THE LAUNCH PLAYBOOKS 1%?

The Mobile Notary &
Loan Signing Business

A startup under a thousand dollars that pays $75-200 per appointment.
The pipeline is title companies, not consumers, and the dual-tray

printer is your badge of office.

$600-2,200 30-60 days (commission processing) 85-90%

START LEAN FIRST DOLLAR TYPICAL MARGIN
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—— THE BUSINESS AT A GLANCE

Is this your business?

Mobile notary work turns a state commission costing a few hundred dollars into
appointment fees of $75-200, paid by title companies, signing services, attorneys, and
families who need documents witnessed today. It is the rare business with near-zero
overhead, a runway dictated only by your state's paperwork, and a clearly marked
ladder: marketplace signings to learn the work, direct title relationships at twice the pay

once you have.

$600-2,200 $3,000-5,000 30-60 days
LEAN STARTUP COST STANDARD BUILD (CommiSSion
processing)

TIME TO FIRST DOLLAR

85-90% Yes, fully Yes (mobile)

TYPICAL GROSS MARGIN SOLO-FRIENDLY HOME-BASED

BUILT FOR THESE FOUNDER TYPES

(THE OPERATOR> (THE CONNECTOR>

I N 3/5 difficulty

THE HONEST FIT TEST

This is precision work at other people's kitchen tables at 7 p.m. You will print 150-page packages, drive
across the county, keep a flawless journal, and stay serene while a stressed borrower signs their name forty
times. If detail work bores you or evenings are sacred, pass. If calm competence under mild pressure sounds
like your natural setting, the per-hour math here is quietly excellent.
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Who pays, and why now.

Every financed real estate transaction in America ends
with a commissioned notary at a table: purchases,
refinances, HELOCs, reverse mortgages, and seller
packages. Lenders cannot fund without the notarized
set, which makes the signing appointment a non-
negotiable step in a trillion-dollar pipeline. Volume
breathes with interest rates, honestly: refi booms feast
and rate spikes thin the field, which is precisely when
the professionals who stayed sharp inherit the

survivors' market.

Here is the insight that saves you a year: consumers are
not the market. Signing services (Snapdocs,
SigningOrder, Notary Dash) dispatch most of the volume
at $75-125 per appointment, taking their cut as the
middleman. Title and escrow companies that book you
directly pay $150-200 for the identical table. The entire
career arc of a signing agent is using the services to
build reps and an error-free record, then converting
that record into direct escrow relationships at double
the fee.

General notary work is the quiet second engine: powers
of attorney, estate plan signings, hospital and care-
facility visits, school forms, apostille courier work.
Attorneys and families pay travel premiums for
someone who answers the phone and shows up the
same day, and this work holds steady regardless of
what mortgage rates are doing. The agents who struggle
are loan-only; the ones who compound run both

engines.

One gate to check before anything: a handful of states
require attorneys to conduct real estate closings, which
restricts or eliminates the signing-agent model there.
The legal page names them. Where the gate is open, the
barrier to entry is a commission, a certification, and a
printer, and the barrier to staying is simply never being

the reason a loan funded late.

Signing services $75-125 per signing

Title and escrow companies, $150-200 per signing

direct

$100-200 per
appointment

Estate and elder-law attorneys

Families and individuals (GNW)  $40-100 per visit

Instant acceptance, zero errors, same-day scan-backs and
drops

A calm professional who makes borrowers and funding
dates feel safe

White-glove patience, witnesses arranged, no rescheduling
drama

Same-day help at the hospital, the care home, the kitchen
table

WHAT DIRECT TITLE PAYS VS SIGNING SERVICES

2X

Snapdocs teaches you the work; escrow officers fund the business. The

same hour at the same table pays $100 through a platform and $175 direct.

Every clean signing is a deposit toward the only growth strategy that

matters here: being the signer an escrow officer calls first.




STARTUP COSTS

Every dollar, before you spend it.

The commission and the credentials cost less than most people's first month of business rent,

and the only real equipment is the printer. Do not economize there: loan packages mix legal and

letter paper, and the dual-tray laser is what separates professionals from people who show up

late with the wrong sizes.

THE LEAN BUILD - START HERE WHY IT EARNS ITS PLACE COST

State notary commission (application, Costs and steps vary hard by state; processing takes 2-8 $50-400

course, exam, bond) weeks, so file day one

Stamp, embosser, journal Keep the journal meticulously even where optional: it is your $40-100
legal defense

E&O insurance ($25k-100k policy, annual) Carry $100k if you want loan work; services and title ask $25-150
for proof

NNA Signing Agent certification + The industry's de facto pass; renewed annually, checked by $100-250

background screening every platform

Dual-tray laser printer (legal + letter) The single most important purchase in this playbook $250-500

Toner + paper stock (first months) A 150-page package twice over, dozens of times a month: $80-150
buy toner by yield

Mobile scanner or scanning app setup Same-day scan-backs are how repeat work is won $0-150

LLC + city license Your liability wall. See the legal page $50-500

Lean total

THE STANDARD BUILD - ADD AFTER FIRST

WHAT IT UNLOCKS

$595-2,200 all-in

COST

REVENUE

Loan signing course (LSS or similar) Optional but compresses months of fumbling into a weekend $300-500
of reps

Second printer or high-capacity upgrade Printers fail at 4:55 p.m. on funding day; redundancy is $400-800
professionalism

Website + Google profile buildout Captures the GNW searches that pay the bills between loan $150-500
waves

Escrow marketing kit (cards, one-pagers) For the office visits that convert platform reps into direct $100-250

clients

THE RULE

File the commission application before you buy anything else: the state's clock is the only one you cannot compress.

Then spend on the printer and the credentials in that order, and let your first twenty platform signings buy every upgrade

after. This business funds itself faster than any other in the catalog once the stamp arrives.
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—— LICENSING, LEGAL & INSURANCE

Clean from day one.

The notary commission is a state office, and the rules around it are not suggestions. The good

news: every rule is written down, the list below covers the ones that decide your business, and

compliance itself becomes your sales pitch to title companies.

O

O

Form your LLC: File in your home state, get the EIN free at irs.gov, open the business bank account. THE LAUNCHPAD Module
Three walks every step.

Your state commission, first and immediately: Application, training and an exam in states like California and New York, a
surety bond in roughly thirty states, and 2-8 weeks of processing. Nothing else in this playbook works without it, so it goes in
the mail on day one.

E&O insurance: Errors and omissions at $25,000 minimum, $100,000 if you want loan work. Critical nuance: the surety bond
protects the public and you must repay the surety if it pays out. E&O is the policy that protects you.

NNA certification + annual background screening: The de facto industry pass: title companies and signing platforms will not
route loan packages to an agent without a current screening on file. Renew it annually without being asked.

The attorney-state check, before you spend a dollar: Georgia, South Carolina, Massachusetts, West Virginia, Delaware,
Vermont, and a few others require attorneys to conduct real estate closings, restricting or eliminating signing-agent work
there. If that is your state, this business pivots to general notary, estate, and apostille work: still real, differently shaped.

UPL: the unauthorized practice of law: You may point to where a term appears in the documents. You may never explain,
interpret, or advise. 'That's a great question for your loan officer, let's call them right now' is the sentence that keeps your
commission for thirty years.

Journal and ID rules: Follow your state's identification list exactly and journal every act even where journals are optional: in
any dispute, the notary with the meticulous journal wins by default.

Fee rules: Many states cap the fee for the notarial act itself. Travel, printing, and convenience fees are structured separately
where allowed: learn your state's wording and build your pricing inside it.

INSURANCE, SPECIFICALLY

E&O is the professional floor and the only policy most solo agents ever need: it covers the notarial mistake that
delays a funding. Remember the bond is not yours: it protects the public, and a claim against it becomes your debt to
the surety. General liability matters only if you ever host signings in your own space. The deeper protection is
procedural: the journal, the ID discipline, and the flip-check ritual below.

WATCH FOR

The error found at funding. A missed initial on page 38 means a re-sign, a delayed funding, an angry borrower, and an
escrow officer who quietly never calls again. Build a physical ritual and never skip it: flag every signature line while
printing, do a page-by-page flip check at the table before you stand up, and scan the package before you drop it. The
agents who get rich in this business are simply the ones nobody has ever had to call twice.

Requirements vary by state and city. Verify with your state, city clerk, and a licensed professional. Education, not legal advice.
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—— THE PRICING MENU

Three doors. Real numbers.

Your fees are set by the work's tier, not the hour. General notary work prices as a trip fee plus
state per-signature fees; loan signings price flat by package and channel. Know your floor,

because the platforms will absolutely test it.

DOOR ONE DOOR TWO DOOR THREE

The General Notary Visit The Loan Signing The Direct Title Signing
$4O _75 trip fee + state fees $85‘125 via signing services $150‘200 escrow

¢ Full package printed, legal and relationships

e ¢ Mobile visit: home, office,

hospital, care facility letter, dual-tray
e ¢ Direct line for your escrow

e ¢ ID verification and journal entry, & Every signature line flagged

by the book before the table GBS
e ¢ Evening and weekend availability e ¢ Flip-check before leaving; zero- *  Docs printed up to the signing
e ¢ Witnesses arranged on request error standard hour
« ¢ Same-day scan-backs and * ¢ Scan-backs within two hours,
FedEx/UPS drop standard

e ¢ Priority evening and weekend
windows

e ¢ Error count tracked and shared
proudly

PRICING NOTES FOR THIS BUSINESS

* Hold the floor: a $60 offer on a 150-page refi still costs two hours, toner, and fuel. Decline politely; the platforms

re-price upward for agents who are good and busy.

o Seller packages are half the pages and half the time: $75-100 is fair money, accept them cheerfully.

e Reverse mortgages and HELOCs involve more hand-holding and more pages: price above your standard, not at
it.

e Where your state caps the notarial fee, the cap applies to the act, not your travel or printing: structure the

invoice accordingly and exactly per your state's rules.

e Raise your direct-title fee $10-25 once an office books you weekly. They are not paying for the stamp; they are

paying to stop worrying.

THE UPSELL THAT PAYS THE RENT

For attorneys, arrive with witnesses arranged: two reliable people at $20 each, billed at $25-50 apiece, removes
their least favorite logistic. For escrow officers, the upsell is certainty itself: a monthly availability calendar emailed
to your top five offices, five-minute confirmation on every request, and an error count they can quote to their

underwriters. 'The signer who always picks up'is a premium product, and its price is your direct fee.

PLAYBOOK NO. 14 - PRICING

06



—— YOUR FIRST TEN CUSTOMERS

Names, not strategies.

Your first ten paid appointments arrive through profiles and proximity, not pitching: platforms
route work to complete, credentialed, fast-accepting profiles. The direct relationships come

later, built on the record those first signings create.

[ The signing platforms, set up completely
Snapdocs, SigningOrder, Notary Dash: profile one hundred percent complete with W-9, E&O certificate, commission,
and background screening on file. Completeness is the algorithm; half-finished profiles receive silence.

7 Accept within minutes

Platform offers go to the first qualified acceptor. Notifications on, phone in reach, evenings and Saturdays said yes to:
speed of acceptance is the entire competitive landscape at this tier.

3 Google Business Profile for GNW
'Mobile notary near me'is searched at 9 p.m. by people with urgent documents and is barely contested in most cities.
Claim it, list evening hours, and the phone produces $40-75 visits between loan waves.

4 Hospitals and senior facilities

Social workers and care coordinators keep informal lists of notaries who actually show up same-day. Two visits with
cards and a calm manner puts you on lists that produce for years.

5 Estate-planning attorneys

Will and trust signings need a notary and often two witnesses, on a schedule, with patience. Offer the witnesses-
arranged package and become the firm's standing answer.

6 Escrow offices, after twenty clean signings
Walk in with cards, your error-free count, and the two-hour scan-back promise. You are not asking for work; you are
offering to be the backup who never misses. Backups become firsts within a quarter.

THE EXACT ASK

"Hi, I'm [name], I'm a certified loan signing agent here in [county]. [ know you have signers you trust, so here's my whole pitch:
[ confirm within five minutes, my scan-backs land within two hours of the lable, and I'm at [number] signings without a
document returned. Next time your regular is double-booked, i1y me once: my cell is on the card and it gets answered. What's
the fastest way onto your backup list?"

THE FOUNDING-CUSTOMER DEAL

For your first three escrow offices: the first signing at $99 flat, any package, anywhere in the county, so trying you costs
them nothing. After that you are $150-175 standard. One clean emergency signing converts a skeptical escrow officer
into a permanent client, because what they remember is not the price: it is the night you saved their funding date.
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—— THE MARKETING ENGINE

Owned, earned, then paid.

This is reputation marketing in a tiny, gossipy professional village. Escrow officers and attorneys
talk to each other constantly; the platforms score you silently. Marketing means making the

numbers they care about (speed, errors, scan-backs) visible and impossible to ignore.

CHANNEL,

RANKED WHY IT WORKS HERE THE FIRST MOVE
Signing platforms The volume engine while you build your Complete profile, instant acceptance, zero
record; their algorithm is your first client errors: the score does the rest

Google Business GNW searches are urgent, local, and pay the Claim it, list evening hours, collect a review
Profile bills between rate waves after every mobile visit
Direct escrow The 2x channel; officers keep short lists and Office visits after 20 clean signings; monthly
outreach dance with who they know availability email after that
Estate and elder- Recurring signings, witnesses needed, zero One-pager with the witnesses-arranged
law attorneys rate-cycle exposure package to ten firms
Hospital and facility Same-day GNW at travel premiums, sourced Quarterly visits with cards; answer the
network by social workers phone every single time

FIVE CONTENT PIECES THAT WIN THIS THE REVIEW MACHINE

NICHE

After every GNW visit, at the moment of relief

* What a mobile notary costs in [your city], and when the document is done: 'If this took a weight

when the travel fee applies off, a quick review helps other families find me:

e The POA checklist: what families need ready link's in your text.' For the loan side, reviews live
before the notary arrives at the hospital elsewhere: platform scores and escrow officers'
memories. Guard all three the same way, by

¢ What actually happens at a loan signing: a

being unremarkable in the best possible sense:
90-second walkthrough for first-time buyers & s

on time, error-free, calm, gone.
e Apostille, explained in plain English (and who

actually needs one)

e My error rate, published: why escrow officers
care and why you should too
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One unit, one month,
no fog.

Two honest snapshots: one direct title signing, and a working month mixing platform volume,
direct work, and general notary visits. Note the near-absence of costs: this business spends time,

toner, and miles, and almost nothing else.

Revenue $175 Loan signing revenue ($100 / $170 avg) $5,550
Printing (two packages, ~300 pages) -$9 General notary + specialty visits $450
Fuel -$11 Toner, paper, supplies -$270
E&O + platform share -$6 Fuel -$290
Gross profit (~2 hrs door to door) $149 E&O, screening fund, phone, software -$140
Tax reserve (27%) -$40 Marketing (cards, office visits) -$90
Yours, per signing $109 Pre-tax profit $5,210

Tax reserve (27%) -$1,405

Owner take-home $3,805

BREAK-EVEN

5-15 signings

The entire lean build, printer included, comes back inside the first two weeks of
real platform volume. The actual cost of this business is the 30-60 days the state
takes to process your commission, which is why the application is day one and

everything else is what you do while waiting.




—— THE 30-DAY LAUNCH PLAN

Pre-decided, so motivation

is never consulted.

WEEK ONE: FOUNDATIONS

[] Commission application filed (or existing commission
verified)

[l

LLC filed, EIN issued, business bank account open

[

E&O bound; surety bond per your state's requirement

[l

NNA certification course and background screening
started

[ ] Dual-tray laser printer ordered with high-yield toner

WEEK TWO: DOORS OPEN

[ ] Certification exam passed

[ ] Mock-package ritual built: print, flag, flip-check, scan
[] Platform profiles 100% complete with all documents
[ ] Google Business Profile live with evening hours
[

Attorney-state and fee-cap rules confirmed in writing

WEEK THREE: MOMENTUM

[] First GNW and platform signings accepted within
minutes

[ 1 Journal discipline locked from appointment one
|:| Scan-backs same day, every time, tracked
[ ] Error count started: the number you will market with

[ ] Hospital and facility visits with cards

WEEK FOUR: THE SYSTEM

[ ] 15-20 signings completed, zero errors the goal

[ ] Two best platforms asked directly for more volume
|:| The county's ten escrow offices mapped

[] First office visits with cards and your record

[ ] Month-one P&L; fee floor reviewed against reality

DAY 30 VERDICT

Green light: commissioned, certified, 15+ clean signings, and two platforms sending repeat offers. Yellow:

commissioned but offers are thin: it is nearly always profile gaps or acceptance speed, not the market:

complete every field, widen the radius, take the evening slots. Red: the state is still processing, or you

discovered attorney-only rules late: use the wait to master the documents, or reshape the plan around GNW,

estate, and apostille work, which thrive even where closings belong to lawyers.
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PITFALLS & THE PATH UP

How this business fails,
and how it grows.

THE FIVE KILLERS

X

Explaining the documents

One helpful sentence about what an ARM is can
end a commission. Point to where it says it,
then: 'great question for your loan officer, let's
call them.' Every time, forever.

Accepting every lowball

The $50 refi pays under minimum wage after
toner and miles, and the platforms test new
agents with exactly those offers. Decline
politely; rates rise for agents who are busy and
clean.

Cheap printing

A single-tray inkjet means mis-sized pages, late
arrivals, and re-prints at gas station FedEx
counters. The dual-tray laser is not equipment;
it is the job.

Going dark between rate waves
Loan-only agents starve in rate spikes. GNW,
estate signings, hospital visits, and apostille
work are the flywheel that keeps the engine
warm while mortgage volume sleeps.

Treating signing services as the destination
Platforms are school: useful, scored, and
permanently taking the spread. The diploma is a
direct escrow relationship at twice the fee, and
every clean signing is a credit toward it.

PLAYBOOK NO. 14 - PITFALLS & SCALE

THREE SCALE PATHS

1

The direct-title book

Ten escrow officers who call you first is a
practice approaching six figures with no
employees and no office: the highest-margin
endgame in this playbook. Built one clean
signing and one two-hour scan-back at a time.

Remote online notarization

Where your state allows RON: a commission
upgrade, an approved platform, and signings
from your desk. Volume without windshield
time, and a natural pairing with the apostille and
estate niches you already serve.

The micro-agency

Recruit and quality-control two or three
certified agents for your overflow, take a routing
fee, and become the signing desk your title
companies prefer over the national platforms.
Your error standard becomes the product.

YOUR FIRST HIRE

Not an employee: an overflow partner. A second
certified, screened agent you trust takes the
appointments you cannot, under a simple
referral split, so your escrow officers never hear
'unavailable.' When direct volume justifies it, a
part-time scheduler who answers in five minutes

is worth more than any second printer.



THE STAIRCASE CONTINUES

The playbook is the map.
The machine is waiting.

Everything this playbook describes, Epic Advisory Group can build with you: the
brand, the cinematic website, the entity, the engine. Describe your idea to the

Launch Engine and see your business real in about sixty seconds, free.

= The Launch Engine: your idea, built free, in about a minute
= THE ASCENT: Founder Edition: the eight-module course
= Launch-in-a-Box: entity, brand, site, and first campaign, one flat price

= Growth, capital readiness, and the path to the public markets

"There is no right age. There is only the decision. "

<C> Epic Advisory Grou
p ry p EPICADVISORYGROUP.NET



