
The Magazine For America’s Notaries

A Brave New World  
For Signing Agents

Overcoming  
Office  

Challenges  
Page 10 

How Facebook 
Can Help Your 

Business  
Page 14

January 2013January 2013



Austin, Texas
June 2–5, 2013

© 2013 National Notary Association 

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 Title Companies.

• �Notary Fundamentals/Refresher 
Courses

• �Opportunities to Grow Your  
Notary Business and Increase  
Your Income

• �Hot-Button Issues

• �Liability Concerns and Solutions

• �Speakers will Include Government 
Officials, Industry Experts and 
NNA® Seminar Instructors

Workshops, Keynotes and Roundtable Discussions will cover:



Austin, Texas
June 2–5, 2013

Early-Bird Registration Ends Jan. 31 —  
Learn More and View the Agenda

www.NationalNotary.org/Conference

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

Early-Bird  
Savings 

Thru Jan. 31

Regular 
Registration  
Thru Apr. 15

Late  
Registration 
After Apr. 16

Member $499 $549 $599

Non-Member $549 $599 $649

Day Pass — June 3 Only  
(TX Notaries only)

$129 $129 $129

Full Guest Pass  
Welcome Reception  
and Gala Banquet

$275 $275 $275

Welcome Reception  
Guest Pass

$135 $135 $135

Gala Banquet  
Guest Pass

$155 $155 $155

Full Conference registration includes admission to all General Sessions, workshops 
and hands-on labs; admission to the Welcome Reception on Sunday, June 2 and 
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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.





TABLE CONTENTS

The National Notary • January 2013  5

HOW TO CONTACT US
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) 876-6827
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) 876-0827

TABLE CONTENTS

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

ON THE WEB

TRENDS OPPORTUNITIES
Made In China: A Flood Of Fake IDs…....................8
Housing Market’s Top 10 Turnaround Cities…..........8
Foreign Buyers Eyeing U.S. Real Estate…..................8

ASSOCIATION NEWS
Registration Underway For Conference 2013….........9
A “Guidebook” Every Notary Should Have…............9
NNA Webinars Available Online….........................9

DEPARTMENTS
Our Readers’ Right…..............................................6
From Deborah M. Thaw….......................................7
Nuts & Bolts….....................................................22
Hotline................................................................24

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 
just that.

Check out the NNA®  
2013 Conference

www.NationalNotary.org/Conference 



6  The National Notary • January 2013

OUR READERS’ RIGHT

The National Notary (ISSN 0894-7872), January 2013, Vol. LVII, No. 1, is published bimonthly by the National 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.

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 handbook can help 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

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.

    We Want To Hear From You!
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FROM DEBORAH M. THAW

Handling The Big ‘If’ 
With Relevant Education

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!

There 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 I used to call the big “if.”

Deborah M. Thaw can be reached at 
dmthaw@nationalnotary.org
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Made In China:  
A Flood Of Fake IDs

False 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 Illinois, along with 
Senators Chuck Grassley and Tom Harkin of Iowa 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 
security features. 

TRENDS OPPORTUNITIES

Housing Market’s Top 
10 Turnaround Towns

 

One 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.

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.

Milt Valera, Founding Editor and Publisher 
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ASSOCIATION NEWS

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 
Know About E&O Insurance,” and new state laws for 
California and Iowa. 

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

It’s time to polish those cowboy boots and plan your visit 
to the Great State of Texas — Austin to be exact — for 

the NNA 2013 Conference June 2-5. This year’s theme, 
“Knowledge 2.0”, will focus on seminars and presentations 
that appeal to every segment of the notarial profession. 

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!  

A ‘Guidebook’ 
That Every 

Notary Should 
Have

Whether 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.

Registration Underway 
For Conference 2013  
In Austin, Texas
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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 I said I could only notarize 
his signature.”

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

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-

Overcoming Office Challenges: 
Success Stories  
From Notaries In  
The Workplace

S
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.

By David Thun



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, 
faced at her law firm. One day one of the law firm’s 
partners asked Jenn to notarize the signature of an 
important client. However, when Jenn asked the client 
for identification, the partner tried to intervene.

“He looked at me and giggled nervously and told 
me I was ridiculous asking for ID,” Jenn said. “After 
all, the client was well-known to the firm’s lawyers 
so there should be no need for that, right?” 

Wrong. Jenn knew that California state law does 
not permit Notaries to identify signers through per-
sonal knowledge. “Obviously, we knew who he was 
— but I still needed proof,” she said. She politely 
explained to the client and the attorney that an 
acceptable form of ID would be required, and the 
client was agreeable. However, after the notariza-
tion, Jenn was called in by the lawyer and criticized 
for “embarrassing” him in front of the client. Jenn 
stuck to her guns. 

Overcoming Office Challenges: 
Success Stories  
From Notaries In  
The Workplace

By David Thun

 Some discounts, coverages, payment plans and features are not available in all states or all GEICO companies. Discount amount 
varies in some states. One group discount applicable per policy. Coverage is individual. In New York a premium reduction may 
be available. GEICO is a registered service mark of Government Employees Insurance Company, Washington, D.C. 20076; a 
Berkshire Hathaway Inc. subsidiary. GEICO Gecko image © 1999-2012. © 2012 GEICO. 

 NNA   members could get an additional 
discount on car insurance.  

1-800-368-2734



“I 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 
I thought I 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. 
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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.
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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 I was at 
a family dinner and I was introduced to a mortgage 
consultant. He connected with me on Facebook and 
today I am his exclusive Notary for all loan signings.”

Tonie Boaman, owner of Dash Notary  
www.facebook.com/DashNotary  — “An attorney 
and I crossed paths in networking circles a few times 
a month. Eventually I asked him, “What way do 
you prefer to be contacted?” His reply: “Phone and 
Facebook.” That night I 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 I 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 
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 

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: “I 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.’ I 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 runs the perks website for the 37,000 Miami 
Dade County employees contacted me to have me as 
part of their network of wedding officiants for their 
employees. One of the reasons they contacted me 
was because of my website and Facebook page.”

TNN: Why do you continue to use Facebook?

Nathan Ganeshan: “I love Facebook. I literally live on 
it. Facebook has provided such a wonderful platform to 
spread the message and visibility of my service, unlike 
any other social media.  Facebook also helps me con-
nect to prospective customers. I can’t exist without it.”

Tonie Boaman: “It would not be a smart move if 
Dash Notary quit using Facebook. We would easily lose 

Can Help You 
With Your  
Notary Business

How

As small business owners, we all have one 
overriding 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 

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.

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.

By Moses Keshishian



30 percent of our business from referrals. I do not know about 
everyone else, but one of our significant factors when deciding if 
we are taking a late night appointment is the question, “How did 
you find out about us?”

Another reason is the private and/or public groups on Facebook: 
This is your bread and butter for getting referrals. Do NOT do spam 
advertising; instead get to truly know the members of each group 
you are in. Then you can post news about the industry or some-
thing else happening with your company in the group about once a 
week. This is a great way to stay in people’s minds for referrals.”

Maria Torres-Lopez: “Facebook allows me to have an online 
network of attorneys, realtors, closing companies, law firms, and 
individuals that I can keep in contact with and market my services 
to. I also use Facebook to keep in contact with other Notaries in 
my area. This is very useful because I can refer business to them 
when I am unable to accept a new signing opportunity. This keeps 
the client happy because they are getting the signing completed by 
another highly capable Notary. Notaries in my area also refer busi-
ness back to me.”

TNN: How has interacting with the NNA®’s Facebook com-
munity been beneficial for you? 

Nathan Ganeshan: ”The NNA®’s Facebook presence con-
nects Notaries in the U.S. and allows them to share their 
knowledge and experiences, thus many Notaries get to know 
one another and exchange ideas. Personally I have become 
friends with other Notaries whom I have never seen or met. 
The NNA® helps many Notaries by posting webinars, Notary 
Bulletin articles, and industry news.”

Tonie Boaman: “National Notary Association’s Facebook page 
has helped us increase business by providing content that is relevant 
to the Notary Public profession. Thus, they allow their members to 
repost the information so the general consumer learns that Notaries 
Public are more than just ‘Sign, Stamp, and Deliver.’”  

Maria Torres-Lopez: “The NNA®’s Facebook page has helped 
me learn how other Notaries and NSA’s deal with difficult situ-
ations. It helps me learn from other people’s mistakes and to 
avoid my own. The NNA®’s Facebook page has increased my 
knowledge as a Notary, and the more I know, the more capable 
I feel when it’s time to close a deal. Furthermore, displaying the 
NNA® logo on my Facebook page provides a sense of security 
and peace of mind to my clients.”
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Nathan Ganeshan  
Owner of Nathan Notary

Tonie Boaman  
Owner of Dash Notary

Maria Torres-Lopez  
Owner of Notary @ Your Door

To stay visible to friends, family and customers so 
they think of me first when they need a Notary

To advertise my services as a Notary in my 
community

To share important Notary-related information 
and build a reputation as a knowledgeable and 
informed Notary

To start conversations with my clients and make a 
positive impression

All other responses

Sharing news and information from the NNA® 
builds credibility for me as a knowledgeable Notary 

The NNA® posts content that’s relevant for my 
clients on Facebook

The NNA® has fun stories and photos I enjoy 
reading and sharing while on Facebook 

All other responses

Most popular reasons why Notaries like 
to share from the NNA’s Facebook page:

Most popular reasons why Notaries 
post on Facebook:

35.7%

7.7%

10.5%

20.9%

24.5%

45.1%

21.6%

17.6%

15.7%

What You Told Us
We polled hundreds of Notaries  
nationwide and asked them about  
their Facebook activity.
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It was a balmy 
evening in early 

December 2008  
when Vicki and Dan were 
about to close the loan on 
their new home in Burbank, 
California. A moment filled 
with both excitement and 
anxiety quickly turned to dis-
may when they greeted their 
Notary Signing Agent — their 
first “face-to-face” contact 
with their lending institution. 
She showed up with a box of 
paperwork under one arm, her 
two-year-old son wrapped in 
the other, and a little white 
Maltese at her feet.

A Brave New World  
For Signing Agents

U n c h a r t e d  T e r r i t o r y

By Kelle Schillaci
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“The dog wasn’t the problem, the little boy was,” 
Vicki recalled in a recent interview. “He decided to 
tear through our house at full speed, and we were not 
child-proofed.” While Dan went through the paper-
work, Vicki chased after the rambunctious toddler.

The Signing Agent’s conduct made the title com-
pany and lender look bad, Vicki said. “If that’s who 
they get to represent them, what other unpleasant 
surprises will they have for us down the road?”

While this account is not indicative of the per-
formance of most Signing Agents, Vicki and Dan’s 
experience illustrates just how wide open and unreg-
ulated the closing table has been, and their story is 
not unique.

“I’ve seen signing agents show up at the title com-
pany to drop off paperwork in hair rollers and a 
bathrobe,” said Daniel Lewis, NNA 2010 Notary of 
the Year and founder of Lewis Notary Services, Inc., a 
nationwide mobile Notary signing service. He recalled 
another Notary who showed up at a signing wear-
ing the same clothes he had on the previous day: “He 
looked like he was homeless.”

There was a time when those stories did not matter. 
For most of the past decade, the mortgage industry as 
a whole viewed what happened at the closing table 
as an afterthought. 

That’s all changing.
Since the 2008 housing market collapse, sweeping 

reforms have filtered their way through just about 
every part of the loan origination industry. With 
mortgage brokers and appraisers now being sub-
ject to much tighter scrutiny and higher standards, 
Notaries — and specifically Notary Signing Agents 
— will be held to higher standards of training, com-
pliance, and professional conduct than ever before. 

Gone are the days of showing up late for a sign-
ing, or rushing signers through paperwork in order to 
pick the kids up from soccer practice. In the very near 
future, Signing Agents will likely be required to attain 
higher levels of training or certification, will be sub-
jected to more stringent background checks, and will 
need to provide assurance that they are in compliance 
with state and federal regulations.

Serving on the forefront during one of the most 

important financial transactions a person or family 
can make, Notaries have the power and responsibility 
to ease homeowners into their slice of the American 
Dream. Being an NSA comes with unique and awesome 
responsibilities which should never be taken for granted. 

“Notaries offer a very important service,” said Utah 
Attorney Peter Stevens, an expert in regulatory initia-
tives affecting Signing Agents. “But the moment they 
let their standards slide or step outside the scope of 
their authority, there’s going to be pushback. If they 
perform properly and professionally, they’ll likely 
avoid over-regulation.”

A Changing World
Up to this point, the most significant new regulatory 

trends — including the $25 billion National Mortgage 
Settlement levied against the nation’s major finan-
cial institutions, the finance and banking regulations 
set forth by the Dodd–Frank Wall Street Reform and 
Consumer Protection Act and other federal legislation, 
as well as the initiatives of major federal agencies — 
have focused on individuals and organizations higher 
up in the loan processing “food chain.” 

There now is a nationwide licensing requirement 
for mortgage brokers, for example. Dodd-Frank also 
created the Consumer Financial Protection Bureau, 
which is creating rules to regulate mortgage transac-
tions at all levels.

Notary Signing Agents, as an essential part of the 
process, are rapidly being wrapped into these neces-
sary reforms. 

For Signing 
Agent Nathan 
Ganeshan, owner 
of northern-
California based 
Nathan’s Notary 
mobile signing ser-
vice, one of the biggest changes has been an increase 
in additional loan paperwork. While major lenders 
have remained standard in their requirements, he 
estimates he’s seen 30 to 40 percent more paperwork 
from many third-party and private lenders. 

“We’re seeing a lot more documents overall,” says 

 
�Notary Signing Agents,  
as an essential part of  
the process, are rapidly 
being wrapped into these 
necessary reforms.



Ganeshan, “with each lender having dif-
ferent requirements to protect themselves. 
Some require more disclosures, some mort-
gage documents require FBI verifications, 
still others require occupancy affidavits.” 

One major mortgage lender, for example, 
recently started requiring Signing Agents to 
complete a “notarial evidence” form with all 
mortgages that includes the Notary’s name, 
commission number and expiration date as 
well as the names of all signers at the loan 
signing appointment, the method used to 
identify them and the loan number.

Al Verkuylen, Senior Vice President of LSI 
Title Company, told a gathering of hundreds 
of Signing Agents at the NNA’s 34th Annual 
Conference last June that federal regulators 
have started looking closely at settlement 
and closing practices of third-party vendors 
such as title and closing services, with special 
focus on the Notary process.

Clearly, NSAs need to know what to 
expect from lenders or title agencies in 
order to perform their role diligently. But 
where should that knowledge come from? 
Will each lender handle its business differ-
ently, leaving it to the Signing Agent to 
decipher the document requirements, or 
will there be some sort of uniform standard 
created across the board, making compli-
ance an easier task for all parties? Who will 
be tasked with creating this standard — will 
it require government intervention, or is it 
possible the industry could regulate itself by 
establishing its own rules and a code of con-
duct for all Signing Agents to follow? 

One of the biggest challenges the indus-
try faces is the wide disparity of notarial 
laws and regulations from state to state.  
Some states, for example, require indi-
viduals to undergo training, testing and 
background checks before obtaining a 

Signing agents often are the only “face” borrowers see during 
the mortgage lending process. As a result, lenders, title com-

panies and signing services look for Notaries who can provide a 
high level of customer service and regulatory compliance. The 
National Notary asked several experienced Signing Agents and 
signing service owners for tips on how to stand out, get noticed by 
potential employers, and complete assignments smoothly.

Getting in the door. Many of the large signing service 
companies maintain databases of approved Signing Agents 
they use, and one of the key challenges for NSAs is getting in 
those databases.

“Research each company, and find out what their require-
ments are for NSAs,” said Laura Biewer, a long-time Signing Agent 
and Notary educator from Modesto, California. “Do they require 
training or certification? Do they require E&O insurance? Some 
services want referrals from other companies you’ve worked for.”

Then meet all their requirements. “It’s the first chance you 
get to demonstrate that you can follow instructions and be a 
team player,” Biewer said.

Standing out. Many signing services prefer to contact 
NSAs through online directories such as those provided by the 
NNA or 123notary.com. One of the best ways to stand out is 
through your training.

“Certification is the key to getting assignments,” says Liz Adams, 
NNA 2008 Notary of the Year and 
owner of the nationwide signing 
service ETA Mobile Notaries, which 
hires primarily through online NSA 
directories. “The more education 
the Signing Agent has, the more 
appealing the Signing Agent is.”

Another way to stand out is by 
attending professional conferences, 
such as the NNA Annual Conference, said Daniel Lewis, the NNA 
2010 Notary of the Year and founder of Lewis Notary Services, 
Inc., a nationwide mobile Notary signing service. “Attending pro-
fessional events shows your commitment to your career.”

Being the consummate professional. Signing services all 
track the work of NSAs, so it’s critical to do things right the first 
time, Biewer said. “A lot of the major companies have instruc-
tion sheets,” she said. “Pay attention to how they want you to 
do things, and get the details right.”

If there’s a problem, she says, fix it before asking for another 
assignment. If it’s a problem you cannot fix — say there’s a 
mistake in the paperwork — don’t just walk away. “I can be a 
conduit to those who can fix the problem.”

Being a consummate professional also means showing up 
on time, prepared, and looking like a professional, say the 
experts. That includes everything from your business cards to 
your work wardrobe to having the right equipment — such as 
a good quality printer.

“Every way in which you present yourself should say, ‘I’m a pro-
fessional. I’m the one who can solve your problems,’” Biewer said.

The more professional you are, the better customer service 
you provide, the more your career will prosper.

Thriving As A Signing Agent

“Every way in 
which you present 
yourself should say, 
‘I’m the one who  
can solve your 
problems.’”
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Notary commission. Other states merely require a 
Notary to complete an application and pay a fee.

Under the current regulatory environment, how-
ever, banks with a multi-state presence need to 
manage their outside service provider, in a consis-
tent, uniform manner. Consequently, as Verkuylen 
noted last June, a number of major lenders had 
begun exploring ways to create a centralized train-
ing and certification process for Signing Agents 
that would comply with fed-
eral regulators.

Lewis and others embrace 
the idea of a national stan-
dard for NSAs. “I think a 
nationwide code of conduct 
is much needed and would 
greatly benefit the industry,” 
Lewis said. “Other professions have them, like doctors 
and lawyers, and they’re governed by specific rules. In 
addition to a code of conduct, a glossary of industry 
terms would be very helpful to improve communica-
tion between signers, vendors, and Signing Agents.” 

“With the rapid changes in the 
regulations in the signing indus-
try, a code of conduct, issued 
from a reputable industry orga-
nization or the National Notary 
Association would definitely 
help,” Ganeshan said. 

Raising The Bar
While a uniform performance 

standard could address the gov-
ernment’s mandates, the new 
mortgage industry environ-
ment involves far more than 
regulatory compliance. 

Lenders now recognize 
that, with increasingly cen-
tralized loan origination 
operations, the Signing 
Agent often is the pri-
mary face of the bank 

with the borrower, so they are 
scrutinizing the customer service 
experience at the closing table.

As a result, the notion of 
Signing Agents as true profes-
sionals is gaining wider traction 
across the industry. That’s particu-
larly true as the industry gradually 
rebounds from the recession and fore-

closure crisis. Already, 
the industry has indicated that there 
is a growing need for well-qualified 
Signing Agents — with an emphasis 
on well-qualified.

Many signing services are respond-
ing. Daniel Lewis, for example, 
carefully vets every potential new 

NSA for his nationwide signing company.
“They need to meet basic standards, first,” Lewis 

said, but the vetting process doesn’t end there. “We 
like to hire Notaries who attend professional confer-
ences, take training courses, become certified, and 
find ways to demonstrate a real commitment to their 
careers. We are raising the bar, because title com-
panies are expecting much more these days from 
Signing Agents.”

In order to ensure compliance, financial institutions, 
third party lenders and title companies are paying 
a lot more attention to who they hire. They want 
Notaries who are educated and competent in their 
role, who show up looking professional and ready to 
perform their role with confidence, and who can be 
counted upon to represent their company in a posi-
tive manner. 

“The word professionalism does not just mean get-
ting all the documents signed properly,” Ganeshan 
said. “It starts from the time a Signing Agent is con-
tacted for the appointment and remains until the 
close of escrow.”

It also helps to stay educated on the industry itself, 
says NNA 2008 Notary of the Year Liz Adams. 

“You need to know your industry and keep in the 
know for any changes that are occurring, so that you 
will not be behind the curve,” said Adams, who built 
her own signing business and continues to mentor the 

growth of Notaries nationwide. 
Daniel Lewis echoes Adams’ focus 

on knowledge. “You have to 
always stay teachable,” 

 A number of major lend-
ers have begun exploring 

ways to create a centralized 
training and certification 

process for Signing Agents 



With the mortgage industry going through a transition 
to a far more regulated environment, the National 

Notary Association has been working hard with lenders 
and signing service companies to represent the value 
Notary Signing Agents bring to the closing process.

“Every chance we can, we advocate to make 
things better for Signing Agents,” said William A. 
Anderson, NNA Vice President of Best Practices and 
Legislative Affairs. 

When lenders and title companies better under-
stand the responsibilities and challenges Signing 
Agents face, it strengthens communication and 
opens dialogue to improve how loan document sign-
ing assignments are completed.

Anderson described how Signing Agents have 
expressed concerns to the NNA about receiving loan 
document packages on very short notice, which 
makes it more difficult for the NSA to print and deliver 
the package to the borrower in a timely fashion. NNA 
representatives have communicated these concerns 
to lenders and title companies to help make them 
aware of these challenges and request more timely 
deliveries so that Signing Agents can more efficiently 
schedule assignments.

One of the NNA’s highest priorities is ensuring that 
those involved in the signing process understand that 
notarizing loan documents is not just about getting 
the job done quickly, but ethically and professionally 
according to the requirements of state law. 

While the Association provides training and certi-
fication courses for Signing Agents, our efforts extend 
beyond Notaries. This includes making sure anyone 
who does business with NSAs knows why they must 
insist on proper identification from borrowers, how 
it protects businesses from fraud when a Signing 
Agent insists on a document signer’s physical pres-
ence for the notarization, and why it’s so important 
to avoid dubious or dishonest shortcuts that can 
jeopardize not just the loan signing, but the legal 
standing of the Signing Agent, the lender or the  
borrower’s home loan.

The loan signing industry has been 
through some tough times, but the NNA 
is available to provide support and 
resources to professionals. Visit us at 
www.nationalnotary.org/SigningAgent 
for more information.

he said. “You can’t sit around waiting for 
the phone to ring with more business. You 
have to be open to learning and improving 
the way you do things.”

Lewis encourages NSAs to join profes-
sional associations, such as their state’s 
land title association or the Mortgage 
Bankers Association, in order to better 
understand the views of those organiza-
tions and the directions they are going, so 
as to avoid being surprised or left behind 
by industry shifts. He also emphasizes the 
value of Notaries helping and mentoring 
one another.

“If a Notary works outside of prescribed 
guidelines or makes serious mistakes, it can 
negatively impact the entire profession,” 
Lewis said. “If enough Notaries perform 
poorly, it’s more likely that laws will be 
made restricting everyone.”

That’s why Notaries should take it upon 
themselves to develop a culture of educa-
tion, compliance and professionalism, he 
said. “It’ll show other industries that we 
take our profession seriously, and they, in 
turn, will take our profession seriously.”

NNA Working To Support  
The Signing Agent Industry



© 2013 National Notary Association 

Notary Privacy Guard®

 
Keep confidential information out of sight. 

You strive to provide the very best service to your customers.

Now, you can ensure them full confidence in their protection as well.

Notary Privacy Guard® prevents prying eyes from seeing entries in your 
journal, and offers peace of mind to the signer.

It also helps you comply with federal privacy regulations within several 
professional industries, including the Health Insurance Portability and 
Accountability Act (HIPAA) in the healthcare industry, and the federal Red 
Flags Rule and Gramm-Leach-Bliley Act (GLBA) within the financial industry.

Designed specifically to fit NNA journals.

S o u r c e  C o d e

A48929
Notary Privacy Guard®
Protected by U.S. Patent  No. 7,946,552

$9.95
Item #7320 · In Hawaii: Item #7321 · In Illinois: Item #7322

Scan with your  
mobile device to view 

a video of the  
Notary Privacy Guard®

www.NationalNotary.org/NotaryPrivacyGuard Call for bulk orders  
at 818-739-4086.



22  The National Notary • January 2013

NUTS AND BOLTS

Notaries often deal with signers whose 
IDs do not match the name on the docu-
ment. Whether from marriage, divorce or 
other reasons, people often change their 
names, and this can make things challenging 
when it comes to notarization.

In cases where the signer lacks alterna-
tive ID or other options such as credible 
witnesses, a signer or receiving agency may 
want to use what’s called an “AKA” or “also 
known as” signature. For an “AKA” signa-
ture, the signer would first sign their name 
as it appears on their identification, next 
writing “AKA” or “also known as” and then 
signing a second time using the name as it 
appears on the document.

For example, let’s say Mary Smith recently 
went through a divorce. The name on her 
driver’s license is “Mary Smith,” but she 
needs to have a document notarized under 
her married name, “Mary Smith-Jenkins.” 
Here is how the “AKA” would appear when 

she signs the document:

When asked to notarize an “AKA” signa-
ture, only print the name the signer has ID  

for in the blank space on the notarial certifi-
cate because that’s the only name for which 

you have satisfactory proof of identity. In the 

example above, Mary’s driver’s license iden-
tifies her by the name “Mary Smith,” so you 

would only write the name “Mary Smith” in 
the acknowledgment certificate:

You would NOT write “Mary Smith-
Jenkins” or “…AKA Mary Smith-Jenkins” 
in the certificate. It is the signer who must 
link the two names when signing the 
document, not you, when completing the 
certificate. Never complete a notarial cer-
tificate as follows:

Before using an “AKA” signature, it’s 

the signer’s responsibility to confirm that 
it is acceptable to the receiver. Some agen-

cies may not accept documents signed in 
this manner. You cannot advise a signer 

whether an AKA signature is acceptable for 
a document. If the receiving agency will 

not accept an “AKA,” the signer must either 
provide an alternate form of identification 

or credible witnesses to verify the name 

as required on the document, or locate 
a Notary who can personally identify the 

signer if state law permits personal knowl-
edge as a form of identification. Otherwise, 

you cannot perform the notarization. 

Notarizing ‘AKA’  
Signatures
Following the right steps will help you manage this 

alternative approach to signing documents
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When asked to notarize a will, I sug-
gest that the person consult an attorney 
prior to notarization. Does the same 
recommendation apply to a living trust? 

K.B., Roanoke, VA

If someone asks you to notarize a will, 
you may suggest they get legal advice first 
or proceed to notarize it. You will need to 
ensure the will has a notarial certificate, 
and if it does not, the signer will need to 
tell you whether to take their acknowledg-
ment or administer an oath (jurat). The 
same thing applies to living trusts. You can 
notarize those documents as long as you are 
specifically directed by the signer as to what 
kind of notarization (acknowledgment or 
jurat) the living trust requires.

As a Texas Notary, am I allowed to 
notarize non-English documents? 

D.T., Austin, TX

Yes, Texas Notaries are authorized to 
notarize documents written in another lan-
guage. As long as the notarial certificate 
(acknowledgment or jurat) and document 
signature are in English, Texas Notaries 
may notarize documents written in a lan-
guage they cannot read. However, under no 
circumstances should a notarization be per-
formed if the Notary and the principal signer 
cannot communicate in the same language.

As a California Notary, I have been 
asked to perform a notarization for an 
inmate who is incarcerated under an 
alias. He is requesting that I notarize 
a Power of Attorney document that is 
under his legal or birth name. How-
ever, he does not have a legal ID under 
this name, only under his incarcerated 
name. Can I perform this notarization?  

L.L., Chino, CA 

If the inmate does not have proper 
identification, you cannot notarize his docu-
ment. Credible identifying witnesses could 
be used to identify the inmate, but you 
would have to confirm with the Califor-
nia Prison System as to whether this is an 
acceptable solution. 

As an independent Notary Signing 
Agent/mobile Notary in Arizona, am I 
required to have a tax identification 
number (TIN) for my limited liability 
company?  I am the sole owner and 
have no employees.  

D.L., Phoenix, AZ

Unfortunately, this is not a notarial 
question, but an important one, nonetheless.  
We recommend that you check directly with 
your city or county clerk’s office to find out 
if, as an independent NSA, you require a tax 
identification number.

Wills, Foreign Language 
Documents, Prisoner 
Requests And The Tax Man

Notaries across the nation rely on the NNA’s Notary Hotline 
to answer their most challenging questions. The following 

questions were among the thousands our Information Services 
Team receives each month. 

You can reach all  
our experienced  
Notary Hotline  

counselors at 
1-888-876-0827  
5 a.m. to 7 p.m. 

Monday to Friday, and 
5 a.m. to 5 p.m.

Saturday, Pacific Time
or please visit

NationalNotary.org/ 
Hotline

Hotline answers 
are based on laws 
in the state where 

the question  
originated and 

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

refer to your own 
state statutes.

— The Editors
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clients and yourself.

Smyth-sewn binding guards against 
undetected page removal

Inferior staple binding as seen in 
most other journals
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Flag
Item #6697F

Executive Black
Item #6697B

Classic Burgundy 
Item #6665

Sunset Beach 
Item #6696

Traditional Green
Item #5373

• �Step-by-step, illustrated instructions ensure 
proper procedures

• �Two-tone columns for at-a-glance recording

• �Nearly 500 entries in 122 pages

• �Lies flat when open, making entries easy

The Best Quality  
Notary Journals Available

Official Journal of Notarial Acts, Hardcover 

$23.95

To order, visit www.NationalNotary.org/Jan13/Supplies  
or call 1-800-US NOTARY (1-800-876-6827)
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 Business
 Home

	 *For WA include tax on shipping rates.
	 **Rates subject to change.
***�For U.S. states and Washington, D.C. 

For shipments to other destinations, 
call for rates.

If this order cannot be completed 
within one year (365 days) after 
the NNA has received it due to your 
failure to notify us of your com-
mission commencement date, your 
payment will be non-refundable.

Shipping Rates**
	 Item Total	 Ground	 2-Day Air***	 Next-Day Air***

	 $0 – $15.00	 $6.95	 $11.95	 $20.95
	 $15.01 – $40.00	 $7.95	 $12.95	 $23.95
	 $40.01 – $65.00	 $9.95	 $13.95	 $26.95
	 $65.01 – $95.00	 $11.95	 $15.95	 $29.95
	 $95.01 – $120.00	 $13.95	 $17.95	 $33.95
	 $120.01 – $150.00	 $15.95	 $19.95	 $38.95
	 $150.01 – $250.00	 $17.95	 $22.95	 $44.95 

Name					O     rganization

Address

City		  State		  Zip

Daytime Phone		  Home Phone			  Fax

Email					NN     A Member Number

Sub-total of Supply Items

Shipping Charges (see rates below)

  Ground  2-Day Air   Next-Day Air 

Add State/Local Taxes 
(delivery to CA & WA*)

TOTAL 

Sorry, but we cannot accept purchase orders to bill on account.

	 Item #	 Quantity	 Description	 Price	 TOTAL

									       

NNA® Supplies Order Form
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 Check Enclosed/Money Order 

 Visa        MasterCard        Amex        Discover 

Number			 

on Card	         Expires

Address

City	 State	 Zip

Signature

CardName  

Card

Billing 

(payable to:  
National Notary Association)

1-800-876-6827

4 Easy Ways to Order

Phone:	 1-800-US NOTARY

Online:	 www.NationalNotary.org/supplies

Mail:	 National Notary Association
	 Processing Center
	 P.O. Box 749991
	 Los Angeles, CA 90074-9991

Fax: 	 1-800-833-1211 (24 Hours)

NNA® Membership
Not a member? Stay up-to-date and informed. 
Add one of the membership options below to 
your order and write “new” in the NNA® Member 
Number space.

One-year NNA® Membership.................$52
	 Item #1500-012

Two-year NNA® Membership.................$89
	 Item #1500-024

Three-year NNA® Membership........... $126
	 Item #1500-036

Four-year NNA® Membership............. $163
	 Item #1500-048

Five-year NNA® Membership..............$200
	 Item #1500-060

Additional years available at only $37 per year.

Statement Of Ownership
United States Postal Service Statement of Ownership, Management and Circulation 1. Publication Title The National Notary 2.Publication Number 0894 - 7872  3. Filing Date 10/1/11 4. Issue Frequency 
Bimonthly 5. Number of Issues Published Annually 6 6. Annual Subscription Price $3.00 7. Complete Mailing Address of Known Office of Publication (Not printer) 9350 De Soto Ave., P.O. Box 2402, Chatsworth, 
CA 91313-2402 Telephone (818) 739-4000 Contact Person Elizabeth Resen 8. Complete Mailing Address of Headquarters or General Business Offices of the Publisher Same as above 9. Full Names and 
Complete Mailing Addresses of Publisher, Editor and Managing Editor (Do not leave blank) Publisher Milt Valera, 9350 De Soto Ave., P.O. Box 2402, Chatsworth, CA 91313-2402 Editor-At-Large Charles 
Faerber, 9350 De Soto Ave., P.O. Box 2402, Chatsworth, CA 91313-2402 Managing Editor Michael Lewis, 9350 De Soto Ave., P.O. Box 2402, Chatsworth, CA 91313-2402 10. Owner, Full Name National 
Notary Association Complete Mailing Address 9350 De Soto Avenue, P.O. Box 2402, Chatsworth, CA 91313-2402 (Los Angeles) 11. Known Bondholders, Mortgagees and Other Security Holders Owning or 
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The National Notary 14. Issue Date for Circulation Data Below January 2013 15. Extent and Nature of Circulation  a. Total Number of Copies (Net press run) (Avg. No. Copies Each Issue During Preceding 12 
Months) 181,916 (No. Copies of Single Issue Published Nearest to Filing Date) 183,322 b. Paid Circulation (By Mail and Outside the Mail) (1) Mailed Outside-County Paid Subscriptions Stated on Form 3541. 
(Include paid distribution above nominal rate, advertiser’s proof copies, and exchange copies) (Avg. No. Copies Each Issue During Preceding 12 Months) 176,954 (No. Copies of Single Issue Published Nearest to 
Filing Date) 181,785 (2) Mailed In-County Paid Subscriptions Stated on PS Form 3541. (Include paid distribution above nominal rate, advertiser’s proof copies, and exchange copies) (Avg. No. Copies Each Issue 
During Preceding 12 Months) 0 (No. Copies of Single Issue Published Nearest to Filing Date) 0 (3) Paid Distribution Outside the Mails Including Sales Through Dealers and Carriers, Street Vendors, Counter Sales 
and Other Paid Distribution Outside USPS®(Avg. No. Copies Each Issue During Preceding 12 Months) 0 (No. Copies of Single Issue Published Nearest to Filing Date) 0 4) Paid Distribution by Other Classes of Mail 
Through the USPS (e.g. First-Class Mail®) (Avg. No. Copies Each Issue During Preceding 12 Months) 0 (No. Copies of Single Issue Published Nearest to Filing Date) 0 c. Total Paid Distribution (Sum of 15b, (1), 
(2), (3) and (4) (Avg. No. Copies Each Issue During Preceding 12 Months) 176,954 (No. Copies of Single Issue Published Nearest to Filing Date) 181,785 d. Free or Nominal Rate Distribution (By Mail and 
Outside the Mail) (1) Free or Nominal Outside-County Copies included on PS Form 3541 (Avg. No. Copies Each Issue During Preceding 12 Months) 892 (No. Copies of Single Issue Published  Nearest to Filing 
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f. Total Distribution (Sum of 15c and 15e) (Avg. No. Copies Each Issue During Preceding 12 Months) 177,846 (No. Copies of Single Issue Published Nearest to Filing Date) 182,692 g. Copies not Distributed 
(See Instructions to Publishers #4 (page #3)) (Avg. No. Copies Each Issue During Preceding 12 Months) 4,070 (No. Copies of Single Issue Published Nearest to Filing Date) 630 h. Total (Sum of 15f and g) 
(Avg. No. Copies Each Issue During Preceding 12 Months) 181,916 (No. Copies of Single Issue Published Nearest to Filing Date) 183,322 i. Percent Paid(15c divided by 15f times 100) (Avg. No. Copies Each 
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requested on the form may be subject to criminal sanctions (including fines and imprisonment) and/or civil sanctions (including civil penalties).

x
x

x



S o u r c e  C o d e

A48929© 2013 National Notary Association 

A. �NotaryAssist®

NotaryAssist® software solution integrates all the key 
Notary business and scheduling functions you need into 
one easy-to-use system that will save you time so you 
can concentrate on making your business grow. Key 
features allow you to:	

• Easily book and organize your assignments     
• Get Driving Directions to your next signing
• Keep track of expenses and billing                 
• Quickly input, track and analyze your expenses
• Print or email invoices with ease 
• Effortlessly calculate rescission dates
• And more…

#7399   $99.95
Minimum system requirements: Windows XP or Vista; 233 MHz CPU; 65MB RAM; 30 MB free 
hard drive space; CD-ROM or DVD drive; video adapter and monitor with Super VGA (800x600) 
or higher resolution; Internet connection required to access MapQuest®.
RETURNS FOR REFUND ACCEPTED FOR UNOPENED SOFTWARE; DISCS IN OPENED 
PACKAGING NOT RETURNABLE. NotaryAssist® is a trademark of LavaTurtle, Inc. MapQuest® is 
a trademark of MapQuest, Inc. 

B. Loan Signing Prep Sheets
Prepares you for an organized, quick signing. 25 sheets.
#6722   $7.95

C. Notary Signing Agent Invoices
The easy way to collect for your services. 25 invoices.
#6721   $9.95

D. �Complete Handbook of Loan 
Documents and Transactions

An essential guide for both experienced and novice 
Notary Signing Agents, this book contains loan document 
descriptions and other how-to information. 
#6991   $39.95

Get Organized.
Save Time.
The NNA® offers the largest 
selection of NSA-specific 
supplies and accessories you 
need to complete your signings 
efficiently — whether you’re at 
home or on the go.

For nore supplies or to start shopping today visit  
www.NationalNotary.org/NSA_Supplies
or call 1-800-US NOTARY (1-800-876-6827)

A

Loan Signing Prep Sheet

CONTACT INFORMATION

Name(s) of Borrower(s) ________________________________________   Home Phone ___________________________

Signing Appointment Date/Time _________________________________   Business Phone _________________________

Address ______________________________________________________   Phone (other) __________________________

Directions _____________________________________________________________________________________________

 ______________________________________________________________________________________________________

 ______________________________________________________________________________________________________

 ______________________________________________________________________________________________________

Docs sent to  c Signing Agent    c Borrower     Date Received ________________   Borrower Copy?  c Yes    c No

Assignment Contact  ____________________________________  Office Phone  ____________________________

                          ____________________________________  After Hours Phone________________________

DOCUMENT INFORMATION

Two Right to Cancel Forms?  c Yes    c No   Rescission Period Ends _________________________________

Number of Documents to be Notarized   Number of Signatures to be Notarized ____________________

List Documents to be Notarized

1 ________________________________________________  6_________________________________________________

2 ________________________________________________  7_________________________________________________

3 ________________________________________________  8_________________________________________________

4 ________________________________________________  9_________________________________________________

5 ________________________________________________  10________________________________________________

CHECK DOCUMENTS INCLUDED IN LOAN PACKAGE

c  Addendum to Residential Loan Application c  Assignment of Ownership Documents
c  Address Certification c  Assignment of Proprietary Lease
c  Affidavit Death of Spouse c  Authorization to Reverify
c  Affidavit of Continuous Marriage c  Automatic Drafting Authorization
c  Affidavit of Death of Joint Tenant c  Billing Rights
c  Affidavit of Death of Spouse Survivorship c  Borrower Credit Program Disclosure
c  Affidavit of No Debts/Liens c  Borrower’s Affidavit
c  Affidavit of Payment of Taxes c  Borrower’s Certification and Authorization
c  Affidavit of Settlement Agent c  Borrower’s Disbursement Authorization
c  Affidavit to Affirm Conveyance c  Borrower’s Income Certification
c  Affiliated Business Arrangement Disclosure c  Certificate of Loans to One Borrower
c  Aggregate Analysis Trial Balance c  Certificate of Trust
c  Aggregate Escrow Accounting Disclosure c  Certification of Trust
c  Agreement for the Arbitration of Disputes c  Claim of Lien
c  Appraisal Disclosure c  Commitment Letter
c  Assignment — General Request for Special Notice c  Compliance Agreement

continued on reverse side

© 2010 National Notary Association • 9350 De Soto Ave., P.O. Box 2402 • Chatsworth, CA 91313-2402 • www.nationalnotary.org                                                   Prod. No. 6722                                  Reorder: Call Toll-Free 1-800-876-6827
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“�I attended the NNA® Conference 
in San Diego, CA. What a great 
opportunity to learn, network and 
grow my business! Thanks to the 
organizers and workers at NNA®!”

— B. J. S., 2012 NNA® Conference Attendee

Register Today and Save!
June 2–5, 2013 • Renaissance Austin Hotel

Early-Bird Registration Ends January 31 —  
Learn More and View the Agenda

www.NationalNotary.org/Conference

You Don’t Want to Miss Our  
Networking Events with 
Representatives from Loan 
Origination Companies,  
Signing Services and Title 
Companies.


