
A
p

ri
l 

2
0

15
IN THIS ISSUE

14  Data Security: How Mobile 
Notaries Can Minimize Risk

18  Getting to Know the New 
Closing Disclosure 

20   2015 Notary of the Year 
Honorees

www.NationalNotary.org







THE NATIONAL NOTARY
APRIL 20154

The National Notary (ISSN 0894-7872), April 2015 Vol. LVIV, No. 2, is published bimonthly by the National Notary Association, 9350 De Soto Ave., Chatsworth, CA 91311, a non-profit 
organization, to educate Notaries about the legal, ethical and technical facets of performing notarial acts and to instill in them a sense of self-respect and professional pride in their 
important role of public servant. • ALL RIGHTS RESERVED. Reproduction in whole or in part without the express written permission of the publisher is prohibited. • SUBSCRIPTION to all 
NNA members in the United States and its possessions comes out of their $59 annual dues. International subscriptions are $76 annually. Six dollars of membership dues are designated 
for a one-year subscription to the publications. • For address changes, send new and old addresses including ZIP code, suite or apartment number, and mailing label, if possible, to the 
NNA. PERIODICALS POSTAGE paid at Chatsworth, CA, and at additional mailing offices. • POSTMASTERS: Please send address changes to Customer Service, 9350 De Soto Ave., 
P.O. Box 2402, Chatsworth, CA 91313-2402.

9350 De Soto Avenue 
Chatsworth, CA 91311

(800) US NOTARY  
(800) 876-6827 
www.NationalNotary.org

(818) 739-4000 
(818) 700-1942 fax 
 
Publications@NationalNotary.org 
www.NationalNotary.org/Bulletin 
Article submissions, feedback, letters

THOMAS A. HEYMANN 
The Publisher

PHILLIP BROWNE  
Editorial Director

LIZA MOLINA 
Creative Director

THOMAS HAYDEN  
Advertising Director

NICOLE DORSEY 
Content Manager

MICHAEL LEWIS 
Managing Editor

DAVID S. THUN 
Associate Editor

MOSES KESHISHIAN 
Social Media Specialist

KAT GARCIA 
Public Relations Specialist 

KELLE CLARKE 
Contributing Editor

KELLY RUSH 
Contributing Editor 

MICHAEL SUORSA 
Graphic Designer

DANIEL LAVENTURE 
Lead Designer

SHERYL TURNER 
Copy Editor

ELIZABETH RESEN 
Senior Production Manager

VANESSA RUIZ 
Mail Coordinator

MILT VALERA 
Founding Editor and Publisher

Published by the National Notary Association  
Vol. LVIV, No. 2, April 2015   Magazine

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 impart-
ing knowledge, understanding 
and unity among all Notaries, and 
instilling in them the highest ethi-
cal standards of conduct and sound 
notarial practice.

OUR CORE VALUES 
The National Notary Association 
serves its membership by promot-
ing five essential core values that 
empower and protect Notaries 
when they assume their responsibil-
ities of the office and perform their 
official notarial acts. 

Our Core Values of Membership  
promote:

 • Compliance with state laws  
  and regulations

 • Liability Protection for Notaries,  
  signers and employers

 • Risk Management to reduce  
  fraud and identity crimes

 •  Professionalism with reliability, 
competence and integrity

 • Opportunities to increase  
  earning potential

NNA® HOTLINE (888) 876-0827
Hotline@NationalNotary.org 
Monday - Friday 5 a.m. – 7 p.m. 
Saturday 5 a.m. – 5 p.m. 
www.bitly.com/NNAHotline
Answers to your questions about  
notarization

CUSTOMER CARE (800) 876-6827
Services@NationalNotary.org 
www.NationalNotary.org 
Service on membership, supplies,  
insurance, training

TRUSTED NOTARY (877) 876-0827
TrustedNotary@NationalNotary.org 
www.NationalNotary.org/Business 
Supplies, training, insurance and  
compliance programs for businesses
 
SIGNING PROFESSIONALS 
SIGNINGAGENT.COM 
(800) 876-6827 
For mortgage finance companies  
seeking a qualified professional to  
facilitate loan signings
 
NATIONAL NOTARY FOUNDATION
bitly.com/NNFoundation 
Make a difference in philanthropic causes

SOCIAL MEDIA
Facebook.com/NationalNotary 
LinkedIn: bitly.com/NNALinkedIn 
Twitter.com/NationalNotary 
Plus.Google.com/+NationalNotaryOrg

ROB CLARKE 
Vice President and 

Chief Financial Officer

JULIE HERTEL 
Vice President, Human Resources

THOMAS K. HAYDEN 
Vice President, Marketing

CHRIS STURDIVANT 
Vice President, Business Development

DAVE STEPHENSON 
Vice President and 

Chief Information/Technology Officer

WILLIAM A. ANDERSON 
Vice President, Legislative Affairs

STEVEN BASTIAN 
Vice President, Product Management

KELLI BARABASZ 
Vice President, Customer Care

MILT VALERA Chairman

THOMAS A. HEYMANN President and Chief Executive Officer

DEBORAH M. THAW Vice Chair and Executive Vice President



5

DEPARTMENTS

 ASSOCIATION NEWS 6

 YOUR WORLD 9 

 BEYOND THE BASICS 23

 HOTLINE 24 

 YOUR COMMUNITY 26 

FEATURES

14
Minimize Your Data 
Security Risk
Kenya McCullum 

Data security has been a hot 
topic in light of recent hacking 
scandals. As a Notary, you 
may think data breaches are 
something you don’t need to 
worry about. Experts show 
how small businesses are prime 
hacker targets and explain how 
Notary entrepreneurs can protect 
themselves and their clients.

18
Getting to Know the 
New Closing Disclosure
Bill Anderson and Steven Bastian

Coming in August of this year, 
Notary signing agents will 
begin to see the Consumer 
Financial Protection Bureau’s 
new Closing Disclosure form in 
loan document packages. The 
NNA’s Notary experts have gone 
over the new form and provide a 
detailed, illustrated overview of 
what it will look like along with 
explanations for each section.  

20
Introducing Our 
Honorees for 2015 
Notary of the Year  
NNA Staff

Each year, the NNA celebrates 
the accomplishments of a 
select group of truly special 
Notaries. They represent the 
best traditions of the office 
combined with a commitment to 
serving their communities. We 
proudly introduce this year’s five 
outstanding honorees.

COVER STORY

10
The Next Immigration Wave
David Thun

Historically, only a tiny fraction of Notaries have been 
directly involved in immigration-related matters. Following 
President Obama’s executive order that drastically reshapes 
U.S. immigration policy, millions of undocumented residents 
likely will seek to change their status. That’s just the tip of the 
iceberg. Currently 13 percent of the U.S. population was born 
somewhere else, and that ratio is growing. Like native-born 
Americans, they will open bank accounts, purchase homes 
and vehicles, and more — all of which will increase the need 
for notarizations. So there is a good chance that most Notaries 
will cross paths with immigrant signers and have to deal with 
any number of issues, from unfamiliar IDs to language barriers.

12  Notario Publico and Notary Fraud

13  Notary Laws and Immigrants

THE NATIONAL NOTARY
APRIL 2015

TABLE OF CONTENTS



2014 Coolidge Prize for Journalism 
Presented in New York
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ASSOCIATION NEWS

THE CALVIN COOLIDGE PRESIDENTIAL FOUNDATION has named 
Dr. Donald Boudreaux of George Mason University as the 2014 recipi-
ent of its Coolidge Prize for Journalism. The award is presented to 
a writer whose work best embodies the “spirit and values” of Calvin 
Coolidge, our nation’s 30th President. Coolidge, who was a Notary 
and also the only President to be sworn into office by a Notary Public, 
was well known for his deep dedication to public service, impartiality, 
integrity and his centrist approach to cross-party politics. NNA Chair-
man Milt Valera, a Foundation Trustee, served as the jury chair for the 
distinguished panel of judges for the Coolidge Prize for Journalism. 
The presentation to Dr. Boudreaux was made at the Foundation’s 2nd 
Annual Gala in New York City at the Metropolitan Club.

State Primers 
Getting a 
Makeover 
THE NNA 
IS HARD 
AT WORK 
revising our 
state primer 
content to 
reflect newly 
enacted leg-
islation and 
regulations 
that affect 
your role as 
a Notary. 
One-by-
one, these state-specific guides 
are getting a visual makeover to 
match the updated and easy-to-
read content. 

The first state getting its 
streamlined primer is Nevada. 
And remember, our U.S. Notary 
Primer explains the laws and 
procedures in all U.S. states 
and territories. 

Anyone interested in keep-
ing up with the most current 
law updates can access our free 
Notary law database anytime 
and on any device at bitly.com/
LawUpdates.

Your SigningAgent.com Profile Can Be Your Website
FOR MOBILE NOTARIES, A WEBSITE IS ESSENTIAL for marketing and promoting their services,  
but building and maintaining one can be daunting for tech-challenged entrepreneurs. 
SigningAgent.com, however, helps solve the problem because each person’s profile is 
assigned a unique URL and can be used as your personal website. 

This professional profile lends the kind of credibility that new and experienced  
signing agents can rely on.

Notaries who complete our NSA certification program are eligible for a complimen-
tary listing. Activating or updating your SigningAgent.com profile will elevate your 
professional presence. Don’t forget to include your photo, contact information, ser-
vice area, signing agent experience, E&O insurance amount, your NSA certification, any 
other certifications, other languages you speak fluently and whether or not you accept 
eDoc assignments.
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NEVADA NOTARY PRIMER

The NNA’s Handbook for Nevada Notaries

Here’s a comprehensive text that explains Notary laws 
and procedures in easy-to-understand terms and provides 
recommendations and tips for worry-free notarizations.

Covering laws specific to Nevada as well as general Notary 
practices, the Nevada Notary Primer is an essential, everyday 
reference for Notaries, those planning to become Notaries, and 
those who work with notarized documents.

This complete resource provides:

•  Instructions for how to become a Notary Public and how to 
renew a Notary commission

• Proper ways to positively identify signers
• Legal certificate wording for all notarial acts
• Wording for oaths and affirmations
• Procedures for keeping a journal of notarial acts
• Official seal and bond requirements
• How to authenticate the signature and seal of a Notary
•  What actions are considered misconduct and what penalties 

may result
• The text of Nevada’s Notary Laws
•  Addresses and phone numbers for the Secretary of State’s 

office, plus Bureaus of Vital Statistics for all U.S. states and 
jurisdictions

•  A complete list of nations subscribing to the Hague 
Convention, which simplifies the authentication process for 
documents sent outside the United States

The Nevada Notary Primer is a must for all Nevada Notaries 
who want to perform their official duties confidently and 
according to law. 

Tw
elfth Edition

NNA NatioNal Notary associatioN781597 6714539 >

ISBN  1-597-67145-2

NOTARY PRIMER
Nevada

Twelfth Edition

NOTARY  
PRIMER

Nevada

The NNA’s Handbook  
for Nevada Notaries

From Left: Christopher Coolidge Jeter, great-grandson of President Calvin Coolidge; Dr. 
Donald Boudreaux, recipient of the 2014 Coolidge Prize for Journalism; and Milt Valera, 
Calvin Coolidge Presidential Foundation Trustee and National Notary Association Chairman.
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USCIS Answers Live: Notary  
I-9 Questions
TWO REPRESENTATIVES FROM U.S. CITIZENSHIP and Immigration 
Services (USCIS) recently joined Alabama Notaries for a comprehen-
sive Form I-9 discussion. Mark Camacho and Renee Farris, management 
and program analysts at the U.S. Department of Homeland Security, 
dedicated more than an hour of their time to a live-online I-9 overview. 
They also answered questions about requirements for Notaries to follow 
when completing Form I-9 as an Employer Representative.

The training session was coordinated by Michelle Riley, a 2014 Notary 
of the Year Honoree and founder of Notaries For Alabama — the only 
networking organization for Notaries Public in the state.

Members of the national Notary community also dialed-in for this 
special presentation including 2013 Notary of the Year Kathy Fletcher 
from Phoenix, Arizona, and Brenda Stone from the American Associa-
tion of Notaries in Texas.

Interactive Map 
of Notary Laws 
in the Works 
OUR FREE NOTARY LAW 
DATABASE has been so well-
received that we are testing a 
new feature to allow our Notary 
community to easily stay up-
to-date on the legislation and 
regulations the NNA is tracking 
in every state — before bills are 
signed into law or regulations 
are adopted.

Thousands of you responded 
to our recent Notary law survey 
and 93 percent confirmed that a 
free feature like this one would 
be valuable. We encourage you 
to test it and share your feed-
back with us. Please let us know 
what you like about it and how 
you think the feature could be 
improved.

After logging into My NNA, a 
link to the U.S. map of Notary-
Laws and rules that are “in the 
works” can be found under 
Quick Links or directly on the 
Law Updates page at bitly.com/
LawUpdates. Access to the map 
is password-protected and will 
only be viewable after you login.

Veterans Program Returns  
to NNA 2015 
NOW IN ITS THIRD YEAR, THE VETERANS PROGRAM offered during 
our annual Conference is expanding to include complimentary Notary 
training and application assistance. The 2015 Veterans Program is geared 
toward Florida-specific education because the state requires Notary 
applicants to undergo a three-hour, state-approved education course.

Following the training on Sunday, May 31, NNA staff will be available 
to provide application assistance to any veteran who would like to take 
the next step toward becoming a Florida Notary. Veteran attendees are 
also invited to our Welcome Reception where they can make valuable 
connections and network with the national Notary community.

The complimentary veterans program is fully funded by the 
National Notary Foundation and is open to all honorably discharged 
U.S. military veterans.

For more information about the conference, please visit  
NationalNotary.org/Conference or email Veterans@nationalnotary.
org. If you would like to register to attend, please be sure to select the 
“Veteran Pass” option.
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Vacation to 
Notary History
SUMMER’S FAST APPROACH-
ING, and anyone planning a road 
trip might want to include some 
destinations where Notaries 
helped shape American history. 
Our top suggestions:

•  The National Archives, 
Washington, D.C. The 
original Declaration of Inde-
pendence is on display. 
Thomas McKean, the last 
person to sign the Decla-
ration, was a prominent 
lawyer and Notary during 
the colonial era.

•  Judge Roy Bean Visitor 
Center, Langtry, Texas. Bean 
was one of the Wild West’s 
most colorful Notaries. He 
served as a barkeep, justice 
and Notary in the late 1800s. 

•  Mark Twain Museum, Vir-
ginia City, Nevada. The 
famous writer, journalist and 
riverboat pilot held many 
different jobs in his life, 
including a stint as a Notary 
in Nevada. 

•  Calvin Coolidge Home-
stead, Plymouth Notch, 
Vermont. Calvin Coolidge 
was a Notary and, also, was 
the only U.S. President to be 
sworn into office by a Notary 
— his father. The Homestead 
is where Coolidge took the 
Oath of Office in 1923.

YOUR WORLD

‘Electronic’ Appearance Issue 
Rising in More States
TWO STATES ARE CONSIDERING LEGISLATION that would allow sign-
ers to electronically “personally appear” before a Notary. Currently, only 
Virginia allows this practice.

The Montana legislature is considering a broad Notary reform bill (SB 
306) that includes a provision allowing Notaries to perform acknowl-
edgments and jurats “by means of real time, two-way audio-visual 
communication” under specific circumstances.

And the Florida legislature is considering a limited bill (HB 523) per-
mitting law enforcement officers in the field to have their investigative 
statements notarized “through reliable electronic means.”

Using technology to satisfy personal appearance has been contro-
versial since Virginia passed its law authorizing webcam notarizations in 
2011. A number of states have issued warnings that notarizations using 
virtual communications are prohibited and signers are still required to 
physically appear before Notaries.

You can follow the progress of these and other bills at the Notary Law 
database on your My NNA profiles (see article on page 7).

4 Qualities of a Great Printer
A RELIABLE PRINTER IS A MUST for any mobile Notary. But what 
should you look for when selecting a printer to handle high-volume out-
put? We asked our Notary community for their must-have specs:

Dual tray capability. Printing legal and letter-sized paper is crucial.
Print speed and quality. Printing high-quality documents quickly  

is a must.
Multifunction capability. Many of you need to scan and fax  

documents as well as print. It also helps to have an automatic docu-
ment feeder.

Toner/Ink cost. Printers that use affordable toner or ink are essential 
to keeping costs down.

Reverse Mortgages Are Tricky
MANY MOBILE NOTARIES ARE LOOKING to add reverse mortgage 
signings to their business offerings. But these loans come with some 
issues that signing agents may encounter. And don’t expect these loans 
to be a mainstay of your business.

Reverse mortgage lenders see huge potential because 32 million 
baby boomers own their homes. However, the Federal Housing Adminis-
tration expects to see around 78,000 reverse mortgages by 2020.

But the Consumer Financial Protection Bureau recently reported that 
it has heard many complaints about reverse mortgages. Approximately 
10 percent of the complaints were about loan signings.

The terms of these loans can be complicated. So borrowers tend to 
ask a lot more questions, which often can come up at the signing table.



H
ISTORICALLY, ONLY A TINY FRACTION of Notaries are directly 
involved in immigration-related matters. Following President Obama’s 
executive order that drastically reshapes U.S. immigration policy, 
however, a much larger chunk of the nation’s 4.4 million Notaries will 
be handling notarizations for immigrants in the not-too-distant future.
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By David Thun

At press time, a federal judge in Texas put a temporary 
stay on the President’s executive order. The NNA will 
continue to follow this important issue. Look for updates 
at NationalNotary.org/Notary-Bulletin. — Editor’s Note



The President’s executive order, which is being 
challenged in federal court in Texas, currently 
outlines a plan to provide work authorization 
and temporary residency for qualifying undocu-
mented immigrants. Like native-born Americans, 
they will conduct financial transactions, purchase 
homes and vehicles and fill out forms and permis-
sion slips so their children can participate in 
school activities — all transactions which will 
increase the need for notarizations.

At least 25 other states have 
sued to block the program 
claiming that the President’s unilat-
eral lawmaking violates Constitu-
tional separation of powers. The 
Justice Department has coun-
tered with its own court challenge, 
arguing that the injunction should 
be lifted because it also violates 
the separation of powers. The 
Department of Homeland Secu-
rity, which will be responsible for 
processing these immigration 
requests, remains in limbo until the 
matter is settled.

In any event, whether you work in a retail or 
financial services environment, or as a mobile 
Notary, it is highly likely that you will encounter 
signers from other countries who may bring any 
number of issues to the signing table, including 
language barriers, identification challenges and 
the risk of the unauthorized practice of law.

Consider the following immigration issues:

•  We are in the midst of an historical immigration 
explosion that began in 1970, when the foreign-
born population made up only 4.7 percent of 
the total — the lowest level on record. 

•  The U.S. Census Bureau now estimates that 
there are currently 43.3 million foreign-born 
residents in the U.S. — or nearly 13.5 percent 
of the total population, including an estimated 
12 million undocumented immigrants.

•  The foreign-born population is projected 
to grow roughly three times faster than the 
native-born population through the next three 
decades. 

As the national landscape of immigration policy 
continues to evolve, it’s important to know how 
you can avoid common but potentially harmful 
mistakes and how to provide notarial services to 
immigrant communities “the right way,” which can 
grow your business and help establish trust with 
your customers.

Verifying Identity for  
Undocumented Signers
Immigrants — undocumented or not — often lack 
the traditional forms of identification needed to 
establish satisfactory evidence of identity for a 
notarization.

Many only possess IDs issued in their home 
countries, which generally are in their native 
language and may be unfamiliar to you. If you 

can’t understand the information 
on the ID, how can you rely on it 
to verify your signer’s identity? 

Complicating matters, immi-
grants also often lack birth certifi-
cates or other source documents 
that would enable them to obtain 
IDs in the U.S. But that doesn’t 
mean you always have to turn 
them away empty-handed; there 
are other options.

Every state but California 
permits Notaries to rely on their 
personal knowledge of signers 
to verify their identity, so you 
can refer signers to Notaries they 

know. A number of states allow signers without 
ID to bring two credible witnesses. In general the 
witnesses possess acceptable ID, know the signer 
and verify the signer’s identity.

One of the more common IDs immigrants 
present is a consular identification card that is 
obtained from embassies or consulates of the 
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It’s important to know 
how you can avoid 

common but potentially 
harmful mistakes and 

how to provide notarial 
services to immigrant 

communities  
“the right way.”
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immigrant’s home country. However, consular 
identification cards, known in Spanish as matricula 
consular IDs, have been criticized by law enforce-
ment agencies in the past as lacking thorough 
security and screening procedures.

While for over a decade major U.S. banks 
have allowed immigrants to open bank accounts 
with consular ID cards, these IDs aren’t univer-
sally acceptable for notarization. Currently, only 
Nevada and Illinois specifically say that matricula 
cards are acceptable. The Secretaries of State of 
California, Colorado and Oregon have warned its 
Notaries that they cannot rely on 
a matricula ID to verify the identity 
of a signer. Notaries in these and 
many other states have to ask for 
alternative IDs. 

And yet, other states give Nota-
ries wide discretion to decide what 
ID is acceptable, so accepting a 
matricula card is a judgment call. 

To help overcome the identifica-
tion obstacle, a number of states 
have started issuing IDs (such as 
driver’s licenses) to immigrants 
who lack the types of proof of identity — such as 
birth certificates — required of native-born resi-
dents. But this has raised concerns of identity fraud. 
In New Mexico, for instance, authorities have shut 
down numerous scams selling fraudulent IDs to 
immigrants around the country.

These IDs often come with limits. Illinois, 
Utah and Nevada issue a special license for 

undocumented drivers, but specify that the license 
is for driving only and may not be used for identi-
fication purposes. On January 1, California became 
the latest state to issue a special driver’s license to 
undocumented immigrants. The special licenses 
are marked with the words “Federal Limits Apply” 
and are acceptable as proof of a signer’s identity 
for notarization. 

Overcoming Language Barriers 
When offering services to immigrant signers, be 
prepared for possible language issues. You are 

likely to encounter signers whose 
English skills are limited or who 
do not speak English at all. If you 
are fluent in a language the signer 
understands, you can commu-
nicate in that language instead. 
However, if you and the signer 
can’t find a way to communicate 
directly, an alternative is necessary. 

The best solution is to refer the 
signer to a reputable Notary who 
is fluent in the language.

After all, most states do not permit Notaries to 
use a third-party interpreter to communicate with 
a signer because of the risk that a dishonest inter-
preter may not correctly convey what is being said 
between the signer and the Notary.

Arizona is an exception, allowing Notaries and 
signers to communicate through a translator who 
is physically present with the signer and Notary at 
the time of notarization. 

Of course, communicating with the signer isn’t 
the only language issue. What happens when your 
client has a document written in an unfamiliar 
language? In such situations, be sure to follow state 
law or the recommendations of your state Notary-
regulating agency. For example, North Dakota 
requires a foreign language document to include a 
permanently affixed, accurate English translation in 
order to be notarized. And Arizona law states that 
documents must be signed in characters the Notary 
can read and understand — otherwise, the Notary 
cannot notarize the signature.

Avoiding the Unauthorized  
Practice of Law
Changes in immigration policy tend to attract con 
artists and phony “service providers” seeking to 
take advantage of immigrants hoping to benefit 
from the new policy. 

Most states have laws in place restricting how 
immigration service providers and Notaries adver-
tise their services in foreign languages. These help 
prevent con artists from advertising fraudulent 
legal assistance to immigrants. (See related article 
on page 13.)

Scammers aren’t the only ones who can cross 
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Notario Publico and Notary Fraud
Con artists targeting immigrant victims commonly 

advertise fraudulent legal services using the Spanish title 
“Notario Publico” or other foreign-language translations 
of “Notary Public.” Unlike U.S. Notaries (who perform very 
specific and defined duties), Notaries in other countries are 
often asked to perform duties closer to those of attorneys. 

Notarios in the United States often promise immi-
grant customers legal assistance with obtaining residency 
status, citizenship or other help with immigration-related 
matters in exchange for a fee. Unfortunately, they may 
also market themselves as low-cost alternatives to immi-
gration attorneys. 

In reality, Notarios typically collect fees from victims 
while providing little or no real service. Victims often 
discover that a Notario has either provided incorrect advice 
or failed to actually perform any legal work whatsoever. 
Many victims find themselves in legal trouble or face depor-
tation after depending on the advice of a Notario.

Legitimate U.S. Notaries who are not attorneys or 
authorized specialists are prohibited from offering legal 
advice or assisting in the preparation of immigration-
related documents.

Immigrants often 
misunderstand the role 
of U.S. Notaries, so they 

are more likely to  
ask you for advice  
with their affairs.



the line, of course. Because immigrants often 
misunderstand the role of U.S. Notaries, they are 
more likely to ask their local Notary for advice with 
their affairs. “There are well-intentioned Notaries 
in the community who want to be helpful to immi-
grants, but the law doesn’t allow them to even 
help fill out forms,” says Reid Trautz, director of 
Practice and Professionalism with the American 
Immigration Lawyers Association (AILA). 

Unauthorized assistance — even suggesting 
what form an immigrant signer needs or helping 
complete information on a form — is a serious 
breach of law and ethics unless you are an 
attorney. “Don’t try to take on more responsi-
bility than you’re allowed to under the immigration 
system and U.S. laws,” Trautz says.

“Immigration law and regulation is very unfor-
giving. If you do something wrong even inadver-
tently — a box is checked wrong, or a question is 
answered the wrong way — it can come back to 
prevent a person from ever getting the status they 
are seeking,” says Trautz.

The immigration process is extremely lengthy, 
and it can be years before an error resulting from 
unauthorized advice is discovered. By then it’s too 
late to remedy the situation, Trautz says. 

He suggests that Notaries may assist immi-
grants in a safer and more effective way by refer-
ring signers with questions about the immigra-
tion process to a qualified, reputable immigration 
attorney or accredited specialist.

Building Trust with Immigrant Signers
The rapid growth of the immigrant population will 
create opportunities for Notaries who can build 
relationships and establish trust with immigrants.

Still, immigrants are wary about doing busi-
ness with strangers because of the large number 
of scammers trying to take advantage of them, 
says Dr. Jay Gonzalez, professor of Government 
at Golden Gate University and a former Commis-
sioner for Immigrant Rights with the city and 
county of San Francisco. 

“Building trust is the key,” Gonzalez says. “I 
would suggest connecting with trusted immi-
gration support groups, churches and volunteer 
organizations.” By networking and volunteering 
with legitimate community groups, you can 
demonstrate your reliability and build your repu-
tation, he says.

Immigrant signers will remember Notaries who 
follow the law and refer signers to the right people 
who can help them, agrees Trautz. “You won’t 
always get the fee, but you will have helped that 
person, and that business will come back to you 
because you did the right thing.” 

“There are millions of immigrants out there 
looking for necessary services,” says Trautz. 
“Someone is bound to knock on your door that is a 
fit for your business model.” n

13THE NATIONAL NOTARY
APRIL 2015

State Laws Related to Notaries and Immigration

To curb immigration-related fraud, many states have laws in 
place strictly regulating how Notaries and immigration consul-
tants may advertise and provide their services. Below are some 
examples of state-specific statutes affecting Notaries and immi-
gration policy. Information on other states is available through 
the NNA’s searchable online Law Updates database at http://
www.nationalnotary.org/knowledge-center/news/law-updates 
by entering “notario” or “immigration” in the Search field.

ARIZONA: Non-attorney Notaries who adver-
tise in a foreign language must post a notice 
in both English and the foreign language that 
the Notary is not an attorney (ARS 41-329). 
Notaries may have their commissions revoked 
or suspended for advertising that misleads 
customers about the Notary’s duties and 
authority (ARS 41-330[A][5]).  

CALIFORNIA: No person who advertises as an 
immigration expert or counselor is permitted to 
also advertise as a Notary Public (GC 8223[a]). 
A non-attorney Notary who advertises in a 
foreign language must post disclaimers in 
English and the foreign language stating the 
Notary is not an attorney and may not give 
legal advice, along with a schedule of the fees 
the Notary is allowed to charge by law. They 
are also prohibited from using the Spanish term 
“Notario Publico” or “Notario” in writing or 
orally (GC 8219.5[a] and [c]). A non-attorney 
Notary must be registered and bonded as an 
immigration consultant in order to enter infor-
mation provided by a client on immigration 
forms (GC 8223[b] and [c]).

FLORIDA: Non-attorney Notaries who adver-
tise in a foreign language must post a notice in 
both English and the foreign language that the 
Notary is not an attorney and may not trans-
late “Notary Public” literally in foreign language 
advertising (FS 117.05[10]-[11]).

NEW YORK: Non-attorney Notaries who adver-
tise in a foreign language must post a notice 
in both English and the other language that 
the Notary is not an attorney. Non-attorney 
Notaries may not use advertising that states or 
implies the Notary is an attorney (EL 135-b).

TEXAS: Non-attorney Notaries who advertise 
in a foreign language must post a notice in 
both English and the foreign language that the 
Notary is not an attorney. Non-attorney Nota-
ries may not use the term “Notario” or “Notario 
Publico” in advertising (GC 406.17) and may 
not advertise as immigration consultants or 
immigration service providers (1 TAC 87.11).

USCIS information on immigration scams:
http://www.uscis.gov/avoid-scams

FTC links on immigration scams:
www.ftc.gov/immigration
www.ftc.gov/complaint
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By Kenya McCullum

DATA SECURITY:  
HOW MOBILE NOTARIES CAN

MINIMIZE RISK
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But you should think again, according to Morgan 
Tremper, senior manager of support and research 
on the security and compliance team of Sikich LLC, 
a professional security firm that provides tech-
nology support to small businesses. In fact, small 
businesses today are ripe targets for hackers.

“We hear about the big companies being hit, 
but what you don’t hear is that the chief target 
of most hackers has become small businesses,” 
he says. “Partly because they don’t have a suffi-
cient level of data security, so they are the low-
hanging fruit.” 

In addition, small businesses are often 
targeted because of their mistakes, like falling 
victim to phishing schemes. That’s where 
someone inadvertently gives out their finan-
cial information to scammers who send cleverly 
masked emails purporting to be from banks or 
credit card companies. Also, using public WiFi 
and having weak passwords can put a small 
business’s data at risk.

Keeping your data secure is crucial for the 
success of your business and the safety of your 
clients. While you may be aware of some of the 
more common behaviors that leave you vulnerable 
to data security breaches, there are other behav-
iors you may not have considered that can leave 
you exposed. Here are some of them and what you 
can do to avoid them:

You’re storing information that you 
don’t need 
As a small business owner, make sure that your 
client records are as complete as possible. 
However, according to Tremper, sometimes people 
can take that well-meaning business practice a 
little bit too far, which can put all of their client’s 
information at risk.

“The mantra that we always go by is, ‘If you 
don’t need it, don’t store it,’” Tremper says. “If you 
have a laptop or a phone and you’re storing all of 
your customer’s information in case you need to 
reference it, you’re basically setting yourself up to 
be a target for theft.”

The solution: Only digitally store the infor-
mation you absolutely need to have at any given 

time, particularly if you’re working on a mobile 
device. In addition, Tremper also suggested 
storing sensitive documents as hard copies 
instead of digital files. Although that may sound 
arcane, Tremper says it’s a great way of handling 
legal and financial documents.

Your data is not encrypted 
Data encryption, the process of changing data into 
a secret code that can only be deciphered with 
a password, is the best way to ensure that your 

valued client information cannot be accessed by 
someone else, even if a hacker does manage to get 
into your system. 

The solution: Any device that you use for busi-
ness, whether it’s a mobile device or your desktop 
computer, should be set up so it encrypts all of 
your data. For example, tablets have a setting you 
can use to encrypt data, so if you lose it or it’s 
stolen or hacked, someone would need your PIN 
number in order to see what’s on the hard drive. 
Also, for your desktop or laptop computer, there 
are features for both Apple and Windows that 
allow you to encrypt information.  

Your wireless network is not secure 
Although you may already protect yourself by not 
logging into a wireless network in public places 
accessible to anyone, you also should protect 
your home network so no unauthorized person 
can get into it.

The solution: Make sure your wireless router is 
using at least a minimum WPA (Wi-Fi Protected 
Access) security protocol, which regulates access 
to your network and scrambles your data when 
you use the Internet.

H
ACKERS HAVE BEEN A HOT TOPIC, particularly in light of the Sony 
hacking scandal and the security breach that led to a number of 
celebrities’ photos being made public. As a mobile Notary, you may 
think data security breaches are something you don’t need to worry 
about. After all, it’s not like you’re a huge corporation or a movie star.

Keeping your data secure is crucial  
for the success of your business and  

the safety of your clients. 



No one can prevent all forms of identity theft.
†Network does not cover all transactions.
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It Wasn’t Me

Avoid Surprises. 
Protect Your Finances, 
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with LifeLock.

Visit LifeLock.com or call 

1-800-LifeLock 
(543-3562)

POLICE REPORT  
Victim: Stanley Bupkis
Crime: Tax-Related Identity Theft 
Status:  Married, Home Owner, 

Two Kids, Never Shreds 
Personal Documents.

Perpetrated Crime: 
•  Stanley’s Social Security number stolen 
from documents tossed into home garbage.

•  False tax return submitted in Stanley’s 
name claiming a $4,800 refund.

Resulting Impact:
•  Spending months trying to resolve his 
stolen identity claim with the IRS.

• Stanley is not $4,800 richer.
•  Mother won’t return calls because 
he has disgraced the family name.

30 Day FREE Trial* 
+ 10% O�  LifeLock 

Identity Theft Protection
PROMO CODE: NNA30

*Event and character represent a fi ctitious portrayal.
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You have no plan for disaster 
recovery
You may have a plan in place to keep your data 
secure from outside hackers, but what about 
your computer itself? Michael Wright, a professor 
of information security at Harrisburg University 
of Science and Technology, says that it’s just as 

important to protect the device you use to store 
your data as it is to protect the data itself.

“If all of your information is in a single device, 
what if you lost that device?” he says. It could 
be something as simple as a broken water pipe 

flooding your house. “There should be a method 

in place to recover your data quickly,” he says. 

“That’s something people miss a lot of times.”

The solution: Wright advises against storing 

your data on an external hard drive. Unless you 

keep it in a separate location, it’s just as vulner-

able as your laptop. Even storing your 

external hard drive outside of your  

office comes with risks; if the device is 

stolen and your data is not encrypted, all 

of the information can still get into the 

wrong hands. 

Instead, Wright suggests using a data 

backup service, like Carbonite or Crash-

plan, which will automatically encrypt 

and store your data in the cloud. Compa-

nies like these have safeguards in place 

to ensure that information is secure and 

accessible whenever you need it.

You love apps
Whether you are downloading apps to help you 
with your business, or you’re addicted to the latest 

“If all of your information is in a single 
device, what if you lost that device? There 

should be a method in place  
to recover your data quickly.” 

— Michael Wright, professor of information security  
at Harrisburg University of Science and Technology
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Did you know a group of kittens 
is called an intrigue?

Did you know a group of NNA members are called Savers? 
Now that’s intriguing. Join your group in saving even more on car 

insurance with a special discount from GEICO.

      geico.com/nna 
1-800-368-2734 

hot game, this can lead to a data security risk that 
you may not have considered. When you down-
load an app, you are granting it permission to 
have access to certain parts of your mobile device. 
Although this is generally not going to cause a 
security breach, if the app was created by scam-
mers, it may be programmed to detect informa-
tion like credit card or bank account numbers. As 
a result, if you enter a client’s financial information, 
or your own, into the device, the app will immedi-
ately transmit it to the scammer.

The solution: Be sure to do your due diligence 
before downloading an app. Find out what the 
app requires access to before you download it, 
research the company that developed it and read 
customer reviews. If anything about the app makes 
you uncomfortable, don’t put it on your device.

Effective data security practices are not easy 
and often can be downright inconvenient. But 
keeping your data safe is still a priority in order to 
conduct your business with peace of mind and to 
maintain the trust of your clients. n

Kenya McCullum is a freelance writer from San Francisco.
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C
OMING IN AUGUST OF THIS YEAR, Notary signing agents will 
begin to see the Consumer Financial Protection Bureau’s new 
Closing Disclosure form in loan document packages. The Closing 
Disclosure replaces the final Truth in Lending (TIL) Disclosure and 

HUD-1 Settlement Statement, and must be provided to borrowers three days 
before consummation or closing of their transaction. Versions of the Closing 
Disclosure will vary depending upon the type of transaction. Home equity 
lines of credit and reverse mortgages will continue to use the HUD-1 form. 
Here is an overview of the new Closing Disclosure.

GETTING TO KNOW 
THE NEW CLOSING 
DISCLOSURE

Every Closing Disclosure has the essential 
“Closing,” “Transaction” and “Loan” details at 
the top of page 1.

The Disbursement Date for each loan 
appears on the Closing Disclosure.

Refinance loans will read “Appraised 
Property Value”; purchase transactions, “Sale 
Price.” 

“Loan Terms,” “Projected Payments” 
and “Costs at Closing” present information 
previously found on the TIL and HUD-1.

Loan Terms and “Yes” and “No” answers 
previously found on the HUD-1, page 3.

Projected payments previously found on 
the TIL.

Property taxes and other charges 
previously found on the HUD-1, page 3.

Cash to Close previously found on the 
HUD-1 line 303.

For more details visit  
The National Notary digital edition at  

nationalnotary.org/knowledge- 
center/news/the-national-notary.

 Projected Payments

 Loan Terms Can this amount increase after closing?

Loan Amount $150,000 NO

Interest Rate 4.25% NO

Monthly Principal & Interest
See Projected Payments below for your 
Estimated Total Monthly Payment

$737.91
 

NO

Does the loan have these features?

Prepayment Penalty NO

Balloon Payment NO

 Costs at Closing

Closing Costs $5,757.57  Includes $3,495.50  in Loan Costs + $2,762.07 in Other Costs – $500   
in Lender Credits. See page 2 for details.

Cash to Close $29,677.43    Includes Closing Costs. See Calculating Cash to Close on page 3 for details.

 CLOSING DISCLOSURE  PAGE 1 OF 5 • LOAN ID # 123456789

Payment Calculation Years 1-4 Years 5-30

Principal & Interest

Mortgage Insurance

Estimated Escrow
Amount can increase over time

 $737.91

+ 82.35

+ 206.13

$737.91

+ —

+ 206.13

Estimated Total  
Monthly Payment $1,026.39 $944.04

Estimated Taxes, Insurance  
& Assessments
Amount can increase over time
See details on page 4

$356.13
a month

See page 4 for escrowed property costs. You must pay for other property 
costs separately.

This estimate includes In escrow?
x  Property Taxes YES
x  Homeowner’s Insurance YES
x  Other: HOA Dues NO

 From    x  To    Borrower

Transaction  Information
Borrower Michael Jones and Mary Stone
 123 Anywhere Street
 Anytown, ST 12345
Lender Ficus Bank

Loan  Information
Loan Term 30 years
Purpose 
Product Fixed Rate 
                        
Loan Type  x  Conventional    FHA   

 VA    _____________
Loan ID # 123456789
MIC # 009874513

Closing  Information
Date Issued 9/15/2015
Closing Date 9/15/2015
Disbursement Date 9/15/2015
Settlement Agent Zeta Title
File # 12-3456
Property 123 Anywhere Street
 Anytown, ST 12345 
Appraised Prop. Value $180,000

document with your Loan Estimate.Closing Disclosure

2

3

7

8

6

1

2

3

4

5

6

7

8

1

4

5

By Bill Anderson 
and Steven Bastian
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This version of page 3 is for a transaction without a 
seller, such as a refinance typically handled by NSAs.

The “Payoffs and Payments” section itemizes the 
payoffs of old loans with the proceeds of the loan 
amount.

The “Calculating Cash to Close” section allows 
borrowers to compare figures from the Loan 
Estimate to see what has changed. The bottom-line 
amount is carried forward to page 1.

1

2

CLOSING DISCLOSURE  PAGE 3 OF 5 • LOAN ID # 123456789

TO AMOUNT

01 

02 

03 

04 

05 

06 

07 

08 

09 

10 

11 

12 

13

14

15

K. TOTAL PAYOFFS AND PAYMENTS

Payoffs and Payments Use this table to see a summary of your payoffs and payments to others from your loan amount.

Calculating Cash to Close 

Loan Estimate Final Did this change?

Loan Amount

Total Closing Costs (J)

Closing Costs Paid Before Closing

Total Payoffs and Payments (K)

Cash to Close                                                  

 From    To 
Borrower

 From    To 
Borrower Closing Costs Financed (Paid from your Loan Amount) 

Use this table to see what has changed from your Loan Estimate.

CLOSING DISCLOSURE  PAGE 3 OF 5 • LOAN ID # 123456789

TO AMOUNT

01 

02 

03 

04 

05 

06 

07 

08 

09 

10 

11 

12 

13

14

15

K. TOTAL PAYOFFS AND PAYMENTS

Payoffs and Payments Use this table to see a summary of your payoffs and payments to others from your loan amount.

Calculating Cash to Close 

Loan Estimate Final Did this change?

Loan Amount

Total Closing Costs (J)

Closing Costs Paid Before Closing

Total Payoffs and Payments (K)

Cash to Close                                                  

 From    To 
Borrower

 From    To 
Borrower Closing Costs Financed (Paid from your Loan Amount) 

Use this table to see what has changed from your Loan Estimate.

1

2

This version of page 4 presents disclosures 
about the loan previously found on the TIL.

The “Adjustable Payments Table” will appear for 
certain loans.

The “Adjustable Interest Rate Table” will appear 
for loans that have an adjustable interest rate. The 
table will not appear for fixed-rate loans.

1

2

3

Assumption
If you sell or transfer this property to another person, your lender

   will allow, under certain conditions, this person to assume this 
loan on the original terms.

   will not allow assumption of this loan on the original terms.

Demand Feature
Your loan 

   has a demand feature, which permits your lender to require early 
repayment of the loan. You should review your note for details. 

  does not have a demand feature. 

Late Payment
If your payment is more than ___ days late, your lender will charge a 
late fee of ________________________________________________

Negative Amortization (Increase in Loan Amount)
Under your loan terms, you 

   are scheduled to make monthly payments that do not pay all of 
the interest due that month. As a result, your loan amount will 
increase (negatively amortize), and your loan amount will likely 
become larger than your original loan amount. Increases in your 
loan amount lower the equity you have in this property.

   may have monthly payments that do not pay all of the interest 
due that month. If you do, your loan amount will increase 
(negatively amortize), and, as a result, your loan amount may 
become larger than your original loan amount. Increases in your 
loan amount lower the equity you have in this property. 

  do not have a negative amortization feature.

Partial Payments
Your lender 

   may accept payments that are less than the full amount due 
(partial payments) and apply them to your loan.

   may hold them in a separate account until you pay the rest of the 
payment, and then apply the full payment to your loan.

   does not accept any partial payments.
If this loan is sold, your new lender may have a different policy.

Security Interest
You are granting a security interest in   

 

You may lose this property if you do not make your payments or 
satisfy other obligations for this loan.

CLOSING DISCLOSURE    PAGE 4 OF 5 • LOAN ID # 0000000000

Loan Disclosures

Escrow Account
For now, your loan 

   will have an escrow account (also called an “impound” or “trust” 
account) to pay the property costs listed below. Without an escrow 
account, you would pay them directly, possibly in one or two large 
payments a year. Your lender may be liable for penalties and interest 
for failing to make a payment. 

Escrow

Escrowed  
Property Costs  
over Year 1

Estimated total amount over year 1 for 
your escrowed property costs:

Non-Escrowed 
Property Costs  
over Year 1

Estimated total amount over year 1 for 
your non-escrowed property costs:

You may have other property costs.

Initial Escrow 
Payment

A cushion for the escrow account you 
pay at closing. See Section G on page 2.

Monthly Escrow 
Payment

The amount included in your total 
monthly payment. 

No Escrow

Estimated  
Property Costs 
over Year 1

Estimated total amount over year 1. You 
must pay these costs directly, possibly 
in one or two large payments a year.

Escrow Waiver Fee

   will not have an escrow account because   you declined it    your 
lender does not offer one. You must directly pay your property 
costs, such as taxes and homeowner’s insurance. Contact your 
lender to ask if your loan can have an escrow account.

In the future,  
Your property costs may change and, as a result, your escrow pay-
ment may change. You may be able to cancel your escrow account, 
but if you do, you must pay your property costs directly. If you fail 
to pay your property taxes, your state or local government may (1) 
impose fines and penalties or (2) place a tax lien on this property. If 
you fail to pay any of your property costs, your lender may (1) add 
the amounts to your loan balance, (2) add an escrow account to your 
loan, or (3) require you to pay for property insurance that the lender 
buys on your behalf, which likely would cost more and provide fewer 
benefits than what you could buy on your own. 

Additional Information About This Loan

 Adjustable Payment (AP) Table

Interest Only Payments?   

Optional Payments?   

Step Payments?   

Seasonal Payments?

Monthly Principal and Interest Payments
   First Change/Amount 
   Subsequent Changes 
   Maximum Payment 

 Adjustable Interest Rate (AIR) Table
Index + Margin
Initial Interest Rate
Minimum/Maximum Interest Rate
Change Frequency
   First Change
   Subsequent Changes
Limits on Interest Rate Changes
   First Change
   Subsequent Changes

Assumption
If you sell or transfer this property to another person, your lender

   will allow, under certain conditions, this person to assume this 
loan on the original terms.

   will not allow assumption of this loan on the original terms.

Demand Feature
Your loan 

   has a demand feature, which permits your lender to require early 
repayment of the loan. You should review your note for details. 

  does not have a demand feature. 

Late Payment
If your payment is more than ___ days late, your lender will charge a 
late fee of ________________________________________________

Negative Amortization (Increase in Loan Amount)
Under your loan terms, you 

   are scheduled to make monthly payments that do not pay all of 
the interest due that month. As a result, your loan amount will 
increase (negatively amortize), and your loan amount will likely 
become larger than your original loan amount. Increases in your 
loan amount lower the equity you have in this property.

   may have monthly payments that do not pay all of the interest 
due that month. If you do, your loan amount will increase 
(negatively amortize), and, as a result, your loan amount may 
become larger than your original loan amount. Increases in your 
loan amount lower the equity you have in this property. 

  do not have a negative amortization feature.

Partial Payments
Your lender 

   may accept payments that are less than the full amount due 
(partial payments) and apply them to your loan.

   may hold them in a separate account until you pay the rest of the 
payment, and then apply the full payment to your loan.

   does not accept any partial payments.
If this loan is sold, your new lender may have a different policy.

Security Interest
You are granting a security interest in   

 

You may lose this property if you do not make your payments or 
satisfy other obligations for this loan.
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Loan Disclosures

Escrow Account
For now, your loan 

   will have an escrow account (also called an “impound” or “trust” 
account) to pay the property costs listed below. Without an escrow 
account, you would pay them directly, possibly in one or two large 
payments a year. Your lender may be liable for penalties and interest 
for failing to make a payment. 

Escrow

Escrowed  
Property Costs  
over Year 1

Estimated total amount over year 1 for 
your escrowed property costs:

Non-Escrowed 
Property Costs  
over Year 1

Estimated total amount over year 1 for 
your non-escrowed property costs:

You may have other property costs.

Initial Escrow 
Payment

A cushion for the escrow account you 
pay at closing. See Section G on page 2.

Monthly Escrow 
Payment

The amount included in your total 
monthly payment. 

No Escrow

Estimated  
Property Costs 
over Year 1

Estimated total amount over year 1. You 
must pay these costs directly, possibly 
in one or two large payments a year.

Escrow Waiver Fee

   will not have an escrow account because   you declined it    your 
lender does not offer one. You must directly pay your property 
costs, such as taxes and homeowner’s insurance. Contact your 
lender to ask if your loan can have an escrow account.

In the future,  
Your property costs may change and, as a result, your escrow pay-
ment may change. You may be able to cancel your escrow account, 
but if you do, you must pay your property costs directly. If you fail 
to pay your property taxes, your state or local government may (1) 
impose fines and penalties or (2) place a tax lien on this property. If 
you fail to pay any of your property costs, your lender may (1) add 
the amounts to your loan balance, (2) add an escrow account to your 
loan, or (3) require you to pay for property insurance that the lender 
buys on your behalf, which likely would cost more and provide fewer 
benefits than what you could buy on your own. 

Additional Information About This Loan

 Adjustable Payment (AP) Table

Interest Only Payments?   

Optional Payments?   

Step Payments?   

Seasonal Payments?

Monthly Principal and Interest Payments
   First Change/Amount 
   Subsequent Changes 
   Maximum Payment 

 Adjustable Interest Rate (AIR) Table
Index + Margin
Initial Interest Rate
Minimum/Maximum Interest Rate
Change Frequency
   First Change
   Subsequent Changes
Limits on Interest Rate Changes
   First Change
   Subsequent Changes

1

2 3

Confirm Receipt

Other Disclosures

Appraisal
If the property was appraised for your loan, your lender is required to 
give you a copy at no additional cost at least 3 days before closing. 
If you have not yet received it, please contact your lender at the 
information listed below. 

Contract Details
See your note and security instrument for information about 

• what happens if you fail to make your payments, 
• what is a default on the loan,
•  situations in which your lender can require early repayment of the 

loan, and 
• the rules for making payments before they are due.

Liability after Foreclosure
If your lender forecloses on this property and the foreclosure does not
cover the amount of unpaid balance on this loan,

   state law may protect you from liability for the unpaid balance. If you 
refinance or take on any additional debt on this property, you may 
lose this protection and have to pay any debt remaining even after 
foreclosure. You may want to consult a lawyer for more information.

   state law does not protect you from liability for the unpaid balance. 

Refinance
Refinancing this loan will depend on your future financial situation, 
the property value, and market conditions. You may not be able to 
refinance this loan.

Tax Deductions
If you borrow more than this property is worth, the interest on the 
loan amount above this property’s fair market value is not deductible 
from your federal income taxes. You should consult a tax advisor for 
more information.

By signing, you are only confirming that you have received this form. You do not have to accept this loan because you have signed or received 
this form.

Applicant Signature Date Co-Applicant Signature Date
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Total of Payments. Total you will have paid after 
you make all payments of principal, interest, 
mortgage insurance, and loan costs, as scheduled. 

Finance Charge. The dollar amount the loan will 
cost you.

Amount Financed. The loan amount available after 
paying your upfront finance charge.

Annual Percentage Rate (APR). Your costs over 
the loan term expressed as a rate. This is not your 
interest rate. 

Total Interest Percentage (TIP). The total amount 
of interest that you will pay over the loan term as a 
percentage of your loan amount.

Loan Calculations

Contact Information
Lender Mortgage Broker Settlement Agent

Name

Address

NMLS ID 222222

       License ID

Contact

Contact NMLS ID

Contact        License ID

Email
FICUSBANK.CO

ICUSBANK.

Phone

Questions? If you have questions about the 
loan terms or costs on this form, use the contact 
information below. To get more information  
or make a complaint, contact the Consumer 
Financial Protection Bureau at  
www.consumerfinance.gov/mortgage-closing?

1

Page 5 sections may not appear on all forms.

The “Loan Calculations” has the Annual 
Percentage Rate (APR) previously found on the TIL 
and adds a new “Total Interest Percentage.”

The lender’s, mortgage and real estate broker’s 
and settlement agent’s contact information.

The “Confirm Receipt” with borrower’s signature 
is optional. If it does not appear, a separate “Loan 
Acceptance” disclosure must appear. n

1

2

3

Other Disclosures

Appraisal
If the property was appraised for your loan, your lender is required to 
give you a copy at no additional cost at least 3 days before closing. 
If you have not yet received it, please contact your lender at the 
information listed below. 

Contract Details
See your note and security instrument for information about 

• what happens if you fail to make your payments, 
• what is a default on the loan,
•  situations in which your lender can require early repayment of the 

loan, and 
• the rules for making payments before they are due.

Liability after Foreclosure
If your lender forecloses on this property and the foreclosure does not
cover the amount of unpaid balance on this loan,

   state law may protect you from liability for the unpaid balance. If you 

lose this protection and have to pay any debt remaining even after 
foreclosure. You may want to consult a lawyer for more information.

   state law does not protect you from liability for the unpaid balance. 

the property value, and market conditions. You may not be able to 

Tax Deductions
If you borrow more than this property is worth, the interest on the 
loan amount above this property’s fair market value is not deductible 
from your federal income taxes. You should consult a tax advisor for 
more information.

this form.

Applicant Signature Date Co-Applicant Signature Date

CLOSING DISCLOSURE    PAGE 5 OF 5 • LOAN ID #  0000000000

Total of Payments. Total you will have paid after 
you make all payments of principal, interest, 
mortgage insurance, and loan costs, as scheduled. 

Finance Charge. The dollar amount the loan will 
cost you.

Amount Financed. The loan amount available after 

Annual Percentage Rate (APR). Your costs over 
the loan term expressed as a rate. This is not your 
interest rate. 

Total Interest Percentage (TIP). The total amount 
of interest that you will pay over the loan term as a 
percentage of your loan amount.

Loan Calculations

Contact Information
Lender Mortgage Broker Settlement Agent

Name

Address

NMLS ID 222222

       License ID

Contact

Contact NMLS ID

Contact        License ID

Email FICUSBANK.CO ICUSBANK.

Phone

Questions? If you have questions about the 
loan terms or costs on this form, use the contact 
information below. To get more information  
or make a complaint, contact the Consumer 
Financial Protection Bureau at  ?

2

3

Page 2 of the Closing Disclosure is a complete 
redesign of the itemization of closing costs for 
the loan formerly presented on the HUD-1. Closing 
costs are grouped in new categories with new line 
numbers. The total of closing costs at the bottom of 
page 2 is carried forward and appears at the bottom 
of page 1.

Loan Costs

CLOSING DISCLOSURE     PAGE 2 OF 5 • LOAN ID # 0000000000

Borrower-Paid Paid by  
OthersAt Closing Before Closing

A.  Origination Charges 
01        % of Loan Amount (Points)
02 
03 
04 
05 
06 
07  
08 
B.  Services Borrower Did Not Shop For 
01    
02    
03    
04    
05    
06  
07    
08    
09 
10 
C.  Services Borrower Did Shop For  
01 
02 
03 
04 
05 
06 
07 
08 
D. TOTAL LOAN COSTS (Borrower-Paid)
Loan Costs Subtotals (A + B + C)

J. TOTAL CLOSING COSTS (Borrower-Paid)
Closing Costs Subtotals (D + I)
Lender Credits

Closing Cost Details

E. Taxes and Other Government Fees 
01 Recording Fees               Deed:                Mortgage: 
02 
F. Prepaids 
01 Homeowner’s Insurance Premium (     mo.)  
02 Mortgage Insurance Premium (     mo.)
03 Prepaid Interest  (            per day from             to                 )
04 Property Taxes  (     mo.) 
05   
G. Initial Escrow Payment at Closing 
01 Homeowner’s Insurance    per month for     mo.
02 Mortgage Insurance   per month for     mo.
03 Property Taxes   per month for     mo.
04 
05 
06 
07 
08 Aggregate Adjustment
H. Other
01 
02 
03 
04 
05 
06 
07 
08 
I. TOTAL OTHER COSTS (Borrower-Paid)
Other Costs Subtotals (E + F + G + H)

Other Costs
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INTRODUCING 
YOUR  

E
VERY YEAR THE NNA HONORS a truly remarkable group of 
individuals who epitomize the best traditions and highest level of 
professionalism of the Notary Public office. Join us at the NNA 2015 
Conference in Orlando, Florida, this June to honor these dedicated 
individuals and find out who will be named Notary of the Year.

Working for an international law firm requires 
careful attention to details — down to every detail 
of every notarial act performed by the 165 Nota-
ries at the firm. For Joan Ann Baffa, who has been 
a Notary for 46 years, that is second nature. So 
much so that she has become the internal Notary 
Hotline Counselor for Debevoise & Plimpton LLP, 
and her supervisors and colleagues trust her 
implicitly, whether notarizing a tricky out-of-state 
document, dealing with apostilles or calming down 
an irate signer with an urgent acknowledgment or 
jurat request.

Baffa has become known as the in-house Notary 
“mom” because she advises and teaches co-workers 
on best practices and procedures. Her main respon-
sibility is to help others avoid notarial mistakes.

“She’s diligent, supremely well-organized and 
a superb communicator,” says Baffa’s supervisor, 
Timothy Beeken. “She’s very mindful of rules and 
observes all formalities very carefully. At the same 
time, she has a great ability to do her job and meet 
notarization requirements without ruffling feathers 
or upsetting people.”

“I’m a Notary myself, and I still go to her for infor-
mation,” says Gabriella Sarnoff, assistant managing 
attorney at Debevoise & Plimpton. 

Her willingness to help goes beyond the office 
environment. She is a Eucharist Minister and Lector 
with the OLPH Catholic Church. Baffa also taught 
religious education, and was a Suffolk County Girl 
Scout leader. She also has assisted with various 
women’s organizations through her firm.

Joan Ann Baffa
A Passion For Law And Notary Best Practices
Home: Lindenhurst, New York
Occupation: Senior Assistant Managing Clerk, Notary
Years She Has Been A Notary: 46

NOTARY OF THE YEAR 
HONOREES

2015

 “ Live with a good sincere heart, and watch as that 
sincerity flows over to everything else in your life.”



21THE NATIONAL NOTARY
APRIL 2015

Five years ago, Bridget Outlaw received her call-
ing. She was a project manager at a construction 
company when her faith, and her mother, called 
her to a life of service. Her passion for education, 
the law and helping people led her to the path of 
becoming an Apostle Bishop, a Notary Public and a 
certified Homeland Security Chaplain. 

She spends countless hours educating at-risk 
young men and women and has inspired several 
people to follow her footsteps by becoming Nota-
ries Public. Outlaw holds her mentees to the highest 
standards. “It’s our fiduciary duty not to compro-
mise our integrity for money or other things. The 
community relies on us to remain impartial and I 
make sure they understand that,” Outlaw adds.

Outlaw has founded several charitable 

organizations in her community including Daugh-
ters of Destiny Hunger Relief, which feeds an 
average of 3,000 people every month. Her chari-
table work was featured in the Chicago Citizen 
Weekly Newspaper, The Neighbor, and on Exam-
iner.com after she received a President’s Lifetime 
Achievement Award from the White House in 2014 
for hunger relief advocacy.

She also volunteers with After School Charter 
Academy, a safe haven for children to eat healthy 
meals, do their homework, learn computer skills 
and play. Last November, she received an honorary 
street name for her social change advocacy. If you 
find yourself in the neighborhood, look for Apostle 
Bridget C. Outlaw Way from 116th through 117th and 
Princeton Avenue in Chicago.

Bridget Outlaw
Serving, Educating And Inspiring Her Community 
With Unwavering Integrity
Home: Chicago, Illinois
Occupation: Apostle Bishop, Non-Profit Founder
Years She Has Been A Notary: 5

LaQuita Gaskins gives new meaning to the slogan 
“Army of One.” Gaskins became a Notary while serv-
ing in the U.S. Army. During her 21 years in service, 
she helped fellow troops with powers of attorney 
and other important documents. She was the go-to 
person for anyone who needed a Notary on the 
base. She currently owns a signing agent business 
with her husband who is also a Notary.

In 2006, she co-founded the Shiloh City of Peace 
Foundation — a non-profit dedicated to improving 
family and community aid.

She turned over several of her own homes to use 
as shelters where clients can stay as long as they 
need to make sure they can care for themselves. “I 
help the homeless, less fortunate and forgotten to 
get back on their feet and find their own place in the 

world,” Gaskins adds.
One of her Notary mentees in Texas asked 

for help with an elderly homeless woman, so she 
arranged for a bus ticket and met the woman at 
the station in Kentucky. Gaskins brought her to the 
shelter, got her medical treatment and proceeded to 
track down her family. Starting with a doctor’s name 
on an empty prescription bottle, it took Gaskins two 
years and countless phone calls but she was suc-
cessful in reuniting the woman with her family.

An ardent believer in education and constant 
improvement, Gaskins has master’s degrees in Men-
tal Health Counseling and Education and is currently 
working on her doctorate degree. Not only is she 
familiar with Kentucky Notary laws but 40 other 
state laws and regulations as well.

LaQuita Gaskins
Protecting Citizens As A Veteran And Notary
Home: Radcliff, Kentucky
Occupation: Church Apostle, Notary Signing Agent
Years She Has Been Notary: 29

“ It’s our fiduciary duty not to compromise our 
integrity for money or other things.”

“ Success doesn’t come by what you do for yourself, but 
how you’re able to change the lives of others.”
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Ever since Mike Phillips was a kid, he has been 
a fan of Superman. Not because the Man of Steel 
was faster than a speeding bullet or could leap tall 
buildings in a single bound, but because he helped 
people in trouble and inspired others to make their 
lives better. 

Phillips is an attorney who works as an advo-
cate for mental health consumers to ensure they 
are treated ethically and humanely. He volunteers to 
mentor former prison inmates to help them success-
fully reintegrate into society. And as a Notary, he 
works as a professional educator and mentor, ensur-
ing that his students follow the highest ethical and 
professional standards when notarizing.

Phillips first became a Notary in 2004 while fin-
ishing law school. He thought it would be a helpful 

tool for marketing his services as an attorney — and 
was surprised to find how few of his colleagues 
held commissions. He took a training class, but felt 
he needed to study further. Eventually, he started 
teaching his own Notary training course in addition 
to his work as a signing agent and attorney with the 
Jewish Family Services Patient Advocacy Program.

“I love helping other people in a way that empow-
ers them to be the best person they can be,” he says. 
“I want to give them tools to make their lives better.”

Though he is a practicing attorney, Phillips feels 
impartiality is a vital part of notarization. “Even 
though I’m an attorney, I may not always have the 
right expertise for a signer’s particular field,” he 
says. “When I notarize, I’m not an attorney, I am 100 
percent Notary.”

Mike Phillips
Giving Others The Tools To Make Their Lives Better
Home: San Diego, California
Occupation: Attorney, Patient Advocate
Years He Has Been Notary: 11

Marcy Tiberio spent years working in the title 
industry, becoming an assistant vice president of 
a national company. But the lure of being her own 
boss inspired her to take the leap and become a 
full-time Notary signing agent. As a Notary, she 
wears many hats in her community — she’s a suc-
cessful Notary entrepreneur, a tireless volunteer 
who works with veterans, foster children and the 
poor, and still finds times to educate local officials 
about proper notarial procedures. 

Legal and real estate industry professionals who 
work with Tiberio have nothing but praise for her 
professionalism and work ethic. 

“She is probably the only person I know who 
always gets the job done correctly,” says Ellie 
Pisegna of New York Title Agency Services. “We’ve 

worked together for a long time. I always turn to her 
when I have a question regarding notarization.”

Tiberio is a board member of Samaritan Women, 
Inc., an organization that provides social, physical 
and emotional services to empower individuals and 
transform the community one family at a time. She 
teaches her local county government officials on 
Notary best practices. She donates a portion of her 
notarization fees to a local charity every month. She 
also performs free notarizations for military per-
sonnel, first responders and hospitalized patients in 
New York. 

Whether it’s helping others start their own 
Notary business or pursuing other goals, Tiberio 
inspires others to be passionate about what they’re 
doing, no matter how old they are. n

Marcy Tiberio
Going Above And Beyond For Her Community
Home: Rochester, New York
Occupation: Mobile Notary, Signing Agent
Years She Has Been Notary: 5

“ There’s no greater feeling than helping a family tie 
up loose ends with my seal. The role of a Notary is 
greater than a fiduciary responsibility, it’s social 
responsibility.”

“ Anyone who sees a document notarized should be 
able to trust it, and Notaries have to be worthy of 
that trust.”



5 Important Tips about  
Charging Travel Fees

If you’re a mobile Notary, 
chances are you charge a travel 
fee to cover your auto and fuel 
expenses. Here are five impor-
tant tips Notaries should follow 
when setting travel fees. 

Travel fees are separate 
from notarization fees
Fees for notarizations are regu-
lated by state law. But travel 
fees are considered sepa-
rate, and you will need to treat 
them as such. If the maxi-
mum fee your state allows for 
an acknowledgment is $5 and 
a signer asks you to drive to 
their town, you could charge a 
maximum of $5 for the notarial 
act, but the amount for driving 
to the signers’ location would 
have to remain separate and 
shouldn’t be lumped together 
with the notarization fee.

If your state law specifies 
how much you may charge for 
a travel fee, you should follow 
those guidelines. For example, 
Missouri Notaries may charge up 
to the approved Federal mile-
age rate (currently 57.5 cents 
per mile) and an expedited 
convenience fee of up to $25. 
Maryland allows Notaries to 
charge 31 cents per mile, plus a 
flat fee of $5 for travel.

Agree on the travel fee  
in advance
Whether your state sets the 
amount Notaries may charge 
for travel fees, it’s always a 
good practice to agree upon the 

amount with the signer before 
the notarization takes place. 
Some states require this under 
the law. South Carolina, for 
example, does not set specific 
travel fees but does require the 
Notary and signer to agree on 
the fee in advance.

Even if not required by state 
law, agreeing on the amount of 
the travel fee up front helps pre-
vent problems with payment for 
your services. You can do this 
when the signer contacts you to 
set up the appointment, or later 
when confirming the time and 
meeting place. As mentioned 
above, make it clear to the 
signer that the travel fee is sepa-
rate from the fee you charge for 
the notarial act. 

If your state requires Nota-
ries to post or present their  
fee in writing, make sure to 
include the travel fee in the fee 
schedule you post or provide  
to customers.

Explain your policy if 
the notarization is not 
completed
You should also let the signer 
know in advance of your pol-
icy regarding charging travel 
fees if the notarization can’t 
be completed. For example, 
do you still charge your travel 
fee if you arrive at the appoint-
ment but the notarization has to 
be rescheduled or canceled? It 
could be that the signer’s ID is 
expired or the transaction has 
been canceled.

Here again, let the signer 
know beforehand. When setting 
up an appointment to travel to a 
signer’s location:

A. Clarify the travel fee is sep-
arate from the fee for notarizing 
any signatures.

B. Let the signer know the 
amount you charge for travel. 
Be sure the signer agrees to this 
travel fee before the notarization 
takes place.

C. Before the appointment, let 
the signer know whether you still 
charge the travel fee if the notari-
zation can’t be completed.

Clear communication is the 
best way to avoid any disputes 
with your signers. 

Request payment  
in advance
One option to help avoid travel 
fee disputes with a signer is to 
request payment of the travel 
fee in advance. That way, you 
are sure to receive payment 
for your driving time and fuel 
expenses even if the notari-
zation cannot be completed. 
Before doing so, check to see if 
your state laws prohibit asking 
for advance payment. 

Record the travel fee
It’s always a good practice to 
record the travel fee in your 
Notary journal and on any invoice 
or receipt you provide to the 
signer. Make sure that the fee 
amount is clearly identified as 
“travel” and is listed separately 
from the notarization fee.
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BEYOND THE BASICS



NNA® HOTLINE  (888) 876-0827
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Appearance via Video, No Room  
for Seal, Incomplete Documents…

Notaries nationwide rely on the 
NNA’s Notary Hotline to answer 
their most challenging questions. 
The following questions are 
among the thousands our Infor-
mation Services Team receives 
each month. 

I have a customer who needs 
her grandmother’s signature 
notarized. The grandmother 
has issues with dementia. The 
customer has had issues sched-
uling an appointment with a 
Notary, so she recorded a video 
of her grandmother signing the 
document instead. Is showing 
me the video sufficient for me 
to notarize the grandmother’s 
signature? 
— C.S., Salt Lake City, Utah

Using a video recording is not an 
acceptable substitute for a sign-
er’s personal appearance before 
the Notary in Utah. At this point, 
the customer may need to consult 
with an attorney to assist with the 
grandmother’s needs.

The use of video technology in 
place of personal appearance 
during a notarization is permis-
sible only in Virginia, which 
allows the use of “video and 
audio conference technology” 
to virtually appear before a 
Notary. Several states and terri-
tories — including California, 
Colorado, Nevada, New Jersey, 
Ohio, Oklahoma, Oregon, the 
Northern Marianas, Rhode Island 

and Washington — have issued 
public statements or consumer 
alerts that notarizations using 
online communication technology 
are prohibited and signers must 
still appear in person before the 
Notary in those states.

Can I notarize a document that 
does not have a place for the 
Notary to sign? Is it okay to 
simply sign and place a seal 
anywhere? 
—  C.E., Upper Chichester,  

Pennsylvania

No, a Pennsylvania Notary should 
never simply “stamp and sign” a 
document that does not contain 
a Notary certificate. This certifi-
cate is typically preprinted on the 
document below the place where 
  

the document signer signs his or 
her name. If the document does 
not contain a preprinted certifi-
cate, as in the case you describe, 
ask the signer which type of 
notarization to perform. You can 
briefly mention the possibilities 
— perform an acknowledgment, 
administer an oath or affirmation, 
take an affidavit or verification 
upon oath or affirmation — and 
provide a sample of each certifi-
cate. Once the signer chooses 
the notarial act, you may attach, 
complete, sign and seal a notarial 
certificate for that act.

I have a question regarding 
witnessing and notarizing a 
document. Can a Notary both 
witness and notarize documents? 
— D.S., Mount Laurel, New Jersey



GUIDANCE FROM OUR EXPERTS
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It depends. Acting as a witness 
and a Notary on any given docu-
ment is not expressly prohib-
ited by New Jersey’s Notary law. 
However, if the signature of the 
witness must be notarized, this 
would automatically disqualify 
the Notary from signing as a 
witness since Notaries cannot 
notarize documents in which they 
are named.

Notaries in other states should 
check the Notary handbook 
or the commissioning official’s 
website for specific guidance on 
whether Notaries can be both a 
witness and Notary to the same 
document. For example, in Florida 
and Georgia, Notaries may serve 
as both a witness and Notary to 
the same document, but in North 
Carolina, they may not.

I have been asked by a signing 
company to have a client sign a 
document in which none of the 
blanks have been completed. 
It does not even contain 
the name of the client. The 
company wanted me to take 
the incomplete document to 
the client, have the client sign, 
and then notarize it. Is this 
legal? Or ethical? 
— J.C., Westcliffe, Colorado

It is neither legal nor ethical. 
Notarizing blank or incomplete 
documents is grounds for disci-
plinary action against a Notary. 
Colorado Revised Statutes 12-55-
107 states, “The secretary of 
state or the secretary of state’s 
designee may deny the applica-
tion of any person for appoint-
ment or reappointment or take 

disciplinary or nondisciplinary 
action against a notary public if 
the notary public: …(g) Notarizes 
any blank document.”

I lost my Notary journal. What 
do I do? 
— K.M., Houston, Texas

If your Notary journal has been 
misplaced or lost, send a letter 
to the Secretary of State’s Legal 
Support Unit (see the address 
below), detailing the circum-
stances in which the journal 
went missing, the last time you 
used it, and any other relevant 
information.

If your Notary seal or journal 
have been stolen, you should 
file a report with your local law 
enforcement office and enclose 
a copy of that report with your 
letter to the Secretary. Send the 
letter to the Legal Support Unit, 
P.O. Box 13550, Austin, Texas 
78711-3550.

Notaries in other states should 
follow their own state’s rules 
and procedures for reporting a 
missing or stolen journal.



Make NNA 2015 Facebook Official
JOIN THE NNA 2015 
event page on 
Facebook and start 
networking with 
your fellow Nota-
ries before you meet 
up at this year’s 
Conference! Visit 
www.bitly.com/
NNA2015FB and 
stay in the know on 
everything Confer-
ence. If you’re not 
active on Facebook, 
we’ve also opened 
up a Conference 
group on LinkedIn 
at www.bitly.com/
NNA2015LI. We look 
forward to hearing 
from you.

People Love Us on Yelp
THANK YOU for making us one of the 
top ranked Notary service provid-
ers on Yelp! We love receiving your 
feedback on how we’re doing with 
meeting your needs. Please drop us a 
line at www.bitly.com/nnayelp — we 
appreciate your honesty.

“The NNA is great! The people are 
fantastic, and everyone is always 
eager to help solve your problems!” 
— Tiffany J., Los Angeles, CA

#SeminarSelfie
NNA SEMINAR INSTRUCTORS 
welcomed new and renewing  
California Notaries to the NNA 
family with group selfies! Catch  
all the fun on our Facebook and  
Pinterest pages at www.bitly.
com/FBSeminarSelfie and www.
bitly.com/PinSeminarSelfie. 

Join our online communities  
and interact with the NNA and 
Notaries everywhere! 

Like us on Facebook  
for content you don’t  
want to miss, Notary tips 
and monthly contests. 

The No. 1 social community for 
America’s Notaries! 
facebook.com/nationalnotary

Connect with us on  
LinkedIn to network, share 
and learn from your fellow 
Notary professionals through 

our active discussion groups. 
linkedin.com/company/national-
notary-association

Follow us on Twitter for  
the latest industry news, 
best practices, law updates 
and informative Notary 

Bulletin articles. 
twitter.com/nationalnotary 

Circle us on Google+ 
for Notary tips, business 
strategies and new industry 
standards. 

plus.google.com/ 
+NationalnotaryOrg

Follow us on Instagram  
for behind the scenes fun  
at the NNA! 

instagram.com/nationalnotary 

Follow us on Pinterest for 
home office tips, vintage 
Notary photos and business 
inspiration. 

pinterest.com/nationalnotary

Subscribe to our YouTube 
channel for how-to videos, 
law updates and Notary 
news briefs. 

youtube.com/nationalnotary

Tell us how we’re 
doing! Share your NNA 
experiences on our  
Yelp page. 

yelp.com/biz/national-notary-
association-chatsworth

YOUR COMMUNITY

Insta

Insta

Insta

Insta

Insta

Insta

Insta

Insta
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Start the process today
www.NationalNotary.org/Renew  
1-888-896-6827

We’ll provide you with 
everything you need to 
meet state requirements 
and protect yourself:

• Application

• Bond 

• E&O Insurance 

• Supplies 

• Training


