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The #1 Mistake New Notaries Make

(and How to Avoid It)

We've seen it happen more times than we can count.

A newly commissioned notary walks into their first signing
appointment feeling ready. Commission? Check. Stamp? Ready to
go. State regulations memorized down to the last detail. What could
possibly go wrong?

Turns out, quite a bit.

Here's a story we see play out constantly. A newly commissioned
notary spends three months preparing for her career. She studies
every statute, memorizes every form, practices her signature until it's
flawless. When her first real signing comes through - a refinance for
an elderly couple - she feels prepared.

Then the questions start.

"Why is our adjustable rate changing?" "Do we really need title
insurance again?" "Should our son be on the deed with us?"

She freezes. None of this was in the handbook.

The signing drags on for three hours. The couple grows frustrated.
The title company gets complaints. She never gets called back.

After working with over 14,000 students and watching thousands of
notaries launch their careers, we can tell you with absolute certainty
what the #1 mistake is - and more importantly, how you can avoid it
completely.

And you don't need to spend a dime to fix it.
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The Mistake That Costs Thousands

New notaries focus on memorizing rules instead of mastering
relationships.

We get it. The rules matter. You need to know proper identification
requirements, understand venue, know the difference between an
acknowledgment and a jurat. That's foundational stuff, and nobody's
saying otherwise.

But here's what we've learned after training thousands of notaries:
being technically perfect won't build your business if you can't connect
with people.

This story isn't unique. We've watched it happen in every state, in
every market. A notary shows up with perfect technical knowledge
and falls apart the moment a borrower asks a question that isn't
covered in the state handbook. The signing gets uncomfortable. The
client feels confused. The title company marks that notary as "do not
use again."

The mortgage industry doesn't run on perfect stamps. It runs on
relationships and reputation.

One smooth signing where a borrower feels heard and guided? That
notary gets called back five more times. One awkward experience
where the notary seems robotic or flustered? That's often the last call
they'll receive from that company.

Notary2Pro Faculty Member, Tamika Harris, says: "I've seen notaries
who can recite state law backwards and forwards struggle to book a
second appointment. Technical knowledge gets you in the door, but
your ability to make a nervous borrower feel comfortable is what
keeps you working. People don't remember your stamp - they
remember how you made them feel during one of the biggest financial
moments of their life."
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This creates an obvious problem. Most training programs hammer
home the legal requirements-and they should. But they skip right over
the part that actually determines whether you'll succeed: how to
handle real people in real situations when things don't go according to
script.

Why This Happens (And Why It's Not Your Fault)

Traditional notary training does exactly what it's supposed to do: it
teaches you the legal requirements. And that's critical. You absolutely
need to know proper identification, venue requirements,
acknowledgment versus jurat. No one's disputing that.

But here's what they don't tell you: being technically correct won't
build your business if you can't connect with people.

Think about it. Most training programs are designed to help you pass
your state exam and get commissioned. They focus on what you
need to know to be legally compliant. What they don't prepare you for
is the moment when an elderly borrower looks at a stack of
documents and says, "I'm scared I'm making a mistake."

That's not a legal question. That's a human moment.

The mortgage industry runs on trust. A signing isn't just a transaction -
it's someone's home, their retirement, their financial future. They're
nervous. They have questions. They need someone who can stay
calm and guide them through the process without making them feel
stupid for not understanding.

Notary2Pro Faculty Member, Tamika Harris, says: "New notaries
think their job is to get documents signed correctly. That's part of it.
But your real job is to be the steady, professional presence in the
room when someone is signing papers that will affect their life for the
next thirty years. Technical perfection means nothing if you can't help
a borrower feel confident about what they're doing."”
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One smooth signing leads to five more. One awkward experience
where you seem flustered or dismissive? You might never hear from
that signing service again.

So if you've been focusing all your energy on memorizing statutes
and perfecting your stamp, you're not doing anything wrong. You're
just doing what you were told to do. We're here to fill in the gap
nobody else talks about.

The Real-World Fix That Actually Works

Here's the good news: you don't need expensive training or special
certifications to master the relationship side of this business. You just
need to practice the right things.

We've watched thousands of notaries build successful careers, and
the ones who thrive all do these four things. You can start today, right
now, without spending a cent.

1. Practice Your People Skills Before Your First Signing

Set up mock signings with friends or family. Seriously. Have them play
the role of confused, nervous borrowers and throw curveballs at you:

e "l don't understand this fee"
« "My spouse couldn't make it. Can | sign for them?"
» "Can we change who's on the title right now?"

Learn to stay calm, redirect gently, and know when to say, "That's a
great question for your loan officer." Practice until those responses
feel natural, not scripted.

The goal isn't to have perfect answers. The goal is to not freeze when
something unexpected happens.
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2. Build Your Comfort Phrases

Develop go-to responses that acknowledge concerns without
overstepping your role. Write these down. Memorize them. Make
them yours:

« "l understand this seems like a lot of paperwork. Let's take it one
document at a time."
» "While I can't give legal advice, | can explain what this document
does in the closing process."
» "That's definitely something to discuss with your loan officer.
Would you like me to make a note for you?"
These phrases do two things. They show the borrower you're listening
and you care. And they protect you from accidentally giving advice
you're not qualified to give.

3. Focus on the Experience, Not Just the Execution

Yes, proper notarization matters. But clients remember how you made
them feel. Two notaries can execute the exact same signing perfectly,
and one gets requested by name while the other never hears back.
The difference?

The experience you create. Did you arrive on time with a friendly
attitude? Did you explain each step without being condescending?
Did you handle their concerns with patience? Did you make a
stressful process feel manageable?

Those things cost you nothing. But they're worth everything.

4. Learn the Business Side Early

The most successful notaries understand they're not just notaries,
they're running a service business. That means:
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Responding to signing companies within 10 minutes

Dressing professionally (even for 8 PM signings)

Following up promptly after appointments

Building relationships with title companies and signing services

This isn't about being fake or overly polished. It's about being reliable
and easy to work with. Signing companies want notaries they can
count on. Be that person, and the work will follow.

Your First 30 Days: A Different Approach

Most new notaries spend their first month buried in statute books,
convinced that more legal knowledge is the answer. We've seen that
approach fail too many times to recommend it.

Instead, divide your preparation time differently:

» 40% Legal Knowledge: Yes, know your stuff. Understand your
state's requirements, study the documents, memorize the rules.
This matters.

e 30% Document Familiarity: Get comfortable with what you're
actually notarizing. Know what a deed of trust looks like.
Understand the purpose of a closing disclosure. Recognize
common loan documents.

e 30% Soft Skills: Communication, problem-solving, professional
presence. Practice staying calm under pressure. Work on
explaining complex things simply. Learn to read the room.

That last 30% is what separates notaries who struggle from notaries
who thrive. And it's the part most people skip entirely.

Here's what that looks like in practice. Spend a few evenings each
week doing mock signings with friends. Have them ask you
uncomfortable questions. Practice your comfort phrases until they
don't sound rehearsed. Work on your professional presence - how
you introduce yourself, how you explain documents, how you handle
interruptions.
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The technical knowledge will come. But your ability to guide someone
through a stressful moment with confidence? That takes practice. Start
now, before your first real signing, and you'll walk in ready.

The Bottom Line

We've trained over 14,000 notaries, and we've seen every possible
outcome. Notaries with flawless technical skills who can't book a second
appointment. Notaries who barely passed their exam but build six-figure
businesses. The difference isn't intelligence or luck.

It's understanding what this job actually is.

You're not just a notary. You're the calm presence in the room during
someone's biggest financial transaction. You're the professional who
makes a confusing process feel manageable.

Michael Ray, Notary2Pro CEO, says: "Our mission has always been to
prepare notaries not just to stamp documents, but to build careers.
Success isn't about perfect technique-it's about being the kind of
professional people request by name. Your stamp makes it legal. Your
professionalism makes it profitable."”

The next time you're preparing for a signing, ask yourself two questions:
"Am | ready to notarize these documents correctly?"

But also: "Am | ready to guide someone through one of the most important
moments of their financial life?"

Get both answers right, and you'll never lack for business.
A notary who masters both the technical side and the human side doesn't
just survive in this industry-they thrive. They get repeat business. They get

referrals. They build reputations that open doors.

You can be that notary. Start with the relationship side today, and
everything else will follow.
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