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“WE GUARANTEE CUSTOMER SATISFACTION IN EVERY TRANSACTION,” SAID MILLER OF NLT

National Land Tenure shines again in 2007
Focuses on customer needs - and delivering on them

GARDEN CITY, NY The past twelve
months have been nothing less
than tumultuous in the real estate
industry. Its true no matter whom
you ask or where you survey, from
California to New York to the Gulf
states. It s tough to predict what the
industry will do next and that lack
of predictability applies to both
the residential and commercial
marketplaces.

As the old adage goes, When
the going gets tough, the tough get
going. It rings true today. Many
organizations seized the opportu-
nity and applied better business
techniques. And despite having
the interruption of a full scale
facilities move from Westbury to
Garden City, National Land Tenure
Company (NLT) is one of those
companies. In fact, the rm took
advantage of the rapidly moving
commercial marketplace and rode
the wave to their most successful

Matthew Miller

ally expanded and evolved as our
business has grown. We re proud
to be associated with some of
the world s most prestigious law

rms, banks, and lending institu-
tions. And due to our dedication
whichwe ingrain in our corporate

Miller said, This was a special year for us
not only because we grew our business
signi cantly and closed so many high pro-
le transactions, but we also gave our-
selves an extreme makeover. We built a
rst class website which | encourage the
readers to visit at wwwv.nltco.com. We

also moved our headquarters to a

rst

class of ce building in Garden City, New
York. | feel like my company moved up

from business class to

rst class in 2007!

year ever.

NLT concentrated on those
things that had made them one of
the regions fastest growing title
insurance companies: anticipating
customer needs - and delivering
on them.

Its one thing to promise ser-
vice, said NLT chairman Mat-
thew Miller, But quite another
thing to deliver it continually
day after day. That s the nexus of
the National Land Tenure brand.
We preach it and we teach it, we
explain to all our people just what
our goals are, how to make our
customers lives easier and what it
takes to be exceptional. We don t
justpromise customer satisfaction,
we guarantee it.

We guarantee customer satis-
faction in every transaction, said
Miller.

| start off every year the same
way - thinking about my clients
and evaluating their needs. NLT
was founded with a customer-

rst, customer-only focus as our
mantra, and that will never change.
The truth is, our de nitions of
superior service have continu-

culture, we are able to support
those organizations with world
class expertise, detail after detail,
transaction after transaction, said
Miller.

This past year was our greatest
ever due in part to our existing
clients who did big things. And
our new clients reacted to the NLT
brand. They realized that NLT is
the right type of rm with the right
mixture of can-do professionals
and they want an organization like
us working for them. And thats
been particularly true in this fast
paced industry over the last 12
months, said Miller.

Millersaidthat inany givenweek
wewereactingasanagentonbillion
dollartransactions. Forexample, we
worked onsome of the biggestdeals
on the street this year, including the
sale of Equity Of ce Properties to
Blackstone earlier in 2007 as well
as many of the subsequent sales of
the acquired assets.

We continue to show up on
these high profile transactions
because our clients know that our
service isthe bestin the business.
I have grown a company that puts

Shown seated (from left) are: James Haggerty, Matthew Miller, and Diana Maffatore. Shown standing (from
left are: Brian Fitzgerald, Edward Dull, Sean Miller and John Bryne.

the clientfirstall of the time with-
out exception, said Miller.

Among NLT s service offerings
are: owner s title insurance, mort-
gage title insurance, last owner
searches, variance searches, com-
plete title examinations without in-
surance, aswell astitlecerti cations
to town/city/state requirements.
NLT offers full service escrow
services for commercial/industrial
property deals.

When asked speci cally about
his company s progress this past
year, Miller said, This was a spe-
cial year for us not only because
we grew our business signi cantly
and closed so many high pro le

of ce building in Garden City,
New York. | feel like my company
moved up from business class to

rst class in 2007!

NLT s scope of operations
is regional and national, with
the firm handling multiple
transactions in multiple states.
The company s commercial
transactions are diverse, though
concentrations mirror industry
trends for hotel chains, motels
and lodging, institutions, general
office, resorts and golf courses.
NLT also handles numerous
residential deals involving single
and multifamily properties and
is no stranger to international

for extremely large transactions.
NLT is an authorized agent for
a number of the USAs primary
insurance underwriters, includ-
ing, Commonwealth Land Title
Insurance Company, FirstAmeri-
can Title Insurance Company,
Stewart Title Insurance Com-
pany and Ticor Title Insurance
Company.

If rst class customer service in
title insurance is important to your
business, National Land Tenure
Company, LLC is the place to start.
As Matthew Miller established,
and his employees live by  We
guarantee customer satisfaction in
every transaction.

| start off every year the same way - thinking about my clients
and evaluating their needs. NLT was founded with a customer-

rst, customer-only focus as our mantra, and that will never
change. The truth is, our de nitions of superior service have con-
tinually expanded and evolved as our business has grown. We re
proud to be associated with some of the world s most presti-

gious law

rms, banks, and lending institutions. And due to our

dedication which we ingrain in our corporate culture, we are able
to support those organizations with world class expertise, detail
after detail, transaction after transaction,

said Miiller.

transactions, but we also gave
ourselves an extreme makeover.
Webuilta rstclasswebsite which
| encourage the readers to visit at
www.nltco.com. We also moved
our headquarters to a rst class

transactions.

Customer service fosters
strong relationships. NLT sclose
relationships with multiple un-
derwriters enable the organiza-
tion to syndicate underwriters

NLT s headquarters includes
approximately 30 employees,
with ve full-time attorneys. They
moved their physical of ceto 1122
Franklin Ave.



