever, and get 
something that will allow you to increase your efficiencies?  You might be able 
to eliminate some printers and a fax machine and replace it with one machine.    
There are machines for all levels of use, and brands abound.  Get familiar with 
what these machines can do for your office. 
 
While we’re on the topic of scanners, think about this:  what is the TRUE cost of 
a copied file in your office?  File folder, paper, toner, time to scan and assemble 
the file, file cabinet, storage box, square footage in a storage facility.  Multiply 
that by the number of files you will create and how many files already stored. 
Many offices are looking at some type of digital storage and off-site archiving.   
Look into the basics of this process – can this save you time and money in the 
long run, and at the same time increase efficiencies in your office practices?   
 
How about your title and escrow production system?  Can you create and report 
policies quickly and efficiently AND electronically?   Transaction Management 
Systems?   Are there any other features in a program that you would like to see?   
Take time to look around at the options offered by the vendors in this arena.  
What was possible three or four years ago may be just the beginning for bigger 
and better features that have become the norm.   Additionally, examine your user 
and licensing agreements with your software provider.  You may be paying 
monthly support for users that are no longer with your company.  Can you adjust 
your monthly support to reflect your staffing levels?  Stopping any ongoing 
support altogether is an individual decision, but keep in mind that sometimes that 
will deny you from receiving any product upgrades or support in the future.   
 
As we approach a typically slow time of the year, up market or down market, this 
might be just the right time to educate yourself about advances in the way you do 
your business.  I have only listed a few areas to investigate, but think of all of the 
other moving parts that go into a successful title and escrow company.  Don’t be 
afraid to ask a question or ask questions of a number of people to find a common 
ground from which to work.  You don’t have to change everything all at once; 
but why not take a look around look for ways to better your operations?  In this 
business climate, offices are looking to get more of an edge over their 
competition than ever before.  The time is right; make your first call today! 
 
***************************************************************** 
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Snowflakes 

by Linda A. Copp  

Snowflakes spill from heaven's hand 
Lovely and chaste like smooth white sand. 
A veil of wonder laced in light 
Falling Gently on a winters night.  
Graceful beauty raining down 
Giving magic to the lifeless ground. 
Each snowflake like a falling star 
Smiling beauty that's spun afar.  
Till earth is dressed in a robe of white 
Unspoken poem the hush of night.  
 

 


