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NNA 2013

CONFERENCE

Join us for the Notary
Event of the Year

The only Notary Conference of its kind, bringing
Notaries together from all across the country to
learn, network, and advance their careers by
finding new income opportunities.

You Don’t Want to Miss Our
Networking Events with Representatives

from Loan Origination Companies,
_.Signing Services and Tifle Companies.

Workshops, Keynotes and Roundtable Discussions will cover:

* Notary Fundamentals/Refresher * Hot-Button Issues g
Courses e Liability Concerns and Solutions

* Opportunities fo Grow Your » Speakers will Include Government
Notary Business and Increase Officials, Industry Experts and
Your Income NNA® Seminar Instructors
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2013 promises to present a shifting

landscape to Notaries and NSAs

NNA® 2013 will give you a mid-year checkup on the
state of the industry, help you explore new income ;
opportunities and allow you to compare notes with your '
colleagues on challenges facing Notaries nationwide.
You’ll walk away with a plan for what's still ahead.

Hurry, Early-Bird Savings End January 31!
Register Today and Save $100

Early-Bird Regular Late
Savings Registration | Registration
Thru Jan. 31 Thru Apr. 15 Affer Apr. 16

Member $499 $549 $599

i
Non-Member $549 $599 $649
Day Pass — June 3 Only $129 $129 $129

(TX Notaries only)

Full Guest Pass $275 $275 $275 o
Welcome Reception 2
and Gala Banquet F.d

Welcome Reception $135 $135 $135

Guest Pass .
Gala Banquet $155 $155 $155

Guest Pass

Full Conference registration includes admission to all General Sessions, workshops
and hands-on labs; admission to the Welcome Reception on Sunday, June 2 and
the Gala Banquet on Tuesday, June 4; and continental breakfast and morning/
afternoon snack breaks on June 3, 4, and 5.

Early-Bird Registration Ends Jan. 31 —
Learn More and View the Agenda
www.NationalNotary.org/Conference



Increase Your Income
Become an NNA’ Certified
Notary Signhing Agent

Whether you're looking to earn additional income
or begin a new career, the NNA Notary Signing
Agent Certification provides the skills you need

to become a confident and competent loan
signing professional

— in as little as three weeks.

I took the NSA course and got
my background check. I would
be lost without the support
I receive from the NNA...
It’s worth every penny!

I can’t imagine being a
signing agent without them.

— N.C., Fort Worth, TX

Our All-Inclusive Program Includes:

» 90-minute online course and exam
» Industry-recognized background screening
» Placement on SigningAgent.com, used by title

companies and signing services to search for
qualified NSAs



TABLE ©'° CONTENTS A

COVER STORY

16 * A Brave New World For Signing Agents

For most of the past decade, the mortgage industry viewed what
happened at the closing table as an afterthought. Amid a record-
setting boom, few cared whether the Signing Agent did a good
job or provided good customer service. No longer. After a wave
of scandals and governmental reform, the entire industry is facing
much tighter scrutiny, and Notary Signing Agents can expect to be
held to higher standards of training, compliance, and professional

conduct than ever before.

18 ¢ Thriving As A Signing Agent

20 * NNA Working To Support The Signing

Agent Industry

FEATURES

10 ¢ Overcoming
Office Challenges
Some of the toughest
challenges Notaries face
arise in the workplace.

The National Notary
asked Notaries to share how they successfully dealt with
improper requests from bosses, clients and others.

14 ¢ How Facebook Can Help You With
Your Notary Business
The key to success for entrepreneurs in today’s social

media environment lies in
knowing how to cultivate
connections and convert
them into loyal customers.
Here are tips on how to do

TRENDS > OPPORTUNITIES
Made In China: A Flood Of Fake IDs......................
Housing Market’s Top 10 Turnaround Cities... .........
Foreign Buyers Eyeing U.S. Real Estate....................

ASSOCIATION NEWS
Registration Underway For Conference 2013...........
A “Guidebook” Every Notary Should Have..............
NNA Webinars Available Online...........................

DEPARTMENTS
Our Readers’ Right.........cooooiiiiiiiiiiiiiiiiiieeeii
From Deborah M. Thaw............ccovviiieeii,

just that. NUES & BOItS. .. v, 22
HOtING oo, 24
HOW TO CONTACT US ON THE WEB
Mailing Address:

9350 De Soto Ave., P.O. Box 2402, Chatsworth, CA 91313-2402
Telephone: (818) 739-4000, Fax: (818) 700-1942
www.NationalNotary.org

(800) US NOTARY (800-876-6827)

Customer Service: Services@NationalNotary.org ® (800) 8766827
Letters to the Editor: Publications@NationalNotary.org ® (818) 739-4000
Notary Hotline Questions: Hotline@NationalNotary.org ® (888) 876-0827
Employer Services: EmployerServicesSupport@NationalNotary.org
(877) 8760827

Check out the NNA®
2013 Conference

www.NationalNotary.org/Conference

The National Notary * Janvary 2013




OUR READERS' RIGHTA

Improper Workplace Requests

Does the NNA have a document that Notaries could
have their bosses sign that reads something to the effect
of: 1 “I will not encourage Notaries and non-Notaries
in my employ to take someone else’s journal and
gather signatures of people who have not personally
appeared;” 2) “I will not encourage Notaries and non-
Notaries in my employ to identify signers using copies
of driver’s licenses.”

Basically, a reminder to employers that they should
not be asking their employees (Notary or non-Notary)
to do things that are questionable and/or illegal.

Amanda Monsue, Westlake Village, California

While the NNA does not publish such a document
at this time, we are aware that inappropriate or illegal
notarization requests from employers are an impor-
tant concern for many Notaries. The NNA recommends
Notaries take time with an employer to explain the
requirements and duties of the Notary office. Resources
such as The Notary Public Code of Professional Respon-
sibility or a state Notary bandbook can belp Notaries
explain the importance of following state laws and best
practices. Notaries may also want to ask if rules against
making illegal notarization requests can be added to
your workplace’s written office policies or code of con-
duct. For some examples of Notaries who successfully
resolved problem workplace situations, please see our
article in this issue on page 10. — The Editors

Representative Signer Concerns

I just finished reading “Notarizing For A Represen-
tative Signer” (November 2012) and was stunned by
something I read. As a Notary in California — which
I consider a leading state for fraud, forgery, and other
illegal behavior — when I read that California instructs
Notaries NOT to ask for proof of authority to act as an
attorney in fact, I was appalled. Are we to take some-
one’s “word” for the fact they’re acting in someone’s
interests legally based only on their word? That seems
utterly ridiculous, unprofessional and downright fool-
ish. It’s asking for legal trouble that no Notary needs
or wants.

While I realize the NNA doesn’t make the laws
governing California Notaries, this practice is danger-

ous not only for the Notary but for the public at large.
Anyone can walk into a Notary’s office with documents
for signature and wipe out someone’s life savings based
solely on their word they’re acting as “attorney in fact”
to John or Julia Doe. What can we, the Notaries, do to
influence our state government, or the Secretary of State
to amend this requirement ASAP? Once the damage had
been done, undoing it and regaining the lost assets is
much more difficult than just asking for proof in the
first place. Even then, there’s no guarantee the “proof”
is legitimate, but at least the Notary would have some
protection — the record of the document particulars
(signature dates, names, etc.) can be included in the
“comments” section of the journal with the other perti-
nent information.

Sheila Reilley, Buena Park, California

For persons who want to contact state lawmakers
about possible changes in Notary statutes, we suggest
writing to your local state legislator or your state’s
Notary-regulating office (in California, this is the
Secretary of State’s office) to express your concerns
and offer your suggestions regarding changes to state
Notary law. — The Editors

WE WANT TO HEAR FROM YOU!

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
e-mail 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.

THE NaTioNAL NoOTARY (ISSN 0894-7872), January 2013, Vol. LVII, No. 1, is published bimonthly by the Nationat Notary Association, 9350 De Soto Ave., Chatsworth, CA 91313-2402, a non-
profit educational 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 $52 annual dues. International subscriptions are $75 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. 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.
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FROM DEBORAH M. THAW

Handling The Big ‘If’
With Relevant Education

here was a time when I believed, naively perhaps, that if
I planned and organized and concentrated enough, every-

thing would run smoothly. It's what T used to call the big “if.”

We're all familiar with the concept. If
I attend to every document and then file it
away on the day it's received, I'll never have
a desk piled high with paper again. If I finish
this one (or two or three...etc.) project(s) by
Friday, Monday will be a breeze.

While this is a nice theory, it is not how
things happen in daily life.

And, as if I needed confirmation, I
remember what the great educator and
pragmatist John Dewey wrote: Arriving at
one goal is the starting point of another.

As Notaries, we can surely understand
this. We take our oath of office and sud-
denly learn that we have sworn ourselves
to undertake a significant responsibility
for which we realize that often we are not
properly prepared.

We turn to our state’s Notary guidebook
— if there is one — or take a Notary semi-
nar. If we take a course or two, we expect
to be able to comprehend the full scope of
our new obligation and be set to perform
notarizations expertly.

This stage, though, is just the beginning.

In fact, whether we are new Nota-
ries or have held a Notary commission for
years, we must appreciate that, in this era
of proliferating identity theft and computer
“phishing” for exploitable personal and cor-
porate information, businesses are under
extraordinary pressure to regulate and docu-
ment their activities. So, too, are Notaries.

In the wake of the “robo-signing” and
foreclosure debacles of recent years and the
resulting statutory and regulatory changes
that are being put in place by federal and
state governments, Notaries are increas-
ingly recognized by the legal and business

communities as vital cogs in providing a
very high and necessary level of security
and trust to transactions.

And with this recognition comes a higher
level of expectation. Document signers pre-
sume we are trained, that our training is
suitably rigorous and that we have a requi-
site and confirmed level of experience.

It is no longer enough merely to under-
stand the concept and theory of notarization.
We must now also have a command of all
applicable statutes, regulations and court
precedents, as well as of widely accepted
best practices and expected standards of
conduct under the common law.

In this new environment, we are being
asked, often required, to add consistency
and excellence to the performance of our
official duties.

Though laws and rules still vary greatly
among the states, commerce and law are
demanding that all Notaries understand and
execute their responsibilities with a common
standard of predictability and excellence.
Now, education and training are being
charged with delivering skill and competence
that can be measured and verified.

Dewey, who advanced his theories at
the onset of the 20th century, wrote that
in order for education to be most effective,
content must be presented in a way that
allows students to relate the information to
their experience.

That is exactly what is being asked of
us today!

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

The National Notary * Janvary 2013 7
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security features.

Made In China:
A Flood Of Fake IDs

Fclse IDs are used to commit a variety of crimes,
including identity theft and document fraud,

and are sometimes used by scammers posing as

someone else during a notarization. A flood of

high-quality fake IDs coming from Chinese compa-

nies now has a group of U.S. Senators up in arms.

Senators Mark Kirk and Richard Durbin of lllinois, along with
Senators Chuck Grassley and Tom Harkin of lowa have asked the
Chinese government to stop businesses selling fake U.S. driver’s
licenses and government documents via the Internet.

Notaries should be alert for signs that an ID is fake or has
been tampered with, including inconsistencies between the sign-
er’s age or appearance and information on the ID, peeling or
unusually thick laminate on the card or missing holograms or other

Housing Market’s Top
10 Turnaround Towns

O ne of the surest signs of
a housing rebound is ris-

ing home prices, and that’s just
what's happening in a number of
cities. Realtor.com, an online list-
ing service run by the National
Association of Realtors, recently
published its list of the country’s
Top Turnaround Towns based
on a number of factors includ-
ing median home prices, housing
inventory and unemployment
rates. All the communities on the
list have previous histories of
steep home price
declines and high
foreclosure rates.

Rank City
Oakland, CA
Sacramento, CA
San Jose, CA

San Francisco, CA

Bakersfield, CA
Phoenix, AZ

Fresno, CA
Miami, FL

S O 0 1 O\ OO0 b

—_

Bellevue-Everett, WA

Santa Barbara, CA

Foreign Buyers Eyeing
U.S. Real Estate

The landscape of American
property ownership is
becoming more international
as Canadians, Chinese and
Mexican home purchasers
now comprise the top three
international investors in
U.S. real estate, according
to the National Association
of Realtors (NAR).

Property investments by
foreigners experienced a 24
percent increase since 2011.

Several reasons — includ-
ing social status, investment
safety, the lure of desirable
vacation homes and rental
income opportunity — were
cited for the investment surge.

Differences in language
and legal systems can pres-
ent challenges for U.S.
Notaries, but real estate
spikes of this nature also can
translate into extra income
opportunities.

The National
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1NNA 2013

CONFERENCE

Registration Underway
For Conference 2013
In Austin, Texas

Ivs fime fo polish those cowboy boots and plan your visit ~ [] S / [m]

to the Great State of Texas — Austin to be exact — for e
the NNA 2013 Conference June 2-5. This year’s theme,
“Knowledge 2.0, will focus on seminars and presentations
that qppec1| to every segment of the notarial profession. E

Due to the changing dynamics in the housing market, a
large number of representatives from the mortgage and title industries will
be on hand to share information and take part in presentations.

Whether you have just received your commission or are a seasoned
Notary professional, there are subjects and speakers that can give
your career a boost. The opportunity to meet and network with your
colleagues from around the country is also a plus for our Conference
attendees, who often make lasting friendships at this annual event.

More information on the full Conference schedule and spe-
cial events will be updated in the Notary Bulletin and on the NNA
Facebook page as they become available. For more information
or to register for NNA 2013 Conference, call the NNA toll-free at
1-800-US NOTARY (1-800-876-6827), or visit the NNA website
(nationalnotary.org/conference). We hope to see you there!

NNA® Webinars
Available Online

Did you miss a live NNA webinar pre-
sentation that you really wanted to
watch? Want to see one again? No prob-
lem. The NNA is archiving all webinars
shortly after they air and making them
available at no charge. Visit the website
at www.nationalnotary.org/webinar —
archives to check topics as well as the
schedule for upcoming webinars.

As the foremost provider of Notary
education nationwide, the NNA devel-
ops these informational sessions on a variety of topics that affect

Notaries and Notary Signing Agents. They cover such issues as the
different types of notarizations, identification concerns and advice on
handling special requests. Recent topics included “ID -
Fraud — A Notary Trap,” “What Every Notary Should E E
Know About E&O Insurance,” and new state laws for e
California and Iowa.

New webinars air each month. Contact us by Facebook E i
or email if you would like to suggest a topic. uta

A ‘Guidebook’
That Every
Notary Should
Have

W’hether you are a
newly commissioned
Notary, or have been one
for years, there is one essen-
tial tool that you shouldn’t
be without — your state’s
Notary Law Primer. These
books cover the processes,
laws and certificate wording
you need for any notariza-
tion, how to identify signers,
procedures for record-
keeping, seal and bond
requirements, and even how
to obtain your commission.

The state primers are
updated on an as-needed
basis, when state laws
change. As an example,
California’s was recently
revised to include new
regulations regarding nota-
rizations for real estate
transactions. For those states
that do not have an individ-
ual primer, the NNA® also
publishes a U.S. Notary Law
Primer which covers the
basics of notarization which
apply nationally.

If you don’t already
have a primer, visit the
online bookshelf listed
under “Supplies” on
the NNA®s website,
NationalNotary.org.

The National Notary * Januvary 2013 9



Overcoming Office Challenges:
Success Stories
From Notaries In
The Workplace

By David Thun

ome of the toughest challenges Notaries face originate

from the workplace. All too often a boss, co-worker or

client will ask a Notary to skip necessary procedures in

the name of expediency. Such requests can seem harmless, but

they often lead to big trouble for the Notary and the Notary's

employer. The National Notary reached out to Notaries who have

successfully navigated these difficult situations and asked them

to share how they resolved the problem.

Standing Up For
Personal Appearance

Personal appearance by a document signer before
a Notary is an essential part of notarization in every
state and territory — but many signers mistakenly
assume that they can sign on behalf of a spouse
or family member, not realizing that many cases of
document fraud are committed by relatives. That's
why Notaries must always insist on a signer’s per-
sonal appearance, and how Debbie Malin-Wurtz of
Wahiawa, Hawaii, found herself in a tough dilemma
at work.

Debbie’s boss was adopting a baby and asked
her to notarize his signature, and the signature
of his wife, on the adoption papers.

“His wife wasn't present, but he wanted me to
notarize both signatures,” Debbie said. “It was
very uncomfortable when | said | could only notarize
his signature.”

Debbie was in a difficult situation. Her boss was
impatient to get the paperwork completed.

10 The National Notary * January 2013

Debbie declined to notarize the wife's signature.
She explained to the boss that the law only permitted
her to notarize his signature on the documents, since
his wife was not physically present. To help him bet-
ter understand why personal appearance by a signer
is necessary for a notarization, she gave him a copy of
The Notary Public Code of Professional Responsibility.

No matter how hard it is to say “no” to someone
going through a stressful situation, personal appear-



ance is absolutely essential. Debbie made the right
choice by obeying the law and declining to notarize
the wife’s signature while she was absent. Because
a Notary’s duties are complex and often misunder-
stood by the general public, providing her boss with
a copy of the Code was a good way to help educate
him about why she had to refuse the notarization.

Requesting Necessary ID

While it's important for businesses to treat their
clients well, too much eagerness by supervisors to
please can put Notaries in a tough situation, like the

one Jenn Sundquist Shelton of Sacramento, California, Wrong. Jenn knew that California state law does
faced at her law firm. One day one of the law firm’s not permit Notaries to identify signers through per-
partners asked Jenn to notarize the signature of an sonal knowledge. “Obviously, we knew who he was
important client. However, when Jenn asked the client ~— but I still needed proof,” she said. She politely
for identification, the partner tried to intervene. explained to the client and the attorney that an

acceptable form of ID would be required, and the
"He looked at me and giggled nervously and told  client was agreeable. However, after the notariza-
me | was ridiculous asking for ID,” Jenn said. “After  tion, Jenn was called in by the lawyer and criticized
all, the client was well-known to the firm’s lawyers for “embarrassing” him in front of the client. Jenn
so there should be no need for that, right?” stuck to her guns.

INTuIT GoPayment
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Low car insurance rates. \ Reader .

C LAY & Exclusive
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| pulled out my California Notary Law Primer
and once again explained the law,” she said.
The lawyer wasn't convinced at first, but after he
spoke with another Notary who confirmed what
Jenn said, he dropped the issue.

Jenn took all the right steps in the face of pres-
sure. She didn't back down until the attorney was
convinced she was
doing the right thing
by following the law.

No Amount of
Cash Is Worth
Your Integrity

Agreeing to do
something illegal
can be the worst
mistake a Notary
can make — but
sometimes dishon-
est people put a lot
of temptation in the
Notary’s path. Lynne
Shertzer of Newport
Beach, California,
works for a law firm and was asked to notarize
some estate documents for a former client. The
notarization was to take place at a hospital, but
when Lynne arrived she found out the client
was in a coma in the intensive care unit.

The person who contacted Lynne was insistent
that the documents be notarized. He told Lynne
the client’s daughter, the beneficiary of the docu-
ments, would move the unconscious client’s hand
to sign the documents. Lynne refused this clearly
illegal procedure, but then the man upped the
ante — he offered Lynne $10,000 to go ahead
with the illegal notarization. “No one has to
know, " he said.

Lynne knew, though — and what's more, she
knew the request was illegal and the conse-
quences to both the victim and herself if she took
the money and went through with it. “I told him
| thought | could buy a lot of cigarettes in prison
for $10,000, but no thanks!” she said.

Lynne showed the highest standards of integrity
in this situation. She made the right choice. €T



Jim was a Notary for many years.
And then... he got the letter that
changed his entire outlook. Jim
was being sued, even though he

did nothing wrong.

No One
Expects
a Lawsuil...

If Jim had Errors & Omissions
Insurance from the NNA, he
wouldn’t have to worry. If an
unintentional mistake is made or

a false claim is filed against you,
our E&O policies provide a lawyer
experienced in Notary claims, and
the judgment, court costs and
other defense costs are covered —

up to the limit of your policy.

Get professional liability
protection. Purchase
Errors & Omissions
Insurance today. You'll be
amazed how affordable
PEACE OF MIND can be.

y

Call or Go Online for Immediate Protection for Just Pennies a Day.

1-800-US NOTARY (1-800-876-6827) e www.NationalNotary.org/Jan13/Insurance

BONDS AND E&O POLICIES UNDERWRITTEN BY MERCHANTS BONDING COMPANY (MUTUAL), DES MOINES, IOWA. PENNSYLVANIA BONDS AND E&O POLICIES UNDERWRITTEN BY MERCHANTS NATIONAL BONDING, INC. (A
SUBSIDIARY OF MERCHANTS BONDING COMPANY (MUTUAL). AGENT FOR ALL BONDS AND E&O POLICIES IS NNA INSURANCE SERVICES, INC. COMMISSION NUMBER AND COMMISSION EFFECTIVE AND EXPIRATION DATES REQUIRED
FOR E&O POLICY ACTIVATION. THE COVERAGE PROVIDED BY ANY POLICY ISSUED SHALL BE DETERMINED IN ACCORDANCE WITH THE TERMS AND CONDITIONS OF THE POLICY ISSUED, ANY CONTRARY REPRESENTATIONS HEREIN
NOTWITHSTANDING. NNA BENEFITS AND OTHER OFFERINGS COULD CHANGE WITHOUT NOTICE. CALL 1-800-US NOTARY (1-800-876-6827) FOR PRICING AND ORDER INFORMATION.
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through the mother of all social networks:
Facebook. The key to success for entrepreneurs
in today’s social media environment lies in know-
ing how to cultivate those connections, nurture
them, and convert them into loyal customers.

s small business owners, we all have one
onerriding priority: generating more rev-

enue. We do this by connecting to the
market, developing leads and closing the deal.

Throughout the history of modern business,
every dollar originates from creating that initial
relationship. What's different today is that those
relationships are originating online, particu-
larly through social media channels, especially

So The National Notary reached out to several
Notary-entrepreneurs and asked them to share
how cultivating relationships through Facebook
has been beneficial for them.

TNN: Please describe a time when you met a person at

an event, became friends with them on Facebook,
and then did a notarization for that person.

Nathan Ganeshan, owner of Nathan Notary
www.facebook.com/NathanNotary — “Once | was at
a family dinner and | was introduced to a mortgage
consultant. He connected with me on Facebook and
today | am his exclusive Notary for all loan signings.”

Tonie Boaman, owner of Dash Notary
www.facebook.com/DashNotary — "An attorney
and | crossed paths in networking circles a few times
a month. Eventually | asked him, “What way do

you prefer to be contacted?” His reply: “Phone and
Facebook.” That night | added him to my friends list.
Less than two weeks later he called me on a Sunday
to help him with documents for court on Monday.
He then went to our Facebook business page and
posted, “Thanks for being there with your Notary kit
when | needed a document notarized last Sunday.”

Maria Torres-Lopez, owner of Notary @ Your
Door www.facebook.com/NotaryAtYourDoor
—"Some of my clients found my Facebook page by
searching for a Notary on Google. One of them is a
law firm from New York called Weitz & Luxenberg.
They were searching on Google for a Notary in
Florida. They became fans of my Facebook page and
now continually send me referral business for sign-
ings in Florida. This relationship did not call for a
face to face meeting all thanks to a few emails and
my Facebook business page.”

TNN: How has Facebook helped you with word of
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mouth referrals?

Nathan Ganeshan: Eighty percent of my busi-
ness comes from referrals and word of mouth,
and Facebook keeps me one step ahead of the
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game as it gets me and prospective customers con-
nected immediately. No one needs to write down
my contact details. All they have to do is go to my
Facebook page. Also, every time a friend likes or
comments on a post from my business page, their
friends see it, which helps my business grow.”

Tonie Boaman: "l can't tell you how many times
other Notaries and signing companies have said to
me ‘No need for marketing on Facebook, you will
never get repeat business from there.” | have news
for them: We performed hundreds of Notary jobs

in 2012 and almost all of them did repeat business
with Dash Notary. On Facebook, you are constantly
reminding your customer base about you, so we are
reaching out and taking the repeat and referral busi-
ness instead of waiting for it to come to us.”

Maria Torres-Lopez: “When customers visit my
Facebook page, they see that although my company
is small, it's a company that stays connected with

its clients. This gives potential clients the confidence
they need to email me or call me directly to set up an
appointment. Once the initial contact is made, a deal
is almost always reached. This week the company
that ru