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Sedgwick Funeral Home opens New Location

CANTON,IL— Ralph Sedgwick of 
Sedgwick Funeral Homes, recently 
opened a new funeral home at 1995 
N. Main Street, Canton. The location 
is actually the 9th hole green of the for-
mer Canton Country Club golf course.

 Ralph’s grandfather, Ralph J. Sedg-
wick purchased the Murphy Memo-
rial Home in Canton in 1946, which 
became Murphy-Sedgwick Memo-
rial Home. The historic mansion 
was built in 1857 and had been a fu-

neral home since 1927. Ralph’s son, 
Richard Sedgwick, joined the busi-
ness in 1972. Richard’s son, Ralph P. 
Sedgwick, joined the family business 
in 1994 and is currently the owner.

CoNtiNued oN Page a10

Jessen Funeral Home provides Personal Service 

Jessen Funeral Home Whiteland

Jessen Funeral Home Franklin

Jessen Funeral Home Trafalgar 

WHITELAND,IN— Jessen Fu-
neral Homes, owned and oper-
ated by John and Suellen Jessen, 
has a long and rich history in the 
funeral industry. They now have 
three locations in Whiteland, 
Franklin and Trafalgar, Indiana.
 John’s great grandfather, Floyd A. 
Gorsline, founded F.A. Gorsline 

and Sons in Williamston, MI 
in 1903. Upon his retirement, 
his sons, W. Ray and Claude A. 
Gorsline, continued the busi-

CoNtiNued oN Page a17

FTC Releases ResulTs oF 
2015-16 InspeCTIons 

• 9 StateS 
• 133 LocationS

• 30% Found in VioLation 
See Page A18
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HEREHERE

HAVE YOU SEEN THESE CHILDREN?HAVE YOU SEEN THESE CHILDREN?
The photographs below have been provided by the National Center for Missing and Exploited Children. 

Please help locate these children by posting in your lobby, offi ce, on your bulletin board, etc.

Anyone with information should immediately contact the National Center for 
Missing and Exploited Children at 1-800-843-5678 or (703)235-3900

AMOS EASTER

Circumstances: Both photos shown are of 
Amos. He may be in the local area or he 
may travel to Oklahoma City, Oklahoma.

Missing Since:  3/9/2016

Missing From:  Ponca City, OK

Date of Birth:  3/10/1999

Age Now:  17 Yrs

Sex:  Male

Race:  Amer. Ind.

Hair:  Black

Eyes:  Brown

Height:  5’11”

Weight:  161 lbs

BILLIE HANEY

Circumstances: Billie is believed 
to be in Detroit or Taylor, Michi-
gan. Her tongue is pierced. Billie 
has tattoos on her inner arms.

Missing Since:  4/1/2016

Missing From:  Detroit, MI

Date of Birth:  3/31/2000

Age Now:  16 Yrs

Sex:  Female

Race:  White

Hair:  Brown

Eyes:  Green

Height:  5’1”

Weight:  125 lbs

BRITTANY LARA

Circumstances: Brittany may 
be in the Bakersfi eld, Tulare, or 
Delano, California areas. She has 
tattoos on her left forearm from 
her wrist to her elbow.

Missing Since:  4/10/2016

Missing From:  Bakersfi eld, CA

Date of Birth:  11/14/2000

Age Now:  16 Yrs

Sex:  Female

Race:  White/Hisp

Hair:  Brown

Eyes:  Brown

Height:  5’1”

Weight:  90 lbs

The Throw Rug and the Tapestry Helps 
You Create Exceptional Funerals
FORT COLLINS,CO— Com-
panion Press announces the 
publication of a new book en-
titled A Tale of Two Funerals: 
The Throw Rug and the Tapes-
try, by renowned grief educa-
tor Dr. Alan Wolfelt.
 Written specifically for fu-
neral directors, funeral service 
leaders, and funeral home 
staff members, the book tells 
the fictional story of the fu-
neral of 82-year-old Carol 
Williams. After her death, her 
children call Knight & Day 
Funeral Home to make ar-
rangements, and courtesy of 
a Twilight–Zonesque space-
time anomaly, the Williams 
family ends up concurrent-
ly planning and holding two 
funerals for Carol—one ar-
ranged by funeral director 
Sam Standard and the oth-
er by funeral director Grace 
Gatekeeper. Through this en-
gaging story, readers will learn 
the importance of educating 
families about the purposes 
and elements of funerals, from the mo-
ment of the family’s first call to the fu-
neral through the transfer, arrangement 
process, and the funeral itself.
 Author, educator, and funeral service 
consultant Dr. Alan Wolfelt serves as 
director of the Center for Loss and 
Life Transition in Fort Collins, CO. 
The author of Educating the Families 
You Serve About the WHY of the Funer-
al: A Guide for Funeral Home Staff and 
many other resources on the impor-
tance of meaningful funerals in help-
ing grieving people heal, Dr. Wolfelt 

is committed to helping people mourn 
well so they can live well and love well. 
He is also available for presentations 
and trainings on this important topic. 
He conducts an annual funeral director 
training program on the “WHY” of the 
funeral in Fort Collins, CO. The 2017 
training will be held June 12-14.

A Tale of Two Funerals is available in both 
soft cover and e-book formats. To order and 
to learn more about Dr. Wolfelt’s books, 
training programs and other resources, email 
drwolfelt@centerforloss.com, visit www.
centerforloss.com or call 970-226-6050.

A Tale 
of Two 
Funerals: 

http://www.facebook.com/Nomis.Publications/
http://www.nomispublications.com/
mailto:info@nomispublications.com
http://www.nomispublications.com/
mailto:info@nomispublications.com
http://www.nomispublications.com/
mailto:kim@nomispublications.com
http://www.nomispublications.com/
mailto:drwolfelt@centerforloss.com
http://centerforloss.com/
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2 BODY COT 
ROLL IN

  See all cooler models and specifi cations on our site!

funeralsourceone@gmail.com
1-888-792-9315

100% American Made

www.americanmortuarycoolers.com

2 BODY COT ROLL- IN 
MODEL #AMC-2BR
(STANDARD 36” WIDE)  

$3,999.00

2 BODY COT ROLL- IN
MODEL #AMC-2BRX  

(OVERSIZED 42” WIDE)

$5,099.00

E))))) 
IN 

STOCK

+ 1/2 Price Shipping

+ 1/2 Price Shipping

Our walk in units require 

  hard wiring
  plumbing
  HVAC Tech

 Save thousands on 
installation charges!

No

No
No

OTHER
SIZES

3 Body.....................$4,984
3 Body “Oversized”....$5,499
Triple Cot Roll-In........$5,989
8 x 10.....................$7,553
10 x 10...................$7,965
10 x 20...................$9,941

http://www.abm-funding.com/
mailto:funeralsourceone@gmail.com
http://www.americanmortuarycoolers.com/
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“Trying to run the 
family business, and

don’t know how?”?
For answers to questions like this, ask about Market Research from MKJ Marketing.

www.mkjmarketing.com  |  1-888-655-1566

By Nancy Weil

Would You 
Rather?

 Th ere is a party game called “Would you rather?” In 
it you pose a question with two options from which to 
choose. It allows for interesting insights and answers and 
laughter from all. Here are some examples of “Would 
you rather…?” questions:
 Th ey may be silly: Would you rather your only mode of 
transportation be a donkey or a giraff e?
 Th ey may be deep: Would you rather be famous when you 
are alive and forgotten when you die or unknown when you 
are alive but famous after you die?
 Th ey may be thought provoking: Would you rather be 
able to see 10 minutes into your own future or 10 minutes 
into the future of anyone but yourself? 
 Or just fun to consider: Would you rather be completely 
invisible for one day or be able to fl y for one day?
 Th is game got me thinking about a version for people 
who work in the funeral industry. 

 Would you rather follow the rules or go out of your way to 
help a family? 
 I had a sign on my desk that said, “People over poli-
cies.” I always did what I could to satisfy a family. It may 
require a meeting with the president of the cemetery, but 
I advocated for the family and tried to fi nd a way around 

Random Random 
MusingsMusings

 With certifi cations as a Grief Services Provider and Grief Management 
Specialist, Funeral Celebrant, as well as Laughter Leader, Nancy Weil 
is uniquely qualifi ed to bring new perspectives into how to best meet 
the needs of the families you serve. A professional speaker, Nancy 
travels the country bringing effective tools to reduce stress, combat 
compassion fatigue and handle grief to companies, associations and 
conferences large and small. With a passionate interest in the healing 
qualities of laughter, she is known for her energetic, entertaining and 
content rich programs. In addition to talks geared to the general 
public, she has also been brought in by funeral directors to offer 
(CEU) programs to funeral staff, nurses, chaplains and social work-
ers in their communities.
 Nancy has developed the most comprehensive aftercare program 
of any cemetery or funeral home in the country and is currently di-
recting aftercare programs, community outreach and marketing at 
Veterans Funeral Care. She consults with industry professionals in 
how they can develop or grow their own grief support program in 
order to maintain contact with the families they serve and develop 
stronger relationships within their community.  
 Her book, If Stress Doesn’t Kill You, Your Family Might, is fi lled with 
tools that work to reduce stress and fi nd your “inner happy.” For 
more information on how Nancy can help you and your business 
grow, visit her website: www.TheLaughAcademy.com or by email at: 
Nancy@TheLaughAcademy.com. 

the rules and regs when they just didn’t make sense for the 
situation. 
 Would you rather stay up until midnight writing a special 
service for a family or watch TV, go to bed early and off er them 
the same prayers you always do? 
 Th is is a tough one to answer. Most funeral directors are 
already sleep deprived from working long hours and taking 
death calls during the night. Most families are happy with 
a simple service that sounds new to them. Th ey appreci-
ate any eff ort you make on their loved one’s behalf. Yet as a 
celebrant I have spent many evenings at my computer re-
searching and writing a service that may only last 20 min-
utes, but took me six hours to complete. 
 Would you rather stay late at the offi  ce catching up on your 
workload or go home for dinner knowing the to-do list will just 
build the next day?
 Again, an impossible quandary. It seems you can get a lot 
done when the offi  ce is quiet and the staff  has left for the 
day. Yet your spouse has forgotten what you look like and 
you can’t imagine one more drive through meal to eat at 
your desk. 
 Would you rather attend your child’s baseball game or staff  a 
client’s calling hours? 
 Some of these questions have the answer you want to give, 
but you know you will still do the one that is required of 
your job. How many concerts, games and events have you 
missed because a family you serve needs you more at that 
moment than your own family? 
 Would you rather take care of a family’s needs or send them to 
a competitor because you just don’t off er what they are asking?
 Th is actually happened to someone I know. Th ey got a 
call from a family that wanted a “thumbie” piece of jewelry, 
but their funeral home did not off er this product. So they 
were told to call another funeral home and ask them to go 
over, take the thumbprint and order the jewelry for them. 
Th e original funeral home may have gotten this family’s fu-
neral, but I am pretty sure all future ones will be with the 
company that went out of their way to help them. 

 By now I am sure you are forming all kinds of ques-
tions in your head. Write them down, pose t hem to 
your staff  and share them with me. Every day we have 
a “Would you rather” moment where we must do the 
diffi  cult right over the easy answer (not wrong, just 
easy.) And so I leave you with more question to ponder:
 Would you rather work long hours where you can leave a 
lasting positive impact on someone or barely work but help 
no one?
 I know my choice. What’s yours?

www.nomispublications.com
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Financing Your Way Introduces New Financing 
Option to Funeral Homes

Pittsburgh’s Historic Cemeteries Name Olesinski as 
New Vice President
PITTSBURGH,PA— David J. Michener, president and 
CEO of Allegheny Cemetery, Th e Homewood Ceme-
tery, Smithfi eld East End Cemetery and Th e Rapp Fu-
neral Home, all of Pittsburgh, along with their board 
of directors, have appointed Daniel J. Olesinski as vice 
president of operations.
 “I’ve worked closely with Dan over the last seven years 
and I’ve personally seen the aff ect of his leadership on the 
success of each of our organizations. He has earned the 
respect and admiration of every member of our team as 
well as our board of directors and the families we serve. 
We couldn’t have found a more capable, qualifi ed candi-
date to tackle the unique challenges of this dynamic new 
position,” says Michener.
 Olesinski is a Pittsburgh native raised in the cemetery 
business, getting his start in 1993 helping his father, su-
perintendent, Daniel W. Olesinski, at St. Peter’s Cem-
etery after school. Inspired by this experience, Dan pur-
sued an Associate Degree from the Pittsburgh Institute of 
Mortuary Science, was promoted to superintendent of St. 
Peter’s, and went on to earn a Bachelor of Science Degree 
from Point Park University after graduating from Central 

Catholic High School. Olesinski is also a licensed funeral 
director as well as a CANA certifi ed Crematory Opera-
tor. In 2014, he joined the executive board of the Western 
Pennsylvania Cemetery Association and currently serves as 
its vice president.
 Dan joined the maintenance staff  at Allegheny Cem-
etery in 2001 and was promoted to supervisor in 2004. 
Since that time he has been instrumental in all phases of 
the cemetery’s operations. His achievements at Alleghe-
ny most recently include the Allegheny Memorial Trail, 
a stunning cremation garden carved into one of Allegh-
eny’s most formidable hillsides. Dan directly oversaw this 
project from inception to completion and was involved 
in every detail from pricing, layout/design and landscap-
ing. Th is project attracted widespread publicity as the 
only such garden of its kind in the greater tri-state re-
gion, and it was featured in the Pittsburgh Post–Gazette,
ICCFA Magazine and the American Cemetery Magazine
among several others.
 Dan resides in Verona, PA with his wife, Christine, and 
their daughter. He enjoys spending time with his family 
and rooting for the Penguins in his free time.

ATLANTA,GA— Looking to help 
families who are seeking an alter-
native payment option for funer-
al home services, Financing Your 
Way off ers a new program to assist in 
these costs. Th e fi nancing program is 
quick, easy, and sure to help out fam-
ilies in need.
 When it comes to fi nancing in the 
funeral home industry, there are not 
a lot of options that are readily avail-
able to families. Financing Your Way 
saw this problem and is now off ering 
a solution to give families another pay-
ment option during these tough times.
 “Funerals are already hard enough 
on families, but having to worry 
about the costs of funeral home ser-
vices only adds to the stress. We want 
to help relieve some of that stress- 
the new fi nancing option is a great 
program for families seeking funds 

to help cover funeral home services,” 
said Donald Lee.
 With 0 percent merchant rates 
for middle and top tier individuals, 
loan amounts between $1,000 and 
$35,000, loan terms up to 60 months 
with no prepayment penalties, a high 
approval rating, and no interest for 6 
months, this program has a lot to of-
fer. Th e application process is quick 
and easy, and can be done all online.
 “We want to help lessen the fi nan-
cial burdens that so often come with 
funeral homes services,” says employ-
ee Erica Wright. “By providing this 
program to families when times are 
tough, we can give them some peace 
of mind.”
 With over fi fty years of experience 
in the retail market place, Financing 
Your Way proudly stands behind its 
promise to provide the best fi nancing 

solutions possible to meet the needs 
of your business. Working to take 
the headache out of your business’s 
fi nancing program, Financing Your 
Way has established partnerships 
with fi nancial lenders all across the 
country so that they can pair your 
business with the right lenders.
 Financing Your Way off ers single 
and multiple lender platforms, as 
well as customizable in-store fi nanc-
ing options. Besides matching the 
right lenders with the business, Fi-
nancing Your Way’s goal is to help 
families maximize their fi nancing 
program’s potential through person-
alized training and access to eff ective 
marketing tools. For more informa-
tion about Financing Your Way, vis-
it www.fi nancingyourway.com, or 
follow them on Facebook and on 
LinkedIn.

Like Us On 
Facebook!
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RECEPTIONS 
DONE RIGHT.

MKJ BELIEVES A RECEPTION BUSINESS IS ONLY SUCCESSFUL  
IF IT MAKES FAMILIES HAPPY AND GENERATES STEADY PROFITS.  

WE CAN HELP YOU GET IT RIGHT.

“Whether it’s something simple like coffee and cookies, or 
opening a reception center, success will take much more than 
event planning skills. A game plan – for execution and marketing 
is critical. MKJ helps funeral homes and cemeteries nationally 
turn receptions into a major revenue stream.”

Ask us for more information about training and advertising packages  
or one-on-one consultation when you see us at ICCFA or call us any time. 

888-655-1566   |   mkjmarketing.com
2 offices:  LARGO, FL  &  NASHVILLE, TN

“Marilyn Jones Gould is the foremost authority  
on receptions in the death care industry.”

Ken Varner, President & CEO of Cypress Lawn  
Memorial Park and Funeral Home

Marilyn Gould, MA, CSP 
President of MKJ Marketing

C A L L  T O D A Y  F O R  A  C O N S U L T A T I O N

• Food styling and presentation

• Menu selection and creation

• Pricing strategies

• Selecting local caterers

• Serving alcohol

• Advertising

• Training videos

• Digital marketing

Krause Funeral Homes 
& Cremation Services, Inc.

©2017 MKJ Marketing

http://www.mkjmarketing.com/
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Argenta, IL 62501 • 800-331- 9093 • robertsanddowney.com

For over thirty years Rick and Elizabeth Roberts, 
owners of Roberts & Downey, 

have been supplying the funeral industry 
with superior quality handcrafted 

hardwood chapel furniture, on a custom built to order basis.

Queen Anne Collection

Large Baby Bier/Cremation Altar as the base of the Urn Carrier, 
offers multi-purpose functionality.

The enclosed Urn Carrier provides a way to present the cremains 
in a more formal manner for the funeral service.

Urn Carrier

Your authorized Howard Miller, Hekman and Woodmark dealer.

By Christopher Kuhnen

Th ere’s More Th ere’s More 
To It... To It... 

Advance Advance 
Funeral Funeral 

PlanningPlanning

How Times Have Changed

 Christopher Kuhnen of Edgewood, Kentucky is a 29 year vet-
eran of funeral service. He is perhaps best known as an industry 
go-getter and progressive leader. As an insider into excellence, 
he is a trustworthy advisor to many funeral home and industry 
professionals.
 Kuhnen spent a good portion of his career working for a family 
owned and operated funeral home and national pre-need sales 
and marketing organization. He additionally was the architect and 
founder of Funeral Profi t Protectors, LLC. Currently he serves as 
Vice President of Pre-Need Marketing for the Unity Financial Life 
Insurance Company, Cincinnati, Ohio.
 Chris is a Kentucky Licensed Funeral Director, Life Insurance 
Agent, Certifi ed Pre-Planning Consultant (CPC), Insight Institute 
Certifi ed Funeral Celebrant and Certifi ed Marketing Specialist, as 
bestowed by the former American Marketing Academy.
 Chris can be reached at (859) 307-7223 or cpkuhnen@gmail.com.

 I’ve been engaged in funeral service since 1986. I’ve 
seen many things in this industry, but never have I expe-
rienced what I came across recently.
 I had seven couples, my wife and I are acquainted with, 
ask me to assist them in pre-planning their funeral ser-
vices. Each couple wanted to be cremated, however they 
also wanted to have their body embalmed and presented 
for a public viewing and fi nal remembrance service prior 
to the cremation. On the surface, this appears like a good 
thing. Th ey didn’t want a direct cremation; they wanted 
a public viewing with a service. Yeah!! Here’s the catch. 
Th ey didn’t want their public viewing and fi nal remem-
brance service to be conducted at the funeral home. 
 “Why don’t you want to use the funeral home?” I asked. 
 Here is the gist of what they all had to say: “I don’t want 
to use the funeral home because the funeral home is a 
place of death. I want people to remember me in happier 
surroundings where I enjoyed spending my time.”
 What a revelation!
 Th ree couples wanted everything conducted at their 
church. One couple wanted to use a “party room” at 
their Country Club. One couple wanted to use the com-

 Secondly, I would seriously consider marketing my 
funeral home facility space for other events. Marketing 
the use of your grounds and facilities to local groups 
will help bring in additional revenue and make con-
sumers more aware and more comfortable with your 
establishment and surroundings. 
 What do you think? If families are shifting away from 
using your facility, how could you use your funeral 
home space for somet hing new? Where is the most un-
expected place you’ve ever held a funeral or memorial 
service? I’d love to know your experience, thoughts and 
comments about what I just experienced.

munity clubhouse at their lakefront retreat. Another couple 
wanted to hold their services at the local VFW hall and the 
last couple liked to spend their time at a local Antique Mall, 
which had an Event Center attached to it. Th erefore, “Why 
not hold everything at the Event Center, so my friends can 
Antique Shop after visiting with me?” Who am I to argue 
with this logic?
 Funeral directors have been told that the rise in crema-
tion is due to cost considerations, environmental concerns, 
fewer religious prohibitions and changing consumer prefer-
ences, such as a desire for less ritualized funerals. 
 My experience showed me there may be one more reason. 
Many consumers may not be anti-funeral, public view-
ing, cost conscious, anti-religious or anything else. Th ey 
just don’t want to conduct their fi nal farewell in the funer-
al home. Th ey would rather have these important fi nal re-
membrances held in places they frequented and enjoyed in 
life. A funeral home, by its very nature, is not such a place. 
 If consumers don’t know and/or understand that other lo-
cations and places could be an option for them, then they 
wrongly believe that their only option is to conduct a cer-
emony “at the funeral home.” If they don’t want to use the 
funeral home, then they opt for minimal services or direct 
cremation.
 If families don’t care to conduct their fi nal goodbyes at 
your funeral home (just because it’s a “funeral home”) then 
what becomes of all the time and money you have invest-
ed in your facility, furnishings and surroundings? How will 
you recoup your investment, if families won’t use it? 
 If I were a funeral home owner, the fi rst thing I would do 
is make sure all families in my service area understand that 
my funeral home can and will conduct fi nal remembrance 
ceremonies anywhere they desire, so long as it is allowable 
by law. Anywhere, anytime, any way…that would be my 
maxim. If they don’t want to use my facilities, that’s fi ne, as 
long as they use all my other services. Th ere are a multitude 
of goods and services I can off er families that would profi t-
ably support my bottom line. 
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We spent several years get-
ting to know the Gabaldon 
family and their business, 
and we are very excited to 
have this truly elite funer-
al home join our family of 
businesses. Our focus on 
improving family service 
at all levels will allow us to 
continue to build on and 
protect Gabaldon Mortu-
ary’s impeccable reputa-
tion.”
 “We are very pleased that 
the Gabaldon family has 
entrusted the Signature 
Group with their truly elite 
funeral home. It is very ex-
citing that Rick Gabaldon
will continue to serve fam-
ilies at the mortuary. Th e 
support provided by the 
Signature Group will al-
low him to focus exclusive-
ly on his passion for serv-
ing his client families and 
community at a high lev-
el,” added Jay D. Dodds,

co-founder of the Signa-
ture Group. David San-
chez, Jr, manager and Ga-
baldon family member, 
stated, “Th e decision to 
partner with the Signature 
Group was based in part 
on their ability to provide 
support in all areas of the 
business, which allows all 
of us to focus on provid-
ing excellent service to all 
of our families. Our shared 
goal of being the indisput-
able choice for funeral ser-
vices in our community 
made the Signature Group 
a clear choice for the Gab-
aldon family.”
 Th e Signature Group pro-
vides independent owners 
the opportunity to join a 
company founded by two 
individuals with proven 
track records and whose 
operational goal is to build 
a long-lasting organization 
that remains independent.

Stonemor Partners L.P. 
Announces Departure of 
Chief Financial Offi cer 

Signature Acquires Gabaldon Mortuary
HOUSTON, TX— Th e Sig-
nature Group announced 
that it has acquired Gab-
aldon Mortuary from the 
Gabaldon family. Founded 
in 1952, Gabaldon Mortu-
ary is a premier funeral ser-
vice provider in Southwest 
Albuquerque, serving over 
270 families annually.

J. Bradley Green, co-
founder of the Signature 
Group, stated, “Th e acqui-
sition of Gabaldon Mor-
tuary not only represents 
a further expansion in the 
Greater Albuquerque mar-
ket, but also represents our 
commitment to the en-
tire state of New Mexico. 

TREVOSE,PA— StoneMor Partners L.P. (NYSE:STON) 
announced that Sean P. McGrath resigned as Chief Fi-
nancial Offi  cer of StoneMor GP LLC, the general part-
ner of the Partnership, to pursue business opportuni-
ties outside the deathcare industry. Mr. McGrath will 
remain in his current role as CFO until the fi ling of the 
Partnership’s annual report on Form 10-K for the year 
ended December 31, 2016. Th e Board of Directors of 
StoneMor GP expects to announce his replacement be-
fore his departure.
 StoneMor Partners L.P., is an owner and o perator of 
cemeteries and funeral homes in the United States, with 
317 cemeteries and 105 funeral homes in 28 states and 
Puerto Rico. For additional information about StoneMor 
Partners L.P., visit http://www.stonemor.com.

Attention Industry Professionals: Send Us Your News!
PO Box 5159, Youngstown, OH 44514 • Fax (800)321-9040 • press_releases@nomispublications.com
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When you partner with a larger funeral home and cemetery consolidation company, it is easy to become just 
another nameless face in the crowd. But your firm is unique, and no one knows how to serve your community 
better than you. It is important you do not lose that identity.

Foundation Partners Group understands this. We are a private company, large enough to take on the daily 
burdens of running a business, but small enough you won’t get lost in the shuffle. We have the resources to 
innovate new and relevant ways of serving families with excellence and compassion, while honoring the local 
traditions and relationships that make you special.

 Call us. We are the partner that will never treat you like a number.

At FPG, we work hard every day to position you, our partner 
firms, for success in your individual market. To further 

foster growth, I am pleased to announce our new V.P. of Business 
Development, Erin Whitaker. Erin is a third-generation funeral 
director, and like me, she’s spent years on the front lines of funeral 
service at her family’s firm. Erin is brilliant – with a background in 
chemical engineering and an MBA. But more importantly, she’s one 
of us, so she can understand your needs and goals.

Be More Than  
a Number.

Be a Partner.

Foundation Partners Group
4901 Vineland Road
Suite 350
Orlando, FL 32811

Get in Touch
1-888-788-7526
Fax: 407-583-4735 
www.FoundationPartners.com
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  Justin Baxley
Justin Baxley, 
Senior Vice President of Business Development 

Erin Whitaker, 
Vice President of  

Business Development

http://www.foundationpartners.com/
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ARE YOU FRUSTRATED BY YOUR PAPERWORK..?
WE HAVE THE ANSWERS YOU’VE BEEN LOOKING FOR..!!

For an EXTRA DISCOUNT use Promotion Code NOMIS0317

Our software gives you the option to purchase ONLY the functions you need.  FREE
DEMO

• Do you waste time every day
trying to get simple things
done for your funerals on your
computer or at the printers..?

• Are you looking for
an easy, affordable
way to automate a
few daily tasks..?

• Do you think all funeral soft-
ware programs are too hard to
use & make you pay for more
than you really want and need..?

To get your Free Demo, call us at: 1-888-227-9411
Or click “Free Demo” at: www.FuneralHomeSoftware.info

TM

TM

TM

TM

You can also send data to QuickBooksTM, websites and more!

•PrintPRO     - Print folders, memorial cards & programs yourself
•LedgerPRO     - Organize cases & print government forms
•A/R PRO     - Do your at-need billing and reports
•P/N PRO     - Analyze your preneed arrangements

By Kristan Dean 

Let’sLet’s
 Chat Chat

 In 2000 Kristan Dean began working with her family to bring 
Merry Christmas From Heaven® to all who need the gifts’ mes-
sage of Comfort, Love, and Faith. Today she is the Vice President 
of Marketing and one of the primary members of her family’s 
Bereavement Ministry.  
  Thanks, in great part, to the thousands of funeral directors and 
retailers nationwide who make Merry Christmas From Heaven® a 
part of their communities, countless numbers of families reach out 
to their family every year. Their bereavement ministry helps families 
realize that those in Heaven live forever in our hearts. Their love is 
with us always.    
 Prior to Mooney TunCo, Inc. Kristan worked with companies nation-
wide helping them build revenues by creating greater sales opportuni-
ties through the use of sales intelligence and marketing alignment.

 A few years ago I got to tell you about Th e Shack and 
how the book took my heart to a new level. With the 
movie rolling out this month and my recovery moving 
slower than I would like I believe this might be the perfect 
time for me to re-ask: Do you ever wonder about what 
the relationship between Th e Father, Holy Spirit, and Je-
sus is like? Not the holy trinity we learn about in scrip-
tures and in church, but how they relate to each other and 
us? I cannot say that I have given much thought to what 
the everyday relationship is like between the Holy Trinity 
because I would never have known where to begin until I 
read Th e Shack by Wm. Paul Young, a book about Paul’s 
friend Mackenzie Allen Phillips’ weekend with God, Jesus 
and the Holy Spirit that is opening my eyes to the beauty 
and strength unconditional love brings to relationships. 
 I get that it sounds unreal and maybe impossible to 
imagine that the Holy Trinity would invite one man to 
spend the weekend with them. Even Paul writes, “Wheth-
er some parts of it are actually true or not, he won’t be the 
judge…” that though he desperately wants everything 
Mack told him to be true and most days he is right there 
with him “…on others – when the visible world of con-
crete and computers seem to be the real world – he loses 
touch and has doubts.” 

 Still I ask you to put your doubts aside and wonder what 
it would be like to spend a weekend with God the Father, 
the Holy Spirit and Jesus. Imagine cooking with the Fa-
ther, dining with the Holy Trinity, and doing dishes with 
Jesus and the Holy Spirit. What would hiking and gaz-
ing at the stars with Jesus be like? How would it feel to 
garden and canoe with the Holy Spirit? What wounds 
would they heal if they gave you a weekend in their pres-
ence? How would you grow if you spent a we ekend with 
the Father, the Holy Spirit and Jesus chatting about life, 
observing their relationship with each other, and learning 
about how God, the Holy Trinity, sees their one relation-
ship with you, humanity, and our planet? 
 Personally, I am not sure how anyone could imagine 
such a weekend unless the Divine makes it possible to 
experience. Th is is why I believe Th e Shack is about more 
than Mack’s struggles in life, journey in faith, and how the 
Divine became an active part of his life. For me Th e Shack 
is a book that can help us open our own hearts to how we 
will heal if we can realize and grow the unconditional love 
we already have. 
 Th e relationship the Holy Trinity shares with one anoth-
er that Mack describes is inspiring me to fi nd new ways 
to interact with those I love and those that I only know. 
Reading about the relationship the Father, Son, and Holy 
Spirit share together and with us makes me realize that I 
need to grow in my ability to accept that love is uncondi-
tional. Th anks to Mack’s meeting with the divine Sophia 
I have no doubt that we are not here to judge others and 
hold each other accountable for what we see as wrong. 
Th e Shack is helping me see more clearly that we are here 
to learn that we are more than our individual selves. 
 Our true purpose is to combine our gifts so that we may 
become whole. Th e question is how do we fi nd the grace 
to put the other person fi rst in all of our interactions? I for 
one am far from being able to do this. I am asking God 
and all who know me to help me grow in my ability to ac-

cept where I am wrong, stop fi ghting for how I am right, 
and move forward in harmony. From my friends that do 
not share my faith I know that asking God is not the an-
swer for everyone. I thank each of them for teaching me 
that there is a heart within all of us that can help us grow 
in our ability to stop putting ourselves fi rst, realize we are 
here to steward the resources of this planet, and fi nd the 
strength unconditional love can gives us. 
 I look forward to learning what inspires you to grow in 
your ability to give and accept unconditional love. Please 
join in our conversation on the Let’s Chat Blog at https://
www.nomispublications.com/blog.aspx, email me at 
Kristan@mooneytunco.com or give me a ring at 781-331-
5308. I look forward to hearing from you.
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Book Review: 
Grief Demystifi ed by 
Brenda J. DeMotte

Submitted by Dan Rohling, CFSP

Something new, useful and helpful to both you and 
those you serve. Not a new casket, a new way of lit-
erally “disposing” of human remains or a cemetery 
marker that glows in the dark……..

Grief Demystified was written by one of us. Bren-
da J. DeMotte is a licensed funeral director and em-
balmer with years of experience in the trenches. Sub-
sequent to her funeral career she returned to school 
and became a psychotherapist. Based upon her expe-
riences in the funeral business and as a psychothera-
pist she works as a grief therapist, is a professional 
speaker and educator on grief.
 As we all know grief is something we learned little 
about during our funeral service educational experi-
ence, beginning and perhaps ending with the works 
of Elizabeth Kubler Ross. This rather short read does, 
in fact, demystify grief and gives one a helpful pro-
spective pertaining to understanding where your cli-
ents are in their process of grief. 
 Grief Demystified is 159 pages of real world experi-
ence interspaced with excerpts from DeMotte’s years 
of experience and personal interjections.
 If you do nothing else with Grief Demystified read 
it and have all of your staff read it. Once read it will 
allow you to understand those in grief that you work 
with everyday. Keep a copy of Grief Demystified on 
your arrangement office desk, in plain sight and loan 
it out to those who show interest.
 For those currently in the funeral or funeral related 
industries it should be a required read for each em-
ployee thereof. I enjoy any feedback the reader may 
have. I may be reached at dan@rohling.us.

Dan Rohling, CFSP is licensed as a funeral director/
embalmer in Idaho as well as an embalmer, certified cre-
matory operator and funeral director in California. He 
has been a licensee for over 30 years. In 1998, he joined 
DMORT (Disaster Mortuary Operational Response 
Team) as a Mortuary Officer for the Federal Govern-
ment at time of disaster. Deployments with DMORT in-
clude The World Trade Center, hurricanes Ivan, Charlie 
and Katrina. For over 20 years Rohling has worked na-
tionally as a consultant and expert witness in the funer-
al, cemetery and crematory industries.

Like Us On 
Facebook!

Why Wait?  
Unlock Your Cash Now! 

At North Carolina Mutual Financial, LLC, our funeral funding 
services unlock your access to fast cash for your insurance 
assignments. Contact us today for more information.

Kevin Smith 
Vice President, 
Business Development 
256-504-2649 

Danny Smith
Director of  
Business Development 
757-714-7156www.ncmutualfinancial.com    
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Proud to Produce & Publish
American Made Products

Visit our website to view our entire 2018 calendar line
www.bluemoundcalendars.com

Call:  Fax: 414-475-7284
Email: info@bluemoundcalendars.com

326 North 76th Street, Milwaukee, WI 53213

“Dedicated to Sharing the Mission of Jesus Christ”

Early Order and Pre-payment Discounts!

for your inspirational and promotional use

Blue Mound Graphics, Inc. Presents

2018 Keepsake Religious

Wall Calendars

Catholic, Interfaith and General Business

advertisement displayed 365 days a year, 

Spanish, Italian, Polish Bilingual

New!
Color-coded

vestments
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ON-LINE ASSOCIATE DEGREE 
IN FUNERAL SERVICE

1616 Church Street  |  Nashville, TN 37203
615-327-3927  |  www.guptoncollege.edu

For information concerning cost and program 
call 615-327-3927, go to our website at guptoncollege.edu  

or email admissions@guptoncollege.edu.

If you are interested in becoming a 

licensed funeral professional,  

John A. Gupton College can help  

you get there. The Associate Degree 

in Funeral Service is an accredited 

program. Our online program is 

flexible, career-focused and may be 

completed in 12 or 16 months.  

Financial Aid is available.

Duty of 
Funeral Home 

 Th e Texas Court of Appeals Eastland decision in the case 
of Nelson v. SCI Funeral Services, Inc., 2016 WL 368437 
(January 29, 2016) dealt with a novel issue of law related 
to the duty of a funeral home to an adult child of a dece-
dent who had no contractual relationship with the funeral 
home in connection with the funeral services provided for 
the mother. 
 According to the facts stated in the opinion, Nelson’s 
mother died unexpectedly in October 2007. At the time 
of her death, she had two children, Nelson, an adult, and 
a minor child. Th e mother’s adult siblings were aware that 
Nelson resided in Arizona, but were unable to locate or 
contact him. Th e mother’s adult siblings assumed the obli-
gation to dispose of her remains and they contracted with 
the funeral home to have her remains cremated and sub-
sequently scattered in a local cemetery less than two days 
after her death. Th e siblings requested the funeral home 
to try to contact Nelson, but the funeral home was unsuc-
cessful.
 Nelson subsequently fi led the lawsuit against the funeral 
home claiming the funeral home violated the Texas law 
dealing with disposition of remains by acting without his 

ingly can sue for mental anguish damages when acts 
are performed on the remains without their consent;

2. Nelson clearly was the next of kin and in addition to 
the common law right he had rights created by the 
Texas statutory law; and

3. On that basis the Appeals Court held that the funer-
al home owed Nelson a duty because of the special 
relationship and it was not necessary there be a con-
tractual relationship  between them.

 While this case is based on the Appeal Courts analysis 
of Texas law, it does serve as a warning to be extra careful 
when there is a family member with priority that has not 
been consulted. Th is article is for the information of sub-
scribers and does not constitute legal advice about this 
subject. All subscribers should accordingly consult with 
their own attorney to make sure they are in compliance 
with the laws in their state.

participation. No one disputed that Nelson clearly had prior-
ity under the law over the mother’s siblings. 
 Nelson sought mental anguish damages under several the-
ories of liability premised upon the funeral home’s alleged 
violation of the applicable Texas law. Specifi cally, he assert-
ed causes of action based upon negligence per se, negligent 
breach of a special relationship, and negligent mishandling of 
a corpse. He also asserted a claim for gross negligence.
 Th e funeral home moved for summary judgment. Th e fu-
neral home’s fi rst argument was there was no evidence of a 
contract relationship or special relationship between Nelson 
and the funeral home. Th e second argument was that under 
general Texas law Nelson could not recover for mental an-
guish damages on the basis of the alleged facts. Accordingly 
the funeral home argued that as a matter of Texas law Nelson 
could not recover under any of his claims. Th e lower court 
agreed and held in the funeral home’s favor.
 Th e lower court’s decision was appealed. Th e Appeals Court 
stated in its analysis that it would consider the no evidence of 
a special relationship claim fi rst. Th e funeral home had relied 
primarily on a another Texas case against an organ donor en-
tity denying a claim by relatives of a deceased person whose 
eyes had been removed without consent on the basis the spe-
cial relationship allowing mental anguish claims involving a 
human remains required there be a contractual relationship.
 Th e Appeals Court reviewed the various applicable cases 
and confi rmed that absent a special relationship, Texas law 
did not generally allow claims for mental anguish. It noted 
that one area for special relationships was a limited number 
of contracts dealing with preparing a corpse for burial. Th e 
issue therefore was did Nelson’s claim fall within this special 
category even when there was no actual contract between the 
funeral home and him. 
 Th e Appeals Court concluded there was and reversed and 
remanded the case back to the lower court for the following 
reasons:
1. Under Texas common law the next of kin have the right 

to direct the burial (a quasi-property right) and accord-

 Harvey I. Lapin, P.C., is a member of the Illinois Bar and Florida Bar. He 
is a member of the faculty at the John Marshall Law School in Chicago 
and is presently teaching the subject of Tax Exempt Organizations. He is 
also associated with Florida-based law fi rm Sachs, Sax & Caplan, leading 
the fi rm’s Funeral, Cemetery and Cremation Practice Group.
 He has written numerous articles on the subject of taxation, funeral 
and cemetery law.
 The subject discussed in this article and future articles resulted from 
the questions from readers. The author is licensed to practice law in 
Illinois, Florida and Wisconsin.  He has been involved with legal mat-
ters related to the industry in almost every state and can be reached by 
phone at 847-334-1983 or by email at harv4law@gmail.com.

By Atty. Harvey I. Lapin

LegalLegal
 Speak Speak
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Large lobby with vaulted ceiling.

The chapel seats 300 people.

 In 1997, Ralph purchased Anderson 
Funeral Home in Farmington, IL, which 
was founded in 1936. It is now known as 
Anderson-Sedgwick Funeral Home. 
 In 2010 Ralph purchased Endsley Fu-
neral Home in Bartonville, IL, which is 
now Endsley-Sedgwick Funeral Home. 
Frank and Tom Endsley founded the fu-
neral home in 1928.
 For the new funeral home in Canton, 
Ralph selected Keystone Funeral Home 
Design Build of Waite Park, MN to com-
plete his vision. Keystone worked with 
Ralph to come up with a facility that is 
8,886 square feet, along with a 990 square 
foot free standing drive under canopy. Th e 

nearly 1,000 square foot lobby is well lit 
with natural light and has a 16’ vaulted ceil-
ing. Th e chapel has seating for nearly 300 
people along with a connecting lounge to be 
used for funeral dinners and gatherings. 
 Th ere is also a private retail center, business 
offi  ce, prep room, and four-stall garage. Th e 
facility also includes both a human and pet 
crematory (Midwest Pet Cremations). Th e 
building exterior is made of cultured stone, 
E.F.I.S and metal roof. Th ere are over 100 
concrete parking stalls, along with an elec-
tronic sign to display announcements. 
 For more information, visit www.
sedgwickfuneralhomes.com or www.
keystonedb.com.

Sedgwick Funeral Home opens New 
Location in Canton, IL Continued fr om Front Page 

Send Us Your News!

PO Box 5159, Youngstown, OH 44514
Fax 1-800-321-9040 • Email info@nomispublications.com

FUNERAL HOME & 
CEMETERY NEWS

We welcome news of the industry.
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It’s what’s inside 
   that gives you

     knowledge.

With our trust administration technology inside 
your business, you can check the balances of your 

trusts daily, track your receivables and earnings 
down to the contract level, and even access 

monthly statements immediately. Unlike others, 
all our monthly statements add up to the market 

value of the trust. You’ll know exactly what’s 
going on with your trust. And it’s all backed by 
unparalleled customer service. So the question 

remains: What does your trust run on? FSI.  
Any trust, any state, any time. 

fsitrust.com

http://www.fsitrust.com/
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 864-509-9199

The Most User-Friendly First Call Pouch Ever!

1-800-645-8966
www.kanga-woo.com

y

m

Inside pocket for used
gloves or personal items

Inside pocket for used
gloves or personal items

Reversible design and two-way zippers
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Designed by a Funeral Director 

to Make Every Removal Easier
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Funeral Home Owner John Scott 
Named  New County Coroner 

John Scott

DEMOPOLIS,AL— Probate Judge Laurie Hall has 
named funeral director John Scott as coroner for 
Marengo County following an official appointment 
to replace a role vacated by the elected coroner.
 Scott, a funeral director at Larkin and Scott Mortu-
ary in Demopolis, was named the county’s new coroner 
January 17, 2017. For Scott, it was a logical fi t. He took 
over the family business as manager in 2013 following 
the untimely passing of his late father, Dr. Christopher 

Scott. In 2015, he became 
a licensed funeral director 
and embalmer and now 
runs day-to-day opera-
tions alongside his cous-
in and co-owner Kelvin 
Scott.
 Scott said he was encouraged to apply for the vacat-
ed position and felt it would be a good fit considering 
his position as a funeral director. He is the fifth gen-
eration of funeral directors at Larkin and Scott Mor-
tuary, which has been in business for 109 years. “I felt 
this was an opportunity to serve. I had no doubts or 
bad feelings at all about seeking the position and felt 
God was leading me in the right direction,” he said.
 A native of Demopolis, Scott holds a degree in busi-
ness from the University of Alabama and earned his 
license for funeral directing and embalming from 
East Mississippi Community College.

Like Us On 
Facebook!

the Harvard Brain Tissue Resource Center in the Boston 
area. A blood sample was sent to a laboratory. Th e sample 
revealed Hepatitis B. A letter was sent to the family inform-
ing them and rejecting the use of the body. However, her 
brain was at the Brain Tissue Resource center. It was not 
Biological Resource Center that informed the center of the 
brain tissue’s Hepatitis diagnosis, but a Reuter’s reporter two 
years later. 
 Th e military, specifi cally the Army, experiments with test 
dummies and hi-tech mannequins but could not duplicate 
the damage of IED’s to fl esh and bone. Th e Army’s policy re-
quires full consent from donor families. Reuters showed that 
“bodies or body parts of 34 people were shipped to the mili-
tary without donor permission.”
 Th e Army depended on the donation forms provided to 
them by Biological Resource Center.
 Medical schools are also purchasers of whole or body parts. 
Many of their programs depend on the availability of hu-
man remains for student training and research.
 “It is not illegal to sell a whole body or the parts of a body for 
research or education,” Sheldon F. Kurtz, Iowa Law Professor, 
who helped modify the Uniform Anatomical Gift Act, told 
Reuters, “the issue of whole body bodies or parts for research 
or education never came up during our discussions.”
 Th e need for donated tissue is clear. We all will receive ben-
efi ts from the tissue or the knowledge it gives others. 
 What we need is also consistent regulation and a transpar-
ent and truthful donation process; Let a donating family de-
cide what is fair with informed choices.
 In Arizona, where it may be up to 20 percent of all deaths 
resulting in donations to research agencies, this is not an iso-
lated small subject.

“It was a good idea. Th e cremation was free, and it was do-
nating the body for medical purposes.”

–Mary Hughes on the death of her son Grady, 
after a hospice nurse gave her a brochure

 Steven Palmer entered funeral service in 1971. He is an honors grad-
uate of the New England Institute of Applied Arts & Sciences. He has 
been licensed on both coasts, he owns the Westcott Funeral Homes of 
Cottonwood and Camp Verde, AZ. Steve offers his observations on cur-
rent funeral service issues. He may be reached by mail at PO Box 352, 
Cottonwood, AZ 86326, by phone at (928)634-9566, by fax at (928)634-
5156, by e-mail at steve@westcottfuneralhome.com or through his web-
site at www.westcottfuneralhome.com or on Facebook.

ObservationsObservations

“I had no money. It was a free cremation.”
–Tina Johnson, after the death of husband Kerry

 Kurt Hollstein was an Army veteran dying of cancer. He 
decided to donate his body for medical research. His grand-
daughter witnessed his signature on the forms and his def-
inite answer of no to military experimentation. Hollstein 
was bitter about his health care experiences with the Veter-
ans Administration. 
 His remains were used in a military project without his 
consent. 
 “Th is is almost beyond belief that his entire body went 
somewhere else without his permission,” His granddaughter 
Marla Yale told Reuters.com. “And especially to a place that 
he absolutely did not want to be.”
 Mr. Hollstein donated his remains to Biological Resource 
Center. His donation was not the only one donated without 
permission.
 Reuters News Agency has recently done an extensive in-
vestigation into the body and tissue donation industry. I 
have assisted their research with any knowledge I could pro-
vide. Th is is a continuing series of articles about the shock-
ing sale of human tissue, some not following donor wishes 
and some without regard to the safety of this tissue.
 Th e Atlantic magazine has also revealed the dark side of 
some body donation programs. Oregon, Arizona and Mich-
igan programs became the focus of an FBI investigation. 
 In Michigan, Arthur Rathburn of International Biologi-
cal, Inc. was their main study. He was a licensed Michigan 
embalmer whose place of practice was not a licensed funer-
al home but a body donation business. Th eir investigation 
found 1,000 parts of donors (arms, legs and heads), await-
ing sales. 
 Th e Michigan Bureau of Corporations, Securities and 
Commercial Licensing revoked his licenses. He was ineligi-
ble for new licenses, ineligible to work for the state and fi ned 
$10,000. 
 Th e Bureau also found Rathburn guilty of “aiding and 
abetting another in engaging in the unlicensed practices of 

funeral directing and embalming; failing to comply with 
regulations of a state, aff ecting the handling, custody, care 
of a dead human body; and engaging in the practice of fu-
neral directing from an unlicensed establishment.”
 Th e FBI also investigated Oregon’s Health Legacy. At-
lantic magazine states the investigation covered employee 
whistleblowers who “alleged that Legacy placed employees 
and medical students at risk of exposure to disease from 
cadavers and may have failed to obtain consent from fami-
lies to use their relative’s corpses.”
 Th e investigation continued to Biological Resource in 
Phoenix. 
 Doris Stauff er was suff ering from dementia. Her son, Jim, 
wanted to donate her brain for Alzheimer’s research. A nurse 
gave them a brochure for Biological Resource Center. Jim 
signed the authorization forms for medical research of his 
mother’s remains. He checked a box prohibiting military, 
traffi  c-safety and other non-medical experiments. 
 Reuters researched the journey that Doris Stauff er’s re-
mains took. Biological Resource Center (BRC) “detached 
one of Doris Stauff er’s hands for cremation.” Th ose were 
the ashes her son Jim received. BRC “sold and shipped the 
rest of Stauff er’s body to a taxpayer-funded research proj-
ect for the US Amy.” He body was used to determine dam-
age to the human body from roadside bombs.
 It was revealed that her brain was never used for Al-
zheimer’s research. 
 Investigation by Reuters also revealed that 20 or more oth-
er donated remains were used by the military in these explo-
sive experiments without permission from next of kin. Th e 
selling price for remains such as Mrs. Stauff er is $5,893.
 Biological Resource Center priced out other body parts: 
spines for $1900, legs at $1300, and torsos at $3500. Th e 
now closed Center sold more than 20,000 parts from 
5,000 donated bodies over the ten years in business.
 “It was never about fi nancial gain but rather a labor of 
love,” Biological Resources CEO Steve Gore wrote in an 
email to Reuters. 
 Infected tissue was also shipped. “Eye and ear tissue in-
fected with Hepatitis B sent to researchers in Tucson; eyes 
from a body that test positive for Hepatitis C to Utah for 
use by a biomedical fi rm; and a left foot infected with 
Hepatitis B to a podiatry training center near Atlanta.” 
 Reuters reported government documents revealed that 
Rathburn’s International Biological, Inc. may have had 
100 body parts that included hepatitis, HIV, sepsis, men-
ingitis, MRSA and necrotizing fasciitis (fl esh eating dis-
ease). 
 A 76-year old donated her body. Her brain was sent to 

By Steven Palmer

Tales from the 
Tissue Trade

www.nomispublications.com
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888.250.7747
www.JohnsonConsulting.com

8095 N. 85th Way, Scottsdale, AZ 85258
Visit our website today & sign up for our free newsletter.

SBA, Real Estate and Cash flow loans available to funeral  
businesses considering refinancing and acquisitions. 

Contact Jake Johnson at 888-250-7747  
or email to jjohnson@johnsonconsulting.com

Loan sourcing now available  
through Johnson Consulting Group

“A Total Solutions Company”   

“The guys at JCG were 

invaluable in getting our  

loan package secured in our 

latest acquisition!  Their 

knowledge of the funeral 

industry was most helpful 

when talking with lenders.

Tom and Jake and their  

staff were key in assisting  

us grow our business  

through acquisition!

It really does help having  

help in presenting to lenders 

in this financial climate.   

The team at JCG helped  

us immensely.”Rick Allnutt
Allnutt Funeral Service

 

http://www.johnsonconsulting.com/
mailto:jjohnson@johnsonconsulting.com
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1015

Funeral Directors Research, Inc.
AMRA INSTRUMENT, LLC

623 N. Tower (P.O. Box 359)
Centralia,  WA 98531

“the shorter the supply line the better off you are”

WEB DIRECT GIFT & PRICING

TM
®

www.amrainstruments.com
www.preproomdirect.com

 Gary Finch is a licensed funeral director and embalmer in Texas. 
He founded Compliance Plus in 1992. Today, they represent over 
700 funeral homes and cemeteries in 37 states. Compliance Plus 
also serves as an advisory consultant for the International Order of 
the Golden Rule. For more information on Compliance Plus visit 
www.kisscompliance.net. Contact Gary by phone at (800) 950-
1101 or by e-mail at gfi nch@kisscompliance.net. 

By Gary Finch

OSHA OSHA 
 Compliance Compliance for giving employees annual hazard communications 

training when it was not required. No one has ever 
been cited for unnecessarily documenting formalde-
hyde training. Th e most frequent training related ci-
tation is for not giving employees the required train-
ing. Next, it is for not giving employees the required 
training in the required time. Th at means every twelve 
months (give or take a few days). If you stretch annual 
requirement to thirteen months, it invites a mild cita-
tion.
 In summary, over-training and over-documenting is 
nothing to worry about. Now if you happen to have a 
problem keeping secretaries, you may want to rethink 
requiring them to participate in the annual blood-
borne pathogen safety training. It’s just a thought. 
Note to employers: Don’t forget to give 2017 annual 
renewal training to your exposed employees.

“Who, When, What, 
Why and Where” 

Th e Straight Dope on Funeral 
Home Safety Training

 Even among funeral homes who do diligent training 
every year, failure to do the right kind of safety training 
is rampant. In some cases, they over-train. Th is is not 
a citable off ense. It does no harm. In other cases, they 
train the wrong people. Again, this is not a penalty. 
Some over-document while others under-document. 
Even that is okay if the employer provides the required 
employee safety training. Let’s dig inside OSHA train-
ing requirements.
 OSHA’s required annual training is a diff erent animal 
than initial employee training. It is only for empl oyees 
using respirators, or those exposed to formaldehyde, 
blood, or needles. After that, state regulations come 
into play. A few states require annual Hazard Commu-
nications training. Federal OSHA does not. In federal 

OSHA, training is required whenever a new hazard is in-
troduced into the workplace. 
 I see errors of a diff erent kind. Most are meaningless but 
they might surprise you. Many employers in this industry 
want to excel at compliance. Some insists that all employ-
ees monitor all the annual training that is off ered. What 
purpose does it serve for a secretary to sit in on formal-
dehyde safety training? It shows the employer is gener-
ous with employee time? More than a few are not. Do I 
think that kind of broad safety training is benefi cial? No. 
I would prefer that employers take the two hours a secre-
tary dedicates to bloodborne pathogen, needle stick and 
formaldehyde safety training and trade it for one or two 
hours of offi  ce safety training. While that would make 
more sense to me, putting the secretarial pool through 
the chain of infection of HIV is not something an OSHA 
inspector would ever criticize. 
 Over-compliance is common but it is never a problem 
with me. Do you document your annual formaldehyde 
training? It’s fi ne if you do but you cannot fi nd anything 
in the formaldehyde standard that requires you to docu-
ment annual formaldehyde training. Even so, I recom-
mend you document it. Interestingly, the bloodborne 
pathogen standard does require annual documentation. 
It even gets into documenting multiple areas. In the real 
world, one simple documentation does the trick. 
 Th ere is a reason I haven’t written about this in twenty-
fi ve years of regulatory consulting. No one ever got cited www.nomispublications.com
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Ribbon Cutting for the new Coleman’s Family Mortuaryf

Coleman’s Family Mortuary opens in Texas

WOODVILLE,TX— Own-
ers Kendall  and Patience 
Coleman are pleased to 
announce that Coleman’s 
Family Mortuary held 
their Ribbon Cutting Cer-
emony on November 10, 
2016 in Woodville. On 
August 20, 2015 Kendall 
and Patience stepped out 
on faith and purchased a 
building in Tyler County, 
formally an antique shop, 
and on October 4, 2016 they re-
ceived licenses to offi  cially operate 
as a funeral home in Texas.
 After closing on the building, 
the Colemans spent most of the 
next year converting the store 
into a funeral home. Th e em-
balming room and chapel, along 
with a family lounge and casket 
display room were created from 
the existing space.
 Th e Colemans are excited to 
open their doors to the commu-

nity. Serving families with the 
Love of God is their motto and 
that is the way they live and raise 
their four children. 
 Kendall graduated from Com-
monwealth Institute of Funeral Ser-
vices with an Associates Degree 
in Applied Sciences in 1999. Pa-
tience, with over 15 years in hu-
man resources and executive 
recruitment, maintains all back of-
fi ce duties. F uneral Director Mar-
vin Coleman, Kendall’s father, 

also attended Commonwealth Institute 
and became licensed in 1980. 
 “We believe that it is more of an op-
portunity to serve everyone who walks 
through our doors, than to sell to 
them,” said Coleman.

ONE STOP SHOPPING 
for new and used professional 

coaches and limousines

http://www.hearsehub.com/
http://www.nomispublications.com/blog.aspx
http://www.church-chapel.com/
http://www.amrainstruments.com/
http://www.preproomdirect.com/
http://www.kisscompliance.net/
mailto:gfinch@kisscompliance.net
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7011- 4
STORAGE RACK

7002- 4
CADAVER STORAGE RACK

NEW ITEM
DEPLOYABLE CADAVER 
STORAGE RACK

•Available in 4 tier only
•(6) Locking Casters 
•Collapses to about 1 foot
•Gray powder coated  

•INCLUDED FREIGHT APPLIES TO ORDERS $100 OR MORE AND SHIPPED WITHIN THE CONTINENTAL US ONLY 
•SPECIAL PRICING VALID ONLY DURING MONTH OF ADVERTISEMENT•MINIMUM ORDER OF $25.00•

Latex PF......................$6.50/ box    
$59.00 /case 

Nitrile PF......................$7.00/ box 
$64 .00/case   

Nitrile PF HD.....................$7.50/ box 
$69 .00/case   

100pcs/box

100pcs/box

50pcs/box

PREMIUM GLOVES
Available in S,M,L,XL 

OVES

STAINLESS STEEL 
EMBALMING STATION  
1036 -9M

DOUBLE SCISSOR
CADAVER LIFT 

M691 w/ 1036-R114

STAINLESS STTTEEEEEEEEEEEEEEEEL
EMBALMING STATION
1036 -9MMMMMMMMMMMMMMMMMM

(800) 410-0100                   www.mortechmfg.com      (626)334-1471 

Postmortem Thread
Waxed Nylon, White, 4 oz.
Only $13.00 each
Waxed Nylon, White /Brown, 1 lb. 
Only $25.00 each

Headrest  
Molded plastic,sturdy, reusable    
Only $44.00 each

Plastic Body Boards 
Only $ 166.00 per set 
(3) per set

Rochester-Pean Forceps  
(Artery Forceps) 
Straight forceps pricing shown

6.25” Long............$15.75
7.25“ Long............$18.90
8.0”   Long.............$21.20

Curved and Straight Available 

Operating Scissors  
Straight Sharp prices shown

4.5”….............$6.95
5.5”….............$8.95
6.5“..............$11.95

Curved, Sharp, Blunt, and various
combinations available

15 Gauge
3.5” long ...... $3.90 ea
4.0” long ...... $4.50 ea
5.0” long ...... $5.20 ea
6.0” long ...... $6.10 ea

19 Gauge
3.0” long ...... $2.05 ea

20 Gauge
1.5” long ...... $1.75 ea
2.5” long ...... $1.95 ea

12 Gauge
3.0” long ...... $3.40 ea
4.0” long ...... $4.50 ea 
5.0” long ...... $5.20 ea
6.0” long ...... $6.10 ea

13 Gauge
4.5” long ...... $4.95 ea
8.0” long ...... $7.20 ea
10.0” long .... $8.95 ea

Stainless Steel 
Hypodermic Needles
Luer Hubs with 
long lasting points

Three Piece 
Sterilization Sets

Solid Pan, Perforated 
Pan & Cover
20.75” x 12.75” x 4”H
Only $73.00 each
12.75” x 10.375” x 4”H 
Only $48.00 each
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Arterial Tube Slip 
Hub,Curved

3/32” x 4….............$12.95
3/16” x 4….............$12.95

1/8” x 4................$12.95

Infant Trocars
5/16” x 18” $64.95 

SL Trocars
3/16” x12” $54.95

Cavity Chemical
Injector 
Only $32.95 each

cars

Injector
Only $32.95 each

jj

Trocar Button
Applicator 

Only $12.00 each

Glass Hydrosight 
Only $78.95 each
Glass Hydrosig
Only $78.95 each

y gy g

Nasal Aspirator 
Only $19.00 each
Nasal Aspirator
Only $19.00 each

p

Non-Clogging 
Only $32.00 each

Stub Carotid 1/4”
Slip Hub, Curved 

1/4” x 4................$13.49

EMBALMING INSTRUMENTS

7
S

DOUBLE SCISSOR
CADAVER LIFT 

M691 w/ 1036-R114

N  

Arterial Tube Slip
Hub,Curved

pp

2” x 4….............$12.95
6” x 4….............$12.95
8” x 4................$12.95

Stub Carotid 1/4”Stub
p Hub Curvedp Hub, Curved SlipSlip
44” x 4................$13.49

 

http://www.mortechmfg.com/
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?
For answers to questions like this, ask about Market Research from MKJ Marketing.

Where should I build a new 
funeral home, how many 

cases will it do and 
how should it be marketed?

www.mkjmarketing.com  |  1-888-655-1566
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720.583.1886 Visit our idea gallery | duncanstuarttodd.com

THE FAN MAN, INC.

Fans   Calendars   Urns
Register   Books   Dresses

Advertising Specialties

John Mannion

“WHATEVER YOU NEED”

1-800-671-8280   Cell: 803-417-2940
Thefanman@comporium.net

bankersadvertising.com/thefanman 

 Owner and CEO Mark Pennington is a 1973 Magna Cum Laude 
graduate of Memphis State University and proudly served in the 
Marine Corps. He was a member of the Honor Guard/Marine Bar-
racks Eighth & I Washington, DC during the presidency of LBJ. Well 
known for his innovation and commitment to the funeral, ceme-
tery, and cremation industries, he earned the CCFE, CCrE and CSE 
designations of the International Cemetery, Crematory and Funeral 
Association. Mark served as Executive Vice President and COO for 
Superior Funeral Supply for 27 years refi ning his management ex-
pertise before starting HALO over 17 years ago. From 1999-2000, 
he served as President of the Casket & Funeral Supply Association. 
Since founding HALO, Mark has built one of the most innovative 
and unique product lines available today and his catalogs bring a 
wealth of profi table marketing opportunities to his customers.

By Mark Pennington

nity touch. Could you assign one staff  member to cre-
ate and update a Community Bulletin Board featur-
ing meeting schedules of Rotary, Lions’ Clubs, and 
other civic organizations? 
 What other ways can you demonstrate that you are 
part of the community? Get involved, the more you 
know about your neighbors, the more comfortable 
they’ll feel. And that is what you ultimately want – 
people thinking of you as a neighbor and friend. 

Marketing your Funeral Home 
Part 2 of 2: Th e Inside Story

 Last month we addressed the idea of fi rst impressions 
– what the outside of your building says about how 
you run your business. Th is month, we’ll go inside.
 First, ask this: Does my funeral home have a welcom-
ing feel? Are there professional people greeting visitors? 
Are they wearing identifying badges so you know they 
are staff ? Did the space seem light, cheerful, have a fresh, 
pleasant smell? Were the furnishings clean, carpets vac-
uumed? What about lighting? Are the drapes closed, 
gloomy low lights on, or red-tinged lamps everywhere? 
Lighting is one of the most important factors in estab-
lishing a “feel”. Attitudes have changed over the years. 
Today’s clients want the emphasis to be on celebrating a 
life lived, not on a loved one gone. You don’t want to be 
too solemn, people need relief from that. Create a nice 
ambience by providing a lighter atmosphere. 
 Music can add to that lighter feeling too. Here’s an 
example. Recently, I accompanied a friend to a Cancer 
Center for some testing. Th is could have been a scary, 
negative experience. But instead when we walked 

in here’s what welcomed us. Th e lobby was bright and 
cheerful, beautiful paintings on the wall, lots of light and 
in the center a grand piano with someone actually play-
ing live music–bright, happy music, lyrical and uplifting. 
 Ours is a people-oriented business, how can we make 
them feel like guests. What about your restrooms? Th ey 
should be showplaces with high-end amenities, not unlike 
a classy hotel. Imagine if you had a nice basket with scent-
ed soaps, hand creams and self-care items like hairspray. 
Th is says a lot. It tells your visitors how important they are 
to you. It’s an aff ordable change you can make today. 
 Look at public areas, do you off er premium coff ees, and 
teas or a stack of styrofoam cups, powdered creamer and 
a canister of sugar? Not very inviting. What if someone 
off ered you a Starbucks coff ee, and a selection of cream-
ers, in an actual coff ee cup? Wouldn’t you feel diff erent-
ly about that experience, than a “get it yourself ” tippy 
foam cup? You can buy dozens of mugs in a Dollar Store 
and they’ll make a better impression every time, than the 
foam cup. What about bottled water with y our fi rm’s la-
bel? Again, not an expensive purchase, but an impressive 
one, and easy to order!
 Visitors at a funeral home are usually not thrilled to 
be there, they look around – a lot. Sometimes to avoid 
the reason they’re there, sometimes because they feel awk-
ward. Give them something interesting to look at, art on 
the walls, or fl at screen TVs with a continuous loop shar-
ing the various unique services that you off er.  Could you 
dedicate a wall to showcase local artists? A nice commu-

Mark My Mark My 
 Words Words

www.nomispublications.com
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 Th e process to do so is referenced as creating an “Ethical 
Will”. Th is document ensures that the qualities that un-
derpin a company’s founder(s) are not lost on subsequent 
generations. An ethical will documents that values, be-
liefs and ethics are steadfast and hopefully, enduring for 
the business generation after generation.
 Th e ethical will is a great opportunity to preserve your 
legacy. However, creating your ethical will is not always 
an easy process, it requires a sorting out of the many 
qualities that more easily come to mind – integrity, trust, 
honesty, hard work – and instead rummage around more 
for those simple statements that truly capture the cultural 
pulse of the family. 
 A couple recommendations for your ethical will, based 
on years of experience:
1. Make it personal, write it in your own handwriting, 

consider creating a video or an audio recording – be 
certain to document and share your story.

2. Consider this a privilege and a responsibility to re-
cord, communicate and preserve your business lega-
cy, share history stories and provide guidance for the 
future.

 Your ethical will can establish a link in the chain of gen-
erations, passing on a legacy for the leaders of tomorrow 
from which to be guided. 
 While the Goering Center is dedicated to helping fam-
ily and private businesses carry on through generations, 
we are equally committed to helping businesses choose 
the best exit strategy. Penning your ethical will can help 
you envision the future of your company, while empha-
sizing the ethics and beliefs that you have practiced and 
that have made the company what it is. 
 An ethical will is another tool for communication and it 
is an imperative component in maintaining your legacy. If 
you are concerned about the direction, content or focus of 
your ethical will do not hesitate to ask for assistance, there 
are many trained professional organizations, like the Goer-
ing Center, that can guide you through the process. Next 
month let’s continue the discussion, by focusing on the 
task of seeking guidance and asking for assistance.
 Larry Grypp is president of the Goering Center for Family 
& Private Business, an affi  liate of the Carl H. Lindner Col-
lege of Business at the University of Cincinnati. Established in 
1989, Goering Center serves more than 400 members, mak-
ing it the country’s largest university based educational non-
profi t for family and private businesses. Th e Center’s mission is 
to nurture and educate family and private businesses to drive 
a vibrant economy. Find them online at goering.uc.edu.
 For assistance with succession planning and other issues 
unique to family businesses, visit the Goering Center website 
for a comprehensive listing of family business centers across 
the United States.

Family Business and Funeral Homes (Part 2) By Larry Grypp

Larry Grypp

 Transitioning your business to your successor can seem 
like a daunting task. Last month we stressed the need for 
communication and shared the steps to initiate your suc-
cession plan. Th is month let’s focus on you and your de-
sires for the company and for the legacy that you have 
built. How can you assure that your years of hard work are 
not forgotten or forsaken? 
 Succession of the business 
to your children is a huge 
step. As the owner and  per-
haps founder you want to 
be sure that the wisdom 
you’ve gained is shared, the 
company’s ethics and values 
you’ve lived by continued 
and the position and sta-
tus of the company main-
tained. Often these desires 
are taken for granted and 
it is assumed that the next 
generation will continue 
the status quo. 
 Once again the key to a successful succession is commu-
nication. Th ere is something to be said for going through 
the process of clearly articulating your values and ethics 
for the company – in writing – that sharpens then in your 
own mind, if not also in the hearts and minds of others. 

www.nomispubl i cat ions . com
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Inspiring art and words of Comfort

© Bonnie Mohr   © Rhonda Addison   Promo Code 8841

Call your Messenger Representative to find out more
about the entire collection.

      800-827-5151   
      www.messengerstationery.com

Full line of Coordinated Stationery

At Peace Go Rest High

RHONDA ADDISON

BONNIE MOHR

Family Tree
Water’s Edge

=
Easily personalize with 

our FREE software

All register books 8.25'' x 11.5''

featuring

Written by Vince Gill  ©1994 Benefit Music (BMI) All rights reserved  
Used by permission of Kobalt Music America, Inc.

Jessen Funeral Home provides 
Personal Service 

The Jessen Family

Whiteland Chapel

Whiteland Lobby

Trafalgar ChapelTrafalgar Lobby

Franklin Chapel

Franklin Lounge

Continued fr om Front Page
ness as Gorsline Brothers. 
In 1925, Ray and Claude 
bought the fi rm of Wood 
& Peck Funeral Home
in Lansing, MI. Both 
fi rms also operated am-
bulance services. In 1928, 
their brother, D. Howard 
Gorsline, joined the fi rm. 
Ray Gorsline was elected In-
gham County Coroner in 
1928 and held the offi  ce un-
til his death in 1955.
 John’s father earned a 
Bachelor’s Degree in Mor-
tuary Science from Wayne 
State University, and in 
1951 John’s parents, Doyle
and Gwen Jessen, bought 
their fi rst funeral home in 
Hillsdale, MI. In 1959, 
they decided to build a 
new funeral home on the 
west side of Lansing, which 
was sold in 1976.
 John realized he want-
ed to be a funeral direc-
tor in 1992 and set out to 
achieve that goal. He grad-
uated from Worsham Col-
lege of Mortuary Science in 
Wheeling, IL in 1994. Af-
ter working at a funeral 
home in Indianapolis, IN, 
John and Suellen decided 
to build their own funer-
al home. In 1999, Jessen 
Funeral Home opened in 
Whiteland, IN. Th ey add-
ed the Franklin Chapel in 
2005, followed by the Tra-
falgar Chapel in 2013.
 Jessen Funeral Home 
is “dedicated to person-
al family service.” A fi re-
place in a large open lob-
by area welcomes families 
and friends. Th ey also have 
a children’s room with toys 
and a comfortable rock-
er. “We feel that it is im-
portant that children be 
with their families during 
the death of a loved one,” 
said Jessen. Th e main cha-
pel has seating for up to 
200, and features a family 
room. Th eir smaller chapel 
seats around 80. Th e fam-
ily lounge provides a large kitchen area for 
coff ee and food.
 “Four generations of my family have 
owned funeral homes, so the tradition of 
serving is deeply rooted. My family’s phi-
losophy of service is simple: personal fam-
ily service,” said Jessen. “Th is philosophy 
has been cultivated over 100 years of fam-
ily funeral service, knowledge and history. 
We strive to provide fu nerals with dignity, 
loyalty and personal service with reason-
able and aff ordable service options.”

http://www.messengerstationery.com/
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100% all natural cotton jewelry and presentation bags starting at $1.  each. Customers 
comment that our product never harms the finish on the urns they place inside. 10 bag 
minimum order quantity. Embroidery is generally sourced from your local provider. Several 
different sizes and colors available. Unfair competition will not be tolerated.

Best kept industry secret!

ural cotton jewelry and presentation bags starting at $1. each. Cust
at our product never harms the finish on the urns they place inside 10

WWW.URNBAGS.COM   888.450.7727

Are you curious?

WWW.URNBAGS.COM     651.450.7727
100% all natural cotton jewelry and presentation bags starting at $1.55 each. Customers 
comment that our product never harms the fi nish on the urns they place inside. 10 bag 
minimum order quantity. Embroidery is generally sourced from your local provider. Several 
different sizes and colors available. Unfair competition will not be tolerated.
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  March Specials

8” Gold/Silver Crucifi x

Original Price: $15.75

Sale Price: $13.40

Johnstown Hearse Rental and 
Funeral Supply

Serving the funeral industry since 1954

www.jtownhearse.com
800-452 -2249

Personal Urn Cover
Available in Blue, Green, 

Burgundy

Original Price: $8.25

Sale Price: $6.00

By Jim Starks, CFuE, CCrE

 Jim Starks, CFuE, CCrE, is President of J. Starks Consulting in Lutz, 
FL, and a nationally-recognized trainer on funeral home and crema-
tory risk management.
 He used his experience in both funeral home and crematory oper-
ations and risk management, combined with his involvement with 
funeral homes of all sizes and geographies, to become an author-
ity at controlling risk and loss in the death care industry, providing 
lectures and presentations to private fi rms, as well as regional, state 
and national associations. He also conducts private audits and risk 
assessments to independent funeral homes and crematories in the 
US and Canada, often identifying ways to save or generate thou-
sands of dollars of profi t.
 Jim is a Michigan and Indiana Licensed Funeral Director and 
Embalmer and ICCFA- and CANA-certifi ed crematory operator, as 
well as Dean of ICCFA University’s College of Cremation Services. He 
is a graduate of the University of Wyoming, the Mid-America School 
of Mortuary Science, and the ICCFA University. For more information 
on risk management in the death care industry, visit jstarksconsulting.
com. Contact Jim at (813) 765-9844 or jim@jstarksconsulting.com.

Initial Steps to 
Reduce Cross-Contamination

 Th e death care profession has changed signifi cantly in the 
past 40 years. But the concept of universal precautions when 
dealing with cross-contamination is frequently overlooked. 
 Th is is important because – when ignored – the entire fa-
cility may be contaminated, creating long-term eff ects that 
spill over to the facility’s staff  and the community it serves.
 Th e cross-contamination discussion begins with the 
stretchers used to make removals. Th e stretchers are taken 
into morgues and hospitals, long-term care facilities, and 
residences to transport deceased. Th ey are then placed in 
removal vehicles, which often have carpeted fl ooring, be-
fore the stretcher arrives in the embalming room or an-
other area to transfer the deceased onto an embalming or 
dressing table or refrigeration tray. 
 Addressing the cross-contamination from transportation 
begins with the stretcher wheels, which must be disinfected; 
they are likely the home of unknown pathogens. Next is the 

Protecting Protecting 
Your Families Your Families 
and Businessand Business

cations must analyze their facility and develop policies 
and procedures to reduce the level of possible cross-
contamination, including what areas and equipment 
must be disinfected with an appropriate chemical or 
treatment on a regular basis. Th is process must be doc-
umented when completed to maintain accountability 
in the work environment.

fl oor in the removal vehicle. Many funeral homes use 
their removal vehicle for general purposes as well. Th e-
oretically, anything placed in the back of the van could 
be contaminated with unknown pathogens. Even the 
route the stretch er is taken through in the facility must 
be disinfected to prevent cross-contamination. 
 Continuing with the stretcher, the mattress should 
be sprayed with disinfectant after each deceased is 
transferred. And even as important, the stretcher 
cover and the metal tubing the stretcher is made of 
must be considered. Disposable gloves should always 
be used when making the transfer from the place of 
death, but during the transfer the stretcher is adjust-
ed with the gloves on, which can transfer pathogens 
from the deceased to the frame. 
 Th is creates more problems: Many times the stretch-
er is moved without the protection of disposable 
gloves, and the person does not wash his or her hands 
immediately. Worse yet, he or she moves the stretcher 
then handles paperwork for the deceased – paperwork 
that is then taken to the offi  ce for processing. 
 Another opportunity for cross-contamination is 
shoes worn by staff . A majority of embalmers em-
balm in their everyday shoes without any protective 
covering. When they complete their work they re-
move their personal protective equipment, hopefully 
wash their hands, and proceed into the general pub-
lic area with those shoes. Now the facility may be 
cross-contaminated. 
 Because this list of opportunities for cross-contam-
ination is not nearly exhaustive, it shows only a few 
ways that cross-contamination tends to happen. Lo-
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ciation (NFDA) designed to increase compliance with the 
Funeral Rule. All the homes found in violation during the 
past two years have chosen to enter the FROP rather than 
subject themselves to the possibility of an enforcement law-
suit seeking civil penalties of up to $40,654 per violation. 
Th e FROP provides participants with a legal review of the 
price disclosures required by the Rule, and on-going train-
ing, testing and monitoring for compliance. Funeral homes 
that participate in the program make a voluntary payment 
to the U.S. Treasury in place of a civil penalty, and pay an-
nual administrative fees to the NFDA.
 Th e results of the FTC 2015-2016 undercover inspections 
for price list disclosures by region are as follows:
• In Bakersfi eld, California, none of the 10 funeral homes 

inspected in 2016 failed to make a price list disclosure;
• In Atlanta, Smyrna and Marietta, Georgia, one of the 10 

funeral homes inspected in 2015 failed to make a price list 
disclosure;

• In Detroit, Warren and Ann Arbor, Michigan, 10 of the 
15 funeral homes inspected in 2015 failed to make a price 
list disclosure;

• In St. Louis, Missouri, three of the 16 funeral homes in-
spected in 2015 failed to make a price list disclosure;

• In Alamogordo and Roswell, New Mexico, nine of the 14 
funeral homes inspected in 2016 failed to make a price list 
disclosure;

• In Bismarck, North Dakota, none of the six funeral homes 
inspected in 2016 failed to make a price list disclosure;

• In Oklahoma City, Oklahoma, four of the 34 funeral 
homes inspected in 2015 failed to make a price list dis-
closure;

• In Fairfax, Loudoun and Prince William Counties in Vir-
ginia, two of the 17 funeral homes inspected in 2016 
failed to make a price list disclosure; and

• In Tacoma, Washington, two of the 11 funeral homes in-
spected in 2015 failed to make a price list disclosure.

 Since the FROP began in 1996, the FTC has inspected 
more than 3,000 funeral homes and found 530 homes 
with violations. In addition, the FTC identifi ed a num-
ber of homes, within the nine states, with only minor 
compliance defi ciencies. In such cases, the FTC requires 
the funeral home to provide evidence that it has corrected 
the problems.
 Th e FTC educates consumers in English and Spanish 
about their rights under the Funeral Rule, and provides 
guidance to businesses in how to comply. For more infor-
mation, read Shopping for Funeral Services, Paying Final 
Respects, Your Rights When Buying Funeral Goods and 
Services, and Complying with the Funeral Rule.
 Th e Federal Trade Commission works to promote competi-
tion, and protect and educate consumers. You can learn more 
about consumer topics and fi le a consumer complaint online 
or by calling 1-877-FTC-HELP (382-4357). Like the FTC 
on Facebook, follow us on Twitter, read our blogs and sub-
scribe to press releases for the latest FTC news and resources.

FTC Undercover Inspections of Funeral Homes in 
Nine States Prompt Compliance with Funeral Rule 
Disclosure Requirements 
WASHINGTON,DC— Federal Trade Commission investi-
gators working undercover in nine states found failures to 
disclose pricing information to consumers, as required by 
the FTC’s Funeral Rule, in 31 of the 133 funeral homes 
they visited during 2015 and 2016.
 Th e FTC conducts undercover inspections to ensure 
that funeral homes comply with the Funeral Rule. Issued 
in 1984, the Rule gives consumers im portant rights when 
making funeral arrangements. Key provisions require fu-
neral homes to provide consumers with an itemized general 
price list at the start of an in-person discussion of funeral 

arrangements, a casket price 
list before consumers view 
any caskets, and an outer 
burial container price list 
before they view grave liners 
or vaults. Th e Rule also pro-
hibits funeral homes from 
requiring consumers to buy 
any item, such as a casket, 
as a condition of obtain-
ing any other funeral good 
or service. By requiring the 
provision of itemized pric-
es, the Funeral Rule enables 
consumers to compare pric-
es and buy only the goods 
and services they want.
 Funeral homes that vio-
late the price list disclosure 
requirements for the fi rst 
time can enter the Funer-
al Rule Off ender’s Program 
(FROP), a training pro-
gram run by the Nation-
al Funeral Directors Asso-
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HUGE 
SAVINGS!

CREDIT CARDS ONLY: VISA/MC

Mark Pennington
Owner / CEO

HUGE
SAVINGS!

Phone: 330-425-3800 • Fax: 330-425-4221 • www.halointlcorp.com

REG. PRICE: $59.50 ea.
YOUR PRICE: $29.75 ea.

35-797 Unity IV w/80-183R 
3-Bud Stem Rose

35-684 w/80-108R       35-684 w/80-109R         35-684 w/80-110R        35-684 w/80-117R
Praying Hands Rose Cluster              Doves in Flight        Coastal Lighthouse

35-684 w/80-183R      35-684 w/80-187R    35-684 w/80-274R     35-684 w/80-641R      35-684 w/80-185R    35-684 w/80-617R
Three Bud Rose Cross and Rose Sunset          Angel w/Crossed Arms Nautica Simple Cross

$39.75 ea.$39.75 ea.

$29.75 ea.$29.75 ea.
HARDWOOD With Bronzetone Applique

The biggest urn
distributor 

you’ve never 
heard of. . .

MINIMUM 4 UNITS.

GOLD POWDER-COATED STEEL

Basic Box 35-684 w/80-112R 
Wreath w/Bow

ORDER NOW, DISCOUNT EFFECTIVE THRU MAY 31, 2017

With Bronzetone Applique: MINIMUM 4 UNITS

REG. PRICE: $79.50 ea.
YOUR PRICE: $39.75

35-797 Unity IV
w/80-187R

Cross and Rose  
35-797 Unity IV

w/80-108R
Praying Hands  

35-797 Unity IV 
w/80-110R 

Doves in Flight   

35-797 Unity IV 
w/80-112R 

Wreath  w/Bow

Time may be only a 
moment so keep a 
memory

Necklace Urn Pendants

for an Everlasting Keepsake.

Urns hold a portion of the cremains.

Sterling Silver and Gold  pieces in stock.

ORDERS OR CATALOG:
www.cremationkeepsakes.com
cremationkeepsakes@comcast.net

877-303-3144

CREMATION KEEPSAKES

SCI Declares Quarterly 
Cash Dividend

 Ross wants to show others that the funeral industry is 
a respectable industry to be in, not only to leave a last-
ing legacy for the families, but to also give an individual’s 
family a lifetime of beautiful and wonderful memories of 
their loved ones.

By Elleanor Davis Starks, CFSP-CCA-CCO, 
Founder of 100BWFS, Inc.

Scholarship was created to honor the legacies left behind by professionals 
of the industry who made a difference for those following in their footsteps 
in funeral service. They left a roadmap to success for family members who 
wanted to continue that legacy by encouraging our funeral colleagues to 
do the same for the next generation of caregivers through the gift of fu-
neral education. The generation before us always believed that “We make 
a living by what we get, but we make a life by what we give. The 
fi rst job of leadership is to help people see their signifi cance.” 
 The 100 BWFS Scholarships are non-discriminatory and are for the ben-
efi t for all mortuary students around the nation, who have completed half 
of their graduation requirements. Since 1993 we have given hundreds of 
scholarships to deserving students who are successfully licensed and work-
ing in various roles in the industry. They are owners, licensed funeral direc-
tors and embalmers, pre-need counselors, sales and offi ce managers, and 
program directors. They have CFSP, CPC and lots of designations behind 
their names. So we want to say thank you to our Memorial Scholarship 
Donors, thank you Corporate Scholarship Donors, thank you to our Annual 
Scholarship Families, and thank you to our fu-
neral colleagues who are not able to sponsor 
a scholarship but make a donation because 
they care about the future of the funeral ser-
vice profession. They know that helping oth-
ers achieve their goals helps us to achieve our 
personal goals as well. In the coming months 
we will introduce you to our wonderful and 
caring Scholarship Donors as well as our gift-
ed and deserving mortuary science students 
from around the nation. 

Scholarship Scholarship 
Donors & Donors & 
RecipientsRecipients

 The 100 Black Women of Funeral Service, 
Inc. was founded in 1993 with the purpose of 

leadership recognition, scholarship donation for 
promising future Funeral Service/Mortuary Science students, and mentoring 
to build funeral service relations and a stronger network for women who 
had chosen Funeral Service as their Profession. The 100 BWFS Memorial 

HOUSTON,TX— Service Corporation Internation-
al (NYSE: SCI) announced that its Board of Directors 
approved a quarterly cash dividend of thirteen cents per 
share of common stock. Th e quarterly cash dividend an-
nounced is payable on March 31, 2017 to shareholders of 
record at the close of business on March 15, 2017.
 At December 31, 2016, Service Corporation Interna-
tional owned and operated 1,502 funeral homes and 
470 cemeteries (of which 281 are combination loca-
tions) in 45 states, eight Canadian provinces, the District 
of Columbia, and Puerto Rico. Th rough their business-
es, they market the Dignity Memorial® brand which of-
fers assurance of quality, value, caring service, and excep-
tional customer satisfaction. For more information visit 
www.sci-corp.com or www.dignitymemorial.com.

Dr. Edith Churchman

Nakeia Ross

Recipient Nakeia Ross has passionately yearned to pursue a 
career in mortuary science since the age of twelve. Th rough-
out her experiences, she would argue that education is the key 
ingredient and the critical driving force for being successful in 
the funeral business. Enrolling in the mortuary science pro-
gram at the American Academy McAllister Institute of Funeral 
Service in New York has paved the way for her to study the 

funeral business at a distance 
from her home in Denver 
and still maintain a home, 
and a work life. 
 Ross chose the funeral in-
dustry because it’s her life 
calling, she genuinely loves 
helping families and serv-
ing the community in their 
time of need. “Being in that 
role during that moment, 
can help a family during 
their most diffi  cult time in 
life–would be a badge of 
honor–that I would wear 
proudly,” says Ross. 

Donor: James E. Churchman Jr Funeral Home
 For Dr. Edith Churchman, CFSP it all began in 1863 
generations before her, with the birth of her great grandfa-
ther James E. Churchman when he decided to leave Vir-
ginia to make a move to New Jersey to further his goals 
of establishing his own business and have a positive im-
pact on the lives of men and 
women of color. Church-
man was a businessman, 
minister, poet, author, and 
social activist. However, 
Rev Churchman’s greatest 
accomplishment and lega-
cy, which has spanned over 
100 years, was the establish-
ment of his funeral home 
in 1899. He died in 1917 
and the torch was passed 
on to his wife and his son. 
History refl ects his son J. 
E. Churchman, Sr, was a 
charter member of the In-
dependent Funeral Directors 
Association, a forerunner of the National Funeral Directors 
and Morticians Association. J.E. Churchman’s son James 
E. Churchman, Jr, decided to enter the profession after 
serving in the United States Navy during World War II 
and eventually opening a separate facility. He attended the 
American Academy McAllister Institute of Funeral Service.

CONTINUED ON PAGE A21
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ASSIGNMENTS PAID WITHIN 24 HOURSASSIGNMENTS PAID WITHIN 24 HOURS

Yes, it’s that easy!

CALL TODAY FOR YOURCALL TODAY FOR YOUR
RISK-FREE CONSULTATIONRISK-FREE CONSULTATION

800-430-7935
www.betacapitalcorp.com

• Professional courteous service
• No chargebacks
• Training for you and your staff
• Frequent status updates
• Free overnight check or direct deposit

 Contact Michael at
800-430-7935 and fi nd 

out how easy it is!
Don’t let assignments be the death of your
business. Beta Capital simplifi es the challenge
of collecting on assignments so your business 
has the cash it needs... TODAY! 
Beta Capital makes it as easy as pie 
to eliminate receivables, avoid 
risk and increase cash fl ow.

By MaryAnne Scheuble

Designing 
WomanWoman

Step Into 
My Offi  ce

 A family has just arrived to meet with you. You of-
fer coff ee and graciously invite them into your offi  ce 
or consultation space to discuss plans. While waiting 
they may anxiously fi dget, grip documents or fi nger a 
loved one’s jewelry. Th ey look around and study the 
surroundings. “So, THIS is what a funeral home or 
cemetery offi  ce looks like!” they think. Hmmmm. 
 Your professional attire and demeanor may  inspire 
trust but is that mirrored in the offi  ce or consultation 
space? Does your physical space refl ect the same care and 
attention to detail you exhibit every day? What conclu-
sions might someone draw from a visit to your offi  ce?
 We know that fi rst impressions can build or erode our 
trust. Being human we make judgements based on what 
we see and feel. For example, think of any medical or legal 
offi  ces you’ve visited and remember how you felt in ones 
that were sparse, cluttered, dated – or nicely decorated. 
 A dated medical offi  ce causes me to think that the doc-
tor might not be current in his knowledge or that he is 
cheap. Using his offi  ce as a measure of his thought process, 
I would fear that he might not consider a more expensive, 
newly proven, less invasive treatment. 
 A well-designed offi  ce can improve your company im-
age, enhance productivity and help to certify you as a 
top-notch professional. Well-planned, organized offi  ce 
space is also benefi cial to your staff . Studies show that crowd-
ed spaces make people unhappy while good offi  ce layouts 
increase effi  ciency. 
 If this is not an area of expertise, you may want to bring 
in a Professional Offi  ce Designer. Th ese designers study 
traffi  c patterns, work movements, storage capabilities, 
lighting, usable open spaces, capacity (people and stuff ), 
technology needs and décor. A fl oor plan is essential. 

 Offi  ce designers are alert for how an offi  ce ‘speaks’ for a 
business. To be your own offi  ce designer, evaluate:
Lighting 
• Natural lighting from windows increases productivity and 

enhances mood.
• Appropriate task lighting for paperwork and computer ar-

eas reduces eye stress. 
• Ambient lighting from overhead or wall lights should not 

create dim, shadowy areas.
Defi ned offi ce spaces
• Each person should have ‘home base’ for detail work and 

fi le management.
• Be mindful that ‘open offi  ce’ spaces are distracting and 

noisy. 
• Desktop storage for each person organizes work fl ow.
• Wall-mounted storage works well for small offi  ce spaces.
• Off -site (or out-of-offi  ce) storage for older fi les frees up 

valuable space.
Other important considerations
•  Good traffi  c patterns prevent ‘fi le cabinet congestion’.
• Avoid stress and injury with appropriate furniture and 

storage.
• Attractive design honors your employees and guests alike.
• Display only a few personal items.
• Hide those cords – no snake pit tangles of wires!
• Locate ‘action boards’ (chalk boards) in private areas.
• Keep work area CLEAN (snacks in drawers).
• Ask for employee input!
 To note - Physicist Albert Einstein was known to have an 
exceptionally messy offi  ce. If, like him, you need a ‘creative 
space’, close the door – just as there’s no need to welcome 
guests to a room where the ‘magic’ is created.
 Ideally, the offi  ce layout should refl ect company culture and 

 MaryAnne Scheuble, graduate of Wheeling Jesuit University, is 
the Hekman furniture specialist to the memorial industry. Her de-
sign experience began in the fabric industry which served as a great 
basis for the transition to Interior Decorator with Ethan Allen in 
Pittsburgh, PA. After 5 years in the education fi eld, she began her 
career with Cressy Memorial Group. For more than 10 years she 
has worked with funeral and cemetery business owners, managers 
and marketing directors as well as interior decorators. Her credits in-
clude presenter at ICCFA, two-time speaker at OFDA, author of ar-
ticles for The Independent, ICCFA Magazine, and regular columnist 
for Funeral Home & Cemetery News. A proud mother of two sons 
who are best friends, she currently resides Mishawaka, IN. Contact 
MaryAnne by email at MaryAnne@cressymemorial.com or call 866-
763-0485.
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goals. Stick with a theme that echoes throughout your 
facility i.e. ‘traditional’, ‘Zen’, ‘contemporary’, ‘local col-
or’, etc. Great offi  ce design bespeaks of good organization-
al skills, timely action, clear thought processes, and invit-
ing spaces. 
 Visitors will judge – just from looking at your offi  ce - 
that you run a well-managed operation which honors 
employees and visitors alike. Your offi  ce should speak 
loud and clear that “Th is is an effi  cient, updated place 
where arrangements and memorialization are han-
dled with compassion as well as attention to details.”

 Don’t forget to enter the INTERIOR DESIGN AWARD 
for Best Conversation Area. Find Entry Information on 
Page A36. Enter NOW! 

Offi ce Don’t – Don’t expect people to work here! Offi ce Do – Do promote professionalism with offi ce design.

How Much is a Funeral Director Worth?
By Scott O’Rourke and Cristina Terc

 Our Board of Directors for a nonprofi t 
called Array of Hope was recently asked 
to decide how much to pay our Executive 
Director. It was a bit tricky (not as tricky 
as insurance assignments but…). Funeral 
home owners probably struggle with how 
much to pay themselves too. As a funeral 
home owner, you have the responsibility 
of deciding how much is right for you and 
your business.
 You will need to earn enough from your 
funeral home or cemetery to cover your 
personal expenses and retirement, without 
requiring unnecessary fi nancing for your 
fi rm. Th e answer will be diff erent for every 
funeral director, but here are some topics 
to consider.

How Much is a Funeral Director Worth?
 When we decided on a salary for Array 
of Hope’s Director, we researched what 
competitive salaries were in the market-
place. We also compared earning capac-
ity for this position and experience with 
other businesses of this type. You can fi nd 
what other funeral homes are paying their 
director and other functions such as “Fu-
neral Home Director”, “Funeral Home 
Manager”. Search Indeed.com, and other 
employment sites for reference.

How Much Can Your Funeral Home Af-
ford to Pay its Owner?
 Even funeral directors want to make 
as much money as they can (surprised, 
right?). Start by looking at where you can 
improve. What are your accounts receiv-
ables? Are you accepting insurance assign-
ments? Are you able to convert your receiv-
ables into cash by having an experienced 
company process and fund your insurance 

assignments? If so, you have forever con-
verted your receivables into cash, a big cash 
win for your funeral home.
 Next, take a look at your business as if 
you were buying it. Look at what the to-
tal fi nancial benefi t is to the director. Th en 
subtract necessary funds for capital im-
provements such as limousines, building 
improvements, equipment, etc. What is 
left might be in the ballpark of where your 
funeral home can pay.

Do Funeral Home Directors Retire?
 Every funeral director/owner must have a 
retirement plan. Th e amount you’re able to 
save can depend on how you pay yourself. 
Th e owner salary has a direct impact on re-
tirement savings. For example, if a funeral 
home owner has a SEP IRA, 25% of his 
compensation can be contributed. A lower 
salary will reduce the possible contribution.
 Having a good insurance assignment 
funding company on your team is essential 
to maximizing insurance and increasing 
revenue and profi t. Funding companies are 
generally very knowledgeable; they verify 
and fund thousands of policies and many 
fund your funeral home the same day. 
 Th e authors are the founders of Trini-
ty Funeral Funding, an insurance assign-
ment funding company that provides same 
day verifi cation and funding of life insur-
ance assignment claims exclusively for fu-
neral homes. Trinity Funeral Funding is a 
family owned company located in New Jer-
sey, 201-750-1117. Cristina Terc has veri-
fi ed and processed thousands of insurance as-
signment claims for funeral homes and is an 
expert in resolving even the most complicated 
insurance claims including, group, federal, 
employee, union or individual policies.   
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“The Original Casket
& Vault Combo”& Vault Combo”

www.mccordcasketsandvaults.com  Email: mccordcasketsandvaults@yahoo.com
 PO Box 646, Bowling Green OH 43402

Independent & Family Owned
Since 1945

Independent & Family Owned
Since 1945

Order direct at:
1-800-782-8249

Free UPS Ground Shipping

1'  $140
2'  $290
3'  $350
4'  $460

Model contracts. Legal consultations. Sample forms. 
Discounts on multiple products and services  

such as performance surveys. 

ICCFA membership has its benefits.  
Reacquaint yourself with your association and see 

what benefits you can take advantage of by visiting 
www.iccfa.com/benefits

iccfa.com/join Membership That Matters.

2016-2017 Scholarship Donors 
and Recipients

Lady Madonna

Continued fr om Page A19
In 1976 James E. Churchman, III and Edith C. 

Churchman, another generation, stepped up to the 
plate and both received their funeral service license as 
funeral directors and embalmers from the state of New 
Jersey. At the time, they became the only fourth gen-
eration and African American family owned business 
in Essex County. Currently, the James E. Church-
man, Jr Funeral Home is happy to employ James 
E. Churchman, IV, son of James III and Brandon J. 
Churchman-West, son of Edith. Edith states that they 
trust yet another generation of Churchman’s will serve 
with diligence, compassion, and sincerity, following 
this story of service from horse to airplane, from pen 
to computer, from fathers to sons to daughter, from 
generation to generation. 

Donor: Madonna Multinational Home for Funerals
 It was August 1984 
when Donna R. George
arrived at the NFD&MA 
Convention in New Or-
leans, with a dream in 
her head and hope in 
her heart of opening her 
own funeral home in her 
hometown. Passaic, NJ 
was becoming a melt-
ing pot for multi-cultur-
al families that called it 
home. Madonna says, “I 
was in town not only to 
attend the convention 
but to search for a name 
for my new funeral home, 
a place that would serve 
all nationalities of peo-
ple. I read every sign that 
I passed and looked for a 
sign that would refl ect my 
vision and I asked every-
one for their input and 
any ideas if they took 
the time to listen. I real-
ized there was a barrier 
to break that would in-
vite them because blacks 
went to blacks for service, 
whites went to whites, 
and so on and I wanted 
them to all come to me at 
the new Madonna Multi-
national Funeral Home 
of Passaic.”

Madonna opened her 
doors in August 1985. 
It was named Madonna 
in honor of the mother 
and child. She changed 
her name officially to 
Madonna in 1992 and 
served hundreds of fam-
ilies of all races and na-
tionalities including Pol-
ish, Russian, Africans, 
Yugoslavians, Chinese, 
and of course Hispan-
ics and this is just a short 
list. Her doors are open 
to all of God’s children 
with honesty, love, cul-
tural ideas and ethics.
 Madonna is a wonderful 
role model for women en-
tering the mortuary pro-
fession and has served as 
mentors in the Lottie K. 
Weldon Mentoring Pro-
gram for the 100 BWFS 
organization and gotten 
rave reviews from the stu-
dents. Th e 100 BWFS 
would like to thank Ma-
donna for her many con-
tributions to the wom-
en of funeral service; her 
dedication to give to oth-
ers, for the ability to not 
be afraid to teach others 
what is expected of them, 
and for honoring her 
mother and grandmother 
through the gift of funeral 
education. 

SEND US YOUR NEWS
PO Box 5159, Youngstown, OH 44514

Fax (800)321-9040 press_releases@nomispublications.com

 

http://www.iccfa.com/join
http://www.mccordcasketsandvaults.com/
mailto:mccordcasketsandvaults@yahoo.com
http://www.iccfa.com/benefits
mailto:press_releases@nomispublications.com


Page A22 MARCH 2017FUNERAL HOME & CEMETERY NEWS S ec ti on  A

 Todd Van Beck is a person who has had a half-century love affair 
with both funeral and cemetery service. He willingly admits that he is 
no “expert!” but also quickly admits that there is nothing about this 
work and life that he does not enjoy, and have intense interest in. 
Todd says: “I have never done a day’s work in my life, it has all been 
fun and interesting.” Todd has been an active writer and speaker 
internationally for many decades covering most every topic that is 
relevant to our profession. Mr. Van Beck grew up in Southwestern 
Iowa, and declared at the young age of 5 years old that he would 
become a funeral director when he grew up. He is still growing up, 
still learning, still trying to make some kind or worthy contribution to 
his beloved profession. Todd has operated funeral homes, cemeteries 
and mortuary colleges, and confesses that he has been a vagabond 
throughout his career, simply because he wanted to see the world. 
Todd is the Director of Continuing Education for the John A. Gupton 
College in Nashville, and his wife, Georgia, R.N., is a Clinical Director 
for Alive Hospice also in Nashville.

By Todd Van Beck

Exploration

 It is fascinating to realize that most experienced funer-
al directors use many psychological and counseling inter-
viewing techniques that therapists use every day. Th e pro-
cess of using exploration in the funeral interview is a prime 
example of this. 
 Exploring with our families is most often the main body 
of the funeral interview. Much time is spent mutually ex-
ploring and translating what is meaningful to that family. 
Th ese translations are worth exploring, and they just might 
be valuable to you! 
 I believe most funeral directors excel at having and using 
a myriad of  life experiences in the funeral interview wheth-
er they are aware of this resource or not. 
 Help yourself by using your past funeral interviews as 
guideposts – think about them, discuss them with other 
funeral colleagues and supervisors. Possibly taping and lis-
tening to your own interviews and those of others. In other 
words systematize your life experience, and make that sys-
tem part of your life-long learning.
 Every funeral interview certainly should be diff erent. If 
we get stuck in routine habits the consequences can be ex-
tremely distasteful to both the funeral professional and the 
bereaved family, resulting in a domino eff ect creating a di-
luted and shallow overall ceremonial and ritualistic experi-
ence. In our profession this is never good. 
 It is appropriate at this juncture to mention a few words 
about the easily untapped wisdom of the veteran funeral 
professional. 
 We live in a time that seems to worship youth. Worship-
ping of the young, while trendy and attractive, has inherent 
risks attached, particularly when we are exploring some-
thing as important, dramatic, and sensitive as the conse-
quences of the death of a human being.
 In the critically important step of funeral interview explo-
ration the veteran funeral professionals have one great ad-
vantage over their youthful compatriots. Th e funeral road 
is not new to the veteran, in fact, they are still on it, and it 
is still taking them places. Th e risk of youth is they some-
times think that the funeral rules have changed. In many 
ways they have, but the veteran is keenly aware of the risks 
involved in moving too fast, too quick and in fi ddling with 
customs and community standards simply based in the im-
mature notion of just changing things. 
 Th ere is an old Iowa farm saying: “Better not take the 

fence down before you understand why it was put up in the 
fi rst place.” Changing things simply for the sake of change 
often translates in going from nothing to nothing. 
 Th e wealth of knowledge and wisdom that most veter-
an funeral professionals possess needs to be shared with the 
youth who are entering funeral service.

The funeral experience is a journey not a destination.
 I would like to share an account of one of the many bone-
headed mistakes that I have made in my life and career. Th e 
only comforting aspect of this story is that it happened 45 
years ago!
 I worked for a veteran funeral director who was highly re-
spected and beloved in our community. Looking back I realize 
he possessed some magnifi cent gifts. He was a master at explor-
ing with other human beings. While he never called it explor-
ing, he was highly skilled at asking good questions, and then 
being still, and allowing the exploring process to take its course. 
 We were called out on a suicide. When we arrived at the 
residence it was clear the poor man had taken his own life. I 
hadn’t been exposed to many suicides and was unnerved by 
what I saw and what I was asked to do – but step up to the 
plate I did, because I wanted to be a good funeral director.
 My job during the calling hours was to be the attendant at 
the front door, a job I loved (anyway back then I did). Stand-
ing there in my dark suit, trying desperately to look highly 
dignifi ed, my chronic acne always gave away my youth.
 My employer had been in and out of the chapel all after-
noon, and I noticed that he really didn’t say much. However 
the widow couldn’t stop talking.
 My employer notifi ed me that he had to step out for a mo-
ment and do a personal errand. I was given strict instruc-
tions to watch my p’s and q’s, which was code to keep my 
mouth shut.
 I well remember the moment I saw his car leave the park-
ing lot and I had a very stupid and dangerous thought, “I 
am now in charge!” I started strutting around the funeral 
home like I was the Archduke of Death. Today I am embar-
rassed to think how ridiculous I looked and acted. 
 Th e widow of the decedent came to me and with tears run-
ning down her cheeks asks me, “Why do you think he did it?”
 I proceeded to tell her straight away why I thought he did 
it. I was a kid talking, it was insensitive, it was highly opin-
ionated, it was unkind, and looking back it was totally un-
necessary, because in truth I wasn’t in the least interested in 
exploring anything with her – hell I didn’t even know what 
exploring was, even though I had watched my employer do-
ing it with her all afternoon. 
 My employer returned and the widow pulled him aside. I 
stood by the front door knowing by the look on his face and 
the blood draining from his lips, that I was in big, big trouble.
 After the widow left my employer motioned me to his of-
fi ce. I hated those moments in my life, but in truth I de-
served most anything he was going to say to me. Instead of 
a scolding, he looked at me and said, “Todd you are terribly 
young. Next time just listen, and then walk with them. Ask 
them questions, but keep your high level opinions to your-
self. Th e funeral experience is a journey not a destination.”

 He was talking about taking the time and being sensitive 
to the process of exploring with another human being. He 
didn’t use the word “exploration” but that is precisely what 
he was talking about. 

 Possessing old-fashioned insights, approaches and ethics 
does not mean that a veteran funeral director cannot em-
brace the new memorial concepts like eternal reefs, or mem-
ory glass for instance. Likewise possessing youth does not 
automatically translate into high level creativity, and non-
conformist risk taking. To say anything akin to this notion 
is just making a thoughtless sweeping comment about both 
groups of professionals which is just not true.
 As time goes on in the development of your funeral in-
terview you will perhaps discover a pattern, your own style. 
Th is will take shape because of the way you feel inside and 
hence how you function, regardless of your age. 
 Discovering, examining, and deciding what to keep and 
what to change in your own funeral interview exploring pat-
tern will provide the sort of professional and personal growth 
that, I feel, will be most meaningful for you. 
 Remember we cannot change anything about our client 
families. We can only improve on our own skills and atti-
tudes. Remember also that while books, seminars, writings, 
and speeches on the importance of exploring life issues with 
another human being are extremely helpful and valuable – the 
greatest value to help that any funeral professional has is what 
is in their hearts. Th is I believe is true for the simple reason 
that in the end all funeral service is a matter of the heart.
 Exploring with the client family means listening and gen-
tly responding to what they are saying and feeling. It means 
enabling them to express themselves fully. Th is can and does 
require genuine interest and positive regard. 
 In the funeral interview this means following them rather 
than asking them to follow us, while at the same time keep-
ing the interview moving ahead. 
 Th e issue of control versus exploration in the funeral in-
terview is of utmost importance in inspiring funeral profes-
sionals to move ahead and genuinely connect with the con-
temporary expectations of the modern consumer.
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Psychotherapist Writes Book with Son 
Three Years after His Death

PORTLAND,ME— A consummate stu-
dent of spirituality and a licensed, prac-
ticing psychotherapist, Melody Boulton 
lost her son, Devon, at 23 years old, to a 
rare and aggressive lung disease.
 In her new book, Amazing Adventures 
with Dev, Boulton shares the story of 
her strong connection with her son, in 

this heartwarming and spiritually-charged 
guide to life after loss and testament to the 
transformative power of love.
 “Devon and I always had a deep connec-
tion, sustained by a unique, spiritual dimen-
sion of love,” Boulton said. “Since he left his 
physical body, our bond and communica-
tion continue to manifest in joyful, light-
hearted, loving and amazing experiences 
that led to the writing of this book.”
 Boulton has been a psychotherapist for 
more than 30 years. Her hope, in shar-
ing her and Devon’s story, is to help others 
dealing with grief and loss and to give them 
hope that death is merely a transition, and 
not the end of something.

 “Our story will give people the opportunity 
to engage with a powerful spiritual journey, 
while also getting to know Dev as he was in 
earthly life,” Boulton said.
 For more information, visit: https://www.
amazon.com/Amazing-Adventures-Dev-
Melody-Boulton/dp/1504367634. 
 Melody Boulton received her bachelor’s degree 
from Th e University of Massachusetts and her 
master’s from Lesley College. She is a practicing 
psychotherapist, with over 30 years of experience. 
Boulton is a long-term student of Th e Diamond 
Approach spiritual school. She has worked as a 
hospice nurse, teaching staff  on the subjects of be-
havioral health and death and dying.
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There’s a lot about a Sich casket that may 
surprise you. First, in quality, detail and 
manufacturer support, it is equal to the 
finest U.S. brands, including the fact 
that every casket comes with up 
to $5 million of liability insurance. 
Second, the cost is at least half that 
of the big U.S. brands, meaning you 
can sell a premium-quality Sich casket for 

For your nearest Sich distributor, call 888-794-1744 or visit www.sichcasket.com

   Spacious enough to contain
  the profits of two domestic caskets.

less than theirs and still make better than 
twice the profit. That benefits you as well 
   as the families you serve. 

       It’s time to forget all you thought  
   you knew about import caskets and  
  begin offering your families the   
 one brand that rhymes with “switch.”

           Call or click for the name of your 
   nearest Sich Casket distributor today.

ONLY YOUR ACCOUNTANT CAN TELL THE DIFFERENCE.

 

http://www.sichcasket.com/


Page A24 MARCH 2017FUNERAL HOME & CEMETERY NEWS S ec ti on  A

IN THE DEATH CARE INDUSTRY

Dedicated and focused, Bill’s knowledge and experience of the 
death care industry provides you with value added services 
in connection with audited financial statements, trust fund 
compliance audits, multi-state taxation and much more.

Bill Newman, CPA 

Partner
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By Matt Black 

Embalming Embalming 
Tips & ToolsTips & Tools

Th e Importance 
of Hands (Part 3)

 After writing the February article, I noticed a post on a 
Facebook blog on “Getting those indents out of the hands 
where hospital tied the hands together” for transfer. Unfor-
tunately, if this happens to y ou, I would recommend that 
you speak to the hospital about their protocol. A procedure 
that has been popular on removing these indents from the 
hands prior to embalming is using a pack of Webril saturat-
ed with a Humectant Injection Accessory chemical. 
• Elevate the hands as in normal protocol
• Spray the entire hands with a Humectant Injection Ac-

cessory chemical.
• Place a pack of Webril saturated with Humectant In-

jection Accessory Chemical on those indents prior to 
embalming. 

 Not all Humectant Injection Accessory chemicals are 
produced in the same manner, so consult with your sales 
rep on how their product performs. 
 Have you noticed that as people age the tissue on the 
back of the hands becomes more fragile as a layer of fat 
that protects skin from bumps and bruises is lost?
 Ecchymosis or hematomas are commonly known as a 
bruise. With blood thinners being widely used on the ag-
ing we see more bruising on the hands. Prednisone also 
thins blood and increases the chance of bruising. Th e back 
of the hand is a normal site for the IV line which may 
cause bruising. Th e removal of the IV after death can cause 
the blood to enter the interstitial tissue surrounding the 
small puncture site. Th in skin is easily damaged and any 
puncture to the tissue increases the risk of distention and 
swelling at the puncture site during embalming. Most ec-
chymosis or hematomas are caused by blood entering in-
terstitial tissue space outside the normal vascular system. 
 Discolored areas may not clear with normal arterial in-
jection. A simple way to test if the bruised tissue is a post-
mortem discoloration or post-mortem stain is to apply 
digital pressure to the bruised tissue. If the blood moves 
out and clears from the tissue, this is a post-mortem discol-
oration also known as Livor Mortis. If the blood remains 

• Th e transdermal injection procedure can be repeated 
if the discolored area is severe in nature. 

 Th e main diff erence between a Phenol based cauterant 
and bleaching agent and a Phenol-Free based cauterant 
and bleaching agent is the use of phenol. Phenol chemi-
cal bleaching and cauterant agents are more common-
ly used by mortuary embalming chemical companies. 
Phenol is the primary chemical used in most cauterant 
and bleaching chemicals. Th e advantage of Phenol–Free 
based cauterant and bleaching agents is that there is no 
Phenol odor. Phenol can be corrosive to the skin and the 
vapors are not considered safe. If you have spent any time 
in an embalming room you’re familiar with the unique 
phenol smell. 
 Both of these chemicals will bleach the discolored tis-
sue. Th e advantage of both is that they will also preserve, 
cauterize and dry the tissue. Th e bleaching eff ect of these 
powerful chemicals causes the discolored tissue to be-
come very light or white in appearance. It is easier to ap-
ply cosmetic treatments to lighter bleached tissue than 
dark discolored tissue. 
 To minimize the whitening eff ect, a few drops of eosine 
dye can be added to these bleaching products. Th e dye 
will give the bleached area more pink hue color instead of 
the whitening eff ect. It is easier to apply cosmetic treat-
ments to cover pink hue tissue than white tissue. 
 Th e ability to stabilize these bruises through transder-
mal hypodermic chemical treatments will signifi cantly 
simplify your cosmetic approach and add a more natu-
ral cosmetic coverage. If these skin discolorations are not 
treated, the skin will maintain the dark color and could 
become worse with skin slip and decomposition making 
cosmetic coverage diffi  cult and resulting in a less natural 
appearance for families and friends. 
 In our next installment, we will continue the discussion 
of bleaching and cauterizing agents including the use of 
surface packs and treatments for discolored fi ngernails.

Matt Black has been a licensed funeral director and embalmer 
in the State of Pennsylvania for over 20 years. He represents The 
Dodge Company in Central and Western Pennsylvania. In addi-
tion to being a graduate of the Pittsburgh Institute of Mortu-
ary Science, Matt also holds degrees in Bio-Medical Engineering 
Technology and Industrial Management. Matt has also attended 
the Fountain National Academy of Professional Embalming Skills, 
Springfi eld, MO, and is licensed in eye and corneal enucleation. He 
has presented at Dodge Embalming Seminars as well as numer-
ous local seminars in Pennsylvania. He can be reached by email at 
mblack@Dodgeco.com.

and is immovable, it is a stain. A stain will not be removed by 
arterial injection. 
 Th is month we focus on stained tissue and a lack of em-
balming solution reaching this tissue.
 Th e use of transdermal hypodermic chemical treatments 
shown below can reduce the negative eff ect of this unstable 
tissue, making cosmetic treatment easier. Th is type of treat-
ment has become popular to help alleviate stained areas and 
discolored tissues (bruises). It is recommended to be done pri-
or to embalming because arterial injection could preserve and 
fi xate the blood within the bruise and in surrounding areas. 
Th e vascular drainage of the blood in the bruised or discol-
ored tissue area could be diffi  cult to remove. Once the blood 
becomes fi xated in these areas, a formaldehyde reaction with 
the hemoglobin in the blood could cause methemoglobin. 
Th is staining eff ect could be increased in darkness and inten-
sity. Th e fi xation eff ect from embalming will inhibit the true 
abilities of the bleaching action of these bleaching agent prod-
ucts. Th e bleaching procedure after embalming normally will 
become more diffi  cult. 
 An additional concern is when little or no arterial injection 
reaches the bruised area. Th is lack of distribution could lead 
to un-preserved tissue in the bruised area which will actually 
get darker in color and allow the decomposition to progress. 
 Th e embalmer could consider hypodermically injecting 
(transdermally) a Phenol Based or Non-Phenol Based cauter-
ant and bleaching agent into the stained areas. Using a small 
syringe and small gauge needle is recommended. 
• Prior to hypodermic injection cover the area around the 

stained tissue with a protective layer of massage cream or 
spray a humectant injection accessory chemical around 
the bruise. Enter skin (transdermally) keeping the small 
gauge needle as superfi cial as possible in a fan-like manner. 

• Enter the stained tissue at its furthest point and inject 
slowly, be careful not to overfi ll the discolored tissue area. 
If the tissue distends slightly, using digital pressure to dis-
perse chemical into the area will help. 

• Th e small gauge needle should be removed slowly and 
carefully to avoid any leakage of the chemical to the sur-
rounding area. Any leakage should be controlled by the 
protective layer of massage cream or humectant injection 
accessory chemical. If these bleaching and cauterant prod-
ucts come in contact with unprotected skin from the leak-
age they could cause bleach spots or streaks to the sur-
rounding skin surface. 
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Discovering the disconnect between 
Strategy and Success By Rolf Gutknecht

Rolf Gutknecht

 Tracks 2I can remember it like it was yester-
day: I and some others from my agency team 
along with the client’s CMO were sitting 
in the offi  ce of the CEO for a Fortune 100 
company presenting the advertising cam-
paign for the year. Th e CEO looked at us and 
pointedly said, “Strategy is results!” What he 
meant was that the strategy doesn’t matter as 
long as you are producing re-
sults. Th is CEO saw: strate-
gy = analysis and execution = 
getting things done, and he 
attributed more value to do-
ing than to analyzing. Strate-
gy state ments like “Being the 
brand of choice in the ver-
tical markets we serve” and 
similar statements were not 
for him. And frankly, I’m not 
a fan of them either.
 But, any seasoned mar-
keter knows that a market-
ing strategy is about the se-
ries of choices you make on 
where to play and how to 
win to maximize long-term value. Execution 
is producing results in the context of those 
choices. Th erefore, you can’t have good im-
plementation without having good strategy. 
Most everyone would agree that you just can’t 
achieve good results without having good ex-
ecution; similarly, most would agree that hav-
ing a good strategy alone is no guarantee for 
success. But, too many jump to the wrong 
conclusion that this makes execution or im-
plementation more important than strategy. 
OK, so let’s look at that for a moment.

 It’s pretty obvious to all that creating “Th e 
Strategy” is cool…it’s sexy. And who wouldn’t 
want to be part of the team that developed 
“Th e Strategy,” right? But actually creating 
it right requires thought, knowledge, and 
understanding of the audience and market-
place, and creativity. Look at any university 
setting and you’ll see that MBA courses stress 

strategy. We worry about so-
cial media strategies, mobile 
marketing strategies, strate-
gies for enhancing custom-
er engagement or customer 
experience, advertising strat-
egies, SEO strategies, lead 
generation marketing strate-
gies, sales strategies, and on 
and on.
 You’ll get no argument 
for me when saying that a 
well-thought-out and writ-
ten strategy is critically im-
portant to business success. 
But here’s something that a 
lot of marketing people don’t 

always consider to the extent they should: 
the soft underbelly of strategy is implemen-
tation. Without implementation, even the 
most brilliant strategy is just words, a hope, 
an untested premise. We all know this intel-
lectually, of course, but we don’t necessarily 
follow through on that knowledge and make 
it the priority it should be. Implementation 
is generally left to some coordinator or least 
experienced member of the team. Or even to 
an automated program.

CONTINUED ON PAGE A25

ONE STOP SHOPPING 
for new and used professional coaches and limousines

Dealers and private sellers can list vehicles creating 
a vast database of cars for sale or lease nationwide.
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 Okay, we all know that the implementation and all the 
hard work that goes along with putting a strategy into the 
marketplace has to be done by someone. Initiatives don’t get 
completed by stating them on paper; they require action, 
management and follow up. And from my experience work-
ing with organizations of various sizes, I’d say that no VP of 
Marketing or CMO can – or should – try to do everything. 
But in the same breath, we can’t just assume that everyone 
who is diligently working on the tactics is actually support-
ing the overall marketing and business strategy that was cre-
ated. Implementing diff erent pieces of the program is not 
the same as true implementation to achieve the organiza-
tion’s business objectives. Poor tactics, poor coordination, 
and poor implementation of even a great strategy have led 
to as many fl ops as a poorly created strategy.
 Here’s a quick real life example: An athletic shoe manufac-
turer sent me email after email telling me to stop by their 
upcoming trade show booth, and by turning in a printed 
copy of the email, I would receive a certifi cate for signifi cant 
savings off  their athletic shoes. Guess what happened when 
I showed up at the booth? No one, and I mean NO ONE 
at the booth knew anything about the off er. “Don’t know 
what this is all about,” or “No one told us about this,” were 
all anyone there could say.
 So, at the risk of being overly obvious, the heart of the 
implementation of a marketing plan is the execution, the 
actual doing of the planned marketing activities. Success-
ful marketing implementation requires:
• Attention to detail
• Staying on top of “who’s doing what”
• Accountability of those involved…no passing the buck
• No waiting till tomorrow. No procrastination!
 Mere implementation is not always that diffi  cult. Th e hard 
part is implementing things in an organized way. And, it’s 
the cohesiveness of the strategy’s implementation tactics 
where the revenues (the results that the Fortune 100 com-
pany CEO talked about) will be generated.
 Rolf Gutknecht is vice president, director of account services for 
LA ads. To discuss your thoughts with Rolf on this blog or any 
marketing matters, email rolfg@laadsmarketing.com, or visit 
www.LAadsMarketing.com. You can also connect with Rolf on 
LinkedIn.

Discovering the disconnect 
between Strategy and Success
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2017: Optimism at the Dawn 
of the Cremation Age By Darrell Hill

Darrell Hill

 2017 is offi  cially the Dawn of the Crema-
tion Age. As a nation, we began 2016 with 
a cremation rate of 48.6 percent. Actuarial 
estimates peg late-summer (July or August) 
of 2016 as the likely point when cremation 
rates tipped 50 percent - and continued 
shooting ever skyward. 2017 is the fi rst year 
in United States history when the cremation 
rate will meet or exceed 50 
percent for the entire year. 
 As dawn breaks on the 
Cremation Age, though 
challenges lie ahead, there is 
indeed much to be optimis-
tic, very optimistic about. 
Th at optimism is rooted in 
the old and in the new.
The Old: Baby Boomers #s
 Th e fi rst Baby Boomers 
will turn 71 in 2017 and, 
just as they did in 1946 
when they literally popped 
onto the United States de-
mographic scene, they will 
transform the death care profession as they 
have transformed so many other Ameri-
can industries. By most accounts, the Baby 
Boom generation will increase the average 
number of annual deaths by 20 percent - 

from 2.5 million deaths annually to 3.0 mil-
lion deaths annually. Th e Dawn of the Cre-
mation Age corresponds to the Sunset of the 
Baby Boom generation.
The Old: Baby Boomers $s
 It is well-documented that the Baby 
Boom generation is the wealthiest in Unit-
ed States history. Upon their passing, the 

Baby Boom generation will 
bequeath $30 trillion in 
wealth to their heirs. 
 While much of the press 
has focused on the impli-
cations of this wealth trans-
fer for fi nancial advisors, 
there are huge implications 
for the Death Care Profes-
sion. Th e Dawn of the Cre-
mation Age corresponds 
to a dramatic increase in a 
family’s ability to honor the 
life of their dearly departed 
in uniquely personal and 
meaningful ways.

The New: Innovation!
 Consumers have never been in a better po-
sition to choose: how to honor the life of a 
departed loved one and where their remains 
will spend eternity. Th e profession is mak-

ing investments to trans-
form the end-of-life expe-
rience and to off er greater 
consumer-choice and myr-
iad personalization options. 
For consumers choosing tra-
ditional funeral, casket, and 
burial options, the profes-
sion off ers more variety than 
ever: from true celebrations 
and parties in remembrance 
of a life well-lived; to green 
casket and burial options; to 
innovations such as the In-
fi nity Burial Suit (aka the 
Mushroom Suit).
 For those choosing crema-
tion, the options are seem-
ingly endless: traditional 
fl ame cremation or liquid 
cremation; cremated re-
mains placed in custom-
built urns; keepsake jewel-
ry; or blown glass art pieces; 
inter cremated remains at a 
cemetery, at sea in the form 
of a reef, shot into space to 
become one with the uni-
verse, or interred in support 
of plants or tree life. 
 How can you be anything 
but optimistic as our pro-
fession is poised to serve 
more families, who have 
more ability to demand 
unique and meaningful 
end-of-life celebrations, 
with more innovative and 
imaginative end-of-life ser-
vice and product solutions 
at our fi ngertips? 
 What an honor it is to be 
of service to families at the 
Dawn of the Cremation Age.

Darrell W. Hill is the 
founder and CEO of Eter-
nity Gardens. Eternity 
Gardens is building the 
largest, most comprehen-
sive on-line listing of cre-
mation, memorial, and 
scattering gardens for cre-
mated human remains. 
Email Darrell at darrell@
eternitygardens.com.
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NOW ACCEPTING APPLICATIONS AND SUBMISSIONS

1-877-402-5900

The Foundation ‘45 Awards are 
offered on the premise that access to 
solid education and resources can 
benefit you throughout every stage 
of your career. Our transformative 
academic and professional development 
scholarships and opportunities, combined 
with our mission-focused resources can
help you unlock your potential and 
take your career to the next level.

We support funeral service in building 
meaningful relationships with the families 

and the communities it serves.

CAREER DEVELOPMENT
AWARDS 

NEW THIS YEAR  Up to 60 
Career Development Awards are 
available to all licensed funeral 
directors. The awards underwrite 
your registration fees for a single 
NFDA Cremation Certification, 
Arranger Training or Certified 
Preplanning Consultant (CPC) 
session of your choosing. 
Submit your name online.

ACADEMIC
SCHOLARSHIPS 

EXPANDED  The Foundation is 
pleased to offer an expanded 
slate of academic scholarships, 
ranging from $1,000-$2,500, 
to full- and part-time students 
pursuing a degree in mortuary 
science from ABFSE-accredited 
schools. Online applications 
accepted Jan. 1 - March 30 
and Sept. 1 - Nov. 30.

Learn more at FuneralServiceFoundation.org

Exquisite Exquisite   craftsmanship...craftsmanship...
  Understated dignity...  Understated dignity...
Church & Chapel’s furniture sets are designed and built 
in our own factory, for total control over quality and 
craftsmanship. The matched sets – available in a wide 
variety of styles – contribute just the right sense of 
piety and tradition, 
to help your clients 
feel comfortable in 
their time of need. 
For details, contact 
your Church & Chapel 
representative. 

Furniture from Church & ChapelFurniture from Church & Chapel “The Bostonian”
One of Our Finest Collections
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How Does A Birthday Card Reunite A Couple 
Separated By Death?
 It all started when we wanted to fi nd a clev-
er, fun way of getting people to update their 
old self pre-need arrangements with us. But 
how do you call a family and ask if some-
one has died or moved without sounding like 
a vulture or at the very least insensitive? If 
someone arranges their own fi nal expenses it 
usually shows me that person is quite practi-
cal and very often has a great sense of humor.
 So, the idea of sending a birthday card to 
the person that had made their own prear-
rangements made sense, but carefully chosen 
words would be the obstacle. It was decid-
ed that we would use a birthday card with 
“Congratulations for not needing our ser-
vices again for yet another year!!” Th en with-
in the card we would go on to say, “All kid-
ding aside, we here at McKenzie tMortuary 
wish you a very happy birthday. If you wish 
to update your fi le, change phone numbers, 
addresses etc., please visit our web site or call 
us.” Th e idea was that it was so unique people 
would brag to their neighbors, “Look I just 
got a birthday card from my mortuary!” And 
indeed, that’s exactly what happens. On an 
At-need basis, we have seen a rise in new cases 
when family and friends call the person that 
received their yearly card: “What’s the name 
of that mortuary that sends you a card?”
 Th e response was great and continues to 
be great. We get calls, cards and handwrit-
ten letters of appreciation. It let us know 
we had decided on a good idea. 
 A few months back we received a birth-
day card back stamped “DECEASED” for 
Beatri ce Smith. Th is was baffl  ing because 
we had held Beatrice’s pre need arrange-
ments for many years.
 Th is unique notice started our investigation 
to fi nd out where Beatrice was. It turned out 
that she had been in a convalescent home for 
an unexpected illness and passed away with 
no family and no information. Her body was 
sent to the county morgue where it lay for 

months. After a period of time the public ad-
ministrator authorized cremation and for the 
ashes to be placed at a local park. With the 
hand written instructions that were given to 
McKenzie from Beatrice we were able to go 
to court to obtain a court order giving us per-
mission to act on her last wishes which were 
to be buried with her husband at the nation-
al cemetery in Dayton, Ohio. We disinterred 
Mrs. Smith’s Urn and sent her to be with her 
husband at the Veterans cemetery.
 If it hadn’t been for a simple birthday card, 
this couple married for over 60 years would 
not have had their fi nal wishes realized. 
 Sometimes, all we need is to step outside 
of our comfort zone in our marketing and 
follow-up programs. 
 If you feel it’s right in your heart then it’s 
probably the right thing to do.

Kenneth McKenzie 
McKenzie Mortuaries and Crematory
Men of Mortuaries Calendar founder, 

co-author of Mortuary Confi dential
and Over Our Dead Bodies

http://www.church-chapel.com/
http://www.funeralservicefoundation.org/
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Funeral Supply, Inc.
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CALL US AT CREMATION METAL RECYCLING

800-664-8365

ARE YOU SATISFIED WITH YOUR 
CREMATION METAL RECYCLER?
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 Are we educating the public as effectively 
as we should be? By Vernie R. Fountain 

Vernie R. Fountain 

 Th e funeral service industry off ers a variety of out-
standing products and services. From innovation in 
technology that brings loved ones together for virtual 
services to earth-friendly methods of burial, the means 
by which we honor our deceased are evolving. In the 
midst of change, funeral service has its challenges and a 
change of mindset is necessary to meet the demands of 
consumers. It seems that more and more, whether due 
to emotional, physical or fi nancial concerns, people are 

becoming more focused 
on cremation. For the re-
cord, I am not anti-crema-
tion. Not by a long shot. 
It’s direct cremation with 
no viewing of the body 
that bothers me. 
 Read on, and I will tell 
you why.
 For several years I’ve had 
a growing concern that fu-
neral service is out of fo-
cus regarding our profes-
sional existence. When 
a loved one dies, fami-
lies come to us for guid-
ance. We are not here to 
sell, we are not here to 
rush the process; we are 
here to listen, to counsel, 
and to educate families as 
to their options for a fi nal 
goodbye. Th ere are no do-
overs. In my opinion, the 
opportunity to view the 
deceased in an identifi -
able state, surrounded by 
friends, loved ones, me-
mentos and memorabilia 
is an option that should 
never, ever be left out of 
the conversation.
 Step back for a second 
and ponder this question: 
Does the family really 
need your funeral home? I 
extend a challenge to the 
readers of this article. Sit 
down with the staff  at your 
facility and make a list of 
every service you provide 
for families. List them all, 
from the smallest to the 
greatest. Once the list is 
fi nished, ask yourself this 
question: Which of these 
many services provided by 
my funeral home could a 
family do for itself? Could 
a friend or a third party 

agent complete these tasks 
for a family without re-
taining my funeral home? 
From here, go down 
the list and draw a line 
through each service that 
families can do without 
you. When you have com-
pleted this task you will 
most likely fi nd that, un-
less state law allows other-
wise, the only two servic-
es you provide that no one 
else can are embalming 
and reconstructive surgery 
with the goal of viewing. 
In my opinion, these services are the foundation of our 
expertise and we should focus on how we can do them 
better. We need to more eff ectively train our funeral ar-
rangers and pre-need counselors to convey the values of 
viewing to loved ones because they are about to see the 
body, and say goodbye, for the very last time. We are 
the death care expert in our communities, and make no 
mistake, this is an enormous responsibility. Th e family 
is totally dependent upon our skill and expertise once 
the heart and breathing stops, and soul has left its body. 
Doctors, attorneys, EMTs, fi remen and police can’t do 
what we do. No one but a caring, trained, licensed fu-
neral professional can step in and take it from there. For 
that matter, few want to. But we do. Our compassion is 
the reason we walk toward the dead rather than run the 
other direction. It’s the force that led us to the funeral 
profession in the fi rst place.
 We aren’t nearly as focused as we should be on edu-
cating the public about death, dying and funeral op-
tions before the need arises. On a near daily basis I talk 
to people who say, “I just want to be cremated.” When 
I query them further, I learn that many of these people 
don’t look at cremation as a method of fi nal disposition 
of the body; instead it’s replacement for a funeral cer-
emony. We need to make sure that we educate the pub-
lic that cremation is certainly an option, but that it is 
only a form of fi nal disposition. I believe as profession-
als we need to help families consider the interval be-
tween death and fi nal disposition – the time of grief, re-
membrance and adjustment to the idea that life is about 
to move forward with an empty space. 
 With this in mind, I extend another challenge: Do 
a random internet search for funeral home websites. 
Pretend you are a consumer, your child has died, and 
that you’re searching for funeral options. How many 
websites mention the value of visitation and viewing 
prior to fi nal disposition? I think you’ll fi nd that most 
funeral home sites off er far more information about 
direct cremation than about navigating through grief, 
comfort and closure. It is my opinion that educating 
the public about all aspects of funeral service is a wise 
investment in our future. 

CONTINUED ON PAGE A31
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Carriage Declares 
Quarterly Cash Dividend 

Bob Horn to be Honored 
at Celebrity Roast

Robert G. “Bob” Horn 

BOSTON,MA— Long time death care executive Robert 
G. “Bob” Horn has been chosen from the ‘Top Ten’ list of 
wealthiest funeral service professionals to be honored at a Ce-
lebrity Roast evening in Boston October 28, 2017. Th e event 
will be held at the Harvard Club and in keeping with Bob’s 
philanthropic nature, all pro-
ceeds, after expenses, will be 
donated to the St. Jude Chil-
dren’s Research Hospital.
 Th e Top Ten list referenc-
es the actions and activities 
of giving back by an indi-
vidual to the deathcare pro-
fession and the people in it, 
rather than just a summary 
of dollars and deals accu-
mulated over the course of 
his or her career. Bob has 
been exemplary in both his 
public and private giving to 
various people and organi-
zations, much of which has been done stealthily.
 Everyone is welcome to attend this fun fi lled evening along 
 with some notable ‘Roasters’, friends and family of Bob’s.
 For further information and to purchase tickets please 
call Brenda at 864-246-4560. 

HOUSTON,TX— Carriage Services, Inc. (NYSE: CSV) 
announced that its Board of Directors on January 26, 
2017 declared the quarterly dividend of $0.05 per share 
payable on March 1, 2017 to common share record hold-
ers as of February 13, 2017. Th e Company also has a 
dividend reinvestment program that is available so that 
shareholders may elect to reinvest their dividends into 
additional shares of the Company’s common stock.
 Carriage Services is a leading provider of deathcare services 
and merchandise in the United States. Carriage operates 170 
funeral homes in 2 8 states and 32 cemeteries in 11 states.

Members of the Funeral IndustryMembers of the Funeral Industry
Save 10% Every Day!

Call today for your FREE Sample Kit

INVITATIONS INVITATIONS • YARD SIGNS  YARD SIGNS 

POSTERS POSTERS • STAMPERS STAMPERS

BUSINESS CARDS AND FORMSBUSINESS CARDS AND FORMS

SEATING CHARTS SEATING CHARTS • TICKETS TICKETS

LABELS LABELS • ACCESSORIES ACCESSORIES

PROMOTIONAL ITEMSPROMOTIONAL ITEMS

8570 Foxwood Court
Youngstown, Ohio 44514 
800-321-7479
info@boardmanprinting.com
www.boardmanprinting.com

Now offering a Personalized Memorial Line
CUSTOM GREETING CARDS CUSTOM GREETING CARDS •   FUNERAL PROGRAMS FUNERAL PROGRAMS

WINDOW DECALS WINDOW DECALS •  •  MEMORIAL INVITATIONS MEMORIAL INVITATIONS •  T-SHIRTS  T-SHIRTS •  MAGNETS MAGNETS

PRAYER CARDS PRAYER CARDS •  CANVA S PRINTS  CANVA S PRINTS •  •  FULL COLOR BANNERSFULL COLOR BANNERS

http://www.facebook.com/pages/Youngstown-OH/Boardman-Printing/126626461940
http://www.americancrematory.com/
http://www.facebook.com/americancrematory
http://www.americancrematory.com/
mailto:info@boardmanprinting.com
http://www.boardmanprinting.com/
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MEMORIALS

Easy access to commit remains
into community area

Interior view of secure 
community niche space with 
capacity for 280 remains

Smart revenue. Smart choices.

Serve cremation families & create heritage in your property
GRANITE CHOICES.

Wilbert, the brand you have trusted for generations, can  
now help you enhance your property with columbaria and  
other GRANITE CHOICES for memorialization.

Our versatile Combination Columbarium stands out in both 
beauty and revenue opportunity, integrating private niches and 
a community area into one unit. The Combination Columbarium 
offers cremation families dignified options at various price points 

while generating outstanding per-square-foot return on your 
investment. We have a wide variety of Combination Columbarium 
configurations to fit any property.

Wilbert GRANITE CHOICES also include personal columbaria, 
private mausoleums, pedestals, benches and statuary. We can  
even design custom gardens with the  right products and features  
to yield results.

Visit wilbert.com/granite or call 1.888.WILBERT to 
connect with a local GRANITE CHOICES provider.

wilbert.com/funeral-professionals/
cemetery-items/granite-choices/

NEWSNEWSEducational

he will keynote the Brazil Funeral Directors Association conven-
tion, again emphasizing “Th e Why of Meaningful Funerals.”
 In addition Dr. Wolfelt has announced 2017 Educational 
workshops across the United States and Canada. Th e content 
of these workshops helps participants understand their own 
grief, how to companion others in their grief, and the signifi -
cance of how when words are inadequate to still have mean-
ingful ceremonies. Sponsors include hospices, hospitals, uni-
versities, funeral homes, and a variety of community agencies.
 Th e locations are as follows: March 1-3, Rotorua, New Zea-
land; March 19-20, Melbourne, Australia; March 24-26, 
Queensland, Australia; April 11-12, Olathe, KS; April 12-13, 
Topeka, KS; April 18-19, Fort Wayne, IN; April 20, Bates-
ville, IN; April 20-21, Columbus, OH; May 9-10, Colorado 
Springs, CO; May 16-17, Cambridge, Ontario; May 17-18, 
Toronto, Ontario; May 18-19, Hamilton, Ontario; Septem-
ber 26-27, Lubbock, TX; September 28, Albuquerque, NM; 
October 10-11, Appleton, WI; October 17-18, St. Charles, 
MO; October 19-20, Palm Harbor, FL; October 24-25, Des 
Moines, IA; October 25-26, Cedar Rapids, IA; November 2, 
Las Vegas, NV; and November 14-16, Vancouver, British Co-
lumbia. Locations to be determined include: September 19-
20, September 20-21, and September 21-22. 
 2017 course off erings to be presented at the Fort Collins facil-
ity (unless otherwise noted) for 2017 have also been announced. 

Wolfelt to Impact Funeral Service Nationally and 
Internationally in 2017
FORT COLLINS,CO— Author, educator, and well-known 
consultant to funeral service Alan D. Wolfelt, Ph.D., will 
share his critical message of the importance of meaningful fu-
nerals in several locations internationally in 2017.
 Dr. Wolfelt will be the keynote speaker for the Funeral Di-
rectors Association of New Zealand on March 1st in Rotorua, 
New Zealand. His presentation is titled Th e Why of Mean-
ingful Funerals: Exploring a New Model Being Used in North 
America. Dr. Wolfelt will also provide two additional days of 
in-depth training on this topic to association members.
 Dr. Wolfelt will then travel to Melbourne, Australia, on 
March 19th, where he will present to the Australian Funeral 
Directors Association. He keynoted the AFDA’s 2015 conven-
tion and has been asked to return to provide additional inten-
sive training on his body of work related to educating com-
munities and families about the value of meaningful funerals.
 In addition, while in Melbourne he will be working with 
the Southern Metropolitan Cemeteries Trust to help them 
with strategy and community education about the value of 
meaningful memorialization.
 Next Dr. Wolfelt will travel north to the Queensland Funer-
al Directors Association on March 24-26 to serve as keynote 
speaker as well as provide a community workshop for caregiv-
ers on the importance of meaningful funeral experiences.
 Summer will fi nd Dr. Wolfelt in Brazil, where on June 30th 

Th ey are as follows: April 3-6, 
Comprehensive Bereavement 
Skills Training; May 1-4, Un-
derstanding and Respond-
ing to Complicated Mourn-
ing; June 5-8, Counseling 
Skills Fundamentals; June 
12-14, WHY We Need Fu-
nerals 3-Day Training Expe-
rience; July 17-20, Exploring 
the Paradoxes of Mourning; 
August 7-10, Companion-
ing the Traumatized Griever: 
Reframing PTSD as “Catch-
Up” Mourning; August 28-
31, Support Group Facilitator 
Training; September 11-14, 
Comprehensive Bereavement 
Skills Training; October 
2-5,Exploring the Shadow of 
the Ghosts of Grief; Novem-
ber 6-9, Suicide Grief: Com-
panioning the Mourner; and 
December 11-14, Explor-
ing Spiritual Dimensions of 
Death, Grief, and Mourning, 
Scottsdale, AZ.
 Dr. Wolfelt is a noted au-
thor, educator, and grief 
counselor. A past recipient 
of the Association for Death 
Education and Counseling’s 
Death Educator Award, he 
serves as the director of the 
Center for Loss and Life 
Transition in Fort Collins, 
CO. Dr. Wolfelt is the au-
thor of numerous books, 
including A Tale of Two Fu-
nerals, Creating Meaningful 
Funeral Experiences and Fu-
neral Home Customer Ser-
vice A to Z and also serves on 
the faculty at the University 
of Colorado Medical School
in the Department of Fam-
ily Medicine in addition to 
writing a regular column on 
customer service for Th e Di-
rector magazine.
 For information about 
these workshops or to ex-
plore sponsoring a program 
in your community, email 
drwolfelt@centerforloss.com 
or call 970-226-6050. For 
additional dates, visit www.
centerforloss.com and select 
“Hear Dr. Wolfelt Speak.”

Like Us On 
Facebook!

http://www.facebook.com/Nomis.Publications/
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http://www.wilbert.com/granite
http://www.kinkaraco.com/
mailto:drwolfelt@centerforloss.com
http://centerforloss.com/
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Funeral Directors Research, Inc.
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623 N. Tower (P.O. Box 359)
Centralia, WA 98531

“the shorter the supply line the better off you are”

WEB DIRECT GIFT & PRICING

TM
®

www.amrainstruments.com
www. preproomdirect.com

3” HEARSE NAMEPLATES
1-8 spaces         $80.50 per nameplate

9-13 spaces       $92.50 per nameplate

14-15 spaces      $109.00 per nameplate

16-18 spaces      $119.00  per nameplate
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NEWSNEWSEducational
CONTINUED

 Let’s think for a moment about the concept of view-
ing and identifi cation. For example: once forensic tests 
confi rmed that the sons of Iraqi leader Saddam Hus-
sein were dead, allied forces shared photos with Iraqi 
people for proof. Th e public demanded it, because see-
ing is believing. It is not unusual for world leaders to 
lie in state so that the public can view, pay respects in 
person, and fi nd visual closure. Viewing matters. 
 Consider improving your website with more edu-
cational material about the values of viewing. At a 
recent seminar, a student told me that since his fu-
neral home began offering visitations at no charge it 
has seen an increase in clients choosing embalming 
prior to cremation. It is also my opinion that funeral 
homes should offer longer visitation periods. Some 
visitations happen in a very short window of oppor-
tunity, denying friends and loved ones the chance to 
view and say goodbye. The family does not need to 
be present the entire time, so why the rush? With fu-
neral staff on hand, longer visitation hours will, at 
the very least, offer time for friends who can’t make 
the service, enabling them to leave a message for fam-
ily in the guest book – a book that funeral homes are 
quick to sell, but not as quick to fill. 
 At my recent 2016 FNA International Conference 
I offered a presentation entitled When I Die. I dis-
cussed the things that I want and don’t want when I 
die. First and foremost, I do not want my family to 
allow a funeral home to rush them to final disposi-
tion. I’ve never understood the concept that if you 
die on Monday we need to bury you by Wednesday. I 
want my wife and daughters to have a visitation for as 
long as they feel necessary. I want to allow them time 
to grieve and mourn and begin the transition of their 
life without me. I do not subscribe to the notion that 

Are we educating the public as effectively 
as we should be? Continued fr om Page A28

the quicker we get the body buried or cremated, the 
quicker we heal our grief.
 I believe funeral service professionals should pro-
mote educational programs locally and across the 
United States to help the public understand the ins 
and outs of embalming, cremation, viewing, visita-
tion and the process of navigating options following 
the death of a loved one. Currently there are people 
who are not friends of funeral service who are hap-
py to speak in public forums about our profession, 
often providing inaccurate information. It is incum-
bent upon us to be forthright with the communities 
we serve. I challenge every national and state funer-
al service association across the country to create a 
speakers bureau and begin to support and promote 
public education. Presentations can be held at funer-
al homes, colleges or libraries and can be offered free 
to the public. As an incentive for the pubic to attend 
these presentations we should clearly advertise that 
the names of attendees will not be taken upon en-
try and the presentations are for accurate information 
only and not a sales pitch. It is better that we stand up 
and educate with accurate information than allow the 
public to be misinformed and misguided by others.
 We entered this professional because we are compas-
sionate. We are professional. We are dedicated. We 
should be proud of what we do, and share our knowl-
edge with the people we serve. Our families and our 
communities, and our attitude toward death as a so-
ciety, depend on it.
 Vernie R. Fountain, CFSP, embalmer and post mor-
tem reconstructive specialist is the founder of Fountain 
National Academy of Professional Embalming Skills in 
Springfield, MO. He can be reached at vrfountain@
earthlink.net
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2017 NFDA Professional
Women’s Conference

Franklin, TN • April 7-9
 

The premier event for women in funeral service!
 

Generate new ideas for your business and create lasting friendships 

with other women in funeral service!

 

The Franklin Marriott Cool Springs promises to be the perfect 

setting for this special weekend. 

 

Register now!

nfda.org/pwc

Bay Memorials
321 S. 15th St. • Escanaba, MI 49829 • (906) 786-2609 • Fax (906) 786-2692

Zerbel’s

www.baymemorialsbabycaskets.com

PROPORTIONALLY SIZED
FOR MISCARRIED, STILLBORN & NEWBORN BABIES

BURIAL CRADLE CASKETSSM

Available in 10”, 20”, 30”
allowing you to tastefully 

care for even the  smallest baby 
with all the compassion

every parent desires
for as low as $39.00

EE nabaabaa MMI 4I 4982982

FORFORF MIM

800-788-0807 Fax 608-752-3683 www.madelynpendants.com e-mail: orders@madelynco.com
QUALITY SERVICE and REPUTATION SINCE 1993

The opportunity to choose
a Keepsake Pendant

presents itself only once.
The comfort

a Keepsake Pendant offers,
lasts a lifetime.

Classic Designs
from the Origins Collection

14KGoldVermeil
LargeCross

Sterling Silver
LargeHeart

14KYellowGold Infinity14KWhiteGold ItalianHorn

25%Discount on ICCFAConventionOrders - Booth #931
April 5-8, 2017Nashville, TN

KEEPSAKE PENDANTS
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Funeral Service Foundation Launches the 
Foundation ‘45 Awards
BROOKFIELD,WI— Th e Funeral Service Foundation
(FSF) has launched the Foundation ‘45 Awards, which 
are off ered on the premise that access to solid education 
and resources can help funeral service professionals pro-
pel their career to the next level. Th e awards include an 
expanded array of academic scholarships, the newly cre-
ated Career Awards, and NFDA Professional Women’s 
Conference Scholarships. 
 Th ese transformative scholarships, professional devel-
opment opportunities, and mission-focused resources 
can help funeral service professionals unlock their poten-

tial throughout every stage 
of their career.
 Awarded twice a year, 
the Funeral Service Foun-
dation now off ers up to 
12 scholarships, ranging 
from $1,000-$2,500, to 
full- and part-time stu-
dents pursuing a degree 
in mortuary science from 
ABFSE-accredited schools. 
Available scholarships in-
clude the Foundation ‘45 
Academic Scholarship; the 
Shipley Rose Buckner, Jo-
seph E. Hagan and Dennis 
Schoepp Memorial Schol-
arships; and the Memorial 
Classic Golf Tournament 
Scholarship. 
 “We’re honored to off er a 
record number of academic 
scholarships this year,” said 
Stephanie Kann, chair of 
the Foundation Scholar-

ship sub-committee. “Our additions include the new-
ly-created Foundation ‘45 Academic Scholarship, which 
honors our roots, and a record four Memorial Classic 
Golf Tournament Scholarships.”
 Th e Foundation is looking for applicants who demon-
strate a passion for the funeral service profession that sets 
them apart from other candidates. Th e best applications 
are those in which students provide examples that show 
how they care about making a positive impact in their 
career. Th ose interested may apply online by the March 
30th deadline. 
 Th e Foundation recently closed applications for its 
NFDA Professional Women’s Conference Scholarships. 
Designed to support career development for women in 
funeral service by off setting the costs associated the annu-
al conference, the scholarships cover the recipients’ con-
ference registration fees, and provide up to a $1,000 trav-
el and accommodation stipend. Th e conference will be 
held April 7-9, 2017 in Franklin, TN. 
 New this year, the Foundation will allocate up to 60 Ca-
reer Awards to licensed funeral directors across the pro-
fession. Career Awards underwrite registration fees for a 
single NFDA Cremation Certifi cation, Arranger Train-
ing or Certifi ed Preplanning Consultant training seminar 
of the recipient’s choosing. 
 “Generous donor support has allowed us to expand our 
reach and help a greater number of funeral directors ac-
cess career-fueling professional development opportuni-
ties,” said Danelle O’Neill, executive director of the Fu-
neral Service Foundation. “We’re thrilled to roll out the 
Career Awards and help funeral directors take their ca-
reers to the next level.”
 Information about each of these innovative training pro-
grams is available at NFDA.org. Th ose interested may sub-
mit their names online at FuneralServiceFoundation.org. 
Names will be drawn in April, June and October. Recipi-
ents will have one year to redeem their career award. Th e 
Foundation will accept names throughout the year. 
 Since 1945, the Funeral Service Foundation has served as 
the profession’s philanthropic voice. As the charitable arm 
of the National Funeral Directors Association since 1997, 
the Foundation receives operational support from NFDA 
and donors across the profession to help advance its mis-
sion support funeral service in building meaningful rela-
tionships with the families and the communities it serves.
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FINGERPRINT KEEPSAKES
A  N E W  A P P R O A C H  T O

Comfort Your Families.  Strengthen Your Business.  
Beautifully designed products with 24-Hr Turnaround in time for your families’ 
services is just part of the Legacy Touch advantage. Our eCommerce platform  
allows families to order when they’re ready, and funeral homes earn commission  
on every sale. Provide the highest-quality fingerprint keepsakes for your families 
while gaining a proven new revenue source, only with Legacy Touch. Become a Partner Today at LegacyTouch.com

$50 Off First Keepsake Display!   Promo Code: NM3LT
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Crematory Operator 
Certifi cation and 
Advanced Crematory 
Operations Programs to 
be held in Ohio

SEND US YOUR NEWS
PO Box 5159, Youngstown, OH 44514

Fax (800)321-9040
press_releases@nomispublications.com

DAYTON,OH— Th e Ohio 
Cemetery Association in 
conjunction with Matthews 
International Cremation 
Division and Th e Mat-
thews School of Cremation
will be hosting a Crematory 
Operator Certifi cation Pro-
gram following the 2017 
OCA Spring C onference 
on March 23 at the Double-
tree Hotel in Worthington. 
Th is course is a 7 hour ed-
ucational program designed 
to raise the level of knowl-
edge and understanding of 
the design, operation, and 
maintenance of cremation 
equipment as well as day to 
day operations of a crema-
tory facility. Th e Matthews 
International Cremation 
Division is qualifi ed and ap-
proved to train operators in 
all 50 states. Th is certifi ca-

tion is valid for 5 years from 
the program date. 
 A second program, Ad-
vanced Crematory Oper-
ations, will be off ered on 
March 24 at the same loca-
tion. Th is course is for the 
experienced crematory op-
erator looking to further 
their knowledge and exper-
tise in the cremation pro-
cess. Topics include Ethics 
& Professionalism in the 
Crematory, Advanced Op-
erating Techniques, Crema-
tion Liabilities, and a series 
of professionally prepared 
operational videos that 
demonstrate each step of the 
cremation process. 
 For more information 
please contact: Rufus Slade, 
Woodland Cemetery, 937-
673-1952. Email rufus@
woodlandcemetery.org.

 

 

We build the best and service the rest.

U S C E

• Clean-Quiet Performance

• Safest Sealed-Door Design
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RELIABLE
SERVICE
AHEAD

321.282.7357
WWW.USCREMATIONEQUIPMENT.COM

info@uscremationequipment.com
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100% all natural cotton jewelry and presentation bags starting at $1.  each. Customers 
comment that our product never harms the finish on the urns they place inside. 10 bag 
minimum order quantity. Embroidery is generally sourced from your local provider. Several 
different sizes and colors available. Unfair competition will not be tolerated.

Best kept industry secret!

ural cotton jewelry and presentation bags starting at $1. each. Cust
at our product never harms the finish on the urns they place inside 10

WWW.URNBAGS.COM   888.450.7727

Are you curious?

WWW.URNBAGS. COM     651.450.7727
100% all natural cotton jewelry and presentation bags starting at $1.55 each. Customers 
comment that our product never harms the fi nish on the urns they place inside. 10 bag 
minimum order quantity. Embroidery is generally sourced from your local provider. Several 
different sizes and colors available. Unfair competition will not be tolerated.

“Quite Possibly
 America’s Finest

Line of Professional
Cosmetics”

• COVER CREMES • LIP COLOR
• LIQUID TINTS • POWDER
• BRUSHES • WAX

CALL FOR OUR CATALOG 1-800-531-9744
Fax 806-364-1425   E-Mail: dermapro@wtrt.net

www.derma-pro.net
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PIMS Graduates

PIMS Holds 154th Commencement

PITTSBUGH,PA—Pitts-
burgh Institute of Mortu-
ary Science (PIMS) held its 
154th Commencement ex-
ercise on Friday, January 20, 
2017 at the Calvary Epis-
copal Church. Th e gradu-

ates, their family and friends 
were welcomed to the for-
mal cap and gown ceremo-
ny by PIMS president Eu-
gene C. Ogrodnik. Th e 
commencement address was 
delivered by Daniel F. Be-
kavac Jr who delivered an 
inspirational address entitled 
“Finding Middle Ground in 
a Job Where Th ere Is None.” 
Bekavac is immediate past 
president of the Allegheny 
County Funeral Directors As-
sociation and affi  liated with 
his family fi rm, Daniel F. 
Bekavac Funeral Home 
and Crematory in McKees-
port, PA. Bekavac, a PIMS 
Alumnus, is also an attorney.
 Th e Funeral Service Oath 
was administered by Dr. 
Barry T. Lease, and the 
graduating class was pre-
sented by Dr. Joseph A. 
Marsaglia, dean of faculty 
and students. 
 Candidates to receive 
the Diploma in Embalm-
ing and Funeral Direct-
ing are: Shawn Arbuckle,
Pittsburgh, PA; Lance Car-
rier, (Magna Cum Laude) 
Brookville, PA; Britney Ci-
mini, West Middlesex, PA; 
Holly Conley, Lewiston, 
MI; Daniel Davenport,
Amity, PA; Victoria De-
vore, (Student Senate Pres-
ident) West Salem, OH; 
Nicole Dubyne, Russell, 
PA; Teehan Kaye-Camp-
bell, Flint Hill, VA; Mada-
lyn King, Oil City, PA; Ma-
ria Koontz, (Cum Laude) 
Elizabethville, PA; Haylee 
Kormick, Pittsburgh, PA; 
Ann McCullough, Burgett-
stown, PA; Judd Murvine,
Zainesville, OH; Alexan-
dra Natale, Reading, PA; 
Logan Pfaff , (Student Sen-
ate Vice President) Ridge-
ley, WV; Sierra Pryor, St. 
Marys, PA; Adam Rhodes,
Pittsburgh, PA; Cody Rice, 

Wellsburg, WV; William 
Rupert, Knox, PA; Jordan 
Th ompson, Cumberland, 
MD; and Jasmine Wash-
ington, Youngstown, OH. 
 Candidates to receive the 
Associate in Specialized 
Technology Degree, Funer-
al Service Arts and Sciences 
are: Alexanderia Albaugh,
Jacobs Creek, PA; Bethany 
Anna, Patton, PA; Nathan 
Beideman, Parkesburg, PA; 
Elyse Enea Bellows, Mo-
hawk, NY; Nicole Boivin,
Erie, PA; Burton Bolt,
(Cum Laude) Holland, MI; 
Melanie Boney, Bowie, 
MD; Cory Braatz, Blairs-
ville, PA; Matthew Buck-
ley, Franklin, PA; Codi Ca-
brera, Buckhannon, WV; 
Katherine DeCapria, State 
College, PA; Emily Elkin,
Derry, PA; Michael Geram-
ita, New Castle, PA; Chris-
topher Holzer, (Student 
Senator) Pittsburgh, PA; 
Meghan Kelly, Pittsburgh, 
PA; Jacob Martucci, Con-
nellsville, PA; Gerard Phil-
lips, Grosse Pointe, MI; 
Justin Strouphauer, Pine 
Grove, PA; Julie VanTol,
Essexville, MI; and John 
Watts, Endwell, NY.
 Candidates to receive the 
Associate in Specialized Busi-
ness Degree, Funeral Ser-
vice Management are: Lyd-
ia Alvarez, Pittsburgh, PA; 
Rachel Crowder, Strongs-
ville, OH; Mary Degen-
hardt, Pittsburgh, PA; Dan-
iel Groff , (Summa Cum 
Laude) Leola, PA; MaryJo 
Hazelbaker, Morgantown, 
WV; Jordan Lenick, (Mag-
na Cum Laude) Hanover, 
PA; Ronald Rich, Madi-
son, PA; Lauren Morris,
Pittsburgh, PA and Kealey 
Smartnick, Blairsville, PA 
 Bachelor of Science De-
grees were bestowed at 

CONTINUED ON PAGE A36
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PM2827A         Underwritten by Physicians Life Insurance Company. Not available in all states. *If under age 91.

Two innovators. One exclusive pre-need program.

Call The Outlook Group 
to break new ground 
with your pre-need business.  

877.932.3239 

AdvancedFundingSolutions.com

Break through ... 
to an all-new way 
     to earn more growth.

Introducing Cornerstone Index Advantage, a game changer in pre-need funding solutions from the 
creators of Cornerstone I, II and Infl ation Guard.

This unequaled equity-indexed product gives you the opportunity for more growth.                
Starting day one.* With an equity-driven growth rate — and protection from market losses. 

Cornerstone Index Advantage leverages our nearly 20 years of index annuity expertise to give you             
a breakthrough option for your pre-need business. Again.

Available only through Physicians Mutual® and The Outlook Group.
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Foresight Announces Human Resource 
Spring Training Seminar
PHOENIX,AZ— Daniel M. Isard, MSFS, 
president of Th e Foresight Companies, 
LLC, the nation’s leading fi nancial and 
management consulting fi rm serving fu-
neral homes and cemeteries throughout 
North America, announced the dates for 
Human Resource Spring Training Seminar. 
 “Th e single largest cost of operating a 
funeral home or cemetery is staffi  ng. Yet, 
no one has trained business owners and 
managers on what the rules are to manage 
their staff ,” says Dan Isard. He continues 
to state, “If you think good employees are 
expensive you should see how much bad 
ones will cost you.” Th is two-day semi-
nar will provide attendees everything they 
need to know and have for implementa-
tion as a human resource director. Dur-
ing this two-day workshop, they will learn 
what to do, how to do it, and most impor-
tantly what not to do. Attendees will cre-
ate all their key human resource manage-
ment documents during our 16 hours of 
seminar instruction. 
 Th e Human Resource Spring Training 
Seminar will feature Th e Foresight Com-
panies human resources expert Stepha-
nie Ramsey. Stephanie has been featured 
in Th e Director, Th e American Funeral Di-
rector, Th e Independent and the ICCFA 
Magazines. She is also a popular speaker 

on human resource subjects at the NFDA 
and ICCFA annual conventions. “Dealing 
with employee issues is one of the most 
challenging aspects of operating a funeral 
business, the right tools make these issues 
manageable,” states Ramsey.
 Participants will leave this seminar with 
ready to implement (subject to state law) 
employee manual, procedure manual, hir-
ing letter, fi ring/termination letter, annual 
review form, job description, confi denti-
ality/non-disclosure letter, consensual re-
lationship agreement, and motor vehicle 
accident reporting form. Th is will also 
give them the opportunity to receive their 
special human resource updates and ac-
cess to Th e Foresight Forecast which is 
their new informational site with business 
blogs, videos, mini seminars and webinars 
posted weekly. “Staffi  ng is the number 
one cost in running your funeral home. 
Why not do it right?” concludes Isard. 
 Th e seminar will take place in Phoenix, AZ 
at Foresight’s offi  ce. It begins with a welcom-
ing cocktail party on Wednesday evening, 
March 22 and run through Friday March 
23, 2017. For information on registration, 
visit www.theforesightcompanies.com, con-
tact Catherine Belliveau at the Foresight 
offi  ce by calling 800-426-0165 or email 
catherine@theforesightcompanies.com.
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®

Free Marketing Support for 
Today’s Funeral Professionals
The Funeral and Memorial Information Council (FAMIC) created 
Have the Talk of a Lifetime® – a national campaign that encourages 
people to find out what matters most to their loved ones, so they 
can celebrate life when the time comes. We’ve prepared free 
marketing materials for use in your community, including: 
print and digital ads, PR materials, social media, and more.

FAMIC members can download 
materials at: FAMIC.org 
Have questions? Email us at: 

HavetheTalkofaLifetime@gmail.com

Accepting Entries For 
Interior Design Award

Mishawaka, IN – Entries are being accepted by Cressy Memorial Group for an 
Interior Design Award for Best Conversation Area. Th e contest is open to 
memorial industry businesses that serve the public. 

In the memorial industry, there are currently no awards for beautiful interior 
spaces in funeral homes and cemetery buildings.  Designing Woman columnist, 
MaryAnne Scheuble plans to change that by acknowledging businesses that are 
well-maintained and stand out for beautiful décor.  “Having set foot in hundreds 
of memorial industry businesses I can attest to the creative, welcoming conversa-
tion areas that exist in select funeral homes, cemetery offi  ces and mausoleums.”

To enter - Submit photo(s) of the seating area which accommodates two or more 

people. Visitation rooms, hospitality spaces, arrangement 

areas or any common space qualify.  

Th en, add a few sentences to explain what’s 

unique, beautiful, comforting about the space.  

Send entries to: maryanne@cressymemorial.com   

Subject title: Entry – Best Conversation Area 

Deadline is March 31st.  
Prize supplied by Howard Miller/ Hekman companies                                         

         is a dramatic 49” Gallery-style wall clock – Wingate # 625-566. 

Th e winner will be announced in the May issue of 

Th e Funeral Home & Cemetery News.

Cressy Memorial is a manufacturers’ representative agency that works through distributors to bring 
Howard Miller clocks and urns, Hekman furniture, R & S Marble urns, Natural Legacy caskets 
and urns plus Crowne Vaults to the memorial industry. Th ey support distributors throughout the 
United States and Canada. For more information, contact:  MaryAnne Scheuble, Cressy Memorial 
Group   866.763.0485.
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and achievement in the areas of restorative art and cosmetol-
ogy. Michael Kuruc, representative from the Pierce Chemi-
cal Company and PIMS alumnus, made this award available. 
Haylee received a plaque from Th e Pierce Chemical Com-
pany. Th e Dodge Award was presented to Matthew Buck-
ley in recognition of his demonstration in both exceptional 
and theoretical expertise throughout the embalming curricu-
la practicum. Matt Black, Dodge representative and PIMS 
alumnus, made this award available. Matthew also received 
a complete Dodge Embalming Kit. Th e Champion Award for 
Mortuary Science Excellence is a criteria-based award of merit. 
Th is award was presented to Cody R. Rice, who demonstrat-
ed the qualities of scholarship, aptitude and practical skills 
specifi cally in the core science component of PIMS program. 
Th ese qualities are indicated of the man who bears the name-
sake of the award. Paul Bauman, vice-president and gener-
al manager of Champion Company was on hand to pres-
ent Rice a plaque and a credit towards Champion products.
Th e Eugene C. Ogrodnik Entrepreneurial Award is also a crite-
ria-based award of merit. Th is award is presented to Michael 
A. Geramita who demonstrated the qualities of stewardship, 
scholarship, and leadership. Th ese qualities are indicated of 
the man who bears the namesake of the award; through his 
passion for education, visionary prowess, and keen business 
acumen, he established the legacy of the Pittsburgh Institute 
of Mortuary Science while shaping the future of the funeral 
profession. In honor of his namesake, this award is presented 
to the student who, as recognized by the core business faculty 
of the Pittsburgh Institute of Mortuary Science, is deemed to 
have the entrepreneurial spirit and greatest potential to im-
pact the funeral service industry at large.
 Ten percent of the graduates received the Mu Sigma Alpha 
Award which is the honorary society established by the Na-
tional Association of Colleges of Mortuary Science and gives rec-
ognition to those students who have displayed outstanding 
merit in scholarship and who have conducted themselves as 
good citizens of the schools they attended. Th e recipients of 
the Mu Sigma Alpha Award are: Nicole Boivin, Cory Braatz, 
Matthew Buckley, Daniel Davenport, and Logan Pfaff .
 At the conclusion of the ceremony, president of the student 
senate, Victoria Devore, gave her closing farewell remarks. As 
well, classmate and vice-president of the senate, Logan Pfaff , 
led the congregation in the traditional singing of America the 
Beautiful which concluded the commencement exercise.
 Best of wishes to all the graduates as they begin their fu-
neral service careers.

PIMS Holds 154th Commencement Continued fr om Page A34

PIMS Announces Deans List
PITTSBURGH,PA— Pittsburgh In-
stitute of Mortuary Science (PIMS) 
is pleased to recognize the following 
students who have been placed on 
the Dean’s List for the fall trimester 
ending January 20, 2017. Th is aca-
demic honor goes to those full-time 
students who have achieved a grade 
point average of 3.50 or better in this 
trimester of studies.  

 From Class #154: Lance Carrier,
Brookville, PA and Maria Koontz,
Elizabethville, PA.
 From Class #155: Amanda Burgess,
Carnegie, PA; Sarah Barczak, Venetia, 
PA; Chelsea Cush, Pittsburgh, PA; Ju-
liana Fortunato, Pittsburgh, PA; Jes-
sica Guina, Pittsburgh, PA; Londyn 
Hutson, Harrington, DE; Adrienne 
Kloecker, Erie, PA; Emily Nelson,

Monaca, PA; Bradley Noecker, Pitts-
burgh, PA; Cierra Personius, Somer-
set, PA; Taylor Rice, Pittsburgh, PA; 
and Holly Stavarski, Pittsburgh, PA. 
 From the Associate in Specialized 
Business Degree class: Daniel Groff , 
Lancaster, PA and Jordan Lenick,
Hanover, PA. 
 Congratulations to PIMS honor stu-
dents on their academic achievement.

commencement to Michael A. Geramita. Martin Black,
Associate Dean of Career Development of Th iel College
in Greenville, PA, was on hand to present the degree. 
Th rough PIMS cooperative bachelor degree programs, 
Michael was able to combine his course work from PIMS 
with his education from Th iel College. PIMS also has 
three other colleges/universities it shares a cooperative 
bachelor program with.
 Special Awards were also presented at the commencement. 
Th e Memorial Award was presented to Daniel A. Davenport 

who was chosen by his class-
mates as the student who, 
through qualities of lead-
ership, professional con-
duct and good citizenship, 
best typifi es the ideals of the 
student body. Th e John Re-
bol Award was presented to 
Lance A. Carrier who had 
maintained the highest scho-
lastic average for the school 
year 2016-2017. Th e Wil-
liam J. Musmanno Memo-
rial Award was presented to 
Jasmine C. Washington in 
recognition of her outstand-
ing ability, attitude, com-
mitment and achievement 
in the clinical embalming 
setting. Jasmine received an 
embalming kit from PIMS 
alumnus Wayne Urbine. 
Urbine, who has funeral 
homes in Jersey Shore and 
Loganton, PA received the 
same award when he grad-
uated PIMS and he will be 
providing the embalming 
kit for all future recipients 
of Th e William J. Musman-
no Memorial Award. Th e 
Pierce Chemical Restorative 
Art Award was presented to 
Haylee Kormick in recogni-
tion of her outstanding abil-
ity, commitment, attitude 
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MC-100-A-HD

New Heavy Duty Mortuary Cot

Built of sturdy anodized aluminum tubing 

that will not oxidize and will keep looking 

like new for years. Features an outstanding 

load capacity of 900 pounds!

Features
• Legs lock automatically when unloading

• One person can load and unload

• Multiple level adjustment for bed to  

 cot transfer

• Two locking swivel wheels

• Comes with heat-sealed mattress and  

 two restraint straps

Specifications
Dimensions 78" L x 21" W

Minimum Height 10"

Maximum Height 32½"

Shipping Weight 58 lbs.

Load Capacity 900 lbs.

MC-100-A-HD

PROUDLY MANUFACTURED IN THE USA

John A. Gupton College 
to Begin New Online 
Degree on April 1st

NEWSNEWS
Educational

CONTINUED

NASHVILLE,TN— B. Ste-
ven Spann, president of 
John A. Gupton College,
has announced the cre-
ation and implementation 
of a new totally online As-
sociate of Applied Science 
Degree in Funeral Service.
 Th e student who suc-
cessfully completes the re-
quirements for this degree 
will be eligible to sit for 
the National Board Ex-
amination, which is re-
quired for fi nal licensure 
as a funeral director and 
embalmer. 
 President Spann has set 
April 1, 2017 as the date 
for the inauguration of 
this new online program.
 Th e program is fully ac-
credited by the Ameri-
can Board of Funeral Ser-
vice Education as well as 
the Southern Association of 
Colleges and Schools. Th e 
program takes between 12 
and 16 months to com-
plete depending on the 
evaluation of the appli-
cants prior college course 
work.
 According to Spann, 

“Th e long history of John 
A. Gupton College is a 
history of innovation and 
creativity. Several years 
ago we started our own 
Cremation Certifi cation 
program so our gradu-
ating students would be 
certifi ed and qualifi ed to 
professionally serve cre-
mation families, and now 
once again JAG is on the 
cutting edge by off ering 
the new Associate of Ap-
plied Science Degree in 
Funeral Service. We are 
blessed to have a well ex-
perienced staff  of licensed 
funeral directors and em-
balmers who will serve 
as the core faculty in this 
new program. If you are 
interested in becoming a 
licensed funeral profes-
sional, and accomplish 
this without having the 
relocate, John A. Gupton 
College has the answer.”
 For information con-
cerning cost and the pro-
gram call 615-327-3927, 
or visit guptoncollege.
edu or email admissions@
guptoncollege.edu.

 

 

http://www.guptoncollege.edu/
http://www.trigardmemorials.com/
http://www.junkinsafety.com/
http://guptoncollege.edu/
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The National Museum of Funeral History
Houston, Texas

Museum Museum 
CornerCorner

National Museum of 
Funeral History Presents 

A Tribute to George Barris

 The National Museum of Funeral History, located in Houston, Texas, 
houses the country’s largest collection of funeral service artifacts and 
features renowned exhibits on one of man’s oldest cultural customs. 
It belongs to YOU and everyone in the funeral industry. Visitors can 
discover the mourning rituals of ancient civilizations, see up-close au-
thentic items used in the funerals of US Presidents and Popes and ex-
plore the rich heritage of the industry which cares for the dead. 
 The museum is located at 415 Barren Springs Drive, Houston, 
TX 77090 and is open Monday-Friday from 10am-4pm, Saturday 
from 10am-5pm and Sunday from 12pm-5pm. Admission is $10 
for adults and children age 12 and older, $9 for seniors and vet-
erans; $7 for children 6-11 years old; and free for children age 
5 and younger. For more information, visit www.nmfh.org, “like” 
the museum on Facebook or call 281-876-3063. 

www.nomispublications.com

Funeral Home & Cemetery News 
Contributors share insights and 
exchange ideas.BlogsBlogs

 Celebrating its 25th Anniversary, the National Museum 
of Funeral History is proud to present a new special exhib-
it, A Tribute to George Barris, through December 31, 2017.
 George Barris, known throughout the world as the ‘origi-
nal’ King of Kustomizers, created iconic automobiles in-
cluding the original 1966 Batmobile, the “Beverly Hillbil-
lies” jalopy, the Munster Koach and casket turned dragster 
(the “Drag-U-La”) for “Th e Munsters,” and many KITTs, 
the short name of two fi ctional characters from the adven-
ture television series “Knight Rider.”
 Located in Houston, Texas, the Museum will display a 
replica of the 1966 Batmobile, a replica of the casket Bar-
ris was buried in recreated by the original casket designer, 
Richie Valles, a memorial folder from Barris’ funeral along 
with other personal memorabilia.
 President of the National Muse um of Funeral History 
Genevieve Keeney stated, “We have a wonderful gentle-
man who is on our board, Buck Kamphausen, who col-
lects cars. He has fascinating hearses that are on exhibition 
in the museum and an outstanding private collection of 
unique automobiles. Mr. Kamphausen owns the replica of 
the 1966 Batmobile and the replica of the casket in which 
Barris was buried. It is a unique opportunity to display 
these items in A Tribute to George Barris.
 Born in Chicago in the mid-twenties, Barris moved to 
Roseville California with relatives after his parents died 
in 1928. He pursued a passion for building scratch-built 
model airplanes and model cars that resulted in winning 
competitions for construction and design.
 His interest in cars intensifi ed during his teenage 
years as he discovered “the black art” of body work 

On display through December 31, 2017
by hanging out after school at local body shops. Barris 
created his fi rst full custom car from a used 1936 Ford 
convertible before he graduated from high school that 
led to his fi rst commercial customer.
 Shortly after, Barris formed a club called Kustoms Car 

fi rst shop in Bell, 
a Los Angeles sub-
urb in late 1944. 
 As movie studios 
took note of Bar-
ris’s kustoms on the 
streets and at races, 
the studios came to 
George for cars for 
their fi lms. Th is in-

cluded customizing the personal cars of the stars as well. 
 As the sixties began, George shifted gears and bought 
a new shop in North Hollywood where he designed 
and built award-winning cars. 
 Kamphausen, who is a funeral director, stated that he had 
attended the funeral for Barris. “It was a WOW! I knew he 
would have something diff erent. I have fond memories of 
George. He was a great part of the automobile world.”
 For more information, go to www.nmfh.org
 Looking for a unique gift? Visit the Museum’s online gift 
shop for a variety of gifts and one-of-a-kind trinkets and 
treasures. www.nhmf.org/shop
 Be sure to follow the museum on Facebook www.
facebook.com/funeralmuseum for the latest news 
and happenings. 

Club where the fi rst use of “K” for kustoms ap-
peared. He later moved to Los Angeles where 
his talents began to fl ourish. Barris opened his 

Photos Courtesy National Museum of Funeral History

NFDA Expands Cremation Certifi cation Program

NEWSNEWSAssociation
BROOKFIELD,WI— The Nation-
al Funeral Directors Associa-
tion (NFDA) Certifi ed Cremato-
ry Operator Program has changed 
its name to the NFDA Crema-
tion Certifi cation Program™. It 
will continue to lead the way as the 
profession’s cremation certifi cation 
of choice and, is now off ering two 
designation options. Program at-
tendees can choose their preferred 
designation based on their role in 
off ering cremation to families. 
 Th e name change and addition of 
a second designation option refl ect 
NFDA’s ongoing eff orts to respond 
to the needs of cremation providers. 
 “Some funeral homes own and 
operate crematories. Others part-
ner with a third-party crematory to 
provide cremation services to fami-
lies,” said Mike Nicodemus, NFDA 
vice president of cremation servic-
es. “By off ering two designations, 
the NFDA Cremation Certifi cation 
Program will better refl ect the di-
verse roles funeral professionals have 
in the cremation process.” 
 Developed for funeral homes that 
off er cremation services, the NFDA 
Cremation Certifi cation Program 
sets the bar high with a comprehen-
sive training program that covers eth-
ics, crematory operations, safety and 
compliance, liability issues, customer 
service, and more. Since the program’s 
launch in September 2013, 2,177 in-
dividuals have been certifi ed. 

 Regardless of the designation se-
lected by program participants, the 
day-long training program and cer-
tifi cation exam are the same. Dur-
ing registration, attendees select 
the designation they aspire to earn 
upon successful completion of the 
program certifi cation test: Certi-
fi ed Cremation Services Provider 
(CCSP) which is for funeral direc-
tors and staff  that off er cremation 
services through a third-party cre-
matory; or the Certifi ed Cremato-
ry Operator (CCO) program de-
signed for crematory owners and/
or operators.
 “During my career, I’ve been called 
on numerous times to testify as an 
expert witness in cremation litigation 
cases,” said Nicodemus. “Th e mis-
takes I have seen have caused heart-
ache for families and damaged the 
reputation of businesses. With cre-
mation litigation on the rise, it is 
critical that you understand the steps 
you need to take to protect your fi rm 
from the moment a family walks in 
your front door until you deliver the 
cremated remains to the family, that’s 
true whether you own a crematory or 
use a third-party. NFDA’s Cremation 
Certifi cation Program covers every-
thing you need to know in order to 
safely and ethically provide crema-
tion services to families.”
 NFDA’s Cremation Certifi cation 
Programs scheduled for 2017 are: 
March 7th, Pace, FL; March 17th, 

Atlanta, GA; March 30th, Mount 
Vernon, IL; April 4th, South Jor-
dan, UT; April 12th, Detroit, 
MI; April 26th, Newton, MA; 
May 22th, Bloomington, MN; 
June 28th, Williamsburg, VA; Au-
gust, Birmingham, AL (exact date 
TBD); September 19th, Green-
wood, SC; and October 28th, Bos-
ton, MA, a preconvention seminar 
for the 2017 NFDA Internation-
al Convention & Expo. Addition-
al programs will be confi rmed in 
the months to come. Registration 
is open for most programs.
 Th e NFDA Cremation Certifi ca-
tion Program has been approved 
for CE by the Academy of Profes-
sional Funeral Service Practice; the 
program is state-approved for cre-
matory operator certifi cation in Il-
linois, Kansas, Louisiana, Maine, 
Maryland, Mississippi, Nevada, 
North Carolina, Texas, Virginia, 
and West Virginia at this time. It 
also meets specifi c training require-
ments in states that require training 
but not certifi cation. 
 State associations, mortuary science 
schools, funeral homes, and cremato-
ries that would like more information 
about hosting an NFDA Cremation 
Certifi cation Program should visit 
the association website at www.nfda.
org/cremationcertifi cation, contact 
Nicodemus at 800-228-6332 or e-
mail mnicodemus@nfda.org for ad-
ditional information. 

 

http://www.nomispublications.com/blog.aspx
http://www.pmkeepsakes.com/
http://www.nfda.org/cremationcertification
mailto:customerservice@tiesforyou.com
http://www.tiesforyou.com/
http://www.nmfh.org/
http://www.nmfh.org/
http://www.nhmf.org/shop
http://facebook.com/funeralmuseum
mailto:mnicodemus@nfda.org
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Removable Silhouette Landau Bars
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(Memories of Jack’s Recipes)
Original Recipes from Dottie and Jack Frediani

Shared by Kate Frediani-Gorman 
Cremation Products Inc. 

800-837-0701
www.cremationproductsinc.com

“Eat your crust, that’s where all your vitamins are.” 
–Mom, 1955

MONTE CRISTO SANDWICH

2/3 cup eggs or egg substitute
1/3 cup fat free milk
4 slices cooked turkey bacon
4 slices cooked ham
4 slices Swiss cheese 
8 slices white bread 
Salt and pepper to taste 
1½ tsp powdered sugar 

 Combine eggs, milk, salt and pepper in a shallow 
dish. Place one slice each of turkey, ham and cheese 
on 4 bread slices. Top with remaining bread slices. 
Dip both sides of each sandwich into the egg mixture. 
Place sandwiches in a large skillet coated with cook-
ing spray over medium high heat. Cook 3 minutes on 
each side until sandwiches are golden. Sprinkle with 
powdered sugar. Serve sandwiches with sauce. 
Sauce: Combine ¼ cup red currant jelly, 2 Tbs Di-

jon mustard, 1 Tbs orange juice and 1 Tbs water in 
small saucepan over low heat. Cook until jelly melts.

QUEEN VICTORIA SOUP 
Fannie Farmer Cookbook (Early Edition)

1 Tbs butter
1 Tbs fi nely chopped onion

 Cook slowly in a deep pan until the onion is 
yellow then add:
1/3 cup chopped mushrooms
1 cup diced celery

 Cook 10 minutes and add:
4 cups chicken broth
1 Tbs Quick tapioca
½ cup diced cooked chicken
½ cup diced cooked ham
Sage, nutmeg and onion salt to taste

 Cook 20 minutes and then add: 
2 hardboiled eggs, fi nely chopped
1 or 2 cups cream (or evaporated milk)

 Heat and serve in large bowls and garnish 
with chopped parsley. 
 To simplify – Use a can of mushroom soup in 
place of the mushrooms and cream and canned 
luncheon meat in place of ham. 

Memoires des Memoires des 
choix des Jacquechoix des Jacque

Good Eating!

WETHERSF IELD,CT—
Th e 2017 offi  cers and ex-
ecutive committee mem-
bers have been elected to 
the Connecticut Funer-
al Directors Association
(CFDA) during the as-
sociation’s 128th Annual 
Convention.
 New president Robert L. 
Muccino Jr. of Funk Fu-
neral Home in Bristol is 
also the Northeast-Eastern 
Region Director of Sup-
port for Carriage Servic-
es of Houston, TX. Muc-

NEWSNEWSAssociation
CONTINUED

CFDA elects New Offi cers and Executive Committee

Robert L. Muccino Jr

John F. Cascio, CFDA Executive Director (left) was honored 
with the 2017 Brass Apple Award by the Council of Funeral 
Association Executives for his presentation of the association’s 
ongoing public relations & communications plan. The strategies 
and actions are developed and managed by Laura Soll Public 
Relations, LLC of Windsor. The award was presented by CFDA 
President Robert L. Muccino Jr. 

cino’s theme for his 2017 presidency is to “Embrace 
Change, Off er Light, and Provide Direction.” He has 
served fi ve terms on CFDA’s executive committee, most 
recently as the association’s vice president.
 A lifelong Waterbury resident, Muccino says that his in-
terest in funeral service was sparked at a very young age 
when his grandfather was murdered in one of the city’s 
neighborhoods. Th at painful tragedy made him all too 
aware of the impact that grief has on families and individ-
uals. Muccino chose a career as a funeral director so that 
he can compassionately guide people along life’s journey 
during the most diffi  cult of times.
 Muccino became a funeral director and embalmer in 
1985 after receiving his professional schooling from the 
New England Institute of Mortuary Science in Boston, MA 
and completed his apprenticeship at the John J. Ferry 
& Sons Funeral Home in Meriden, CT. Prior to join-
ing Carriage Services and Funk Funeral Home in 2015, 
he spent eight years as the regional market prearranged 
funeral manager in Connecticut and Rockland County, 

NY for Service Corporation International (SCI)/Dig-
nity Memorial of Houston, TX.
 Th e new offi  cers are: Vice President: Edward J. Sheehy 
Jr, CFSP, CPC, CCO, of Riverview Funeral Home in 
Shelton, CT and Edward F. Adzima Funeral Home in 
Derby, CT; Treasurer: Matthew R. Adzima of Adzima 
Funeral Home, Inc. in Stratford; Secretary: Alexander 
J. Scott, CFSP, CPC, of Newington Memorial Funer-
al Home and Fisette-Batzner Funeral Home in New-
ington and Burritt Hill Funeral Home in New Britain; 
CFDA Policy Board Representative to the National Fu-
neral Directors Association: Pasquale S. Folino, CFSP, 
COO, of Th omas L. Neilan & Sons Funeral Homes
in New London and Niantic; and Immediate Past-Pres-
ident: Howard K. Hill, CFSP, CPC, CCO, of Howard 
K. Hill Funeral Services in New Haven, Hartford and 
Bloomfi eld. CFDA’s executive director is John F. Cascio.
 Executive Committee members include: Albert M. 
DeLucia of Porto Funeral Homes in West Haven and 
East Haven; David W. MacDonald of Wallingford 
Funeral Home in Wallingford and Yalesville Funeral 
Home in Yalesville; Melissa Melin-Miles of Alderson-
Ford Funeral Homes, Inc. in Cheshire, Naugatuck 
and Waterbury; Jacqueline L. Teske of Pietras Fam-
ily Funeral Homes in Rockville, Coventry, Tolland and 
East Windsor; and John “Jay” C. Carmon Jr, CPC, of 
Carmon Community Funeral Homes with locations 
in Windsor, Avon, Granby, Rockville, South Windsor, 
Suffi  eld and Vernon. 
 Th e Connecticut Funeral Directors Association (CFDA) 
is comprised of funeral directors at more than 220 funer-
al homes. Founded in 1889, the Wethersfi eld-based as-
sociation is committed to the promotion and advocacy 
of high ethical standards in funeral service. Th is includes 
the development and presentation of ongoing profession-
al training opportunities for practitioners and education-
al programs for association members and the public. For 
more information about the Connecticut Funeral Direc-
tors Association, call 860-721-0234 or 800-919-2332, 
visit www.ctfda.org or like them on Facebook.
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NGFSPA to host Annual Retreat in Orlando

DEERFIELD,IL—Select-
ed Independent Funer-
al Homes has named Hel-
en Loring Dear of Porter 
Loring Mortuaries in San 
Antonio, TX as the 2017 
recipient of its NextGen Pro-
fessional of the Year Award. 
Loring Dear was honored at 
a ceremony at the opening 
reception of the group’s an-
nual NextGen Seminar, held 
January 22-26 at the Iberos-
tar Cancun, Mexico. Recip-
ients are presented a physi-
cal award and reimbursed 

NEWSNEWSAssociation
CONTINUED

Helen Loring Dear presented Next Gen Award

 Helen Loring Dear 

cide Prevention Coalition (AATSPC).
 “I have been personally involved with and marveled at the 
community commitment that Helen has made which re-
sulted in establishment of the AATSPC. Helen’s leadership 
regarding this pressing issue has now evolved into a major 
eff ort with staffi  ng, a Teen Advisory Board and participa-
tion by almost every school district in the San Antonio re-
gion,” said Marian Sokol Ph.D., and executive director of 
the Children’s Bereavement Center of South Texas. “She 
has been recognized in our community as a dynamic young 
woman who is among the ‘Rising Stars of Texas.’”
 In 2016, Helen was chosen as one of San Antonio Business 
Journal’s “40 under 40,” honoring young leaders succeeding 
in business and contributing to their community. “Helen un-
doubtedly has a bright future and is a remarkable refl ection 
on her family, her community, her business and Selected,” 
noted one judge on the Professional of the Year Award panel. 
 Perhaps Helen’s father, Porter Loring, III, put it best when 
he said, “Beyond the professional accolades is a devoted wife 
and mother of two young children, who ensures that she de-
votes time to her family as well as taking care of the business. 
Integrity and perseverance are at the core of everything that 
Helen does.” 
 Selected Independent Funeral Homes created NextGen to 
develop young funeral professionals as well as acknowledge 
those new to the profession. Th e four-day NextGen Semi-
nar, held annually, off ers educational and networking ses-
sions for its attendees.
 Founded in 1917 as National Selected Morticians, Select-
ed Independent Funeral Homes is the world’s oldest and 
largest association of independently-owned funeral homes. 
With a common interest in providing families and individu-
als with compassionate care and professional integrity, mem-
bers agree to uphold the association’s Code of Good Practice, 

a pledge to provide the public with reliable, high-quality fu-
neral services and funeral-related information. Further in-
formation on Selected Independent Funeral Homes can be 
found at  www.selectedfuneralhomes.org.

for the meeting registration. Th e award highlights career 
achievements, community involvement and achievements of 
funeral professionals under the age of 50.
 Loring Dear, president of Porter Loring Mortuaries, began 
her journey in the funeral profession at the age of 16 as a 
housekeeper at her family’s fi rm. Since then, she has worked 
in virtually every position within the fi rm, performing each 
role with the utmost compassion for the families she serves. 
Active in numerous organizations in her profession and in 
her community, and her involvement in Selected has played 
an integral part of her development and growth. She is a Se-
lected Study Groups participant and a graduate of Selected’s 
Leadership Academy, an intensive two-year leadership train-
ing program. Graduates of this program complete a Cap-
stone project to demonstrate and apply the leadership tools 
developed over the course of the program.
 Th e focus of her Capstone project was on teen suicide rates 
in the San Antonio area. She soon determined that there 
were few resources for teens in her community and wanted 
that to change. For a year, she worked with several local non-
profi t directors to plan a Roundtable on Teen Suicide. Th e 
meeting resulted in the creation of the Alamo Area Teen Sui-

FLORENCE,SC— New Generation of 
Funeral Service Practitioners Associ-
ation (NGFSPA) will host its Second 
Annual Funeral Professional Retreat 
in Orlando, FL at the Westgate Lakes 
Resort April 6-9, 2017. Young profes-
sionals from funeral homes aroun d the 
country will come together for three 
days of learning and networking. 
 Th e retreat programs will encourage 
young professionals to become better 

leaders and visionaries in their com-
munities. Presentations will include 
Attorney Christopher Chestnut of 
the Chestnut Law Firm with “Sur-
viving, Preventing, And Avoiding the 
Storm,” Attorney Nuru Witherspoon
of the Witherspoon Law Group
with “7 Th ings You Should Know To 
Avoid Being Sued,” Rob Brice from 
C&J Financial with “Th ree Simple 
Strategies to Increase Your Bottom 

Line,” Attorney Kevin Kelly of the 
Kelly Law Firm with a “2017 Update 
on Legal Issues in the Funeral Indus-
try,” and Attorney Ortavia Simon of 
the Simon Law Group with “Issues: 
Who is Next to Kin Uninsured and 
Underinsured Inadequate Processes 
and Procedures.”
 For more information, contact Event 
Chair Lisa Leland Norwood at (786) 
262-7587.
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ARNETT RAY BURNSIDE of 
Bridgeport, WV died Febru-
ary 8, 2017 at the age of 83. 
He established Burnside Fu-
neral Home in 1997 along-
side his son, Scott P. Burn-
side and was a member of the 
West Virginia Funeral Direc-
tors Association.

GEORGE B “MIKE” DODGE 
JR of Cambridge, MA died 
January 29, 2017 at the age 
of 87. He joined The Dodge 
Company in 1956, was 
elected treasurer in 1966, 
and served as vice president 
alongside his brother, Arnold 
Dodge and later both daugh-
ters, Debbie and Kristie. 

CHARLES EDWIN GILLIL-
AND of Greensburg, IN died 
January 24, 2017at the age 
of 75. He joined his father’s 
business, Gilliland-Howe 
Funeral Home at the age of 
20 and later operated it as a 
licensed funeral director un-
til his retirement. He gradu-
ated from the Indiana School 
of Mortuary Science in 1962. 

TERRY L. MOFFETT of Boi-
se, ID died February 3, 2017 
at the age of 72. He worked 
alongside his wife, Faye as 
a licensed funeral director, 
owner and operator of Mof-
fett’s Memorial Chapel for 
over ten years and was a grad-
uate of the Gupton Jones Col-
lege of Mortuary Science. 

GERALDINE BROWSER 
WOOD of Wynnefield, PA 
died January 13, 2017 at the 
age of 89. In 1959, she and 
her husband, Clarence M. 
Wood established the Wood 
Funeral Home in Philadel-
phia, where she acted as the 
support staff and lady atten-
dant.

RICHARD H. SEARER of Tyrone, 
PA died January 22, 2017 at the 
age of 91. He served his appren-
ticeship at Graham and Getz 
Funeral Home before becom-
ing sole proprietor of the fi rm in 
1988. He owned and operated 
it as the Richard H. Searer Fu-
neral Home, Inc for 29 years.
In 2012, he was recognized for 
60 years of service as a licensed 
funeral director in Pennsylvania. 
A 1954 graduate of the Pitts-

burgh Institute of Mortuary Science, he was member of the 
National Funeral Directors Association, Pennsylvania Funeral 
Directors Association and the Keystone (local) Funeral Direc-
tors Association, which he served as past president.

JOHN H. KERNS of Oelwein, 
IA died February 4, 2017 at 
the age of 75. He worked as a 
funeral director for the Mur-
doch Funeral Home in Mar-
ion and the Fawcett Funer-
al Home in Winthrop before 
joining Brant Funeral Home
in Oelwein in 1968. He later 
purchased the fi rm along with 
the Delsing-Wright Funer-
al Home in Maynard and the 
Gleim Funeral Home in Ar-

lington and continued to own and operate them un-
til May 1, 1987. John later worked as the public rela-
tions and entertainment director for Omaha Wilbert 
Vault and Wilbert Vault of Waterloo, Fort Dodge, 
Mason City and West Union; and was part owner of 
Zenith Casket Co in Des Moines. He graduated from 
the Milwaukee Institute of Mortuary Science in 1965. 

JOHN HARVEY GIVENS, JR of 
Pearisburg, VA died January 10, 
2017at the age of 82. He served 
his apprenticeship at J.T. Mor-
ris & Son Funeral Home in Pe-
tersburg before receiving his fu-
neral directors license in 1957.
He returned to Pearisburg in 
1959 to join his brother, Cale 
T. Givens at Givens Funeral 
Home, which was established 
by their father, the late John 
Harvey Givens Sr in 1912. He 

was a golden licensee funeral director with over 50 years of 
service. A 1955 graduate of the Cincinnati College of Mor-
tuary Science, he was a member and past president of the 
Virginia Board of Funeral Directors and Embalmers.

THOMAS EDWARD “TOM” 
GRAVES, JR of Norfolk, VA 
died January 13, 2017 at the 
age of 92. He served his ap-
prenticeship at Hale Funer-
al Home in Norfolk before 
establishing the Graves Fu-
neral Home in 1953 with 
the help of his family and 
wife. It was the fi rst establish-
ment ever designed and built 
to service the African-Amer-
ican community in the area. 

He remained licensed with the Virginia State Board of 
Funeral Directors and Embalmers, was licensed in the 
state of North Carolina until 2016 and was active in 
both local and national levels in the industry for many 
years. He graduated from the Echols School of Mortuary 
Science in Philadelphia, PA, where he completed a two 
year course in one with honors and was subsequently 
inducted into the honorary fraternity.

WILLIAM “STEVE” SOUTH-
ERLAND, SR of Lynn Hav-
en, FL died January 26, 2017 
at the age of 79. He was a li-
censed funeral director at 
Southerland Family Funeral 
Home for 41 years, which he 
established alongside his par-
ents, Ray and Bobbie South-
erland in 1955. As president 
of the fi rm, he and his wife, 
Mary Sue, expanded the busi-
ness beyond Bay County to 

include neighboring counties. A 1966 graduate of the 
John A. Gupton College of Mortuary Science in Nash-
ville, he served as past president of the Florida Funeral 
Directors Association and was a member of the National 
Funeral Directors Association policy board.

CARL LEONARD GERBER SR 
of Norwalk, OH died Febru-
ary 2, 2017 at the age of 79. He 
was a licensed funeral director 
and embalmer at Gerber and 
Son Funeral Home, which his 
father, the late Leonard David 
Gerber established in 1939 as 
Gerber Funeral Home. He 
then acquired Heaston Fu-
neral Home in the late 1970’s 
and created Heaston-Gerber 
Funeral Home in Norwalk 

and he also acquired Norwalk Monument Compa-
ny and sold it four years later. Gerber Funeral Home 
merged with Kubach-Smith Funeral Homes of Nor-
walk and Milan. A graduate of the Cincinnati College of 
Mortuary Science, he was a member of the National Fu-
neral Directors Association, Ohio Funeral Directors Asso-
ciation and served as past president of the Huron County 
(Firelands) Funeral Directors Association.

R. KLINE ASHTON SR of Palmer 
Township, PA died January 25, 
2017 at the age of 84. He was 
a fourth generation funeral di-
rector and owner of the Ashton 
Funeral Home in Easton for 
more than 60 years. He graduat-
ed from Lafayette College in 1954 
with a degree in mortuary sci-
ence and was a founding mem-
ber of the Northampton Coun-
ty Community College Funeral 
Service program and advisory 

board. He was past president of the Eastern Pennsylvania 
Funeral Directors Association, where he was recognized with 
a Lifetime Achievement Award. A member of the National 
Funeral Directors Association, he served as a district governor 
of the Pennsylvania Funeral Directors Association and was a 
state chair for the International Order of the Golden Rule.

Death Notices
Send obituary information to Funeral Home & Cemetery News, PO Box 5159, Youngstown, OH 44514  • Fax (800) 321-9040 • E-mail info@nomispublications.com
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100% American Made

1-888-792-9315
Mortuary Coolers & Equipment

www.americanmortuarycoolers.comwww.americanmortuarycoolers.com

Image Copyrighted

1- 4 Tables $3,095 each
  5+ Tables $2,845 each

1- 4 Tables $839 each
  5+ Tables $799 each

6 Table Value Pack
$4,499 + Free Shipping

HYDRAULIC EMBALMING TABLE 35” “XTRA WIDE”

$1,699 each
 2 or more $1,525 each

MOBILE BODY STORAGE RACKS

End Loading
2 Tier - $1,196
3 Tier - $1,496
4 Tier - $1,879

Side Loading
2 Tier - $1,396
3 Tier - $1,596
4 Tier - $1,991
5 Tier - $2,491

Fastest lead time in the industry! Why Wait? Shipped to you assembled and ready to use.

FOLDING DRESSING TABLE

FS1 ULTRA 1000 MORTUARY COT

LOADING HEIGHT
41.2”

http://www.americanmortuarycoolers.com/
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PLAN YOUR TRIP TO THE 2017 
ANNUAL CONVENTION IN NASHVILLE
STERLING,VA— Keynoters will focus on defying comparisons, building con-
nections, creating quality customer experiences and taking action during the 
2017 International Cemetery, Cremation and Funeral Association Annual 
Convention & Exposition, April 5-8, in Nashville, TN.
 Th e ICCFA Convention will feature educational breakout sessions  covering ev-
ery aspect of the funeral, cemetery and cremation profession, from how to meet 
the digital expectations of Millennials to sustainability planning for cemeteries 
and how to sell cremation in the mobile world. Th ere is also a three-day expo 
where attendees can meet face-to-face with supplier reps and examine the new-
est and most innovative products and services available. Full program details are 
available at www.iccfaconvention.com. Download the ICCFA app in the Apple 
store of Google Play to begin planning a personal convention schedule.

THE STAGE IS SET

PRE-CONVENTION 
HIGHLIGHTS

GRAND OLE OPRY
2804 Opryland Drive, Nashville, TN 37214 1.800.SEE.OPRY 
The Grand Ole Opry has been called “Country’s Most Famous Stage”. It is a 
weekly country music concert stage that was founded in 1925. Its stage has 
seen many of country music’s biggest stars, from Hank Williams to Dolly Parton.

You can come attend a show and even tour the backstage area. Line-ups 
for the weeks surrounding the Convention are still being determined, so 
visit www.opry.com to see who will be in Nashville in early April!

COUNTRY MUSIC HALL OF FAME & MUSEUM
222 Fifth Avenue South, Nashville, TN 37203 615.416.2001
The Country Music Hall of Fame is the largest museum dedicated to the 
preservation of country music artifacts. The museum is within walking 
distance of the Music City Center.

THE BIG BANG DUELING PIANO BAR
411 Broadway #201, Nashville, TN 37203 615.747.5851
The Music City isn’t just about country music! The Big Bang combines 
music, comedy and audience participation into a fast-paced, high-energy 
show. The music is requested by audience request, making every night a 
different experience.

ROBERT’S WESTERN WORLD
416B Broadway, Nashville, TN 37203 615.244.9552
Described as a boot shop by day and a honky-tonk by night, Robert’s 
Western World is a self-described Nashville tradition. You could enjoy a 
porkchop sandwich, drink a PBR, try on some boots, and listen to an old 
hillbilly singer.

FUNERAL HOME & CEMETERY NEWS

PO Box 5159, Youngstown, OH 44514
1-800-321-7479  www.nomispublications.com

THINGS TO DO IN NASHVILLE 

SEE US AT 
BOOTH #1014

http://www.funeralbusinessforsale.com/
http://www.nomispublications.com/Event_Calendar.aspx
http://www.nomispublications.com/tributes.aspx
http://www.hearsehub.com/
http://www.nomispublications.com/
http://www.iccfaconvention.com/
http://www.opry.com/
http://www.nomispublications.com/
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KEYNOTE SPEAKERS
KELLY MCDONALD
Crafting the Customer 
Experience for People Not 
Like You: How to Delight & 
Engage the Customers Your 
Competitors Don’t Understand

FRIDAY, APRIL 7
9:00 TO 10:00 AM

Learn how companies, brands and products struggling to differentiate 
themselves in a sea of sameness can foster long-term loyalty and brand 
preference with exceptional and customized customer service. 

A “one-size fi ts all” approach to customer service is no longer viable. 
Businesses competing on service need to understand and cater to 
customers’ racial, ethnic, religious, generational, lifestyle and geographic 
differences in order to meet or exceed customers’ service expectations.

This session will cover core customer groups, including women, the fi ve 
generations (Matures, Boomers, Gen X, Gen Y and Gen Z), racial and ethnic 
segments, such as Hispanics, Asians and African-Americans, as well as 
those who are defi ned by key lifestyle and life-stage attributes. Includes 
consumer insights that will help you deliver a better business experience for 
every customer. 

Kelly McDonald is a marketing and communications expert who speaks 
on how to grow business with effective marketing techniques and how to 
connect with others to form relationships that are constructive and effective 
in business.

RORY VADEN
Take the Stairs
FRIDAY, APRIL 7
10:00 TO 11:00 AM

An award-winning entrepreneur and business leader, Rory Vaden co-founded 
Southwestern Consulting™, a multi-million dollar global consulting practice 
that helps clients in more than 14 countries drive educated decisions with 
relevant data. He’s also the Founder of The Center for the Study of Self-
Discipline (CSSD).

Rory speaks and consults on how to say no to the things that don’t matter, 
and yes to the things that do. He is a regular contributor for American 
Express Open Forum, Huffi ngton Post, and The Tennessean. His articles 
and insights average more than 4 million views every month. 

Rory relates profound truths coupled with humorous anecdotes that 
empower professionals to conquer their fears and take immediate action in 
all aspects of their lives. He is the perfect speaker for increasing employee 
engagement, overcoming procrastination, raising productivity, growing 
sales, maintaining better work life balance, managing change, having more 
effective time management and motivating people to do the hard work 
necessary to achieve success in life. Rory’s insights on improving self-
discipline, overcoming procrastination and enhancing productivity have 
been shared on Oprah radio, Fox News, CNN, CNBC, CBS, in Businessweek, 
Entrepreneur, Fast Company, USA Today, The Wall Street Journal and in 
SUCCESS™ Magazine.

JOE CALLOWAY
How Extraordinary 
Companies Transcend 
Commodity and Defy 
Comparison

THURSDAY, APRIL 6
9:30 TO 11:00 AM

Becoming a Category of One is based on Joe’s game changing best-seller 
about what extraordinary companies and top performing individuals do 
to create, sustain, and grow success. It’s not just what you do, it’s how 
you think that makes all the difference. Developing and always growing a 
Category of One mindset can be the most powerful thing you do in your 
business.

You won’t be day-dreaming your way through this interactive presentation. 
Ideas will be fl ying around the room and you’ll be taking part in a dynamic 
session that engages and motivates people to take action on ideas that can 
change everything. 

Becoming a Category of One is about going beyond being one of the leaders 
in your category. It’s about being so good, creating such value for the 
customer that you create your own category – and you’re the only one in it.

Joe Calloway is a business performance expert and author. Joe will discuss 
how to separate yourself and your company from your competition in a 
way that truly sets you apart and how to compete and win in the real world 
marketplace of today (and tomorrow), and not get stuck in past success.

SETH MATTISON
Relationship Revolution: 
Building Better Connections 
in the Digital Age

THURSDAY, APRIL 6
11:00 AM TO 12:00 PM

In today’s super-wired, highly digital society, humans still crave social 
interaction and relationships. In business, creating strong relationships 
is the key to achieving success, both individually and as an organization. 
What’s the secret for cultivating successful relationships, particularly in 
business? As more and more of lives play out virtually, connections can 
sometimes feel less than fulfi lling. From Facebook to LinkedIn, Twitter to 
Foursquare, it’s important to remember just how powerful it can be to reach 
beyond the fi ber optics and make that physical connection. By balancing 
the time and energy we spend in both the physical and virtual space we 
can create deeper and more meaningful connections. In The Relationship 
Revolution, Seth will explore 5 key insights that will equip you for building 
better, stronger, more authentic relationships in the new world of work. 

Seth Mattison is an internationally renowned expert on workforce trends 
and generational dynamics. As Founder and Chief Movement Offi cer of 
FutureSight Labs, Seth advises many of the world’s leading brand and 
organizations on the key shifts happening around talent management, 
change and innovation, leadership, and the future of work. His ideas 
have been featured in such publications as the Wall Street Journal, The 
Huffi ngton Post, and The Globe. He was named one of the “Editors’ Picks 
For Favorite Speakers for 2013,” by MeetingsNet and as been called one of 
the most dynamic young speakers on the circuit today.

Your Real Source. Anywhere. Anytime.

SEE US SEE US 
AT BOOTH AT BOOTH 

#1014#1014

THE STAGE IS SET

http://www.nomispublications.com/


Page A47 JANUARY 2017 FUNERAL HOME & CEMETERY NEWS S ec ti on  A

Learn. Grow. Achieve.
Show your devotion to your profession

and let them know you’re the best you can be.y

Academy of Professional
Funeral Service Practice

www.apfsp.org

 

ICCFA EDUCATIONAL FOUNDATION TO HONOR JAN C. SCRUGGS

Jan C. Scruggs 

STERLING,VA— “No single individual, in my view, 
has had a greater positive impact in the past 35 years 
on remembrance and memorialization than Jan 
Scruggs and the Vietnam Memorial,” stated Jim 
Price, president of the International Cemetery, 
Cremation and Funeral Association’s (ICCFA) 
Educational Foundation Scruggs, a returning Viet-
nam Veteran, conceived the idea of building the na-
tional memorial honoring 58, 286 Americans who 
lost their lives in Vietnam on the National Mall in 
Washington, D C. He launched this eff ort with his 
own money and raised 8.4 million dollars in two 
years. Th is emotionally moving and inspiring memo-
rial has had such a signifi cant impact on how Amer-
icans began to grieve more “openly.” Prior to erect-
ing the Vietnam Memorial, there were no roadside 

memorials. Both the memorial, visited by 5.6 mil-
lion annually, and the story of how it came to be are 
remarkable testaments to the Americans who served 
and to those who died in this unpopular war, and to 
the fact that in America, one individual’s dream, no 
matter how diffi  cult, can still come true. In addition 
to providing this country with such a powerful me-
morial, Scruggs continued as president and CEO of 
the Vietnam Veterans Memorial Fund until his re-
cent retirement and raised more than 28 million dol-
lars over the past 35 years. Th ese funds are going to 
be used to build a Vietnam Educational Center on 
the Washington, DC Mall (underground next to the 
memorial). Since his retirement he is concentrating 
his eff orts as a member of the board of advisors of 
another important group. Th eir mission is to assist 

in coordinating eff orts 
to build Global War on 
Terror Memorial on the 
National Mall (gwotme-
morialfoundation.org). 
He has served 3 presi-
dents since 1991 and is a 
member of the Selective 
Services National Ap-
peals Board and is cur-
rent chairman. Scruggs 
is also the author of “To 
Heal A Nation.”
 Th e Educational Foundation’s “Lasting Impact 
Award” will be presented to Scruggs at a special re-

CONTINUED ON PAGE A51

NASHVILLE 
PREDATORS 
HOCKEY
TUESDAY, APRIL 4
5:30 PM
It will be ICCFA night at the 
Bridgestone arena! See the Nashville 
Predators take on the New York 
Islanders. Come enjoy a night in 
Smashville with your fellow attendees. 
Tickets for seats in the lower bowl are 
$60 and seats in the goal zone are 
only $35. 

You can purchase these discounted 
tickets at www.nashvillepredators.com/
ICCFA17. Use the offer code “ICCFA17”.

Bridgestone Arena, 501 Broadway 
Nashville, TN 37203

BATESVILLE CASKET COMPANY

BLACKSTONE CEMETERY DEVELOPMENT

CAVE HILL CEMETERY

CLEARPOINT FEDERAL BANK & TRUST

FOREST LAWN MEMORIAL-PARKS & MORTUARIES

FOUNDATION PARTNERS

GUERRA & GUTIERREZ MORTUARY

HILLSIDE MEMORIAL PARK & MORTUARY

INDEPENDENCE TRUST COMPANY

INGLEWOOD PARK CEMETERY

JOHNSON CONSULTING GROUP

MATTHEWS MEMORIALIZATION

ICCFA CONVENTION SPONSORS
MEMORIAL BUSINESS SYSTEMS, INC.

NOMIS PUBLICATIONS

PLOTBOX

PRECOA

REGIONS BANK

SERVICE CORPORATION INTERNATIONAL

SPRING GROVE CEMETERY & ARBORETUM

STONEMOR PARTNERS, LP

THE SIGNATURE GROUP

TRIBUTE COMPANIES

UPD URNS

WILBERT FUNERAL SERVICES

http://www.apfsp.org/
http://morialfoundation.org/
http://www.nashvillepredators.com/


Page A48 JANUARY 2017FUNERAL HOME & CEMETERY NEWS S ec ti on  A

1019

1025

1029

1030

1033

1034

1039

1041

1043

1045

114

114

114

300

301
302

308
311

318
319

321

322 323

324 325

326 327

328 329

330 331

332 333

334 335

338 339

340 341

342 343

344 345

418 419

420 421

422 423

424

425

427428

430

432 433

434 435

438 439

440 441

442 443

444 445

518 519

520 521

522

524 525

526 527

528
531

538 539

540 541

542 543

544 545

618
619

620

624 625

631

639

640 641

642 643

644 645

719

724

726

733

738 739

740

742
743

744

819

825

831

839

919

931

933

935

938

939

940

942

944

100

1000 1001

1004
1005

1007

1008 1009

101

1010 1011

1012 1013

1014 1015

102 103

104 105

106 107

108 109

110

110

11

110
111

11

11

112 113

114 115

118 119

120 121

122 123

124 125

126 127

128 129

130 131

132 133

134 135

138 139

140 141

142 143

144 145

200 201

202 203

204 205

206 207

208 209

210 211

212 213

214 215

218 219

220 221

222 223

224 225

226 227

228 229

230 231

232 233

234 235

238 239

240 241

242 243

244 245

401

403

405

407

409

411

413

500 501

502 503

504 505

506 507

508

509
510

512 513

514 515

600 601

604 605

606
607

608

610 611

612
613

615

700
701

703

704 705

706
707

709

710

712

714 715

800

801

803

804 805

806
807

809

813
814

900

901
902

904

905
906

908 909

910

911
912

914 915

EXHIBIT HALL   EXHIBIT HALL   NASHVILLE MUSIC CITY CENTER, NASHVILLE, TENNESSEENASHVILLE MUSIC CITY C

  LIST OF EXHIBITORS   LIST OF EXHIBITORS   PLEASE VISIT HIGHLIGHTED NOMIS PUBLICATIONS ADVERTISERSPLEASE VISIT HIGHLIGHTED NOMIS PUBLICATIONS 

100 Black Women of Funeral Service, Inc. ..........................425
4 Seasons Custom Clothiers ...................................................................1005
A Simple Thank You ................................................................................1226
Abbey Press Publications .........................................................................501
Academy of Professional Funeral Service Practice, Inc. ....330
Accubuilt / S & S and Superior ...........................................1719
AFP Horizon ............................................................................................1509
Aftercare.com .........................................................................................1239
Algordanza Memorial Diamonds ..............................................................335
American Bronze Craft ...........................................................................2018
American Cemetery Supplies, Inc. .....................................1235
American Crematory Equipment Company Inc. ............... 1709
American Funeral & Cemetery Trust Services - AFCTS ..............................935
American Funeral Supply Company ..........................................................524
American Landmaster ...............................................................................302
American Mortuary Coolers ...............................................1425
AngelAire ................................................................................................2014
Armbruster Stageway ........................................................1639
Arthur J Gallagher ....................................................................................325
ASD - Answering Service for Directors .............................1111
Atlantic Coast Life Insurance Company ..................................................1732
Axiom Business Systems...........................................................................914
Axis Corporation.....................................................................................1010
B & L Cremation Systems, Inc. .............................................800
Bass-Mollett Publishers ......................................................1104
Batesville ................................................................................................1301
Begin Bronze Urns Ltd. ...........................................................................1627
Behrens Design and Development, Inc. ............................1733
Biondan North America Inc. ......................................................................719
Blackstone Cemetery Development .......................................................1411
Body Scoop by B-Mobile ........................................................................1908

Body Sealer  .............................................................................................519
Bright Corp ............................................................................424
Brumlow Carpet Mills .............................................................................1232
C&J Financial, LLC. ..............................................................1108
Carrier Mausoleums Construction, Inc. ..................................................1633
Cathedral Park Urns ..............................................................439
Catholic Extension ....................................................................................606
Cemetery Funeral Supply .......................................................................1828
Cemetery360, Inc. ...................................................................................1229
CemSites ...................................................................................................809
Champion Company, The ...................................................1609
Cherokee Casket Company, Inc. .........................................1809
Church & Chapel Metal Arts, Inc. .......................................1015
Church Window Film / Bell Stained Glass .........................1243
Cincinnati College of Mortuary Science ...................................................428
Clark Grave Vault Company ......................................................................518
ClayPaws @ Claylinks Kits ........................................................................904
Clearpoint Federal Bank & Trust .............................................................1001
Coldspring ..............................................................................................2019
Colorblends Wholesale Flowerbulbs ......................................................1600
Columbarium by Design .........................................................................1039
Columbian Financial Group ..................................................502
Commemorative Rosaries ........................................................................506
Contemporary Concepts, Inc. ....................................................................504
Continental Computer Corporation ..................................1535
Cooperative Funeral Fund, Inc. ...............................................................1832
Cremation Association of North America (CANA) .............505
Crescent Memorial ...................................................................................705
Crowne Urn Vault......................................................................................605
Custom Air Trays .................................................................1133
Davey Tree Expert Company, The ............................................................1619

Davis Whitehall Co., The .....................................................1127
DCI Donor Services .................................................................................1240
Dementia Society of America ...................................................................324
Department of Defense ............................................................................423
Design Mart ............................................................................................1000
Directors Choice Assignment Services ( DCAS) ........................................513
Disrupt Media ...........................................................................................905
Dodge Company, The ..........................................................1533
Doric Products Inc. ....................................................................................813
Eagle Coach Company ........................................................1601
Eagle Granite  ...........................................................................................413
Eckels ......................................................................................................1209
Eco Cremation Solutions ........................................................................2020
EDA Land Planning ...................................................................................807
Eickhoff Columbaria Inc. ........................................................................1825
Elberton Granite Association ....................................................................328
Elegante Brass Company ..........................................................................608
Empower Sound .......................................................................................527
Ensure-A-Seal .........................................................................................1224
Eternal Brandings, LLC.  ............................................................................318
Everdays .................................................................................................1539
Expo Linking Ltd. ......................................................................................419
Expo Linking Ltd. ......................................................................................804
Express Funeral Funding ....................................................1339
Facultatieve Technologies.........................................................................825
Family Bronze .........................................................................................1011
Federal Coach ......................................................................1801
Final Embrace, LLC ....................................................................................538
First Bank SBA ........................................................................................2008
Flowers for Cemeteries, Inc. ...................................................................1625
Foresight Companies, The .......................................................................1139

http://aftercare.com/
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EXHIBIT HALL   NASHVILLE MUSIC CITY CENTER, NASHVILLE, TENNESSEECENTER, NASHVILLE, TENNESSEE

Wednesday, April 5
4 p.m. – 7 p.m.

Thursday, April 6
Noon – 5 p.m.

EXHIBIT HALL 
HOURS

LIST OF EXHIBITORS 
IS CONTINUED ON NEXT PAGE

 LIST OF EXHIBITORS   PLEASE VISIT HIGHLIGHTED NOMIS PUBLICATIONS ADVERTISERSADVERTISERS

Forston & Associates ..............................................................................1925
Franklin Wrap L.L.C. ................................................................................1730
Frazer Consultants ....................................................................................301
Frigid Fluid ...............................................................................................611
FrontRunner Professional .......................................................................1119
Funeral Call Answering Service .........................................1608
Funeral Directors Answering Service........................................................503
Funeral Directors Life Insurance Company (FDLIC) ..................................514
Funeral DNA ID .......................................................................................1734
Funeral Home Gifts .................................................................................1431
Funeral Innovations ................................................................................1207
Funeral Research & Insight .....................................................................1313
Funeral Service Foundation .................................................322
Funeral Services, Inc. ............................................................615
FuneralOne .............................................................................................1519
FuneralOne ...............................................................................................700
FuneralScreen ......................................................................1034
FuneralTech.............................................................................................1004
Galaxy Audio ............................................................................................434
Garfi eld Refi ning Company ......................................................................613
GH Forbes Associates Architects ..............................................................940
Global Atlantic Financial Group ...............................................................819
Global Bronze, Inc. ..................................................................................1101
Granville Urns .........................................................................................1814
Great Western Insurance Company ..........................................................714
Green Burial Council .................................................................................327
Heart to Heart LLC. .................................................................................1606
Heirloom Bible Publishers ..................................................1114
Hepburn Superior US Chemical ..........................................1810
Heritage Flower Company ........................................................................724
Heritage Memorial Funding ...............................................1811

Heritage Packaging - Bioshield ................................................................944
Hiab USA Inc. ..........................................................................................1728
Holland Supply .......................................................................................1329
Holy Land Stone Co. ...............................................................................1715
Homesteaders Life Company ....................................................................901
Honor and Remember ..............................................................................422
Honor Life .................................................................................................814
Hought’s Urns ...........................................................................................909
HoverTech International .........................................................................1244
Howard Miller / Hekman .......................................................601
Huntington National Bank ........................................................................933
ICCFA Educational Foundation ..........................................1414
Implant Recycling, LLC ..............................................................................510
Independence Trust ..................................................................................712
Ingram Construction ...............................................................................1729
Inman Shipping Worldwide .................................................900
Insight Books ..........................................................................................1439
International Mortuary Shipping ........................................521
J. Stuart Todd Inc. ......................................................................................715
Jack Goodnoe Cemetery Planning and Design .........................................707
John A. Gupton College ........................................................522
Johnson Consulting  Group ................................................1501
Kanga-Woo First Call Pouches & Cot Covers .......................639
Kasa Technology Group ..........................................................................1245
Kates-Boylston Publications ...................................................................1125
Keith M. Merrick Co. .............................................................319
Kelco Supply Company ...........................................................................1834
Kings Point Capital Management .............................................................420
KMI Columbaria Inc. .................................................................................525
Knauer Industries .................................................................938
Kryprotek ..................................................................................................805

Landmark Control Services, Inc. .............................................................1914
Legacy Touch .......................................................................1030
Legacy.com .............................................................................................1013
Life Celebration, Inc. ...............................................................................1311
Life Cycle Urns ..........................................................................................706
Live Oak Bank ...........................................................................................624
LoveUrns LLC ............................................................................................539
Mabrey Handcrafted Urns ......................................................................1808
Madelyn Co. ..........................................................................931
Makey’s Group ........................................................................................2010
Matthews Environmental Solutions .......................................................1213
Matthews Memorialization ....................................................................1219
Mausoleum Supply .................................................................................1338
McCleskey Mausoleums ...........................................................................701
McLean, Koehler, Sparks & Hammond ......................................................405
Meadow Hill Company .........................................................625
Mekus Tanager .......................................................................................1604
Memori Diamond ......................................................................................526
Memorial Arts Studio, inc. ......................................................................1909
Memorial Business Systems ...................................................................1234
Memoriams by Ancestry .........................................................................1505
Memory Glass, LLC .................................................................................1410
Merendino Cemetery Care .....................................................................1507
Messenger  ..........................................................................1029
Mid-States Recycling & Refi ning ............................................................1713
Miles Supply ...........................................................................................1041
Mission Valley Bank ..................................................................................908

Friday, April 7
11 a.m. – 2 p.m. 

http://legacy.com/
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LIST OF EXHIBITORS  LIST OF EXHIBITORS  CONTINUEDCONTINUED

MKJ Marketing ................................................................1201
Mork Mausoleum Construction Inc. ..................................................1815
Mt. Hope Grief Services .......................................................................910
National Alliance for Grieving Children .........................430
National Funeral Directors & Morticians Association ....432
National Funeral Directors Association ..........................906
National Guardian Life Insurance Company (NGL) ............................1419
National Mortuary Shipping and Cremation ..................515
New Memorials Direct / Bailey & Bailey, Inc. ..................509
Noble Metal Solutions .........................................................................520
Nomis Publications .........................................................1014
North Carolina Mutual Life Insurance Company ............407
Nuvo Iron ...........................................................................................1315
OM Stone (Formerly Oregon Memorial) ............................................1913
Omneo Group Americas .....................................................................1919
Osiris Software by Funeral Director’s Resource ................................1333
Paradise Pictures, LLC. .........................................................................612
Parting .................................................................................................300
Passages International, Inc. ...........................................1009
Passare.................................................................................................512
Pets, LLC. ............................................................................................1726
Phoenix Bronze Resources ...................................................................902
Physicians Mutual .............................................................738
PICLIF ...................................................................................................610
Pittsburgh Institute of Mortuary Science .......................333
PlotBox Inc ........................................................................................1510
PLPA .....................................................................................................427
Polyguard, LLC.................................................................1515
Pontem Software ...............................................................................1331

Precious Memories ............................................................507
Precoa ..................................................................................................733
Premier Columbaria .............................................................................740
Progressive Environmental Services, Inc. ............................................912
PSM - The Picture Specialist for Memorial ......................915
Qeepr .................................................................................................1724
Randolph Rose Collection .................................................................1432
Regions Bank .....................................................................................1025
Remembrance Creations, LLC ............................................................1131
Repose Cemetery Solutions.................................................................433
Resomation LTD .................................................................................1915
Ring Ring Marketing..........................................................................1735
Riviera Tailors Ltd. ...............................................................................500
Salem Stones .....................................................................................2009
Sauder Funeral products .....................................................................619
Security National Life Insurance .........................................................806
Shiva Shade .........................................................................................618
Sich Casket Co. ..................................................................631
SinoSource International, Inc. ...........................................................1613
Skyways Media  ...................................................................................739
Southern Cemetery, Cremation & Funeral Association........................332
SpartaCraft ..........................................................................................401
SRS Computing ..................................................................................1100
Star Granite & Bronze .........................................................................939
Stericycle Director’s Choice Communication Solutions .....................1007
Strickland Solutions ..........................................................................1335
Sunset Memorial & Stone LTd..............................................................803
Supernova / Aplazer ..........................................................................1819
T & J Manufacturing Corp. .................................................................1430

Tecstone Granite Inc. .........................................................................1602
The Kenerson Group ............................................................................411
ThermoDigital ......................................................................................403
Tile Artisans Digital Imaging, LLC ......................................................2015
Timberland Urns ................................................................................1708
Tribute Companies, The .....................................................................1428
Trigard ................................................................................831
Triple H Company ..............................................................801
Trust 100 ............................................................................................1112
Tukios, Inc. .........................................................................................1033
UPD Urns ............................................................................911
Urns Factory  ........................................................................................409
US Cremation Equipment .................................................600
US Metalcraft, inc. ...............................................................................726
Valuedshow / Fujian Tenghui Stone Co. Ltd. ........................................709
Valuedshow / Hunyuan Shixinchang Trading CO. Ltd. ..........................418
Valuedshow / Jinjiang Tensen Trade Co. Ltd.  .......................................710
Valuedshow / MingXiang Granite Co., Ltd ...........................................604
Valuedshow / Xiamen Bosshome Import & Export Co. Ltd. .................704
Vantage Products Corp ......................................................................1230
Vezzani SPA ..........................................................................................607
Vital ICE App. / Vitalboards ................................................................1306
VKM International Inc. ...................................................1910
Ward’s Transport and Supplies.......................................1911
WebCemeteries.com ..........................................................................1328
Wilbert Funeral Service, Inc. ..........................................1019
WithumSmith & Brown PC ...................................................................620
Xiamen ZhongHengXin Industrial CO., LTD.  ......................................1012
Zontec ..................................................................................................703

ICCFA ANNUAL MEETING OF 
MEMBERS
THURSDAY, APRIL 6
8:00 TO 9:30 AM
All ICCFA members are encouraged to 
attend the association’s Annual Meeting of 
Members. Vote for members to represent you 
on the Board of Directors, listen to offi cer 
reports on the state of ICCFA and fully 
engage in the running of your association.

PLPARECEPTION
THURSDAY, APRIL 6
5:00 TO 6:00 PM
Join pet loss professionals from around the 
world as they meet to kick off a week full of 
festivities. Hors d’oeuvres and drinks will be 
served. Admission is included with every full 
registration.

FIRST TIMERS’ RECEPTION
THURSDAY, APRIL 6
5:00 TO 6:00 PM
Will this be your fi rst time attending the 
ICCFA Annual Convention & Exposition? 
Come meet other members who are also 
new to the convention, as well as ICCFA 
volunteers and leadership, at this special 
reception dedicated to welcoming you. 
Admission is included with every full 
registration.

ICCFA EDUCATIONAL 
FOUNDATION RECEPTION*
THURSDAY, APRIL 6
6:00 TO 7:00 PM
Join us for a reception to honor donors, 
scholarship recipients and bestow the 
ICCFA Educational Foundation Lasting 
Impact Award to Jan Scruggs, founder of the 
Vietnam Veterans Memorial Fund. Jan has 
perhaps done more to promote the concept 
of memorialization than anyone else in the 
past 35 years. Heavy hors d’oeuvres will be 
served along with cocktails. All proceeds will 
benefi t the Educational Foundation, a tax-
exempt 501(c)(3) charity that supports the 
association’s educational programs. Tickets: 
$50 (Vietnam Veterans may attend for free).

ICCFA PRAYER BREAKFAST
FRIDAY, APRIL 7
7:30 TO 8:30 AM
Come join us in breakfast and fellowship 
at this year’s Prayer Breakfast. This year’s 
Prayer Breakfast is courtesy of generous 
sponsorships. It is open to the fi rst 60 
individuals who show up to the breakfast—
fi rst-come, fi rst-served. Sorry, spouse/
guests may not attend unless they are a paid 
registrant.

3RD ANNUAL PET MEMORIAL 
SERVICE
FRIDAY, APRIL 7
8:40 TO 8:50 AM
Join us as we honor service pets and family 
pets of ICCFA members who have died in the 
past year. Instructions and a PDF form can 
be found at www.iccfa.com/membership. The 
deadline for submission is February 28.

KEEPING IT PERSONAL (KIP) 
AWARD PRESENTATION
FRIDAY, APRIL 7
8:50 TO 9:00 AM
Winners of the 2016 Keeping It Personal 
(KIP) Awards will be honored during a 
ceremony on the general session stage. 
The KIP Awards recognize the best in 
personalization and were created by ICCFA’s 
Personalization Committee to recognize 
outstanding examples of personalization 
of services or products in the deathcare 
profession.

STATE ASSOCIATION 
LEADERSHIP LUNCHEON*
SATURDAY, APRIL 8 
1:00 TO 2:30 PM
Elected leaders, staff and “rising stars” from 
state and regional associations are invited to 
gather at this roundtable luncheon to network 
and share the issues affecting their members. 
A ticket is required and can be purchased on 
your registration form. Tickets: $60.

CLOSING RECEPTION
SATURDAY, APRIL 8 
6:00 TO 7:00 PM
Join us for an open bar before the Closing 
Dinner. The reception and the closing dinner 
will be held at the Omni Nashville, which is 
only a short walk away from the Music City 
Center.

ICCFA MEMORIAL SERVICE
SATURDAY, APRIL 8 
7:00 TO 8:00 PM
Tribute and memorialization are at the heart 
of what we do. Join us as we remember 
colleagues and loved ones of ICCFA members 
who have passed away this past year. If you 
would like to remember a loved one who has 
died, please send us a profi le and photos for 
inclusion in the service. Instructions and a 
PDF form can be found at www.iccfa.com/
membership. The deadline for submission is 
February 29.

DENIM & DIAMONDS: CLOSING 
DINNER
SATURDAY, APRIL 8 
8:00 TO 11:00 PM
Join us for a night of casual glamour at the 
Denim and Diamonds-themed closing dinner. 
Come enjoy food and entertainment as we 
close the 2017 ICCFA Annual Convention. 
The ICCFA presidential transfer from Michael 
Uselton, CCFE, to Scott Sells, CCFE, will take 
place during this event, as will the exchange 
of gifts with our fellow international groups 
Tickets are included with full attendee and 
spouse/guest registrations. All others may 
purchase a ticket on the registration form.

SPECIAL EVENTS *TICKETED EVENTS

JEWISH FUNERAL 
DIRECTORS OF AMERICA 
BUSINESS MEETING
WEDNESDAY, APRIL 5
12:30 PM

http://webcemeteries.com/
http://www.iccfa.com/membership
http://www.iccfa.com/
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WEDNESDAY, APRIL 5
2:00 PM
How Can Cemeteries Meet the Digital Expectations of 
Millennials 
Sean McAllister & Leona McAllister

Leading a Life of Legacy 
Rabbi Daniel Cohen

3:00 PM
Breaking Bad II: Is Your Cemetery Being Used As a Meth Lab? 
Chris Cooke

Engaging Families & Community Partners by Providing Comfort, 
Information & Support 
Dr. Jason Troyer

FRIDAY, APRIL 7
2:00 PM
Government & Legal Panel: Stumped by 
Trump?

Garnering Publicity: The Media and You! 
Lynn Sullivan

Planning for Perpetuity: Embedding 
Sustainability 
Cliff David Jr., Jennifer Anderson &  
Gino Merendino

Effect 
Allison Gilbert

Crisis Communication Management: 
What to Do When Your Brand or 
Profession Becomes Headline News 
Jodi Clock & Poul Lemasters

3:00 PM
The New Value Brand: Dominating 
Marketshare, Creating Experiences 
Justin Baxley & Erin Whitaker 

Natural Burial, the New Generation of 
Funeral Consumers 
Kate Kalanick & Ed Bixby

Survey of 21st Century Cemetery 
Technology 
Nick Timpe 

The Millennial Workforce: Recruiting 
Implications & Career Management 
Mark Jorgensen & Mike Jorgensen

3:30 PM
The Hospice Perspective: How Improved 
Understanding Can Help Your Firm Better 
Serve Families”

4:00 PM
Expand Your International Sales with a 
Little Help from Uncle Sam 
William Lawton 

Legal and Property Interests in Burial 
Places 
Tanya Marsh 

How to Create Pre-need Opportunities 
for Your Funeral Home Through Your Pet 
Loss Business 
Jodi Clock

How to Protect and Grow Your Trust 
Assets and Why You Should Turn Off 
CNBC 
Paul Gottlieb 

SATURDAY, APRIL 8
9:00 AM
Pet Cremation Standards 
Dr. Richard Hobart

Radioactive Decedents: What 
is the Risk? 
Glenn Sturchio & Daniel 

Perpetual Solutions for 
Perpetual Care Cemeteries 
Bill Williams, Jr. 

Shaping the Future One 
Relationship at a Time 
Mike Watkins

Litigation Avoidance 
Techniques 
Steven Gurnee & John Mason

10:00 AM
Getting to “Yes” with Your 
Veterinarian & Loving Selling 
Along the Way 
Ed Albertson

iCremation - Selling 
Cremation in the Mobile 
World 
Poul Lemasters

The Rise of the Micro-
Cemetery 
Christopher Keller 

Something Borrowed from the 
Bridal World 
Dale Amundsen

Just When You Think You 
Have Arrived, Someone is 
Moving the Destination 
Doug Gober

11:00 AM
Setting a New Standard: 
Cremation Arrangement 
Process 
Néctar Ramírez

Turning a Small Town 
Cemetery into a Big Time 
Asset: Part II 
Erin Whitaker

Best of Breed 2017: How 
to Thrive in a Fragmented 
Funeral Market 
Paul Seyler

The 10 Biggest HR Mistakes in 
Funeral Homes & Cemeteries 
Stephanie Ramsey

12:00 PM
Anatomy of a First Call 
Poul Lemasters & Cole Imperi

Cemetery Master Plans & 
Section Development Requre 
a Team Effort 
David Crispin & Thomas Daly

Our Why of Being: Where the 
Healing Begins 
John MCQueen

Prudent Management of 
Endowment Care Funds 
Pat Severo

BREAKOUT SESSIONS AT A GLANCEBREAKOUT SESSIONS AT A GLANCE
ICCFA TO 
HONOR 
JAN C. 
SCRUGGS

ception on April 6, 2017 
during the ICCFA An-
nual Convention & Ex-
position in Nashville, 
TN. Th e Lasting Impact 
Award is presented annu-
ally to an individual that 
has made signifi cant con-
tributions to this profes-
sion in education and 
memorialization. Th e 
convention will also fea-
ture four keynote speak-
ers as well as breakout ses-
sions that focus on issues 
such as management, op-
erations, sales and more. 
Full program details and 
registration are available 
at www.iccfaconvention.
com.
 Th e ICCFA Education-
al Foundation is a 501(c)
(3) non-profi t, tax-free 
entity that the sole pur-
pose of which is to pro-
vide fi nancial assistance 
in order to fund stu-
dents to attend the IC-
CFA University and the 
ICCFA Wide World of 
Sales Conference. Th irty-
three scholarships were 
awarded in 2016. For ad-
ditional information, vis-
it www.iccfa.education.
 Founded in 1887, the 
International Cemetery, 
Cremation and Funer-
al Association is the only 
international trade asso-
ciation representing all 
segments of the cemetery, 
cremation, funeral and 
memorialization profes-
sion. Its membership is 
composed of more than 
9,100 rooftop locations 
and 20,000 professionals 
in the cemetery, funeral 
home and crematory in-
dustries, as well as suppli-
er and related businesses 
worldwide.

Continued fr om Page A47

Before the 2017 ICCFA Annual Convention & Expo
Monday, April 3, to Wednesday, April 5, 2017

Westin Nashville • Nashville, Tennessee
ICCFA’s mission is to help its members continue to be viable and thrive in today’s marketplace as well 
as tomorrow’s. It’s been found that Celebrant-led services lead to increased customer satisfaction, with 

families fi nding them considerably more personal than other funerals they have attended. 

Full Details at www.iccfa.com/celebrants

http://www.childrengrieve.org/
http://www.iccfa.com/celebrants
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FEATURING KEYNOTE SPEAKERS:

PLUS:

JOE CALLOWAY
Category of One

SETH MATTISON
Relationship 
Revolution

KELLY MCDONALD
Customer Experience

RORY VADEN
Take the Stairs

APRIL 5-8, 2017 

 

 

 

 

 

REGISTER BY MARCH 6 TO SAVE ON REGISTRATION!  
FOR MORE DETAILS, VISIT WWW.ICCFACONVENTION.COM

 

http://www.iccfaconvention.com/
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64” ARC UMBRELLA
ALL FIBERGLASS  WINDPROOF

EMBROIDERY & 
SILK SCREEN AVAILABLE

Contact us today for colors and 
a free quote!

Minimum order of 6. Other sizes and styles 
available in quan es.

1.800.522.5743 bkumbrella@hotmail.com
www.bkumbrella.net

Thacker Leads the Smithsonian’s 
Restoration of the Original Emmett 
Till Casket 

Emmett Till’s Original Casket Emmett Till’s casket carried at his funeralEmmett Till’s Casket in 1955

CLINTON,MD— Th acker Caskets re-
cently completed a multi-year project 
to restore the original casket of Emmett 
Till, an African-American teenager mur-
dered in 1955. Till’s case has been cred-
ited as a spark of the mid-century African 
American civil rights movement, bringing 
awareness to segregation issues particular-
ly in the south. Th e restored casket is now 
a permanent exhibit at the Smithsonian’s 
National Museum of African American 
History and Culture in Washington, DC.

 Till was an African American teenager 
from Chicago who was visiting family in 
Mississippi. Till was accused of whistling 
and fl irting with the white wife of a gro-
cery store owner, Carolyn Bryant. Four 
days later, Carolyn’s husband and half-
brother kidnapped, beat and murdered 
Till before dumping him into the Talla-
hatchie River. He was found a couple of 
days later by two fi shermen, his face un-
recognizable. Th e murderers were later ac-
quitted by an all-white jury.

 Till’s body was shipped to his hometown 
of Chicago where his mother decided on 
an open-casket funeral. In her words, she 
wanted to “let the world see what has hap-
pened because there is no way I could de-
scribe this. And I needed somebody to 
help me tell what it was like.” Th e open 
casket brought not only awareness to this 
singular incident, but has also been de-
scribed as a metaphor for segregation dur-
ing that time in the racially charged south. 
 According to Smithsonian Magazine, see-

ing Till in the casket “motivated a lot of 
people that were standing what we call ‘on 
the fence’ against racism. It encouraged 
them to get in the right and do something 
about it.” 
 In 2005, Till’s body needed to be ex-
humed in order to reopen the case, and 
with state laws preventing burial in the 
original casket, it was eventually found in 
a shed at the cemetery. Th e Smithsonian’s 
National Museum of African American 

CONTINUED ON PAGE B13

VISCHER  FUNERAL SUPPLIES(717) 453-4028 
(800) 752-8767

Email vischerfuneralsupplies@yahoo.com ** Your Authorized Ferno Washington Distributor **

FOR THE COMPLETE FERNO® LINE AND MORE 
VISIT OUR WEBSITE AT 

WWW.VISCHERFUNERALSUPPLIES.COM

Ferno®... Time Tested
 • Quality
     • Innovation
        • Experience  

 
    
     

Ferno®  101-H
Hydraulic Operating Table

BEST PRICE 
 $3,78500

TRUSTED FERNO QUALITY – ASK YOUR GRANDFATHER!

Industry Leading 1000 lb.
Ferno® Mini Maxx Mortuary Cot

BEST PRICE 
$2,49500

Why Buy Imports?

TAKE 20% OFF
ALL MACKENZIE VAULT URNS

FREE FREIGHT 
ON PURCHASE 

OF 6 OR 
MORE URNS

SALE PRICE 
 $84500

Ferno® Model # 87 Church Truck
All 5 Colors Available

Magnetic 
Funeral 

Flags

Banner Only $46.00 / dozen

 $13200

         per dozen

http://www.vischerfuneralsupplies.com/
mailto:bkumbrella@hotmail.com
http://www.bkumbrella.net/
mailto:vischerfuneralsupplies@yahoo.com
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CALENDARCALENDARof Events
CONVENTIONS/CONFERENCES

The Independent Funeral Group 
Annual Spring Trip - Mar 04-
10, 2017, Laguna Niguel, Dana 
Point, CA. 865-977-0027. www.
theindependentfuneralgroup.com 
info@theindependentfuneralgroup.com
Illinois Cemetery & Funeral Home 
Assn 89th Semi-Annual Spring 
Convention - Mar 08-09, 2017, 
Holiday Inn & Suites, Bloomington, 
IL. Exhibits. 866-758-7731. www.
icfha.org icfha@hotmail.com
Ohio Cemetery Association Spring 
Conference - Mar 21-22, 2017, 
Doubletree Hotel, Columbus, OH. 
Exhibits. 937-885-0283. www.
ohiocemeteryassocia t ion.com 
jburrowes@cemeterydata.com
Finger Lakes Funeral Directors 
Association 12th Annual 
Convention - Mar 28-29, 2017, 
Harbor Hotel, Watkins Glen, NY. 
Exhibits. 607-739-2035. www.
fi ngerlakesfuneraldirectors.org
Arkansas Funeral Directors 
Association - Mar 31 - Apr 01, 2017, 
Rogers, AK. 501-246-8842. www.
arfda.com
North Dakota Funeral Directors 
Assn Annual Convention - Apr 
03-05, 2017, Ramada Plaza Suites 
& Convention Center, Fargo, ND. 
Exhibits. 701-845-2414. www.ndfda.
org ndfda@oliver-nathanchapel.com
National Concrete Burial Vault 
Assn 2017 Annual Convention - 
Apr 04-05, 2017, Hilton Garden Inn 
Nashville Downtown/Convention 
Center, Nashville, TN. 888-886-2282. 
www.ncbva.org info@ncbva.org
Int’l Cemetery, Cremation 
& Funeral Assn 2017 Annual 
Convention & Expo - Apr 05-08, 
2017, Renaissance Nashville and the 
Omni Nashville Hotel, Nashville, TN. 
800-645-7700. www.iccfaconvention.
com kase@iccfa.com
Utah Funeral Directors Association 
Annual Convention - Apr 05-06, 
2017, Home2 Suites by Hilton, South 
Jordan, UT. Exhibits. 801-263-3286. 
www.ufda.org ufda@ufda.org
New Gen Of Funl Svc Practitioners 
Assn 2nd Annual Funeral Service 
Professional Retreat Getaway - Apr 
06-09, 2017, The Westgate Lakes 
Resort & Spa, Orlando, FL. 843-624-
7957. ngfspa.org ngfspa1@gmail.
com
Mississippi Funl Dirs & Morticians 
Assn 2017 Annual Convention - Apr 
09-12, 2017, Hollywood Casino, St. 
Louis, MS. Exhibits. 601-764-3262. 
www.mfdma.org gregory.owens@
mfdma.org
Oklahoma Funeral Directors 
Association 115th Annual 
Conference - Apr 10-11, 2017, Cox 
Convention Center, Oklahoma City, 
OK. Exhibits. 800-256-6332. www.
okfda.com
International Order Of The Golden 
Rule 58th Annual Conference & 
Supplier Showcase - Apr 20-22, 
2017, Sheraton New Orleans, New 
Orleans, LA. Exhibits. 512-334-5504. 
www.ogr.org membership@ogr.org
Pennsylvania Funl Directors 
Association 136th Annual 
Convention & Expo - Apr 23-
26, 2017, Kalahari Resorts and 
Conventions, Pocono Manor, PA. 
Exhibits. 800-692-6068. www.pfda.
org john@pfda.org
Texas Cemeteries Association 
Annual Convention - Apr 23-25, 
2017, Courtyard Dallas Allen at The 
John Q. Hammons Center, Allen, 
TX. 817-339-8210. www.txca.us 
lberger@txca.us
Catholic Cemeteries Of The 
West - Apr 25, 2017, Lake Tahoe 
Resort Hotel, South Lake Tahoe, 
CA. Exhibits. 925-268-9824. www.
ccwecare.org dsylva@pacbell.net
Alberta Funeral Service Association 
90th AGM & Convention - Apr 27-
29, 2017, River Cree Resort & Casino, 
Edmonton, AB. Exhibits. (403-342-
2460. www.afsa.ca inquiry@afsa.ca
Kansas Funl Dirs & Embalmers 
Association 2017 Annual 
Convention - Apr 30 - May 03, 2017, 
Wichita, KS. Exhibits. 785-232-
7789. www.ksfda.org kfda@kfda.
kscoxmail.com
Nebraska Funeral Directors 
Association 2017 Annual 
Convention - May 02-04, 2017, 
Younes Conference Center, Kearney, 
NE. Exhibits. 402-761-2217. www.
nefda.org staff@nefda.org

South Dakota Funeral Directors 
Assn 118th Annual State 
Convention - May 10-12, 2017, 
Ramkota Hotel & Watertown Event 
Center, Watertown, SD. Exhibits. 605-
246-9466. www.sdfda.org tkerr@
triotel.net
Independent Funl Dirs Assn Of 
Texas Inc 84th Annual Convention 
& Expo - May 15-17, 2017, Sheraton 
Brookhollow, Houston, TX. Exhibits. 
2542145649. www.ifdatexas.org 
ifdatexas@aol.com
South Carolina Morticians Assn 
Inc 92nd Annual State Convention 
- May 15-18, 2017, Embassy Suites 
by Hilton Greenville Golf Resort 
& Conference Center, Greenville, 
SC. Exhibits. 803-339-4133. www.
scmorticians.com scmainc@gmail.
com
Iowa Funeral Directors Association 
2017 Premier Mid-West Funeral 
Service Expo - May 16-17, 
2017, Prairie Meadows Hotel and 
Conference Center , Altoona, IA. 
Exhibits. 515-270-0130. www.iafda.
org/?page=convention mharms@
iafda.org
Ohio Funeral Directors Association 
137th Annual Convention & 
Exhibition - May 16-18, 2017, Hilton 
Columbus at Easton, Columbus, OH. 
Exhibits. 800-589-6332, 614-486-
5339. www.ofdaonline.org diana@
ofdaonline.org
North Carolina Funeral Directors 
Assn 130th Annual State 
Convention - May 21-23, 2017, 
Raleigh Marriott and Convention 
Center, Raleigh, NC. 919-876-7886. 
www.ncfda.org info@ncfda.org
Georgia Funl Serv Practitioners 
Assn Inc 92nd Annual Convention 
& Exhibit - May 21-24, 2017, Atlanta 
Marriott Hotel Airport, Atlanta, GA. 
Exhibits. 706-886-3944. www.gfspa.
net gfspaexsec@hotmail.com
Jewish Cemetery Assn Of North 
America 9th Annual Conference 
- May 21-24, 2017, Holiday Inn 
Vancouver-Centre, Vancouver, BC. 
Exhibits. 314-353-2540. www.jcana.
org danielbrodsky@sbcglobal.net
Minnesota Funeral Directors 
Association’s 127th Annual 
Convention - May 22-24, 2017, 
Doubletree Minneapolis South, 
Minneapolis, MN. Exhibits. 763-416-
0124. www.mnfuneral.org mtufto@
mnfuneral.org
Georgia Funeral Directors 
Association Summer Convention 
- Jun 04-07, 2017, King and Prince 
Beach Resort, St. Simons Island, GA. 
Exhibits. 770-592-8002. www.gfda.
org
Texas Funeral Directors Association 
2017 Annual Convention & Expo 
- Jun 04-07, 2017, Hyatt Austin and 
Palmer Events Center, Austin, TX. 
Exhibits. 800-460-8332. www.tfda.
com ann@tfda.com
Tennessee Funeral Directors 
Association 2017 Annual 
Convention - Jun 04-06, 2017, 
Embassy Suites, Murfreesboro, 
TN. 615-321-8792. www.tnfda.org 
offi ce@tnfda.org
West Virginia Funeral Directors 
Assn Annual Convention - Jun 
04-07, 2017, Glade Springs Resort, 
Daniels, WV. Exhibits. 304-345-4711. 
www.wvfda.org kimesrob@yahoo.
com
Missouri Funl Directors & 
Embalmers Assn 2017 Annual 
Convention - Jun 05-06, 2017, 
Lodge of the Four Seasons, Lake 
Ozark. Exhibits. 573-635-1661. 
www.mofuneral.org publications@
mofuneral.org
Funeral Service Association Of 
Canada 2017 Annual Convention & 
Trade Show - Jun 05-09, 2017, Hotel 
Delta Prince Edwards, Charlottetown, 
PE. Exhibits. 613-271-2107. www.
fsac.ca roberta@fsac.ca
Funeral Directors Assn Of 
Kentucky Annual State Convention 
& Mid-West Regional Trade Show 
- Jun 06-08, 2017, Louisville Crowne 
Plaza, Louisville, KY. Exhibits. 502-
223-0622. www.fdaofky.com info@
fdaofky.com
Arizona Funl Cemetery & 
Cremation Assn - Jun 06-08, 2017, 
The Wigwam, Litchfi eld Park, AZ. 
Exhibits. 602-909-6135. www.
afccaannualconvention.org director@
azfcca.org

Independent Funeral Directors Of 
Florida 2017 Annual Convention 
- Jun 07-09, 2017, Rosen Shingle 
Creek, Orlando, FL. Exhibits. 850-
222-0198. www.ifdf.org mhood@
ifdf.org
Indiana Funeral Directors 
Association 137th Annual 
Convention - Jun 07-08, 2017, 
Indiana Convention Center, 
Indianapolis, IN. Exhibits. 800-458-
0746. www.indiana-fda.org connie@
infda.org
Louisiana Funeral Directors 
Association & Mississippi Funeral 
Directors Association (Joint 
Convention) - Jun 10-13, 2017, 
Windsor Court Hotel, New Orleans, 
LA. Exhibits. 225-767-7640. www.
lfdaweb.org LFDA@tatmangroup.
com
Alabama Funl Dirs & Morticians 
Assn Inc 80th Annual Convention 
- Jun 11-14, 2017, Embassy Suites 
Hotel, Montgomery, AL. Exhibits. 
(256) 546-0432. www.alabamafdma.
org info@alabamafdma.org
South Carolina Cemetery 
Association Inc and the North 
Carolina Cemetery Association 
(Joint Convention) - Jun 11-13, 
2017, Embassy Suites at Kingston 
Plantation, Myrtle Beach, SC. 
Exhibits. 803-419-0768. www.
sccemeteryassociation.com tpaules@
yahoo.com
California Funeral Directors 
Association 2017 Annual 
Convention - Jun 11-14, 2017, 
Hyatt regency Monterey Hotel & 
Spa, Monterey, CA. Exhibits. 916-
325-2361. www.cafda.org cfda@
amgroup.us
Wisconsin Funeral Directors 
Association 136th Annual 
Convention - Jun 12-14, 2017, Best 
Western Premier Waterfront Hotel 
and Convention Center, Oshkosh, WI. 
Exhibits. 608-256-1757. www.wfda.
info gary@wfda.info
Buckeye State Funeral Dirs & 
Embs Assn 2017 State Convention 
- Jun 15-17, 2017, Hyatt Place Hotel, 
Cleveland, OH. 614-267-8310. www.
bsfdea.net bsfdea@gmail.com
South Carolina Funeral Directors 
Assn 119th Annual Convention - 
Jun 18-20, 2017, Marriott Resort & 
Spa at Grande Dunes, Myrtle Beach, 
SC. Exhibits. 800-445-3427. www.
scfda.org info@scfda.org
Florida Morticians Association Inc 
93rd Annual Convention - Jun 18-
22, 2017, Sandestin Golf and Beach 
Resort, Destin, FL. Exhibits. 727-
599-3221. www.fl oridamorticians.org 
Jerlyn2560@yahoo.com
Western Pennsylvania Funl Dirs 
Assn Inc - Jun 19-21, 2017, The 
Ambassador Conference Center, Erie, 
PA. Exhibits. 814-824-5000. www.
wpfda.org sjsnator@gmail.com
Funeral Directors & Mort’s Assn 
Of NC Annual Convention - Jun 
19-22, 2017, Hilton Greenville 
and Greenville Convention Center, 
Greenville, NC. Exhibits. 704-982-
0347. www.fdmanc.org fdmanc@aol.
com
Florida Cemetery Cremation 
& Funl Assn 2017 Annual 
Convention & Trade Show - Jun 
22-24, 2017, Turnberry Isle Miami, 
Aventura, FL. Exhibits. 800-226-
3332. www.thefccfa.com djessup@
executiveoffi ce.org
Virginia Funeral Directors 
Association 129th Annual 
Convention - Jun 25-28, 2017, 
Williamsburg Lodge, Williamsburg, 
VA. Exhibits. 804-264-0505. www.
vfda.net lwhittaker@vfda.net
Southern Cemetery Cremation 
& Funl Assn, Georgia Cemetery 
Association & Cemetery Association 
of Tennessee Inc (Joint Convention) 
- Jun 25-27, 2017, Chattanooga 
Marriott Downtown, Chattanooga, 
TN. Exhibits. 985-206-5606. www.
sccfa.info sccfa@bellsouth.net
Idaho Funeral Service Association 
Annual Convention - Jun 25-27, 
2017, Shore Lodge, McCall, ID. 
Exhibits. 208-888-2730. www.ifsa.us 
ifsa@ifsa.us
Illinois Funeral Directors Association 
137th Annual Convention - Jun 26-
28, 2017, Holiday  Inn Hotel & Tinley 
Park Convention Center, Tinley Park, 
IL. Exhibits. 217-525-2000. www.ifda.
org info@ifda.org

Associated Cemeteries Of Missouri 
Annual Convention - Jul 11-16, 2017, 
Tan-Tar-A Resort, Osage Beach, MO. 
Exhibits. 314-863-3011. smzell@
earthlink.net
Int’l Cemetery, Cremation & 
Funeral Assn University - Jul 20-26, 
2017, Fogelman Executive Center at 
the University of Memphis, Memphis, 
TN. 800-645-7700. www.iccfa.com
National Funl Dirs & Morticians 
Assn Inc 80th Annual Convention & 
Expo - Jul 29 - Aug 03, 2017, Myrtle 
Beach, SC. Exhibits. 770-969-0064. 
www.nfdma.com nfdma@nfdma.com
Ohio Cemetery Association 
Annual Convention - Jul 31 - 
Aug 02, 2017, Hilton Garden Inn-
Cleveland East, Mayfi eld Village, 
OH. Exhibits. 937-885-0283. www.
ohiocemeteryassocia t ion.com 
jburrowes@cemeterydata.com
West Virginia Cemetery & Funeral 
Assn 2017 Annual Convention - 
Aug 04-05, 2017, Lakeview Resort, 
Morgantown, WV. Exhibits. 304-342-
3769. www.wvcfa.org offi ce@wvcsi.
com
Cremation Association Of North 
America 99th Annual Convention 
- Aug 16-19, 2017, New York, NY. 
Exhibits. 312-245-1077. www.
cremationassociation.org jennifer@
cremationassociation.org
Washington State Funeral Directors 
Assn, Washington Cemetery 
Cremation & Fnl Assn (Joint 
Convention) - Aug 17-19, 2017, 
Northern Quest Resort & Casino, 
Airway Heights, WA. Exhibits. 253-
941-3370. www.wsfda.org jewell@
wsfda.org
New York State Funeral Directors 
Assn 2017 Annual Convention - Aug 
20-24, 2017, The Saratoga Hilton 
& Saratoga City Center, Saratoga 
Springs, NY. 800-291-2629. www.
nysfda.org info@nysfda.org
Catholic Cemetery Conference 
68th Annual Convention & Expo 
- Sep 19-22, 2017, JW Marriott Las 
Vegas Resort & Spa, Summerlin, 
NV. Exhibits. 708-202-1242. www.
catholiccemeteryconference.org info@
catholiccemeteryconference.org
Ontario Funeral Service Association 
- Sep 25-27, 2017, Deerhurst Resort, 
Huntsville, ON. Exhibits. 905-637-
3371. www.ofsa.org info@ofsa.org
New Jersey State Funeral Directors 
Assn 2017 Funeral Directors 
Convention & Expo - Sep 26-28, 
2017, Harrah’s Waterfront Conference 
Center, Atlantic City, NJ. Exhibits. 
800-734-3712. www.njsfda.org 
convention@njsfda.org
National Funeral Directors 
Association 2017 Annual 
Convention & Expo - Oct 29 - Nov 
01, 2017, Various Hotel Room Blocks, 
Boston, MA. Exhibits. 800-228-6332. 
convention.nfda.org/ nfda@nfda.org
Funl Dirs Servs Assn Of Greater 
Chicago 12th Annual Trade Show - 
Nov 08, 2017, White Eagle Banquets 
and Restaurant, Niles, IL. Exhibits. 
630-980-4010. www.fdsachicago.com 
offi ce@fdsachicago.com

MEETINGS/SEMINARS

The International Conference 
of Funeral Service Examining 
Boards 113th Annual Meeting - 
Mar 01-02, 2017, The Omni Hilton 
Head Convention Resort, Hilton 
Head, SC. 479-442-7076. www.
theconferenceonline.org services@
theconferenceonline.org
West Virginia Funeral Directors 
Assn Mid-Winter Advocacy Summit 
- Mar 07-09, 2017, Embassy Suites, 
Charleston, WV. 304-345-4711. www.
wvfda.org kimesrob@yahoo.com
Casket & Funeral Supply 
Association Annual 2017 Winter 
Seminar - Mar 09-11, 2017, Hotel Del 
Coronado, Coronado, CA. 847-295-
6630. www.cfsaa.org info@cfsaa.org
New York State Association Of 
Cemeteries 2017 Orange County 
Cemetery Regional Conference - 
Mar 09, 2017, IBEW Local Union 363, 
Harriman, NY. 518-434-1134. www.
nysac.com info@nysac.com
National Funeral Directors 
Association Meet the Mentors - Mar 
12-14, 2017, Emory Conference Center 
Hotel, Atlanta, GA. 800-228-6332. 
events.nfda.org/Meet-the-Mentors/
Overview nfda@nfda.org

National Funeral Directors 
Association Cremation Retreat - 
Mar 15-16, 2017, Emory Conference 
Center Hotel, Atlanta, GA. 800-228-
6332. events.nfda.org/Cremation-
Retreat/Overview nfda@nfda.org
Assn Of Independent Fnl Hms 
Of Virginia Conference - Mar 17, 
2017 Laws/Regulations and Preneed, 
University of Richmond, Richmond, 
VA. 804-643-0312. www.ifhv.org 
ifhoffi ce@gmail.com
Pittsburgh Institute Of Mortuary 
Science Best Practices 101 - Mar 17, 
2017, PIMS Special Events Center, 
Pittsburgh, PA. 412-362-8500. www.
pims.edu pims5808@aol.com
National Funeral Directors 
Association Cremation Certifi cation 
Program - Mar 17, 2017, Emory 
Conference Center Hotel, Atlanta, 
GA. 800-228-6332. www.nfda.org/
cremationcertifi cation nfda@nfda.org
M K J Marketing Seminar - Mar 
20-22, 2017, Waldorf-Astoria Beach 
Club Resort, Boca Raton, FL. 888-655-
1566. www.mkjmarketing.com mkj@
mkjmarketing.com
The Foresight Companies LLC 
Human Resource Spring Training 
Seminar - Mar 22-23, 2017, The 
Foresight Companies LLC Offi ce, 
Phoenix, AZ. 800-426-0165. 
www.theforesightcompanies.com 
catherine@theforesightcompanies.
com
Ohio Cemetery Association 
Advanced Crematory Operator’s 
Certifi cation Program - Mar 
23-24, 2017, Doubletree Hotel, 
Columbus, OH. 937-885-0283. 
www.ohiocemeteryassociation.com 
jburrowes@cemeterydata.com
Cremation Association Of North 
America Crematory Operations 
Certifi cation Program - Mar 31, 
2017, University of Central Oklahoma, 
Edmond, OK. 312-245-1077. www.
cremationassociation.org jennifer@
cremationassociation.org
Association For Death Educ & 
Counseling Pre-Conference Institute 
- Apr 04-05, 2017, Portland Marriott 
Downtown Waterfront, Portland, OR. 
847-686-2240. www.adec.org adec@
adec.org
Association For Death Educ & 
Counseling 39th Annual Conference 
- Apr 05-08, 2017, Portland Marriott 
Downtown Waterfront, Portland, OR. 
847-686-2240. www.adec.org adec@
adec.org
Jewish Funeral Directors Of 
America Inc - Apr 05, 2017, 
Renaissance Nashville and the Omni 
Nashville Hotel, Nashville, TN. 800-
645-7700. www.jfda.org jfda@iccfa.
com
National Funeral Directors 
Association Professional Women’s 
Conference - Apr 07-09, 2017, 
Franklin Marriott Cool Springs, 
Franklin, TN. 800-228-6332. events.
nfda.org/Professional-Womens-
Conference/Overview nfda@nfda.org
Academy Of Graduate Embalmers 
Of Georgia 62nd Annual Clinic - 
Apr 10-12, 2017 770-445-3180. www.
ageg.org staff@ageg.org
National Funeral Directors 
Association Advocacy Summit - Apr 
26-28, 2017, The Mayfl ower Hotel, 
Washington, DC. 800-228-6332. 
events.nfda.org/Advocacy-Summit/
Overview nfda@nfda.org
Selected Independent Funeral 
Homes 2017 Spring Management 
Summit - Apr 26-28, 2017, Doubletree 
by Hilton Raleigh Brownstone-
University, Raleigh, NC. 800-323-
4219. www.selectedfuneralhomes.org 
pattyn@selectedfuneralhomes.org
National Hospice & Palliative 
Care Org 32nd Management and 
Leadership Conference - May 01-03, 
2017, Washington Hilton, Washington, 
DC. 703-837-1500. www.nhpco.org 
dcherry@nhpco.org
New York State Association Of 
Cemeteries 39th Annual Public 
Affairs Seminar - May 01-02, 2017, 
Hilton Albany, Albany, NY. 518-434-
1134. www.nysac.com info@nysac.
com
Kates Boylston Publications 
Cremation Innovations Summit 
- May 05, 2017, Hilton Baltimore, 
Baltimore, MD. 800-500-4585. www.
katesboylston.com/events tparmalee@
ucg.com

Kates Boylston Publications 
Cremation Innovations Summit 
- May 05, 2017, Hilton Baltimore, 
Baltimore, MD. 800-500-4585. www.
katesboylston.com
National Funeral Directors 
Association Business Conference 
- May 10-11, 2017, NFDA 
Headquarters, Brookfi eld, WI. 800-
228-6332. events.nfda.org/Business-
Conference/Overview nfda@nfda.org
National Museum Of Funeral 
History 23rd Annual Charity Golf 
Classic - May 22, 2017 Cocktail Party/
Golf Classic, Kingwood Country 
Club, Kingwood, TX. 281-876-3063. 
www.nmfh.org info@nmfh.org
Virginia Cemetery Association 2017 
Annual Conference & Meeting 
- Jun 01-04, 2017, The Berry Hill 
Resort & Conference Center, South 
Boston, VA. 804-675-7502. www.
virginiacemeteryassociation.com
Pennsylvania Cmtry, Crem & 
Funeral Assn 2017 Annual Meeting 
- Jun 14-16, 2017, Kalahari Resort, 
Pocono Manor, PA. 717-236-9970. 
www.pccfa.com
The Association For Gravestone 
Studies 2017 Annual Conference 
- Jun 20-25, 2017, The University of 
Alabama, Tuscaloosa, AL. 413-772-
0836. www.gravestonestudies.org 
info@gravestonestudies.org
National Alliance For Grieving 
Children 21st Annual Symposium - 
Jun 22-24, 2017, Richmond Marriott 
Downtown, Richmond, VA. 866-432-
1542. www.childrengrieve.org kathy.
wisnefski@childrengrieve.org
National Funeral Directors 
Association Leadership Conference 
- Jul 16-19, 2017, Coeur d’Alene 
Resort, Coeur d’Alene, ID. 800-228-
6332. events.nfda.org/Leadership-
Conference/Overview nfda@nfda.org
Center For Loss & Life Transition 
Training Seminars by Dr. Alan 
Wolfelt - Jul 19-21, 2017 Opening 
Your Community’s Eyes to WHY 
We Need Funerals, Center For Loss 
& Life Transition, Fort Collins, CO. 
970-226-6050. www.centerforloss.
com wolfelt@centerforloss.com
Professional Car Society 
International Meet - Jul 20-22, 2017, 
Lebanon, MO. 973-862-6047. www.
professionalcarsociety.org hookjch@
ptd.net
Selected Independent Funeral 
Homes 99th Annual Meeting - 
Sep 10-13, 2017, Radisson Blu, 
Chicago, IL. 800-323-4219. www.
selectedfuneralhomes.org pattyn@
selectedfuneralhomes.org
New York State Association Of 
Cemeteries 2017 Annual Fall 
Conference - Sep 16-19, 2017, The 
Otesaga Resort Hotel, Cooperstown, 
NY. 518-434-1134. www.nysac.com 
info@nysac.com
National Hospice & Palliative Care 
Org 2017 Fall Conference - Sep 18-
20, 2017, San Diego Marriott Marquis 
and Marina, San Diego, CA. 703-
837-1500. www.nhpco.org dcherry@
nhpco.org
Ohio Cemetery Association Fall 
Maintenance Seminar-North - Oct 
05, 2017, Perry, OH. 937-885-0283. 
www.ohiocemeteryassociation.com 
jburrowes@cemeterydata.com
California Assn Of Public 
Cemeteries Educational Seminar 
& Area Meeting - Oct 06-07, 2017, 
Holiday Inn Capitol Plaza, South 
Lake Tahoe, CA. 888-344-9858. 
www.capc.info publiccemeteries@
aol.com
Virginia Cemetery Association 2017 
Mid Atlantic State Conference - 
Nov 02-04, 2017, The Golden Nugget, 
Atlantic City, NJ. 804-675-7502. 
www.virginiacemeteryassociation.
com
Kates Boylston Publications Seventh 
Annual Cremation Strategies 
Conference - Dec 06, 2017, Marriott 
Renaissance, Nashville, TN. 800-500-
4585. www.katesboylston.com/events 
tparmalee@ucg.com
Kates-Boylston Publications 
Twelfth Annual Funeral Service 
Business Plan Conference - Dec 
07-08, 2017, Marriott Renaissance, 
Nashville, TN. 800-500-4585. 
www.katesboylston.com/events 
tparmalee@ucg.com
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Timberland 
introduces Golden 
Retriever Urn

Frigid Fluid Earns 
Illinois Export 
Award

Bogati Urn offers Trivia-
based Discounts for 
Service Providers 

Funeral Directors 
Life Recognized 
as a 2017 Best 
Workplace in Texas

ABILENE, TX— Funeral Directors Life was recently recog-
nized by Fortune magazine and Great Place to Work® as one 
of the Best Workplaces in Texas for 2017, ranked at number 
6 overall in the state.
 Th e Best Workplaces in Texas rankings are based on feed-
back from more than 100,000 employees at Great Place to 
Work–Certifi ed™ organizations with locations in Texas, in-
cluding several national and multi-national companies.
 “We are honored to be recognized as one of the top com-
panies in the state by Fortune magazine and Great Place to 
Work,” said Kris Seale, Funeral Directors Life president and 
CEO. “We try to create a culture that allows each person to 
grow and achieve their personal best. Th is isn’t just a job—it’s 
a way of life. We are continually growing and developing per-
sonally, professionally, and spiritually as a community. I think 
our employees really respond to that vision. Th ey are what 
truly make this a great place to work.”
 In the survey, employees expressed their appreciation for Fu-
neral Directors Life’s unique culture and work environment. 
99 percent of employees stated that people at the company 
care about each other and celebrate special events regularly. 
100 percent of employees agreed that the company facilities 
contribute to a good working environment. 
 Employees enjoy several unique perks, including an on-site 
clinic and an on-site fi tness center, prayer team, mentorship pro-
grams, employee recognition programs, volunteer opportuni-
ties, and personal development programs such as book studies. 
In 2017, the company is also off ering a sabbatical program that 
allows the employee to take a paid 30-day sabbatical to rest, gain 
perspective, and participate in a service project or mission trip.
 “Being awarded a place on this list indicates the company has 
distinguished itself from peers by creating a Great Place to Work 
For All™,” Great Place to Work published on their website re-
garding the list. “Rankings reward organizations where not only 
the majority of their employees experience a great place to work, 
but these experiences are highly consistent, regardless of gender, 
race/ethnicity, job role or other personal characteristics.”
 Funeral Directors Life specializes in the sale of prepaid fu-
neral insurance policies and annuities. Th eir mission is “to be 
known as the best, most-respected provider of service to the 
funeral industry.” For more information about Funeral Direc-
tors Life, visit www.funeraldirectorslife.com. 

EAGAN,MN— Timber-
land Urns has introduced 
the Golden Retriever Dog 
Memorial Urn as a new ad-
dition to their Dog Urns by 
Individual Breed line. With 
this Golden Retriever Dog 
Urn customers can use their 
dog’s existing name tag to 
truly customize their urn 
and commemorate their 
beloved companion forever. 
If the original tag is no lon-
ger available, it can be eas-
ily replaced or purchased at 

a pet store. 
 Th is Urn is just as versatile 
as it is beautiful. It is suit-
able for a Setter, Spaniel or 
a similar looking dog breed 
as well. Th e urn is cast of 
polymer resin/bronze pow-
der mixture and hand fi n-
ished with bronze patina. It 
measures 10.5” long by 9” 
wide by 4” high and has a 
capacity of 110 cubic inch-
es. For more information, 
call 651-688-0875 or visit 
www.timberlandurns.com.

(L to R) Lt. Governor Evelyn Sanguinetti; European Sales and 
Relationship Manager for Frigid Fluid Bob Pine; Frigid Fluid 
President Brian Yeazel; CEO of Intersect Illinois Jim Schultz; 
Assistant Director of the Illinois Department of Commerce & 
Economic Opportunity Brittany Ladd

CHICAGO,IL— Illinois Lt. 
Governor Evelyn Sangui-
netti and the Illinois Depart-
ment of Commerce & Ex-
port Opportunity (DCEO) 
presented Frigid Fluid with 
one of the 2016 Governor’s 
Export Awards at a recep-
tion held on December 6th 
at the Union League Club 
of Chicago. Th is award is Il-
linois’ highest recognition of 
export achievement honoring 
Illinois companies that have 
achieved excellence in export-
ing, as well as organizations 
that provide export assistance.
 “Our state takes great pride 
in its exports, and through 
this event we recognize busi-
nesses and organizations 
that succeed in international 
trading and exporting,” said 
Sanguinetti. Acting director 
of DCEO, Sean McCarthy,
added: “Each of these re-
cipients has demonstrated a 
true gift for expanding across 

markets and showing off  Illi-
nois around the globe.”
 When asked about the Ex-
port Continuing Excellence 
award, relationship manager, 
Robert M. Pine, stated that 
“Frigid Fluid recognized, 
and is responding to, the in-
creasing economic strength 
and consumer demand in 
Latin America and Africa, 
in addition to expanding 
its base in Canada, Europe, 
Australia and New Zealand.”

Brian Yeazel, president 
and fi fth generation own-
er of Frigid Fluid added, 
“Th is is another proud mile-
stone for our family compa-
ny, founded in 1892. It fi ts 
nicely with our history of in-
novations, including the in-
vention of the casket lower-
ing device 100 years ago, our 
unique Silitech line of em-
balming fl uids, and over 35 
years of exporting American 
made products.”

SARASOTA,FL— True or False: All U.S. death and crema-
tion fi gures are based on the state where they occurred, 
regardless of residency? 

Bogati Urn Company, is using trivia questions like this 
in an eff ort to lighten things up for – and off er discounts 
to – its industry partners.
 Each Friday, funeral homes and cremation service pro-
viders can visit http://www.bogatiurns.com/discount-
trivia/ to answer a new trivia question pertaining to the 
funeral and cremation industry. Th ose answering correct-
ly will earn 10 to 15 percent off  their next purchase on 
the Bogati website. Th e discount is available until the fol-
lowing Friday when a new trivia question is asked.
 Test runs of the trivia-style off er have proven very suc-
cessful. In fact, dozens of answers were submitted in the 
fi rst hour of the fi rst question asked during the busy holi-
day season. Initial reactions have also been very positive.
 “We’ve had some great feedback from customers who’ve 
called saying they love what we’re doing with the website, 
making it fun and interactive,” said Andrea Bogard LeB-
lanc, owner of Bogati Urn Company. “In a historically 
print-driven industry, we see this as progress. We’re ex-
cited to be part of that while building relationships with 
our industry part ners at the same time.”
 Founded in 2004, Bogati Urn Company off ers funeral 
homes and crematories unparalleled service and wholesale 
pricing on an equally unparalleled variety of urns, scattering 
tubes and related products. Its original lead crystal line has 
expanded to feature a diverse and hand-selected product line 
from trusted manufacturers and skilled artisans worldwide. 
Its inventory now includes hundreds of memorial urns for 
adults, children and pets in varying materials, including 
glass, marble, wood, porcelain, brass and metal. Custom op-
tions are also available. For more information on Bogati Urn 
Company, please visit www.bogatiurns.com. 

4HEARSE.com

Chicago

1-800-443-2773
Twin Cities

1-844-219 -9643

FAMILY OWNED AND OPERATED FOR OVER 20 YEARS!

New - Used - Leasing - Financing

MUST
SELL

2009 Eagle Cadillac Elite Hearse

2007 Eagle Cadillac Ultimate Hearse

2010 Eagle Cadillac Echelon Hearse

2010 Eagle Cadillac Elite Hearse

2010 Eagle Cadillac Ultimate Hearse

2010 Eagle Cadillac Ultimate Hearse

2009 Eagle Cadillac Ultimate Hearse

2008 Superior Cadillac Statesman Hearse

2009 S&S Cadillac Medalist Hearse
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The Dodge Company Welcomes Monty Birge 
to its Team of Sales Representatives

CryptoTestament Launches Encrypted Technology 
Designed to Protect Digital Legacies
NEW YORK,NY— CryptoTesta-
ment, developers of new encrypt-
ed technology tools to secure post-
mortem digital legacies—including 
credentials and passwords, Bit-
coin accounts and digital fi les—has 
launched its Kickstarter crowd fund-
ing campaign to bring the digital 
technology to consumers.
 CryptoTestament bridges the gap be-
tween estate laws, which grant families 
access to digital data, and privacy laws, 
which often prohibit access after a fam-
ily member has passed away. As sim-
ple as using a thumb drive or saving a 
fi le to the cloud, CryptoTestament uses 
AES 256-bit encryption with a man-
ageable console allowing CryptoTesta-
ment to unlock the device after death. 
Th e device is secured using the same 
certifi cation used by the NSA and 
other government agencies. With the 
proper credentials and proof of death, 
the company works with the executor 

of the will to pass the secure digital leg-
acy on to the family member or confi -
dante chosen by the client.
 “In today’s digital landscape, more 
and more sensitive information, both 
personal and fi nancial, is being stored 
digitally and is not recoverable after 
death unless family members have 
access to passwords and accounts. 
CryptoTestament aims to address this 
growing issue and preserve one’s ‘dig-
ital legacy’ for their heirs,” said Tom 
Falardeau-Leclerc, CryptoTesta-
ment’s CEO and founder. “Bitcoin 
accounts, for example, are not recov-
erable after death without specifi c cre-
dentials and families can suff er sig-
nifi cant fi nancial losses if they do not 
properly plan. Estate planning must 
now account for digital activity, and 
CryptoTestament easily meets that 
need for consumers.”
 Various storage sizes of USB-style 
encrypted devices are utilized to meet 

individual storage needs. “Cryp-
toTestament works like a safety de-
posit box at your bank,” Falardeau-
Leclerc said. “It is an extra layer of 
protection necessary to preserve and 
secure all sensitive digital fi les, in-
cluding crypto currency accounts, 
passwords, music, video, photos and 
more in this digital age.”
 Based in Montreal, Quebec, Cryp-
toTestament’s mission is to secure the 
digital legacies of people after they 
pass away. Th e encrypted hardware 
and cloud technology ensures all dig-
ital fi les, passwords, Bitcoin accounts 
and more are safely protected and can 
be easily accessed by family members. 
Founded in 2012, CryptoTestament is 
currently raising funds on Kickstarter 
to bring this technology to the mass-
es. To learn more or get involved in 
CryptoTestament’s Kickstarter cam-
paign, visit www.kickstarter.com/
projects/1033670017/cryptotestament.

BILLERICA,MA— Th e 
Dodge Company is pleased 
to announce the addition of 
Monty Birge to its team of 
sales representatives. If Mon-
ty’s time spent in Billerica in 
January is any indication, he 
is certain to provide excellent 
service to the funeral service 
professionals in his territory 
which covers Washington 
State, Alaska, Northern Ida-

NeutrOlene Announces Australian Distributor

Pauline Tobin

KANSAS CITY,MO— Chet Robbins and Tony Riddle,
co-founders of NeutrOlene, LLC, have announced the 
appointment of Pauline Tobin, owner of Pauline Tobin 
Mortuary Services in Melbourne and Jato Distributors 
Australasia, as master distributor of NeutrOlene prod-
ucts across the continent of Australia.
 “We are extremely pleased to announce and welcome 
her warmly into the NeutrOlene family as a signifi cant 
leader in our international expansion,” said Riddle, pres-
ident of NeutrOlene. “We were particularly impressed 
with how NeutrOlene’s benefi ts as an organic, environ-
mentally-friendly odor neutralizer, aligns with Pauline’s 
numerous areas of expertise.”
 Pauline attended St. Columba’s College Essendon and af-
ter leaving school went on to study Division 2 Registered 
Nursing and worked in the fi eld of nursing for 17 years. 
 “During that time, I witnessed an embalming and 
found it fascinating. I also was able to witness the diff er-
ence the embalmer was able to create from the rawness 
and often ugliness of death to a dignifi ed and acceptable 
presentation of the deceased. So when I was looking at a 
career change, embalming seemed the next logical step.
 “Ironically, while I had been bought up the daughter 
and grand-daughter of funeral directors, I had no idea 
there was a profession of embalmers.”
 In Australia, the funeral service profession is unregu-
lated, meaning no government body oversees it. “Of 
course, we do have Health Acts and the Cemetery Acts, 
but nothing to stop any Tom, Dick or Harry setting up 
a funeral company,” Tobin explained, “so we constantly 
have funeral directors popping up overnight, and some 
have no premises or funeral home, just a phone number. 
In addition, funeral directors are rarely also embalmers 
because it is not required.
 “Qualifi ed embalmers are the only industry specifi c pro-
fessionals in Australia’s funeral service profession,” said To-
bin, “I studied embalming at the Australian Funeral Direc-
tors Association College, which no longer off ers training.”
 Tobin is a member of Blake Emergency Services Inter-
national, a United Kingdom based company that spe-
cializes in Disaster Victim Identifi cation and air crash 
disaster response and was deployed in 2006 for the Cam-
eroon, Kenyan; Airways fl ight KQ-507 air crash, and 

deployed in 2015 Rotterdam, Malaysian Airlines fl ight 
MH17 shot down over the Ukraine.
 NeutrOlene’s newest master distributor currently chairs 
the Australian Institute of Embalming and has served on 
their board since 2007. She also is Australian ambassador 
for Fountain National Academy in Springfi eld, MO. 

 “I was introduced to Neu-
trOlene and its founders by 
Vernie Fountain, and after 
many phone meetings and 
extensive independent trials 
of the products in Australia, I 
was happy to add NeutrOlene 
products to my inventory and 
endorse it,” she said.
 “During my product tri-
als, the director said, “we re-
ceived a decedent enclosed in 
three body bags, due to the 
state of decomposition. After 
following the instructions of 
use, I was astounded, as were 

my colleagues, to the eff ectiveness of the NeutrOlene spray.
 “Also in Australia, we have a large percentage of cremations 
and the product that is currently used in granule form within 
a coffi  n is causing huge problems for the crematoriums as it 
is not breaking down. My own trials of NeutrOlene granules 
have been positive, with no residual remaining.
 “With our very harsh varying climates here in Austra-
lia, I am excited to off er Neutrolene’s unique products to 
colleagues across the country to address the most horren-
dous and unpleasant situations our colleagues fi nd in the 
day-to-day assignments.
 “Funeral service professionals in Australia have, for 
many decades, waited for a product that not only makes 
work areas more pleasant but also is benefi cial to the 
planet’s environment.”
 Robbins said it best, “Pauline Tobin’s appointment as 
master distributor for NeutrOlene is the perfect collabo-
ration. She’s an outstanding professional, well-regarded 
in Australia’s funeral service family. We welcome her in-
sights and input and appreciate working with someone 
with such passion for funeral service.”

4HEARSE.com

Chicago

1-800-443-2773
 Twin Cities

1-844-219-9643

FAMILY OWNED AND OPERATED FOR OVER 20 YEARS!

New - Used - Leasing - Financing

MUST
SELL

2007 Eagle Cadillac Ultimate Hearse

2003 Superior Cadillac Stateman Hearse

2011 Federal Cadillac 64” 6-Door Limo

2009 S&S Cadillac 47” 6-Door Limo

2005 Federal Cadillac 46” 6-Door Limo

2013 Midwest Mercedes Sprinter Limo Bus

2009 Eagle Chrysler T&C Funeral Van

2004 Eagle Cadillac Ultimate Hearse

2006 Federal Lincoln Stratford Hearse
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ho and Western Montana. 
 Monty has taken over the 
territory previously served 
by Bill Martin who is now 
enjoying retirement. Initial-
ly licensed as a funeral ser-
vice practitioner in Wash-
ington in 2014, graduating 
Pima Medical Institute, Seat-
tle, WA, with an Associate in 
Arts Degree in Mortuary Sci-
ence, Monty is no stranger to 
funeral service having spent 

many years in Western Wash-
ington working with sever-
al local funeral homes, most 
notably Mountain View 
Funeral Home, Memorial 
Park and Crematory where 
he spent twelve years. 
 Monty is the proud dad of 
two adult daughters, Nik-
ki and Mikalah. When not 
working, he enjoys golf, 
working out at the gym and 
going on mini vacations. 

Tim Collison, vice presi-
dent of sales and marketing, 
said “Monty came highly rec-
ommended by Bill Martin, 
and his training and orienta-
tion in Billerica were very en-
joyable and productive.” Tim 
is certain Monty’s enthusiasm 
and expertise will serve him 
well and provide his custom-
ers with the service and re-
sources they have come to ex-
pect from Dodge.

http://www.4hearse.com/
http://www.kickstarter.com/projects/1033670017/cryptotestament
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By Mike Jamar

well maintained, and have rarely been in an accident. Th ey 
are always garaged. For any other car this would bring pre-
mium prices. Not true for hearses. Several examples of this 
can be found on HearseHub.com. Hearses that were built 
in the early 1990’s have well less than 100,000 miles and are 
only in the $2,000 to $3,000 range. Quite a bargain! How-
ever, most people will never consider them for their trans-
portation purposes. So, what do you do with them? 
 Instantly, I thought of converting them into campers. You 
see campers on trucks all the time, why not on hearses? Sure, 
you’d have the unenviable task of cutting off  the back, en-
closing the cab, and beefi ng up the suspension, but they do 
have a long wheel base, making them the perfect candidate. 
A simple Google search confi rmed that that many shared 
my Frankenstein idea, but much to my surprise, there aren’t 
any companies actively taking on such endeavors.

 I’ve had a long, passionate love aff air with cars, with 
constant fascination adding fuel to the fi re. I’m not a dis-
criminating man, most cars are my type, and that goes 
for hearses as well. My wife, on the ot her hand, has a 
more utilitarian view of cars. She doesn’t share my in-

something called a “Rat Hearse” that kind of looked like 
a truck, but not quite. Th ere was an Airstream Hearse, 
a Tank Hearse, many hot rod hearses and other unique 
hearse examples, but not one picture of a hearse that had 
been converted into a functional truck.
 To me, truck conversion seems like a straight forward 
project, but there are few examples of it being done, and 
not a single mention of a company off ering this service. 
 Truth be told, I don’t fully understand what it takes to 
make these projects a reality, nor the money it takes. Th is 
may explain the lack of results in my searches. Th e old 
adage of “lipstick on a pig” came to mind as well. In the 
end what you’ve produced still looks like a hearse. 
 If anyone can answer my questions as to why conver-
sions are not being done, or if you know of a cottage 
industry converting hearses into something functional, 
please let me know at HearseHub@gmail.com.

 Mike Jamar is founder and co-owner of Advanced Integration 
Technology.  Mike has been working with computers since the early 
80s and started Advanced Integration in 1994.  Advanced Integration 
specializes in Internet inventories designed for specialty vehicles and 
equipment. HearseHub was created through a collaboration between 
Advanced Integration and Nomis Publications, and is now in its fi fth 
year of service.  HearseHub brings together funeral vehicles from a 
number of dealerships that specialize in high quality funeral vehicles.  
HearseHub offers funeral directors a large, and easy to shop inventory, 
of funeral vehicles.  You can reach him at Mike@AITAdvantage.com.

www.nomispublications.com

Funeral Home & Cemetery News 
Contributors share insights and 
exchange ideas.BlogsBlogs

Robinson Funeral Home Inc. takes 
delivery of two New Limousines 

Robinson Funeral Home, Inc. in Easley, SC recently took deliv-
ery of their two new 2017 Cadillac S&S Professional Roof Lim-
 ousines. Pictured (L to R) are Chris Robinson, owner and Jer-
ry Small representing Bill Black Cadillac in Greensboro, NC. 
Robinson Funeral Home Inc. is a family owned business that has 
been faithfully serving the families of this area since 1875.

terest in them, and that is 
especially true of hearses. 
 A few days ago, the top-
ic of hearses came up in 
conversation (probably a 
result of me gawking at 
one). Th is prompted a 
simple question from my 
wife, “Where do hears-
es go that are no longer 
used by funeral homes?” 
I explained that some 
are bought by collectors, 
some are used as parts 
cars, and some are bought 
by those with a strong in-
terest in the macabre. Th e 
real question though, 
where do the rest go? 
 Hearses, as a group, are 
luxury vehicles that of-
ten have low mileage, are 

 Converting a hearse 
to an El Camino-type 
truck also came to 
mind. Again, the same 
process as convert-
ing them to a camp-
er would be required. I 
was sure I’d found the 
perfect second life for 
hearses. When I did a 
second Google, I found 
a few examples, but far 
fewer than camper con-
versions. In that same 
search, I discovered a 
Pinterest link boasting 
of thousands of pictures 
based on my search. Th e 
link mostly lived up to 
the hype. While there 
were fewer pictures than 
advertised, I did fi nd 

ASD Celebrates 10 Years of 
FuneralSync™ Integration

Like Us On Like Us On 
Facebook!Facebook!

MODERNIZE
Y O U R  E X I S T I N G  C O A C H

When it comes to your funeral fl eet, clients of the deceased expect new 
vehicles to be a part of their memorializing time. As you know, most of 
your coaches have very low mileage, along with a pristine interior. The only 
giveaway to its age is the older model/body style of the  exterior.

Wolf Limo Conversions understands this, and provides you with a beautifully 
enhanced - Modernized Exterior Body Conversion. Simply put, we use your 
existing funeral coach, then apply our exclusive exterior conversion 
process with precision artistry. Once completed, your older transport will 
then sparkle as a late-model gem!

COST EFFECTIVE (74% SAVINGS) EXTERIOR BODY CONVERSIONS

After

Before
•

•

SALES: 800.921.1004 
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MEDIA,PA—  On Tuesday, 
January 10th, ASD–An-
swering Service for Di-
rectors’ FuneralSync™ in-
tegration feature reached a 
signifi cant milestone. Th e 
feature, which allows funer-
al directors to automatical-
ly sync their software and 
websites to ASD’s systems, 
was fi rst introduced to the 
funeral profession a decade 
ago. Th e fi rst version of the 
tool was a somewhat man-
ual process that allowed for 
transfer of some very basic 
information. Over time, this 
feature, now known as Fu-
neralSync™, has evolved to 
become the most fl exible in-
tegration tool available to di-
rectors.
 Funeral professionals 
spend hours every week en-
tering data into their funer-
al management systems and 
posting information on their 
websites. FuneralSync™ was 
created by ASD to help their 
clients reclaim the time once 
spent on these redundant 
tasks. Th e feature allows fu-
neral homes to automatical-
ly transfer funeral service in-
formation from their funeral 
home’s website to ASD. Di-
rectors can also use Funeral-

Sync™ to pull First Call in-
formation, including call 
recordings, from ASD di-
rectly into the funeral home’s 
management program.
 Th ere are thousands of fu-
neral homes nationwide uti-
lizing FuneralSync™ to save 
time, reduce data entry er-
rors and operate more effi  -
ciently. In 2016, more than a 
quarter of a million obituar-
ies were automatically trans-
ferred over to ASD through 
FuneralSync™. Each obit 
represents time ASD has 
given back to their clients. 
Rather than having to log 
into various databases and 
copy/paste information into 
multiple fi elds, the data is 
automatically synced with-
out any eff ort. When con-
sidering the fact that each 
obit could take up to fi ve 
minutes to enter, ASD’s Fu-
neralSync™ feature saved fu-
neral professionals 20,000 
hours of redundant work in 
2016 alone, not to mention 
the headaches saved by elim-
inating the chance for errors. 
 One of ASD’s biggest goals 
when developing Funeral-
Sync™ was to partner with as 
many of the funeral profes-
sion’s leading software and 

website companies as possi-
ble. Th e company’s owners 
understood that their clients 
used many diff erent provid-
ers and did not wish to set 
any limits on this timesaving 
technology. In 2013, ASD 
released an enhanced version 
of FuneralSync™ that more 
easily allowed companies 
to integrate. Th is gave ASD 
clients the freedom to uti-
lize their advanced solution 
without having to switch 
providers. Th e updated ver-
sion also off ers increased 
fl exibility. For example, cli-
ents can edit their funer-
al home’s website obituaries 
from within the ASD Mo-
bile app and myASD.com 
website portal. 
 Th e following software and 
website companies have used 
the FuneralSync™ API to in-
tegrate with ASD: funer-
alOne, Batesville, Consoli-
dated Funeral Services, SRS 
Computing, FrontRunner 
Professional, FuneralTech, 
Continental Computers, 
Gemini Graphics, Frazer 
Consultants, FuneralNet, 
Tributes.com, Ionic Servic-
es, and MKJ Marketing.
 “FuneralSync™ gives ASD’s 
20,000 plus funeral profes-
sional users the freedom to 
integrate with any funeral 
software or website compa-
ny,” says ASD vice president 
and owner, Kevin Czachor.
“Th is feature is a winner for 
all involved, allowing direc-
tors to spend more time with 
families and less time enter-
ing data while increasing ac-
curacy.”

http://www.facebook.com/Nomis.Publications/
http://www.nomispublications.com/blog.aspx
http://www.wolflimo.com/
http://hearsehub.com/
mailto:HearseHub@gmail.com
mailto:Mike@aitadvantage.com
http://myasd.com/
http://tributes.com/
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connection,” stated Boots. “She provided in-
spiration and the barn acted as a great stim-
ulus; C. J. Boots is indeed fortunate to have 
this creative relationship with Jennifer.”
 Th is uncommon arrangement has resulted 
in fi ve new models to the C.J. Boots’ Craft 
Casket line: Harvest Pine, a solid pine facetted 
top casket featuring a rough barn fi nish and 
rose-tan crepe interior with barn scene head 
panel; Going Home Pine, a solid pine round 
top casket off ering a satin fi nish and white 
crepe interior with bird images on the lugs and 
a head panel off ering birds and the words, Go-
ing Home; Whitewash Oak; a solid oak facet-
ted top casket with a rough barn, white wash 
fi nish and a white crepe interior with a Lived, 
Laughed, Loved head panel; Antique Pine, a 
solid pine fl at top casket with a satin fi nish and 
rose-tan crepe interior with a baker pipe head 
panel; and Chamberlain Popular, a solid hard-
wood round top casket with a satin fi nish and 
champagne linen interior with a doric head 
panel. A beautiful unique antique blue color 

adorns the exterior of this casket.
 Spitz’s infl uence can best be seen in the An-
tique Pine, Chamberlain and Whitewash 
Oak models. Each of these caskets off ers an 
exterior with a distinctive distressed wood ap-
pearance and other unique design features. 
 “I’ve always had a great deal of respect and 
admiration for funeral directors and the fu-
neral profession,” commented Spitz. “I look 
forward to assisting Chris with the design and 
look of additional caskets in the Craft Casket 
line that can help play a role in the memorial-
ization process for grieving families.”
 By combining the skills of traditional arti-
sans and the use of state-of-the-art woodwork-
ing machinery, C.J. Boots Casket Company 
manufactures only the highest quality solid 
hardwood, veneer and cremation caskets. In 
an eff ort to bridge the gap between “old world 
craftsmanship” and “lean manufacturing,” the 
company continues to develop new and inno-
vative manufacturing processes. For more in-
formation, visit www.cjboots.com.

C.J. Boots Adds Five New Models to 
Craft Casket Line

Decorating and repurposing pro Jennifer Spitz kneels beside the 
new Whitewash Oak casket from the C.J. Boots Casket Company. 
Spitz is lending her expertise to help create caskets in the com-
pany’s Craft Casket line. 

ANDERSON,IN— Inspira-
tion can come from a vari-
ety of sources–a walk in the 
woods, a sunset on a lake or 
the shower in the morning. 
For Chris Boots, president 
of C. J. Boots Casket Com-
pany, one of the country’s 
leading manufacturers of sol-
id hardwood, veneer and cre-
mation caskets, inspiration 
for new and innovative cas-
ket models was found in a 
barn in Lapel, IN.
 “When I fi rst met Jennifer
Spitz of Distressed by De-
sign and toured her work-
shop located inside a barn 
in Lapel, I felt an immediate 

Capsule Urn Featured in New Film 
The Book of Love
VANCOUVER,WA— Modern urn maker, 
Capsule Urn LLC, was selected to pro-
vide product for Th e Book of Love, origi-
nally titled Th e Devil and the Deep Blue 
Sea, an American fi lm directed and rewrit-
ten by Bill Purple from an original script 
by Robbie Pickering and was recently fea-
tured at the 2016 Tribeca Film Festival. 
Six major motion picture movie starts, 
Maisie Williams, Jessica Biel, Jason Sudei-
kis, Mary Steenburgen, Orlando Jones, and 
Paul Reiser star in this fi lm. Th e entry to 
the plot of the movie revolves around Ja-
son Sudeikis character, Henry, who is a 
widowed architect that strikes up a friend-
ship with Millie (Maisie Williams), an in-
dependent but troubled teen. Hoping to 
fi nd her long-lost father, Millie asks Hen-
ry to build her a raft that can sail across 
the ocean. After agreeing to do so, the un-
likely duo embarks on an incredible ad-
venture that deepens their bond and lifts 
their spirits.
 Capsule chose to allow their product to be 
included in the fi lm because they believe be-
lieves it will raise awareness of their contem-
porary memorials and the meaning they can 
off er to families who have lost a loved one. 
Joyce Chua, Capsule Urn creative director 
comments, “We are honored to be selected 
by such a well-considered fi lm. Capsule Urn 
shares the design ethic with the fi lm’s direc-
tor and production design team.”
 An article written by Caroline Williamson 
of Design-Milk reads, “[Capsule Urn] off ers 
a line of simple and modern urns and keep-
sake boxes to commemorate your loved 
ones in a classy way.” (www.design-milk.
com) Fast Company Magazine described 
Capsule’s urns as, “the iPod of urns.”
 Capsule’s line of contemporary urns 
and keepsakes stand apart in the crowd-

ed landscape of ordinary cremation 
products. Th eir American-made prod-
ucts are designed by award-winning de-
signers and off er a comprehensive cus-
tomization program with a wide variety 
of personalization options. Th ey design 
and manufacture memorials for discern-
ing customers and their products reso-
nate with an expanding class of custom-
er that appreciates modern design and 
quality materials. 
 Located near Portland, OR, Capsule has 
sophisticated design and manufacturing ca-
pabilities which allows them to off er mul-
tiple options for personalization, including 
unique colors and fi nishes, premium ma-
terials, and custom engraving. Additional 
images and detailed ordering information 
are available at www.capsuleproject.com. 

http://www.cjboots.com/
http://www.capsuleproject.com/
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“What do I need to know 
to market the business  

I just acquired?”

www.mkjmarketing.com  |  1-888-655-1566

?
For answers to questions like this, ask about Market Research from MKJ Marketing.

Foresight Launches Digital Communication

Navarrete Consulting, 
LLC Goes International

PHOENIX,AZ— Th e Foresight Companies announced 
their complete launch of new communication, education, 
and leadership as a business fi nancial consulting fi rm. Fore-
sight is recognized as the preeminent boutique fi nancial and 
management consulting fi rm in the funeral and cemetery 
profession. Dan Isard, president of Foresight said about the 
new site, “We were an early adapter to having a web pres-
ence. Our goal has always been to educate. However, the 
methods of education continue to evolve. Our redeveloped 
site has a library with more content than any other in fu-

to assemble a creative team of digital experts to assist us in our 
eff ort. Our goal is to have a graphic and educational experi-
ence that is superb. We enlisted Directors Advantage as a key 
part of this development. Ellery Bowker and his team un-
derstand the ability to have a theme interwoven through the 
site with a brand such as ours.” Jeff  went on to say, “So many 
times I hear from funeral professionals that they know Isard 
but they don’t quite know what Foresight does. Now we can 
showcase the full talents of our diverse company and its high-
ly-trained staff  with four decades of experience.”
 Foresight’s refreshed website, theforesightcompanies.
com, was created and designed by the team at Directors 
Advantage led by Bowker. “Th e goal of the new website is 
to communicate the depth and breadth of Foresight’s of-
fering in a way that lets a fi rm of any size see the value of 
working with Dan and his team of experts,” says Bowker. 
 “Th e web site is just one step in Foresight’s full engagement 
to share our messages in a timely method through social me-
dia,” Harbeson added. “Social Media expert and CEO of 
Disrupt Media, Ryan Th ogmartin, along with his team of 
experts, are the second key component and the ongoing en-
gine to our ability to get these news worthy messages to the 
funeral and cemetery public,” Isard added. Th ogmartin says, 
“It’s great to partner with a leader in the marketplace like 
Th e Foresight Companies. Being able to align with a com-
pany that has a passion for helping funeral homes and cem-
eteries by driving the profession forward is a true privilege.” 
 Th e Foresight Companies is passionate about providing the 
necessary content to help educate funeral and cemetery pro-
fessionals and the owners and managers of these businesses. 
As part of their commitment to the betterment of business 
practices, Th eForesightForecast.com blog/vlog has been cre-
ated to off er insights and valued content for everyone at no 
cost. Isard states, “My practice started in 1974. With more 
than 40 years of collective expertise in all matters of business, 
the Foresight Forecast is the latest commitment to help edu-
cate the next generation of this profession.” Foresight Fore-
cast will off er weekly video enhanced blogs. Th e video seg-
ments are called “Th e more you know, the smarter you are.” 
Th ey will include short four to fi ve minute presentations as 
well as free monthly video seminars by experts Isard, Stepha-
nie Ramsey, Harbeson, Kevin Kruger and Mandy Rohde. 
Th e Foresight Forecast will be broadcast from the studio lo-
cated at Th e Foresight Companies headquarters in Phoenix. 
 Visit theforsightcompanies.com to see their informational 
site which hosts Th e Foresight Forecast blog/vlog and like 
Th e Foresight Companies Facebook page to get connected.

BEDFORD,TX— David 
Navarrete, president of Na-
varrete Consulting, LLC 
has announced the fi rms 
fi rst international client 
signing, Chaton Urns from 
Mexico City, Mexico.
 Navarrete says, “It is an 
amazing feeling to be part-
nering with such a passion-
ate, driven and focused 
company. Our initial strat-
egy session was very suc-
cessful and we are look-
ing forward to partnering 
with Chaton Urns and 
helping build their brand 
and products into a staple 
in our industry. Th e arti-
san wood workers at Cha-
ton Urns are craftsmen of 
all woods, with many of 
their products being hand 
carved and hand fi nished 
from many diff erent spe-
cies of woods. Chaton 
Urns will be re-locating all 
of their corporate offi  ces, 
manufacturing and distri-
bution to the United States 
in the coming months, 
which will be one of our 
fi rst major areas of focus 
with them. Th is is going to 
be a meaningful addition 

to our client base and we 
couldn’t be happier.”
 Gilberto Rubio, CEO 
of Montres Chaton USA, 
Inc said, “We are delight-
ed to work hand in hand 
with Navarrete Consult-
ing LLC, as our main con-
sulting fi rm in the United 
States. For us, it is vitally 
important to have the cor-
rect bearing to start our 
operations in America. Th e 
solid knowledge and expe-
rience from Navarrete in 
the funeral industry will 
help us to understand the 
market and the needs of 
our future customers.”
 Navarrete Consulting, LLC 
is a full-service  consulting fi rm 
that off ers fresh insight, excit-
ing team building dynam-
ics, strategic planning, busi-
ness valuation enhancements 
and other services to be a true 
strategic partner with funer-
al home owners/operators 
and vendors/suppliers. For 
more information, visit www.
navarreteconsultingllc.com, 
call 469-268-6068, email da-
vid@navarreteconsultingllc.
com or like them on Face-
book and LinkedIn.

The Living Urn, Committed to Turning Cemeteries 
into Forests, Launches New Program to Reforest 
America
GREENWOOD VILLAGE,CO— Bio-
life, LLC, a leader in the emerging 
green burial movement and the de-
velopers of the patent pending Living 
Urn®, America’s leading bio urn and 
planting system that gives families the 
ability to grow a memory tree with a 
loved one’s cremated remains, has an-
nounced a new program to give back 
and donate a reforestation tree for each 
Living Urn planted.
 Mark Brewer, president of Biolife, 
commented, “Th e Living Urn’s mis-
sion is to provide an uplifting, benefi -
cial and meaningful alternative to tra-
ditional burials. By growing a memory 
tree with cremated remains, families 
can honor a loved one and keep their 
memory present with a living memori-
al. Our employees and customers really 
connect with the idea of giving back - 
to the earth, to family, to future gener-
ations. Th at is why we’re extremely ex-
cited to launch this new program that 
fi ts perfectly with our mission and the 
‘giving back’ ethos of our customers.” 
 Brewer continued, “With this new 
program, our customers will not only 
grow their own tree with Th e Living 
Urn, but we’ll also donate on their 
behalf to plant a second tree in one of 
America’s forests in need of refores-
tation. Two mature trees can supply 
enough oxygen for a family of four 
- now each one of our customers is 

making that happen.” 
 Initial donations from this program 
will go to support ongoing tree plant-
ing eff orts by the Arbor Day Founda-
tion in the Tahoe National Forest and 
Chippewa National Forest. Th e Tahoe 
National Forest, located in the north 
central region of the Sierra Nevada 
Mountain Range in California, en-
compasses more than 850,000 acres of 
public land. Th e Chippewa National 
Forest, established in 1908 as the fi rst 
national forest east of the Mississippi 
River, is located in the heart of North-
ern Minnesota. 
 Brewer comments on this program’s 
impact, “We feel strongly about this 
cause given the amount of destruction, 
including forest fi res and beetle kill, 
that’s occurred in our forests over the 
past few decades. We expect to provide 
tens of thousands of new trees with this 
reforestation program over the next 
few years, which can really make a dif-
ference.” 
 Brewer continued, “We have a vi-
sion of turning cemeteries into forests 
- family plots into family trees. If the 
over 75 million baby boomers who will 
reach their average life expectancy over 
the next 25 years choose burial, they 
will take up over 130 square miles of 
land, about the size of Atlanta. Fortu-
nately for our future, more than half of 
Americans who pass are now choosing 

cremation instead of burial and elect-
ing not to take up space in a ceme-
tery. We’re catering to this movement 
and our business is growing dramati-
cally. Th e Living Urn gives people the 
ability to give back after they pass and 
also create a living memorial which is a 
beautiful thing and this new reforesta-
tion program only helps our customers 
make a greater positive impact on the 
environment and future generations.”
 Th e Living Urn®, America’s leading 
bio urn and planting system, is de-
signed to grow a memory tree, plant, 
or fl owers with cremated remains. Th e 
Living Urn® provides families with ev-
erything they need to grow a tree, in-
cluding a proprietary BioUrn®, a bio-
degradable urn made from recycled 
plant materials, RootProtect™, a pro-
prietary soil additive designed to coun-
terbalance the natural properties of cre-
mated remains to make the planting 
environment suitable for tree growth, 
premium growth mix, aged wood 
chips, and a tree of choice. Th is patent 
pending system is the only bio urn de-
signed to be used with actual tree seed-
lings, or baby trees. Customers select 
their seedling from a tailored menu of 
tree options best suited for each unique 
geographic area. Th e Living Urn® is 
available in two versions – one for peo-
ple and the other for pets. For more in-
formation, visit Th eLivingUrn.com.

MacCrindle joins Eagle Coach and Federal 
Coach as the New President 

AMELIA,OH— Eagle Coach 
Company and Federal 
Coach Company has an-
nounced the addition of Dan 
MacCrindle as president of 
the companies. 
 Dan is a seasoned execu-
tive with extensive manu-
facturing and operations 
experience in continuous 
improvement processes, 
change management and 

lean implementation. His 
previous work experience 
includes chief operating of-
fi cer and senior manage-
ment positions with United 
Technologies; a multi-site 
manufacturer involved in 
fi re suppression vehicles 
and mobile equipment and 
components for the aero-
space and automotive in-
dustries, as well as LNS 
Group; an international 
manufacturer of machine 
tool industry bar feeding 

and work holding systems.
 Dan’s credentials include 
an MBA in International 
Business and a Bachelor’s 
degree in Business Admin-
istration with an account-
ing major and an engineer-
ing minor.
 Dan’s strong background, 
leadership, and experience 
will be important in con-
tinuing to serve dealers and 
customers by providing in-
dustry leading product 
quality and outstanding 

service and responsiveness.
 Eagle Coach Company and 
Federal Coach Company 
have been nationally recog-
nized as an industry-leading 
builder of funeral coach-
es, limousines, and specialty 
cars. For more information, 
call your authorized dealer, or 
contact Eagle & Federal di-
rectly at 800-537-2963. Ad-
ditional information is avail-
able online by visiting www.
eaglecoachcompany.com or 
www.federalcoach.com.
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neral service. Now we will add oth-
er methods of education including 
video seminars and blogs.” 
 Director of marketing for Fore-
sight, Jeff  Harbeson said, “I worked 
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Express Elevates 
Buckman to 
Director of Sales 

Unity Financial Life helps 
Needy Families

Specialty Hearse Joins the Federal Team
AMELIA,OH—Federal Coach is proud to announce 
the appointment of its’ newest dealer, Jim and Scott 
O’Neill, owners of Specialty Hearse in East Farming-
dale, NY. Operating as a third generation family 
owned business, Specialty Hearse has been serving 
the industry since 1929 and is one of the largest sup-
pliers of new and reconditioned used funeral vehicles 
in the United States with over 200 international cus-
tomers worldwide. 
 Specialty Hearse has been in the funeral service 
industry for nearly 88 years; beginning as Special-
ty Motor Car Division in 1929, and then changing 
their company name to Specialty Hearse & Ambu-

lance Sales in 1960 as a result of 
their growing segment of the fu-
neral car industry. 
 As Specialty Hearse has grown 

Homesteaders Account Executives 
Recognized for Outstanding 
Service

Steve Lang (L), Chairman, President and CEO, presents the Graham 
J. Cook Account Executive of the Year Award to RD Monson

WEST DES MOINES,IA— Homesteaders Life Com-
pany recently held its national sales meeting and rec-
ognition banquet in Glendale, AZ. During the event, 
the company recognized several account executives for 
providing exceptional service and delivering results for 
their funeral home customers.
 Senior account executive RD Monson of the East Re-
gion was named the Graham J. Cook Account Execu-
tive of the Year. Th e award recognizes the account exec-
utive who best exhibits the qualities required to provide 
superior support to funeral home customers. Monson, 
who previously served as a funeral director and pre-need 
counselor, has been part of the Homesteaders account 
executive team for more than a decade. He was recently 
inducted into Homesteaders’ prestigious Pioneer Club 

for tenured account executives.
 “RD’s strong commitment to the funeral profession 
is just one of the many reasons he has earned the trust 
and respect of his colleagues and funeral home cus-
tomers,” said Dan Lodermeier, Homesteaders’ vice 
president of fi eld sales. “He continuously demonstrates 
Homesteaders’ values by holding himself accountable 
to help fi rms achieve success.”
 Monson was also recognized as the East Region Ac-
count Executive of the Year. Several other Homestead-
ers account executives were honored during the event, 
including: Tami Hall: West Region Account Executive 
of the Year/Territory Development Award; Jake Sale:
Central Region Account Executive of the Year/Territo-
ry Development Award/Commitment Award; Brianne 
Niedermyer: Home Offi  ce Region Account Execu-
tive of the Year/Territory Development Award; Vin-
cent Michaelsen: Daniel M. Voecks Award/Monthly 
Volume Award; Jessica Schulz: PartnerPoints® Service 
Award; Gary Weisenbach: Rising Star Award; Terri 
Bordenkircher: Territory Management Award; and 
Eolo Nizzi: Positive Attitude Award.
 Since 1992, the Homesteaders account executive 
program has helped the company provide top-quality 
service and business support to its funeral home cus-
tomers. Th is program is part of Homesteaders’ ongo-
ing commitment to customer success and promoting 
the value of funeral service.
 Homesteaders Life Company, a 110-year-old 
mutual company, is a national leader in provid-
ing life insurance products and services to pro-
mote and support the funding of advance fu-
neral planning and end-of-life expenses. Visit 
homesteaderslife.com to learn more.

Andy Buckman 

CLARKSVILLE, IN— Express Funeral Funding (EFF), the 
fastest and easiest insurance assignment provider in the na-
tion has promoted Andy Buckman to director of sales. 
 “Buckman, has been a pillar for the success of our com-
pany since he joined us in 2013, his passion and aff able 
nature will make him a great leader to our sales force,” 
said Aaron Calloway, vice president of EFF.
 Buckman will be respon-
sible for implementing 
strategic sales objectives 
and promotional programs 
to achieve annual growth 
and retention of the cur-
rent customer base. He will 
monitor competitive ad-
vantage opportunities and 
oversee regional and na-
tional account operations. 
 Prior to Express Funeral 
Funding, Buckman man-
aged accounts with Equian 
LLC, a leading platform for 
cost containment solutions 
in the healthcare industry. 
His four year duration with EFF has developed his invalu-
able claim resolution knowledge, providing funeral homes 
with the fastest and most accurate assignment funding. 
 “I’m extremely privileged to accept the position of director 
of sales at EFF,” said Buckman. “Th e partner’s emphasis on 
creating a family atmosphere for all our clients aligns directly 
with my core values of how any company should run.”
 Th e fi nancial professionals at EFF have been improving 
fi nancial management and increasing cash fl ow for funeral 
homes and cemeteries in the United States since 2002. All at 
no expense to funeral professionals, Express Funeral Fund-
ing limits administration, advances complete and immedi-
ate policy funds within 24 hours, and off ers direct payment 
to third parties and provides up-to-the-minute claim status. 
 For more information on how Express Funer-
al Funding can improve your cash fl ow, visit 
www.expressfuneralfunding.com or call 800-231-8383. 

CINCINNATI,OH— Unity 
Financial Life Insurance 
Company was able to do-
nate to two Greater Cin-
cinnati area needy families 
this past holiday season. Th e 
home offi  ce staff  collected 
money all year long, through 
a program called “Blue Jean 
Charity.” Th ey used the col-
lected funds to buy Christ-
mas gifts for the families.
 Since the company spon-
sored program’s inception in 
2006, home offi  ce employ-
ees have helped buy Christ-
mas presents for over twenty 
needy families. Local social 
service agencies participate 
in the program by recom-
mending families that could 
use a helping hand during 
the holiday season.
 “We started the Blue 
Jean Charity as a fun way 
for home offi  ce employ-
ees to be able to wear blue 
jeans to work every Friday 
and the last working day 
of each month,” said Jay 
Hardy, president, Unity 
Financial Life. Employees 
can wear jeans only if they 
donate a dollar into the 
Christmas holiday fund. 
At the end of the year the 
collected funds are used to 
purchase Christmas pres-
ents for needy families. 

Angie Darenkamp, ac-
counting analysis and Tra-

cy Stewart, policy issue spe-
cialist delivered Christmas 
presents to one of the area 
families. According to Tracy, 
“Th e young lady we met was 
Dana, who was chosen for 
us by the St. George Inter-
faith Food Pantry. She has a 
family that consists of two 
son’s ages 6 and 10, a 15 year 
old step-daughter, a boy-
friend and her mother who 
lives with her. Her mom has 
been battling cancer and has 
had many surgeries. When 
she was talking to us about 
her, she teared up. When 
we opened up the car, she 
could not believe all the gifts 
we had and again started to 
cry. Dana was very thankful 
and much appreciated what 
we did for her family. It al-
ways brings me a feeling of 
warmth to be able to do this 
for families in need.” 
 Unity Financial Life con-
tinues to be one of the fast-
est growing national pre-
need insurance companies 
in America. Assets and net 
worth have grown every 
year since 2002. Founded in 
1964, Unity Financial Life is 
an Ohio-based life insurance 
company, currently licensed 
in 48 jurisdictions, includ-
ing the District of Colum-
bia. Visit www.ufl ife.com or 
call 877-523-3231 for addi-
tional information. 
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and expanded across the Northeast region, the 
O’Neill’s wanted to ensure that they could provide 
their customers with a choice of high quality vehicles. 
Federal Coach is the company with the products that 
enable them to accomplish that goal.
 Join Jerry Looney, vice president of sales and 
marketing, in welcoming Specialty Hearse to the 
Federal Coach team. For more information, visit 
www.specialtyhearse.com or call at 888-725-5185.

http://www.uflife.com/
http://www.fleetprocars.com/
http://homesteaderslife.com/
http://www.expressfuneralfunding.com/
http://www.specialtyhearse.com/
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509 New Memorials Direct Releases 
New Line of Birthstone Charms

GIG HARBOR,WA— New Memorials Direct is proud to off er more 
options to personalize their memorial jewelry. Birthstone charms 
are the newest addition to their memorial pendants. Each person is 
unique, and birthstone charms off er the perfect way to let personal-
ity shine through as well as add versatility. 

 Simplicity and elegance are center stage with the new 
birthstone charms. Th e charms are specially designed to lay 
with the pendants, so that the two pieces look unifi ed togeth-
er. Th e charm elegantly twists, enabling it to perfectly pair 
with a variety of pendants, or it can simply be worn alone. 
Charms are available in all twelve birthstone colors and the 
bail’s opening is large enough to fi t any common chain size. 
Families can order a sterling silver or gold plated bail.
 New Memorials Direct birthstone charms off er yet an-

other way to honor loved one’s unique identity. With a 
24-hour turn-around time, satisfaction is always guar-

anteed. For more information call 877-995-8767 or visit 
www.newmemorialsdirect.com.  

Terrybear’s Craftsman Style Memory 
ChestChest

ST.PAUL,MN— Terrybear Urns & Memo-
rials is excited to announce the launch of its 
new Craftsman Style Memory Chest. Th is 
new Memory Chest is designed with beau-
tiful contrasting bamboo highlights and in-
cludes a photo display area inside, a memento 
drawer and a velvet urn bag that accommo-
dates most standard return containers. 
 Families can select from six designs which 

include: Tree of Life, Modern Geometric 
Design, Butterfl ies, Cardinals, Dove, and 
a photo frame option. Th e magnetic pan-
el adds another level of personalization to 
the piece. Personalized engraving is avail-
able as well. 
 Call Terrybear at 1-888-588-8767 to 
fi nd a distributor in the area, or visit 
www.Terrybear.com.
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Vitalboards® Selects 
Disrupt Media 

Disrupt Media’s assistance with social media 
support has helped continue the success of 
Vitalboard’s Vital ICE

marketing program has turned to magic,” 
stated Hastings. “Ryan and his team have not 
only provided social media support, but have 
been very forthcoming with strategic digi-
tal marketing counsel as well. Using Disrupt 
Media has been a real feather in our cap as we 
introduced the Vital ICE life-saving app.”
 “At Disrupt Media, we’ve had some real plea-
sure juxtaposing a life-saving app with death 
and funeral homes on social media,” comment-
ed Ryan Th ogmartin, president and CEO of 
Disrupt Media. “We have been careful to de-
liver the messages in a tasteful way, which has 
resulted in some amazing results over the past 
year for Vitalboards and the VITAL Ice app.”
 Disrupt Media is a full service social media 
management and content agency dedicated to 
the funeral profession. To learn more, call 800-
215-2713 or visit www.disruptmedia.co.

ZANESVILLE,OH— Looking for digital mar-
keting help to introduce its new Vital ICE 
app, Vitalboards® has selected Disrupt Me-
dia to coordinate its social media strategy 
and content management. Using their pro-
prietary Funeral Social Design Process, Dis-
rupt Media has helped Vitalboards success-
fully introduce their  mobile Vital ICE app to 
the funeral profession.
 Vital ICE is the premier In Case of Emer-
gency mobile app that helps save lives any-
where. Free for download with the sponsor’s 
unique code, this public safety app locally 
stores user medical information, emergen-
cy contacts and more. It can be easily ac-
cessed by EMS and fi rst responders in situa-
tions where the user is unable to speak or is 
otherwise incapacitated. First responders are 
given access to Vital ICE’s back offi  ce site, 
where they can send emergency communi-
cations and other alerts to local app users. 
Similar medical alert programs, which are 
limited to use in the home only, can cost 
families in excess of $1000 per year.
 “When I started in the funeral business al-
most twenty years ago, direct mail was the way 
to go and that’s what we used to fi rst introduce 
the Vitalboards® in-home memo boards,” 
commented Frank Hastings, a partner at Vi-
talboards. “However, our recent results with 
direct mail have been declining. Th at’s when 
we knew things needed to change and we had 
to consider embracing digital media for the in-
troduction of the Vital ICE app.”
 “Since we started working with Ryan and 
his team at Disrupt, it seems our Vital ICE 
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port each and every day.
 With more than 25 
years of experience in de-
signing and making cus-

Forever in My Heart Featured in 
Golden Globe Gift Bag

Teardrop Locket Pendant

Paisley Bar

Sterling Silver Handmade 
Antique Cremation Ash Holder 
Pendant with Gemstone

Mira Alicki presenting her Forever in My Heart Jewelry designs 
at the Golden Globe Awards Style Lounge

BEVERLY HILLS,CA— Fantastic news 
straight from La La Land! Forever in 
My Heart Jewelry was honored to be 
included in the offi  cial 74th Annual 
Golden Globe celebrity gift bags.
 Mira Alicki, founder and owner of 
the unique line of cremation jewel-
ry in Middletown, CT who donates 
40 percent of her proceeds to animal 
charities, presented her designs at the 
Golden Globe Awards Style Lounge 
on Friday, January 6th in Beverly 
Hills. Since returning, the designer 
was also invited to present her de-
signs at the 89th Academy Awards!
 Donned in a custom, “Save a Life” 
sash and a red carpet-ready ball 
gown, Alicki rubbed shoulders with 
stars from shows like Modern Family 
and Ray Donovan, all whom stopped 
to chat and learn more about the de-
signer’s mission to benefi t animals.
 Th eir gifts and participation were 
especially special to the nominees 
whom, like many of us, are animal 
lovers themselves. Th ere was no 
better event to spotlight their dedi-
cation to these charities that Forev-
er in my Heart Jewelry aims to sup-

tom jewelry, Mira Alicki designed a line of 
cremation jewelry which brought her pas-
sion for helping animals. Launching Forev-
er in my Heart Jewelry gave her the oppor-
tunity to make one of-a-kind pieces for her 
clients to commemorate their loved ones. 
For photos and more information, visit 
https://foreverinmyheartjewelry.com/.

Sacred Place™ Final Hero Urn

UPD Urns Introduces the 
Sacred Place™ Urn and Wall 
Hanging Memorial

MANASSAS,VA— Tyler Fra-
ser, CEO of UPD Urns, has 
announced the Sacred Place™ 
Urn. Th is patent pending 
urn is a wall hanging memo-
rial and cremation urn with 
a shelf for sentimental items 
and a frame for an image. 
 Under the shelf is a full size 
adult urn that slides out and 
is opened with screws. Four 
hooks line the inside to hang 
items such as a necklace, ro-
sary, keys or a watch.

Dan Katz, CEO of LA Ads
said, “Th is could be a new 
product category segment. I 
believe in this product.”
 Th e Sacred Place™ Urn 
measures 26” x 16” x 6” 
and is 250 cubic inches. Th e 
width aligns with the com-

mon wall studs in the Unit-
ed States and Canada, so the 
memorial can be securely 
fastened to the wall. Th e urn 
is made of poplar and comes 
in a dark wood fi nish. 
 Fraser said, “For years I’ve 
thought about this product 
and I’m so happy to have 
our fi rst order ready to ship 
to funeral homes. Gather-
ing small and important 
items around a photo and 
remains are a powerful me-
morial to a loved one.”
 Th e Sacred Place™ Urn 
is engravable and the front 
can include a presentation 
of name, dates and words 
of sentiment across the 
top. Th e urn is available to 
ship to funeral homes from 

UPD Urns’ California and 
Virginia locations.
 UPD Urns was founded 
16 years ago with a mis-
sion of bringing value and 
service to funeral homes. 
Alongside off ering best-
selling urns, they focus on 
having a unique collection 
to cater to the ever-chang-
ing needs of cremation. 
UPD Urns has offi  ces in 
Visalia, CA and Manassas, 
VA, the greater Arlington 
and Washington DC area, 
where CEO Tyler Fraser 
plays an active role in com-
munity and business events. 
For more information visit 
updurns.com, email tylerf@
updurns.com, or call Tyler 
Fraser at 213-261-4984.

MKJ Marketing opens Nashville Offi ce

911

1201

announced the opening of its second offi  ce in 
the Bellevue district of Nashville. According 
to Marilyn Gould, president of MKJ, “Th e 
Florida offi  ce will remain the central opera-
tion for MKJ, but we are pleased to open an 
offi  ce convenient to our Midwest and North-
east clients. Music city is a great place to visit 
and we know many of our clients would pre-
fer to drive to Nashville than fl y to Tampa.”
 Th e Nashville offi  ce is available for staff  
training and consultations in the confer-
ence room, and will house their social me-
dia and Search Engine Optimization (SEO) 
operations. Being a fi lm and audio produc-

LARGO,FL— MKJ Mar-
keting, the leader in 
death care industry adver-
tising and marketing, has 

tion city, Nashville off ers new opportunities 
for television and radio production as does 
nearby Indianapolis. 
 Courtney Miller, chief operations offi  cer 
and legal counsel, will operate the offi  ce along 
with her staff  of technology and social media 
copy writers. “I am very proud of the social 
media team in the Nashville offi  ce; our strat-
egy of working closely with individuals within 
our client fi rms makes our social media posts 
more interesting for readers, and more pro-
ductive for clients.” 
 “Over the years MKJ has created many 
advertisements for funeral homes with the 
headline, Convenience is an important part 
of Quality Service; it’s time we put our mar-
keting philosophy in to practice,” says Miller. 

“Everyone loves visiting Florida, particularly 
in the winter, so there will always be a MKJ 
offi  ce in Tampa; but Nashville is an easy drive 
from nearly anywhere east of the Mississip-
pi, and we believe this will make MKJ more 
accessible to our clients. Not only that, the 
Nashville nightlife is terrifi c.”
 We are particularly excited about the op-
portunity to provide staff  training at our 
Nashville offi  ce as well as our Florida offi  ce. 
Dollar for dollar, the most productive mar-
keting investment a funeral home can make 
is training. For most funeral homes simple 
volume is not the greatest obstacle to becom-
ing a more profi table business; instead qual-
ity of sale and reducing unnecessary expenses 
have a greater impact on the bottom line. 

 MKJ Marketing has been training funer-
al directors and owners since its inception. 
MKJ’s objective is to make eff ective and pro-
ductive training programs available to every 
funeral business in the profession regardless 
of size. Th is is accomplished by off ering a 
diversity of training programs. Training ses-
sions address communication and manage-
ment skills including making cremation ar-
rangement, handling telephone inquiries 
and price shoppers, public speaking and 
how to bring your social media in-house for 
greater results at a lower cost.
 Contact MKJ Marketing at 888-655-1566 
for additional information on training pro-
grams, seminars and other learning experi-
ences, or visit www.mkjmarketing.com.
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National Museum of African American History Exhibit Opening

History and Culture ac-
quired the casket through 
family donation. 
 It was released in January 
2017, that during an inter-
view conducted in 2008 
with a historian writing a 
book on the case, Carolyn 
Bryant Donham had ad-
mitted she had lied about 
the claim that Till made 
advances towards her.
 Th acker has been in-
volved with the casket res-
toration project since 2010 
when museum curators 
simply visited Th acker’s fa-
cility to learn more about 
the funeral industry and 
caskets. After the Smith-
sonian decided to offi  cial-
ly add the casket as an ex-
hibit, the curators again 
reached out to Th acker, 
this time looking for help 
with the restoration of the 
casket.
 “I visited the Smithson-
ian Research Center where 
I got to see the casket in its 
original state. Th e casket 
had been put into a shed 
and therefore it was rust-
ed, discolored and the fab-
ric had been in poor shape. 
Th e Smithsonian had dis-
assembled it to do analysis 
on the entire casket includ-
ing its paint, head panel 
and even down to the fi -
bers in the fabric,” says 
Justin Th acker, director of 
manufacturing at Th ack-
er Caskets. Th e casket was 
analyzed for about a year at 
the Smithsonian research 
facility where every origi-
nal piece of the casket was 
cataloged by Smithsonian 
team members to ensure 
that the restoration was as 
period-correct as possible.
 Th e casket was then 
shipped from Washington, 
DC to Th acker’s manufac-
turing plant in Florence, 
AL where the restoration 
work began. Justin and the 
museum conservators met 
in Alabama to begin the 
restoration process. Th e 
majority of the casket com-
ponents and parts were re-
stored directly by Th ack-
er, but for those that could 
not be restored, Th acker 
used its network of con-
nections in the funeral in-
dustry to fi nd and source 
time-period casket compo-
nents so the casket would 
be as original as possible. 
In addition, select mem-

bers of Th acker’s sewing 
department worked dili-
gently to sew the interior 
using a method specifi c to 
the time-period method 
that is not currently used 
in casket production.
 In a thank you letter to 
Th acker Caskets, a senior 
conservator referenced the 
restoration process and 
Th acker’s team, “We seri-
ally disrupted almost every 
section of the fi nishing de-
partment [specifi cally], but 
everyone was kind and gra-
cious – and conscientious-
ly worked to re-create the 
semblance of the original 
1955 casket we sought.” 
Th ey went on to note, “I 
don’t know that it helps 
for everyone to realize that 
they are playing an impor-
tant part in the regenera-
tion of the American spirit, 
or that they have seen the 
fi nished casket before Pres-
ident Obama does on Sep-
tember 24th.”
 “It was true honor to be 
working to restore the cas-
ket of Emmett Till, a civil 
rights case that I had read 
about in my high school 
and college American his-
tory classes,” said Justin 
who led the restoration ef-
fort on behalf of Th acker. 
“Our team at our manu-
facturing plant was hon-
ored to be a part of history 
in restoring the Till casket 
that is such a pivotal piece 
of African American histo-
ry. Th is casket will be seen 
by millions of people and 
Emmett Till’s tragic sto-
ry will continue to edu-
cate people from around 
the world as they visit the 
National Museum of Afri-
can American History and 
Culture.” 
 In all, Justin and the team 
at Th acker put hundreds of 
hours into the casket that 
will be a permanent fi xture 
at the National Museum 
of African American His-
tory and Culture, which 
opened on September 24, 
2016.
 Since 1939, Th acker has 
been committed to serv-
ing the funeral industry in-
clusive of the restoration 
eff orts to this historically 
signifi cant civil rights arti-
fact. For more information 
on Th acker Caskets, visit 
thackercaskets.com or call 
800-637-8891.

Thacker Leads 
Restoration of the 
Emmett Till Casket 

Continued fr om Page B1

Wilbert First Responders Program helps 111 Families

Twelve Wilbert Licensees Recognized for 
Special Achievements
BROADVIEW,IL— Twelve Wilbert li-
censees were recognized for sales ac-
complishments at the Wilbert Funer-
al Services, Inc (WFSI) Annual Sales 
Meeting recently held in Houston, TX.

Whited Cemetery Service, Menifee, 
CA received both of the top awards 
for sales growth in lined burial vaults, 
achieving the greatest increase in the 
number of burial vaults interred in 
2016 over 2015, as well as the greatest 
percentage increase year-over-year.
 For cremation product sales, Ar-
nold Wilbert Corporation, Golds-
boro, NC earned the award for the 
greatest growth in units. Windsor 
Vault Co. Limited, Maidstone, On-
tario achieved the greatest percentage 

growth in cremation products.
 Also related to cremation products 
is the WilbertDirect award achieved 
by Baxter Burial Vault Service, Inc, 
Cincinnati, OH, which recognizes the 
greatest growth in sales on the Wilbert-
Direct ecommerce website.
 Ten Wilbert Licensees received the 
Wilbert 110% Club award, which rec-
ognizes those whose 2016 burial vault 
sales were at least 110 percent of their 
2015 sales. Recipients were: Whit-
ed Cemetery Service, Menifee, CA; 
Knauer Industries, LLC, Joliet, IL; 
Wilbert Vault Works, Hudson, NY; 
Brown-Wilbert, Inc, Fargo, ND; Th e 
Akron Vault Co, Akron, OH; Evans 
Burial Vaults, Leola, PA; Lycoming 

Burial Vault Co, Inc, Montoursville, 
PA; Wilbert Funeral Services, Austin, 
TX; Wilbert Funeral Services, Ce-
dar Hill, TX; and Windsor Vault Co. 
Limited, Maidstone, Ontario. 
 “Th ese special achievements illus-
trate the dedication and excellent ser-
vice these licensees provide to funer-
al professionals and the families they 
serve,” said Mark Klingenberger,
vice-president of sales and marketing, 
WFSI. “Ultimately it’s all about the 
experience that families receive and 
the quality of the products and excel-
lence of the service help frame a good 
experience. Congratulations to these 
Wilbert licensees for their exceptional 
accomplishments.”

BROADVIEW,IL— Th e fam-
ilies of 111 fallen fi rst re-
sponders were served in 2016 
by Commemorating First Re-
sponders®, a philanthrop-
ic program of Wilbert Fu-
neral Services, Inc. (WFSI). 
Th e program and its licensees 
throughout the United States 
and Canada were honored 
to donate burial vaults, urn 
vaults, urns, and a graveside 
service to fi rst responders who 
died in the line of duty. 
 Families of fi refi ghters, law 
enforcement offi  cers and 
emergency medical person-
nel received a Wilbert Stain-
less Steel Triune® burial vault 
when traditional burial was chosen. If cremation was chosen, 
Wilbert off ered families a choice of any urn in their catalog or 
online; if the cremated remains were to be buried, a Stainless 
Steel Triune urn vault was also provided. Each vault is able to 
be customized with a Wilbert Legacy Series print depicting 
the hero’s profession, donated by partner Legacy Prints, or a 
print that is personalized with photos.
 In 2016 the burden for the families of 72 law enforcement of-
fi cers, 36 fi refi ghters, and 3 emergency medical personnel was 
made a little lighter because of the program. Since the program’s 
inception in 2012, 600 fi rst responders have been served. 
 Th e nearly 200-strong network of Wilbert licensees shared in 
the contribution of the burial vault and urn vault, but also pro-

vided, where permitted, a WilbertWay® graveside setup, which 
displays the vault cover and then seals and lowers the vault.
 “Th e fi rst responder community has been extremely ap-
preciative of the help the Wilbert network provides to 
families who lose a loved one in a line of duty death,” said 
Terry Whitlock, WFSI vice president, licensee relations. 
“But it pales in comparison to the service provided by all 
fi rst responders.”
  Visit www.wilbert.com and the Commemorating 
First Responders Facebook page at www.facebook.com/
WilbertFuneralServices for more information on the pro-
gram and the brave men and women who have fallen while 
in service to their communities.
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New Faces join Messenger Sales Team

Keisha Addison Chuck Lemmons Thomas Gutzmer

Women in the Funeral Industry: One 
Challenge Stands in Their Way

Katie Hill

CEDAR RAPIDS,IA— A 
glance inside the classrooms 
at any mortuary school con-
fi rms an industry trend: 
women are outnumbering 
men in choosing a career in 
funeral service. Yet in the job 
search that follows, women 
candidates are not always on 
an equal playing fi eld with 
the men. Prospective em-
ployers appreciate a woman’s 
empathy and attention to 
details, admire her impres-
sive credentials and respect 
her educational accomplish-
ments. But a question of-
ten lingers in an employer’s 
mind: Can she lift?
 In 2010, women com-
prised 57 percent of the 
mortuary student popula-
tion, an increase of more 
than 60 percent since 1995, 
according to NFDA. Not 
content to be in the front 
offi  ce only, these women 
want an active role in all as-
pects of funeral service, in-
cluding the prep room. Ka-
tie Hill, a third-generation 
licensed funeral director, 
understands fi rsthand the 
physical demands of the job. 
So her company, Mortuary 
Lift, manufacturers of the 
Ultimate 1000 Lift™, made 
it possible for employers to 
get beyond their concern of 
whether or not a female can-
didate can lift.
 “Women are often drawn 
to the funeral industry be-
cause of their empathy,” 

of a hoist for funeral homes 
and mortuaries. Unfamiliar 
with the death-care indus-
try, the manufacturer was 
struggling to market and 
sell it. So Hill’s father rec-
ognized the opportunity, 
bought the company and 
its inventory and made his 
own lift. His daughter, Ka-
tie, managed this new ven-
ture and now owns and op-
erates it. 
 Hill’s business has experi-
enced annual double-digit 
growth, in part a refl ection 
of women choosing funer-
al service as a career. “I am 
seeing an increase in calls 
from funeral home owners 
who say they are impressed 
with a woman they have in-
terviewed and think they 
should have a lift to accom-
modate her,” says Hill. But, 
she points out, that a lift 
brings effi  ciency to funer-
al homes and mausoleums, 
whether or not women are 
employed there. 
 “Being able to do all el-
ements of the job is very 
liberating for women and 
allows them to compete 
shoulder-to-shoulder with 
men in the job market,” says 
Hill. “And a lift gives a posi-
tive answer to the question 
‘Can she lift?’”
 To see a demonstration of 
the Ultimate 1000 Lift ™ and 
to hear what funeral home 
owners say about the lift, vis-
it www.mortuarylift.com.

states Hill. “However, once 
in the profession they realize 
it’s not just about meeting 
with and supporting fami-
lies. It’s all the additional re-
sponsibilities such as dress-
ing bodies, lifting them onto 
prep tables, lifting caskets in 
and out of shipping trays 
and onto casket biers.” Th e 
Ultimate 1000 Lift ™ en-
ables a woman to carry out a 
full range of responsibilities 
singlehandedly. Not only 
does it broaden her capa-
bilities, but it eliminates the 
need for several people to be 
involved in the processes.
 Hill spent 10 years as a li-
censed funeral director at 
her family’s funeral home. 
Early on, her father realized 
the benefi ts a lift would of-
fer, not just to his daugh-
ter but to the entire staff . 
His search brought him to 
a boat hoist manufacturer 
who had designed a version 

Tribute Companies add Attoe 
and Clark to Sales Team

Maggie Attoe Eric Clark 

HARTLAND,WI— Th e 
Tribute Companies re-
cently added Maggie Attoe 
and Eric Clark to their sales 
team. Attoe is the new re-
gional sales manager for the 
Western Region which in-
cludes Wisconsin, Minneso-
ta, Illinois, and Iowa while 
Clark serves the Eastern Re-
gion which includes Michi-
gan, Indiana, and Ohio.
 Attoe graduated from 
UW Oshkosh with a de-
gree in Environmental Studies and Geolo-
gy. Prior to Tribute she worked in sales for 
over 9 years. Maggie also has an extensive 
background in large account management, 
brand management, sales, customer rela-
tions, service, and company development. 
She enjoys the outdoors through cycling, 
hiking, paddle boarding and is a naturalist. 
Maggie also lived in the Daxing district of 
Beijing, China.
 Clark graduated from Purdue University 
with a degree in Organizational Leadership 
and Supervision. He has a minor in Com-
munications. Prior to working for Tribute, 
he worked at the Tradesman Companies. 
In his spare time he coaches middle school 
football, travels and likes to scuba dive.
 “We are thrilled to have Maggie and Eric 
representing our company in our expand-
ing markets. Th ey will do an exceptional 
job taking care of our current clients and 
building our business in these markets,” said 
Christine Toson Hentges, president of Th e 
Tribute Companies. 

 Th e Tribute Companies is made of up 
several specialized areas within the cem-
etery profession; Tribute Cemetery Sys-
tems, Tribute Precast Systems and Trib-
ute Design Systems. Th rough the cemetery 
division, the company owns four promi-
nent cemeteries throughout Wisconsin: 
Pinelawn Memorial Park in Milwaukee; 
Restlawn Memorial Park in Wausau; Fort 
Howard Memorial Park in Green Bay; and 
Th e Gardens of StoneBank in Hartland. 
 Tribute Precast Systems is a leading pro-
vider of precast concrete products to cem-
eteries throughout the United States and 
Canada with production facilities in Ashley, 
IN and Freeport, IL.
 Tribute Design Systems focuses on master 
and site planning, chapel and administrative 
facility design and mausoleum and colum-
barium design and development for cemeter-
ies, churches and funeral homes. Th e Tribute 
Companies is located at 352 Cottonwood 
Avenue, Hartland, WI 53029. Further infor-
mation can be found at www.tributeinc.com.

Perfect Gift 
For Any OccasionFor Any Occasion

Order Your Favorite Animal Today!Order Your Favorite Animal Today!

Order Online Order Online 
www.nomispublications.comwww.nomispublications.com

or call 1-800-321-7479 or call 1-800-321-7479 

“I Love My
“I Love My

Funeral Director”
Funeral Director”

“I Love My
“I Love MyCemeterian”

Cemeterian”

ONLYONLY
$$11119595

1428

1029
AUBURN,IN— Mes-
senger, the leading 
funeral stationery 
supplier in North 
America, has appoint-
ed three new sales 

consultants. Keisha Addison will be serving 
in Northern Georgia, Chuck Lemmons in 
Arkansas and Th omas Gutzmer in Virginia. 
 Addison has over fi fteen years of account 
management experience, most recently rep-
resenting Matthews-Aurora Funeral So-
lutions. She was raised in a family owned 
business and is driven by relationships and 
helping people achieve success. Lemmons 
comes to Messenger with over twenty years 
of sales and account management experi-
ence and the past few years has served as 
a funeral director and pre-need consultant. 
No stranger to working in a small business 
and wearing multiple hats, he is excited to 
share his experience using Messenger solu-
tions when he was a funeral director and 
the times savings it aff orded him. Gutzmer 
comes to Messenger with extensive expe-
rience in teaching and customer relations. 
He loves meeting new people and helping 

bring out the best in every situation. 
 All three recently completed comprehensive 
training at Messenger and have since begun 
serving clients in their respective area. “As we 
continue to grow, we are committed to ensur-
ing that our front line team members are the 
best in class and can help funeral professionals 
take advantage of all that we have to off er. Th e 
energy and professionalism these three bring 
to the table is second to none and we look for-
ward to the positive diff erence they are going 
to make,” stated Bob Hoaglund, vice presi-
dent of sales and marketing at Messenger.
 Messenger, headquartered in Auburn, IN, 
has been in business since 1913 and has trans-
formed funeral registries and stationery. Now, 
Messenger leads with the best digital registry 
on the market and the most extensive line of 
funeral stationery available. Messenger invests 
in consumer research each year and is dedi-
cated to helping funeral professionals stay rel-
evant in an ever-changing marketplace. Th eir 
ultimate goal has been and always will be, to 
make a diff erence to grieving families through 
the products and services we provide. For 
more information, call 800-827-5151 or visit 
www.messengerstationery.com.

http://www.mortuarylift.com/
http://www.tributeinc.com/
http://www.nomispublications.com/
http://www.messengerstationery.com/


Page B16 MARCH 2017FUNERAL HOME & CEMETERY NEWS S ec ti on  B

COLORADOCOLORADO

FLORIDAFLORIDA

first call & funeral director’s service

First Call & Funeral Director’s Service
1849 S. Acoma St. Denver, CO 80223

Phone: 303.777.0190
Fax: 720.570.0681 • E-mail: fi rstcallofco@gmail.com

• Largest transport service • Largest transport service 
in Coloradoin Colorado

• Compassionate, • Compassionate, 
professionally dressed staffprofessionally dressed staff

• Immediate response• Immediate response

• Transfer anywhere in the U.S.• Transfer anywhere in the U.S.

• Trade service only, • Trade service only, 
no public salesno public sales

• Cremation, embalming, • Cremation, embalming, 
DC/permit fi ling, storage DC/permit fi ling, storage 
and transferand transfer

• CANA certifi ed, fully • CANA certifi ed, fully 
bonded and insuredbonded and insured

One call for all 
your transport and 

trade needs.

Serving ONLY the Central Florida Area.

So you can tell your families, 
“Yes, I have a friend there!”

ROBERT BRYANT
A shipping service you can depend on.

877-SHIP2YOU
877-744-7296

24/7
Shipping or 

Cremation

Family Owned and Operated. 
A Robert Bryant Funeral and Cremation Chapel

321 E. Michigan Street, Orlando, FL 32806

toll free 

Orlando

SCARANO SHIPPING

• First-rate, on-site embalming procedures  
that ensure remains arrive from Florida 
in quality condition.

• The promise that you will never lose 
your rightful casket sale to a Florida 
funeral home.

• One guaranteed price without the risk of 
hidden charges, add-ons or extra fees.

1-800-423-5901

When you select Scarano Shipping 
you receive prompt, personal service 

without the risk.

Family owned and operated

- NO CASKET SALE -

Joseph A. Scarano
Owner

Anywhere 
in Florida!

24 hours a day, 7 days a week
Joe Scarano will answer your call 

personally!

DREW REMOVAL SERVICE
(703) 772-0730 • (301) 218-4329

CALL US WHEN YOUR IMAGE MATTERS...
SERVING WASHINGTON DC • MARYLAND • NORTHERN VIRGINIA

• Embalming •  Ship-Outs •  Removals
•  Refrigeration  •  Transport up to 400 Miles

NOT A PUBLIC FUNERAL HOME
TODD W. DREW, LICENSED DIRECTOR & EMBALMER

•  Dulles Airport  •  BWI Airport  •  Reagan Airport
•  Complete Shipping starting at $795.00

(Excludes Airfare and Permit Fees)

RATES: 1” ad $320   •   2” ad $490   •   3” ad $645   •   4” ad $745   •   5” ad $860

DIRECTORYDIRECTORYShipping
All Shipping Directory ads run for 12 months and are to be prepaid. Deadline is the 5th of the previous month. Ad rates are for camera ready copy.

Mail to: Funeral Home & Cemetery News, PO Box 5159, Youngstown, OH 44514  •  800-321-7479  •  Fax 800-321-9040  •  info@nomispublications.com

INTERNATIONALINTERNATIONAL INTERNATIONALINTERNATIONAL
Continued

perchesfuneralhomes.com
lapazfuneralhomes.com

grupoperches.com
Salvador Perches [F.D.I.C.]

“Let us help you in your time of need”

Perches-La Paz
SHIPPING SERVICES
A N D  C R E M AT I O N S

SHIP-OUTS TO ANY CITY IN MEXICO
SINCE 1958

El Paso, TX

3331 Alameda Ave.
Tel. (915) 532-2101 

Fax (915) 532-2780

Las Cruces, NM

555 W. Amador
Tel. (575) 526-6891 

Fax (575) 526-4328

Juárez, México

Av. Lopez Mateos #123
01152-656-6132131 

A Latino Funeral Director will help 
you make arrangements with 
your Latino families. Call us

Central Kentucky’s Most Trusted and Reliable
Embalming & Mortuary Service

• • •
Family Owned and Operated Company

• • •
Not affi liated with a funeral home. No casket, vault or service sales. 

• • •
Local and Long Distance Removal, Embalming & Transportation.

• • •
Death Certifi cate Preparation in Kentucky and Ohio Available. 

• • •
Cremation services available. 

• • •
Complete Normal Ship-Out $550

• • •
No Additional Charges for Holidays or Weekends. 

CENTRAL KENTUCKY 
FUNERAL TRADE SERVICES

PHILLIP WILMOTH, OWNER
“CARING - QUALITY - PROFESSIONAL”

LOCAL: 859-536-3319 TOLL FREE: 855-491-3648

KENTUCKYKENTUCKY

E.C. Whitaker’s
FIRST CALL SERVICES

PROFESSIONAL MORTUARY TRANSFERS
EMBALMING • SHIPPING

301.322.4696
www.whitakersfirstcall.com

PROMPT & PROFESSIONAL STAFF • MODERN VEHICLES

DISTRICT OF COLUMBIADISTRICT OF COLUMBIA
Continued

TSA Certifi ed Cargo Screening Facilities at
Dallas/Ft. Worth (DFW/DAL)   -   Houston (IAH)

877.216.2708
www.trustgma.com

Global Mortuary Affairs, LLC
Shipping Domestic/International

Ser ving the State of Texas and Mexico

SHIPPING DIRECTORY SHIPPING DIRECTORY 
IS CONTINUED IS CONTINUED 

ON NEXT TWO PAGES ON NEXT TWO PAGES 

DISTRICT OF COLUMBIADISTRICT OF COLUMBIA

521

900

http://www.internationalmortuaryshipping.com/
http://www.perchesfuneralhomes.com/
http://www.lapazfuneralhomes.com/
http://www.grupoperches.com/
http://www.inmanshippingworldwide.com/
mailto:firstcallofco@gmail.com
mailto:info@nomispublications.com
http://www.whitakersfirstcall.com/
http://www.trustgma.com/
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GREENSBORO - WINSTON SALEM - HIGH POINT - MOCKSVILLE

DIRECTOR SERVICES
SERVING NORTH CAROLINA & NEIGHBORING STATES

EMBALMING  •  REMOVALS  •  SHIPPING
TRANSPORT  •  CREMATION SERVICES

AFFORDABLE SERVICES

DS

SERVING
GREENSBORO - RALEIGH - CHARLOTTE

AIRPORTS

336-751-3111
336-655-9654 CELL

336-679-8871
336-751-1107 FAX

LET US BE YOUR CAROLINA CONNECTION
Providing Quality Service for the Funeral Director for over 30 Years

30
YEARS

NORTH CAROLINANORTH CAROLINA

PENNSYLVANIAPENNSYLVANIAMARYLANDMARYLAND

DREW REMOVAL SERVICE  (301) 218-4329
SERVING WASHINGTON DC • MARYLAND • NORTHERN VIRGINIA

SEE OUR AD IN DISTRICT OF COLUMBIA

SOUTH CAROLINASOUTH CAROLINA

Removals
~

Embalming
~

Transportation
~

Graveside Directing
( 8 7 7 )  8 0 8 - 3 8 4 1

Providing Excellent Service Since 1995

TENNESSEETENNESSEE

Local & Long Distance Transfers
Embalming • Shipping • Cremation

Removal & Embalming

Funeral home 610-370-1300
Mobile  484-269-6714

Over 25 years in Funeral Service

SERVING PENNSYLVANIA

All work done onsite by Mark J. Hummel, FD
 Carsonia Avenue, Reading, PA 

www.mark jhumme l fune r a lhome . com

SPROW
MORTUARY SERVICES

1-800-604-9576
24 Hour Service

PROFESSIONAL SERVICES 
FOR FUNERAL DIRECTORS

Serving Nashville and Middle Tennessee

Downtown - Convenient to Medical Examiner, 

all Major Hospitals and Vital Records

On-site Crematory

Trade Services - Shipping

210 McMillin Street

Nashville, TN 37203
(615) 256-1605
www.CallNFC.com

SHIPPING DIRECTORY IS SHIPPING DIRECTORY IS 
CONTINUED ON NEXT PAGECONTINUED ON NEXT PAGE

Fenco Services, Inc.
Serving Pittsburgh and the Industry since 1963

Removal, embalming 
and permit $485.00

Embalming, Air Tray and transport 
to Pittsburgh Airport $765.00

Direct Cremation $450.00

Specializing in long distance ground 
and air transportation

We are TSA Indirect Air Carriers (IAC) - 
booking domestic and international fl ights

Call Toll Free for long distance quotes 
1-877-810-9177

YOUR AD HERE
CALL 1-800-321-7479

SUBSCRIPTIONSUBSCRIPTION
Name _________________________________________________

Address  ______________________________________________

 ________________________________________________

City __________________________________________________

State ___________________  Zip__________________________

Phone  ________________________________________________

Signature  _____________________________________________

Return To:

PO Box 5159, Youngstown, OH 44514

Master Card, Visa,  American Express and Discover Orders:

1-800-321-7479
Fax 1-800-321-9040

FUNERAL HOME & 
CEMETERY NEWS

FUNERAL HOME & CEMETERY NEWS

ANNUAL 
SUBSCRIPTION
 $25.00 Subscription
 $45.00 First Class
 $50.00 Canada & Mexico 
 $65.00 Outside North America 

Subscribe Online at www.nomispublications.com

http://www.protransportservice.com/
http://www.ma/
http://www.callnfc.com/
http://www.nomispublications.com/
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Mavis M. Mataranyika, General Manager
Tel/Fax 263-4-764309 / 250413

263-4-796329
Cell 263-772-220-979 / 0712-886-483

120 Herbert Chitepo Ave • PO Box 3250
HARARE ZIMBABWE AFRICA 

www.nyaradzofs.co.zw

AFRICAAFRICA

TOS Funerals
...harmonizing Life and Death

www.tosfunerals.com
Taiwo Ogunsola, Managing Director

24 Hour Tel: Gbagada +2341-8505666
 Ikeja +2341-2911501
 Alausa +2341-2955665

NIGERIA AFRICA

Privately Owned

T O  P L A C E  Y O U R T O  P L A C E  Y O U R 
A D  H E R E  C A L L A D  H E R E  C A L L 

1 - 8 0 0 - 3 2 1 - 7 4 7 91 - 8 0 0 - 3 2 1 - 7 4 7 9

TSA Certifi ed Cargo Screening Facilities at
Dallas/Ft. Worth (DFW/DAL)   -   Houston (IAH)

877.216.2708
www.trustgma.com

Global Mortuary Affairs, LLC
Shipping Domestic/International

Ser ving the State of Texas and Mexico

TEXASTEXAS

Brown
PROFESSIONAL SERVICES

Prompt - Professional - Reliable

R e m o v a l s  -  Tr a n s p o r t at i o n  -  S h i p p i n g

Emb a l m i n g  -  Fu n e r a l  D i r e c t i n g  -  Cr e m at i o n

Mobile 304-688-6208

Toll Free 888-253-0944

Fax 304-239-0928
Jeremy D. Brown

Funeral Director - Embalmer  - Owner

www.brownsvc.com

Charleston-Huntington-Beckley-Logan-Williamson-Madison-Danville

WEST VIRGINIAWEST VIRGINIA AFRICA AFRICA Continued

 Antique Cars/Equipment     Business Equipment     Business Opportunities     Consultation Services     Funeral Business For Sale  
 Funeral Business Wanted     Hearses/Limousines     Help Wanted     Miscellaneous     Position Wanted     Wanted To Buy

For larger ads write, call or e-mail to receive quote. Deadline is the 5th of the previous month of publication. All ads will also appear in the Classifi eds Online, 
including E-mail or Website links if applicable. Online advertising will appear on our website at www.nomispublications.com within 5 working days from receipt of 
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PLEASE NOTE:
We do not take responsibility for our 
boxholders. We hope they will re-
spond promptly in a responsible man-
ner. PLEASE! DO NOT ask us to contact 
Boxholders. Contact can only be made 
in writing. NO information will be giv-
en regarding boxholders.

Th e Funeral Home & Cemetery News does not 
guarantee that the items, positions or services 

advertised are still available, or that the person 
inquiring about the ad will obtain a response.
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To place an ad 
or to view ads 

prior to publication 
in the 

Funeral Home & 
Cemetery News, 

visit our website at 
www.nomispublications.com
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Order online at: 
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Rates

New! 

Funeral Business

Real Estate Website 

Buy/Sell Nationwide!

One Stop 

Shopping for 

New & Used 

Professional 

Vehicles!

1964 Flxible Buick Premier 
Combination - Rare Mod-
el Restored 2008 - Very 
nice condition with perfect 
chrome and no rust - 55,000 
miles - Additional photos 
available. Contact walt@
byerly-lindsey.com. 1FMA

Cool-Pak Morgue Coolers
www.daeco.net
813-264-2273 2FMA

2CM

 FUNERAL SUPPLY STORE                                                                                                   

SAVE 20% ON 
FERNO & JUNKIN 

FINANCING FOR ALL YOUR 
FUNERAL EQUIPMENT

• FERNO MINI MAX SAVE 20%

• FERNO MAX SAVE 20%

• FERNO 24 COT SAVE 20%

• JUNKIN MC-100A COT 
SAVE 20%

• JUNKIN MC-100A-HD HEAVY 
DUTY COT SAVE 20%

• CHURCH TRUCKS FROM 
$495.00

• CASKET FACIAL LAMP 
$184.00

• CASKET SPRAY FLORAL 
RACK $284.00

• BONELLA & CROMO 
PRAYER CARDS SAVE 30%

Phone (800) 392-2936
www.funeralsupplystore.com

CREMATION EQUIPMENT 
FOR SALE: New cremation 
equipment, processors, power 
casket lift tables, parts and 
service. Pre-owned crema-
tion equipment when avail-
able. Phone: (407)620-2897. 
Emai l  terry@universal
cremationequipment.com. 2MAM

Business Equipment 2

Antique Cars/Equipment 1

Like Us On Facebook!

“Specialists in Funeral Coach
Conversion Work”

Hearses - Limousines - Conversion Coaches

Call Joe or Tony Molina
1-800-506-1983

(314) 781-1500  - St. Louis, MO

New! 2016 Superior Lincoln Diplomat Coach, Triple Black, Beautiful!
2008 Superior Cad Statesman Coach, dk blue, oval windows,Sharp! Like New!

2004 Eureka Cadillac Onyx Coach, black, Elegant!
2003 Superior Cadillac Statesman, black, Very Clean!

2001 Superior Cad Sovereign, Comm Glass, dk  blue, only 37k miles! Gorgeous!
2001 Cadillac Federal Heritage Coach. silver w/black top.

2000 Superior Cadillac Coach, dk blue, Sharp.
1999 Cadillac Federal Heritage, black, Very Clean.

1996 Superior Chevrolet Chancellor Coach, black, Sharp!
1996 S&S Cadillac Coach, black, Runs Great.

Two – 1994 Superior Cadillac Statesman Landau, black.
1994 Superior Crown Sovereign, Comm Glass, black, Sharp! 

VIEW OUR INVENTORY AT www.royalcoachworks.com

Limousines
2011 Superior Cadillac, 47” 6-dr, silver.

2011 Superior Cadillac 47” 6-dr ,black, Only 27,xxx miles
2006 Superior Cadillac, 47” 6-dr, silver, $15,500 Same Style as 2011

2004 Eureka Cadillac, 47” 6-dr, black, Sharp!
2003 Federal Lincoln, 65”, 6-dr, reversible center seat, black w/ black top

2001 Eureka Cadillac, 6-dr, black w/ black vinyl. Runs Great!
 1999 Superior Cadillac, 49” 6-dr, black w/black top.

1999 Lincoln 6-dr Limo, black w/black top. Sharp! Only 21,000 miles

Eureka Cadillac Coach w/oval window & 2 matching 6-dr Limos 
White with blue leather interior

This Elegant set has the same body style as the 2011This Elegant set has the same body style as the 2011
 and is larger than the newer XTS vehicles! and is larger than the newer XTS vehicles!

2006

Hearses

 

http://www.facebook.com/Nomis.Publications/
http://www.funeralbusinessforsale.com/
http://www.hearsehub.com/
http://www.heritagecoach.com/
http://www.nomispublications.com/
http://www.nomispublications.com/
mailto:info@nomispublications.com
http://www.nomispublications.com/
http://byerly-lindsey.com/
http://www.daeco.net/
http://www.funeralsupplystore.com/
http://cremationequipment.com/
http://www.royalcoachworks.com/
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Funeral 
Business 
For Sale 

is continued 
on Next Page

 ROBERTPDURANT.COM

215-570-7839

“As always I am honored to serve you!”

ROBERT P. DURANT
 Your Funeral Coach & Limousine Dealer

New & Previously Used Funeral Coaches & Limousines!

* Plus applicable state tax & fees

(2) Superior Cadillac 24 hr Limo, 31,000 mls, $24,595

S&S Cadillac Limo, Black, 52,000 mls, $28,495 Victoria Florale , Black, $66,000

Cadillac Eagle Kingsley, Grey, 38,000 mls, $33,900  

20082008

20062006

Superior Hearse, Black, 37,000 mls, $74,500

Eagle Echelon, White, 30,000 mls, $59,995 

20082008

Superior Limo, $69,599, only $999/mo.*
*$4,000 down + tax and tags

20132013

Eagle Echelon 47” painted top limo, White, 20,000 mls, $64,990

20072007

20092009

SEE YOUR NEW 2016 XTS HEARSE DISPLAYED
Google Robert Durant Hearse and click on the YouTube Video

Robert Durant’s Stylin Hearse to view.

h  ps://www.youtube.com/watch?v=vE1cB0fejEw

“Let Us Continue To 
Pray For Peace In 

Our Communities”

20112011

20132013

Let Me Put Together

The Most Competitive Package

For Your New Fleet

of Funeral Cars 

2 Available2 Available

SpecialSpecial

Lincoln 100” White Limo, 30,000 mls, $25,795

20082008

2 Available2 Available

Monthly SpecialMonthly Special

ADSClassified
Funeral Home Business for 
Sale in Picturesque Ports-
mouth, New Hampshire.
Well established, family owned 
and operated for generations, 
the J. Verne Wood Funeral 
Home, Inc – Buckminster Cha-
pel is located in the heart 
of historic and quaint Ports-
mouth, NH. This is an oppor-
tunity to own a piece of New 
Hampshire seacoast history 
dating back to the 19th Cen-
tury. Uniquely New England, 
this beautiful property boasts 
Victorian style and charm just 
minutes from the Portsmouth 
Traffi c Circle. The business in-
cludes two chapels, a parking 
lot, two owner/staff apart-
ments, and a three car garage. 
Serious-minded Inquiries 
only may be directed to At-
torney John P. McGee, Jr. at 
(603) 436-5360.  5JFM

 Located in the picturesque 
vineyards and peach or-
chards of Colorado, our 
family-owned and oper-
ated, full service funeral 
home has served residents 
for over 100 years. The fi rst 
fl oor includes a large reception 
area, two offi ces, chapel, newly 
remodeled prep room, updated 
kitchen with granite counter-
tops and matching appliances, 
laundry room and bathroom. 
Building also includes a three-
bedroom, family-friendly re-
cently renovated apartment 
on the second fl oor. Detached 
building that houses a 4-car 
garage (great for storage or 
perfect for fl oral shop). This 
listing is for the business 
only, not the real estate. E-
mail: wanttolovecolorado@
gmail.com. 5M

Funeral Business For Sale 5

Albuquerque, NM - Well 
established completely turn-
key mortuary service and fu-
neral establishment with ex-
cellent reputation. Includes 
buildings, rolling stock, FFE 
and supplies. Exceptional 
opportunity for a funeral 
professional wishing to get 
established in a good-sized 
city. Owner can help with 
fi nancing. Emailed inter-
est may be sent to craig@
directorschoiceofnm.
com 5CMAM

43-60 Northern Blvd., Long Island City, New York 11101

FUNERAL COACHES • LIMOUSINES • CADILLAC ESCALADES • FULL LINE CADILLAC, GMC, & BUICK DEALER

XTS SEDANS & ESCALADES 
IN STOCK 

AT FLEET PRICES 

Rick Eichner • 877-299-7775
Rick@CityLimoSales.com

NEW YORK’S AUTHORIZED CADILLAC NEW YORK’S AUTHORIZED CADILLAC   PROFESSIONAL VEHICLE DEALERPROFESSIONAL VEHICLE DEALER

 $ave!  
DEALER DEMO FOR SALE   

$ave! 

FLEET 
PRICING

FLEET FLEET 
PRICINGPRICING

SALES &
LEASING
SALES &SALES &
LEASINGLEASING

1st Call/Removal/Funeral
Service Vans

In-Stock

2016 FUNERAL VAN 
Chrysler Town & Country with Full Vinyl Top, Coach 
Lamps, Removable Landau Bars, Full Chrome Pack-
age, Strobe Lights, Flags, Cotmate, Hearse Floor with 
rollers, S.S. Flower Trays.

08’ CADILLAC 6-DOOR

http://www.robertpdurant.com/
http://www.youtube.com/watch?v=vE1cB0fejEw
http://gmail.com/
mailto:Rick@citylimosales.com
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60-70 call funeral home 
for sale near Pittsburgh. 
Ample on-site parking. 
2 living quarters. Large, 
newly remodeled facility.
Reply to: Nomis Publica-
tions, Inc., PO Box 5159, 
Dept. 727, Youngstown, 
OH 44514. 5M

2011 Cadillac Superior Hearse
black/black

Call for Price!

1-800-797-4142

2016 Cadillac Crown Superior
black/black

 Call for Price!

HEARSE SPECIALS

2009 Lincoln S&S Flip Seat
black/black top/black leather interior, 43,000 miles

$33,900

2007 Lincoln Superior 6-Door Limousine
black top/black leather interior, 59,039 miles 

Great Price $15,900

2006 Cadillac S&S Raised Roof 6-Door 47”
black/black top/black leather interior, 59,000 miles

Great Price $17,900 

2002 Cadillac Federal 6-Door Limousine
black/black top, Super Clean, 33,000 miles

Great Price $5,900

LIMOUSINE SPECIALS

2010 Lincoln Superior, black/black

Special
of the
Month

Dave Stultz
Bob McDouguald

2010 Cadillac Superior, black/black

SUPER DEALS

$37,995 $37,995

2010 Mercedes Sprinter Bus
14 passenger, circular seating, triple black

$39,500

2012 MKT Superior
black/black top/ black interior

Only 7,300 miles
Call for Price!

2011 S&S 6-Door 
black/black top/black interior, Only 23,000 miles

 Great Price $39,900

New Reduced 
Price!

ADSClassified

70 year old family owned turn-
key funeral profession with 
owners suite and an apart-
ment for rental or employ-
ee located in NE Oregon for 
sale. For PDF brochure e-mail 
bollmanfh@frontier.com. 5MAM

Funeral Business For Sale 
in Southwestern Pennsyl-
vania. Averaging 50-60 calls 
per year. Owner wishes to 
retire. Serious inquiries only. 
Reply to: Nomis Publica-
tions, Inc., PO Box 5159, 
Dept. 729, Youngstown, 
OH 44514. 5MAM

Funl Busn For Sale Cont’d 5

Perfect Gift for any occasion!

Order Your Favorite Animal Today!Order Your Favorite Animal Today!

Order Online Order Online 
www.nomispublications.comwww.nomispublications.com

or call 1-800-321-7479 or call 1-800-321-7479 

“I Love My
“I Love My

Funeral Director”
Funeral Director”

“I Love My
“I Love MyCemeterian”

Cemeterian”

ONLYONLY
$$11119595

 

http://www.houstonhearse.com/
mailto:bollmanfh@frontier.com
http://www.nomispublications.com/
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ADSClassified

Hearses/Limousines 8

Interested in purchasing a 
75+ fi rm in Northeast Ohio 
or Western PA. Young and 
motivated with 17 years in 
the business. Have already 
been prequalifi ed for fi nanc-
ing and I am a very serious 
buyer. Please email me at
funeralhome26@yahoo.
com. This will be kept con-
fi dential. 6MAM

Funeral Business Wanted 6

Matching pair Hearse and 
Limo, still in service, one 
owner, bought new in 2004. 
2004 Cadillac Eagle Hearse, 
black with blue interior and 
chrome band, 64,000 miles, 
$18,000 o/b. 2004 Cadillac 
LCW 6-Door Limousine, black 
with blue interior, 50,000 miles, 
$9,000 o/b. Please call or text 
Pete at (315) 243-5873.  8MAM

PLEASE NOTE: We do not take 
responsibility for our box holders. 
We hope they will respond promptly 
in a responsible manner. PLEASE! 
DO NOT ask us to contact box 
holders. Contact can only be made 
in writing. NO information will 
be given regarding box holders.

“ M o ”  B u c k s  S p e c i a l  O f f e r

  - Expires 3-31-17
  - Mo Bucks coupon must be presented with
    deposit on vehicle
  -  Specialty reserves the right to discontinue 
    promotion at any time
  - One coupon per transaction
  - Mo Bucks coupon may not be used in conjunction 
    with any other offers
  - Valid for purchase of a pre-owned vehicle only
  - Shipping, sales tax, and title fees are additional

60 ENGINEERS LANE
FARMINGDALE, NY 11735 FARMINGDALE, NY 11735 

PHONE 888-726-6090 • FAX 516-349-0482PHONE 888-726-6090 • FAX 516-349-0482

INTERNET MANAGER  MAURIZIO "MO" MISILLIINTERNET MANAGER  MAURIZIO "MO" MISILLI
E MAIL MAURIZIO SHASCO.COME MAIL MAURIZIO SHASCO.COM

CELL 516 816 9065CELL 516 816 9065

Visit specialtyhearse.com for Full Inventory

FINANCING AND
 LEASING 

AVAILABLE

Trades Accepted 
Free Delivery

FAMILY OWNED 
AND OPERATED 

FOR THREE 
GENERATIONS

2006 Cadillac 6-Door Limo2006 Cadillac 6-Door Limo

2009 Cadillac Hearse 2009 Cadillac Hearse 

2007 Cadillac Victoria Hearse2007 Cadillac Victoria Hearse2009 Lincoln 6-Door Limo2009 Lincoln 6-Door Limo

2010 Lincoln 65” 6-Door Limo2010 Lincoln 65” 6-Door Limo

2013 Cadillac 6-Door Limo2013 Cadillac 6-Door Limo

2011 Cadillac Premier Hearse2011 Cadillac Premier Hearse

2017 Lincoln Federal Hearse2017 Lincoln Federal Hearse 2014 Lincoln 6-Door Limo2014 Lincoln 6-Door Limo

$59,900$59,900 $56,900$56,900

$49,900$49,900 $37,900$37,900

$17,900$17,900

$39,900$39,900

$34,900$34,900 $22,900$22,900

Call for PricingCall for Pricing

Your Real Source. Anywhere. Anytime.

http://www.nomispublications.com/
http://www.specialtyhearse.com/
http://maurizio?shasco.com/
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2009 Lincoln Superior,
White, St# 15096

2014 Cadillac Federal Heritage,
St# 16234

2011 Eagle Cadillac Echelon,
Black, 2 in Stock!

2014 Cadillac Eagle Regency

2016 Cadillac
Platinum Phoenix Hearse

2013 Cadillac Eagle Regency,
Burgundy, Black Leather,

St#16270

Pre-Owned Funeral Vehicles • Ready for Delivery
www.americancoachsales.com • 888-321-6613

Wholesale Selection..Please ask for Cincinnati Office

2011 Lincoln Eagle Hearse,
Black / Black, St# 16103

“Selling & Leasing New & Used Funeral Cars since 1969”

2013 Cadillac Heritage, Black
w/Black, St# 13674 2 in Stock!

2001 Eagle Kingsley,,
White w/Black Leather,

2 in Stock!

2008 Chrysler Krystal 300,
Silver with Black Leather

HEARSES
2006 S&S Medalist, Black, 55,000 miles . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$16,950
2005 Cadillac, original owner, Navy Blue, . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$7,500
2005 Cadillac Superior, Silver, 50,000 miles, Clean! . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$9,000
1997 Eureka, Black, 110,000 miles, . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$2,000
1996 Cadillac Eureka Hearse, White, Extra Clean . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$2,750
1993 Cadillac Superior, original owner, White, 39,000 miles, commercial glass . . . . . . . . . . . .$3,900
1973 Cadillac Superior Landau, barn find, 45,000 miles . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$2,250
1970 Cadillac Hightop Ambulance, Needs Restored . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$3,750

LIMOUSINES
2007 Cadillac Eureka, 6-Door, Black, 32,000 miles . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$17,000
2004 Lincoln 140” Stretch, Black, ROUGH, 163,000 miles . . . . . . . . . . . . . . . . . . . . . . . . . . . .$3,000
2003 Cadillac Federal, 65” 24 Hour Hour, Chrome Wheels, White, 256,000 miles, . . . . . . . . .$1,875
2003 Federal Lincoln 65” Stretch 6-Door, Champaign exterior, 115,000 miles, original owner .$2,400
2000 Cadillac Krystal Six Door, Southern Limo, Black, 61,000 Miles . . . . . . . . . . . . . . . . . . . .$2,000
1999 Cadillac S&S 6 Door, 30,000 miles . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$1,500
1999 Cadillac Superior, 46” Limousine, White, 12,000 actual miles . . . . . . . . . . . . . . . . . . . . .$5,900
1996 Cadillac, Commercial Glass, White, 35,000 miles . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$3,000

2012 Lincoln Eagle Icon,
St# 16342

2016 Lincoln 120 5-Door,
Black, St# 16296

2017 Cadillac Eagle Kingsley,
Silver

2009 Cadillac S&S Six-Door,
Silver, St# 16105

2011 Cadillac Eagle Echelon Limo,
Graphite w/Black Leather,

2 in Stock!

2011 Cadillac Federal Heritage,
White, St# 16182

11723 Detroit Avenue, Cleveland, OH 44107

MB
Sprinter
12 Passenger

Limousine

2017 Buick K2 Vintage,
Black, St# 16395

2011 Cadillac Eagle Kingsley, Green with Black, 2 in Stock!

"tis the Savin of the Green"

2011 Cadillac Eagle Echelon,
Graphite with Gray leather,

2 in Stock!

 

http://www.americancoachsales.com/
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709 South Parkway Drive, Alvarado, TX 76009 • 800-245-4127 • www.vaughanspecialtyauto.com

THE
answer is
“Yes”

VAUGHAN
•Specialty Automobiles•

90
y e a r s

since1927

Vaughan Specialty Automobiles,
celebrates serving the funeral

industry with vehicles
for 90 years!

Offering... New Coaches & Limousines

Pre-Owned

2013 Cadillac S&S Limousine, Blue
2010 Cadillac Presidential,

Low Mileage

2011 Cadillac S&S,
12,192 Miles

FINANCING / LEASING

Artie Vaughan
Owner and CEO

Tara Campbell-Mauney
President

“Helping you create
memories

for your clients.”

All pre-owned vehicles are garage kept, fully serviced and safety inspected. 
Flexible fi nancing and walk away leases available.

Order your 2017 Eagle fi rst call van or fi rst call suburban TODAY!!

1-800-438-9329 Visit our website
www.colonialcars.net

Family Owned & Operated
for Over 30 Years!

Colonial Colonial Professional Cars LtdProfessional Cars Ltd

CALL NOW! 1-800-438-9329

.

– COACHES –

2011 EAGLE KINGSLEY CADILLAC
black exterior/blue leather, strobe lights, Miles in the upper 20’s, 

One Owner, Immaculate!

2011 EAGLE KINGSLEY LINCOLN
black exterior/black leather, oval windows, chrome roof band, miles only in 

the teens! Beautiful car in Mint Condition! 

2004 EAGLE KINGSLEY CADILLAC
platinum exterior/black top,blue leather, 65,000 Miles,One Owner, Very Clean!

2011 EAGLE KINGSLEY CADILLAC
white exterior/blue leather, only 18,000 Miles!, Perfect, Like New Condition

2005 S&S MASTERPIECE CADILLAC
black exterior/black leather, Commercial Glass! Last of the truly “big” cars, 

Well Maintained!

2007 EAGLE KINGSLEY CADILLAC
black exterior/blue leather, strobe lights, Excellent Condition! 

–SOLD––SOLD–

ADSClassified

Ohio Master Funeral Direc-
tor. Funeral Home/Cemetery 
with Crematory on premises 
Operation and Sales Manager. 
Send resume to: 1077 Celes-
tial St. Ste. 5, Cincinnati, OH 
45202. 9MAM

P a r t  t i m e  i n d i v i d u a l 
to conduct church and 
graveside services. Fa-
miliar with various funeral 
customs, will train. Good 
driving record a must. McK-
enz ie  Mortuary  Long 
Beach Cal ifornia.  Cal l 
562-961-9301. 9M

Help Wanted 9

Two 2010 Superior Hearses 
for sale and two 2011 lim-
ousines. Black on black Ca-
dillacs with flip seats in very 
good condition. Original owner, 
well maintained. Hearses with 
70K miles and limousines with 
90K miles. Call for informa-
tion 631-499-6770. Email 
Maureen47@aol.com 8MAM

Hearses/Limousines Cont’d 8

Help Wanted is continued on Page B26

To Place Your Classifi ed Ad 

FUNERAL HOME & 
CEMETERY NEWS

Classifi eds 
Online

Call 1-800-321-7479 
or visit our website at 

www.nomispublications.com

http://www.vaughanspecialtyauto.com/
http://www.colonialcars.net/
mailto:Maureen47@aol.com
http://www.nomispublications.com/
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www.myhearse.com
800-334-2697

Marietta/Atlanta, GA

Platinum 
Funeral Coach

P

COACH
MK

MK

K2
Vehicles

K2

S I N C E   1 9 6 9

GREAT VEHICLES, LOW MILES, NO SALT OR RUST!

2013 S&S Lincoln Hearse.
White/White, 16k Miles

2011 Eagle Kingsley w/ Limo 
Window, White/White, 16k Miles

2012 Eagle 
Lincoln Icon,
Black/Black,

27k Miles

2012 Eagle 
Lincoln Icon,
White/White, 

23k Miles

2011 ½ 
Eagle Kingsley,

Black/Black, 
24k Mile

2011 
Eagle Echelon,
White/White, 

16k Miles

Blaine TX, OK. . . . . . . . . .214.519.1457

Bob     FL. . . . . . . . . . . . . .770.314.2835 

Gary LA, MS, MO, AR. . 901.326.2634

Mike TN, AL. . . . . . . . . .205.914.0278

Ric GA, NC, SC. . . . .  770.480.7434

Ruel GA, AL. . . . . . . . . 678.777.5888

GIVE US A CALL...

2011 Superior Statesman 
w/ Oval Window, Black/Black, 20k Miles

Check Out www.myhearse.com for even more Inventory!

2010 Superior Statesman,
Silver/Silver, 16k Miles

2009 Eagle Lincoln Ultimate,
Black/Black, 33k Miles

2013 Eagle 80” Lincoln Limo,
Black/Black, 23k Miles

2005 Eagle Flower Car,
White, Only 18k Miles!!

2009 Superior Statesman,
Black/Black, 44k Miles

2011 Eagle Limo w/ Raised Roof,
Black/Black, 28k Miles

 

http://www.myhearse.com/
http://www.myhearse.com/
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The Funeral Car Store

LARGEST SELECTION OF 
NEW AND PRE-OWNED 

FUNERAL VEHICLES
Flexible Financing is Available!

TIOIOOONN OOOOFFF 
OWOWOWWWOWNENNENEEN DD 
ICLC ESESSS 1.800.785.2830

www.thefuneralcarstore.com

ADSClassified

Excellent interpersonal skills, 
communication skills, and a 
strong background of com-
puters and technology are 
required. Demonstration of 
strong preparatory and restor-
ative skills is a must. Night re-
movals and evening embalm-
ing are required based around 
an on-call schedule. Scheduled 
evenings and days off are 
included as well as vacation 
time. Medical plan and pen-
sion opportunities are available 
as well. Bachelor’s degree is 
preferred but not required.
 We look forward to adding 
an energetic individual to our 
team who will help us honor 
the lives of those we are asked 
to serve and provide a mean-
ingful service to their families. 
Please respond in confi-
dence with your resume to 
ACFDA, P.O. Box 126, Wilm-
erding, PA 15148 or acfda@
aol.com. 9M

PROFESSIONAL 
COLLECTION SERVICES, INC. 

PCS INC
Credit & Collection Service 

“Superior results with a 
personal touch”

PCS will service your collec-
tion needs and ultimately 
improve your bottom line. 
Representing Nassau Suffolk/
Metropolitan/OGR for over 
twenty years.
NO COLLECTION – NO FEE
Call Jim King at 631-265-
8600 or pcollections@
optimum.net. 10FMA

Help Wanted Cont’d 9

Miscellaneous 10

To place 
Your  
Classifi ed  
Ad...

FUNERAL HOME & 
CEMETERY NEWS

Call 
1-800-321-7479 

or visit our 
website at

www.nomispublications.com

CLASSIFIEDS 
O N L I N E

 Pennsylvania Licensed 
Funeral Director Position

 Our privately owned funeral 
home east of Pittsburgh in 
Western Pennsylvania is seek-
ing applicants for a full-time 
funeral director/embalmer 
position. Our goal is to fi nd 
a talented individual whose 
experience and motivation will 
merge with our staff and en-
able us to continue to provide 
superior service to our families. 
The position will be compre-
hensive in its nature (arrang-
ing, directing, covering calling 
hours) but will have a heavy 
emphasis on embalming and 
preparation.
 Applicants must currently 
have their Pennsylvania Fu-
neral Director’s license or a 
similar license in a state easily 
reciprocated to Pennsylvania. 

HEARSES: 2006 CADILLAC FEDERAL W/57,592 MILES, WHITE EXT • 2006 CADILLAC SUPERIOR W/55,723 MILES • 2000 CAD S&S 44,203 MILES, BLACK EXT
LIMOS: 2011 CADILLAC  S&S 47” W/44,798 MILES, BLACK EXT • 2008 CADILLAC S&S 47” W/45,962 MILES, BLACK EXT • 2004 CADILLAC S&S 47” W/29,326 MILES, BLACK EXT

FINANCING THROUGH TCF EQUIPMENT FINANCE – WE ARE ABLE TO STRUCTURE YOUR FINANCE TO SUIT YOUR NEEDS. 

WILL SHIP ANYWHERE IN THE COUNTRY – REASONABLE RATES.....WE ALSO SHIP OVERSEAS 
WORLD WIDE SUPPLIERS SINCE 1971 – LET US HELP YOU WITH YOUR LETTER OF CREDIT AND FREIGHT FORWARDING NEEDS
ONE STOP FOR EVERYTHING - SERVICE AND REPAIRS - RESTORATION AND CONVERSIONS IN HOUSE STATE OF THE ART BODY SHOP - LOANER UNITS

IF YOU ARE CONSIDERING LEASING:

NOT PICTURED

TALK TO US ABOUT LEASING A NEW
2017 COACH FOR  $995  PER MONTH

2016 MKT LINCOLN MK HEARSE W/ 38 MILES
BLACK EXTERIOR WITH BLACK AND GRAY INTERIOR

2011 CADILLAC S&S MEDALIST COACH W/ 26,230 MILES
SILVER EXTERIOR AND TITANIUM INTERIOR

2011 CADILLAC S&S MEDALIST COACH W/ 26,640 MILES
BLACK EXTERIOR AND BLUE REAR INTERIOR

2009 CADILLAC S&S MEDALIST COACH W/ 43,318 MILES
BLACK EXTERIOR AND BLACK INTERIOR

2016 MKT LINCOLN MK COACH W/ 48 MILES
SILVER EXTERIOR WITH BLACK AND GRAY INTERIOR

2017 CADILLAC PLATINUM COACH W/93 MILES
BLACK EXTERIOR WITH BLACK AND GRAY INTERIOR

2010 CADILLAC S&S MEDALIST COACH W/ 28,251 MILES
BLUE EXTERIOR AND TITANIUM INTERIOR

2006 CADILLAC SUPERIOR STATESMAN COACH W/ 55,748 MILES
BLACK EXTERIOR AND GRAY INTERIOR

2016 MERCEDES SPRINTER FUNERAL LIMO
13 PASSENGER PLUS 2

WHITE EXTERIOR AND BLACK INTERIOR 

2011 CADILLAC S&S MEDALIST COACH W/13,842 MILES
BLACK EXTERIOR AND BLACK INTERIOR

NO NEED TO LOOK ANYWHERE ELSE -
WE HAVE IT ALL!!

CALL FOR INFORMATION ON THE VEHICLES SHOWN AND FOR OUR COMPLETE LIST OF ADDITIONAL LOW MILEAGE UNITS

8 0 0 3 3 3 2 5 3 3SERVING THE FUNERAL 
INDUSTRY FOR 49 YEARS!!!

P.O. BOX 1132, UNIONTOWN, PA 15401 / 724 439 8800 / FAX: 724 439 6404

MEGA SAVINGS ON

USED VEHICLES800 333 2533  www. conawaysales.com

A Moloney Entity

 

http://www.conawaysales.com/
http://www.thefuneralcarstore.com/
http://aol.com/
http://optimum.net/
http://www.nomispublications.com/
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Index of AdvertisersVISIT 1STCALLCOACH.COM

Vinyl Landau Top with
 Removable Landau Panels 

and Landau Bars

In Grille LED 
Strobe Lights

2017 1st Coach 2017 1st Coach 
  AFFORDABLE HEARSE

New Under the 
Windows Chrome

(682) 227-4958
734 W. Hurst Blvd., Hurst, TX 76053

Jim Swanson 855-209-1973  •  coachesjim@aol.com 
Guaranteed to ship in 2 weeks or less

$30,900
ONLY

 Removal Tray
$495.00

$36,400 to $39,500

OF THE FUTURE

2017 CHRYSLER PACIFICA

1st Coach Hearse

2017 1st Call BEST COACH
 

$28,895
$470.00 A MONTH*ONLY

spare tire not included

4
t

$4$4ON
spare 

0000.0000
dd

2017 CHC

2017 VALUE REMOVAL COACH

Please notice I am NEVER ashamed to price my coaches!

CHECK OUT OUR 
WEBSITE FOR

FULL LISTINGS

 Jim Swanson’s 
1ST COACH 
BUILDERS

Easiest Coach to load in the business!

Payments As Low As
$528.00*

Add 1 Ferno 27-1 Cot
$577.00*

Add 2 Ferno 27-1 Cots
$626.00*

Add Chrome, Gold or Bronze 
Church Truck for $745.00 

or Finance into deal.

As Low As
$26,695.00*

*PURCHASE PRICING - NOT A LEASE. Tax, title + license at Texas rates. States may vary.

1ST Coach Builders ........................................................B27
ABM Funding Inc ............................................................A3
Academy of Professional Funeral Service Practice ............A47
American Coach Sales .....................................................B23
American Crematory Equipment Co. .............................A29
American Mortuary Coolers ....................................A3, A44
ASD-Answering Service for Directors .............................A26
Association Computer Services .........................................A8
Baines Professional Vehicles ....................................... B4, B5
Bay Memorials ................................................................A32
Beta Capital ....................................................................A20
Bio-Seal Systems .............................................................A31
B K Umbrella Industries ...................................................B1
Blue Mound Calendars ..............................................A1, A9
Boardman Printing .........................................................A29
Boston Prayer Card Co ...................................................A22
Casket & Funeral Supply Association .............................B12
Church & Chapel Metal Arts .................................A14, A27
City Cadillac-Oldsmobile Inc .........................................B20
C & J Financial LLC ......................................................A34
Colonial Professional Cars Ltd ........................................B24
Conaway’s .......................................................................B26
Continental Computer Corp ..........................................A43
Cremation Association of North America .......................A35
Cremation Keepsakes ......................................................A19
Cremation Metal Recycling.............................................A28
Cultured Urn Creations ..................................................A18
Custom Air Trays ............................................................A41
Derma-Pro Mortuary Cosmetics .....................................A34
Duncan Stuart Todd Ltd .................................................A16
Federal Coach ...................................................................B9
Fleet Systems Inc ............................................................B10
Forever Pets Inc ......................................................A18, A34
Foundation Partners Group ..............................................A7
Friendship Funeral Supply ..............................................A12
Funeral and Memorial Information Council FAMIC ......A36
Funeral Directors Research ............................A14, A31, A40
Funeral Radio .................................................................A36
Funeral Service Foundation.............................................A27
Funeral Services Inc ........................................................A11
G Burns Corporation ......................................................A40
Halo International Corporation ......................................A19
Heritage Coach Company ..............................................B19
Houston Brothers Inc .....................................................B21
I’m Heavenbound .............................................................A6
International Memorialization Supply Association ..........B13
Intl Cemetery Cremation & Funeral Association ...A21, A52
John A Gupton College ..................................................A10
Johnson Consulting Group .............................................A13
Johnstown Hearse Rental & Funl Supplies ......................A18
Junkin Safety Appliance Co ............................................A37
K2 Products ......................................................................B7
Kanga-Woo First Call Pouches ........................................A12
Kinkaraco Green Burial Products ....................................A30
LegacyTouch ...................................................................A33
Lehmann-Peterson ............................................................B3
Madelyn Company Inc ...................................................A32
Mc Cord Products Inc ....................................................A21
Memories by Design .......................................................A26
Messenger .......................................................................A17
MKJ Marketing ..................................A4, A5, A16, A40, B8
Mortech Mfg ..................................................................A15
Nadene Cover-Up Cosmetics ..........................................A41
Names Unlimited Corp ..................................................A31
National Alliance for Grieving Children .........................A51
National Funeral Directors Association ...........................A32
New Memorials Direct ......................................................A4
Nomis Publications Inc ...................................................A39
North Carolina Mutual Life Insurance Co ........................A8
Parks Superior Sales ........................................................B28
Physicians Mutual ...........................................................A35
Precious Memories ..........................................................A38
Premier Funeral Supply ...................................................A28
Professional Cars Inc .......................................................B21
Robert P. Durant .............................................................B20
Roberts & Downey Chapel Equipment Inc ......................A6
Royal Coachworks ..........................................................B19
Salam International Inc ...................................................A25
Shields Southeast Sales Inc ..............................................B25
Sich Casket .....................................................................A23
SmartChoice Distribution Inc .........................................A28
Specialty Hearse & Limo Sales ........................................B22
Th e Fan Man ..................................................................A16
Th eFuneralCarStore.com ................................................B26
Tiesforyou.com ...............................................................A38
Trigard ............................................................................A37
Triple H Company .........................................................A25
US Cremation Equipment ..............................................A33
Vaughan Specialty Automobiles ......................................B24
Vischer Funeral Supplies Inc .............................................B1
Wilbert Funeral Services Inc ...........................................A30
WithumSmith+Brown PC ..............................................A24
Wolf Limo Conversions ....................................................B6

http://www.1stcallcoach.com/
mailto:coachesjim@aol.com
http://thefuneralcarstore.com/
http://tiesforyou.com/
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FINANCING OPTIONS

2016 Cadillac XTS Flower Car
Lease for  $895.00 Plus TTL   #427

2011 Federal Coach Cadillac “HERITAGE”
Lease for $920.00 Plus TTL   #358

2009 Federal Coach Cadillac “RENAISSANCE”
Lease for $869.00 Plus TTL   #084

2017  BUICK ENCLAVE HEARSE  - BRAND NEW!!
LEASE FOR $1,099.00 Plus TTL   #029

2014 Federal Coach Lincoln MKT Hearse
All Black w/Titanium Casket Comp. Lease for $1,049.00 Plus TTL

2012 Federal Coach Lincoln MKT “STRATFORD”
Lease for  $995.00 Plus TTL   #325

2011

2009 Superior Coach Cadillac “Statesmen” 
Black Top - Gray Paint - Lease for $695.00 Plus TTL

2009

2012

2016

2015 Federal Coach Lincoln MKT “STRATFORD”
Lease for $1,099 Plus TTL   #703

2015

2017

2014 Superior Coach 47” Cadillac XTS Six Door
Lease for $1,099.00 Plus TTL   #469

2014

2011 Eagle Coach Cadillac “KINGSLEY”
Lease for  $899.00 Plus TTL   #373

2011

2014

2009
2008 S&S Coach Cadillac “MEDALIST”

Lease for $799.00 Plus TTL   #513

2008

2016 Chrysler Pacifica First Call Vehicle
All Black - Full Table w/ Bier Pins - LEASE FOR $587.00 Plus TTL

2016

2017 Platinum Coach Cadillac  XTS
Phoenix  SIGNATURE Hearse - All Black - Full 
Chrome Pkg - Urn Carrier - Due in March 1st
Call today or visit website for more info.

2017 Superior Coach Cadillac XTS
SOVEREIGN HEARSE - All Black - Table Extension 
- Stainless Steel Band - Due in Late February  
Call today or visit website for more info.

2017 Eagle Coach Cadillac XTS
KINGSLEY Hearse - All Black - Extend a Sill - Urn 
Carrier - Crown Band - Due in March 10th  
Call today or visit website for more info.

On the 1st and 3rd 
Wednesday of every Month!

Find the auction on
our website:

ParksSuperior.com

NEW CAR DEALS!

EST. 1952

2017

Best Selection of 
NEW Inventory 

Anywhere!

CALL 800-229-5008 FOR HELP FINDING THE RIGHT VEHICLES FOR YOU!

HEARSES  •  LIMOUSINES  •  FLOWER CARS  •  FIRST CALL VANS  •  PASSENGER VANS

For more details on these vehicles and our complete inventory of 
HIGH QUALITY LOW MILEAGE CARS, call or visit ParksSuperior.com

LOW Miles

30,410 Miles

32,432 Miles

2013 Federal Coach Lincoln 44” Six Door
Lease for  $999.00 Plus TTL   #145

2013

47,529 Miles

18,230 Miles

4,692 Miles 14,114 Miles

37,847 Miles

27,666 Miles 58K Miles

2008 S&S Coach Cadillac 47” Six Door
Lease for $585.00 Plus TTL   #410

2008

20,091 Miles

2011 Superior Coach Cadillac 47” Six Door
Lease for $675.00 Plus TTL  #397

2011

65,000 Miles

2010 Superior Coach Cadillac 47” Six Door
Lease for $740.00 Plus TTL   #189

2010

23,341 Miles

2008 Federal Coach Cadillac 46” Six Door
Lease for $595.00 Plus TTL   #135

2008

13,437 Miles

2007 Federal Coach Cadillac 46” Six Door
Lease for $545.00 Plus TTL   #590

2007

15,489 Miles

FUNERAL CAR

AUCTION!

Platinum Coach Phoenix-C

800-229-5008

FUNNNNNNNEEEEEEEEERRRAL CAARRRRRRRRRRR

On-Line Auction
For Late Model 

Funeral Cars

Financing & Leasing 
on NEW & Pre-Owned 

Vehicles Available!
Terms from 

24 to 72 months.
Call today for more 

information.
800-229-5008

Call Today for special pricing!

Visit our website for additional photos - ParksSuperior.com

EST. 1952

 

http://www.parkssuperior.com/car_detail.htm?id=EQTO94BT
http://www.parkssuperior.com/car_detail.htm?id=KZQSIIMI
http://www.parkssuperior.com/car_detail.htm?id=858WJSDG
http://www.parkssuperior.com/car_detail.htm?id=E3HFKZO3
http://www.parkssuperior.com/car_detail.htm?id=WHLS8LJ4
http://www.parkssuperior.com/car_detail.htm?id=4TVPGTJI
http://www.parkssuperior.com/car_detail.htm?id=ZF4FVY1F
https://www.facebook.com/ParksSuperior
https://www.linkedin.com/company/parks-superior-sales
http://www.parkssuperior.com/
http://www.parkssuperior.com/car_detail.htm?id=J5LUTGK8
http://www.parkssuperior.com/car_detail.htm?id=8Q2ZS5TE
http://www.parkssuperior.com/car_detail.htm?id=ZGSTMKLK
http://www.parkssuperior.com/car_detail.htm?id=AMEO688X
http://www.parkssuperior.com/car_detail.htm?id=F7Q4VL9I
http://www.parkssuperior.com/car_detail.htm?id=RF8HM697
http://www.parkssuperior.com/car_detail.htm?id=46GLOS6C
http://www.parkssuperior.com/car_detail.htm?id=P6N2940O
http://stores.ebay.com/parkssuperiorsalesinc
http://www.parkssuperior.com/
http://parkssuperior.com/
http://parkssuperior.com/
http://parkssuperior.com/
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