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More Fee Concerns
I would like to echo the comments in 

Our Readers’ Right, September 2013. I, too, 
have been a Notary since 2007. Getting 
paid every month is difficult to live on ... 
I’m sure the signing companies get paid at 
least every two weeks. Why can’t we?

We are crucial to the loan signing? 
Please treat us that way. We are the ones 
doing the legwork, the driving (sometimes 
35–50 miles one way) printing documents, 
etc., and they only want to pay $60–$75 
per signing. Not to mention, the amount of 
signings have dropped tremendously.

Karen J. Richardson 
Yucca Valley, California

Time Constraints
I have been a Signing Agent for eight 

years. What concerns me is the amount of 
time it takes to complete a closing. It seems 
to be taking longer than when I first started. 

I believe this is due to the fact that 
lenders are not fully explaining the 
documents to the borrower or seller and 
expecting the Signing Agent to do it, even 
knowing that is not our role in the process. 
Most of the time the borrowers or sellers 
have not seen the final documents until the 
Signing Agent gets there.

Cecelia White-Powell 
Bristol, Pennsylvania

Fee Frustrations
I just recently read the September 2013 

magazine letter by Ralph D. Wedertz titled 
“ ‘Crucial’ Notary Concerns.” I agree 100 
percent. It seems many title companies are 
cutting their fees paid to Signing Agents 
who are, as Mr. Wedertz mentioned, so 
“crucial” — including the title companies 
that spoke in the panel discussion at the 
NNA Conference. 

I find it insulting that shortly after the 
Conference I was contacted by each of these 
title companies who I have worked with for 
several years to inform me that they were 

lowering their fees. At the same time the 
demand for quality Signing Agents is suppos-
edly increasing along with the requirements 
that need to be met. One company that only 
pays $90 for eDoc closings with faxbacks, 
actually had the nerve to call me to say how 
their business is exploding right now with 
signings and would I be willing to do the 
same signings for $75? So your business is 
exploding and in turn you are asking me to 
do the same amount of work for an almost 
20 percent lower fee?

This is not limited though to just those 
title companies. Multiple companies that 
I have been working with have lowered 
their fees $10-$15 per closing. Unfortunately 
there are many inexperienced Signing 
Agents that will work for just about any-
thing and in turn make many errors which 
costs the companies more than if they just 
hired experienced, competent agents.

If we are so “crucial” then they should 
put their money where their mouths are. I 
hope you take this into consideration when 
selecting companies to invite to your panels 
for the 2014 NNA Conference.

Anthony D. Sciortino 
Deerfield Beach, Florida

OUR READERS’ RIGHT

In our continuing efforts to address the 
topics and issues facing Notaries today, 
The National Notary wants to hear from 
you! Whether it’s your thoughts on business 
opportunities, challenges in your office or on 
signings, we want to know about your day-to-
day experiences and observations, and what 
information and resources you may need to 
help guide you through them. You can send 
us comments via email at publications@
nationalnotary.org. Or write us at: National 
Notary Association, Attention: Editorial 
Department-David Thun, 9350 De Soto 
Avenue, Chatsworth, CA 91311. Please be 
sure to include your city and state and if you 
are willing to have your letter published.

WE WANT TO HEAR  
FROM YOU!
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FROM DEBORAH M. THAW

A Change Of Seasons Brings 
A Golden Opportunity

and if the effect is severe enough, we call 
it seasonal affective disorder, a type of 
depression that occurs in the fall and winter 
when we instinctively yearn for daylight.   

Except for the possibility of a lift in retail 
sales because of the holidays, business and 
legal transactions appear to decline. While 
August might be the most popular month to 
take a vacation, November and December 
are popular for our seeking excuses to just 
wait till after the New Year.

As Notaries, we must fight against this 
tendency. This is precisely the moment 
when we should use the season to hone 
our notarial knowledge and understanding, 
refine our business or marketing plan to 
expand our signing opportunities or step 
into the vacuum that is created when every-
one else is staying home. 

Interestingly, while our mental outlook 
is influenced almost instinctively to relax, 
we should consider that this may be the 
exact moment to stay alert.

This year, while we may be resting, the 
mortgage, title and servicing companies are 
working feverishly to deliver guidelines and 
standards to the industry regarding Notary 
performance. And, as usual, we can expect 
an uptick of activity in estate planning which 
always carries a December 31 deadline.

For the Notary who circumscribes 
their activity by the calendar or maxims 
like that about “houses not selling in 
December” or “no one makes decisions 
before the New Year,” they may find their 
prospects dimming when they do come 
out into the daylight.

For those of us who bought our first 
house in November or accepted our first 
job in January, there is nothing clearer than 
using this lull to our advantage.

I didn’t even bother to see how many 
quotations have been memorialized by the 
time-worn concept that whoever arrives first 
has the best chance of success. Anyone with 
a small yard or nearby park can testify to the 
truth about the early bird catching the worm.

Notarial opportunities are like gar-
dens that need to be sown and tended. 
Document signers will not show up on 
our doorstep, rather we must cultivate our 
relationships and associations with those 
groups and organizations most likely to 
require Notary services.

Use your downtime wisely to canvas the 
local neighborhood businesses likely to need 
or use Notaries.  Everyone is a bit more 
relaxed around the holidays and welcoming 
to a warm smile and firm hand shake.  

Rather than wait until the weather clears, 
the doors are open now for energetic and 
enterprising Notaries who want to expand 
their business — for 2014 and beyond.

However we approach our Notary 
activity, these waning months will be soon 
behind us and over. Using the weeks ahead, 
squeezing in a few disciplined moments to 
enhance our knowledge and grow our ser-
vice will show results in the new year.

At this time of year, when the days start to get shorter, I start 
shortening my days. Like a bear going into hibernation, the 

mind and body just want to rest. In fact, as the sun sets earlier 

Deborah M. Thaw can be reached at 
dmthaw@nationalnotary.org
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OUR MISSION

The National Notary Association is committed to the education and 
service of Notaries throughout the United States. As the foremost 

authority on the American Notary office, we are dedicated to 
imparting knowledge, understanding and unity among all Notaries, 
and instilling in them only the highest ethical standards of conduct  

and sound notarial practice.

MEMBERSHIP CORE VALUES

Membership in the National Notary Association is the single most 
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responsibilities of the office and performing official notarial acts.  
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NATIONAL NOTARY FOUNDATION 

MILT VALERA, President

DEBORAH M. THAW, Executive Director

Alternate Ways To Earn Income 

Everyone’s been through slow 
periods when it’s harder to find 

assignments. Taking on other kinds 
of part-time work can help bring in 
additional income during lean periods. 
Below are three types of freelance 
work that can fit well into a self-
employed professional’s schedule. 

Mystery Shopping
What is it? A “mystery shop-
per” visits businesses as 
a customer and provides 

detailed feedback on the experience. 
Assignments can range from a quick 
stop at a convenience store or dining 
at a restaurant to an overnight stay at 
a hotel.

What qualifications are needed? 
There are no specific qualifications, but 
companies prefer shoppers who are 
detail-oriented, observant, and punctual 
— traits that successful Notary entrepre-
neurs typically share.

How much does it pay? Fees can 
range from $5 for a five-minute store 
purchase to $100-$200 for an evalua-
tion that requires an overnight hotel stay.

How can I get started? The Mystery 
Shopping Providers Association (www.
mysteryshop.org) is a good place to 
start. Or register with a provider com-
pany offering assignments in your area. 
Avoid companies that want you to pay 
them in exchange for work.

Field Inspections
What is it? Field Inspectors 
verify information about busi-
nesses. For example, you 

might be sent to verify that a medical 
clinic is a valid business by visiting 
their address, looking at their business 
license, talking to a manager or taking 

photos of the office. 
What qualifications are needed? 

Generally, no special qualifications 
are needed. Companies may require a 
background check and offer brief train-
ing over the phone. Most inspections 
require a high-speed Internet connection 
and a digital camera with a flash and 
time stamp for each photo. You’ll also 
need a reliable vehicle.

How much does it pay? A typical 
inspection — a business verification, 
for example — generally pays around 
$35-$40 and takes 10-15 minutes.

How can I get started? The Society 
of Field Inspectors (www.sofi.us) pro-
vides guidance on getting started. 

Virtual Assistant
What is it? Virtual Assistants 
are independent contractors 
who work remotely from their 

home or office to provide clients with 
services such as bookkeeping, event 
planning, data processing or adminis-
trative phone and email support.

What qualifications are needed? 
This can vary depending on your 
skill set (e.g. administrative assistant, 
web designer, event planner, etc.). 
The blog www.virtual-assistant-advice.
com recommends five years of ‘brick-
and-mortar’ office work experience, 
computer skills, good grammar and 
communications skills, and the ability 
to work unsupervised. 

How much does it pay? This 
depends on the type of services pro-
vided and the amount charged by the 
individual assistant.

How can I get started? More 
information is available through 
the International Virtual Assistants 
Association (www.ivaa.org).

®
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ASSOCIATION NEWS

2014 Notary Of The 
Year Nominations Close 
December 31

If you know someone who deserves to be the 
NNA’s 2014 Notary of the Year, be sure to 

get your nomination in soon — the deadline is 
December 31.

A candidate for Notary of the Year should 
follow the highest professional and ethical stan-

dards when performing notarizations,  
be active in volunteer efforts to help  
others, and serve as a mentor and role 
model to colleagues. 

The 2014 Notary of the Year will be 
announced at the next NNA Conference, 
held June 1-4 in Phoenix, Arizona.

Nominations can be submitted online at the link below.

Tell Us What 
You’d Like To See 
At NNA 2014

The NNA 2014 Conference 
is coming in June, and 

we want to hear about what 
workshops, events and pre-
senters will help you the most 
as a Notary.

We’ve created an NNA 
2014 Group on LinkedIn 
where you can share 
your experiences at past 
Conferences and what you 
would like to see June 1-4 in 
Phoenix, Arizona. You can 
also offer suggestions and get 
updates on NNA 2014 at  
www.NationalNotary.org/
Conference.

The nation’s Notaries have once again made an impact in the battle 
against breast cancer through a $5,000 National Notary Foundation 

donation to the City of Hope’s women’s cancer research program. Your 
generous donations to the NNF throughout the summer made this donation 
possible in support of one of the nation’s leading research centers battling 
the deadly disease.

Fighting breast cancer has been a top priority for the NNF since it 
established the Linda Bazar Breast Cancer Fund in 2002, named in honor 
of the NNA’s former Vice President and CFO. The American Cancer Society 
reported that “more than 232,000 women were diagnosed with breast can-
cer last year and nearly 40,000 have lost their lives.”

To further support the Foundation and the City of Hope, we are proud 
to offer a new Breast Cancer Awareness journal. 
For every journal purchased, the NNA will make a 
contribution of $5 to the Linda Bazar Breast Cancer 
Research Fund, which benefits the City of Hope. To 
order, please contact our Customer Care team at 
1-800-US NOTARY (1-800-876-6827) or visit the 
Notary supplies page at NationalNotary.org.

Notaries, National Notary Foundation Continue 
Strong Support Of Breast Cancer Research

Director of Communications Phillip Browne presents 
a National Notary Foundation donation to Janet 
Morgan, the City of Hope’s Senior Director of 
Philanthropy and External Relations.

To nominate a candidate, please complete the online form at:
 www.NationalNotary.org/NOTY2014
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K
athy Fletcher understands what it means 
to help others. After three elderly 
relatives developed Alzheimer’s and age-
related dementia, Fletcher stepped in 
and helped care for them for almost a 

decade, drawing on 18 years of experi-
ence working  for the senior health care 
center at John C. Lincoln Hospital in 
Phoenix, Arizona. 

That natural empathy and passion 
for serving the public carries into her 
professional life as well. She selflessly 
devotes countless hours to mentor-
ing new Notaries, ensuring they are 
well-prepared to serve their clients. 
She is also one of Arizona’s strongest 
advocates for Notary education and is 
committed to improving the profes-
sionalism of the Notary Public office. 
For these reasons, the National Notary 
Association is proud to name Kathy 
Fletcher the 2013 Notary of the Year.

Fletcher describes her business background as 

“coming up through the school of hard knocks,” 
gained during 45 years in the workforce. She 
and husband Larry have owned three separate 
businesses and Fletcher’s been the full charge 
bookkeeper for each.  

Today, as an NSA and owner/partner 
of Arizona Document Signing, LLC, she 
has covered a territory of about 2,500 
square miles in her environmentally-
friendly car. Yet she always finds the time 
for the three major objectives in her life 
— serving the seniors in her community, 
promoting the role of Notary Public, and 
mentoring new Notaries.

“I always advise my mentees to do the 
job as if they were sitting in the signer’s 
chair,” said Fletcher, who helps Notaries 
across the country.

“I started my business without a cell 
phone, without a car, computer or 
printer,” said mentee and long-time 

friend Shawna Smith. “Kathy guided me and taught 
me how to greet clients, talk to vendors, perform 

2013 Notary

12 

Of The
Year

2013 2013 2013 NotaryNotaryNotary
Of The

Notary
Of The

Notary
Year

Of The
Year

Of The
Year

  Kathy 
Fletcher

Kathy Fletcher with NNA 
President and CEO Tom 
Heymann.

  Kathy 
Fletcher

p12-13 Notary of the Year 2013.indd   12 6/19/13   9:41 AM
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It was one of those 
defining moments in life. 
Sheri Kesterke of Berrien Springs, Michigan, was 

puttering around the house around 11:30 p.m. 
on Christmas Eve 27 years ago, taking care of last 
minute details for the family festivities the next day, 
when the phone rang.

Her husband, Jim, the longtime chief of 
the Berrien Springs Oronoko Township Police 
Department, was working the late shift and had 
answered a domestic disturbance call. After tak-
ing the man into custody, Jim Kesterke realized 
that the wife and three-year-old daughter were 
facing a bleak Christmas.

“There was no food in the house, and there were 
no gifts for the little girl, who was my daughter’s 
age,” Kesterke recalls. “He wanted to take our 
Christmas dinner and some of our daughter’s pres-
ents so the family would have something.”

Sheri didn’t hesitate. She packed up the gifts and 
their Christmas turkey, and brought them to this 
family in need.

For most people, this act of Christmas char-
ity would have sufficed. For Kesterke, it was just 
a beginning. She and her husband started the 
Christmas Care Program, a community group that 

Sheri 
Kesterke
Dedicated To Serving 

Her Community

From left: Deborah M. Thaw, Sheri 
Kesterke and Milt Valera.

NNA 2012 
      Notary Of The Year

p14-15 Notary of the Year 2012 final.indd   14 6/15/12   9:18 AM

hrissey Ladd’s enduring quality is her dedication to serving the public and those in need. 
Whether she volunteers to help abused women rebuild their lives, fi ghts for strengthened 
Notary legislation, or mentors her colleagues to properly perform their state-appointed 

duties, she approaches every task with passion and resolve. 
As a highly experienced Notary who’s held commissions in three states — California, 

Oregon and her current home state, New Jersey — Chrissey takes notarization seriously. She 
guides co-workers in adhering to state laws and notarial best practices, and is credited for 
taking the initiative to design and implement Notary workplace policies at her bank. Those 
company-wide policies now ensure that all notarizations are performed ethically, and that 
Notary-employees are supported when they must refuse an unethical or illegal request. 

Chrissey has also tirelessly lobbied state lawmakers to enact journal requirements and 
improve education standards, and is recognized as the “knowledge base” behind two 
important bills pending before the New Jersey state legislature. 

Because of her enthusiasm to guide fellow Notaries, her devotion to serving those 
in need, and her dedication to advancing the American Notary offi ce, Chrissey Ladd 
of New Jersey has been named as the National Notary Association’s 
2011 Notary of the Year.

Born in Sacramento, California, Chrissey 
grew up and went to school in Creswell, 

Oregon. In the late 1990s she returned 
to California to work as a portrait 

photographer in a town called 
Hollister. Then came a life-

changing twist of fate.

2011 Notary Of The Year:

A Passion For Notarization, 
Helping Others

LC       hrissey        add

C
Because of her enthusiasm to guide fellow Notaries, her devotion to serving those 

in need, and her dedication to advancing the American Notary offi ce, Chrissey Ladd 

22  The National Notary • March 2011

p22-23 Notary of the Year.indd   22 2/8/11   10:43 AM
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Most Notaries understand the need to safeguard the information in their 
journals. For mobile Notaries, protecting consumer information goes 

far beyond the journal entry. The federal regulations implemented under the 
Gramm-Leach-Bliley Act (GLBA) require “subservices” of banks and lend-
ers — including Signing Professionals — to protect personal and sensitive 
customer data.

Federal regulators have tightened the rules for lenders. As a result, banks, 
title companies and signing services are examining all third-party servicers 
closely to make sure they are in full compliance with GLBA rules. Mobile 
Notaries fall into this category because loan documents include significant 
amounts of sensitive borrower information, such as addresses, Social Security 
numbers, bank account information, credit history and more. Any of this 
information could cause serious problems for a borrower if it fell into unau-
thorized hands, so it must be protected — not just during the signing, but 
before and after as well.

Remember, sensitive information can be obtained from emails, text 
messages, or electronic versions of documents as well as from the paper 
documents themselves. A data breach can even occur if someone is look-
ing over your shoulder while you are photocopying or printing documents. 
That’s why it’s so important to take steps to protect signer information and 
yourself from liability.

By David Thun

SAFEGUARDING Customer  
Data During Loan Closings
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How do I protect a signer’s 
information?

Your responsibility starts from the 
moment loan documents are sent to you for 
an assignment. If you receive a loan pack-
age electronically, any electronic document 
file in your possession should be disposed 
of immediately after printing so the data isn’t 
accessible to anyone else. 

If you receive a loan package via fax, 
make sure the pages are removed from the 
fax machine as soon as they are printed. 
Never leave loan documents unattended 
where other people can look at them or take 
them. This applies to your home as well as 
your workplace — even family members 
should not be permitted to see or handle 
loan documents. While it 
may seem harmless to have 
a spouse or family member 
pick up a loan document 
and hand it to you, this is 
still considered a violation 
of the borrower’s privacy 
because your family mem-
ber is not authorized to 
access the information. 

If a loan package is 
shipped physically to you, if 
at all possible you should be 
present to receive the docu-
ments in person to prevent 
anyone else from taking or 
opening the package. If for some reason 
you aren’t able to receive a physical ship-
ment of loan documents personally, then 
you should specify a secure location where 
the documents can be delivered, such as a 
private mail delivery box at a postal service 
office or a locked, secured delivery container 
at your home or office. Once a physical loan 
document package is delivered, always check 
to make sure the seals on the package aren’t 
broken. If the package has been opened and 
the seals are broken, report this immediately 
to the company that has contracted you for 
the loan signing. 

If you have to make any photocopies of 
loan documents, never leave the originals or 
any duplicates out of your sight while making 
the photocopies.

What if I have multiple assignments 
on the same day?

If you have multiple loan assignments on 
the same day, be sure to keep the different 
loan packages separate to prevent them from 
being accidentally mixed up. Only bring the 
loan documents for the current appointment 
to a signing. Store the documents for other 
assignments in a locked storage area at your 
home or office, or in the trunk of your car. 

Before anyone sees the loan documents, 
positively identify all signers to make sure 

they are the ones authorized 
to view and sign the docu-
ments. During the signing, 
when completing your jour-
nal entries, make sure to 
use some kind of covering 
or protector to safeguard 
information from prior loan 
signing notarizations on the 
same page. 

When completing the 
signing, it’s a good practice 
to seal the return package in 
the signer’s presence. This 
will protect you from claims 
that you mishandled per-

sonal information. However, in order to do 
this you must conduct your review of the 
documents at the signing table in the pres-
ence of the borrowers to ensure you haven’t 
missed anything. Any checks for closing costs 
or items to be returned with the loan package 
should be placed in a clearly marked envelope 
or securely attached to the loan documents 
before the package is sealed. If you can’t seal 
the package with the signer present — for 
example, if you need to fax documents after 
the signing concludes — place all the docu-
ments in a locked briefcase or messenger bag 
in the presence of the borrower.

“One mistake with 
private information 

is all it takes. If 
you lose someone’s 
information, you’ll 

lose business.”
— William Anderson, NNA  

Vice President of Legislative Affairs
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What about after the signing?
Always verify the correct return address 

and make sure the envelope is completely 
sealed before you give it to the courier or 
shipping service. And never ask someone 
else to return a loan package. You should do 
it yourself to make sure it doesn’t go astray.

If a courier is picking up the loan package, 
be sure to hand it to them in person. Never 
leave a loan package unattended while wait-
ing for pickup. One signing service owner told 
the NNA how a loan package was stolen after 
being left on the front porch. The signing ser-
vice lost the account with that contractor as a 
result. “One mistake with private information is 
all it takes. There’s zero tolerance in the indus-
try for it. If you lose someone’s information, 
you’ll lose business,” said NNA Vice President 
of Legislative Affairs William Anderson.

If you’re shipping a completed loan pack-
age, it’s preferable to hand the package over 
to an employee at an authorized shipping 
center and get a receipt with a tracking num-
ber. Never leave a package on a counter or 
give it to anyone without obtaining a receipt. 
You may also wish to include the tracking 
number in your journal entry. The NNA does 
not recommend dropping a completed loan 
package in an unattended drop box.

What about copies of documents?
You should never keep copies of other 

people’s loan documents for your records. A 
detailed journal entry is a sufficient record of 
the transaction. If for some reason you made 
copies of loan documents that were not actu-
ally used for the signing, shred them in a 
cross-cut shredder. Never throw away intact 
copies of loan documents because they could 
be retrieved from the trash.

What about electronic information?
Technology plays an important role in 

today’s loan signings. But technology can be 
compromised. To limit the potential exposure 
of personal identifying information, many 

lenders, title companies and signing services 
now have servicers log in to a secure website 
to access and print loan documents. 

Any computer you use to access loan 
documents should be equipped with secu-
rity software including up-to-date firewall 
and virus protection to prevent unauthorized 
access to your device. Also make sure that 
your home or office-based wireless network 
is encrypted so that only authorized devices 
can use the network. Never access electronic 
loan document files or loan-related email 
using an open, public wireless network (for 
example, at a Starbucks) because it leaves the 
files vulnerable to being accessed and read 
by someone else using the network. Also, be 
aware that scanning and sending electronic 
copies of documents via a smartphone is not 
inherently secure, though there are apps now 
available that allow you to securely scan and 
send documents.

Any computer, mobile phone or device 
used for your assignments should be pass-
word-protected. For computers, log off after 
accessing and retrieving the documents for 
printing. In the case of smartphones, you 
may wish to purchase or use any included 
software that remotely erases any information 
on it in case it is lost or stolen.

If you are printing documents from a 
file attached to an email, delete the email 
and any copies of the file on your com-
puter after the assignment is completed. Any 
email or text message containing any signer 
information should also be deleted after an 
assignment is closed. Never forward texts or 
any other messages containing 
confidential borrower infor-
mation to third parties, and 
ensure that you encrypt all 
communications sent from 
your email account.
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By David Thun
Adventures At The Signing Table

Going To The Dogs
Experienced mobile Notaries know that pets can 
sometimes pose a challenge, but Linda J. Russell’s 
animal experience 
definitely got off 
on the wrong foot. 
Linda was just being 
polite when she 
removed her shoes 
before entering a 
signer’s home. But 
she was only there 
for a few minutes 
when suddenly she 
noticed the signer 
was staring behind 
her with a horrified 
expression.  Linda 
turned around 
… and saw the 
signer’s two tiny dogs busily working on shredding 
her footwear into tiny pieces. “I had to leave the 
signing barefoot,” Linda said.

Graveyard Shift
If there was a “Notary Nerves Of Steel” award, 
Cara Citerley Johnson would definitely be in the 
running for handling a job in an unsettling loca-
tion. Cara was asked to notarize paperwork on an 
autopsy table by a physician. “I kept asking the 
doctor, ‘Are you sure it’s clean?’ The entire time, 
my mind was racing about who had been on that 
table,” Cara said.

International Issues
Tina Lee once had to perform a series of notari-
zations where a course in international relations 
might have come in handy.  “I had a wife who 
was a Canadian citizen, a husband who was an 
Italian citizen and their newborn child who was 
a U.S. citizen,” Tina said. The parents needed 
paperwork notarized so the baby could obtain 
a passport to travel with them to Canada, but 
the documents required by the U.S. and Canada 
were different. “I had to call the NNA on this one, 
and it took two signing sessions, six jurats, nine jour-
nal entries and about two months to complete 
everything,” Tina said.

ID? Yes. Able To Sign? Not Exactly …
While signers will often ask Notaries to 
accommodate unusual circumstances 
during a signing, Sandra Guerrero 
just couldn’t help with one extremely 
strange request. Sandra had a signing 
appointment with a husband and wife, 
and was assured on the phone by the 
husband that both spouses would be 
present with ID. He wasn’t entirely truth-
ful. When Sandra arrived, the husband 
met her at the house and took her in to 
introduce his late wife, whose cremated 
ashes were on display in the living room in an 
urn next to her picture. Though the husband asked 
if the notarization could still go ahead, Sandra 
followed best practices and common sense and 
declined the request. 

It’s normal to encounter issues like outdated ID, missing certificate wording or reluctant 
signers when you’re out on assignments. But sometimes a notarization can go from 

the merely difficult to the outright bizarre. We asked you to share some of the weirdest 
situations you’ve encountered on Facebook and here’s what you had to say:

THAN FICTION
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This Place Is A Pigsty — Literally!
At first, the signer’s house Laura Biewer was visit-
ing seemed ordinary enough, if a little bit poorly 
lit. When she came 
in, she saw what 
she thought were 
two large dogs lying 
down. It wasn’t until 
she was leaving that 
Laura discovered the 
“dogs” had moved 
over to the door 
and were actually 
a pair of enormous 
200 lb. black pigs. 
Fortunately the pigs 
stayed well-behaved 
and even went to lie 
down when the owner told them to. But as Laura 
said later, “YIKES!” Not something you see at a 
typical signing!

An ‘A’ For Interior Design — Or Armadillos
Teri Vaughn shared how she once did a signing 
for a husband and wife who definitely knew what 
they liked when it came to interior decorating. “I 
entered their condo to see the place decorated 
with everything in armadillos. I mean everything!” 
Teri said. “Dishes and napkin rings, sofa and chairs.” 
When Teri mentioned the unique theme, the wife 
introduced her to Kerri, their pet — you guessed it 

— armadillo. “Kerri was very 
sweet and actually sat 
down on my feet under 
the table, then leaned 
against my legs and slept 

through the entire sign-
ing,” Teri said. The couple 
said they were amazed 
that the little armadillo 
took such a liking to Teri 
right off the bat. 

Not A Fan Of This Venue
Joan Sampson once ran into an awkward situa-
tion when asked to perform a signing on a day 
when the temperature was in the triple digits. Upon 
arriving at the location, she found out the signer’s 
air conditioning was broken, so multiple fans were 
blowing air around the room. “I had visions of all 
the documents flying about the room during the 
signing,” Joan said. Luckily, she came up with a 
solution:  “I asked the borrower if there was a Star-
bucks close by and we conducted the signing in 
their air-conditioned locale over two iced coffees 
— which I gladly purchased.”

Foreign Complications
Notarizing real estate documents can be chal-
lenging at the best of times — but it’s even more 

difficult when the signer is being 
held by immigration officials in a 
detention center. Still, that didn’t 
deter Marian Harmon. The signer 
was a wealthy British national 
who needed some documents 
notarized for the sale of some 
property but had been detained 
by Immigration and Customs 
Enforcement (ICE) over a paper-
work issue. Marian says notarizing 
with officers in the background 
wasn’t easy. “This ICE officer hov-
ered in my personal space and 
made sure to note exactly what 

I said, what I wrote in my journal, everything,” she 
said. “It took five different visits to the detention cen-
ter and multiple overseas and cross-country phone 
calls.” However, it ended well for all concerned 
— the signer was very appreciative of Marian’s 
work. “He was also apparently quite popular 
because before he was sent back to the 
U.K. I received multiple referrals from 
him,” she said.

An Arresting Development
Joan Kolb once got a shock in the 
middle of notarizing documents 
to release a signer’s car out of 
impound. Suddenly she heard 
someone pounding on the 
door — it turned out it was the 
police! They arrested the signer 
on the spot because it turned out 
he was accused of stealing the very same car he 
was trying to get out of impound. Fortunately, Joan 
immediately identified herself as a Notary and the 
police let her go without any more trouble. 

Adventures At The Signing Table

Have a story to share? Visit  
www.Facebook/NationalNotary  
and tell us about your adventures.



The collapse of the housing market and nu-
merous other crises have caused the govern-
ment to significantly increase its scrutiny of 
the mortgage industry. This challenging new 

environment is forcing lenders, title companies, signing 
services and others in the mortgage origination world to 
take a hard look at how business is done.

Of all the people involved in originating mortgages, 
Notary Signing Agents received 
little attention. That is changing. 
In order to comply with federal 
mandates, lenders now recog-
nize that the tens of thousands 
of Signing Agents who represent 
them at the signing table need to 
be better qualified.

As a result, leading lenders and title companies 
gathered to create the first set of recommended best-
practice standards for Notaries handling loan sign-
ings. These standards are called the Certified Signing 
Specialist Standards and form the basis of a new des-
ignation for signing professionals: the Certified Signing 
Specialist. That is a Notary who has met all of the ele-
ments of the standards.

The publication of the Standards is among the most 
significant developments to hit the loan-signing profes-
sion in years, and it will help you meet the needs of 
nearly every firm in the real estate finance industry. In 
turn, you will be eligible for more jobs that will help you 
thrive in the current market.

A special committee called the Signing Profession-
als Workgroup (SPW) comprised of executives from 

major lenders and title compa-
nies, developed the Standards. 
The National Notary Association 
was asked to serve as an expert 
advisor. In that role, we helped the 
Workgroup understand the scope 
of your responsibilities and the 
challenges you face.

“Signing Agents often have had to meet widely vary-
ing requirements and qualifications from one company 
to another,” said NNA President and CEO Thomas 
Heymann. “The Standards and new Certified Signing 
Specialist designation are intended to provide a set of 
qualifications and practices for everyone. Ultimately, they 
should help reduce the number of different requirements 
Notaries face to keep getting loan-signing assignments.”

Signing Specialists routinely 
handle documents containing 
sensitive consumer financial 
information and are invited 

into borrowers’ homes.
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“The banks and title companies depend on the 
professionalism and competency of the person at the 
signing table,” Cristy Ward, Chief Strategy Officer of 
Mortgage Connect and a Workgroup participant, said 
in a recent interview. “Upholding the recommended 
Standards assures a consistent closing experience 
for all of the parties involved in the transaction.”

In fact, a key focus for lenders and regulators alike 
is improving the borrower’s experience. In that context, 
even though you generally don’t work directly for lend-
ers, you represent them with every loan you handle.

Speaking during an industry panel discussion at 
NNA 2013 Conference last June (see the July 2013 
issue of The National Notary), Donna Davidson, Vice 
President of Vendor Management for Citibank, put it 
succinctly: “Most of the time, you’re the only face our 
borrowers are going to see.”

The workgroup coined the Certified Signing Spe-
cialist designation for two reasons. First, the concept 
of a Certified Signing Specialist recognizes the fact 
that you possess qualifications and expertise that 
those outside your field do not. Second, lenders pre-
fer not to call you “agents” because that term car-
ries a specific legal meaning that implies you have the 
authority to act on their behalf as though they were 
personally present.

What Are The Standards?
The Standards are comprised of five elements:
• The Certified Signing Specialist Code of Conduct
• Standardized signing script
• Annual examination
• Annual background screening
• Notary errors and omissions insurance

The heart of the Standards is the Certified Signing 
Specialist Code of Conduct. The Code of Conduct is 
organized into 10 Guiding Principles encompassing 
more than 100 individual Standards of Practice. They 
cover everything from protecting signers’ privacy and 
acting in a professional manner to not providing un-
authorized advice or services and reporting illegal or 
suspicious activity. To obtain and maintain the Certified 
Signing Specialist designation, you will be required to 
sign an acknowledgment stating that you will abide by 
the Code of Conduct’s Standards of Practice.

With tens of thousands of Signing Agents and numerous 
lenders, title companies and signing services in the real 

estate finance environment, there is naturally going to be a 
transition period before the Certified Signing Specialist pro-
gram is fully in place. Here’s how the transition will work:

•  In the coming months the Signing Professionals Workgroup 
will create the exam and begin to approve vendors authorized 
to offer the Certified Signing Specialist designation program.

•  Once that occurs, you will be able to obtain your certifica-
tion from vendors such as the NNA.

•  In the interim, the NNA has updated its current certifica-
tion program to comply with the Certified Signing Specialist 
Standards, and you will continue to be an NNA Certified 
Notary Signing Agent.

Some lenders and title companies are already requiring 
the annual background screenings, as prescribed in the Stan-
dards. Here’s how to accomplish that:

•  If you purchased a background screening-Notary Signing 
Agent certification package from the NNA in 2013, wait until 
we contact you. Your screening meets the Standards. The 
NNA will contact you one year after your last screening to 
authorize another at no extra cost. 

•  If you purchased a screening from the NNA in 2012, we 
will contact you to let you know that you need to be re-
screened. That screening will be offered at a one-time dis-
counted fee of $39.

•  If you purchased a screening from the NNA in 2011, you will 
need to be re-screened. That screening is offered at a new 
$65 rate.

•  If you purchased a background screening from another ven-
dor in 2013, send us a copy of your receipt. You will be given 
a store credit for the amount you paid for that screening 
when you purchase a new screening from the NNA at $65.

•  Going forward, the normal cost of the more rigorous annual 
background screening compliant with the Signing Specialist 
Standards as well as the Certified Signing Specialist annual 
exam from the NNA is $65.

As mentioned above, the SPW is developing procedures for 
approving vendors to offer certification services, such as back-
ground screening and certification exams. The SPW believes that 
a strong vendor management program is crucial to the success 
of the Standards because vendors will be the ones verifying that 
you are properly qualified. To be approved to offer certification 
services, vendors will have to demonstrate that their programs 
fully comply with the Standards. The SPW also will create a sys-
tem to monitor and audit vendors to make sure that their certifi-
cation services remain in compliance with the Standards.

The Certified Signing Specialist  
Standards can be found at  
NationalNotary.org/Standards.

THE TRANSITION PROCESS:  
FROM SIGNING AGENTS TO  
CERTIFIED SIGNING SPECIALISTS
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The Certified Signing Specialist Standards are 
designed to benefit the entire real estate fi-

nance industry. The Standards will help lenders 
and the companies that hire you by enabling them 
to meet the demands of government regulators 
while offering a consistent borrower experience 
regardless of the lender or Signing Specialist. As 
a Certified Signing Specialist, it will be easier for 
you to get assignments from multiple companies 
without needing to meet multiple qualifications.

The Standards will be implemented in the 
coming months. (See related story on page 17.) 
Once the Signing Professional Workgroup creates 
the certification process, you will need to meet or 
comply with the following five criteria in order to 
become a Certified Signing Specialist.

•  Agree to abide by the Certified Signing Spe-
cialist Code Of Conduct: The Code Of Conduct 
includes principles, policies and practices that 
help Signing Specialists perform their primary 
function of witnessing the execution of loan 
and real estate documents. The Code Of Con-
duct  also addresses supportive duties, such 
as advertising services, charging and collecting 
fees, and demonstrating responsible conduct 
with contracting companies and customers.

•  Agree to follow standardized scripts: The Stan-
dards include a detailed signing script that 
Signing Specialists must agree to follow. The 
scripts include specific descriptions of the vari-
ous documents in a loan package.

•  Pass an annual exam: Signing Specialists 
must earn a score of at least 80 percent on 
an annual exam, administered by an SPW-
approved certification provider. The exam 
will consist of questions about the signing 
process, knowledge of loan documents, 
and best practices as outlined in the Code 
of Conduct. Training classes will be avail-
able from approved certification provid-
ers, but are not required.

•  Undergo annual background screenings: 
The background screening will include fed-
eral, state and local database searches.

•  Maintain Notary errors and omissions insur-
ance: Signing Specialists will be required to 
maintain professional errors and omissions in-
surance coverage of at least $25,000.

The Standards also include a uniform Signing Script that 
outlines how a signing should be conducted and how you 
should answer questions about each document. It also in-
dicates when to direct the signer to contact the lender and 
when you should call the title company representative. The 
Script was included in the Standards in large part to create 
a high-quality customer experience at the signing table from 
signing to signing. As a Certified Signing Specialist, you will 
be expected to use the Script for all signings.

You also will be expected to pass an annual exam — with 
a score of at least 80 percent — which will be created by 
the Signing Professionals Workgroup. The exam covers the 
Signing Script as well as knowledge of loan documents and 
best practices as outlined in the Code of Conduct. 

The annual exam is in keeping with the requirements for 
other professionals working in the real estate finance indus-
try. Mortgage originators, for example, are required under 
federal law to complete at least eight hours of continuing 
education each year.

In addition, the SPW will continue revising the Standards 
as regulations and market conditions change. Annual test-
ing will be necessary to ensure that Signing Specialists keep 
abreast of any updates.

Background screenings have become a common ex-
pectation for Signing Agents, but not all screenings are the 
same, and an annual screening is new. For background 
screenings to be acceptable under the Standards, they must 
include searches in state, local and federal records and fol-
low a point system assigned to specific offenses for calculat-
ing the pass/fail result. In opting for an annual screening, the 
SPW noted that Signing Specialists routinely handle docu-
ments containing sensitive consumer financial information 

and are invited into borrowers’ homes.
“At the end of the day, it’s our job to protect 

the consumer, and to provide the best closing ex-
perience possible,” Ward said at the NNA 2013 
industry panel.

The annual background screening also pro-
tects you because it helps keep people out of 
the profession who should not be handling the 
sensitive consumer information contained in 
loan documents or entering peoples’ homes. 
Without the background screenings, unscru-
pulous individuals could enter the profes-
sion and misuse their trusted position, and 
just a few widely publicized cases could 
tarnish all of you.

The final Standard requires $25,000 
Notary errors and omissions insurance 
for Certified Signing Specialists. While 
lenders and title companies commonly 
required NSAs to maintain Notary er-
rors and omissions insurance, the 

THE CERTIFIED SIGNING SPECIALIST
A NEW DESIGNATION FOR A  
TRANSFORMING INDUSTRY



amounts varied. During Workgroup deliberations, 
participants debated how much E&O insurance 
Signing Specialists should carry, with some arguing 
for a minimum coverage of at least $100,000. Some 
lenders even require $500,000. Because Notary E&O 
insurance only covers notarial errors, the workgroup 
decided that $25,000 in coverage was adequate.

The Standards will be rolled out in the coming 
months as the SPW establishes an application and ven-
dor review process to license qualified companies to of-
fer certification services. (See related story on page 17.) 
In addition, the SPW is creating procedures for monitor-
ing and auditing vendors to make sure their programs 
comply with the Standards. This is vital because ven-
dors will be creating a new generation of highly skilled 
and qualified Certified Signing Specialists. 

Why Now?
Perhaps the most significant single development 

leading to the formation of the SPW and the publish-
ing of Certified Signing Specialist 
Standards was the passage in 
2010 of the federal Dodd-Frank 
Act and its creation of a new fed-
eral agency — the Consumer Fi-
nancial Protection Bureau (CFPB) 
— with sweeping powers to reg-
ulate all types of financial companies.

Shortly after its inception in July 2011, the CFPB 
set up a consumer complaint system that received 
more than 85,000 mortgage-related reports from dis-
gruntled borrowers through June of this year. Spurred 
by the flood of consumer reaction, the agency has is-
sued thousands of pages of new regulations, recom-
mendations and guidance. It also has brought numer-
ous enforcement actions costing lenders and other 
financial companies more than $750 million in refunds 
and penalties. And it has implemented an active audit 
program for the companies it regulates.

All of this work is focusing on protecting the con-
sumer and pressing the financial industry to provide 
a much better and more consistent customer experi-
ence regardless of the bank or title company involved.

The publication in April 2012 of a CFPB Bulletin under 
the heading, “Service Providers,” prompted executives 
at several of the top major lenders and title underwriters 
to start addressing what happens at the signing table.

The two-and-a-half-page Bulletin noted that finan-
cial institutions cannot shift the burden of complying 
with federal law to the service providers they hire, but 
are ultimately responsible for ensuring that their ser-
vice providers follow the law. A service provider that 
fails to uphold the law or has “weak internal controls” 

can harm consumers and create potential liabilities 
for themselves and their contracting firms.

“Lenders are being held accountable for the ac-
tions of their outside service providers, such as title 
companies and whoever they hire — including 
Signing Specialists,” Heymann said.

The CFPB Bulletin told lenders to verify that 
their service providers complied with federal 
law and maintained “appropriate training 
and oversight of employees or agents.” 
In addition, lenders are expected to es-
tablish ongoing monitoring programs, and 
put in place enforceable consequences for 
providers who fell short and failed to quickly 
address their shortcomings.

As a result, these expectations have been in-
corporated in the contracts between banks and title 
companies, which in turn affect signing services and 
Signing Specialists. Failing to abide by the terms of 
the contracts can have serious consequences for title 

companies and lenders.
“We can lose literally millions of 

dollars because of a poor signing,” 
Ward said during the NNA 2013 
session. “So we have taken a lot 
of precautions to make sure we are 
looking at the quality of the loan 

docs that are coming back to us.”
That is why the SPW is paying attention to what 

happens at the signing table. 
The importance of the Standards to the mort-

gage origination industry cannot be underestimat-
ed, Heymann noted. “Every Notary who becomes a 
Certified Signing Specialist and every company that 
relies on them is operating under the same rules 
and knows exactly what to expect at the signing 
table,” he said. “Only good things will happen by 
everybody working together.”

The concept of a Certified 
Signing Specialist recognizes  
the fact that you possess qual-
ifications and expertise that 
those outside your field do not.

THE SIGNING PROFESSIONALS 
WORKGROUP

The Signing Professional Workgroup is made up of 
leading mortgage lenders, title companies, signing 

services and the National Notary Association. A list of 
member companies can be found at the Workgroup’s 
website, SigningProfessionalsWorkgroup.org.

The Workgroup is seeking new members as it con-
tinues its work. Anyone interested in participating may 
apply via the Workgroup’s website.

For more information about the Certified Signing Specialist Standards, visit  
NationalNotary.org/Standards or email standards@nationalnotary.org.  
For questions regarding your specific situation or account, email  
standards@nationalnotary.org or call toll free 855-762-5415.

SigningProfessionals 
Workgroup.org
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Stay Consistent 
Everything with search engines and branding is about consistency. Google 
analyzes billions of webpages and one of the many things it’s really good 
at is analyzing similarities in website information. However, Google is just 
a machine, and changes to formatting or display can make a world of 
difference in how Google interprets your brand and information. When 
you’re consistent in your branding, Google will reward you for it. 

You can stay consistent in your branding by creating a document 
with all of your relevant business information (name, address, phone 
number, email, website, business category or industry, business 
description). Once you have determined this information, do not stray 
from it because you want to stay consistent. If you use variations of your 
business name, Google may see them as different entities. Creating 
a business information document will make it easier to just copy and 
paste your information when you’re listing your information on Google, 
Bing, Yelp and others. These branding standards should carry over to 
your social media profiles as well. 

Get Listed With Online Search Engines
Now that you have your information in a consistent format, just add it to 
the major online search engines, such as Google, Yahoo!, Bing and Yelp. 
Many search engines offer both free and paid listing plans, however the 
free basic listing is perfectly fine. Once you start a profile, the search 
engines will guide you through the set-up process. Remember to use the 
same email address when setting up all your online listings. This builds 
consistency and allows you to control all of your local listing informa-
tion under one email address. This is especially true for businesses with 
multiple owners using different email addresses; search engines will see 
them as different entities. 

Just about every mobile 
Notary has a website or 

social media page, but the trick 
is finding ways to make the 
most out of that web presence 

and be the first entry to pop up when people 
search for a Notary in your community. Here are 
four proven strategies to do just that.
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By Matt Riggleman  
and Moses Keshishian

Google — http://bitly.com/notarygooglelisting

Yahoo — http://bitly.com/notaryyahoolisting

Bing — https://www.bingplaces.com/

Yelp — https://biz.yelp.com/

Where To Set Up  
Local Profiles

Are you a Notary who works from home and has no real business 
address? No problem. Profiles can easily be configured to work without 
a visible business address (you still have to add an address as a contact 
for yourself, but you don’t have to make this visible to web users — or 
identify it as your business’ address).

When creating your listing, you will notice that each site has a unique cat-
egorization system. In general, it’s a great idea to use as many categories 
that apply to your business as possible.

Tweak Your Website 
Google will do whatever it can to unite your brand’s identity across the 
Internet. If you have a website, by all means be sure to put all of the 
relevant local address and contact information at an easy to find loca-
tion. In other words, don’t make people work to get your information.

Promote Online Reviews 
Google actually shows reviews and review stars right on the search 
engine results pages. Spoil your customers, and be there to respond to 
them if they review. Profiles with good engagement and reviews are more 
likely to show up, and, more importantly —more likely to get clicked in 
search results. In addition, the fact that the profiles are engaged at all — 
whether by good or bad reviews — matters to search engines and can 
influence your ranking accordingly. These websites are not silos — your 
actions on one can influence your response rate in another. Being active 
on Yelp could allow your Yelp page to show up when someone searches 
for ‘Notary’ on Google, for example. And of course, it’s a great way to get 
to know and interact with your customers.
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2013 is a seminal year for the National 
Notary Association because it marks 
important anniversaries of two ground-

breaking resources for Notaries and the 
public: the Uniform Notary Act of 1973 
and The Notary Public Code of Professional 
Responsibility, first published 15 years ago to 
set best practice models for both notarial pro-
cedures and legislation.

These standards are key for today’s Notary 
office because it has become commonplace 
for business and personal transactions to be 
conducted across state and national lines. 
The long-distance nature of so many trans-
actions means that people around the globe 
increasingly rely on the trustworthiness of a 
Notary’s signature and seal.

But few people understand the wide 
disparity of Notary laws, regulations and 
guidelines from one state to another. Some 
states provide clear, detailed direction for 
performing notarizations while others offer 
little. Consider, for example, that some states 
leave it up to the individual Notary to deter-
mine what constitutes valid ID. Some states 
require education and testing to become a 
Notary, but most do not. And all too many 
states provide little ethical guidance for the 
myriad of sticky situations that can come up 
on a daily basis.

Early in the NNA’s history, we recog-
nized the need for guidance and uniformity 
for both legislators and Notaries. In keeping 
with our commitment to support and educate 
America’s Notaries, we reached out to lead-
ing experts to help draft and update these 
two invaluable resources.

“Each resource represents the most thor-
ough and thoughtful treatment of their 
respective subjects to have ever been pre-
pared,” said Michael Closen, Professor 
Emeritus at the John Marshall Law School in 
Chicago, Illinois. “It was the National Notary 
Association that took up the challenge to 
develop the standards identified in each 
document and to have succeeded in produc-
ing such superb results. It has truly been a 
remarkable quest.”

The
NoTary Public  

code of
ProfessioNal  
resPoNsibiliTy

The

Model NoTary acT
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Published As A Public Service
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The Notary Public Code of 
Professional Responsibility

Published in 1998, the Code serves 
as an ethical guide for Notaries Public 
when state laws don’t directly address 
a given situation. The Code is divided 
into 10 Guiding Principles to help 
Notaries when they are unsure of the 
right thing to do during a notarization. 

Among the many issues addressed 
in the Code are how to avoid improper 
bias when performing notarial acts; 
recognizing when it is appropriate to 
refuse a request for notarization; keep-
ing good journal records; protecting 
signer privacy; and much more. 

Each Guiding Principle includes 
detailed examples of challenging 
situations a Notary may encounter, 
the appropriate ethical standard that 
applies and a recommended best 
practice to resolve the issue.    

The Code was drafted by a com-
mission of 24 experts including law 
school professors, state regulating 
officials, recorders, attorneys and 
Notaries. Today, Notaries across the 
United States use the Code as a guide 
to ensure that their notarizations meet 
the highest levels of ethics and pro-
fessionalism. Many organizations and 
businesses rely on the Code as a guide 
to proper conduct for Notaries on 
their staff. State officials have found 
the Code useful as well — in 2008, 
then-Hawaii Attorney General Mark 
Bennett enacted it as a set of admin-
istrative rules all the state’s Notaries 
must follow.

The Uniform Notary Act
One of the biggest challenges for 

state lawmakers creating new Notary 
statutes is that each state has different 
commissioning requirements, duties 
and rules for Notaries. Combined with 
the fact that many people aren’t famil-
iar with the Notary’s role and ethical 
requirements, this lack of a “stan-
dard” for notarial laws meant that for 
years, many legislators didn’t have a 
good place to start when trying to cre-
ate constructive rules for their state’s 
Notaries Public.

To assist lawmakers in regulating 
their Notaries, the NNA created a set 
of “model” statutes that government 
officials could use as a template when 
introducing bills. The Uniform Notary 
Act was drafted with the assistance of 
the Yale Law School and was the first 
version of these model statutes.

The Uniform Notary Act, which 
became the Model Notary Act in sub-
sequent versions, marks its 40th 
anniversary as a key resource on notar-
ial law. Over the following decades, 
the Model Notary Act has been updated 
three times by committees consisting 
of state officials, technology experts, 
recording officers and legal experts 
from the United States, United King-
dom and Canada — in 1984, 2002 and 
2010 — to reflect the evolution of the 
Notary Public office, adding recom-
mended provisions for the education 
and testing of Notary commission appli-
cants, recordkeeping requirements and 
rules for electronic notarizations. The 
Model Notary Act is not only used by 
government officials; copies are fre-
quently requested by Notaries to use as 
a reference guide, which the NNA still 
provides as a complimentary service. 

More than 40 states and jurisdic-
tions have adopted at least some part 
of the Uniform and Model acts, with 
many establishing journal requirements 
and mandatory Notary education. It 
also has been cited in numerous court 
cases over the years.

Where To Learn More
The Notary Public Code Of Profes-
sional Responsibility and the 2010 
update of the Model Notary Act are 
available as complimentary PDFs at: 
www.nationalnotary.org/reference_
material_and_publications/

Recruiting Experts

To draft both The Notary Public 
Code of Professional Responsibility and 
the various versions of the Uniform and 
Model Notary Acts, the NNA recruited 
leading experts from around the country. 
Here is a partial list:

• Yale Law School

•  Michael L. Closen, Professor, The John 
Marshall Law School

•  Malcolm L. Morris, Professor of Law, 
Northern Illinois University

•  Elizabeth J. Scheffee, Member, Board 
of Governors, Maine State Bar 
Association

•  Nancy P. Spyke, Assistant Professor, 
Duquesne University Law School

•  Daniel J. Greenwood, Founder, 
E-Commerce Architecture Program, 
Massachusetts Institute of Technology

•  Dennis McCraven, Manager, 
Document Recording, Los Angeles 
County Registrar-Recorder/Clerk

•  Lonna R. Hooks, New Jersey 
Secretary of State

•  William G. Peterson, Member, South 
Dakota House of Representatives 
and Assistant Vice President, Western 
Surety Company

•  Deborah K. Kearney, Deputy General 
Counsel, Florida Governor’s Office

•  Elaine Marshall, Secretary of State, 
North Carolina

•  Gabe Minton, Senior Director, 
Industry Technology, Mortgage 
Bankers Association

•  Orville B. “Bud” Fitch II, Deputy 
Attorney General, New Hampshire

•  Katherine Hanley, Secretary of the 
Commonwealth, Virginia

•  Jane Winn, Professor of Law, 
University of Washington

•  Dean Heller, Secretary of State, 
Nevada

•  Michael S. Baum, Vice President, 
VeriSign

•  Denise A. Brewer, Notary Public, 
Oklahoma

•  Carol S. Westwood, Notary Public, 
Arizona



24  The National Notary • November 2013

What is a “power of attorney” and an 
“attorney in fact”?

A power of attorney is a document autho-
rizing someone to perform duties on behalf of 
another individual. A person granted power 
of attorney to sign documents for someone 
else is typically referred to as “attorney in fact” 
or “agent” and the individual represented is 
referred to as a “principal.” An attorney in 
fact has authority to sign the principal’s name 
and have that signature notarized without the 
principal being present.

How do I notarize the signature of 
someone acting as an attorney in fact?

An attorney in fact typically signs a docu-
ment with two names: the attorney in fact’s 
own name and the name of the principal. For 
example, if John Doe is acting as attorney in 
fact for Mary Sue, he could sign like this:

“John Doe, attorney in fact for Mary 
Sue, principal”

Or,

“Mary Sue, by John Doe, attorney in 
fact”

In this case, John Doe is the person 
appearing before you and signing the docu-
ment, but doing so on behalf of Mary Sue.  
Because John Doe is the only person who is 
physically present and signing, you would 
write John Doe’s name as the signer in the 
appropriate parts of the certificate word-
ing (for example, “… personally appeared 
before me John Doe, who acknowledged 
…”) and John Doe would need to provide 
you with satisfactory proof of his identity. 

An attorney in fact does not have to 
provide ID for an absent principal — for 
instance, if you asked John Doe for identifi-
cation, he would need to present you with 
ID for himself, but would not need to show 
you Mary Sue’s driver’s license as well. 

Do I need to ask for proof of the 
attorney in fact’s authority?

Idaho and Minnesota require Notaries to 
verify the authority of someone signing as a 
representative through either your personal 
knowledge or by requesting written proof 
from the signer. Montana strongly recom-
mends this practice.

Two other states — Hawaii and Utah 
— require attorneys in fact to present to the 
Notary the original power of attorney docu-
ment giving them authority to sign.  Copies 
of the power of attorney document are not 
acceptable in Hawaii and Utah.

California, Kansas and North Carolina 
do not require Notaries to verify a signer’s 
representative status.

In other states, if someone signs as a 
representative of an absent principal, the 
NNA recommends asking the signer to for-
mally declare in your presence that they have 
authority to sign on the principal’s behalf. 

What about jurats?
Be aware that even if someone has 

power of attorney to sign on a principal’s 
behalf, taking an oath or affirmation in the 
name of another person is generally not per-
mitted. If an attorney in fact requests a jurat, 
the attorney in fact must swear or affirm 
before you in his or her own name only — 
not the principal’s. 

Powers Of Attorney  
And Attorneys In Fact
WHEN SOMEONE CLAIMS AUTHORITY TO SIGN ON 

ANOTHER PERSON’S BEHALF.

NUTS AND BOLTS
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Our company received a ‘Summons/
Complaint for Personal Injuries’ 
because the Notary entered the wrong 
year for her commission expiration. 
The notarization occurred on Novem-
ber 5, 2012, and she mistakenly wrote 
March 12, 2012 as her commission 
expiration date, whereas it actually 
expired on March 12, 2013. Can enter-
ing the wrong expiration year cause a 
major problem?

L.L., Albuquerque, NM

New Mexico statute requires Notaries to 
add the date of commission expiration near 
the Notary’s signature (NMSA 14-12-19 and 
14-14-8). Individuals may sue a Notary for 
making a mistake such as this, but it will be 
up to the court to determine whether the 
error invalidates the notarization and is the 
cause of the injuries claimed.

The loan documents I’ve been asked 
to notarize list the signer’s name as 
“John Williams,” whereas his driver’s 
license contains the name “John 
Quincy Williams.” My questions are (a) 
What name do I record in my journal? 
And (b) what name do I write in the 
acknowledgment certificate? 

A.O., Tampa, FL

The name as it appears on the document 
is the name you are notarizing, so that is the 
name you would put on the certificate of 

acknowledgment. The name on the identifica-
tion document that you used to identify the 
signer (the driver’s license, in this case) is the 
name you would put in your journal.

In your example, John Williams (the 
name on the document) would be the name 
you would write on the acknowledgment 
certificate, and John Quincy Williams (the 
name on the driver’s license) is the name 
you would record in your journal.

Can I serve as both a standard Notary 
Public and an Electronic Notary? 

D.C., Menifee, CA

Yes, you may be both a regular Notary 
and an Electronic Notary at the same time, 
since California does not have separate 
commissions for paper-based and electronic 
Notaries. 

You may only have one Notary jour-
nal, but you may perform both types of 
notarizations. You will need to purchase an 
electronic image of your seal by obtaining 
a Certificate of Authorization to Manufac-
ture Notary Public Seals from the Secretary 
of State and present it to a licensed seal 
vendor with the capability to produce elec-
tronic seals. 

Please be advised that under current 
California recording laws, a Notary may not 
perform a notarial act on an electronic deed, 
deed of trust, power of attorney or mortgage 
that is recorded in the office of a county 
recorder in California.

Expired Commissions, 
Unmatched Names,  
And Becoming An 
‘Electronic Notary’
NOTARIES NATIONWIDE RELY ON THE NNA’S NOTARY HOTLINE TO ANSWER 

THEIR MOST CHALLENGING QUESTIONS. THE FOLLOWING WERE AMONG THE 

THOUSANDS OUR INFORMATION SERVICES TEAM RECEIVES EACH MONTH. 

1-888-876-0827, 5 a.m. to 7 p.m. Monday to Friday, and 5 a.m. to 5 p.m., Saturday, Pacific Time 
www.NationalNotary.org/Hotline

Hotline answers are 
based on laws in the 

state where the question  
originated and may 

not reflect the laws of 
other states. If in doubt, 

always refer to your 
own state statutes.

— The Editors
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Access all your benefit details through your NNA profile page at NationalNotary.org.

•  NNA Hotline: 1-888-876-0827 
Answers to all of your questions from Notary experts, when you need them.

•  The National Notary Magazine 
Your bi-monthly member magazine provides you with vital how-to’s, news and in-depth 
information to help guide you on your path to success. Access magazine archives 
online in your NNA profile. 

•  Notary Certificate Forms Online   
Always up-to-date. Download your state’s most common certificate forms at any time. 

•  Real-Time Compliance Guide 
Access all your state’s requirements with the U.S. Notary Reference Manual online.

•  Exclusive Member Badge Privileges 
Download your NNA Member badge and include on your business card, website and 
email signature to identify yourself as a trusted NNA member. 

•   Free Advertising 
Listing on the NNA’s Online Notary Directory, the place to get signing work. Locate the 
opt-in link in your NNA profile. 

•  New Law Alerts 
When your state’s laws change, how you notarize must also change. NNA New Law 
Alert emails keep you in the know and help you easily adapt.

•  Exclusive Partner Program Discounts 
Get valuable savings on products and services you need most to help run your 
business.

www.NationalNotary.org • 1-800-876-6827

Get the most out of your NNA Membership  
by taking advantage of all that is available to you

GoPayment

Partners include:
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