A CASE STUDY

Executive Summary
Our client, Scott, with a large real estate firm based
in Michigan was dissatisfied with the experience his
clients were getting from various title and closing
providers. He wanted to bring that process in house. In
May 2016, after researching the cost and complexities
associated with starting a title company from scratch,
he learned about Lincoln Abstract’s title franchise
opportunity. He quickly began the application process.
Soon thereafter, Scott’s title company was launched.
His company is now a one-stop shop for all of his
clients’ title and closing needs. The client experience,
the comany’s experience–and the bottom line - has
never been better.

•

The entire process took only 4 months.

•

Closing revenue up 38%

About the Company
The company was founded by Scott in 2010. They
offer real estate and properties throughout Wayne
County, Oakland County, Washtenaw County, and
other nearby areas in Southeast Michigan.
Scott has 20 years of experience as a realtor and
ran his own brokerage firm for over six years. He
takes pride in providing the highest level of service
to all his clients and envisioned becoming a onestop shop for real estate transactions.

Challenges
Scott’s company was a
successful and growing firm
- but they could not find a
reliable title company that
made customer service a
priority. Despite an emphasis
on building relationships and
establishing clear business
processes with their title
company, Scott was just not
getting the service he needed
for his clients.
Scott’s real estate agents
were struggling with client

retention and the closing
experience while working
with increasingly unreliable
title and closing partners.
Communication was poor,
service was unacceptable,
closings were being delayed
and some even canceled.
Phone calls were going
unanswered while realtors
and homeowners remained
in the dark about their
closings. This was affecting
the
company’s
stellar

reputation
and
business growth.

stunting

priority and quickly moved to
the top of the list.

Scott thought there had to
be a better way. He often
thought about launching a
one-stop real estate franchise
of his own, including title,
mortgage, and insurance
services. The challenge in
this regulatory environment
was where to begin. Given
his
recent
experiences,
establishing his own title and
closing company became a

Scott says, “As a real estate
firm, you are giving title
business away time after
time, and you have no control
over the process. You have to
hope the title company will do
a good job – and I didn’t want
to hope. I wanted to know.”

How Lincoln Franchise Helped
Scott needed to ensure their corporate culture was a good
match with Lincoln’s, so much time was dedicated to the
interview process by both companies. Once the vetting
was completed, Lincoln Abstract guided Scott’s company
through the application, regulatory and IT procurement
processes, along with providing comprehensive training.
Soon after, the title company launched.
Scott compares the relationship to a marriage, saying, “If
you have a good counterpart, it makes things a lot easier.
Lincoln Franchise is very easy to work with and they were
very instrumental in helping us get over the hump of
starting up. You can’t help but feel like you are going to
be part of a family. That’s important to me, just as much
as it is to them.”

Results
Scott’s company became a Lincoln Franchisee in
September 2016. They now have the control they
wanted over their real estate clients closing experience
- along with an exciting new source of revenue.
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