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Scott Broshar
President, Absolute Title, Inc., Washtenaw
County, Ann Arbor

MLTA Involvement: I attend conventions
and education seminars on a pretty regular
basis. While not directly MLTA related,
I also speak to the local real estate bar
regarding title insurance and closing issues
facing our industry.

Personal Interests/Hobbies: I haven’t tried too many sports
that I don’t like — especially those with a board under my feet.
I love skiing (snow and water), wakeboarding, snowboarding,
windsurfing, kitesurfing, etc. Also love hiking, climbing, running,
yoga, golf — pretty much anything to keep me active. In my quiet
time I like to read, work crossword puzzles, and spend time with
my wife, Wendy.

Something about Scott: Both of our daughters have moved to
the west coast, so we don’t see them as much as we would like,
but we do like to meet them in Colorado for various mountain
adventures. And if we need a break from Michigan winters (which
we do love, but sometimes you still need some sun and warm) we
do like to explore islands in the Caribbean. I haven’t found one
that I don’t like yet, but I guess I'll just have to keep on looking.
I do show up to work and still love the title business after close to
35 years!
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New Members
Lakeside Title, LLC - Cadillac, MI

reQuire, LLC - Virginia Beach, VA

Corporation Service Company — Willmington, DE

Continental Title Agency, LLC - Tioy

Maureen Mitchell

Policy Department Manager, Parks Title,
Oakland County, Royal Oak

MLTA Involvement: MILTA Legislative
Committee, MITA Fall Seminar and
Legislature Day in Lansing

Personal Interests/Hobbies: I enjoy tennis
- both competitive and recreational

Something about Maureen: I was recently married in April
of 2013 in sunny Negril, Jamaica. (Which I high recommend
visiting!) I enjoy meeting with fellow title people and sharing
experiences and knowledge.

Steve Frank

Director of Client Services, Attorneys Title
Agency, Farmington Hills, Oakland County
— My territory is all of the Lower Peninsula

MLTA Involvement: Chairperson -
Sponsorship  Committee, member of
Convention Committee, past Chairman of
PAC, T regularly attend the spring and fall

education seminars.

Personal Interests/Hobbies: I enjoy spending time with my wife,
Jan at our place in South Haven, where we also “try” to have fun
golfing with our friends. We also get a great amount of enjoyment
hanging out with our grandchildren Cullum and Estelle.

Something about Steve: I was a trainer/observer for Doctor Paws,
a pet therapy program that allows certified dogs to visit nursing
homes, adult day care centers and hospitals. I also regularly visited
St. Mary Mercy Hospital in Livonia with my two golden retrievers
who were featured in the local newspapers and television for their
therapy work with the patients.

\

he MLTA Public Service Committee along with the
LTA Board, presented Sandra Pearson from Habitat
for Humanity Michigan with a $2,000 donation.
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by Allan Dick, Best Homes Title Agency, LLC

By now, you must certainly know that the CFPB has issued its final integrated mortgage disclosure rule (just
a few pages of detail) and the anticipated Closing Disclosure Form, with a new slogan” “Know Before You
Owe”. So, the waiting is over and the sorting out now begins for title underwriters, agents and their supporting
software companies. It should be an interesting few months ahead. And, like almost everyone else, the MLTA
is trying to stay ahead of the curve — not to compete with various webinars or underwriting bulletins, but with

Learn It. Surf It.
Live It.

TitlewWave

REAL ESTATE SOLUTIONS

TitleWave Real Estate Solutions

“We wrote the book on Quiality, Service, and Title Knowledge”

Order, Track, Produce. Online Anytime

e Customized products and services
for your specific needs

* Conduct business in many states at once

* Place your title order from a single website, with
access to TitleWave Support 24/7

Export your typed Title Product and eliminate
rekeying to the following software:

SoftPro, RamQuest, Closers Choice,
DisplaySoft, iClosing, Land Tech, Streamline,
Title Express, Title Soft, Turbo Title, WinTitle

Our Dedicated Title Professionals Will Exceed Your Expectations.
Just Grab Your Keyboard and Ride The Wave!

TitleWave

REAL ESTATE SOLUTIONS

Serving you in Indiana, Michigan, Minnesota, Ohio and Wisconsin.

www. TitleWaveRES.com
Phone: 855-616-8400 | Fax: 330-487-6790 | E-mail: Support@TitleWaveRES.com

L .
"«f; Abstract of Title |

some knowledgeable speakers from oty
SoftPro at the MLTA Spring poscecesew
Education Seminar that will dominate " TRt
our morning session. The afternoon
will include a panel of claims speakers
with scenarios and lessons learned (at someone else’s expense).
Should be enlightening and entertaining. Kudos to the
Education Committee.

This past fall’s seminar was an interesting off-shoot of last
spring’s Title Basics Boot Camp (often referred to as title
101). It combined speakers from the title and escrow sides to
guide us through the life of a title order from inception to and
including post-closing and the issuance of the final policies.
And it included some less familiar speakers, for the most part.
Not an unfamiliar speaker was Gregg Nathanson, who doubled
as an attorney and the “customer”, often stirring the pot with
questions from an outside perspective — challenging. All in all
it was pretty informative and at times amusing. But, speaking
of the Title Basics Boot Camp, rumor has it that this will be
reprised in February of March, again in East Lansing.

Of course, as the year draws to a close, economists like to
predict what is ahead for the coming year (it’s what they do).
Recently, Lawrence Yung, the chief economist for the National
Association of Realtors, announced his expectation that existing
home sales will remain mostly flat for 2014, but that prices
will increase by 6% on average. He also predicted that NEW
home sales will increase by 18.5%! That would seem to fit with
the Mortgage Bankers Association’s expectation that purchase
money loans will be up 9%, but that refinance activity will drop
57% (due to increasing interest rates), resulting in an overall
mortgage market decrease of over 20%.

With temperatures lingering in the teens, close your eyes and
contemplate the 2014 MLTA Summer Convention at Mission
Point on Mackinac Island. Maybe you better keep those eyes
shut. Having spent Thanksgiving in the Grand Rapids area,
and with the holidays all around us, I was tempted to adapt the
traditional song of the season to — ’'m Dreaming of a White
Thanksgiving. Sure hope that’s not a sign of what we should
expect throughout the winter season (too early for that much
snow, unless you are an avid skier or snowmobiler). But,
speaking of winter themes, I was amused by a recent ad slogan
from a waste management company: “Give thanks for what
you love — Rent a dumpster for what you don’t”. Here’s hoping
you have no need for a dumpster this holiday season, and have
a wonderful 2014!
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New Director of the Department of Insurance
and Financial Services Announced

Recently, there have been a number
of changes at the top of the Snyder
Administration. When State Treasurer
Andy Dillon stepped down due to
personal reasons, Governor Snyder
appointed Kevin Clinton as the new
Treasurer. Prior to that appointment,
Mr. Clinton was the Director for the
Department of Insurance and Financial
Services (DIFS). To fill that newly
created vacancy, Governor Snyder
selected Ann Flood who had been
serving at DIFS as their Chief Deputy Director. Before working
at the department, Ms. Flood worked in the private sector in the
insurance industry. She served as the executive vice president
and chief operating officer of American Physicians Capital, Inc.
(APCapital), a publicly traded medical professional liability
insurance provider based in East Lansing, MI. Before joining
APCapital, Ms. Flood served as senior vice president, corporate
secretary and legal counsel of ProNational Insurance Company.
Ms. Flood has also held various executive level and legal positions
at MEEMIC Insurance Company, PICOM Insurance Company
and Lansing General Hospital. Ms. Flood, a member of the State
Bar of Michigan and a registered nurse, has more than 25 years of
experience in the legal, insurance and health care fields.

In addition to these changes, Teri Morante also received a
promotion within DFIS. She is now their Chief Deputy Director.
MLTA has worked closely with Ms. Morante in the past as she
oversees the department’s Office of Consumer Services, Office of
Insurance Licensing and Market Conduct, and Office of Policy.

Michigan Legislature Reconvenes

The Michigan House of Representatives and state Senate took
a two week Thanksgiving holiday break from November 18
through November 29, 2013. They reconvened Session on
December 3 and expect to complete their work on December
13, 2013 prior to going on winter recess. At the time of this
article’s printing, the Legislature has not issued their 2014 Session
schedule. However, per the state’s Constitutional requirement,
they will reconvene at noon on the second Wednesday of the New
Year. Since we are currently in an odd number year, all bills that
have been introduced in 2013 will carry forward into 2014. It is
only in even numbered years that legislation expires at the Sine
Die (without day) adjournment.

7 Legislative Update

Work Continues on HBs 4638-4640: Neal
Case Fix Legislation

To date, MLTA has been successful in achieving two committee
hearings on House Bills 4636-4640, the Neal Case Fix legislation.
The bills are currently in the House Local Government
Committee, which is chaired by Representative Amanda Price
(R-Park Township). During the second committee hearing, Rep.
Price told MLTA that she intends to vote out the legislation when
the bills are brought before the committee again. She requested
several minor changes to the legislation and once those are
completed it is expected that the bills will be ready for their final
House committee hearing. Currently, MLTA is working with its
bill sponsors, staft and several other groups to ensure the needed
language is workable and in proper form.

Member Spotlight

Usually, the member spotlight is reserved for a member of the
Michigan Legislature. However, since MLTA also works just
as closely with the Executive Branch
of government, this quarter’s spotlight
will focus on Ms. Teri Morante who
was recently promoted to Chief Deputy
Director for the Michigan Department of
Insurance and Financial Services.

In addition to serving as DIFS’ Chief
Deputy Director and overseeing the
department’s  Office of Consumer
Services, Office of Insurance Licensing
and Market Conduct, and Office of Policy,
Ms. Morante had been serving as Senior Deputy Commissioner
to the Office of Financial and Insurance Regulation.

Ms. Morante most recently served as the assistant vice president
for regulatory and government affairs at Citizens Insurance
Company in Howell, MI.

Before joining Citizens, Ms. Morante served in a variety of
positions at the State of Michigan’s Insurance Bureau, including
acting Deputy Commissioner for Policy and Legislation.

Ms. Morante has more than 30 years of experience in the
insurance and legislative fields and has an extensive background
in drafting legislation and testifying before the legislature. She
has also served on a number of insurance industry boards and
associations and co-authored several editions of the “Legislators
Guide to Michigan’s Insurance Issues.”



The long awaited “Final Rule” was issued by the Consumer
Financial Protection Bureau (a/k/a CFPB a/k/a the Bureau) on
November 20, 2013, that the Bureau believes will simplify and
improve disclosure forms for mortgage transactions.

The mortgage disclosures: the Loan Estimate given three business
days after application, and the Closing Disclosure given three
business days before closing, will be required to be given to
consumers for mortgage applications received on or after August
1, 2015. For the complete rule and other materials about the final
rule, please go to www.consumerfinance.gov/regulations.

BACKGROUND

For more than 30 years, federal law has required lenders to
provide two different disclosure forms to consumers applying
for a mortgage. The law also has generally required two different
forms at or shortly before closing on the loan. Two different federal
agencies developed these forms separately, under two federal
statutes: the Truth in Lending Act (TILA) and the Real Estate
Settlement Procedures Act of 1974 (RESPA). The information on
these forms is overlapping and the language is inconsistent. Not
surprisingly, consumers often find the forms confusing. It is also
not surprising that lenders and settlement agents find the forms
burdensome to provide and explain.

The Dodd-Frank Wall Street Reform and Consumer Protection Act
(Dodd-Frank Act) directs the Bureau to integrate the mortgage
loan disclosures under TILA and RESPA sections 4 and 5. Section
1032(f) of the Dodd-Frank Act mandated that the Bureau propose
for public comment rules and model disclosures that integrate
the TILA and RESPA disclosures by July 21, 2012. The Bureau
issued a proposed rule and forms on July 9, 2012 (Proposal).
To accomplish this, the Bureau engaged in extensive consumer
and industry research, analysis of public feedback through
qualitative usability testing and its Know Before You Owe
public initiative, and public outreach for more than a year. After
issuing the Proposal, the Bureau conducted additional qualitative
usability testing and a large-scale quantitative validation study of
its integrated disclosures with 858 consumers, which concluded
that the Bureau’s integrated disclosures had on average statistically
significant better performance than the current disclosures under
TILA and RESPA. The Bureau is now finalizing a rule with new,
integrated disclosures (final rule). The final rule also provides a
detailed explanation of how the forms should be filled out and
used.

THE NEW FORMS

The first new form (the Loan Estimate) is designed to provide

disclosures that will be helpful to consumers in understanding

the key features, costs, and risks of the mortgage loan for which

they are applying. This form will be provided to consumers within
three business days after they submit a mortgage loan

ﬂ application. The second form (the Closing Disclosure) is

designed to provide disclosures that will be helpful to consumers
in understanding all of the costs of the transaction. This form will
be provided to consumers three business days before they close on
the mortgage loan.

The forms use clear language and design to make it easier for
consumers to locate key information, such as the interest rate,
monthly payments, and costs to close the loan. The forms also
provide more information to help consumers decide whether they
can afford the loan and to compare the cost of different loan offers,
including the cost of the loans over time.

In developing the new Loan Estimate and Closing Disclosure
forms, the Bureau has reconciled the differences between the
existing forms and combined several other mandated disclosures,
such as the appraisal notice under the Equal Credit Opportunity
Act and the servicing application disclosure under RESPA. The
Bureau also has responded to industry complaints of uncertainty
about how to fill out the existing forms by providing detailed
instructions on how to complete the new forms and examples. This
should reduce the burden on lenders and others in preparing the
forms in the future.

SUMMARY OF THE FINAL RULE
SCOPE OF THE FINAL RULE

The final rule applies to most closed-end consumer mortgage loans.
It does not apply to home equity lines of credit, reverse mortgages,
or mortgage loans secured by a mobile home or by a dwelling that
is not attached to real property. The final rule also does not apply
to loans made by a creditor who makes five or fewer mortgages in
a year.

THE LOAN ESTIMATE

The Loan Estimate form replaces two current federal forms. It
replaces the Good Faith Estimate designed by the Department
of Housing and Urban Development (HUD) under RESPA and
the “early” Truth-in-Lending disclosure designed by the Board of
Governors of the Federal Reserve System (Board) under TILA.

Provision by mortgage broker. Recognizing that consumers
may work more closely with a mortgage broker than with the
creditor, even if the mortgage broker provides the Loan Estimate,
the creditor remains responsible for complying with the all
requirements concerning provision of the form.

Timing. The creditor or mortgage broker must provide the form to
the consumer no later than three business days after the consumer
applies for a mortgage loan.

Limitation on fees. Consistent with current law, the creditor
generally cannot charge consumers any fees until after the
consumers have been given the Loan Estimate form and the
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consumers have communicated their intent to proceed with the
transaction. There is an exception that allows creditors to charge
fees to obtain consumers’ credit reports.

Disclaimer on early estimates. Creditors and other persons may
provide consumers with written estimates prior to application. A
disclaimer must be provided to prevent confusion with the Loan
Estimate form and is also required for advertisements.

THE CLOSING DISCLOSURE

The Closing Disclosure form replaces the current
form used to close a loan, the HUD-1, which
was designed by HUD under RESPA. It also
replaces the revised Truth in Lending disclosure
designed by the Board under TILA. The final
rule and the Official Interpretations (on which
creditors and other persons can rely) contain
detailed instructions as to how each line on the
Closing Disclosure form should be completed.
The Closing Disclosure form contains additional
new disclosures required by the Dodd-Frank
Act and a detailed accounting of the settlement
transaction.

Timing. The creditor must give the Closing
Disclosure form to consumers so that they
receive it at least three business days before the
consumer closes on the loan. If the creditor makes
certain significant changes between the time the
Closing Disclosure form is given and the closing
— specifically, if the creditor makes changes to the
APR above 1/8 of a percent for most loans (and
1/4 of a percent for loans with irregular payments
or periods), changes the loan product, or adds a
prepayment penalty to the loan — the consumer
must be provided a new form and an additional
three-business-day waiting period after receipt
of the new form. Less significant changes can be
disclosed on a revised Closing Disclosure form
provided to the consumer at or before closing,
without delaying the closing. This requirement
will provide the important protection to consumers
of an additional three-day waiting period for the
three significant changes, but will not cause closing
delays for less significant costs that may frequently
change.

Provision of disclosurves. Currently, settlement
agents are required to provide the HUD-1 under
RESPA, while creditors are required to provide the
revised Truth in Lending disclosure under TILA.
Under the final rule, the creditor is responsible
for delivering the Closing Disclosure form to
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the consumer, but creditors may use settlement agents to
provide the Closing Disclosure, provided that the settlement
agents comply with the final rule’s requirements for the
Closing Disclosure. The final rule acknowledges settlement agents’
longstanding involvement in the closing of real estate and mortgage
loan transactions, as well as their preparation and delivery of the HUD -
1. The final rule avoids creating uncertainty regarding the role
of settlement agents and also leaves sufficient flexibility for
creditors and settlement agents to arrive at the most efficient
means of preparation and delivery of the Closing Disclosure
to consumers.

LIMITS ON CLOSING COST INCREASES
Similar to existing law, the final rule restricts the circumstances
in which consumers can be required to pay more for settlement
services — the various services required to complete a loan,
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responsibility for errors or omissions. V0313




Continued from page 7
such as appraisals, inspections, etc. — than the amount stated on
their Loan Estimate form. Unless an exception applies, charges
for the following services cannot increase: (1) the creditor’s or
mortgage broker’s charges for its own services; (2) charges for
services provided by an affiliate of the creditor or mortgage broker;
and (3) charges for services for which the creditor or mortgage
broker does not permit the consumer to shop. Charges for other

services can increase, but generally not by more than 10%, unless
an exception applies.

The exceptions include, for example, situations when: (1) the
consumer asks for a change; (2) the consumer chooses a service
provider that was not identified by the creditor; (3) information
provided at application was inaccurate or becomes inaccurate; or
(4) the Loan Estimate expires. When an exception applies, the
creditor generally must provide an updated Loan Estimate form
within three business days.

EFFECTIVE DATE

The final rule is effective on August 1, 2015. The final rule applies
to transactions for which the creditor or mortgage broker receives
an application on or after that date, except that new provisions
concerning pre-disclosure activity of creditors and revisions to
existing regulations concerning the rule’s effect on State laws and
State exemptions will be effective on that date without regard to
whether an application has been received.

The information above was excerpted from a CFPB Publication
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dated November 20, 2013 titled “Final rule on simplified and
improved mortgage disclosures — DETAILED SUMMARY OF
THE RULE”.

The August 1, 2015 effective date gives the mortgage, title and
settlement services industries 21 months to get production software
and computer updates completed, along with training staft on use
of the new forms. The title industry was particularly pleased to see
the requirement to deliver the Closing Disclosure to the consumer
3 days prior to closing — something we have been hoping for over
many years! In addition, the CFPB acknowledged and recognized
settlement agent’s long time involvement in real estate closings and
the preparation of the HUD I, which I believe served to help retain
“our place at the closing table”.

The rest of retaining “our place at the closing table” is now up
to us and the best way to continue our role in settlement services
is to prepare our offices by adopting the American Land Title
Association’s (ALTA) Best Practices.

ACCORDING TO ALTA:

The ALTA Best Practices Framework has been developed to assist
lenders in satistying their responsibility to manage third party
vendors. ALTA published these best practices for the mortgage
lending and real estate settlement industry. These Best Practices
are designed to protect consumers, promote quality service,
provide for ongoing employee training, and meet legal and
market requirements. These practices are voluntary and designed
to help members illustrate to consumers and clients the industry’s
professionalism and best practices to help ensure a positive and
compliant real estate settlement experience.

Rock Solid
Agent Support

For over 100 years, Old Republic Title has offered our
agents national strength and accessible, local support.
No matter the conditions, we are unwavering in our level
of personal attention to our agents, providing them with
a solid foundation for success.

The strength of our underwriting and support has stood
the test of time, delivering agents with the quality
service that has been a tradition at Old Republic Title
for over a century. This commitment to agent satisfaction
means that no matter the challenge, we are there when
you need us. We wouldn’t have it any other way.

To find out more about Old Republic Title, go to
oldrepublictitle.com or call us at 800.554.5557
for more information about becoming an agent.

oldrepublictitle.com ¥ar® _,‘,
facebook.com/OldRepublicNationalTitle [x]
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ALTA BEST PRACTICES CAN HELP LENDERS MEET
OCC RISK-MANAGEMENT GUIDANCE

Best Practices Framework Highlights Policies Title Professionals
Follow to Reduce Settlement Risk

by Jevemy Yohe, American Land Title Association

The Oftfice of the Comptroller of the Currency (OCC) issued updated
guidance on Oct. 30 to national banks and federal savings associations
for assessing and managing risks associated with third-party relationships.

Banks are expected to practice
effective  risk  management
regardless of whether the bank
performs the activity internally
or through a third party,
according to the guidance.

‘A bank’s wuse of third
parties does not diminish its
responsibility to ensure that
the activity is performed in a
safe and sound manner and
in compliance with applicable
laws,” the OCC guidance said.

The OCC reported that banks continue to increase the number and
complexity of relationships with both foreign and domestic third parties.
The agency also is concerned that the quality of risk management over
third-party relationships may not be keeping pace with the level of risk and
complexity of these relationships. The OCC guidance follows a bulletin
released last year by the Consumer Financial Protection Bureau that said
lenders need to increase oversight of their service providers. The memo
indicated that financial institutions under Bureau supervision may be held
responsible for the actions of the companies with which they contract.

To help lending institutions supplement their risk-management programs,
ALTA developed its "Title Insurance and Settlement Company Best
Practices” framework. The Best Practices highlight policies and procedures
the industry uses to help ensure a positive and compliant real estate
settlement experience.

“Today’s risk-management guidance released by the OCC is another
example of the value of the ALTA Best Practices framework for lenders
trying to manage risk related to third-party relationships,” said Michelle
Korsmo, ALTAs chief operating officer. “As our lender clients work
to develop their own risk management systems, the land title industry
continues to lead by example. The Best Practices framework will continue
to be a responsive product to meet market needs.”

ALTAs Best Practices framework includes guidance on seven pillars,
Assessment Procedures, a Certification Package, an Assessment Workbook
and a Policy and Procedure Creation Guidance. More information is
available at www.alta.org/bestpractices.

The Assessment Procedures can be used by title professionals to help
lenders decide if a third-party service provider meets different pillars of
the Best Practices. A Certification Package also is available and can be
used by title professionals to warrant and attest to lenders that they have
implemented ALTA’s Best Practices.

In October, ALTA released its Best Practices Policy and Procedure Creation
Guidance to help members draft formal written policies and procedures for
the Best Practices.

“Drafting formal policies and procedures is the centerpiece of ALTA’s Title

Insurance and Settlement Company Best Practices,” said Michelle Korsmo,
ALTA's chief executive officer. “The purpose for any policy or procedure
document is to be simple, consistent and easy to understand. ALTA has
developed a template to serve as a standard format and aid in the process
of formalizing Best Practices.”

The Policy and Procedure Creation Guidance includes detailed instructions
and tips on how to draft policies and procedures that fit a company’s
practices, an example of what written policies and procedures should look
like, and a policy and procedure template.

“Having a set of written policies and procedures are a critical element for
any organization as they provide guidance and direction to the staft, help
ensure consistency in operations and assist in training new personnel,”
said Rob Chapman, ALTA’s president. “The model creation tool will help
guide agents as they create written procedures necessary to adhere to Best
Practices.”

A policy statement is important as it sets the company’s direction on what
needs to be accomplished. The procedures are the sets of instructions
describing how policies will be implemented.

“Procedures should have sufficient detail that employees will readily

understand how to comply with the policy mandates and how to carry out
specific tasks,” Korsmo said.

She added that policies and procedures should be written in clear, concise
language, be understandable to employees, lenders and customers, and be
clear in the objectives.

ALTA’s Best Practices Workbook can be used to help identify policies and
procedures that title and settlement companies should adopt, as well as any
gaps in existing policies and procedures. ALTA members can discern this
information by using the Action Items Report found with each chapter of
the Workbook. ALTA has provided a Workbook for each pillar of the Best
Practices.

“The policy building guide used in conjunction with the Workbook,
Assessment Procedures and Certification Package provide members with a
powerful set of tools enabling them to highlight the policies and procedures
exercised to protect lenders and consumers,” Chapman said. “Providing
professional service to consumers and lenders is a core function of the
land title insurance industry and the Best Practices framework provides a
national standard to safeguarding the real estate transaction.”

Jevemy Yohe is the divector of communications for the Amervican Land Title
Association. He can be veached at jyohe @alta.ory.
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by Pam McGowan
eTitle Agency, Inc.

And thus meet again the proud minions of the title industry, thirsty for
the knowledge that the 2013 MLTA Fall Education Seminar has to offer.

Our new president, Bob Wuerfel (Lighthouse Title), opened the seminar
by welcoming everyone... and breaking the Marriott Hotel’s microphone.
Upon settling in, he updated us on the 2013 MLTA Summer Convention
and the change of board members, the 2014 MLTA Summer Convention
which is to be held at Mission Point Resort on Mackinac Island, and
the wonderful business cards and brochures recently created by the PR/
Communications Committee. He also recommended that we all join
TAN (Title Action Network). The last topic Bob discussed was the
National Convention, which he said did not relay much new information
but did premiere a video made by Donald Rump (Capital Title Agency)
and Regina Slowey (eTitle Agency) who were in attendance. We all got
to view this fun and informative video about the importance of keeping
customer information safe and private.

product. We got the title commitment (or search or guarantee or ...) to
the customer just in time for us to break for a delicious Marriott lunch,
but not before a quick yet informative debate about what constitutes legal
advice, which we all know is a no-no unless you are a real estate attorney
retained by a customer.

After lunch, Amber VerBurg (Safe Title, Inc.) and Pam Archibald
(Attorneys Title Agency) really got their chance to shine as Residential/
Commercial Escrow Officer and REO Escrow Officer, respectively,
when the topic moved to closings. The importance of revisions/updates
before the closing was emphasized, as was communication between title
and escrow teams. There is so much to do to prepare for a closing: title
clearance, review and verification of instructions and documents, closing
fees, and marked-up commitments/pro forma policies, to name a few.
And if the prep goes well, then hopefully so will the actual closing, but
keep an eye out for the red flags telling you when you should halt a

Cami Pendell (Michigan Legislative Consultants) was next on the
podium. Once again, the seminar date fell on the day after Election Day,
but there was not much election of news to share, besides Mike Duggan
winning the Detroit mayoral race. “But next year will be a really big year,”
she said. Cami informed us of some of the legislation recently signed or
in the works: a bill was signed to discontinue the Court of Claims and
instead have the Michigan Court of Appeals preside over major litigation
against the state, and bills regarding digital records are also on the move.
She emphasized the importance of the relationship of between the MLTA
and the legislators.

After the Lansing update, we began the informative marathon “Title
Meets Escrow: Working Together in a Changing Market”. Debbie Wiley
(First American Title Insurance Company) moderated the title-people-
turned-actors and encouraged audience participation. First up: obtaining
and opening an order. Gregg Nathanson (Couzens Lansky) played the
role of customer and/or attorney and added a nice level of comic relief
to the presentation. James Powell (First American Title Insurance
Company) gave us the title examiner perspective in the various scenarios,
such as Duck Dynasty’s Si and his girlfriend buying some property. Some
of the major points discussed regarding new orders were: identifying the
“customer”, confidentiality and privacy aspects, information helpful to
open a new order, and types of coverage. Perhaps everyone was just in a
playful mood, but somehow the conversation took a brief, weird turn to
“touching customers”. You had to be there.

The presentation continued with processing the order and also some of
the problems that may arise with the order—legal description and name
issues being the most common. Not surprisingly, the discussion soon

found its way to examining the order and the many challenging
m issues inherent to that process, and then to delivering the title

closing (name, legal description, or marital status conflicts, for instance).
Natural progression lead the subject to recording and other post-closing
items, such as property transfer affidavits, principal residential exemption
affidavits, and following up on HELOC closed accounts. The finale of
the presentation: issuing the policy. Not very exciting, I know, but isn’t
that our special purpose?

After a couple very brief committee updates, Dawn Patterson (First
American Title Insurance Company) took to the podium for “Policy
Review 101”. She explained the intricacies of all the information on policy
jackets and endorsements, and also the different types of polices and the
characteristics of each one. Her presentation also included information
on pro forma policies, filed rates, and duty to defend. We even got to
hear an interesting story about “the nightmare on Bass Lake” claim file.
Dawn did an excellent job of turning very dry material into something
easier to swallow and, therefore, understand. She broke it all down into
just what we needed to know, in terms we could understand. Note: Allan
Dick gets an “assist” for peppering Dawn’s presentation with extra facts
and comments. As Dawn said, “I think we all learn best from each other.”

Just as the tryptophan from my turkey sandwich was kicking in, the last
speaker of the day stepped to the broken microphone: Michael Alberty of
Certified Exchange Specialists. In great detail, Michael explained the 1031
exchange process. He even made us do some math in our heads when
discussing the Three Replacement Property Rules. Michael is obviously
an expert in his field and, fortunately, he came with plenty of reference
materials, for those of us that are less than familiar with 1031 exchanges.

All in all, another great education seminar put on by the MLTA. If you
missed this one (and even if you didn’t), look for the next one in spring
of 2014!



SIXTH CIRCUIT

REJECTS HUD’S TEST REGARDING

AFFILIATED BUSINESS ARRANGEMENTS

by Phillip J. Newman, Esq., COUZENS, LANSKY, FEALK, ELLIS, ROEDER & LAZAR, PC.

On November 27, 2013, the Sixth Circuit Court of Appeals in Cincinnati,
Ohio issued a published opinion rejecting a ten-factor test proferred by the
Department of Housing and Urban Development (“HUD?) in connection
with determining whether an affiliated business arrangement violates the
anti-kickback provisions of the Real Estate Settlement Procedures Act
(“RESPA”). The case is Carter, et al. v Welles-Bowen Realty, Inc., et al.,
Case No. 10-3922.

Section 8 (a) of RESPA prohibits any person from giving or accepting
any fee, kickback, or thing of value for the referral of settlement service
business involving a federally related mortgage loan. 12 U.S.C. § 2607(a).
Congress specifically stated that the purpose of this provision is to eliminate
kickbacks and referral fees that tend to increase unnecessarily the costs of
settlement services. 12 U.S.C. § 2601(b)(2). A problem arises when a
real estate agent refers a client to a title company that the real estate agent
owns in part. The referral gives the title company more business, which
presumably increases the title company’s profits and the dividend paid to
the agent. This indirect benefit could be considered
a prohibited referral fee. = However, Congress
provided a safe-harbor for certain affiliated business
arrangements like these. The safe-harbor provision
covers arrangements in which the person making the
referral “has either an affiliate relationship with or a
direct or beneficial ownership interest of more than 1
percent in” the settlement-service provider receiving
the referral. Id. § 2602(7). An arrangement qualifies
for the safe-harbor if it meets three conditions: (1)
The person making the referral must disclose the
arrangement to the client; (2) the client must remain
free to reject the referral; and (3) the person making
the referral cannot receive any “thing of value from the
arrangement” other than “a return on the ownership
interest or franchise relationship.” Id. § 2607(c)(4).
Carter, supra, slip opinion, p. 4. In 1996, HUD
issued a policy statement declaring that in addition to
the three conditions delineated in the statute, affiliated
business arrangements must also satisfy a fourth
requirement, that the entity providing settlement
services under a controlled business arrangement must
be a “bona fide provider of settlement services.” 61
Fed. Reg., at 29262. HUD then listed a ten-part test
that it indicated it would use in determining whether
an entity is a “bona fide provider.” Ibid.

In the Carter case, the plaintiffs contended that even
though the defendants satisfied the three-factor safe-
harbor test, they failed to satisfy the additional ten-
factor test promulgated by HUD, and thus should
be liable for the violation of RESPA. The defendants
in the case were Welles-Bowen Realty, Inc. (“Welles-
Bowen”), Welles Bowen Title Agency, LLC (“WB”)
and Chicago Title Insurance Company (“Chicago
Title). Welles-Bowen has offices throughout
northwestern Ohio. Half of WB was owned by the
owners of Welles-Bowen and the other half was owned
by Chicago Title. As the Court noted, “Welles-Bowen
often refers prospective buyers to WB for title services.
WB in turn contracts some of the referred work out to
Chicago [Title]. In the main Chicago [Title] gather
evidence relating to the title, and WB evaluates this
evidence to determine the title’s validity.” Carter,
supra, slip opinion, p. 3. The lower court found that

.ﬂoining Forces

At First American Title, we know that succeeding in an

©2013 First American Financial Corporation and/or its affiliates. All rights reserved. v NYSE: FAF

this arrangement satisfied the three safe-harbor conditions, and held that
HUD?’s ten-factor test does not apply. The Sixth Circuit Court of Appeals
affirmed the lower court’s ruling. The Court stated that “a statutory safe
harbor is not very safe if a federal agency may add a new requirement to it
through a policy statement.” Id., slip opinion, p. 6. The plaintiffs, as well
as the government, which intervened in the case, argued that the policy
statement should be entitled to deference, and thus should be applied to
the facts of this case. The Court rejected this argument, noting that the
policy statement is not a binding interpretation of RESPA, and doesn’t
really add anything beyond “non-binding advice about how to separate
genuine providers from shams.” Ibid. Therefore, the ten-factor test should
not be utilized to determine whether an affiliated business arrangement
violates the anti-kickback provisions of RESPA. As long as the affiliated
business arrangement satisfies the three-factor safe-harbor provision, there
is no violation of RESPA by the referring provider. Because Michigan is
part of the Sixth Circuit Court of Appeals, this opinion is binding on all
lower courts in this state.

ever-changing market takes hard work. That's why we'd like
to thank our agents for the work we do together and the

success that our agent partnerships will continue to bring.

First American Title Insurance Company makes no express or implied warranty respecting the information presented and assumes no
responsibility for errors or omissions. First American, the eagle logo, First American Title, and firstam.com are registered trademarks
or trademarks of First American Financial Corporation and/or its affiliates.
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ALTA Annual Convention Recap
(October 9-12, 2013)

by Bob Wuerfel — MLTA President; Lighthouse Group

I reported the below information to the MLTA Board of Directors
in October and wanted to share with the membership as well.
« 850 people attended convention: 12 from Michigan, 10 members
that are also members of the Michigan Land Title Assn.
o Liberty Title — 4: Tom & Michelle Richardson, Teresa
Parker, Christina Kass
o Capital Title — 2: Tom Lico and Donald Rump (Capital
also won ALTA Best Practices Video)
o Transnation — 2: Marcy Welburn and Sharlene
Shineldecker
o Fidelity National Title Group — 1: Sarah Maddox Sutton
e MLTA Representation — 2: Lisa Cicinelli and myself

e Newly-branded MLTA business cards were useful when
networking. Several states liked the MLTA state branding business
cards and brochures. The New Mexico Land Title president will
be bringing that up with his state association. ALTA liked the idea
and wants to connect further with MLTA on industry branding
and awareness. MLTA is at the cutting edge again.

Wednesday AM sessions were state-geared

o ALTA education opportunities for state associations
(tested in 3 states)
o Referral to state associations for ALTA courses

o CFPB Spokesperson, Brian Webster spoke

e Interaction with ALTA is helpful. No timeline on the
RESPA/TILA ruling other than “by end of year”.
(Editor Note: it came out November 20, 2013.) When
rolled out, it is very unlikely to have FAQ’s as they are
not legally binding. It will likely include bulletins and
bulletin updates. No implementation timeline has been
finalized either. (Editor Note: effective August 2015.)

o NAIC Aaron Brandonberg spoke
o NAIC Title Section is working on a “Consumer
Shopping Guide”. Some ALTA members again asked
how one guide can work with 50 different states. Aaron
is open to ALTA members accessing the monthly calls to

m be transparent.

e Late AM Session consisted of Alfred Pollard of the FHFA
speaking about an eminent domain issue on a foreclosure in
California (Richond, CA case); Matt Gaul of the New York State
DES spoke of forced insurance cases in the State of New York.

Thursday AM - ALTA and Tommy Spaulding

o Michelle Korsmo spoke of a larger and stronger ALTA with
over 4,300 members and over a 62% increase in 5 years. 5,000
individuals have signed up for TAN; 33 state associations have
endorsed TAN; Michigan one of a handful of states recognized for
signing up over 175 individuals in 2013.

e Frank Pellegrini, outgoing ALTA president, spoke of the
compelling story we as ALTA have and need to share... sounds
like some of my summer comments. We as an industry have been
entrusted to handle large sums of money, financial and transactional
instruments, and private consumer information. To have a Best
Practices in place only make sense. ALTA needs to collaborate
WITH the CEPB, and when we do, we’ll be stronger.

e MLTA recognition at ALTA: Sarah Sutton and 19 others for the
NTP Award; Capital Title for the Best Video for Best Practices ...
a spoof on “clean desk policy”.

e Tommy Spaulding — author of “It’s Not Just Who You Know:
Transform Your Life (and Your Organization) by Turning
Colleagues and Contacts into Lasting, Genuine Relationships”,
about taking sales from transactional to transformational — the
sales process.
o 5 Floors to get there:
- 1st — Small Talk
- 2nd - NSW (News, Sports, Weather)
- 3rd - Interests/Hobbies
- 4th — Shared Interests/Personal
- 5th — Genuine/Authentic; Servant, Caring and
Transparency
¢Go for ROR (Return on Relationships) to get to your
ROL

Friday AM - Stan Humpbhries/Zillow and Richard Horn of
the CFPB

o Stan Humpbhries — Zillow. Nationally, homes are back up to 2004
levels of $162,100 in value. We are seeing signs of appreciation
slowdown, which is okay, as over 100 years housing appreciation
is at 3% per year (the sharp increases in 1995-2005 were not
healthy). Mortgage rates are expected to rise to 5% by end of
2014, and in the next 5 years, home values are projected to increase
4.5% per year. www.zillow.com/research
¢ No Michigan cities in the top 12 “bubble market/
issues” (CA has 0)
o Detroit home prices from the 2011 bottom have come
up 20.3% (8th best of 30 markets). Still negative equity
by 37% (27th of 30 markets).



o Nationally, negative equity (or homes with less than
20% equity) is at 44%.

e Rich Horn/CFPB — New Era for Closings. The Final Rule is
not yet out on the RESPA/TILA but will be by the end of year.
(Editor Note: came out November 20, 2013). Implementation
period has not yet been defined. (Editor Note: effective August
2015). It will be work for lenders, title providers and software
vendors, and will not roll out Q&A, but rather official bulletins and
updates. Basically, he was stating/reaffirming what Brian Webster
mentioned to the state leadership Tuesday.

Saturday AM - Jeff Noel from the Disney Institute — “Selecting,
Training and Engaging”
o Three experiences of a customer:
1. Amazing = Praise
2. Satisfaction = Expected/Nothing
3. Underperform = Warn/Tell others
Doing the expected will never engage the
customer... need to develop a culture that strives
for the amazing.
¢ O4E (Overmanage for Engagement). Overmanage the details
to create a culture and workforce
to demonstrate the appropriate
behaviors. Intentional by design
vs. “just happening” requires
HIGH quality communication
to reinforce vs. LOW quality
communication ~ which  will
erode.  Reinforce  culture...
emotional buy-in = commitment
vs. compliance.

Saturday AM - swearing in of Rob Chapman as ALTA
President wrapped up the session

e We need to share who we are... again sounds familiar. While
we provide jobs to over 156,000 Americans, best practices are
key for title providers to implement, adhere, and follow in 2014
and beyond. We’re entrusted to do so. Back office (internal) is
just as vital as the consumer and customer confidence. Rob looks
forward to working with Michelle and the ALTA team in 2013-14
to “better articulate our value”.

ALTA and the MLTA mirror each other in many ways: get our
story out to be heard and sharing the importance of the product,
service and what we do! Lisa and I were proud to represent our
state association at the Annual Convention!
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Analyzing complex federal law for real estate professionals

HUD'’s 10-factor AfBA test deemed invalid
by federal appeals court

By Angela Rulffes

The U.S. Department of Housing and Urban
Development (HUD) formulated a 10-factor test in 1996
to determine whether an affiliated business arrangement
(AfBA) is bona fide. The 6th U.S. Circuit Court of
Appeals invalidated the test on Nov. 27, determining that
it creates too much uncertainty. HUD used its test to
determine whether certain AfBAs violated RESPA. More
recently, the Consumer Financial
Protection Bureau (CFPB) has been
relying on the test in its RESPA
enforcement actions. In a recent
action against Borders & Borders
PLC, the attorneys for the law firm

MIC&TA

Erick and Whitney Carter bought a home in 2005, using
Welles-Bowen Realty Inc. as their real estate agent.
Welles-Bowen referred them to Welles-Bowen Title
Agency LLC. Welles-Bowen Title then contracted some
of the Carter’s title work to Chicago Title Insurance Co.

The owners of Welles-Bowen Realty also own a holding
company. That holding company
and Chicago Title both own half of
Welles-Bowen Title. Welles-Bowen
Realty refers prospective buyers to
Welles-Bowen Title for title
services. In turn, Welles-Bowen

questioned the CFPB’s use of the

MICHIGAN LAND TITLE ASSOCIATION

Title contracts some of the referred

10-factor test because a district
court had found it unconstitutional.
The 6th Circuit’s holding validates
the concerns surrounding the test and question whether
the CFPB should be using it at all.

“The ruling is undoubtedly significant for our case, and it
underscores what we explained to the CFPB about the
Borders firm’s compliance with the law,” said T. Morgan
Ward, a member of Stites & Harbison PPLC and one of
the attorneys representing Borders.

The case is Carter v. Welles-Bowen Realty Inc., et al.
(No. 10-3922).

Integrity 4 Responsibility €  Service

work to Chicago Title. According to
the 6th Circuit, Chicago gathers
evidence relating to the title and
Welles-Bowen Realty evaluates the evidence to
determine the title’s validity.

The Carters were unhappy with the arrangement.
Believing that Welles-Bowen Title was a shell
corporation used to funnel referral fees between Chicago
Title and Welles-Bowen Realty, they filed suit. The
Carters alleged that Welles-Bowen Title was a sham
AfBA and that the arrangement violated RESPA’s Section
8 prohibition on the payment of referral fees in exchange
for settlement service business.

~ Reprinted from the December 2, 2013 edition of RESPA News
’ October Research, LLC * Copyright 2003-2012 * All Rights Reserved
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The plaintiffs relied on HUD’s 10-factor sham AfBA test,
arguing that Welles-Bowen Title did not meet the test’s
requirements and was not bona fide. The defendants
argued that the court should not rely on HUD’s test
because it was unconstitutional. Judge Jack Zouhary of
the U.S. District Court for the Northern District of Ohio
agreed, determining that the test was unconstitutionally
vague and finding in favor of the defendants.

The decision was appealed to the 6th Circuit. The appeals
court affirmed the lower court’s decision.

RESPA Section 8 prohibits the giving or receiving of any
fee pursuant to an agreement that business incident to a
settlement service will be referred. The appeals court
indicated that when RESPA was enacted in 1974, there
was uncertainty about its application to referrals between
affiliated companies. Congress added an AfBA safe
harbor in 1983 in order to provide more guidance.

The provision, Section 8(c)(4), states that an AfBA
qualifies for the safe harbor if it meets three conditions:
1) the person making the referral must disclose the
arrangement to the client; 2) the client must remain free
to reject the referral; and 3) the person making the
referral cannot receive any thing of value from the
arrangement other than a return on the ownership
interest.

Analyzing the case using just the safe harbor, the appeals
court determined that Welles-Bowen Realty qualified for
the safe harbor because it met the three requirements.

The court found that HUD’s Statement of Policy 1996-2,
which set up the 10-factor test, added an additional
standard, muddying the issue.

“The statement announced that, despite the three
safeguards already contained in Section 2607(c)(4),
AfBAs must satisfy a fourth requirement: ‘The entity
receiving the referrals of settlement service business must
be a. .. bona fide provider of settlement services,’” the

6th Circuit wrote. In addition, the statement continues,
‘the department will consider’ a series of factors ‘and
will weigh them in light of the specific facts’ when
separating bona fide providers from shams.”

The court determined that HUD did not have the
authority to add an additional requirement to the safe
harbor and said an AfBA that meets the three factors set
forth in the RESPA statute qualifies for the exemption.

“The short answer to this claim is that a statutory safe
harbor is not very safe if a federal agency may add a new
requirement to it through a policy statement,” the court
said. “The long answer is that the policy statement is not
entitled to Chevron deference or Skidmore consideration,
and as a result, compliance with the three conditions set
out in the statute suffices to obtain the exemption.”

The RESPA statute establishes additional safe harbors
from its ban on referral fees. For example, Section 8(c)
allows for the payment of a bona fide salary or payments
for goods or services actually furnished. The court noted
that the statute uses “bona fide” in the salary exception
but omits the phrase in the AfBA exemption. Because of
this, the court determined that the AfBA exemption does
not require courts to determine whether the affiliated
business is bona fide. Instead, only the test written in the
statute needs to be used.

“As the policy statement itself explains, the statute as
first enacted created legal uncertainty about profiting
from referrals to affiliated companies,” the court said.
“Congress created the AfBA safe harbor to eliminate this
uncertainty. The statute’s precision in defining the
boundaries of this exception reflects this objective. A
multi-factor inquiry that seeks to distinguish bona fide
providers from shams in new ways would reintroduce
much of the uncertainty the safe harbor meant to
eliminate.”

The appeals court affirmed the lower court’s decision in
favor of the defendants and, because it ruled for the

MLCBTA

MICHIGAN LAND TITLE ASSOCIATION
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defendants on the merits of the case, it declined to
consider the plaintiffs’ challenge to the district court’s
denial of class certification.

HUD?’s 10-factor test has long been controversial, with
many arguing it is unconstitutional. The CFPB filed a
complaint against Borders & Borders in October, alleging
the law firm and its principals used a network of sham
AfBAs to pay kickbacks in return for referrals of
business. The bureau’s compliant relied heavily on the
10-factor test. T. Morgan Ward, a member of Stites &
Harbison PPLC and one of the attorneys representing
Borders, questioned the bureau’s use of the test.

“We don’t feel that our client should have to litigate
compliance with a policy that has been declared to be
unconstitutional, particularly while an appeal is pending
before the 6th Circuit,” Ward told RESPA News when the
complaint was filed. “We are surprised and disappointed
that the CFPB decided to file this 1 it inst f

octoBERKNOWLEDGE...
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awaiting a determination by the 6th Circuit as to the
constitutionality of the rules that it is trying to enforce.
The rules are not in RESPA — our client complied with
the requirements that Congress included in the statute —
but are instead contained in a policy statement that was
declared unconstitutional by a U.S. District Court and
which is now on appeal before the 6th Circuit.”

According to the 6th Circuit’s holding, if the company
was in compliance with the requirements set forth in the
RESPA statute, it should qualify for the AfBA exemption.
The CFPB’s suit against Borders was filed in the U.S.
District Court for the Western District of Kentucky,
which is within the 6th Circuit — the 6th Circuit covers
Kentucky, Michigan, Ohio and Tennessee. This recent
decision could significantly weaken the CFPB’s suit
against Borders.

RESPA News will keep you updated with further AfBA
i lopment
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Strategic People

Reminders for the
Busy Executive

by Scott Patchin, The trU Group

What ’m hearing
“The time I spent being mentored by our vice president was great. I wish
they would give me another mentor like that this year.”

What it means
Our time and attention is a gift we give. Yes, a gift!

Leaders often forget the impact that they have on people. I've observed
that, when asked, most leaders are quite willing to spend time with
someone, listen a little, and share some of their own experiences. It’s
often a welcome break from their packed schedules and decision-a-minute
pace.

Mentoring works, especially with a specific goal in mind. It can work in a
broader leadership program or standing alone, but it needs a development
plan to drive the most effective outcomes for the individual and the
organization.

What you should do

FOR INDIVIDUALS IN SEARCH OF MENTORING:

This summer, I presented my 5 Tips for Managing Your Career and
Performance. Tip #1 was “Own it.”

1. Own it. Here are your choices: (1) Stay the course for the year, do
your best in your role, and take learning as it comes. (2) Set some goals
for yourself, make a commitment to achieve those goals, and find a path
to achieving them. If you choose (1), mentoring is probably not needed

this year.

2. Find a mentor. When you have some goals, leverage your network
to find someone you respect professionally and has achieved some of the
things you want to achieve. For example, if you’re moving into a sales
leadership role and want to transition from selling to leading a sales team,
look for an experienced sales leader.

3. Google it. Advice for starting a mentoring relationship is plentiful.
Find a couple of articles and you will become an expert. Use the advice
when you approach potential mentors.

4. Own it. I have experienced both sides of this relationship — as a
mentor and a mentee. The characteristics I look for in a mentee are a
passion for personal growth and follow-through. As a mentor, 'm always
surprised how much benefit I get out of the relationship.

FOR LEADERS:

I was involved in several employee surveys in 2013, and all three identified

“investing in growth and development” as something people wanted more

of. Providing support for your people in creating development plans for

themselves is a great gift. Benefits of supporting the professional growth

of your people include:

*  Your people see you as someone who cares about their development.

*  You connect with a valued colleague or leader in your organization
and s/he helps you build your business by developing a key team
member.

*  Your budget impact is a few lunches.

What’s the ROI of mentoring to your organization? A big number that
will make your CFO smile.

Interested in becoming more intentional about developing your people?
Are you seeing business goals that make you wonder whether you have
the right team to get there? Making a connection — from development-
planning to mentoring — could be a part of the answer. This is a
conversation I always look forward to having, and this is a great gift to
give. Contact me. Scott@thetrugroup.com

©2013, Scott Patchin
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electronic recordings. With a business strategy based on technology leadership, competitive pricing and
outstanding customer support, PN has guickly become the vendor of choice for a growing number of title

+ Only pay for the documents you record

eP N

eRECORDING PARTNERS




DO YOU HAVE A

BACKUP
PLAN?

MOST TITLE AGENCIES DON'T!

Today’s markets are tough. Operating with just one underwriter
relationship is risky. Market changes have forced underwriters to
close abruptly, cease doing business in some states, or require
unreasonable remittance goals from agents. If you agree that
having a backup plan is wise, consider an agency relationship
with North American Title Insurance Company.

We are now accepting agent applications in Michigan!
Call us today for an appointment.

MICHAEL HOLDEN

NATIC

NORTH AMERICAN TITLE INSURANCE COMPANY

t: 440.728.8973

e: MHolden@natic.com

? VICHIGAN ASSOCIATION OF Residential Sales Statistics
R EAI_TO RS September 2013

2013 2012 13-12 2013 2012 13-12 2013 | 2012 13-12 2013 2012 13-12
Local Association YTD YTD YTD % YTD YTD YTD % Sep Sep % Sep Sep %

# Sales # Sales Change| Avg Price| Avg Price Change Sales| Sales Change| AvgPrice| Avg Price Change
Ann Arbor Area Board of REALTORS® 2,501 2,542 -1.61% $255,737 $216,834 17.94% 338] 278  21.58%| $257,998] $214,059  20.53%
Antrim Charlevoix Kalkaska Association of REALTORS® 436 444 -1.80% $202,476 $178,672 13.32% 62 56 10.71% $251,665 $154,991 62.37%
Battle Creek Area Association of REALTORS® 1,155 1,047 10.32% $88,405 $80,330 10.05% 138 130 6.15% $82,308 $108/486  -24.13%
Bay County REALTOR® Association 915 1,042 -12.19% $74,360 $72,421 2.68% 123 97  26.80% $79,263 $71229  11.28%
Branch County Association of REALTORS® 342 370 -7.57% $104,797, $82,619 26.84% 46 53 -1321%|  $153,091 $97,781  56.57%
Central Michigan Association of REALTORS® 775 730 6.16% $97,143 $93,496 3.90% 78 88  -11.36% $95,557 $86,444  10.54%
Clare-Gladwin Board of REALTORS® 634 578 9.69% $67,879 $65,676 3.35% 118 84  40.48% $81,173 $75,938 6.89%
Detroit Board of REALTORS® 4,306 4,796 -10.22% $20,848 $16,473 26.56% 415 479 -13.36% $24,018 $17,125 40.25%
Down River Association of REALTORS® 859 1,257 -31.66% $104,523 $84,716 23.38% 85 11 -23.42% $115,631 $110,757 4.40%
Eastern U.P. Board of REALTORS® 306 358 -14.53% $99,904 $89,633 11.46% 4 51 -19.61% $94,060| $105217  -10.60%)
Emmet Association of REALTORS® 591 497 18.91% $282,893|  $229,220 23.42% 84 78 7.69%|  $249,978| $252613  -1.04%
Genesee County 4,449 4,727 -5.88%) $88,792 $78,011 13.82% 567 484 17.15% $94,029 $78546  19.71%
Grand Rapids Association of REALTORS® 9,873 9,139 8.03% $153,800  $131,920 16.59% 931 819  13.68%| $155648 $139319  11.72%
Greater Kalamazoo Association of REALTORS® 3,491 2,888 20.88% $151,371 $139,253 8.70% 384 337 13.95% $161,559 $139,133 16.12%
Greater Lansing Association of REALTORS® 4,780 4,464 7.08% $115,092  $104,671 9.96% 528 424 2453%| $114,055| $113317 0.65%
Greater Shiawassee Association of REALTORS® 240 438 -45.21% $77,248 $66,653 15.90% 21 55  -61.82% $79,210 $58,997  34.26%
Greater Wayne County 12,055 12,266 -1.72% $124,598 $97,676 27.56% 1,372 1373 -0.07%| $136,782|  $106,950  27.89%
Hillsdale County Board of REALTORS® 323 301 7.31% $98,284 $78,937 24.51% 4 46 -10.87%|  $103,414 $86,876  19.04%
Huron County 94 103 -8.74% $108,187  $109,117 -0.85% 10 9 11.11%|  $123,423| $102,944  19.89%
Jackson Area Association of REALTORS® 1,637 1,538 6.44% $106,548 $93,013 14.55% 189 141 34.04% $112,330, $107,151 4.83%
Lapeer County 818 783 4.47% $130,150  $110,304 17.99% 109 89  2247%| $126,910[ $119,897 5.85%
Lenawee County Association of REALTORS® 752 808 -6.93% $110,173 $94,084 17.10% 75 85  -11.76%|  $111,923 $88,877  25.93%
Livingston County 2,257 2,027 11.35% $196,628 $171,894 14.39% 290 228 27.19%| $203,508 $181,148  1234%
Oakland County 14,618 13,842 5.61% $211,597| $172,943 22.35% 1,755 1493 17.55%|  $223,035| $187,621  18.88%
Macomb County 9,080 8,841 2.70% $122,688 $98,540 24.51% 1,033 968 6.71% $133,693 $104,688 27.71%
Mason-Oceana-Manistee Board of REALTORS® 708 716 -1.12% $168,530 $112,971 49.18% 94 83 13.25% $132,081 $119,295 10.72%
Midland Board of REALTORS® 798 764 4.45% $154,154|  $139,196 10.75% 105 80  31.25%| $173,771| $144958  19.88%
Monroe County Association of REALTORS® 1,097 1,011 8.51% $128,286 $121,356 5.71% 136 125 8.80%| $124,257| $113,240 9.73%
Montcalm County Association of REALTORS 78 81 -3.70% $97,407 $99,202 -1.81% 9 5 80.00%| $111,833 $74,480  50.15%
Northeastern Michigan Board of REALTORS® 541 518 4.44% $81,178 $84,006 -3.37% 84 68  23.53% $92,819 $81,602  13.75%
Paul Bunyan Board of REALTORS® 1,172 1,134 3.35% $93,570 $86,277 8.45% 172 150 14.67% $98,218| $106316  -7.62%
Saginaw Board of REALTORS® 1,559 1,551 0.52% $83,222 $77,253 7.73% 196 171 14.62% $78,860 $73,560 7.21%
Sanilac County 131 135 -2.96% $81,826 $68,868 18.82% 15 21 -2857%|  $137,518 $83,789  64.13%
Southwestern Michigan Association of REALTORS® 2,320 2,119 9.49% $181,254|  $168,359 7.66% 301 254 1850%| $201,586 $209,423  -3.74%)
St. Clair County 1,175 1,044 12.55% $120,028 $104,310 15.07% 154 117 31.62%| $124,728 $103227  20.83%
St. Joseph County Association of REALTORS® 423 471 -10.19% $104,597|  $101,441 3.11% 52 60  -1333%| $117,581 $91,356  28.71%
Traverse Area Association of REALTORS® 2,180 1,963 11.05% $214,568 $201,192 6.65% 330 281 17.44% $243,621 $238,786 2.02%
Tuscola County 226 201 12.44% $70,375 $61,293 14.82% 23 24 -4.17% $64,261 $55,544  15.69%
Upper Peninsula Association of REALTORS® * 1,542 1,516 1.72% $105,902  $100,257 5.63% 202 200 1.00%|  $102,090 $95,181 7.26%
Water Wonderland Board of REALTORS® 1,558 1,426 9.26% $115,182 $95,576 20.51% 198 197 0.51%| $118,892[  $109,906 8.18%
West Central Association of REALTORS® 970 940 3.19% $86,579 $82,367 5.11% 128 129 -0.78% $99,738 $90,721 9.94%
West Michigan Lakeshore Association of REALTORS® 3,277 2,924 12.07% $154,356]  $137,993 11.86% 380 305 2459%|  $175,034|  $146394  19.56%
TOTALS 97,042 94,340 2.86%| $124,646| $109,501 13.83% @ 11,412 10,326 10.52%| $132,408| $115426 14.71%

Reprinted with permission from www.mirealtors.com




PRSRT STD

MﬁT A U.S. Postage
PAID
MICHIGAN LAND TITLE ASSOCIATION Holland, Ml

The Title Examiner
c¢/o MLTA

Permit #66

124 W. Allegan, Suite 1700
Lansing, MI 48933

April 9, 2014 Spring Education Seminar
Soaring Eoyjle Resort - Mt. Pleasant
(Note change in location)

May 14,2014 Spring Education Seminar
Lavonia Marviott

July 13-15, 2014 2014 Summer Convention
Mission Point, Mackinac Island

March 12,2014 Business Strategies Conference
Omni Nashville, Nashville, TN

May 5-7, 2014 ALTA Federal Conference
Grand Hyatt Washington,
Washington D.C.

October 15, 2014 ALTA Annual Convention
Westin Seattle, Seattle, WA

Loyal, dedicated and unwavering

For over a century, we have been loyal, dedicated and unwavering

in our support of our agents and customers. And just as we stand
beside them, we proudly stand behind the obligations we have to

our policyholders.

Constant, genuine and committed to doing business the
right way—that’s just how Old Republic Title rolls.
Or glides, as the case may be.

800.554.5557

4000 Main Street, Suite 150 Rt
SRR ¢ OLD REPUBLIC wnssunssce oo
oldrepublictitle.com ok

CONNECT SOCIALLY: oldrepublictitle.com/social

Underwriters in the Old Republic Title Insurance Group, Inc. are: Old Republic National Title Insurance Company, Mississippi Valley Title Insurance Company and American Guaranty Title Insurance Company




