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McCall’s Marks 50 Years with $50,000 in Scholarships

Patricia Myers, LFD, Manager

(L to R) Danielle Clayton, Sean Fairclough, James Alston, Esq., Brenda Alves, 
Da’Jour Brown and William Phillips

BRONX,NY— McCall’s Bronxwood Funeral 
Home marked its 50th anniversary by award-
ing $60,000.00 in scholarships to college bound 
graduating seniors and young men and women 
already attending college. The family owned busi-
ness in the Bronx held a Black-Tie gala this past 

niversary Committee made up of local leaders, 
clergy and opinion makers. They met over a se-
ries of informal dinners in local eateries, planned 

a program, got out the word, so-
licited small contributions, print-
ed a quality keepsake journal and 
marveled at the fact that nearly 400 

people were willing to pay a sub-
stantial price to be wined, dined 
and entertained for the cause.

Ballard Family Mortuary Group serves Hawaii

Valley Isle Memorial Park & Cemetery – Haiku, Maui

KAHULUI,HI— The first 
new funeral home to 
open on Maui in the last 
50 years was Ballard Fu-
neral Home, founded by 
Mark Ballard in Kahu-
lui in 1997.
 Mark Ballard, a native 
of Louisville, KY, is a reg-

Ballard Kahului Chapel  
set up for Buddhist Service 

December themed 
“50 Years, $50,000 
in Scholarships.” It 
was so well received 
by the communi-
ty that the funeral 
home was able to 
set aside an addi-
tional $10,000.00 
contribution to the 
U.N.C.F.
 The community 
celebration began 
with the forma-
tion of a 50th An-
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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

IRENE RODRIGUEZ

Circumstances: Both photos shown are of 
Irene. She has a tattoo on her right hand.

Missing Since:  8/6/2016

Missing From:  
Los Angeles, California

Date of Birth:  7/11/2000

Age Now:  16 Yrs

Sex:  Female

Race:  Hispanic

Hair:  Brown

Eyes:  Brown

Height:  5’2”

Weight:  130 lbs

DILLON PAGEL

Circumstances: Frankie was 
last seen on January 19, 2016. 
He is Biracial. Frankie is His-
panic and White.

Missing Since:  1/19/2016

Missing From:  
Springfi eld, MA

Date of Birth:  7/17/1999

Age Now:  17 Yrs

Sex:  Male

Race:  Biracial

Hair:  Brown

Eyes:  Brown

Height:  5’9”

Weight:  140 lbs

NIKOS INSLEE

Circumstances: Both photos shown are of 
Nikos. He was last seen on May 28, 2016.

Missing Since:  5/28/2016

Missing From:  
Syosset, New York

Date of Birth:  8/15/2000

Age Now:  16 Yrs

Sex:  Male

Race:  White

Hair:  Brown

Eyes:  Brown

Height:  5’8”

Weight:  145 lbs

Funeral 
Directors: 
W hat Are 

ALBUQUERQUE,NM— When the award-
winning book A Good Goodbye: Funeral 
Planning for Th ose Who Don’t Plan to Die was 
published in 2010, funeral service was quite 
diff erent. A lot has changed in seven years, 
and author Gail Rubin, Certifi ed Th ana-
tologist, wants funeral director input for up-
dates to the second edition.
 “When A Good Goodbye fi rst came out, the 
national cremation rate was still under 50%, 
death discussion movements like the Death 
Café and Death Over Dinner had not yet 

Your Biggest Changes and Challenges?

started, and the term ‘cel-
ebration of life’ was rarely 
used. We’ve seen many fu-
neral business changes over 
the past seven years, and the 
second edition of the book 
will refl ect those develop-
ments,” said Rubin.
 “Consider the advice 
you’d give as a funeral di-
rector if you were chat-
ting with a friend over a 
cup of coff ee or a glass of 
wine,” suggested Rubin. 
“What would you want 
that person to know?” 
Possible topics to weigh in on:
• Th e impact of technology developments: 

mobile phones, online videos, communi-
cations apps, webcasting, crowd sourcing, 
website changes, and online collaboration 
for distant family members to participate 
in funeral planning.

• How you reach out to your community 
to encourage preneed funeral planning.

• Your responses to religious and cultural 
changes: cremation and religious tradi-
tions, a rise in multicultural populations 
and those who identify as “spiritual but 
not religious.”

• Th e growth of pet loss businesses and the 
use of therapy dogs in funeral homes.

• Ways your funeral home is addressing the 
rising cremation rate.

 Th ose who provide quotes and suggestions 
may be featured in the second edition of A 
Good Goodbye, slated for release in the fall of 
2017. Th e eBook version will feature links to 
contributors’ websites.

A Good Goodbye: Funeral Planning for Th ose 
Who Don’t Plan to Die provides the informa-
tion, inspiration and tools to plan and im-
plement creative, meaningful and memo-
rable end-of-life rituals for people and their 
pets. Th e book addresses the baby boomer 
generation with gentle humor on the vital 

information about funeral 
arrangements most people 
don’t learn about until faced 
with a death in the family. 
A Good Goodbye was Best 
of Show winner in the 2011 
New Mexico Book Awards, 
and a fi nalist in ForeWord 
Reviews’ 2010 Book of the 
Year Award.
 Gail Rubin, CT, is a pio-
neering death educator who 
works with companies and 
organizations to connect 
with baby boomers con-
cerned about end-of-life is-

sues. A featured speaker at TEDxABQ in 
2015, she’s the author of three books on end-
of-life issues, including her latest title, KICK-
ING THE BUCKET LIST: 100 Downsizing 
and Organizing Th ings to Do Before You Die. 
 She’s a Certifi ed Funeral Celebrant and 
writes Th e Family Plot Blog as well as articles 
for funeral trade publications. Gail Rubin 
was one of the fi rst people to host a Death 
Café in the United States, and she is coor-
dinating the inaugural “Before I Die” Albu-
querque festival October 20-24, 2017.
 To provide your thoughts on changes 
in funeral service today, contact Gail Ru-
bin by email, Gail@AGoodGoodbye.com 
or call 505-265-7215 to arrange an in-
terview. Find more information online at 
www.AGoodGoodbye.com.

http://www.facebook.com/Nomis.Publications/
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mailto:info@nomispublications.com
http://www.nomispublications.com/
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nd I say unto you,
Ask, and it shall be
given you; seek, and ye
shall find; knock, and
it shall be opened unto
you.

~ Luke 11:9 (KJV)

PHOTOGRAPHY:  Queen 
butterflies, Texas Hill Country  
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Honor   Vase, Inc.

1-877-556-5454
honorvase.com • honorvase@att.net

Manufacturer of the only Mausoleum Flat Vase
Introduces the 

Cremation Flat Vase
Ideal for cremation niches and small 

areas where fewer fl owers are desired
White polypropylene plastic. 

Hangers available in Chrome or 
Bronze.  Measures 2” x 5”

Lake Charles, LA 70601

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 Nancy Weil

What’s Your 
Plan?

 September is typically a time when programs start 
back up. Summer vacations have ended. School is back 
in session. Clubs begin their membership drives to at-
tract new members. Th e year is heading towards its 
conclusion and the next fi ve months can be critical to 
your business. It is all about having a plan…a plan to 
get out, bring in and be amazing.
 Get Out – Th e days of people lining up at your door 
are over. Unless someone has had a death in the fam-
ily, they think they have no need for you. We know 
otherwise, but pre-arranging their funeral and burial is 
something people momentarily entertain and then get 
busy doing other things. Out of sight, out of mind be-
comes the motto of the day. 
 To change that thinking, you have to be in their sight 
and their mind. Th e best way to do this is to go out and 
present in front of groups. Many are making plans for 
their meeting schedules – the women’s groups, the se-
nior living facilities, churches and more have need for 
a presenter and one that comes with a no cost price tag 
is especially in demand. 
 While you can off er a pre-need talk, a cremation sem-
inar or a fi nancial planning for the fi nal year’s program, 

Random Random 
MusingsMusings

these are not often the ones that get me booked. It is the 
laughter, the grief, the stress relief, the fun and interest-
ing topics that get me in the door. So who do you have 
on your staff  with an interesting hobby? An avid golfer 
with tips to share? A home crafter who can teach a simple 
holiday craft? A history or trivia nut who can teach while 
entertaining? 
 Come up with some topics, make a list of area groups you 
want to meet and mail out a fl yer letting them know you 
are available to come to their meeting or next gathering.
 Once there be sure to bring brochures and business 
cards, but don’t make it a sales pitch or you will never be 
asked back. Th e best programs are the ones that lead to 
ongoing relationships and return bookings. 
 Bring In – Do you have plans for a Veterans Day event? 
A holiday remembrance service? A cremation seminar? A 
Soul Injury event? What are you planning that will bring 
the public into your building? Most people who come 
through your doors are there due to a death of someone 
they love. Your exposure to them is limited to taking care 
of their immediate needs. When you host an event it al-
lows you to meet people on a more informal level. You 
and your staff  can get to know people on a diff erent level 
and, even better, they can get to know you. 
 Th ere is also a benefi t just to reach out to those you have 
served even if they don’t attend. By mailing out an invi-
tation it lets them know you are thinking of them and 
reminds them you are still a part of their world. I have 
received many phone calls from clients thanking me for 
the invitation, but needing to decline. Th is then leads to 
a deeper conversation and a connection that lasts. 
 I have planned many events over the years, so if you 
need help with the details or thinking of ideas, just give 
me a call. No excuses, no resistance, in the words of Nike, 
“Just do it!”
 Be Amazing – None of the above matters if you and 
your staff  are not amazing at what you do. It won’t mat-
ter what you do if your funeral home or cemetery is out-

dated or dirty. However if you have a place and a staff  
you are proud of, then why not show it off ? If you are 
able to “wow” those you serve, then why not off er an-
other opportunity to dazzle them and make their day 
a little better? 
 It’s August. Th e next fi ve mont hs will go by and 
2017 will give way to 2018 whether you plan some-
thing or not. Th e choice is yours. I know what I’m 
doing, do you?

 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. 

www.nomispublications.com
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exchange ideas.BlogsBlogs

Cremation Society of Minnesota Joins 
Foundation Partners Group 

(L to R) Mark Waterston, Cremation Society of Minnesota; Bob Bukala, President and CEO 
of Foundation Partners Group; and Kevin Waterston, President of The Cremation Society 
of Minnesota stand outside their Edina MN facility, one of the fi ve locations that joined 
Foundation Partners Group .

ORLANDO,FL— Foundation Partners 
Group (FPG), a leading provider of in-
novative funeral, cemetery and cremation 
experiences and products, has announced 
the acquisition of the Cremation Society 
of Minnesota and First Memorial Fu-
neral Chapel. Th e fi rm’s fi ve operations 
are the fi rst Foundation Partners Group 
locations in the state of Minnesota.
 “We are very excited to welcome the 
Cremation Society of Minnesota to the 
FPG family,” stated Bob Bukala, FPG 
president and CEO. “Kevin Waterston
and his brother, Mark, are recognized 
as cremation ‘pioneers’ and have grown 
their operation to the point where near-
ly one out of every fi ve cremations in 
the state of Minnesota is handled by the 
Cremation Society of Minnesota. In ad-
dition, they both have been industry 
leaders, given their roles as past presi-
dents of the Cremation Association of 
North America. Like Foundation Part-
ners Group, the Waterston family has 
truly embraced cremation.”

Leo Waterston founded the Waterston 
Funeral Home in 1955 (which subse-

quently became the First Memorial Cha-
pel) at the current Nicollet Avenue loca-
tion in Minneapolis. In the early 1980’s, 
with the rising cremation rate in Minne-
sota and across the country, the Water-
ston’s capitalized on this trend and start-
ed the Cremation Society of Minnesota. 
Over the next thirty years, the Waterston 
family added four additional locations in 
Edina, Duluth, St. Paul and the Brooklyn 
Park area of Minneapolis.
 “When we fi rst began to explore the pos-
sible sale of our business, we wanted to 
ensure our partner viewed cremation the 
way we do,” commented Kevin Water-
ston, president of the Cremation Society 
of Minnesota. “With the cremation rate 
in Minnesota now over 60 percent, Foun-
dation Partners Group is clearly the best 
option to help take us to the next level in 
how we address the needs of our families 
that choose cremation. Just as important, 
Foundation Partners brings a wealth of re-
sources to our employees in the form of 
improved benefi ts and career opportuni-
ties that we as an independent company 

CONTINUED ON PAGE A20
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 Tongue and groove
   lid-to-base connection 
   for maximum strength.
 Green Velour Lining in
   Gold and White PYRAMIDS

We are a cemetery, crematory and mausoleum product supplier.
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Authentic

feature the exclusive green and gold Triple H Company logo
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               Cremation Urn Vaults. Proven in use. ®

 Two sizes – Original 9”x9”x14  ½”
   Over 900 cubic inches
   Accommodates most urns, 
   three per carton.
   Oversized – 9”x13”x14  ½”
   Double urn burials and larger urns, 
   over 1300 cubic inches, one per carton

 Oversized lid manufactured                      
   with top connected to 4” 
   extension. Gives operator  
   one solid one piece sealed 
   connection.
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    Committal Services.

 Solid Gray Granite Texture    
   Inside and Outside for 
   Consistent  Appearance.

 Three colors – Gray Granite, Antique
   Metallic Gold or Permanent Peace White.
 Lightweight, high-impact polystyrene.
 Lids interchangeable with common
   vault base bottom.
 Sealer included with each vault.

CCCCCCCCCrrrrrrrreeeeeeemmmmmmmaaaaaaaaaatttttttttttiiiiiiiiiiooooooooooooooooonnnnnnnnnnnnnn UUUUUUUUUUUUUUUUrrrrrrrrrnnnnnnnnnnn  VVVVVVVVVVaaaaaaaaaauuuuuuulllltttttttssssss....                       

®

®

 SSSoSSoSooooolorlororororo s –s –s –s –s GrGrGrGrraaayyaay GGraGraGraGraGraGraGrGG nitnitnnitnitnitniteeeeeee AnAntAnAnAnAntAnttttn iququiquiquiqquuiii ueeeee  SSSSSSSlllll GGGG GGGGGGGG itititt AAAA tAA tttA tAAAA iiii  ExExExExExExxcelcecelcelcelcelcellelenleenenleenl nt ft ft ft ft fffor or oror orororaaaaninitninittttnnn e Teeee Te TTTTextextextextextxtexe ureureureureurerer     

NEW MORTUARY REMOVAL TOOL
WHEELS MAKE IT EASIER ON YOUR BACK!

SEE IT IN ACTION:
watch the video at

www.waukboard.com

 

By Christopher Kuhnen

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

Advance Advance 
Funeral Funeral 

PlanningPlanning

and read up on the subject. Allow yourself to be 
mentored by professional sales agents who have ex-
hibited these superior selling skills. If all else fails, 
please reach out and contact me! I have a wealth of 
informative and educational “white papers” on the 
subject that will be of great help to you. I will freely 
share them with you – just e-mail me at ckuhnen@
ufl ife.com. 

perform at their best, if you don’t properly train, support 
and motivate them?
 Have we become over-reliant on CRM technology, so-
cial media and sales processes? Based on what I have heard 
and seen, I believe we have. Rather than using all these 
new tools to complement what we already had, we have 
forgotten why people actually buy. And we most certain-
ly have forgotten to take into account how our families 
want to buy.
 Th e vast majority of sales content these days refers to 
social-media activity, prospect attraction, lead manage-
ment, etc. Precious little off ers advice on how to actually 
develop pre-need sales selling skills. It’s almost as if it has 
become passé to mention such things.
 Being a qualifi ed, preeminent pre-need sales agent is 
more than just being an “order taker”. Th ere is a pro-
found set of quality, ethical, interpersonal selling skills at-
tributes that come into play with each and every individ-
ual you meet. No two sales calls are ever exactly the same. 
Th ey are all unique and diff erent. 
 So here’s a wake-up call for all front-line pre-need sales 
managers and agents. It really doesn’t matter how effi  cient 
your lead-tracking system is or how organized your CRM 
system has compelled you to become or how much time 
you spend cultivating your Twitter/LinkedIn/Facebook/
Blog or other on-line presence. If you do not possess the 
basic 101 sales selling skills necessary to eff ectively perform 
your job, you are going to fail sooner rather than later. 
 I encourage all pre-need sales agents (beginner or ad-
vanced) to attend a specialized sales skills training pro-
gram, workshop or seminar. Go to the public library 

 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.
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Have Pre-Need Agents 
Forgotten How to Sell?

 Once again this year I made the rounds at numer-
ous state funeral directors association conventions. I 
met and chatted with dozens of pre-need sales agents. 
Some agents were working their craft on a part time 
basis, but the majority were dedicated to 40+ hours per 
week.
 One thing I noticed this year (as in the past two years) 
is that the standards of pre-need selling have spiraled 
downward alarmingly. Th e quality of selling agents 
warm-up, discovery, educational and closing skills be-
ing displayed is worse than I have ever witnessed, and 
funeral home owners are investing less and less in their 
front-line sales teams while expecting higher levels of 
achievement. How can you expect your sales agents to 

urday in April 2017. It was a beautiful spring day in 
Utah. We got to see the sun but better yet, also to feel 
the warmth of its rays on our backs. It was the end of 
a beautiful funeral service for a wonderful young man. 
He was loved by so many. I did not know him, but I lis-
tened to his funeral and I could hear about his accom-
plishments and his struggles. After the graveside service 
concluded and everyone in attendance was mingling 
around, I stepped away to spend a relaxing moment 
looking at the clover patches. With the sunlight shin-
ing down, the colors of the clover seemed to be more 
beautiful and more radiant that day than any other. I 
saw this beautiful patch of clover just on the other side 
of the road. It was calling to me to come and see its 
beauty. I wondered with it being so close to the road, 
if those clovers would be beautiful or not. Th ey could 
be driven over and crushed or stepped on and bro-
ken. When I got there I noticed some were, but then 
I looked closer to the ground. Th e thought never oc-
curred to me that clover could be so young and small 
but there they were; small and youthful looking living 
under the protection of the older, larger and wiser clo-
vers. Th at is where I found it, a beautiful young four 
leaf clover. Its color was perfect. I wondered to myself, 
how it could have survived, but it had.
 I picked that clover in its youth just like the Lord 
our Savior had done with your child. He also picked 
his brightest and his best. I prepared the four leaf clo-

Hope Faith Love Luck – Four Leaf Clovers 
By George H. “Tracey” Franklin III, CFSP

George H. “Tracy” Franklin III

 I will always remember April 2017, because life moves 
fast and at times, the simple aspect of peace can come 
from how you spend your time.
 I like the line from the movie, The Last Samurai
when Katsumoto was talking about cherry blossoms, 
“The perfect blossom is a rare thing. You could spend 
your life looking for one, and it would not be a wasted 
life.” This is true for any endeavor, not for just cherry 
blossoms. For me, it brings me much joy and relax-
ation looking at the beauty of clovers. When you see 
a clover field, many see a patch of weeds. Upon closer 
inspection, the clovers themselves are in many differ-
ent stages of life. Some are diseased and dying, some 
are bruised, broken and torn, some are big, bright and 
beautiful in color and lastly, some are small and young 

with the fullness of life 
ahead.
 Th is brings me to a Sat-

CONTINUED ON PAGE A10
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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.

GUARANTEED 
1 UNIT IN STOCK 

ON THE 1ST OF EACH MONTH!

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.
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 How does kindness eff ect business? One question 
may provide part of the answer. What is customer ser-
vice? Is it solving a problem? Of course it is because 
most of us in need of service are having a problem that 
we need a company to solve and it is more than that. 
Th e art of customer service lies in the representative’s 
ability to feel our pain and, in the same breath, give us 
the kindness we need to catch ours. 
 Are you asking: catch my breath? Why do I need to 
catch my breath when it is their company that needs 
to solve the problem they are causing me? You are not 
alone. Th is is the space almost all of us are in when we 
speak to customer service. We are seeing red. 
 Th e problem that makes us want to reach out to a 
company is often the tipping point that makes us want 
to unleash our frustration on the one we see as the 
cause of our aggravation and frustration: the person 
that represents the company. Th is could be the repre-
sentative that answers the 800 number; the gate agent 
that announces our fl ight is not taking off  any time 

nies become that much better at serving our custom-
ers. Just a thought, I look forward to learning yours. 
Please join in the conversation on the Let’s Chat blog 
at www.nomispublications.com/blog.aspx, give me a 
ring at (781) 331-5308, or if you prefer email me at 
kristan@mooneytunco.com. 

soon, the waiter that brings us a raw or burnt meal, 
or the answering service that takes our message with-
out any regard for the pain we are in or the answers we 
need.
 What happens if we look at customer service in a dif-
ferent way? Rather than seeing them as the ones who 
are there to correct our problem. What happens if we 
realize those that serve are there to correct all of the 
problems of all the people they come in contact with 
on their shift? In this light do you see how they take the 
brunt of everyone’s problems while we have the luxury 
of only having to deal with our own challenge?
 Another way to look at it is that our frustration gives 
us unique opportunities to express even greater kind-
ness. Th ink about it: what would happen if every time 
our frustration meter rises we chose to take a step back 
and see that our problem is just one that this person is 
trying to solve for their company and us? In this light 
we could help the company solve our problem by let-
ting their customer service person take a breath from 
the last person’s screaming and frustration so that they 
could employ all the company’s resources to help us. 
 Th is is not always possible. We are human and there 
will be times when our problems trump all others. In 
these moments I pray that we will take a moment to 
catch our own breath before we reach out to ask some-
one at a company to solve the problem that we know 
their company is causing us.
 When we realize that our frustration is the barom-
eter that tells us how much more kindness we need to 
give we may be able to help ourselves and our compa-

Mark, Jenny and their son Ayden Ballard at a Traditional 
Blessing at the Grand Opening of the Ballard Family Moanalua 
Mortuary in 2016. 

Ballard Family Mortuary Kona, Hawaii Island

Ballard Family Mortuary Moanalua – Oahu

Ballard Family Mortuary Group serves Hawaii
Continued fr om Front Page

istered licensed mortician and funeral director in Kentucky 
and Hawaii. Ballard said he sold two funeral homes in Rich-
mond, IN to fi nance the Maui venture. He had been scouting 
for a Maui location for three years, and settled on Maui Busi-
ness Park because it is the most visible and centrally located. 
 In 2003, with the continued success of Ballard Family 
Mortuary, Ballard quietly bought out two neighbor is-

land mortuaries and a cemetery: Borthwick Norman’s 
Mortuary of Maui (now called Norman’s Mortuary), 
Borthwick Hawaii Funeral Home of Hilo, Hawaii 
(now called Ballard Family Mortuary – Hilo), and Val-
ley Isle Memorial  Park & Cemetery in Haiku, Maui. 

Mark and Jenny Ballard could then off er a wide vari-
ety of burial options on a 23-acre cemetery overlooking 
the Pacifi c, with dedicated staff  providing custom mark-
ers, a columbarium, urn niches, a mausoleum, lawn and 

CONTINUED ON PAGE A25
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Annual

RED HOT  
MARKETING SAVINGS 

• Facebook Ads
• Training Systems
• TV Ads
• Packages for Blogs &  

Newsletter Content
• Brochures

Check out hot deals and special prizes at mkjmarketing.com  
Prefer to call? 888-655-1566

Now through August 31st

To help funeral homes/cemeteries take advantage of Fall 
advertising, MKJ presents summer savings...and prizes!

Want to save money? Want the best marketing? Act now to 
receive valuable gifts.

• Website Upgrades and Add-ons
• Cremation E-Commerce Websites
• ...and more!

Get all the details at www.mkjmarketing.com/summersizzler

2 LOCATIONS:
1501 Belcher Rd. S.  |  Bldg B  |  Largo, FL 33771

7978 Coley Davis Rd.  |  Suite 102  |  Nashville, TN  37221©2017 MKJ Marketing
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Clear Choices
• A/V Closures
   - Anus and Vaginal Closure device, stops bodily fluid and Gaseous Odors

• Multi-Closures 
   - Closes openings caused by: I.V. Lines, Hypodermic Incisions, 
  Trocar Punctures, Radial Incisions, Tracheotomies, and feeding tubes.

INNOVATIVE SUPPLY INC. 

800-890-0558
innovativesupplyinc.com

Available at all Major Suppliers

By Atty. Harvey I. Lapin

LegalLegal
 Speak Speak

 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.
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Avoiding 
Cremation Litigation

 Cremation litigation still is the most prevalent type of liti-
gation involving the industry. Th e purpose of this article is to 
provide industry members with some protective measures and 
guidelines to avoid this type of litigation. 
 Th e fi rst protective measure is to be familiar with all of the re-
quirements for crematories in the state or states where your busi-
ness operates. Education is the primary tool to prevent a law vio-
lation and also for avoiding situations that could cause litigation. 
 Th e second protective measure is to continually monitor your 
operations. Employees that have not been properly trained cause 
most of the mistakes that lead to litigation. An owner should 
constantly inspect the premises, implement improvements, 
monitor employees and establish training procedures. 
 Th e third protective measure is to develop forms that protect 
your business. Th e fi rst line of protection in the cremation area 
is a good cremation authorization form. Th e Cremation Associ-
ation of North America has a model form that can be used as a 
guide. Other national associations and some state associations 
have forms. Develop operational forms that assure your employ-
ees do not make mistakes in the cremation process. 
 Th e fourth protective measure is to establish a defi nite com-
plaint procedure to handle problems. See Rule 10 of the Ten 
Commandments of Cremation Documentation discussed be-
low.
 Th e fi fth protective measure is to have the proper insurance 
coverage. Th is topic has been discussed in previous columns.
 Several years ago the author developed a listing of 10 rules for 
documenting cremation that were designed to assist members of 
the industry in avoiding problems. Th ese rules are now referred 
to as the Ten Commandments of Cremation Documentation. 
You should make a copy of these rules and hang them in a suit-
able place as a reminder for your employees and you. 

1. THOU SHALL HAVE AVAILABLE FOR EASY REFERENCE THE 
STATE LAWS APPLICABLE TO CREMATION 
 Every state has laws that specifi cally apply to cremation. Some 
have very detailed comprehensive laws. Other states may only 
have limited laws primarily dealing with the disposition of cre-
mated remains or the length of time a funeral director is re-
quired to hold unclaimed cremated remains prior to making 
disposition arrangements for them. You should be familiar with 
the state laws that apply to your crematory, cemetery and funeral 
home and have a copy of the relevant provisions readily available 
for reference. 

2. THOU SHALL ESTABLISH FORMS AND FIXED PROCE-
DURES FOR DOCUMENTING A CREMATION SERVICE
 Samples of cremation forms have been published or distribut-
ed by the various national and some state industry trade associa-
tions. A crematory operator should confi rm that these forms are 
in compliance with state laws before using them. Do not borrow 

other industry member’s forms without being sure the forms are in 
compliance with the laws of the state in which you operate. Every 
crematory should establish a defi nite procedure for documenting 
all steps of the cremation process and that procedure should be fol-
lowed without variance in every case. 

3. THOU SHALL ALWAYS FOLLOW THE ESTABLISHED PROCE-
DURES
 Th e failure to follow the established procedures is often the reason 
for losing litigation or being required to settle a case when the cre-
matory would have been protected if the procedures were followed. 
Do not take shortcuts and train your personnel to perform in the 
right way. Th e author was an expert witness in a lawsuit involving 
the disposition of the remains of a stillborn child. Th e funeral direc-
tor defendant had not obtained any documents from the hospital 
when picking up the body, did not fi le for a death certifi cate and did 
not obtain a cremation permit under state law. Th e funeral director 
responded to an inquiry as to the reason the procedures were not 
followed was the services were free and therefore no requirement to 
comply with proper procedures or state laws. Obviously, not charg-
ing for the service was no defense.

4. THOU SHALL HAVE AN UP TO DATE CREMATION AUTHORIZA-
TION FORM THAT COMPLIES WITH STATE LAW AND CURRENT 
INDUSTRY PRACTICES
 Model Cremation Authorization Forms are available from some 
of the national and some state industry trade associations. Unfor-
tunately, many industry members have not used these forms to up-
date their own forms. Th e Cremation Authorization Form you use 
should be reviewed and revised on a regular basis. Clearly, when 
there is a change in the law of your state, the form should be revised. 
Some state laws contain defi nite requirements for the authorization 
form. Th e failure to comply with those requirements can cause sig-
nifi cant problems in a dispute. Th e Cremation Authorization Form 
is one of the best protections any crematory has for avoiding litiga-
tion. 

5. THOU SHALL HAVE AN UP TO DATE CREMATION EXPLANA-
TION FORM
 During the extensive litigation in California, one of the consum-
er complaints was failure to understand the cremation process. Th e 
industry was severely criticized for not providing an easy to under-
stand explanation and making sure that the consumer read and 
understood it. Some operators have indicated that it is diffi  cult or 
intrusive to explain the process to someone who is dealing with a 
recent death of a loved one. While this may be true, if the proce-
dure is not followed consistently in all cases, it will be the operator 
or funeral home that will bear the burden of a complaint fi led later 
on by that same consumer. It does not pay to take shortcuts.

6. THOU SHALL REQUIRE ALL FUNERAL DIRECTORS TO USE THE 
FORMS AND HAVE THEM PROPERLY DOCUMENTED
 Sometime local funeral directors will not use a proper cremation 
authorization form because it appears to be too long or is too de-
tailed. If this happens to you, meet with these funeral directors you 
provide cremation services for and explain the reasons it is impor-
tant to use your Cremation Authorization Form. In most cases, this 
will alleviate the problem. If a funeral director still refuses to use 
your Cremation Authorization Form, have that funeral director 
provide you with an indemnifi cation and hold harmless agreement 
against any claim that might be fi led because of his/her failure to use 
your Cremation Authorization Form. 

7. THOU SHALL CONFIRM OR HAVE A PROCEDURE FOR CON-
FIRMING THE IDENTIFICATION OF THE PERSON EXECUTING 
THE FORM
 A good Cremation Authorization Form protects a crematory and 
the funeral director from anyone claiming that the cremation ser-
vice was not properly authorized. However, this protection is based 

on the fact that the person signing the form is, in fact, the prop-
er person. When you are dealing with someone you do not 
know, obtain some confi rmation of identity. Request a form of 
identifi cation, such as a driver’s license, and make a copy of it 
for the fi le. If you have any concerns about the identifi cation of 
the authorizing party do not proceed with the cremation. 

8. THOU SHALL CONFIRM OR HAVE A PROCEDURE FOR 
CONFIRMING THE IDENTIFICATION OF THE DECEASED
 Mistakes do happen but cremation is not reversible. A crema-
tory must be even more careful to avoid mistakes than any oth-
er segment of the industry. Crematories must establish the pro-
cedures to avoid cremating the wrong body. Th ese procedures 
run from establishing an identifi cation procedure to marking 
and identifying the human remains and the cremated remains 
throughout the total cremation process.

9. THOU SHALL TRAIN ALL EMPLOYEES AND MONITOR 
THEIR ACTIVITIES
 Many crematory owners attend the various national and state 
association meetings to obtain the latest information and take 
advantage of training programs for operators. Unfortunately, 
this information is not always distributed to other staff  mem-
bers. When you receive up to date information, a meeting with 
all personnel should be arranged to discuss the information. 
Personnel should be trained on new procedures and compliance 
with changes should be monitored. Th is type of a training pro-
gram is important to have in place when you have to respond to 
a governmental inquiry or an attorney representing someone in 
a lawsuit about the methods you follow in your business.

10. THOU SHALL QUICKLY RESOLVE ALL COMPLAINTS AND 
OBTAIN APPROPRIATE RELEASES, IF POSSIBLE. 
 It has been the author’s experience that complaints that are 
not dealt with in an expeditious and fair manner are usually the 
ones that end up in litigation. When a consumer complains, 
deal with it. Have someone in your organization handle com-
plaints, someone who is good at dealing with people. Remem-
ber, settling the matter quickly may be less expensive in the long 
run than letting a dispute fester into a lawsuit. If you are able 
to settle a complaint, document that complaint and, if possible, 
obtain a release from the complaining party. Th e author was re-
cently involved in a potential problem that could have led to 
major litigation. A quick response satisfi ed the family and there 
was no problem obtaining a release form. You should have re-
lease forms available for immediate use. However, when you re-
spond try and deal with the problem do not just off er money. 

 This article is for the information of subscribers and does not 
constitute legal advice about this subject. All subscribers should ac-
cordingly consult with their own attorney to make sure they are in 
compliance with the laws in their state.

ver and preserved it just as I have done with many 
other four leaf clovers I have found in the past. I have 
kept some of the ones I have found, others I have giv-
en to family members, but this one is for you to keep, 
to remember your beautiful child and that special day 
in April.
 A four leaf clover brings luck to the one who carries it, it 
brings hope for our future, faith in each other and in God 
and lastly, it brings love to one another. 

Tracy Franklin grew up in Germany and South Caro-
lina. He is an Eagle Scout. Frankin graduated from Sum-
merville High School in Summerville, SC, received his As-
sociate of Applied Science degree in Mortuary Science from 
Arapaho Community College in Littleton, CO, and gradu-
ated from the Leadership Northern Utah Academy in 2007. 
Franklin began his funeral career 1994 in Ogden, UT and 
is currently the general manager of Myers Mortuary in Roy, 
UT. Franklin is a member of the Ogden/Weber Chamber of 
Commerce, the Utah Funeral Directors Association, the Na-
tional Funeral Directors Association and a member of the 
Utah Share Support group for Infant and Stillborn loss. He 
received is CFSP from the Academy of Professional Funeral 
Service Practice in 2006. He is currently a resident of Roy, 
UT with his wife, Patricia and their seven teenagers. He en-
joys camping, hunting, fi shing, hiking, cooking and is ac-
tively involved in the Boy Scouts of America.

Hope Faith Love Luck – 
Four Leaf Clovers 
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1036 - 3CO
EMBALMING  TABLE
COLLECTOR
•Removable Strainer Drain 
•Variable Flow Control
•Sleek, low profile
•All Stainless Steel Construction

M691 
SCISSOR LIFT

FOLLOW US ON TWITTER

@MORTECHMFG 

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

NEW ITEM
7009 - 4

DEPLOYABLE CADAVER 
STORAGE RACK 

•Available in 4 tier only
•(6) Locking Casters 

•Collapses to about 1 foot
•Gray powder coated Steel

7009 - 4
DEPLOYABLE CADAVER 

STORAGE RACK 

•Available in 4 tier only
•(6) Locking Casters 

•Collapses to about 1 foot
•Gray powder coated Steel

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

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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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

PREMIUM GLOVES
Available in S,M,L,XL 

1036 - 3CO
EMBALMING  TABLE
COLLECTOR

Removable Strainer Drain

SCISSOR LIFT

NEW AND
IMPROVED
1036-2SE 
STAINLESS STEEL
WALL - MOUNTED
SERVICE STATION

STAINLESS STEEL 
EMBALMING STATION  
1036 -9M
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no freakin’ clue as to what to do.” He continues, “ARE 
YOU FREAKIN’ KIDDING ME!!!!!??????” (All empha-
sis by the reviewers.) 
 Overcharging from the original quote was another fre-
quent complaint: A Fairfi eld, CA customer wrote: “Th is 
place broke my heart. My loved one died unexpectedly 
on a weekend. His next of kin are 2 children. I explained 
the situation and got a quote. Th en I called 4 times a day 
until they emailed me the contract. It was 400 dollars 
plus more than the fi rst quote. When I explained out-
rage they said, basically, it’s too bad.”
 Th ere is no question that funeral service has changed. 
Th ere is no question that more and more families are 
seeking new solutions to their special person’s death. 
Th ere is no question that fi nal care providers must be in-
novative, ethical and embedded in their pursuit to assist 
every family from the shock of death to the fi rst steps of 
recapturing a day without devastating grief.
 We watch funeral service slide down the slippery slope. 
Th e quality practitioners of funeral service become 
afraid when the casketed calls become cremation cases. 
Th ey lower their price, or discount their price, to meet 
the low cost usurper who appears on their horizon.
 I practice funeral service. I service 82% cremation. 
Th ere are other fi rms in my market share that are deter-
mined to take families away due to a lower price. If we 
fully acquiesce to their level are we really providing the 
care of healing that we were taught? Are we now so busy 
with low cost calls that any counsel to the family about 
veterans benefi ts, insurance claims, grief resources are 
forgotten due to the lower income and staff  reductions?
 Why did we enter funeral service? If it was to fulfi ll 
what Heritage had hoped for, then it is not funeral ser-
vice, it is commodity disposition. Th is problem is ours 
to solve; remain true to your calling. It is truly better to 
have fewer calls, letting the price shoppers fi nd the foils, 
but to maintain your integrity, and your income, as the 
funeral director you want to be. Eventually, the public 
will discover the diff erence.

“Trust me, of all people, I understand  a situation where you 
need to count pennies, but this sh_t ain’t worth it. Please 
save yourself the heartache and protect your dignity…spend 
a couple of extra hundred to do it right and with people 
who really do care.” –Anne M., Woodbridge, VA on Yelp

ObservationsObservations

A Heritage 
of Deceit

“When one with honeyed words but evil mind persuades 
the mob, great woes befall the state.”  –Euripides, Orestes

 Massachusetts citizens’ complaints of a Colorado 
based cremation provider helped put the fi nal nails in 
their respective cremation containers.
 On June 6, 2017, the Colorado Offi  ce of Funeral 
Home and Crematory Registration suspended the regis-
tration of Heritage Cremation Provider, LLC for fail-
ing to notify customers that it subcontracted its crema-
tion services.
 Heritage Cremation Provider, LLC and its affi  liated 
company, Legacy Funeral Services, LLC, with an of-
fi ce in Colorado Springs, CO, is not a funeral home, 
nor is it a crematory. It is a website advertising low cost 
cremation services from $695-$1395. Th ey give the ap-
pearance as a local fi rm. Th ey state they are “family-
owned and operated,” providing a “strictly confi dential 
and certifi ed cremation.” Th ey fi nd local funeral homes 
that will provide the removal from place of death and 
the cremation procedure. Th e problem is Heritage/Leg-
acy is not licensed in the states they are advertising in.
 Th e owners of Heritage have a pimply past. According 
to CBS4 in Miami, Joseph Damiano was “dubbed the 
Body Baron of Broward County.” In 2002, according 
to CBS4, he was arrested on charges he ran an “illegal 
crematorium.” Allegations and lawsuits came later for 
allegedly “supplying bodies without the family’s permis-
sion for embalming classes at Lynn University in Boca 
Raton.” His son, Anthony Joseph “AJ” or “Tony” Dami-
ano, pleaded guilty, and was banned from the funeral 
business for ten years for “operating without a license.” 
When the ban ended they planned the Heritage/Legacy 
fi rms.
 Th e Better Business Bureau of Southern Colorado re-
ports that Heritage Cremation Provider, LLC has re-
ceived 1.07 out of 5 stars for a rating of F. Th ey list 14 
complaints on their site.
 Several of the states they advertise in have taken direct 
action against Heritage/Legacy. Massachusetts has iden-

tifi ed them as illegally operating in the Bay State. Th ey 
passed along their citizens’ complaints to Colorado 
to assist in getting their registration suspended in the 
Centennial state. Georgia issued a “cease and desist” 
order against the fi rm as did many other states. Flori-
da’s formal cease and desist order outlined their alleged 
presentation of “false and fraudulent documents” to 
licensed Florida funeral fi rms to perform their crema-
tions. Th e order stated that Heritage implied that they 
were licensed and authorized to perform cremation 
services in Florida. Heritage would make the arrange-
ments, contract with the family and accept payment 
for the cremations performed for families contacting 
their website. 
 Minnesota Department of Health investigated and 
ordered heritage to “cease providing licensed activities 
in Minnesota.” Th e Wisconsin Funeral Directors Associ-
ation is investigating claims by its members, who per-
formed cremations for Heritage, that they have not 
been paid. Th e Ohio Funeral Directors Association is-
sued an alert, authored by NFDA General Coun-
sel Scott Gilligan warning of dealing with Heritage. 
NFDA also issued Gilligan’s warning to its national 
membership
 North Carolina Board of Funeral Services fi led an in-
junction against Heritage. It warned its members that 
providing services for Heritage “would constitute aid-
ing and abetting the unlicensed practices of funeral 
service.” 
 Oregon’s State Mortuary and Cemetery Board stated 
Heritage’s website’s claims “constitute a sales presenta-
tion or practice that conceals or misstates a material 
fact.” Th e punishment for such a violation is $10,000.
 Yelp has posted many scathing reviews of the Heri-
tage/Legacy fi rm. One Ohio family, in a lengthy griev-
ance, presents this charge: “And if that is not enough 
for you – they REFUSED TO TELL ME WHERE 
MY DEAD GRANDMOTHER WAS BEING 
HELD. Yep – they refused to tell me the name of the 
local funeral home who picked up her body” (empha-
sis by the reviewer). 
 Other claims against the fi rm included delay in cre-
mation. A Minnesota customer writes: “When I asked 
for the timing of the actual cremation of my loved one 
3 days after death, they told me, ‘we had 150 units last 
week so we are running behind.’ It is day 29 and some-
one just called me back to check information on death 
certifi cate.” From a Woodridge, VA customer, “My fa-
ther passed Monday, 10/19.” Th ey returned the paper-
work for cremation on Tuesday, 10/20. “So here it is 
WEDNESDAY planning for details of his celebration 
of life and we get a call from Heritage advising us that 
they “regret to inform us that they have found them-
selves in an overbooked situation and are now unable 
to pick up our father, leaving us high and dry with 

By Steven Palmer

 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.
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Hearse Car Show to Attempt Guinness Record 

hearse collectors, banning together to celebrate the histo-
ry and love for this iconic vehicle. Th e goal is to have no 
less than 110 hearses participate in the Guinness World 
Record attempt for the longest parade of hearses.
 “We are urging anyone who owns a hearse to join forc-
es,” said Morey. “Together we can accomplish big things, 
and working together we can bring the record back 
home.”
 Find more information on the Northern Michigan 
Hearse Cruise on the web at www.hearseshow.com or call 
Jeff  at 989-390-1133.

GAYLORD,MI—Th e Northern Michigan Hearse Cruise 
will be hosting their fi fth annual car show and cruise. Th is 
two day event begins Friday May 25, 2018 in downtown 
Gaylord under the Pavilion. “Th e hearses come from 
across the country,” said Jeff  Morey, the founder of the 
cruise. “We have had cars from New York, Ohio, Indiana 
and all over our great state in the last 4 years.”
 On Saturday May 26th the Cruise will feature a Guin-
ness World Record attempt. Th e group is hoping to host 
an unprecedented number of funeral directors, specialty 
vehicle manufacturers, along with this eccentric group of www.nomispubl i cat ions . com

http://www.church-chapel.com/
mailto:steve@westcottfuneralhome.com
http://www.westcottfuneralhome.com/
http://www.nomispublications.com/
http://www.hearseshow.com/
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2017 NFDA International 
Convention & Expo

October 29 – November 1 • Boston, Massachusetts

 • Engaging educational sessions 

 • The world’s largest funeral service expo 

 • Networking with professionals from more than 
    40 countries

 • And so much more! 

Stay through Wednesday evening for an exclusive dinner cruise 
aboard the Spirit of Boston!

Register Today  
nfda.org/boston2017

 

http://www.nfda.org/boston2017
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ALLSTATE 
BUSINESS SHIELD
for Funeral Homes 

Customized coverage your 
business deserves, so you can 

focus on what matters most...
the families you serve.

Alonzo Middleton
Serving 30+ Years
803-536-6185
amiddleton@allstate.com
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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

 

 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

higher the threat. In some cases, formaldehyde might in-
crease the chance of getting cancer even at levels too low 
to cause symptoms. 
 Respirators would eliminate most of these risks. Most 
employers would prefer not to use them when making 
an injection. Goggles would help, but they also fog up 
and essentially blind you to the task you are doing. Most 
employers would prefer not to provide respirators be-
cause of the red tape. Th e requirements of the respira-
tor standard are diffi  cult. Most funeral homes screw it 
up. N-95 particle masks really don’t off er much protec-
tion for formaldehyde either. Maybe that is why I haven’t 
written about this much. You see, I don’t have the an-
swers. Be alert if you are showing symptoms. Inform 
your employer. Th ey should consult a safety professional.

Editor’s Note: Gary Finch and the OSHA Compliance 
column will be on vacation next month. Th e column 
will return in the October issue. See archived columns 
from all of our contributors, as well as full issues of the 
Funeral Home & Cemetery News at www.nomispublica-
tions.com. 

Note to Embalmers: 
Formaldehyde Really is 

Dangerous

 One of the hazards I have focused on over the last 25 
years is formaldehyde. Most of the time the subject is 
about compliance threshold levels or personal protective 
equipment you should wear whenever you are around it. 
It’s about annual training and the best way to document 
it in case you are inspected. But it occurs to me that I have 
not written much about how formaldehyde makes you 
sick.
 What happens if you breathe too much of it? What hap-
pens if you spill it on you? And yes, what happens if you 
drink it? I swear, an employee of a former customer in 
Bryan, Texas did that. Maybe that is why OSHA says you 
should not be drinking cokes in the preparation room. I 
mean that to some, that cavity fl uid bottle can resemble a 
coke bottle. Really? Really. 
 Fortunately, OSHA and the CDC have the answers I 
am seeking. Th is means I don’t have to personally per-
form any exposure tests. First, we should all note that 

formaldehyde is a sensitizer. Th is means that 0.1 ppm ex-
posure may impact some people. At the same time, some 
people can tolerate much higher exposures without any ad-
verse eff ects. Because the results vary so much, there isn’t a 
lot written that one can really hang their hat on.
 Th at 0.1 ppm is lower than the rate most embalmers ex-
perience on a regular basis. Is this exposure aff ecting you? 
Do you have upper airway irritations? Do you have a dry or 
sore throat? Does your nose itch or burn? Do you have nasal 
congestion when you are around formaldehyde for an hour 
or two? It is very possible that many embalmers have at least 
some of the symptoms. In some respects, these are job asso-
ciated hazards. If your employer is operating within OSHA 
thresholds, you may have to accept the hazards. You may 
also be able to eff ectively cut your formaldehyde exposure.
 One symptom most embalmers have experienced at one 
time or another is itchy or scratch eyes. Others have experi-
enced nose bleeds. In general, someone that is more sensitive 
to formaldehyde and who is exposed to it over time is more 
likely to have symptoms. Someone who is exposed to higher 
amounts but over a short period of time is less likely to have 
symptoms. 
 Th ere are reasons why you should not continue to work in 
a situation where you constantly incur symptoms of over-ex-
posure. Mainly, cancer is a carcinogen. Over-exposure may 
cause cancer. Th e primary areas of concern are the nose and 
throat. Scientifi c research has not established an actual safe 
level where everyone is safe. What they have established is 
that the higher the exposure and the longer the exposure, the 
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McCall’s Marks 50 Years with $50,000 in Scholarships

tablished roots with churches, civic associations, social 
clubs and local schools. Th is community now needed a 
funeral home.
 Young James Alston had the privilege, or the burden, 
as a new law graduate, to be there for the laying of the 
keel and launching of the ship that proudly continues 
to sail these 50 years later. Th e founders were all about 
relevance, and Alston emphasized that the funeral home 
would be a unique member of the village from which 
it draws its clients. Th e business advanced without the 
safety net of a bank or any other fi nancial institution.
 McCall’s truly represents the blood, sweat and tears of 
these families; and despite the passing of the originators, 
James Alston has continued as the sole survivor and own-
er of the group. From a two room operation, McCall’s has 
grown to be the pace-setter of the funeral industry in the 
Bronx, Manhattan and Lower Westchester.
 At the December fund raising celebration, platitudes 
were exchanged, a page from the Congressional Record 
commemorating the event was presented, Westchester 
County Legislators presented proclamations and the 
souvenir journal documented several letters of felici-
tations from as far away as the Governor General of 
Jamaica, WI to prime ministers, ambassadors, assem-
blymen, District Attorneys, Governors, Congressmen, 
and other local politicians. Salutations also came from 
several members of the Clergy, other funeral homes, 
local businesses as well as individuals, friends and fam-
ily members.

Patricia Myers, the event’s general chairperson, li-
censed funeral director and manager of McCall’s Bronx-
wood, put the celebratory events in motion in June 
2016, culminating in the hosting of the awards dinner 
in June 2017, exclusively for students and parents where 
fi ve $10,000.00 scholarships were proudly awarded to 
deserving high school seniors.
 It was a tough call to narrow down the list from over 
twenty well-qualifi ed and deserving students to the for-
tunate fi ve, Brenda Alve s, Da’Jour Brown, Danielle 
Clayton, Sean Fairclough and William Phillips.
  Jeff rey Alston, Chairman of the Scholarship Commit-
tee and son of James, accorded a warm welcome to all 
present at the evening’s activities. James off ered a few 
wise words to the students and encouraged the parents 
as the students prepared to leave for college.
 Th e students had the opportunity to take pictures, 
state their names as well as that of the school from 
which they were graduating, the college to which they 
were accepted and their intended major. Of course the 
evening was fi lled with gratitude, good wishes and on-
going support.
 Once again, the exceptional philanthropist and business-
man, James H. Alston, Esq. made history in Bronx, NY. 

Continued fr om Front Page
 In 1966, three entrepreneurs who had come of age 
during the Great Depression and who against all odds as 
individuals had successfully started and operated busi-
nesses in the Bronx, came together to create McCall’s 
Bronxwood Funeral Home. Herbert T. McCall owned 
and operated Herbert T. McCall Funeral Home in the 
Morrisania Section since 1952; Emma Brisbane owned 
and operated Flowers by Emily next door to McCall’s 
funeral home; and James Alston who owned and op-
erated Freddie’s Bar and Café in the Morrisania section 
since the mid ’40s and 22 West Restaurant in Harlem 
since the early ‘60s.
 Th ey realized that the pulse of the lower Bronx com-
munity that each of them had been serving had steadily 
migrated north, had become homeowners and had es-
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Which of the 3 funeral  
business building blocks  

can you do without?

“NONE...  
You can’t build your business without 
ALL of the pieces, I know, I’ve tried. As a 
funeral home owner I understand firsthand 
the value of what Johnson Consulting 
Group can bring to a funeral home. Without 
their accounting, management services 
and customer satisfaction surveys our 
organization wouldn’t be nearly as successful. 
Their extensive industry knowledge & 
experience helped me maximize profitability 
and achieve higher levels of customer service 
satisfaction.

While JCG is legendary for their merger 
and acquisition expertise, they are equally 
experienced in the core building blocks every 
funeral home needs. I’m using each one of 
their key services and each one has helped 
increase my profits. I wouldn’t risk eliminating 
any of them.” 

I was tired of waiting months for  
year-end statements and other 
financial data. They got it to me in weeks 
rather than months which helped me improve 
my cash flow. And their interpretation of the 
information is unmatched.

Paul C. St. Pierre, President 
Wilson St. Pierre Funeral Service & Crematory & 
Brown-Butz-Diedring Funeral Service & Crematory

©2017 MKJ Marketing

 Mergers & Acquisitions  •  Valuations  •  Accounting  •  Management Services  •  Financing  •  Customer Surveys

888.250.7747  |  www.JohnsonConsulting.com

 

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

 $995

Personalized Cap Panels and
Cremation Posters from $99

Call: 888-626-6491
Newly Designed Showroom Samples Now Available

 

By Mark Pennington

 Here’s an excellent example. I know a fi rm that has 
20 funeral homes over a limited area of under 100 
miles – easily travelled by car and off ering a wealth 
of purchasing opportunities. Most importantly who 
wants to take on that establishment? It may be time to 
reconsider your “stand alone” existence. Isn’t it a little 
like a condo development? You each own your own 
unit, but together you have a formidable presence in 
the market. Look to your neighboring towns with a 
new perspective and see if there is a diff erent future 
for you all – together.  

A Growth 
Strategy to Consider

 Th ings are always changing – no one can stay stag-
nant - if you’re not moving ahead you’re falling be-
hind and in our business that leaves you open to com-
petitors. In the last 3-4 years the acquisition pace has 
picked up, more fi rms are changing hands, and not 
always for the owner’s benefi t. Why? Several reasons, 
looser money, there’s just more around, hard lessons 
that were learned the hard way, children who don’t 
want to share your business, realistic selling/purchase 
prices, the rise of cremation and the narrowing of mar-
gins. All of these factors have played a part in the ac-
tive exchange of business and properties. 
 Perhaps you’ve been in the business a while, small 
town, loyal families but the town’s not growing and 
you’re getting older, possibly feeling like it’s “open sea-
son” on your community’s families. Imagine a new 
arrangement–clustering funeral homes. Combining 
operations with other funeral directors in the towns 
around you, in eff ect combining staff s, pooling re-
sources and equipment to maximize coverage, buying 
power and most of all staving off  interest in your busi-

ness as one too diffi  cult to compete against. What opera-
tor would want to move into a small town and compete 
against a fi rm doing just 50 calls a year? By the time he’d 
bought the property and built a facility there wouldn’t be 
enough revenue potential to justify the expenditure. Sud-
denly with three to fi ve other funeral homes in your clus-
ter, you all have clout! And that’s important for so many 
reasons. 
 Sound too hard, or complicated because you’re looking 
at your 50’s and not 30’s? I can feel you all cringing at the 
idea of making this a reality. How am I going to get along 
with all these other people, how can we get things done? 
Who’s in charge? For starters, some people are going to 
be able to do this on their own, but others could benefi t 
from having a professional guiding them. Look at your 
key people, do you have a go-getter on board who’d relish 
the opportunity of creating a career path that could lead 
to succession. Anyone who’s got a piece of the action is 
going to perform better, that’s just human nature. 
 Th ere’s real magic in joining forces when you utilize 
each other’s strengths I’ve seen it happen when 2 or three 
come together, it’s a form of synergy where 1 + 1 + 1 = 
5. Th ere’s likely to be other like-minded funeral directors 
who have been puzzling their future as well. Th ink about 
the small towns around you, undoubtedly there’s some-
one in the same boat. Building a team is very empower-
ing, who’s great at pre-need, who’s the best at need, who’s 
great at basic operations, a pro at marketing. As you be-
gin to imagine putting the best people in their “right” 
place you can see the benefi ts developing. 

Mark My Mark My 
 Words Words
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 Mark Pennington has a 45-year history in the cemetery and fu-
neral industries. His expertise in sales and marketing is without 
equal and by creating a unique legacy through innovative develop-
ment of products and services he has helped the industry grow and 
prosper. A 1973 Magna Cum Laude graduate of Memphis State 
University, Mark proudly served in the Marine Corp. He was a mem-
ber of the Honor Guard/Marine Barracks Eighth & I Washington, 
DC during the presidency of LBJ. Well known for his support of the 
funeral, cemetery, and cremation industries, he earned CCFE, CCrE 
and CSE designations from the International Cemetery, Crematory 
and Funeral Association (ICCFA). Mark served as Executive Vice 
President and COO for Superior Funeral Supply for 27 years re-
fi ning his management expertise before he left to found his own 
fi rm. A hands-on executive Mark has created a permanent position 
in our industry as an innovator, supporter and believer in the im-
mense value of funeral service. He also served as president of the 
Casket & Funeral Suppl y Association (CFSA) from 1999-2000.

Introducing the First “Before I Die” Albuquerque 
Festival 

Gail Rubin

ALBUQUERQUE,NM— Even though humans have a 
100% mortality rate, less than 30% of us make any end-
of-life plans. What will get adults to discuss and plan for 
their eventual demise? Put some “fun” in funeral plan-
ning to get people to discuss this serious topic.
 Announcing the inaugural “Before I Die” Albuquerque 
Festival, to be held Friday, October 20 to Tuesday, Octo-
ber 24, 2017 at various locations around Albuquerque, 
NM. Th e fi ve-day festival off ers multiple activities for 
people to openly think about, talk about and do some-
thing about our mortality.
 Th e evolving schedule of events, many of which are free 
or low-cost to attend, include:
• “Prelude to Eternity” festival kick-off  party with Death 

Over Dinner discussions
• A panel of local funeral directors discussing “What 

You Need to Know Before You Go”
• Daily Death Cafe discussions at various settings 

around town
• A tour of historic Fairview Cemetery (established 1881)
• Panel discussion “Making Plans to Live Well Until We 

Die” on medical care and end-of-life issues
• Yoga class “From Child Pose to Corpse Pose: Life, 

Death, Yoga and Spirituality”
• Movie matinees at the Guild Th eater, featuring Th e 

Seventh Seal and Harold and Maude

• “Earth, Air, Fire & Wa-
ter: A Celebration of 
Cremation and Art” 
with local artists selling 
their works in ceramics, 
paper and other media

• Day of the Dead educa-
tional events at the Na-
tional Hispanic Cultur-
al Center

 “By providing space and 
opportunities to openly 
discuss end-of-life issues, 
we can improve the per-
centage of those who plan 
ahead and take actions to address our mortality,” said fes-
tival coordinator Gail Rubin, CT, a pioneering death ed-
ucator, award-winning author and TED speaker. “Right 
now, more than 70% of our loved ones will scramble to 
pull together information and make expensive decisions 
under duress of grief, and it doesn’t have to be that way.”
 “Before I Die” festivals are part of a growing social 
movement to foster refl ection about how we as individ-
uals and as a society manage death and dying. “Before I 
Die” festivals have drawn thousands to events in Cardiff , 
Wales (UK), Indianapolis, IN and Louisville, KY. Th is 
will be the fi rst such festival west of the Mississippi.
 Th e “Before I Die” Albuquerque festival is being held in 
partnership with the nonprofi t organizations Oasis Albuquer-
que and the Osher Lifelong Learning Institute (OLLI) at the 
University of New Mexico. Sponsorship opportunities are still 
available to businesses and organizations that wish to connect 
with hundreds of Albuquerque baby boomers, seniors and 
younger generations through these festival activities.
 Event coordinator Gail Rubin works with companies 
and organizations to connect with baby boomers con-
cerned about end-of-life issues. A featured speaker at 
TEDxABQ in 2015, she’s the author of three books on 
end-of-life issues, including A Good Goodbye: Funeral 
Planning for Th ose Who Don’t Plan to Die and KICKING 
THE BUCKET LIST: 100 Downsizing and Organizing 
Th ings to Do Before You Die. In a previous lifetime, she 
was a public relations professional and an event planner.
 Part of the proceeds from “Before I Die” Albuquerque 
will be donated to charitable partner Albuquerque Oasis. 
Oasis is a 501c(3) nonprofi t organization that promotes 
healthy aging through life long learning, active lifestyles 
and volunteer engagement. A portion of sponsorship fees 
may be tax-deductible as charitable donations.
 Find more information at http://agoodgoodbye.com/
upcoming-events/before-i-die-abq/ or call 505-265-7215.

Like Us On 
Facebook!

http://www.cappanels.com/
http://www.facebook.com/Nomis.Publications/
http://www.friendshipfuneralsupply.com/
http://agoodgoodbye.com/upcoming-events/before-i-die-abq/
http://www.nomispublications.com/
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OctOber 4–6, 2017
Hyatt regency resOrt & spa 

IndIan Wells, calIfOrnIa

 Register now at www.iccfa.com/fall

These topics and more will be covered at the 2017 
ICCFA Fall Management Conference. It is the only 

conference in the profession that deals with issues that 
affect owners, high-level managers and executives.

Customer evolution.
talent management.

Competitive advantage.

http://www.iccfa.com/fall
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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

By Jim Starks, CFuE, CCrE

Licensed Funeral Professional 
Shortage Creates Training Needs

 Th roughout the country, a shortage of qualifi ed, li-
censed professionals exists in the funeral profession. 
While mortuary schools have increased since 1980, 
many fi rms are unable to recruit or retain qualifi ed em-
ployees to meet the ever-changing industry. 
 In fact, many fi rms are using non-licensed employ-
ees to make funeral arrangements in states that allow 
it. Even though these new employees do not have the 
same level of training as a licensed professional, they are 
representing fi rms and dealing with customers, making 
their “on the job training” – often completed by sitting 
in on arrangements with a licensed professional – criti-
cal. 
 Some major areas that employees should know before 
representing a fi rm include:
• FTC. Do the new employees know what triggers the 

GPL, CPL and OBCPL? Do they understand what 
the deceptive acts and practices are that the FTC has 
listed in the Funeral Rule? 

• Product Knowledge. Do they understand the diff er-
ences that aff ect pricing of caskets, urns, and vaults? 
When a consumer has a question about a product 
they may be selecting, can this employee answer their 
question truthfully and with the correct information? 

• Cremation Process. Do they understand how the cre-
mation process takes place, and all the policies and 
procedures that must be followed?

 Today’s competitive environment requires employees 
to be at the top of their game all of the time for a fi rm 
to stand out above the rest in the area. To support that, 
employee training must be consistent and uniform. To-
day’s employees must receive the same information as 
tomorrow’s employees. And while training modules are 
updated over time, the same information must be pro-
vided to all employees. 

Protecting Protecting 
Your Families Your Families 
and Businessand Business

 Moreover, training ensures all clients receive the 
same level of service and, thus, the same informa-
tion. And if done correctly, this should increase 
the value the clients receive, which should increase 
market share and a fi rm’s bottom line.  
 Some other critical areas for training include: 
• Answering the phone
• Making removals
• Working the funeral
• Showing property at the cemetery
• Making arrangements
• Presenting incremental sales items
• Cremation options.
 Other training that protects staff  members’ safe-
ty includes:
• Safe driving
• Lifting
• OSHA
• Ergonomics

 Jim Starks, CFuE, CCrE, is President of J. Starks Consulting in 
Lutz, FL, and a nationally-recognized trainer on funeral home 
and crematory risk management.
 He used his experience in both funeral home and crematory 
operations and risk management, combined with his involve-
ment with funeral homes of all sizes and geographies, to be-
come an authority 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 con-
ducts private audits and risk assessments to independent funer-
al homes and crematories in the US and Canada, often identify-
ing ways to save or generate thousands 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, vis-
it jstarksconsulting.com. Contact Jim at (813) 765-9844 or jim@
jstarksconsulting.com.
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  August Special

White Disposable 
Pouches
36” x 90”

Original Price: $16.67
Sale Price: $15.00

Johnstown Hearse Rental and 
Funeral Supply

Serving the funeral industry since 1954

www.jtownhearse.com
800-452-2249

Six Handled Black 
Disaster Pouches

36” x 90”
Original Price: $46.00

Sale Price: $41.50

Th e recent announcement of Amazon’s purchase of 
Whole Foods should be a wake-up call for the death 
profession. Over the course of several years, brick-n-
mortar businesses have fl oundered and failed at the 
hands of business models that employ a customer-cen-
tric, internet-based, or technology-enabled platform. To 
be sure, the reasons for the demise of the brick-n-mor-
tar companies at the hands of their tech-enabled execu-
tioners vary by industry and circumstance, but the over-
all trend is undeniable. Consider the following: Digital 
music versus record stores; Netfl ix versus Blockbust-
er; Uber versus taxis; Airbnb versus the hotel industry; 
Dick’s Sporting Goods versus Sports Authority; Ama-
zon versus Borders/Barnes & Noble/traditional brick-
n-mortar business models. 

Of Drones, Autonomous Vehicles, and Cremated 
Human Remains By Darrell W. Hill 

 Consumer-centric, tech-enabled businesses: 1
 Product-centric, brick-n-mortar businesses: 0
 As we sit at the dawn of the cremation age, the ques-
tion I often ask myself is: If I were building a death care 
business, with a) cremation as the dominant disposition, 
b) technology at its current state, and c) consumer trends 
trending in their current direction, what would that busi-
ness look like? Would the business be built around a tech-

heavy, Amazon-like model, or around a brick-n-mortar, 
capital equipment model? Would I start with a physical 
funeral home? Would I start with a fl eet of hearses and 
limos? Or would I start with technology-enabled applica-
tions that allow for customer engagement on their terms 
and from their homes? Surely, the issue is far more com-
plicated than this forum allows, but death professionals 
must consider and question the capital investment mix in 
physical assets versus technology assets. 

 As we consider technology assets, that leads to a discus-
sion of drones and autonomous vehicles. If Amazon can use 
drones to deliver a 5-pound bag of fl our, can our profes-
sion use drones to deliver cremated remains to families who 

The Signature Group 
Acquires DeVargas 
Funeral Home 

CONTINUED ON PAGE A24

HOUSTON,TX— Th e Sig-
nature Group has an-
nounced that it has ac-
quired DeVargas Funeral 
Home and Crematory 
from owner Johnny De-
Vargas. With an intense 
focus on family service in 
the greater Northern New 
Mexico community, John-
ny has grown DeVargas 
Funeral Home into one of 
the largest funeral homes 
in New Mexico serving 
over 500 families annually.

J. Bradley Green, co-
founder of the Signature 
Group, stated “Th e acqui-
sition of DeVargas Funeral 
Home represents a signifi -
cant expansion in our New 
Mexico market. We are very 
pleased that Johnny made 
the decision to entrust his 
family business and its im-
peccable reputation to the 
Signature Group. Our fo-
cus on improving family 
service at all levels will allow 
us to continue to build on 
and protect the impeccable 
reputation of DeVargas Fu-
neral Home.”
 “Johnny DeVargas’ deci-
sion to entrust his family 
business to the Signature 

Group validates our belief 
that there are some own-
ers whose priority is mak-
ing sure their business re-
mains operationally strong 
and under the control of 
individuals who share their 
long-term focus on serving 
families for many years to 
come. For these owners, 
the Signature Group is a 
very attractive succession 
planning option,” added 
Jay D. Dodds, co-found-
er of the Signature Group. 
DeVargas stated, “When 
evaluating my available 
options, the decision to 
partner with the Signature 
Group was obvious. Th ey 
are a privately held com-
pany with the same focus 
on serving families as De-
Vargas Funeral Home. As a 
group, we are extremely ex-
cited about this new chap-
ter in DeVargas’ history.”
 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. 

http://www.cremationkeepsakes.com/
mailto:cremationkeepsakes@comcast.net
http://jstarksconsulting.com/
http://jstarksconsulting.com/
http://www.nomispublications.com/
http://www.jtownhearse.com/
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2017 Gertrude L. Heyward 2017 Gertrude L. Heyward 
Leadership AwardLeadership Award
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Congressman James Clyburn

2017 Lifetime Achievement Award

South Carolina
Senator Tim Scott

Representative from 
Atlanta Mayor Kasim Reid’s Offi ce
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Power - Legacy - Leadership
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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

Visit our NEW website www.gburnscorp.com

G. BURNS CORPORATION
Removable Silhouette Landau Bars

and Removable Name Plates

Call Don McClintock 1-800-465-7718

No side panels Build a van floor

NO BLIND SPOT

Bars are durable laser cut 18-gauge stainless steel. 

SAVE MONEY!

By MaryAnne Scheuble

Designing Designing 
WomanWoman

Wallpaper is 
Not for Sissies!

 Last week, in anticipation of this column, I conducted 
an unoffi  cial survey about people’s thoughts on wallpaper. 
One comment came from a Gen X’er suggesting I should 
change the dated picture on my computer screen. 
 Other responses were more emotional – “It reminds me 
of my grandma’s house.” “So 1970’s!” “It’s boring!” And 
then I heard “Wallpaper is for sissies – all those fl owers!” 
(Big laugh followed.)
 Stand aside “Sissy” Name-callers! You need to know that 
wallpaper is making a huge comeback. Before learning 
more, check your knowledge base!

True or False 
_____ 1. Historically, wallpaper was hung from walls or framed 

like artwork. 

_____ 2. Wallpaper has been around since the early 1500’s.

_____ 3. It’s a great idea to cover up mold or water issues with 
wallpaper.

_____ 4. Class A Commercial grade wallpaper doesn’t burn as 
quickly as residential products. 

_____ 5. Textured wallpaper is the best choice for uneven or 
fl awed walls.

_____ 6. Wallpaper colors fade easily over time and make it a 
poor value.

_____ 7. Wallpape r is designed for use on walls only. 

_____ 8. Dry-erase wallpaper can be used in commercial spaces.

_____ 9. Wallpaper is a look that’s outdated and out of style.

_____10. Wallpaper is an inexpensive way to change room 
design.

 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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 Application: Use wallpaper to cover “trouble spots” such 
as discolored, cracked or uneven walls. Correct damage 

• Metallics – Use on an accent wall or for full room cov-
erage for added drama and shine.

• Textures – Flocked, Glass-Bead, Heat-Embossed, 
Wood Grain, Stone textures are available.

• Murals / Custom Designs – Historical panels, custom 
wall mural of your city’s skyline, or logo designs per-
sonalize your decor.

• Dry Erase or Chalkboard Paper – Apply a panel or full 
wall. Use for temporary memorialization or memo 
wall.

 Carol Miller, Brand Manager from York Wallcoverings 
in York, Pennsylvania enthusiastically affi  rms that “wall-
paper off ers exciting updated colors, textures and pat-
terns unlike the ‘grandma vibe’ of years gone by.” She 
notes that “One, wallpaper helps to fi ll a room when 
there’s not much furniture, and two, wallpaper can coor-
dinate with current furnishings to update the space.”
 Wallpaper is for those of us who want easy-to-clean, 
durable surfaces plus beautiful wall design options that 
complement furnishings. Whether a complete decorat-
ing re-do is in the budget or inexpensive changes are 
needed, think “wallpaper.” Now you know - wallpaper 
is not for “sissies!” 

NOTES:
True or False Answers: 3, 6, 7, and 9 are FALSE.
Visit www.Yorkwall.com to see more beautiful wallpaper selections.
Visit www.MyWhiteBoards.com to learn about Dry Erase wallpaper.

 Design: Wallpaper is not just for 
walls. Apply to ceilings, back wall 
of bookcase, drawer facades, door 
panels or stair risers for creative 
designs or in lieu of artwork.
 Specialty wallpapers: Usage in 
low-traffi  c restrooms vs. high-traf-
fi c hallways dictates selection.
• Anaglypta – Embossed wall-

paper mimics pressed tin ceil-
ings. Choose to apply to walls 
or paint.

• Grasscloth – Real woven grass 
glued to heavy paper is elegant 
but fragile. Less expensive, 
scrubbable vinyl imitations are 
perfect for high-traffi  c areas.

Dry Erase Wallpaper

Embossed Look

 Decorative Wallpaper Panel 

Stone-look Wallpaper

 History: Frag-
ments of wallpa-
per dating from the 
early 1500’s have 
been found in Eng-
land and France 
with printed trea-
tises on the reverse. 
Historical recycling 
at its best! It was 
considered a low-
cost alternative to 
expensive, woven 
tapestries. Wallpa-
per was made in 
panels and hung 
from the walls or 
pieces were framed 
like artwork.

fi rst then apply wall-
paper liners – even 
onto cement blocks – 
to prepare surface. 
 Textured wallpaper 
and thicker vinyls 
provide attractive 
wall camoufl age. Vi-
nyl does not breathe 
so follow application 
directions to avoid 
mold and mildew at 
seams.
 Commercial grade 
wallpaper is: fi re-re-
sistant, scrubbable, 
fade-resistant, Green 
Guard certifi ed, and 
PVC free. It is not 
only scratch-resistant 
but can withstand bumps and dents without tearing.
 Improved technology is responsible for better perfor-
mance in adhering and removing wallpaper. 

Cremation Society of Minnesota Joins Foundation 
Partners Group 
could not aff ord to off er – it is good 
for our families and good for our em-
ployees.” 
 Th e Waterson family will remain 
active in the business on a day-to-
day basis and the fi ve locations will 
continue to be led by Kevin. Oper-
ationally, the core values and servic-
es will remain the same, but the staff  
will now have access to Foundation 
Partners Group’s technology resourc-
es, such as the ShareLife® multi-sen-
sory platform, to expand the Crema-
tion Society of Minnesota brand and 
build on its success.
 “While I will be reducing my over-
all involvement in the business on a 
day-to-day basis, I’m excited about 
the many additional resources Foun-
dation Partners Group brings to our 

organization that we didn’t have pre-
viously,” said Mark Waterston. “Our 
affi  liation with Foundation Partners 
will help us expand and grow our 
business statewide.”
 “Foundation Partners Group’s ac-
quisition strategy is to partner with 
independent operators in funeral ser-
vice who believe in better serving 
families regardless of their choice for 
fi nal disposition and who understand 
how technology like our ShareLife® 
platform and personal service can 
be combined to create life celebra-
tions,” stated Justin Baxley, senior 
vice president of business develop-
ment at FPG. “Th e Waterston family 
has been innovators in meeting the 
ever-changing needs of families who 
choose cremation and we are excited 

to welcome them to the FPG family.”
 Foundation Partners Group (FPG) 
is a leading provider of innovative fu-
neral, cemetery and cremation expe-
riences and products. As one of the 
largest privately owned funeral op-
erators, FPG owns and operates fu-
neral homes, cremation centers and 
cemeteries in 17 states, and is ac-
tively seeking to expand its locations 
throughout the United States. With 
headquarters in Orlando, FL, FPG 
is committed to revolutionizing the 
funeral profession with a customer 
experience-centered approach that 
harnesses innovation and values the 
power of relationship and partner-
ship. For more information, visit the 
Foundation Partners Group website 
at www.foundationpartners.com.

Continued fr om Page A4
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National Mortuary Shipping and 
Cremation releases NMS Mobile App

CLEVELAND,OH— National Mor-
tuary Shipping and Cremation, the 
nation’s most trusted source to han-
dle out-of-town deaths for funeral 
directors, announced the launch of 
its new NMS Mobile app. Th e app 
allows funeral directors around the 
globe to give new death calls, receive 
price quotes and setup pre-arranged 
shipping and cremation calls more 
easily than ever. Th e app is available 
for Apple and Android devices in 
both Eng lish and Spanish.

Diane Smith, CEO of NMS states 
“We’ve always put such a focus on 
communication. Our goal has been 
to be there whenever needed; a reli-
able and trusted resource to funer-
al directors around the world. We 
want to use the latest technology to 
continue to improve that. This free 
app gives the busy funeral director a 
new way to discreetly give a new call 
or receive information straight from 
their smartphone.”
 Download the NMS Mobile app 
on the Apple App Store or Android 
Apps on Google Play today.

SUBSCRIPTIONSUBSCRIPTION
1-800-321-7479 $25.00 Subscription

 $45.00 First Class
 $50.00 Canada & Mexico 
 $65.00 Outside North America 

YEARLY SUBSCRIPTION RATES:

Subscribe Online at www.nomispublications.com
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By Todd Van Beck

Silence

 Every day we hear many people talking. In fact 
it seems a safe observation to assert that talking 
people, nonstop talking people are literally every-
where. 
 Because of this cultural state of our addiction 
to talking, bringing up the value of silence might 
strike many as odd and strange. What can a human 
being possibly find valuable in silence, and how in 
the world does this apply to our profession?
 There are many kinds of silences. Given our cur-
rent penchant to engage in constant talking, silenc-
es usually make people uncomfortable and hence 
their discomfort is corrected by talking, whether 
they have something to say or not.
 My experience has been that most beginning fu-
neral/cemetery interviewers find silence difficult 
to bear. They innocently seem to think that if it 
occurs, they are at fault and the lapse should be 
remedied at once. They ought to be saying some-
thing, and something profound!
 They regard silence as a breach of professional et-
iquette that must be corrected on the spot. I know 
this happened to me in my early years. In time 
most funeral interviewers learn to differentiate be-
tween silences, to appreciate and react to them dif-
ferently, but this is an acquired skill, and unfortu-
nately some don’t ever get it.
 There are as mentioned before different kinds of 
silence. For example, there is the silence of a client 
family member that may require additional silence 
from us to help them and we also sort out thoughts 
and feelings. Respect, understanding and tolerance 
for this silence is more beneficial than any words 
from the funeral/cemetery professional. 
 Occasionally a silence arises, the cause of which 
is quite clear to the funeral professional. The cli-
ent family may have related something so heart-
warming, so tragic, so shocking, or so frightening, 
that both partners feel the need to absorb it to the 

depths in mutual silence – and this is indeed the ap-
propriate thing to do. If after such a silence the cli-
ent family still finds it difficult to continue, a com-
ment such as, “It must have been a heartwarming 
experience for you” or “I don’t know what to say, I 
am so terribly sorry” will often help them pick up 
the threads again.
 Another cause of silence is confusion. You, as the 
funeral/cemetery professional, will have to act to al-
leviate the tension in a manner appropriate to the 
situation and to your own appraisal of it. 
 For instance: “What I said just now seems to have 
caused confusion.” Most likely this will elicit a re-
sponse. The sure approach is that confused silence 
on the part of the client family requires immediate 
action on the part of the funeral professional.
 The silence of client resistance is something else 
again. Some client families may see in you and I an 
authority figure to be opposed or avoided. The fu-
neral professional may well find this type of silence 
the hardest to deal with because he or she may tend 
to feel rejected, opposed, and thwarted.
 For several years in my career I was employed by a 
funeral director named John B. Turner from Cedar 
Rapids, Iowa. We served approximately 800 families 
a year. Because of the number of servi ces we han-
dled arrangements the “Turner way.” This meant 
taking vital statistics, setting up service times, and 
selling merchandise. One day I went into the of-
fice to start making arrangements with a family. I 
sat down, did my standard preliminaries and started 
on the vital statistics. “What was your mother’s full 
name?” I asked. Dead silence. I silently thought, 
“Well here we go once again.” I told them that this 
might have been a difficult question, and we would 
come back to it later. I then asked “When was your 
mother born?” Again they said nothing absolute si-
lence. My next thought was “You are in a pickle, 
Todd!” I had no clue what to do except to just wing 
it, and make it up as I went – this was not covered 
in Mortuary College. 
 Making it up as I went I said, “I can see that there 
is a problem. If you wish I can leave the room and 
you can talk it out in private, or you can come back 
later, or you can share your issue with me, or I can 
ask another funeral director to come in and serve 
you.” 
 In my wildest dreams I never thought they would 
take me up on my last option about getting anoth-
er funeral director, but that is just what they did. 
For some reason they did not like Todd Van Beck. 

Their rejection of me almost made me throw up. I 
was sick about it for days. The other funeral direc-
tor who ended up serving them used to walk by me 
and whisper “They liked me better than you” which 
was absolutely true! 
 The critical point of this reflection is that their si-
lence was indeed a clear message directed at me and 
I missed it by being too concerned with getting done 
what I wanted done. I learned some tremendous les-
sons from this type of silence and some of the les-
sons were: I had better use open-ended questions 
and focus on trust and rapport before I do anything 
else; another lesson: I cannot be all things to all peo-
ple.
 Inevitably both the client family and the funeral 
professional will sometimes speak at the same mo-
ment and both then retreat with apologies and en-
couragements to the other to continue. This can be 
awkward, and a bit of humor (be very careful with 
this) may assist us. We can interject a short remark: 
“I’m sorry, go ahead.” Frequently just a smile with 
an encouraging nod will be sufficient. 
 With all this however there still exists the world of 
the cemetery, the world of the mortuary. Our world 
confronts life, but also honestly confronts death, its 
reality, and its consequences. Silence certainly does 
have a valuable position as being one of the Keys of 
Service in our vocation.

Keys to Keys to 
ServiceService

 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.
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Phaneuf Funeral Homes & Crematorium Wins BBB 
Torch Award for Marketplace Ethics
MANCHESTER,NH— In a ceremony at the Bedford Vil-
lage Inn , the Better Business Bureau awarded Phaneuf Fu-
neral Homes and Crematorium with the 2017 Torch 
Award for Marketplace Ethics, the award they bestow on 
the most ethical businesses in New Hampshire. 
 According to Howard Brodsky, Chairman of the BBB 
and CEO of CCA Global Partners, out of the many 
outstanding applications submitted, Phaneuf Funeral 
Homes best embodied the spirit of the award. Phaneuf 

won in the Medium-Sized 
Business category. 
 “We are honored and 
humbled to be one of this 
year’s winners, and to be in 
the company of the many 
great businesses who have 
won this award,” said Bud-
dy Phaneuf, President of 
Phaneuf Funeral Homes. 
“In an industry that serves 
people at their most vul-
nerable, ethics is a critical 
component of success.”  

 Six years ago, Phaneuf Funeral Homes embarked on an 
ambitious journey: to apply for the Granite State Quality 
Council Award, which is based upon the Malcolm Bald-
rige National Quality Program. Th e application process 
took 18 months. “Going through that process, we realized 
there were signifi cant opportunities for improvement in 
our organization for creating procedures, and developing 
metrics, as it related to ethical standards,” Phaneuf said. 
“We emerged a more ethically-focused company for our 
stakeholders and in the end were awarded the Achieve-
ment of Excellence by the Counsel.” Phaneuf Funeral 
Homes is the only NH Company ever to achieve this lev-
el. “Th e process taught me how corporate and social ethi-
cal responsibility play such important roles in becoming 
a best-in-class organization,” Phaneuf said. 
 Phaneuf Funeral Homes and Crematorium has been 
serving the public since 1906 and is one of the oldest 
continually-owned family funeral homes in New Hamp-
shire. Phaneuf is the largest provider of funeral services in 
the state, and operates three full service funeral homes, 
two crematories, two non-denominational chapels and a 
cremation society. Visit www.phaneuf.net for additional 
information.

ONE STOP 
SHOPPING

for new and used professional 
coaches and limousines
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By Matt Black 

Embalming Embalming 
Tips & ToolsTips & Tools

Th e Importance 
of Hands (Part 8)

 As we continue to discuss pre-embalming treatment we 
will focus this installment on treating skin slip and edema-
tous conditions of the hand. 
 When planning and executing a pre-embalming treat-
ment, the embalmer’s primary objective must always be 
preservation. Without a solid foundation of good preser-
vation, family satisfaction at the viewing is simply not a 
guarantee. Unless you have taken the required steps and 
laid a good foundation for preservation, what happens to 
the body when it leaves the prep room is a gamble at best. 
Additionally, cosmetic treatment and restoration are very 
diffi  cult if you are not starting out with good preservation 
base. Simply stated: preservation before coloration. Case 
analysis is the key to success as there are many factors to 
consider regarding the hands. As always, we are not merely 
treating the symptoms. We must eliminate the underlying 
cause of the condition.
 At times we are challenged with skin slip on the hands. 
Skin slip is defi ned as the separation of epidermal skin 
layer from the deeper layer of the dermis. Th is condition 
causes the epidermis and dermis to separate causing peel-
ing and slipping away of the epidermis leaving the under-
lying dermis exposed. 
 To review, the skin is composed of two distinct layers. 
Th e epidermis is the outer layer that continually renews 
and the dermis is the underlying layer of the skin. Some-
thing unique to remember about that skin is that it is the 
largest organ of the body. Its purpose is to protect the body 
against outside sources. 
 Generally, skin slip on the hands indicates a high form-
aldehyde demand embalming case. Skin slip is a tell-tale 
sign that decomposition is present. Other signs that may 
be present include odor, purge and gases. Specifi cally, skin 
slip is the result of accumulation of liquid, gases and putre-
faction. A common issue seen with skin slip on the hands 
is the presence of edema, blisters and color changes result-
ing from advancing decomposition and the putrefaction 
of the proteins.
 Th orough cleansing and disinfection of the localized skin 
slip on the hands should be a top priority. Th is can be per-

will lead to enhanced preservation and cosmetic applica-
tion versus a “let’s wait and see” approach to treatment.
 A problem seen with increased frequency is gross ede-
ma in the hands. Just imagine a hand that is three times 
its regular size and leaking with very fragile skin. As em-
balmers, we must foremost be concerned with preserva-
tion. Since preservation is diffi  cult, we will use a multi-
approach technique employing surface embalming prior 
to embalming. 
 Position hands high to allow for gravity to work natu-
rally. Th orough cleaning and disinfection of the hands 
is important. Th is can be performed with a topical em-
balming spray and a germicidal soap. Care must be taken 
when washing because the skin is very delicate in gross 
edema cases of the hands.
 Frequent reassessment of the initial case analysis is rec-
ommended as the embalmer judges if arterial preserva-
tion is being achieved. A common complication with 
gross edema is diffi  culty with circulation and high pres-
ervation demands. Again, we must remember that a pre-
served, fi rm and dry tissue is needed for restoration and 
cosmetic treatment. 
 Th is treatment involves painting the entire hand area 
with a formaldehyde preservative gel and should be 
planned as a multi-step approach done prior to, dur-
ing and after embalming. Th is is an eff ective option that 
causes very little bleaching eff ect. However, very little 
cauterization of the tissue should be expected if leakage is 
present. 
  An eff ective technique mentioned earlier used for dam-
aged tissue in various cases including hands and else-
where is painting the entire hand a with a super gel mix-
ture. 
 Employing these pre-embalming treatments, the em-
balmer may anticipate a greater opportunity for preser-
vation allowing for more eff ective cosmetic application 
to achieve a natural appearance and family satisfaction. 
 In our next installment, we will continue the discussion 
of hands but moving forward to the embalming process.

formed with a topical embalming spray and germicidal soap.
 Puncture any blisters that are present and allow them to 
drain. Examine the entire body thoroughly as blisters may 
be present anywhere including backs of legs, arm pits, feet, 
genitals, etc. It is very important to puncture all of the blis-
ters that are present. Th is can be accomplished with a trans-
dermal needle injection into the blister in a fan like manner 
allowing drainage of liquid during pre-embalming treatment 
and arterial injection. Th e removal of all loose skin should be 
performed carefully trying not to damage normal undamaged 
skin. 
 Spraying the entire hands with humectant arterial injection 
accessory chemicals or massage cream is also a must. Th is will 
help condition the skin that is not damaged and off er it some 
protection. Re-spray with topical embalming spray. 
 Frequently, the initial case analysis needs to be reviewed and 
a reassessment needs to be made to see if arterial preservation 
will reach these areas hands damaged by skin slip. A normal 
presentation of skin slip is diffi  culty with circulation and high 
preservation demands. We must remember we need to pre-
serve, fi rm and dry out tissue for restoration and cosmetic 
treatment. 
 When skin slip of the hands is present, a popular treat-
ment has been painting the skin slip areas with a formalde-
hyde preservative gel. Th is approach should be done in three 
steps including pre-embalming, during embalming and after 
embalming. Th is technique is eff ective and this approach has 
very little bleaching eff ect on the skin. A disadvantage of this 
approach is that there is very little cauterizing action from 
these preservative gels in general. 
 Another pre-embalming technique to consider is the use of 
a phenol/ non-phenol cauterant pack wrap or a non-phenol 
cauterant gel on the skin slip areas. After coating the area with 
the gel, it is covered well. Treatment with the gel has a dual 
benefi t of bleaching the aff ected area and cauterization of the 
tissue. 
 A popular technique used to treat severe skin slip that can 
also be used in the “normal” case is painting the damaged ar-
eas of the hands with a super gel mixture. Super gel is a phrase 
popularized by embalming speaker Jack Adams and defi nes a 
mixture of formaldehyde preservative gel and a phenol liquid 
cauterant mixed in stainless bowl. Th is mixture can be then 
used as pack or painted over the burned area. After painting 
it on the area, the area is then covered. Th is allows for bleach-
ing, preservation and cauterizing of the area. 
 Th ese pre-embalming treatments for skin slip of the hands 

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.

www.nomispublications.com

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

Of Drones, Autonomous Vehicles, and Cremated 
Human Remains
choose that option? If Uber will use autonomous vehicles in 
place of taxis, can our profession use autonomous vehicles in 
place of our hearse, limousine, or body transport fl eets?
 Consumer trends point to greater acceptance of drone us-
age – it’s up to us to adapt that usage to our profession. Au-
tonomous vehicles are still in their infancy, however it’s not 
too early to begin thinking about how to apply that technol-
ogy to our supply processes and service delivery models.
 More than anything, the Amazon-Whole Foods acquisi-
tion positions tech companies as the dog that wags the tail 
in our 21st century marketplace. Our profession is not ex-

Continued fr om Page A18
empt from this fact. Cremation trends, consumer preference 
trends, (and environmental concerns) empower innovative 
and visionary colleagues to adopt and adapt technology as-
sets that streamline our processes, allow for greater consum-
er engagement on their terms, and position our businesses 
for long-term relevance and environmental sustainability. 
 Darrell W. Hill is the founder and CEO of Eternity 
Gardens. Eternity Gardens is building the largest, most 
comprehensive on-line listing of cremation, memorial, and 
scattering gardens for cremated human remains. Email Dar-
rell at darrell@eternitygardens.com.

Antonietta Cuoco honored by Boy Scouts of America
BRIDGEWATER,NJ— Antonietta Cuoco, Funeral Di-
rector at Bongiovi Funeral Home and Somerville 
Funeral Home, was honored with the “2017 Tribute 
to Women Award” by the Boy Scouts of America, on 
May 12, 2017 in Gladstone, NJ. 
 Cuoco attended Georgian Court College, Lakewood, 
NJ, and received Certifi cation in International Eco-
nomics. A 2001 graduate of American Academy McAl-
lister Institute of Funeral Service, Cuoco fi rst joined the 
staff  at Bongiovi Funeral Home of Raritan in 1990, 
and together with Anna Louise Bongiovi, opened 
Somerville Funeral Home 10 years ago. 
 Cuoco is the Vice-president, and former Secretary, 
of the Middlesex and Somerset County Funeral Direc-
tors Association, past Vice President of Immaculate 
Conception School Board Advisory (2006-2012), a 
member of the National Funeral Directors Association, 
Somerset County Federation of Republican Women 
(SCFRW) and the Somerville Elks. 

 Bongiovi, who is a past re-
cipient of this award, intro-
duced Cuoco with a speech 
about her friend and col-
league. “Many years ago, she 
came to work alongside my 
father, who considered her 
li ke a granddaughter. Th e 
three of us created a won-
derful working environment 
in a place where sadness pre-
vails on a daily basis. Her 
special dedication is the ar-
rangements for infants and 
children, donating her time Antonietta Cuoco

and services. She was blessed to be so caring and able to help 
families. She’s the daughter I never had.” Cuoco is support-
ed by a loving family, including her husband and daughter. 
Congratulations to Ms. Cuoco on her achievement.

L i k eL i k e
Us On Us On 

Facebook!Facebook!

http://www.namesunlimitedcorp.com/
http://www.facebook.com/Nomis.Publications/
mailto:dermapro@wtrt.net
http://www.derma-pro.net/
mailto:mblack@dodgeco.com
http://www.nomispublications.com/
mailto:darrell@eternitygardens.com


Page A25 AUGUST 2017 FUNERAL HOME & CEMETERY NEWS S ec ti on  A

urn internments as well 
as Maui’s only approved 
Green Burial Cemetery.
 After the expansion of 
Ballard Family Mortuaries 
on Maui, Mark and Jenny 
opened two more locations 
in 2015: Ballard Family 
Mortuary – Kona, Kailua 
Kona on Hawaii Island, 
and Ballard Family Mo-
analua Mortuary in Ho-
nolulu, Oahu. 
 Today, Th e Ballard Fam-
ily Mortuary Group rep-
resents a full spectrum 
of funeral services for a 
multi-cultural population 
consisting of American, 
European, Asian, and Pa-
cifi c Islanders, and off ers 
traditional funeral, crema-
tion and burial rites for all 
faiths. Th e staff  is passion-
ate about exceeding expec-
tations and having a strong 
commitment to their re-
spective communities. 
 Th e Ballard Family Mor-
tuary group strives to up-
hold the highest ethical 
and professional standards 
at the lowest possible 
cost. Family owned and 
operated, Ballard Facili-
ties include crematories 
and cemeteries located on 
the islands of Honolulu, 
Oahu, Kahului and Wailu-
ku, Maui, Hilo and Kona 
on the island of Hawaii. 
Th ey also provide a full 

Ballard Family Mortuary Kahului Chapel

Ballard Hilo Chapel set up for 
Buddhist Service 

Ballard Family Mortuary Moanalua Chapel

Norman’s Mortuary – Wailuku, Maui

Ballard Family Mortuary Group 
serves Hawaii Continued fr om Page A8

service printing department to customize 
memorial products and memorial keep-
sakes, as well as photo and video presenta-
tions for families at all locations.
 Th ey are committed to providing the 
highest quality service and products for 
every family, regardless of fi nancial situa-

tion, as well as professional guidance dur-
ing the planning process.
 “It is our belief that we are privileged to 
serve the diverse communities here in Ha-
waii and we are proud to give the fami-
lies we serve the Ballard Family experience 
with Aloha,” said Ballard.

Norman’s Mortuary – Wailuku, Maui

Valley Isle Memorial Park & Cemetery – Haiku, Maui

 

Ballard Family Mortuary Hilo, Hawaii Island

http://www.salamint.com/
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Deron K. Youse

Pennsylvania Funeral Directors Association elects 
Offi cers at Annual Convention

Stephanie Doriguzzi

HARRISBURG,PA — Th e 
Pennsylvania Funeral Di-
rectors Association held 
their 2017 convention in Po-
cono Manor, PA. Organized 
in 1881, PFDA is one of the 
largest state funeral director 
associations in the nation.

Deron K. Youse was in-
stalled as the 136th President 
of PFDA. He is a graduate 
of Northampton Communi-
ty College, Bethlehem, PA, 
where he received an Asso-
ciate Degree in Funeral Ser-
vice Education. Prior to en-
tering funeral service, Deron 
served as a former paramed-
ic and police offi  cer, he has 
had a lifetime of service to 
others. He is a member of 
the National Funeral Direc-
tors Association, Pennsylvania 
Funeral Directors Association, 
where he formerly served 
on the Board of Directors as 
District 6 Governor, Berks 
County Funeral Directors As-
sociation, where he currently 
serves as Treasurer, and East-
ern Pennsylvania Funeral Di-
rectors Association. Deron is 
the Supervisor of the Lud-
wick Funeral Homes, Inc., 
facility in Kutztown, PA, and 
has been a part of the Lud-
wick Funeral Home staff  
since 1989.

Stephanie Doriguzzi was 
installed as PFDA President-
Elect. Doriguzzi is a 2006 
graduate of the Pittsburgh In-
stitute of Mortuary Science, 
where she received the Wil-
liam J. Musmanno award for 
excellence in embalming and 
the Mu Sigma Alpha Award 
in outstanding academic ef-
fi ciency. She is also a 2007 
graduate of Point Park Uni-
versity where she received her 
bachelors’ degree in Funer-
al Management. She became 
a licensed funeral director in 
2008, and is currently the su-
pervisor at the Turtle Creek 
Funeral Home. She has been 
a Certifi ed Celebrant since 
2006 and has been a PA Li-

CONTINUED ON PAGE A29
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The U.S. Cremation Rate Exceeds 50%. 
Now What?

WHEELING,IL— CANA’s member-ex-
clusive Annual Statistics Report Preview, 
published in May, shows that 2016 was 
the year the U.S. cremation rate exceed-
ed 50%. Th e profession has been antici-
pating this milestone for some time—so 
what’s next? What do these numbers mean 
for crematory owners, funeral homes, in-
dustry suppliers, and the consumer? 
 CANA’s projections show that, at 50.1% 
nationally, the cremation growth rate is 
reaching its peak velocity and will begin 
to slow, but cremation rates will continue 
to grow across most of the country. Some 
regions are just now entering a period of 
rapid growth, while others may have al-
ready reached saturation. In order to bet-
ter understand what factors aff ect the dis-
parate growth rate of cremation in North 
America, CANA did some additional in-
depth geographic and demographic re-
search.
 Our fi rst step was to describe in more 
detail the reasons for the disparity in cre-
mation growths in various regions. We 
found that states generally demonstrate 
a geographic clustering eff ect, suggesting 
that what started as individual preference 
became the norm in the community and 
heralded a cultural shift to a new tradi-
tion: cremation. Cremation will continue 
to be popular because it is “what we do 
now.”
 CANA’s second step was to look at the 
speed at which cremation rates grow. 
When the cremation growth rate over 
time is measured, an interesting pattern 
develops. It can take decades for the cre-
mation rate to hit 5%—in the U.S. it 
took nearly 100 years—but when it reach-
es 5%, the growth rate is more predict-
able and steady. Th ere is no evidence that 
this trend will change or reverse, barring 
the introduction of a new form of dis-
position. We are currently in a period of 
rapid growth that will peak around 60% 
and then begin to slow until it reaches an 
eventual plateau. While Canadian rates 
followed a slightly diff erent trajectory, it 
is interesting to note that Canada experi-
enced a similar trend.
 Th e last question we tackled was “Why 
are people choosing cremation in the fi rst 
place?” Th ere are numerous consumer 
feedback and business surveys to illustrate 
consumers’ stated preferences and buying 
patterns. Many business owners have de-

veloped their own theories as to why peo-
ple choose cremation based on their ex-
periences with the families they serve. 
But this CANA research is diff erent—it 
models demographic traits that correlate 
strongly with cremation rates. Th e mod-
el may be directly applied at the business 
level.
 Whether compelled by circumstance or 
eagerly searching for new opportunity, 
more and more of the U.S. population 
has chosen to roam across the country 
and around the world. Many have loos-
ened their connections to their geograph-
ic origins and increased their exposure to 
new traditions. Conversely, there are sig-
nifi cant portions of the population who 
are rooted to their hometowns and re-
main deeply connected to the traditions 
they grew up with.
 Th e graphic above tells an interesting 
story of demographic factors indicating 
a break from tradition in opposition to a 
more rooted environment, each side cor-
relating with higher or lower cremation 
rates, respectively.
 Th e characteristics of high cremation ar-
eas indicate that consumers’ interest is in 
new traditions that meet the needs of a 
roaming, non-religious population. Cre-
mation businesses must defi ne their role 
in supporting and creating these new tra-
ditions. Cremation rates will continue to 
grow in rooted communities and the need 
to support memorialization and crema-
tion will only increase.
 Many of the fi ndings in this research are 
likely not surprising but reinforce or help 
explain trends. It’s more important than 
ever for business owners to understand 
their community demographics and the 
segments of the community they current-
ly reach. 
 Th e Cremation Association of North 
America (CANA) has been tracking na-
tional cremation statistics in the U.S. and 
Canada sinc e our founding in 1913. Based 
on this data, CANA creates annual statis-
tics reports to document consumer pref-
erences and measure the steady growth 
of cremation rates across North America. 
CANA Research is often used by the me-
dia to shape their articles and by CANA’s 
members to guide their future business 
plans. Read the full report in the most re-
cent edition of Th e Cremationist or log in 
to http://www.cremationassociation.org.

CANA publishes Annual Statistics Report 
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NFDA Consumer Survey: Funeral Planning Not a 
Priority for Americans

BROOKFIELD,WI— For the fi fth consecutive year, the Na-
tional Funeral Directors Association’s (NFDA) annu-
al Consumer Awareness and Preferences Study indicates 
that consumers acknowledge the importance of preplan-
ning their own funeral, but fail to do so in practice. Th is 
year’s fi ndings reveal that 62.5 percent of consumers felt it 
was very important to communicate their funeral plans and 
wishes to family members prior to their own death, yet only 
21.4 percent had done so. 
 Even though nearly two-thirds of Americans acknowledge 
the importance of prearrangements, respondents cited several 
factors as preventing them from planning, namely that pre-
planning is not a priority, that they have not thought about it, 
or that prepaying is too costly.

Consumers are Not Shopping for their Funeral Homes
 Key fi ndings from the NFDA 2017 Consumer Awareness 
and Preferences Study indicate that end-of-life services are 
becoming increasingly personal, with families wanting new, 
unique ways to honor and celebrate the lives of loved ones.
 Despite this, most are not inquiring at multiple funeral 
homes to compare costs and services off ered. Th e percentage 
of respondents who contacted more than one funeral home 

was only 18.9 percent, and of those who visited/called more 
than one funeral home, 52.3 percent did so to compare prices.
 Every funeral home off ers unique services and pricing 
structure. To help families plan a meaningful tribute to their 
loved one, NFDA recommends calling – or better yet, visit-
ing – several funeral homes to fi nd one with licensed funeral 
directors who understand their emotional needs and will be 
sensitive to their budget.
 According to NFDA’s survey, the way families choose to 
honor and celebrate loved ones continues to evolve.  
• End-of-Life Services Outside of the Funeral Home – Indi-

cating a shift away from the popularity of the funeral home 
setting, almost half of respondents have attended a funeral 
at a non-traditional location, such as a cemetery, an outdoor 
setting, a home, or a similar meaningful location that repre-
sents the life and interests of the deceased.

• Importance of Religious Components at All-Time Low – 
Th e percent of respondents who feel it is very important 
to have religion incorporated into a funeral service has de-
creased from 49.5 percent in 2012 to 39.5 percent in 2017, 
an all-time low. Th is mirrors a broader trend of Americans 
not identifying with a religion. As a result, families are turn-
ing to non-clergy celebrants, a specially trained offi  ciant of 

an end-of-life service, to 
conduct ceremonies.

• Green Funerals Gain-
ing Popularity – Just over 
half of respondents (53.8 
percent) said they would 
be interested in explor-
ing green memorializa-
tion options to reduce the 
environmental impact of 
end-of-life rituals. Green 
services can include use 
of biodegradable caskets, 
a formaldehyde-free em-
balming process, recycled 
paper products and more.

• Th erapy Dogs Guide Fu-
nerals from Start to Fin-
ish – To bring comfort to 
families, both while plan-
ning a funeral and during 
the service itself, funeral 
homes are off ering certifi ed 
therapy dogs; 34.5 percent 
of respondents said they 
would be extremely inter-
ested or very interested in 
having a therapy dog pres-
ent during a memorial or 
funeral service.  

• Families Planning Me-
morial Services When 
Choosing Cremation – 
With the rate of cremation 
surpassing that of burial, 
more consumers want to 
have a memorial service 
when they choose crema-
tion (40.4 percent in 2017 
vs.  35.1 percent in 2015). 
Consumers are increas-
ingly aware that they can 
view a prepared but not 
embalmed body as part of 
a service before cremation 
(47.8 percent in 2017 vs. 
39.7 percent in 2015).

 Th e Consumer Awareness 
and Preferences Study is 
conducted annually to mea-
sure consumer perceptions 
of funeral services. Invita-
tions are emailed to a con-
sumer panel consisting of 
Americans age 40 and older, 
with 1,013 individuals com-
pleting the study in 2017. 
For more information, 
please contact 800-228-
6332 or visit www.nfda.org.

The 2017 Consumer Awareness and Preferences Study 
Reveals Inconsistency in Funeral Planning Practices 

Tell Them You Saw Their Ad
FUNERAL HOME & CEMETERY NEWS

http://www.newenglandburialsatsea.com/
http://www.myasd.com/
http://www.nfda.org/
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  Exquisite craftsmanship...Exquisite 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

NEWSNEWS
Association

CONTINUED

censed Insurance professional since 2010. In 2011 Stephanie 
was elected to sit on the Allegheny County Board of Trustees, 
and served as their President in 2014.  In 2011 Stephanie was 
selected to serve on the Pursuit of Excellence Committee for 
the NFDA which was a three-year term.  Also, Stephanie was 
one of two funeral directors in Pennsylvania selected to attend 
the NFDA Meet the Mentors program at Harvard University 
in August of 2011. In June of 2012, Stephanie, was sworn in 
as the District II Governor, serving Allegheny County, on the 
Pennsylvania Funeral Directors Board of Governors.

David V. Peake, Jr., was installed as Secretary-Treasurer of the 
PFDA. Peake is a 1998 graduate of Pittsburgh Institute of Mor-
tuary Science. He served his apprenticeship with the Givinsh 

Pennsylvania FDA 
Convention Continued fr om Page A26

CONTINUED ON PAGE A30

http://www.premierfuneralsupply.com/
http://www.church-chapel.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 $1.65 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.

 

 

CUSTOM LABELED BOTTLED 
WATER FOR FUNERAL HOMES

855-725-1119 • INFO@AQUABOTTLING.COM
WWW.AQUABOTTLING.COM

Place your logo or any message and 
create a walking advertisement!

Perfect for use 
during services or 
at the cemetery.

BOTTLED IN TEXAS. SHIPPING NATIONWIDE.
LOW MINIMUMS. 10OZ OR 16.9OZ SIZE

ORDER
TODAY!

CALL NOW!
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Pennsylvania FDA Annual Convention Continued fr om Page A29

Family Funeral Homes, after which he went 
to work at Robert L. Mannal Funeral Home, 
in the Mayfair section of Philadelphia, where 
he continues to work.  In 2012 Mannal ac-
quired Craft Funeral Home of Erdenheim, 
and David is the current Supervisor for that 

funeral home. He has served the Philadelphia 
Local Funeral Directors Association as a Board 
Member, Vice President, and President. Over 
the last three years David represented the Phil-
adelphia’s Funeral Directors Association as 
their District Governor for District 8. 

http://www.aquabottling.com/
http://www.culturedurncreations.com/
http://www.urnbags.com/
http://www.infparts.com/
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• Family Owned and Operated

• 20+ Years Industry Experience 

• High Settlements: Check or  Charity

• No Contracts... Free Recycling Tote

CREMATION METAL RECYCLING

800-664-8365

CREMATION METAL RECYCLING - RESPONSIBLE RECYCLING CHARITABLE FOUNDATION

cmr@metrocast.net
www.cremationmetalrecycling.com

1-800-992-1925 | CustomAirTrays.com
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Your fearless air tray supplier.
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You don’t need a bigger boat. 
You just need Him Jardy. 
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Cremation Association of North America’s 99th 
Annual Cremation Innovation Convention, New 
York, August 16-18 

WEDNESDAY, AUGUST 16

8:00am-4:00pm CANA COCPTM (pre-convention seminar)

12:00pm-5:00pm Exhibitor Set-Up/Registration Open

4:00pm-5:00pm Spouse/Family Reception

5:00pm-7:00pm Opening Cocktail Reception

THURSDAY, AUGUST 17

7:00am-7:00pm Convention Registration and Exhibit Hall Open

7:00am-7:45am Convention Breakfast/Exhibits

7:45am-8:00am Convention Welcome—Opening Ceremonies

8:00am-9:00am Keynote
Mind

9:00am-10:00am

9:00am-11:00am Family Bingo (breakfast with convention attendees)

10:00am-10:30am Coffee Break/Exhibits

10:30am-11:30am

11:30am-1:00pm

12:00pm-12:30pm Membership Meeting/In Memoriam

12:30pm-1:00pm 2017/2018 Board Meeting

1:00pm-2:00pm

2:00pm-3:00pm

3:00pm-3:30pm Coffee Break/Exhibits

3:30pm-5:00pm

5:00pm-7:00pm Cocktail Reception

FRIDAY, AUGUST 18

7:00am-12:00pm Convention Registration/Exhibit Hall Open

7:00am-7:30am Supplier Meeting

7:30am-8:30am Convention Breakfast/Exhibits

8:30am-9:30am

9:30am-10:00am Coffee Break / Exhibits

9:30am-11:00am ICF General Council Meeting

10:00am-11:30am
Cremation Fundamentals 

11:30am-12:00pm Transition to Woodlawn Cemetery tour

11:30am-5:00pm Exhibitor Teardown

12:00pm-4:00pm The Woodlawn Cemetery Tour and Program*

4:00pm Return to hotel

7:10pm
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* Purchase of ticket required.

WHEELING,IL— Location may not be ev-
erything, but it will be a major draw as in-
dustry professionals gather in New York 
City for the Cremation Association of 
North America’s (CANA’s) 99th Annu-
al Cremation Innovation Convention. 
Th e CANA Convention will be held Au-
gust 16-18 at the Grand Hyatt New York. 
With a wide range of valuable networking 
and educational opportunities, the event 
will feature business-building sessions as 
well as practical information on best prac-
tices in cremation. Attendees will have the 
opportunity to catch a Mets vs. Marlins 
baseball game at Citi Field and enjoy the 
history and architecture on display as they  
tour Th e Woodlawn Cemetery. CANA 
will also off er a pre-convention Crema-
tory Operations Certifi cation Program™ 
(COCP™) on August 16.

Exhibits and Sessions Together in One 
Room
 CANA’s convention includes a diverse 
range of suppliers—from vault, casket, 

cremator, urn and keepsake manufactur-
ers to vendors who provide banking, ar-
chitectural, technology, and offi  ce servic-
es—making this a unique opportunity for 
all involved. Th e exhibits are in the same 
room as the gener al sessions so that dis-
plays and demonstrations of products and 
services are shared with all event partici-
pants.
 Program schedule and registration in-
formation regarding CANA’s 99th An-
nual Cremation Innovation Conven-
tion is available by visiting http://www.
cremationassociation.org or calling 312-
245-1077. A video preview of the con-
vention is available here: https://youtu.
be/z0KVJ11ga24.
 Founded in 1913, the Cremation Asso-
ciation of North America (CANA) is an 
international organization of over 3,300 
members, composed of funeral homes, 
cemeteries, crematories, industry suppliers, 
and consultants. CANA members believe 
that cremation is preparation for memori-
alization.

CANA CONVENTION INFORMATION CANA CONVENTION INFORMATION 
IS CONTINUED ON NEXT PAGEIS CONTINUED ON NEXT PAGE

http://www.customairtrays.com/
mailto:cmr@metrocast.net
http://www.cremationmetalrecycling.com/
http://cremationassociation.org/
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MOPEC INTRODUCES
QUALITY AND BUDGET-FRIENDLY
FUNERAL HOME SOLUTIONS.

*Promo code: Valid through 9/15/2017. One time use. Excludes quotes and equipment. Excludes tax and shipping. 
Cooler & Lift pricing excludes freight. Prices subject to change without notice.

• Cooler includes casters and three 
body boards

• Sealed lift battery and single scissor for 
increased safety and durability

• Handle-mounted lift controls for easier 
maneuvering

www.mopec.com

(800) 362-8491

COOLER: $5,900 $8,269
LIFT: $5,900 $7,795

COOLER & LIFT: $11,250 $16,064

SPECIAL FUNERAL HOME PRICING:

Made  
in the  
USA postmortem thread,  

   needles & instruments
headrests, body slats 
   & positioning tools

cleaners, disinfectants & 
stainless steel wipes

25% off supplies to celebrate our 25th Anniversary 
with promo code 25AUGUST

NEWSNEWSAssociation
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CANA brings Informative, Inventive Workshops

Larry Stuart, Jr. David Nixon Steve Egna

CONTINUED ON PAGE A34

rate depiction of everything that goes along with it MUST be a 
part of this dialogue. We need to learn how to express this real-
ity eff ectively and talk to the public and the media about crema-
tion, and exactly how cremation fi ts into the funeral rite without 
the limitations of our “traditional” past (translate - focusing on 
cost). Th is presentation will include a discussion and evaluation 
concerning actual statements disseminated by well-intended but 
unmindful funeral professionals, either in the media or in con-
versations, and how they could have been far more accurately 
and eff ectively delivered. Th e presentation will also outline the 
things we have forgotten as a professional service provider, in 
the attempt to stay relevant and profi table in an ever-changing 
death-care space. 

Larry Stuart, Jr., in his experience as President of Crematory 
Manufacturing & Service, Inc., has seen fi rst-hand the negative 
impact that poor crematory operations can bring about, both in 
the front and back of the house. Larry has written articles, de-
veloped cremation curriculum, spoken at numerous profession-
al events, and trained and certifi ed thousands of cremation pro-
fessionals across North America. His mission is to advance the 
safety and effi  ciency of cremation facilities and their employees 
and to foster a more positive impact on our community and our 
environment. As the founder of Cremation Strategies & Con-
sulting, Larry continues to educate our industry peers, our cus-

tomers, and the public about cremation, its history, its cultural 
signifi cance as a signifi cant part of the funeral rite, its impact on 
the environment, and operational best practices. Larry holds a 
B.A. from Kent University.

David Nixon and Steve Egna • Transition Planning: The 
Good, the Bad, and the Ugly
 In funeral service, building to sell is as important as building 
to serve. Th e transition from owner to seller deserves the same 
amount of attention as any aspect of running your business. Un-
derstanding the importance of having fl exible/realistic goals en-
sures successful outcomes for funeral home owners looking to exit 
their business. Th rough the use of case studies and an open forum, 
participants will gain an understanding of various opportunities 
and how to avoid some common pitfalls associated with develop-
ing a transition plan. Learn to identify the primary components of 
a transition plan and the common pitfalls many owners face.

David Nixon began working with funeral home owners in 
1979. He is noted for his Listening to Cremation annual crema-
tion study, fi rst published in 1995. In addition to his work on 
funeral home fi nancial analysis, David also concentrates on stra-
tegic planning, FTC Funeral Rule Compliance, funeral home 
budgeting and pricing, funeral business valuations, and exit 
planning and the transition of funeral home owners with all the 

complexities involved in selling or buying a funeral home.
Steve Egna is a Certifi ed Business Appraiser™ (CBA™), ac-

credited by the Institute of Business Appraisers™ and a Certifi ed 
Merger and Acquisition Advisor (CM&AA®), accredited by the 
Alliance of Merger & Acquisition Advisors®. Steve has over 30 
years of fi nancial leadership and management experience, special-
izing in transition planning and valuation analysis. Since 2005 he 
has worked with David Nixon on funeral home valuations and 
transition planning, as well as mergers and acquisitions.

Larry Stuart, Jr.  • Keynote: 
Back to Business: Redefi n-
ing Cremation in the Con-
sumer’s Mind 
 A serious but high-spirited 
and interactive discussion fo-
cusing on the idea that funeral 
service is not only necessary in 
modern times but it is crucial 
to the advancement of our civ-
ilization. Now that cremation 
has surpassed the 50% rate na-
tionwide, correct information 
about cremation and an accu-

http://www.mopec.com/
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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

 

 

FAMILY OWNED & OPERATED 
SINCE 1893 

HELPING YOU MAKE ALL THE DIFFERENCE 
https://shop.dodgeco.com / www.dodgeco.com 

tel 800 443 6343 / fax 800 443 4034 
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CANA brings Informative, Inventive Workshops
Continued fr om Page A33

Nick Timpe Tanya Marsh Bob Boettcher, Jr. Dennis Werner 

Paul Harris J.P. DiTroia Lara M. Price

William Bonacorda 

William Bonacorda • Pre-Need Sales Tactics 
 Every sales person wants endless leads and can’t wait for man-
agement to provide them. Why wait when you can create leads 
yourself? Th is presentation will allow you to take control of your 
own sales destiny. Learn where to begin (get organized), who to 
contact (the decision maker), where to host (funeral home or 
restaurant). Th e presentation will be interactive and informative, 
but most of all eff ective—if you are willing to do the work once 
you get back home.

William Bonacorda has been a Licensed Funeral director 
for 22 years, is a CPC, and has been President of Trust 100
since 2012 and with the company since 2000. He was SCI Sales 
Manager of the year in 1998, has received top awards for sales 
through all major insurance companies, and has trained hun-
dreds of top sale people throughout his career. 

Nick Timpe • Survey of Website and Software Tools that 
Increase Relevance
 Are you looking for new ways to engage your families in our 
transient society? Nick will review a survey of some of our indus-
try’s top funeral home and cemetery operators to see what tech-
nology they are using on their websites, via social media, and in 
face-to-face family interactions to engage families on a deeper 
level and generate new revenue opportunities.  

Nick Timpe is Director of Sales and Marketing at webCem-
eteries.com. Nick is a member of the ICCFA Sales and Market-
ing Committee, the Catholic Cemetery Technology Committee 
and a cemetery technology instructor at Notre Dame University. 

Tanya Marsh • The Development and Structure of Ameri-
can Cremation Law 
 Th is presentation will examine the historical development of the 
law of cremation in the United States to help attendees better un-
derstand the structure and organization of the modern law. At the 
end of this presentation, you should be able to understand and ex-

plain the legal framework of cremation law in the 
United States and appreciate how your own state 
statutes fi t.

Tanya Marsh is Professor of Law for Wake 
Forest University. A graduate of Indiana Uni-
versity and Harvard Law School, Tanya is a li-
censed attorney in Indiana and a licensed fu-
neral director in California. She developed and 
teaches the fi rst (and only) law school course 
on funeral and cemetery law.

Bob Boettcher, Jr. • Using Cremation Statis-
tics to Enhance Business Success for Cem-
eteries and Funeral Homes
 A review of the CANA cremation statistics looking at cur-
rent trends and market fl uctuations. Th is interactive session will 
identify strategies to remain profi table in today’s market.

Robert M. Boetticher, Jr., is a Past President of CANA and 
a second-generation funeral director. A Market Director at SCI, 
Bob has over 30 years of industry experience.

Dennis Werner • Religious Cremation Ceremonies 
 From cremation chapel services to cremation memorialization 
options, religion plays a large role cemetery operations. Dennis 

Werner, General Manager of 
St. Michael’s Cemetery/Cre-
matory, is the current Past-
President for the Metropoli-
tan Cemetery Association and 
served on the CANA Board of 
Directors from 2006-2012. 

Paul Harris • Preparing for 
OSHA’s Respirable Silica 
Standard 1910.1053
 Prepare to meet the require-
ments for the new respirable 
silica standards. Topics cov-
ered will include an overview 
of the standard and when im-
plementation begins, as well as 
the air testing, work practices, 
and training and recordkeep-
ing that will be required.

Paul Harris is President 
and Compliance Director 
of Regulatory Support Ser-
vices, Inc., specializing in 
regulatory compliance con-
sultation to the death care 
profession. Paul holds a 

North Carolina Funeral Service license, and served as Execu-
tive Director of the North Carolina Board of Funeral Service 
from 2004 until early 2012. Additionally, he served as the 
OSHA compliance offi  cer for a large North Carolina-based 
funeral home and has 25 years of fi rst-hand knowledge and 
experience with regulatory compliance.

J.P. DiTroia • Building Success through Community In-
volvement and Outreach 

J.P. DiTroia will discuss how to present community service 
events and fund raising events at the columbarium, strategies to 
cultivate community recognition, getting your name out in the 
media, building relationships in the community and clubs, and 
maintaining constant contact with the community.
 J.P. DiTroia is President of the U.S. Columbarium Co. at 
Fresh Pond Crematory in Middle Village, NY, where he has 
worked since 1967.  He served on the Board of the Metropoli-
tan Cemetery Association for nine years and is now co-chair of 
the Cremation Committee.  He presently serves on the Board 
of the New York State Cemetery Association and has been a 
committee member of the Metropolitan Funeral Directors As-
sociation since l979.

Lara M. Price • Legal 101 
 Expert attorney Lara Price will share tips to help you prevent 
litigation, prepare for litigation should it be threatened, and 
know what to do if you are sued. You will also learn how to pre-
pare a fi rm and its fi les to handle claims that may arise against 
the company, and how to best prepare to defend a claim against 
the fi rm.

Lara M. Price is a shareholder at Sheehy, Ware & Pappas, PC, 
in Houston. She regularly represents corporations, other busi-
ness entities, and individuals in complex litigation against claims 
for personal injuries, wrongful death, and economic loss in state 
courts throughout Texas and in federal courts in Texas and else-
where. Ms. Price is General Counsel for the Texas Funeral Direc-
tors Association and General Counsel for CANA.

http://www.bostonprayercard.com/
http://www.amrainstruments.com/
http://www.preproomdirect.com/
https://shop.dodgeco.com/
http://www.dodgeco.com/
http://eteries.com/
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“Don’t delay –– reserve your production position today.”

1215 East Broadway, Morrilton, AR 72110 
501.477.2229      www.rosewoodclassiccoach.com

“We don’t build hearses –
we create brand Icons.”

Beautiful Memories...
“Give them something they will never forget.”

"Liked" and "shared" by thousands;
People photograph what they like -
Do they photograph your hearse?

Photographed at every funeral

CONTAINMENT YOU CAN TRUST. PROTECTION YOU DESERVE.

HATE 
YOUR 
BODY 
BAG?  

YOU WILL 
LOVE  

THE TC 
BODYBAG®!

T O T A L  C O N T A I N M E N T

NO SMELL NO LEAKS NO ZIPPER

www.BioSeal.com

m sales@bioseal.com
760-749-9861
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Funeral Directors Association of 
Kentucky elects 2017-2018 Offi cers at 
Annual Convention

2017-2018 FDAK Offi cers. (L to R) Front Row: Central District Director: Greg Lakes from Berea; Chairman 
of the Board: Robbie Brantley from Brownsville; Southern District Director: John Hill from Owensboro; 
Southcentral District Director: Brandy Harwood from Tompkinsville; President: John Jones from Harlan; 
Immediate Past President: David West from Nicholasville; Vice President: Rusty Preston from Paintsville; 
Eastern District Director: George Sparks from Grayson. (L to R) Back Row: President-Elect: Rob Riley 
from Carrollton; Southeastern District Director: Wesley Rominger from Manchester; Sergeant-At-Arms: 
Grant Bolt from Georgetown; Secretary/Treasurer: Gerald M. “Marty” Jones II from Morganfi eld; and 
Western District Director: Chad Townsend from Dixon. Absent from photo are NFDA Policy Board 
Member: Shannon Combs from Richmond; and Northern District Director: Bill Mullins from Covington.

FRANKFORT,KY— Th e Funeral Direc-
tors Association of Kentucky celebrated 
their 135th Anniversary during the Annual 
Convention at the Crowne Plaza Hotel and 
the Kentucky Exposition Center in Louis-
ville on June 6-8, 2017. During this three-
day meeting, 50, 125 and 150 year-old 
fi rms were honored; 50 and 60 year Ken-
tucky licensed funeral directors were hon-
ored; and funeral directors received con-
tinuing education awards. Th ere were 79 

exhibitors displaying their diff erent busi-
nesses in the Exhibit Hall. Several educa-
tional seminars/presentations were given. 
 Th e 2017-2018 leadership was elected as 
follows: President – John Jones, Harlan; 
President-Elect – Rob Riley, Carrollton; 
Vice President – Rusty Preston, Paintsville; 
Secretary/Treasurer – Marty Jones, Mor-
gantown; Sergeant-at-Arms – Grant Bolt, 
Geor getown; Chairman of the Board – Rob-

CONTINUED ON PAGE A36

Photos by Elizabeth Roberts, Roberts & Downey Chapel Equipment, Argenta, IL
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Phone: 877-770-TIES (8437)
Fax: 276-466-3474

E-mail: customerservice@tiesforyou.com

www.tiesforyou.com 

STYLISH MATCHING TIES
FOR PROFESSIONALS

Any Size Group or Organization

 

A Difference You Can See & Feel

toll-free

877.848.6243
outside the US 

847.381.9000

info@meadowhillco.com

meadowhillco.com

The power of touch is what forges permanent 
connections between your families and their loved 
ones. As the originators of Thumbies®, Buddies™, 
and Phoenix™ print and cremation keepsakes, this 
is why each of our unique keepsakes is still cast—to 
maximize their touch-ability.

Experience the Meadow Hill difference.

 

NEWSNEWSAssociation
CONTINUED

John Jones (right) was presented his gavel as the new President 
of FDAK by Immediate Past President David West.

John Jones (left) was sworn in as the new President of the FDAK 
by FDAK Past President, John Muster of Muster Coach, Calhoun, KY.

bie Brantley, Brownsville; 
and Immediate Past Presi-
dent – David West, Nicho-
lasville.
 District Directors are: 
Central – Greg Lakes, 
Berea; Eastern – George 
Sparks, Grayson; North-

ern – Bill Mullins, Coving-
ton; Southern – John Hill, 
Owensboro; Southcen-
tral – Brandy Harwood, 
Tompkinsville; Southeast-
ern – Wesley Rominger, 
Manchester; and Western 
– Chad Townsend, Dixon.

Continued fr om Page A35

Funeral Directors Association of Kentucky elects 
Offi cers at Annual Convention
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Caring for every need,  
every day.

Experts in:  
Domestic Shipping

International Shipping
Cremation

Removal & Embalming 
Flight Arrangements

800.321.0185
natlmortuaryshipping.com

Available 24 hours a day, 7 days a week.

 

 

NEWSNEWSAssociation
CONTINUED

Louisiana and Mississippi Funeral 
Directors Associations hold Joint 
Convention

BATON ROUGE,LA— Th e Louisiana Fu-
neral Directors Association and Missis-
sippi Funeral Directors Association held 
a joint convention June 10-13, 2017 at the 
Windsor Court Hotel, New Orleans, LA.
 Th e 2017-2018 Louisiana FDA Executive 
Committee includes: President – Timothy 
I. Dulany, Osborn Funeral Home, Shreve-
port; Vice-President – Isabel Espinosa, 

Greenoaks Funeral Home, Baton Rouge; 
Past President – William Wimberly, Ar-
doin Funeral Home, Eunice; Treasurer – 
Gary Tranchina, Honaker Funeral Home, 
Slidell; Secretary – W. Bryan Price, South-
ern Funeral Home, Winnfi eld; Southwest 
District Governor – Retanna Mire, La-
fond-Ardoin Funeral Home, Opelousas; 

CONTINUED ON PAGE A39
Like Us On Facebook!
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903-641-0383
e-mail: cosmetics@nctv .com

A S S I G N M E N T S  H A V E  Y O U R  C A S H F L O W  T I E D  U P ?
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NEWSNEWS
Association

CONTINUED

NFDA Partners 
Exclusively with 
LendingUSA to Offer 
At-need Financing
BROOKFIELD,WI— For 
some families, a funeral 
can be an unexpected and 
signifi cant fi nancial bur-
den. Th e National Funer-
al Directors Association
(NFDA) is pleased to ex-
clusively endorse Lendin-
gUSA, an at-need fi nancing 
solution for families that 
may have diffi  culty paying 
for their loved one’s funeral. 
 “Following an extensive 
search and thorough vet-
ting process, we are excited 
to add LendingUSA to our 
roster of NFDA endorsed 
providers,” said NFDA 
President  Ashley Cozine. 
“LendingUSA is a solid, 
reputable company that 
will provide excellent cus-
tomer service to our mem-
bers and the families they 
serve.”
 LendingUSA lets fam-
ilies focus on working 
with a funeral director to 
plan a meaningful funer-
al or memorial service for 
their loved one. Depend-
ing on the applicant’s cred-
it score, there are three tiers 
of fi nancing; approximate-
ly 70 percent of applicants 
fall into tiers one and two. 
Families may qualify for a 

0% interest rate if their loan 
is fully paid off  within six 
months; there are no pre-
payment penalties or rate 
jumps. 
 Funeral homes assume no 
risk or recourse when a fam-
ily chooses to use Lendin-
gUSA to fi nance a funeral. 
Th e funeral home receives 
payment via direct deposit, 
typically within three busi-
ness days. Families work di-
rectly with LendingUSA to 
pay off  their loan. 
 Best of all, for approved 
loans that fall into tier one 
or two, the funeral home 
pays no fee. Approved loans 
that fall into tier three are 
considered subprime; be-
cause of the risk of these ap-
plicants, LendingUSA will 
charge the funeral home 
a small fee – but only on 
those higher risk loans. 
 NFDA members can 
learn more about Lendin-
gUSA and how they can 
begin off ering this at-need 
fi nancing option to families 
by visiting www.nfda.org/
endorsedproviders (mem-
ber login required) or by 
calling their member ser-
vices representative at 800-
228-6332.

Send Us 
Your News!
PO Box 5159, Youngstown, OH 44514

Fax 1-800-321-9040
Email info@nomispublications.com
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ONE STOP SHOPPING 
for new and used professional 

coaches and limousines

http://www.cjf.com/
http://www.hearsehub.com/
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Products provided through North Carolina Mutual Insurance Agency, LLC

Kenneth P. Floyd
Vice President of Pre-need Sales
Mobile:  757-817-7721
Work:   919-313-7812

North Carolina Mutual Life Insurance Company has more than a century of commitment to the funeral home 
industry. In 2011 we created our subsidiary, North Carolina Mutual Insurance Agency, LLC, and brought together 
a strong team of pre-need professionals. Our pre-need team has extensive experience as funeral directors and 
funeral home owners. We provide the solutions you need to expand your market share and increase your 
revenues. Through partnerships with top-rated carriers, North Carolina Mutual Insurance Agency, LLC offers:

• Best-in-class products
• A cutting-edge marketing program
• A skilled team of experts 

Let us start getting results for you. 
Contact us today.

Put Our Experience 
to Work for You

www.ncmutualpreneed.com    

FuneralServiceFoundation.org/Golf

OCTOBER 29, 2017
stow acres golf club  |  stow, ma
9:00 am shotgun start

Learn more online about 
sponsorship opportunities 
and player registration.

17th annual

We support funeral service in 
building meaningful relationships 

with the families and the 
communities it serves.

NEWSNEWSAssociation
CONTINUED

Louisiana and Mississippi Funeral 
Directors Associations hold Joint 
Convention

CONTINUED ON PAGE A40

Continued fr om Page A37

South District Governor – Boyd Mothe, 
Jr., Mothe Funeral Homes, New Orleans; 
Southeast District Governor – Kevin Pip-
er, Seale Funeral Service, Inc., Denham 
Springs; North District Governor – Troy 
Dennard, Young’s Funeral Home, Jones-
ville; and Sergeant-at-Arms – Anthony J. 
“Tiger” Istre, Geesey-Ferguson Funeral 
Home, Crowley.
 Th e 2017-2018 Mississippi FDA Board 
of Directors includes: President – Ladd 

Pulliam, Jones and Son Funeral Home, 
Richton; President-Elect – Sammy Reed, 
Lee Memorial Funeral Home, Verona; 
Vice President – Brett Brewster, CFSP, 
Cutshall Funeral Home, Iuka; Secretary-
Treasurer – John Wise, Boone Funeral 
Home, Greenville, MS; Past President – 
Sandra Chancellor, Chancellor Funeral 
Home, Byram; Northern District Gover-
nor – Whitney Pegues, W.E. Pegues Fu-

Photos by Elizabeth Roberts, Roberts & Downey Chapel Equipment, Argenta, IL

http://www.funeralservicefoundation.org/Golf
http://www.ncmutualpreneed.com/
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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

 

(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

SHRIMP AND BLACK BEAN SALAD

1 pound cooked, shelled shrimp 
1 15-ounce can black beans, drained 
½ cup thinly sliced celery 
1 small green pepper, cut in strips 
2/3 cup mild picante sauce 
1/3 cup thinly sliced red onion 
2 Tbsp chopped cilantro 
2 Tbsp oil 
2 Tbsp honey 
1 tsp lime peel, 2 tsp juice 
Lettuce leaves 
Cherry tomato halves

 Combine shrimp, beans, green pepper, celery 
and onion in large bowl. Combine remaining in-
gredients except tomatoes and lettuce; mix well. 
Pour over shrimp mixture; toss lightly to coat. 
Cover and chill 2-24 hours, tossing now and then. 
Spoon onto lettuce lined plates, garnish with to-
matoes. Serve with additional picante sauce.

TEXAS STYLE GERMAN CHOCOLATE CAKE
Eat Dessert First…this is the best chocolate cake ever!

½ cup buttermilk 
1 tsp baking soda 
2 cups fl our 
2 cups granulated sugar 
1 package German sweet chocolate 
3 Tbsp cocoa 
3 cubes butter 
1 cup water 
2 eggs 

 Pre-heat oven to 400 degrees. Mix buttermilk 
and baking soda and set aside. Sift together fl our 
and sugar. 
 In a saucepan, melt together and bring to a boil 
chocolate, cocoa, butter and water. Add 2 eggs, 
and then the fl our sugar mixture and lastly the 
buttermilk and soda mixture. Let batter stand for 
5 minutes while you grease and fl our an oblong 
cake pan. Bake for 20 mins at 400 degrees.
 While cake is baking: in the same saucepan, melt 
together: 
1 cube butter
3 Tbsp milk
½ package of German sweet chocolate 
2 tsp cocoa
 Bring to a boil and remove from heat; add 1 
package of powdered sugar and beat until creamy. 
Pour over the hot cake and enjoy! 

Memoires des Memoires des 
choix des Jacquechoix des Jacque

Good Eating!

Louisiana and Mississippi Funeral Directors 
Associations hold Joint Convention
neral Home, Saltillo; Northern District Governor – Troy 
Smith, Brantley Funeral Home, Olive Branch; Central 
District Governor – James Waggoner, Oliver Funeral 
Home, Winona; Central District Governor – Rusty Wal-
ton, Milling Funeral Home, Union; Southern District 
Governor – Brett Moore, Moore Funeral Home, Hat-
tiesburg; Southern District Governor – Bruce Lynd, Heri-
tage Funeral Home, Moss Point.

LFDA Announces 2017 Scholarship Recipients
 LFDA scholarship recipients were honored during the con-
vention. Th e Gerald M. Robbins, Sr. Scholarship is awarded to 
Louisiana residents attending accredited colleges of Mortuary 
Science who show high academic achievement as well as com-

Continued fr om Page A39
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munity involvement. Th e 
2017 recipients are: Kevin 
Piper of Baton Rouge, LA, 
who is studying Mortuary 
Science at Commonwealth In-
stitute of Funeral Service and is 
currently employed at Seale 
Funeral Home in Denham 
Springs, LA, and will com-
plete his degree in Decem-
ber 2017. Tylor Quebe-
deaux, Church Point, LA, is 
studying Mortuary Science 
at Commonwealth Institute of 
Funeral Service and is current-
ly employed at Melancon 
Funeral Home in Carencro, 
LA, and will complete h is de-
gree in June 2017.
 Th e 2018 LFDA and 
MFDA Joint Convention 
will be held June 2-5, 2018, 
at the Golden Nugget, Bi-
loxi, MS.

http://www.madelynpendants.com/
mailto:Thefanman@comporium.net
http://bankersadvertising.com/thefanman
http://www.cremationproductsinc.com/
mailto:info@nomispublications.com
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Now through

PhysiciansMutual.com/preneed

800.974.1802

Welcome to the next

GENERATION.
The ongoing success of your business 
will someday depend on succeeding 
generations – and the evolution of 
progressive preneed products. 

That’s why we’ve enhanced our 
innovative funding solutions today.

Ask us about our new
Custom Product Series. 

(L to R) Logan Badeau, Emily Nelson and Norman Wimer

FINGERPRINT KEEPSAKES
A  N E W  A P P R O A C H  T O

Become a Partner Today at LegacyTouch.com
50% Off First Keepsake Display!   Promo Code: NM8LT

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 new and improved eCommerce platform allows families to order 
when they’re ready, and funeral homes earn commission on every sale. 
Provide premium fingerprint keepsakes for your families while gaining  
a proven new revenue source, only with Legacy Touch. 

NEWSNEWSEducational
PIMS Students attend 
WPFDA Convention

PITTSBURGH,PA— Fif-
ty Pittsburgh Institute 
of Mortuary Science 
(PIMS) students were in-
vited to attend the Western 
Pennsylvania Funeral Di-
rectors Association (WPF-
DA) 109th Annual Con-
vention and Expo in Erie, 
PA by president Stephen 
Sherman and continu-
ing education chairperson 
Norman Wimer. In ad-
dition to networking, the 
students were able to sit-in 

on two programs and walk 
the exhibit hall. Breakfast 
and lunch was also pro-
vided. At the conclusion 
of one of the programs, 
Logan Badeau of Kersey, 
PA and Emily Nelson of 
Monaca, PA were present-
ed with a $500.00 scholar-
ship from Wimer. A certif-
icate also accompanied the 
scholarship check. PIMS is 
grateful to the WPFDA for 
their contribution to fu-
neral service education. 

www.nomispubl i cat ions . com

http://www.legacytouch.com/
http://www.physiciansmutual.com/preneed
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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

 

The National Museum of Funeral History
Houston, Texas

Museum Museum 
CornerCorner

 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

line
 Thank you to all the players and sponsors who sup-
ported the event, and stay tuned for more information 
on next year’s Charity Golf Classic. Online registra-
tion opens January 1, 2018.
 The evening before the Charity Golf Classic, the Mu-
seum held a Sponsor Appreciation Night. Sponsors 

and guests explored the Museum and a new spe-
cial exhibit, A Tribute to George Barris.
 To view photos from the National Museum of 
Funeral History’s 23rd Annual Charity Golf Clas-
sic and Sponsor Appreciation Night, and spot peo-

Charity Golf Classic and Sponsor Apprecia-
tion Night Photos Now Available to View On-

1966 Batmobile. Museum visitors have come by 
to sign a Memorial Book in his honor.

Looking for a unique gift?
 Visit the Museum’s online gift shop for a variety 
of gifts, including our limited edition 25th Anni-
versary items and one-of-a-kind trinkets and trea-
sures. Go to www.nmfh.org/shop
 Be sure to follow the museum on Fac ebook www.
facebook.com/funeralmuseum for the latest news 
and happenings.

ple you know, go to http://nmfh.org/donate/char-
ity-golf-classic

Commemorating Adam West
 Adam West, star of TV’s Batman, died in Los 
Angeles June 9. He was 88. He is memorialized in 
the Museum’s Thanks for the Memories exhibit A 
Tribute to George Barris next to the replica of the 

NEWSNEWSEducational
CONTINUED

CremationConference.com hosts a $1,000,000 
Opportunity

Robin Heppell Brian Young John McQueen

VICTORIA,BC— Crema-
tionConference.com is 
a marketing, position-
ing and technology con-
ference about how to 
grow cremation call vol-
ume and profits for both 
brick-and-mortar and 
website-based businesses. 
CremationConference.
com highlights what 
is specifically working 
around the country to 
out-compete local or re-
gional competitors, drive 
more leads and win more 

profitable cremations – from “low cost,” “value” and 
“life celebration” shopper-segments.
 “Basically, the challenge facing the funeral industry is 
a marketing challenge,” says Robin Heppell, funeral 
director and presid ent of Funeral Results Marketing
(FRM), which is hosting the conference. “Consumers 
are segmenting and changing, so more skilled position-
ing, marketing and communication is needed to stay 
relevant to them,” he says. Brian Young, FRM’s di-
rector of business development and conference speak-
er, cites two family-owned fi rms he has worked with as 
proof of Heppell’s point. “Because of how they modern-
ized their marketing approach, they were selling over $1 
million per year in cremation revenue just through their 
websites, in modest sized markets,” he said. 
 Guest speaker, John McQueen, president of Ander-
son McQueen Funeral Home in St. Petersburg, FL has 
also achieved what Heppell is referring to. As their cre-
mation rate soared from 21% in 1987 to over 72% in 

The Don CeSar Hotel CONTINUED ON PAGE A44

Like Us On 
Facebook!

http://www.facebook.com/Nomis.Publications/
http://www.childrengrieve.org/
http://www.cremationconference.com/
http://www.amrainstruments.com/
http://www.preproomdirect.com/
http://www.nmfh.org/
http://www.nomispublications.com/
http://www.nmfh.org/shop
http://facebook.com/funeralmuseum
http://nmfh.org/donate/char-
http://tionconference.com/


Page A43 AUGUST 2017 FUNERAL HOME & CEMETERY NEWS S ec ti on  A

Your Real Source  Anywhere. Anytime.Anywhere. Anytime.

9:41 AM 100%
 http://www.nomispublications.com     Search

1-800-321-7479 • PO Box 5159, Youngstown, Ohio 44514 • Fax: 1-800-321-9040 
info@nomispublications.com

UPGRADE 
YOUR 

LISTING

1-----------------------------8888

1-800-321-7479 • PO Box 5159, Youngstown, Ohio 44514 • Fax: 1-800-321-9040 
info@nomispublications.com

www.nomispublications.com

NewNew Look •  Look • New New OptionsOptions

http://www.nomispublications.com/
mailto:info@nomispublications.com
mailto:info@nomispublications.com
http://www.nomispublications.com/


Page A44 AUGUST 2017FUNERAL HOME & CEMETERY NEWS S ec ti on  A

Sheesham 

Our popular hand-carved Rosewood urn 
now comes in a Jumbo size.  

This 260 cubic inch urn is perfect for families planning 
to scatter their loved one’s ashes or for those on a budget. 

The dimensions of this urn are 9.8” x 6.8” x 5.5” tall 
and they come 8 to a case and cost $20 each.

Sheeshamurns.com • 651-450-7727 • service@foreverpets.com

SCATTERING URN
 

®

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

 

NEWSNEWSEducational
CONTINUED

The Academy Heats up with New 
Summer CFSPs

2010, their marketing, po-
sitioning and communica-
tion innovations drove call 
volume from 450 to 2200 
calls, while strongly increas-
ing average revenue per call. 
McQueen will discuss what 
worked and what didn’t 
during this turbulent time, 
including the launch of 
both his low-cost and high-
cost cremation businesses. 
 Th e two day conference 
will address diverse topics 
including how to
• launch a cremation 

brand inexpensively, 
• avoid funeral home can-

nibalizing, 

• master the most eff ective 
advertising spaces, 

• leverage third party 
technology tools that 
are easy, powerful and 
cheap, and

• improve your website’s 
advertising support and 
lead generation.

 Hosted happy hours and 
a tour of Anderson Mc-
Queen’s Cremation Trib-
ute Center are also in-
cluded. Full details can be 
found on www.Cremation-
Conference.com. Th e con-
ference starts Sunday eve-
ning, September 19, and 
continues the next two days 

at the Gatsby era Don Ce-
Sar Hotel on St. Pete Beach 
in St. Petersburg, Florida. 
 Funeral Results Market-
ing (FRM) is the fi rst dig-
ital marketing agency ded-
icated solely to the funeral 
industry. FRM helps death-
care businesses better posi-
tion themselves for the new 
internet era with ROI-an-
chored marketing. Special-
ties include web-based mar-
keting, internet advertising, 
cremation arrangement 
websites, funeral home 
websites, search engine op-
timization, and Public Re-
lations strategies.

Continued fr om Page A42

CremationConference.com hosts a 
$1,000,000 Opportunity

BUCHANAN,GA— As the temperature 
continues to go up here in the summer, 
some of our hard working members are 
reaching great heights also with their new 
CFSP designation awarded by the Acad-
emy of Professional Funeral Service 
Practice. Over the years the Academy has 
recognized hundreds of funeral directors 
who have completed the requirements 
for the CFSP (Certifi ed Funeral Service 
Practitioner) designation, the highest in-
dustry-recognized mark of dedication to 
life-long learning.
 Th e Academy has awarded 17 of its mem-
bers the prestigious CFSP designation. 
APFSP wants to congratulate the follow-
ing funeral professionals who have recent-
ly completed this milestone: Gary Borg,
Royal Oak, MI; William Butcher, Ver-
sailles, KY; Daniel Cotnoir, Dracut, MA; 
Chad Getz, Las Cruces, NM; B. Kend-
all Glover, Dothan, AL; Richard Hart-
nett, Wyandotte, MI; Joshua Hendrix, 
Tifton, GA; Joy Herndon, Lucedale, MS; 
Ryan Hughes, Dallas, TX; Cedrick Law-
son, Temple, TX; Chris Lea, Brownsville, 
TN; Calvin Lewis, New Albany, IN; Eric 
McDonough, Point Pleasant, NJ; Scott 
Nimmo, Allendale, NJ; Dexter Ritter, 
Canton, MS; Kathy Shepard-Lee, Atlan-
ta, GA; and Abby Staff ord, Topeka, KS.
 Th ese Academy members join the over 
1700 current CFSP designees who have 

voluntarily committed to going above 
and beyond the continuing education 
hours required by most of their licens-
ing boards. Th e CFSP designation is 
awarded after a member accumulates180 
hours of approved activities. Once mem-
bers reach the required hours, they must 
continue to complete a minimum of 20 
hours per year to maintain their desig-
nation. Th is commitment to continuing 
education and community service not 
only sets them apart in the funeral pro-
fession, but also shows the families they 
serve that they have the desire and pas-
sion to surpass the hours required to re-
main licensed.
 Th e Academy has also added 18 new 
active members this June who are look-
ing to grow professionally. Th e new CF-
SPs who are NFDMA members will be 
recognized at a reception held in their 
honor immediately following the sem-
inar which will be sponsored by North 
Carolina Mutual. Please join Th e Acad-
emy in congratulating these members for 
reaching the highest voluntary designa-
tion awarded in funeral service. For more 
information about the Academy of Pro-
fessional Funeral Service Practice or the 
CFSP designation, visit www.apfsp.org
or contact Patty S. Hutcheson, CFSP, 
executive director, toll free at 866-431-
CFSP. (2377).

http://www.sheeshamurns.com/
http://www.cremationassociation.org/
http://www.famic.org/
http://www.cremationconference.com/
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http://www.apfsp.org/
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PHILIP KIRKWOOD HAMILTON II of Mt. Clemens 
and Benton Harbor, MI died June 14, 2017 at the 
age of 53. He served families in the metro Detroit 
area as a fifth generation funeral director and owner 
of the Wm. R. Hamilton Co. Funeral Home. He 
received his Bachelor of Science degree from Wayne 
State School of Mortuary Science. 

JOHN J. ”JACK” HARLAND
of Port Henry, NY died June 
12, 2017 at the age of 85. He 
worked at Harland Funer-
al Home for over 65 years as 
a licensed funeral director and 
served as Essex county coro-
ner for 12 years. He graduated 
from the Simmons Institute of 
Funeral Service. RONALD E. PECHACEK of 

Chester, IL died June 12, 2017 
at the age of 63. He was a li-
censed funeral director for over 
40 years. He started work at 
Dashner Funeral Home in 
Red Bud, IL in 1976. In 1984, 
he went to work for the Wel-
ge Funeral Home in Chester, 
IL and purchased the business 
in 1990. He owned and oper-
ated the Welge-Pechacek Fu-

neral Home in Red Bud and Evansville and Pechacek-
McClure Funeral Home in Chester for the past 27 years. 

ROBERT “BOB” KENNETH 
GORDON of Secane, PA died 
June 11, 2017 at the age of 32. 
He was a training supervisor for 
Answering Service for Direc-
tors of Media, PA. 

HAROLD LEE MASSEY of Ro-
anoke Rapids, NC died June 
23, 2017 at the age of 62. He 
was a licensed funeral direc-
tor, owner and operator of 
Massey Funeral Homes in 
Jackson, Aulander and Roa-
noke Rapids. He received a 
degree in mortuary science 
from the John Tyler Commu-
nity College in Chester, VA. 

BARBARA L. DIERKES RUSH of Powhatan Point, 
OH, formerly of Dunkirk, NY, Moundsville, WV and 
Clarington, OH died June 26, 2017 at the age of 69. 
A retired funeral director, she and her late husband, 
Vernon “Butch” Rush owned and operated Rush Fu-
neral Homes, Inc in Clarington and Sardis, OH for 
many years. She received her state of Ohio funeral di-
rectors license and graduated from the West Virginia 
Northern Community College in 1991, she was a mem-
ber of the Ohio Funeral Directors Association.

RICHARD LLOYD SANDBERG
of Janesville, MN died June 
19, 2017 at the age of 83. He 
was a third generation funeral 
director, owner and operator 
of the Sandberg and Arnoldt 
Funeral Homes in Waseca 
and Janesville, MN. In 1956 
he received a degree in mor-
tuary science from the Uni-
versity of Minnesota. 

RICHARD “DICK” WALKER of 
Commerce, TX died June 22, 
2017 at the age of 72. He was 
a licensed funeral director at the 
Rhoton Funeral Home in Car-
rollton before owning and oper-
ating the Jones-Walker & Son
Funeral Home in Commerce. 
He enrolled in the mortuary sci-
ence program at the University of 
Minnesota and attended the Dal-
las Institute of Funeral Service.

SAMUEL R. LOCKLEAR SR of 
Pembroke, NC died June 19, 
2017 at the age of 88. He was 
the fi rst American Indian to be 
licensed as a funeral director in 
Robeson County. In 1952, he 
began working at Locklear Fu-
neral Home, which was estab-
lished by his parents, Luther 
H. and Pattie Hunt Locklear
in 1948. He acquired owner-
ship of the Locklear & Son 

Funeral Home after his father retired in 1965. He gradu-
ated from the Dallas Institute of Mortuary Science in 1954.

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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DWIGHT E. DENNEY of Mil-
ton, IN died June 10, 2017 at 
the age of 60. A licensed funeral 
director, he graduated from the 
Mid-America College of Funeral 
Service. 

WILLIAM L. “BILL’ SHORTS 
SR of Ft. Myers, FL died June 
9, 2017 at the age of 92. He 
worked as a licensed funeral di-
rector in Warren, OH before 
moving to Ravenna, OH in 
1954 to establish the Shorts Fu-
neral Home and Ambulance 
Service. In 1975, he opened his 
second funeral home in Streets-
boro. He continued to own and 
operate the fi rms until selling 

them to his son, Bill Jr., in 1990. A 1950 graduate of the 
Cleveland College of Mortuary Science, he was a member 
of the Ohio Funeral Directors Association, Ohio Embalmers 
Association and the National Funeral Directors Association. 

CHARLES M. SCOTT “SCOT-
TIE” SR of South Toledo, OH 
died June 29, 2017 at the age of 
80. He served Toledo and the 
surrounding communities for 
sixty years. He began working 
as a licensed funeral director 
at the former Bennett Funer-
al Home. He became manager 
of the Boyer-Van Wormer Fu-
neral Home in 1971 and lat-
er purchased the business from 

the Van Wormer family. In 1985, he acquired the Ber-
sticker Funeral Home. A graduate of the Pittsburgh In-
stitute of Mortuary Science, he was a member of the Ohio 
Funeral Directors Association.

LARRY G. HUGHES of Mar-
ion, IL died June 24, 2017 
at the age of 77. He was a li-
censed funeral director for 
over 51 years. He worked 
alongside Leonard Mitchell
at Mitchell Funeral Home
before partnering in 1970 
and in 1982 he purchased 
the business. He later ac-
quired Johnson-Hughes Fu-
neral Home in Herrin. He 

received a degree in mortuary science from the South-
ern Illinois University School of Technical Careers in 
1966, was a member of the National Funeral Direc-
tors Association and the Illinois Funeral Directors As-
sociation, where he served in several positions on the 
board and was a 51-year member and past president. 

THOMAS “TOMMY JO” JO-
SEPH CUNNINGHAM of Kilgo-
re, TX died June 7, 2017 at the 
age of 64. He was a licensed fu-
neral director, owner and oper-
ator of Cunningham Funeral 
Home for 32 years. A graduate 
of the Dallas Institute of Funeral 
Services, he was past president 
of the Independent Funeral Di-

rectors Association, associate member of the National Fu-
neral Directors and Morticians Association and a member 
of the National Funeral Directors Association. 

PETER M. CONNELL of Hun-
tington, NY died April 20, 
2017 at the age of 83. He 
was a licensed funeral direc-
tor and embalmer at the M.A. 
Connell Funeral Home,
which his father, Michael A. 
Connell established in 1923. 
After his father died in 1955, 
he and his younger brother 
inherited the business, which 
prompted his enrollment in 

mortician school. He lived in an apartment above the 
business with his family until he wed in 1977.

JON UNDERWOOD, found-
er of the Death Cafe move-
ment, died June 25, 2017 at 
the age of 44. Infl uenced by the 
ideas of Swiss sociologist Ber-
nard Crettaz, Jon held his fi rst 
Death Cafe in the basement of 
his home in London in Sep-
tember 2011. Today there are 
Death Cafes in over 51 coun-
tries worldwide.

CLARENCE M. WOOD JR
of Philadelphia, PA died 
June 6, 2017 at the age of 
90. He and his wife, Geral-
dine Bowser Wood founded 
Wood Funeral Home Inc in 
1959 from inspiration of two 
family members who were al-
ready funeral directors, El-
mer “Bus” Bullock in Harve 
de Grace, MD and Newton 
S. Bowser in Topeka, KS. In 

1991, the business was transformed from a sole pro-
prietorship to a partnership under the direction of his 
daughters, Cynthia and Wanda Wood. He graduated 
from mortuary school in Philadelphia. 

GEORGE “SONNY” W. 
MEADOWS II of Buffalo, NY 
died June 19, 2017 at the age 
of 76. He was a licensed fu-
neral director at the former 
Meadows Brothers Funer-
al Home, which was estab-
lished by his father, Huby Sr 
in 1936. He co-owned and 
co-managed the firm along-
side his brother, Huby Jr
from 1975 until 1992 when 

the business closed. He graduated from the Simmons 
School of Mortuary Science in 1964.

PHILIP M. KAPLAN of Boynton Beach, FL died June 
8, 2017 at the age of 76. He began his funeral career 
in 1962 in Rochester, NY, where he had owned the 
Parsky Funeral Home.

Death Notices
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��

Featuring
NEWS

FUNERAL HOME & CEMETERY

onlineonline

If you have an obituary you 
would like to see listed here,
 please send information to:

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

http://www.nomispublications.com/tributes.aspx
mailto:info@nomispublications.com


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

 

http://www.continentalcomputers.com/


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

 

T H AC K E RC A S K E T S. C O M  |  8 0 0 . 6 3 7 . 8 8 9 1T H AC K E RC A S K E T S C O M | 8 0 0 6 3 7 8 8 9 1

Growing
Closingwhile other suppliers are

To learn what makes Thacker the fastest growing 
casket company in the US call 800.637.8891

As corporate manufacturers announce employee 
layoffs and production moving to Mexico, Thacker 

remains committed to American workers. In fact, 
Thacker is proud to announce the recent acquisition 
of both Madison County Casket in Mississippi and 
Edison Casket located in New Jersey. These deals 
will expand the Thacker network to include 17 
states across the US. 

http://www.thackercaskets.com/
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FuneralScreen Innovation and New 
Products – Happy Customers Agree

Siphonbalm is the Latest in Prep Room 
Innovation

ROMEOVILLE,IL— Funeral homes 
praise FuneralScreen following two 
successful years of sales, innovation and 
new product releases. As the company 
continues to expand, FuneralScreen is 
pleased to see growing interest as funeral 
home owners and the industry modern-
ize with new digital platforms.
 Th is year FuneralScreen and Mes-
senger Stationery will be presenting 
an even more diverse line of products. 
Customized furniture grade freestand-
ing monitors and new digital signage 
products, including pedestal displays 
and the latest 42” touch screen kiosk, 
are giving an edge to funeral homes. 
Customers are pleased with new digi-
tal signage in their funeral homes as it 
becomes a new standard for the funeral 
and cemetery industry. 
 In a recent case study, FuneralSceen re-
ceived glowing reviews across the nation 
from funeral home owners, like Har-
ry VanVleit of Gilpatric-VanVliet Fu-

neral Home. Harry says, “I’ve learned that 
during calling hours, especially with older 
people or the parents of younger children 
that when they walk in and they see their 
loved-one on the screen like that they cry 
right away. It’s impactful as opposed to see-
ing faded white letters on a board that are 
crooked.” Harry continues, “It’s not just 
for the big fi rms… It just sets me apart 
from the competition – and it’s progres-
sive!” And, Messenger Stationery’s custom-
ers agree, “We are very thankful for Funer-
alScreen and our digital display cabinet. We 
have received numerous compliments from 
families and friends. It is defi nitely a great 

Touch Screen Digital Kiosk

The Pedestal Display

The Siphonbalm Drain Tube

BAY SHORE,NY— Inno-
vation is not evolution. Yet 
sometimes innovation has 
a result much like evolu-
tion. Make incision, raise 
artery, raise vein, insert can-
ula, insert drain tube, pour 
fl uid and raise gravity in-
jector. Th ese were the steps 
one would take to begin em-
balming only two hundred 
years ago, prior to machine 
pumps. With a few excep-
tions drain tubes have more 
or less been engineered away 
after the development of 
more sophisticated embalm-
ing machines. Take a look at 
the science for a moment. 
We have gravity, the weight 
of the fl uid shall have force 
and therefore push fl uid into 
the arterial system. As fl u-
id collects within the vein it 
will escape through the path 
of least resistance and exit via 

the drain tube. Th en some-
thing scientifi c happens, the 
drain tube being lower than 
the fl uid source begins si-
phoning or pulling fl uid 
from the vessel.
 “Why is this signifi cant?” 
asks Joseph M. Bernaudo
of FuneralNav and Mortu-
ary Magic. “Many would 
guess the greatest increase in 
speed over the years in Nas-
car had to do with a bigger 
or better motor. It was in fact 
with better brakes, this aid-
ed in the vehicles ability to 
stop quicker and therefore 
continue at higher speeds for 
longer. With that said, we are 
proud to announce the latest 
in prep room innovation, the 
Siphonbalm Drain Tube.”
 Seasoned embalmers have 
learned post embalming 
swelling is a result of high 

CONTINUED ON PAGE B11CONTINUED ON PAGE B2

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 
PLEASE VISIT OUR NEW 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?

Urn Bags & Jewelry /Keepsake Bags

Urn Bags 16.5” H x 16.5” W
Jewelry Bags 5” H x 3.5” W

URN BAGS
 $7.65 each 
JEWELRY/
KEEPSAKE 

BAGS
$1.44 each

SALE PRICE 
 $84500

Ferno® Model # 87 Church Truck
All 5 Colors Available

Modern Tributes Vinyl Wrapped Urn Vaults 
10 Stock Images & Full Customization!

BEST PRICE 
 $15000

 

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

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

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, 
Grand Hyatt New York, 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 Assn Of Cmtry & 
Fn Professionals Annual 
Convention - Sep 21, 2017, 
Caesar’s Windsor, Windsor, ON. 
888-558-3335. www.oacfp.com 
info@oacfp.com
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

Alabama Funeral Directors 
Association 2018 Mid-Winter 
Tradeshow & Expo - Jan 
15-16, 2018, Hyatt Wynfrey, 
Birmingham, AL. 334-956-8000. 
www.alabamafda.org mtill@
alabamafda.org

Int’l Cemetery, Cremation 
& Funeral Assn 2018 Annual 
Convention & Expo - Apr 18-
21, 2018, Man dalay Bay Resort 
& Casino, Las Vegas, NV. 800-
645-7700. www.iccfa.com kd@
iccfa.com

Virginia Funeral Directors 
Association 130th Annual 
Convention - Jun 09-12, 2018, 
Boar’s Head, Charlottesville, VA. 
Exhibits. 804-264-0505. www.
vfda.net lwhittaker@vfda.net

Alabama Funeral Directors 
Association 132nd Annual 
Convention - Jun 17-20, 2018, 
Marriott’s Grand Hotel, Point 
Clear, AL. Exhibits. 334-956-
8000. www.alabamafda.org 
mtill@alabamafda.org

Int’l Cemetery, Cremation & 
Funeral Assn University - Jul 
19-25, 2018, Fogelman Executive 
Center at the University of 
Memphis, Memphis, TN. 800-
645-7700. www.iccfa.com

Catholic Cemetery 
Conference 69th Annual 
Convention & Expo - Sep 
17-21, 2018, Hilton Cincinnati 
Netherland Plaza, Cincinnati, 
OH. 708-202-1242. www.
catholiccemeteryconference.
org info@
catholiccemeteryconference.org

Int’l Cemetery, Cremation & 
Funeral Assn University - Jul 
18-24, 2019, Fogelman Executive 
Center at the University of 
Memphis, Memphis, TN. 800-
645-7700. www.iccfa.com

MEETINGS/SEMINARS

National Funeral Directors 
Association Arranger Training 
Seminar - Aug 02, 2017, 
Callaway-Jones Funeral & 
Cremation, Bryan, TX. 800-228-
6332. www.nfda.org nfda@nfda.
org

National Funeral Directors 
Association Cremation 
Certifi cation Program - Aug 02, 
2017, Jefferson State Community 
College/Jefferson Campus, 
Birmingham, AL. 800-228-6332. 
www.nfda.org nfda@nfda.org

National Funeral Directors 
Association Arranger Training 
Seminar - Aug 22, 2017, Smith 
Funeral & Cremation Services 
Life Event Center, Maryville, TN. 
800-228-6332. www.nfda.org 
nfda@nfda.org

National Funeral Directors 
Association Cremation 
Certifi cation Program - Sep 
08, 2017, Eastwick College, 
Hackensack, NJ. 800-228-6332. 
www.nfda.org nfda@nfda.org

Selected Independent Funeral 
Homes 99th Annual Meeting
- Sep 10-13, 2017, Radisson 
Blu, Chicago, IL. 800-323-4219. 
www.selectedfuneralhomes.org 
pattyn@selectedfuneralhomes.
org

National Funeral Directors 
Association Arranger Training 
Seminar - Sep 12, 2017, 
University of Central Oklahoma, 
Edmond, OK. 800-228-6332. 
www.nfda.org nfda@nfda.org

The North American Division 
of the British Institute of 
Embalmers 2017 AGM & 
Professional Enrichment 
Conference - Sep 14-15, 
2017 There’s Always A Way: 
New Thoughts & Techniques 
Equal New Skills, Worsham 
College of Mortuary Science, 
Wheeling, IL. 207-841-6330. 
www.bienorthamerica.com 
sallybelanger@comcast.net

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

National Funeral Directors 
Association Cremation 
Certifi cation Program - Sep 
19, 2017, Piedmont Technical 
College, Greenwood, SC. 800-
228-6332. www.nfda.org nfda@
nfda.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

Ohio Cemetery Association 
Fall Maintenance Seminar-
South - Oct 10, 2017, 
Greenwood Cemetery, Hamilton, 
OH. 937-885-0283. www.
ohiocemeteryassociation.com 
jburrowes@cemeterydata.com

National Funeral Directors 
Association Arranger Training 
Seminar - Oct 12, 2017, Des 
Moines Area Community 
College, Ankeny, IA. 800-228-
6332. www.nfda.org nfda@nfda.
org
National Funeral Directors 
Association Arranger Training 
Seminar - Oct 28, 2017, Boston 
Convention & Exhibition Center, 
Boston, MA. 800-228-6332. 
www.nfda.org nfda@nfda.org
National Funeral Directors 
Association Cremation 
Certifi cation Program - Oct 
28, 2017, Boston Convention & 
Exhibition Center, Boston, MA. 
800-228-6332. www.nfda.org 
nfda@nfda.org
Funeral Service Foundation 
17th Annual Golf Classic - Oct 
29, 2017, Stow Acres Golf Club, 
Stow, MA. 877-402-5900. www.
funeralservicefoundation.org/golf 
info@funeralservicefoundation.
org
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
Funeral Service Association 
Of Canada 2018 Educational 
Cruise - Jan 06-13, 2018, 
Celebrity Summit Cruise 289-863-
7447. www.cruiseshipcenters.
com/OakvilleSouth
California Assn Of Public 
Cemeteries 60th Annual 
Conference - Feb 22-24, 
2018, Embassy Suite San Luis 
Obispo, San Luis Obispo, CA. 
888-344-9858. www.capc.info 
publiccemeteries@aol.com
National Hospice & Palliative 
Care Org 33rd Management 
and Leadership Conference - 
Apr 23-25, 2018, Washington 
Hilton, Washington, DC. 703-
837-1500. www.nhpco.org 
dcherry@nhpco.org
National Hospice & Palliative 
Care Org 2018 Fall Conference
- Nov 05-07, 2018, Hyatt Regency 
New Orleans, New Orleans, LA. 
703-837-1500. www.nhpco.org 
dcherry@nhpco.org

Hekman’s “Jacob” 
Model Accommodates 
High-Use Funeral Home 
Requirements

Clary Glenn Funeral Home’s free standing digital sign 

addition to our services and facilities,” said Joel Glenn of 
Clary Glenn Funeral Home. 
 FuneralScreen is quickly becoming a standard within mod-
ern funeral homes. In the past fi ve years FuneralScreen, win-
ner of the NFDA Innovation award, has been acknowledged 
by the industry and funeral homes nationwide. Funer-
alScreen is owned and operated by Jeff  McCauley, Greene 
Valley Media Co, in Romeoville, IL. FuneralScreen and its 
products may be seen at www.funeralscreen.com.

FuneralScreen Innovation 
and New Products – 
Happy Customers Agree

Continued fr om Page B1

Jacob 9000 with fi rm box cushions and standard Moisture 
Barrier Decking 

MISHAWAKA,IN— Hek-
man Contract Furniture,
manufactured in High 
Point, NC off ers sofas, lo-
veseats and chairs specifi -
cally designed for high use 
businesses. “Jacob,” a new 
frame style, is off ered in 
coordinating chair, love-
seat and sofa versions. Ex-
tra fi rm cushions used in all 
Hekman Contract furni-
ture make the seating more 
comfortable for people 
with hip, knee, and back is-
sues. And Hekman’s “Lift 
& Clean” cushion feature 
ensures that seat cushions 
won’t shift or look messy, 
regardless of the traffi  c.
 All Hekman furniture 
frames are built to with-
stand the rigors of high use. 
Combined with high densi-
ty, extra fi rm cushions and 
cover fabrics that boast a 
minimum of 50,000 dou-
ble rubs Hekman uphol-
stered furniture off ers the 
perfect seating solution for 
busy funeral homes.
 “Fabric choices are avail-
able in solids, vinyl, and 
even bright Sunbrella fab-

rics,” assures Cheryl Stor-
mzand, director of design 
and merchandising for 
Hekman/Howard Mill-
er companies. “Th ese extra 
sturdy fabrics are light-re-
sistant as well as stain- and 
moisture-resistant.”

MaryAnne Scheuble, de-
signer and Hekman sales 
director for Cressy Memo-
rial Group commented, 
“Hekman Contract furni-
ture is always appropriate 
in a hospitality setting. And 
our Jacob 8000 and Jacob 
II 9000 series are specifi cal-
ly styled to enhance tradi-
tional, transitional or con-
temporary settings. Fabric 
choices make the diff erence 
on these pieces.”
 Hekman Furniture, a di-
vision of Howard Miller 
(clocks, curio cabinets and 
memorial products) has 
been producing fi ne fur-
nishings since 1922. View 
their product lines at www.
hekmancontract.com or at 
www.howardmiller.com or 
contact 866-763-0485 for 
design or purchasing infor-
mation.
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4HEARSE.com
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Thacker acquires Madison County Casket Company
CLINTON,MD— Thacker Caskets is pleased to an-
nounce the completion of an acquisition of Madison 
County Casket, also known as Canton Casket Com-
pany. Th is is one of Th acker’s largest acquisitions and 
will extend Th acker’s distribution network to include 
funeral homes throughout Mississippi and into Loui-
siana. Th e acquisition took place on June 16th, 2017. 
Th is is Th acker’s sixth 
overall acquisition in the 
casket industry, and sec-
ond within the last six 
months. 
 Th e Madison Coun-
ty Casket Company has 
served customers in the 
Mississippi and Louisi-
ana markets for almost 90 
years. Th e company’s suc-
cess is due to the strong 
relationships it built with 
its customers, employees, 
and manufacturers. Th e 
business was established in 
1930, and for many years 
manufactured their own 
caskets. In 2010 the Moore 
family joined the Sullivan 
family and renamed the 
business Madison County 
Casket Company. 
 “Preserving the family owned and operated legacy is of 
utmost importance as my family has owned this com-
pany for three generations,” remarked Ralph Sullivan,
co-owner of Madison County Casket Company. He con-
tinued, “Th acker’s legacy is just about as long as that of 
Madison, thus making this partnership a natural fi t.”
 Co-owner, Ron Moore added, “Th acker has continued 
its growth path over recent years for good reasons. Th ack-

er couples high quality, American made caskets with sev-
eral value added services like Remembrance Line™, mer-
chandising support, etc. – it is no wonder they continue 
to grow.” He added, “Because of this, the customers of 
Madison County Casket will truly benefi t from the part-
nership between the two companies.” 
 “Madison’s rich and longstanding legacy along with 

the proximity to our man-
ufacturing plant in north-
west Alabama made this 
a natural fi t for Th acker 
as well,” said CJ Thack-
er. “We are ecstatic to be 
adding the customers and 
employees of Madison 
County to the Th acker 
family!” 
 Much of the Madison 
County Casket product 
line will be brought into 
the Th acker line with-
in Madison’s distribution 
area. Th acker is also ex-
cited to announce that 
the Madison County em-
ployees will remain on-
board and become part of 
the Th acker family! 
 Th acker Caskets, Inc 

directly serves funeral homes in 17 states via its net-
work of 13 distribution centers throughout the east 
coast, mid-west, and southern regions of the Unit-
ed States. In business since 1939, Th acker remains 
committed to providing funeral homes high-quali-
ty products at an honest price, as well as continuing 
the family owned legacy of Madison Casket Compa-
ny. For more information on Th acker Caskets, visit 
www.thackercaskets.com or call 800-637-8891.
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Wilbert Funeral Services Announces Agreement by Alleghany Capital 
Corporation to Invest in Company
BROADVIEW,IL—Wilbert Funeral Ser-
vices, Inc (WFSI) has announced that 
the company has entered into an agree-
ment with Alleghany Capital Corpo-
ration (Alleghany Capital), whereby 
Alleghany Capital will purchase a forty-
fi ve percent interest in WFSI. Alleghany 
Capital sources, executes, and oversees 
certain investments and acquisitions for 
its parent company, Alleghany Corpora-
tion (NYSE:Y).
 Alleghany Capital’s investment strategy 
seeks strong companies with good man-
agement and growth potential, all factors 
that are inherent in WFSI. Under the 
agreement, Alleghany Capital will have 
seats on WFSI’s board of directors but 

will look to WFSI’s management team to 
continue the success of the company.
 “As the owners of Wilbert Funeral Ser-
vices, Inc, we have responsibilities to our 
employees and their families, our Wilbert 
licensees, and all of our customers to posi-
tion WFSI for continued growth well into 
the future,” said Joseph U. Suhor, III,
chairman of the board of WFSI. “We feel 
that this is the best course towards that 
goal and look forward to an excellent rela-
tionship with Alleghany Capital.”
 Alleghany Capital’s investments in-
clude: (i) Bourn & Koch, Inc., a man-
ufacturer and remanufacturer of preci-
sion machine tools as well as a supplier 
of replacement parts and related servic-

es; (ii) IPS-Integrated Project Servic-
es, LLC, a technical service provider fo-
cused on the global pharmaceutical and 
biotechnology industries; (iii) Jazwares, 
LLC, a global licensed and branded toy 
and entertainment company; (iv) R.C. 
Tway Company, LLC (dba Kentucky 
Trailer), a manufacturer of custom trail-
ers and truck bodies for the moving and 
storage industry and other markets; (v) 
Stranded Oil Resources Corporation, an 
exploration and production company fo-
cused on enhanced oil recovery; and (vi) 
WWSC Holdings, LLC, a fabricator and 
erector of structural steel for use in com-
mercial, industrial, and public construc-
tion projects.

 Suhor and WFSI president Dennis 
Welzenbach will continue in their re-
spective roles for the foreseeable fu-
ture, working with the rest of the WFSI 
management team to continue the pru-
dent management of the company and 
guide its growth.
 “We are proud of the team we have as-
sembled and feel they are prepared to 
take WFSI into the future,” stated Wel-
zenbach. “We also feel that with Allegh-
any Capital, WFSI will maintain its in-
tegrity, culture and success to benefit all 
stakeholders.”
 For additional information about Al-
leghany Capital Corporation, visit 
www.alleghanycc.com.

Bass-Mollett introduces 
New 2017 Product 
Catalog 
GREENVILLE,IL— Bass-
Mollett Publishers has 
announced the release of 
its 2017 full line catalog. 
Th is new, 416-page 3-ring 
binder illustrates the in-
creasing breadth and depth 
of the Bass-Mollett prod-
uct lines and their com-
mitment to outstanding 
quality, innovation and 
exceeding the needs of 
the funeral directors they 
serve. With a growing in-
dustry and market, Bass-
Mollett plans to continue 
its performance of provid-
ing industry-leading prod-
ucts and outstanding ser-
vice. 
 Each section is catego-
rized based on product 
and design. Th e catalog 
features easy-to-read lay-
outs, detailed descriptions 
and overall simplicity. Full 
product lines include; per-
sonalized products, regis-
ter books, service records, 
acknowledgment cards, 
bookmarks and laminates, 
prayer cards, crucifi xes and 
crosses, service items, cre-
mation products, as well as 
product index, general in-
formation, meet the team, 
and a section dedicated to 
our new Director’s Print 
Suite designer software. 
 “When I arrived at Bass-
Mollett in August of 2015, 
John Flowers, CEO had 
already established this 
project as a 2016 priority. 
With all the diff erent prod-
uct categories we manufac-
ture, the breadth of the line 

and almost endless person-
alization opportunities, 
creating this full line bind-
er was a massive undertak-
ing for our organization,” 
said Dan Sheehan, presi-
dent. Sheehan added, “Th e 
focus and determination 
to want to produce this 
for our funeral directors to 
have a comprehensive and 
up-to-date resource to bet-
ter serve their families was 
the motivation and align-
ment for successful com-
pletion. I want to congrat-
ulate the team on a job 
well done!” 
 Established in 1951, 
Bass-Mollett Publishers, 
Inc is celebrating its 66th 
year of supplying the fu-
neral industry, helping fu-
neral homes through a net-
work of independent sales 
professionals. Bass-Mol-
lett’s mission has always 
been to provide custom-
ized solutions to funer-
al directors using excel-
lent quality, value, and 
service so that each fam-
ily they serve may memo-
rialize their loved one with 
dignity. Now in its third 
generation of family own-
ership, Bass-Mollett will 
continue to proudly and 
consistently serve the fu-
neral industry for decades 
to come. For more infor-
mation about Bass-Mol-
lett’s complete line of fu-
neral products or to receive 
a free copy of the product 
catalog call 800-851-4046 
or visit Bass-Mollett.com.
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www.funeralbusinessforsale.com
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 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
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•

•

SALES: 800.921.1004 
SUPPORT: 314.484.3612
 EMAIL: WSLIMO@AOL.COM 
WEBSITE: WOLFLIMO.COM 
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••

Wolf Limo
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After
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•

CALL FOR SPECIALS ON THE XTS CONVERSION

Stephanie Dyck, Care Center Supervisor and Glenn Rosenbaum, Vice-President.

French Funerals and Cremations Serves Albuquerque with Newly Renovated 
Care Center

ALBUQUERQUE,NM— For more than 
110 years, French Funerals and Crema-
tions has served the community of cen-
tral New Mexico, having been founded in 
1907 by Chester T. French. Th e trust of 
the area’s residents has enabled the com-
pany to grow to its current position as the 
largest and oldest family-owned and op-
erated funeral service company in Albu-
querque with fi ve locations including Rio 
Rancho.
 As could be expected, the ability to serve 
this community with a high level of com-
petency would eventually require a renova-
tion of the Central Care Facility to keep 
pace with the business. When the project 
was initiated, Stephanie Dyck, Supervi-
sor and Funeral Director, said “Our goal 
was to protect the health and safety of our 
staff  and to create an effi  cient working en-

vironment.” 
Duncan Stuart Todd, Ltd., the Prepara-

tion Room Specialists, was brought in to 
design, specify and equip the new space. 
Upon completion, Glenn Rosenbaum, 
Vice President who oversaw the project, 
stated, “From beginning to end, Duncan 
Stuart Todd was able to take our vision for 
a state-of-the-art workspace and articulate 
it into a care center that our entire staff  is 
proud to serve our families out of. Even 
our contractor, who was unfamiliar with 
prep room construction, was impressed 
with how easy it was to follow the draw-
ings and plans that DST provided.” 
 Th e extensive project consisted of sup-
plying a safe air system and providing for 
three embalming stations, dressing room 
and separate storage room.
 Safety and comfort are assured with a 

PrepAir G2 system that heats, cools and 
ventilates the general airstream, operat-
ing in tandem with the PrepArm system 
for localized exhaust over the embalm-
ing table. A full complement of foot end, 
plumbing and emergency safety equip-
ment was supplied along with custom ac-
cessories and body lifts. Custom cabinetry 
included upper and lower cabinets with 
instrument drawers, tall cabinets and de-

Family of Companies are Chester French 
Stewart, D. F. “Duff y” Swan, Tom E. An-
tram and Robert H. Stewart. Members of 
the French Family Companies organiza-
tion at all fi ve facilities are active in civic, 
cultural and church activities. Th e Central 
Care Facility is in the  University location. 
Other French funeral homes are Lomas, 
Wyoming and West Side in Albuquerque 
with a fi fth funeral home in Rio Rancho.

cedent lockers and desk in 
the storage room. 
 After the room was in 
operation, Ms. Dyck had 
praise for the improved 
ventilation, the ease of 
workfl ow and the amount 
of storage space. “Our Care 
Team,” she said “has been 
extremely excited about our 
new facility where we can 
provide the care that we do 
each and every day. We are 
very pleased with how easy 
it is to use the body lifts and 
how much time it saves us 
in doing so.”
 Th e local community was 
invited for an event in late 
2016 for a tour of the facil-
ity, prompting one guest, 
a retired embalmer, to say 
“seeing this almost makes 
me want to go back to em-
balming, just to say I have 
worked in a facility like 
yours!”
 Th e Albuquerque Journal 
recognized French Funer-
als with a “Top Work Plac-
es” award in 2017.
 Owners of the French 

Passare Announces Integration with 
Consolidated Funeral Services 
ABILENE,TX— Passare®, 
Inc. is pleased to announce 
its integration with Con-
solidated Funeral Servic-
es (CFS), a provider of custom websites 
for funeral homes. 
 “Passare is now able to send information 
such as the obituary, service dates & t imes, 
types of services, and much more directly 
to CFS websites with just one click,” said 
Passare Vice President and Chief Product 
Offi  cer Chris Baber. “Th is very simple 
process helps funeral homes save time, re-
duce errors, and streamline their process 
for each family served.” 
 Passare launched its collaboration plat-
form in 2014 to help funeral homes and 
families connect and collaborate in an in-
teractive, online environment designed 
to simplify the funeral planning process. 
Th e collaborative platform is also a fully 
functioning funeral administration sys-
tem built on a web-based platform, which 
is accessible anytime, anywhere, from any 
Internet-connected device.
 With Passare’s integration with CFS, fu-
neral directors can send the data gathered 
on a case, such as the obituary, vital statis-
tics, and funeral options, straight to the 
funeral home’s CFS website. Th e integra-
tion will allow for a single point of data 
entry, eliminating the need to reenter data 
that is already available on Passare.
 “We are very impressed with Passare’s in-
novative collaboration and case manage-
ment system and are pleased to support 
comprehensive integration between Pas-
sare and CFS,” said Felix Tsatskis, Co-
founder of CFS. “Th is new feature pro-

vides our mutual customers with two 
great solutions that operate as though one 
company produced them.”
 Passare is helping funeral profession-
als all over the nation reimagine the fu-
neral experience. Passare is the industry’s 
only collaboration system with integrat-
ed case management. Only Passare allows 
families and funeral directors to collabo-
rate on arrangements anytime, anywhere, 
from any Internet-connected device. Pas-
sare helps families and funeral directors 
communicate better throughout the fu-
neral planning process, leading to in-
creased customer engagement, higher 
levels of satisfaction, and a better overall 
experience for funeral professionals and 
families alike. To learn more, contact us 
at info@passare.com or visit us online at 
provider.passare.com.
 Consolidated Funeral Services is a full-
service website design company located in 
Greater Boston. Since opening in 2008, 
they have provided quality websites for 
more than 3,600 funeral homes, with more 
going live each week. Th e operation of CFS 
is fueled completely by commissions from 
the sale of sympathy products on the funer-
al home websites, which means that funeral 
homes don’t have to pay CFS anything ex-
cept a portion of these sales. Th is unique 
business philosophy allows them to pro-
vide great service to funeral homes across 
the continent without commitments, con-
tracts, or costs.

Like Us On Facebook!

http://provider.passare.com/
http://www.wolflimo.com/
http://www.facebook.com/Nomis.Publications/
mailto:info@passare.com
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SARASOTA,FL— Back in 
2015, research by busi-
ness advisory fi rm Deloitte 
found, “Mass personaliza-
tion is set to become a re-
ality, with 36 percent of 
consumers saying they are 
interested in personalized 
products or services.” Bo-
gati Urn Company has 
launched an exclusive urn 
collection to better provide 
this growing personaliza-
tion culture with similarly 
extensive options for after 
death.
 “In daily life, personal-
ization options range from 
baby products to house 
wares. We don’t think this 
level of personalized detail 
should cease once some-
one passes,” said Andrea 
Bogard LeBlanc, owner 
of Bogati Urn Company. 
“In fact, the more person-
alization the better when 
it comes to creating a fi nal 
memory for a loved one. 
Th at’s why we created the 
Bogati Exclusive Urn Col-
lection.”
 Th e initial lines in the ex-
clusive collection are fo-
cused on the spiritual and 
pet markets. With input 
from both families and fu-
neral and cremation ser-
vice customers, Bogati’s 
marketing team has hand-
picked images for both 
themes. Th e spiritual line 
features subtle scenes that 
are universally recognized, 
including Mary and Baby 
Jesus, Older Jesus, Our 
Lady of Guadalupe. For 
youth urns, images such as 
angels and Jesus with chil-
dren are featured. For the 
pet line, the team has cho-
sen some of the most pop-
ular breeds to represent the 
needs of the pet market.
 “One of the benefi ts of 
customization is we can 
create products on de-
mand, so each line can  ex-
pand as the markets dic-
tate,” said Scott Speicher, 
Marketing Director.  
 Both wooden and metal 
urns are available for the 
current themes. For now, 
the metal urns are avail-
able in adult sizes with a 
capacity of up to 200 cu-

bic inches while the wood-
en urns come in both adult 
and youth sizes with capac-
ities from 45 cubic inches 
to 200 cubic inches. 
 “When we looked at the 
overall selection of urns 
available today, we felt these 
specifi c niches were really 
underserved when it comes 
to choice and selection. 
Th at’s why we started with 
them,” said Bogard LeBlanc. 
“Our evaluation has proven 
to be accurate. Initial sales 
numbers show them to have 
been very well received, es-
pecially in Hispanic markets 
both inside and outside the 
United States.” 
 Future Bogati Exclusive 
Urn Collection themes will 
to include sports, military, 
and nature themed urns. 
 Founded in 2004 by An-
drea Bogard LeBlanc, Bo-
gati Urn Company off ers 
funeral homes and cre-
matories unparalleled ser-
vice 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 in-
ventory now includes hun-
dreds of memorial urns for 
adults, children and pets in 
varying materials, includ-
ing glass, marble, wood, 
porcelain, brass and met-
al. Custom options are also 
available.
 Bogati Urns is a proud 
member of several indus-
try organizations, includ-
ing the Association of Inde-
pendent Funeral Directors of 
Florida; International Cem-
etery, Cremation and Funer-
al Association; Florida Cem-
etery, Cremation & Funeral 
Association; Cremation As-
sociation of North America; 
Pet Loss Professionals Alli-
ance; and International As-
sociation of Pet Cemeteries 
and Crematories. 
 For more information 
on Bogati Urn Compa-
ny and to see the cur-
rent collection, please visit 
www.bogatiurns.com.

Bogati Urn Company 
Launches “Bogati 
Exclusive” Urn Collection 

New Memorials Direct introduces Handwriting 
Jewelry 

endless possibilities. Each of these 
jewelry options can also be ordered 
in diff erent metals including stainless 
steel, sterling silver, gold plated, 14K 
white and yellow gold and platinum. 
Many items also come in ash-holding 

cremation jewelry styles to give fam-
ilies another meaningful way to me-
morialize their loved ones. 
 Th ese beautiful artistic pieces are 
the perfect choice when customers 
are looking for a truly personalized 

way to keep precious memories clos e. 
Th e turn-around time for handwrit-
ing jewelry is only 24 hours and satis-
faction is always guaranteed. For more 
information call 877-995-8767 or 
visit www.newmemorialsdirect.com. 

GIG HARBOR,WA— New 
Memorials Direct is excit-
ed to introduce handwrit-
ing jewelry to their line of 
personalized keepsakes. 
Families can choose from 
a signature, line drawing, 
short note, a saying or any 
other personalized hand-
writing. Whether it be a 
note from grandma or a 
child’s precious stick fi g-
ure drawing, these timeless 
keepsakes off er the ultimate 
personal touch. 
 A wide variety of jewelry 
pieces can be customized 
in this way which provides 

Free Ryan
IMSA members get a free hour of consultation with 
social media maven Ryan Thogmartin of Disrupt Media, 
plus other acclaimed industry experts in marketing, law, 
finance and business. All this and much more for just 
$175 annual membership. Join, unite and thrive.

Empowering Cemetery &
Funeral Service Suppliers

www.IMSA-Online.com

 

Perfect Gift for any occasion!Perfect Gift for any occasion!
Order Your Favorite Animal Today!Order Your Favorite Animal Today!

Order Online www.nomispublications.com or call 1-800-321-7479 Order Online www.nomispublications.com 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.bogatiurns.com/
http://www.newmemorialsdirect.com/
http://www.imsa-online.com/
http://www.nomispublications.com/
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Heritage Memorial 
Funding introduces New 
Account Representative

Shannon Ivy

TUPELO,MS— Heritage Memorial Funding is pleased 
to announce the addition of Shannon Ivy as account 
representative in customer service. A licensed insurance 
agent, Ivy brings seven years of experience in customer 
service and sales to her new role. She is skilled in commu-
nication and customer service skills and has a strong eye 
for detail. Ivy is also passionate about meeting and con-
necting with prospective clients.
 “We’re honored to have Shannon join our team,” said 
Heritage Memorial Funding team leader Taylor Main.

“She brings energy and ex-
perience to our team, and 
she’s a great addition for 
our clients and any oth-
er fi rm looking to partner 
with Heritage. We look 
forward to seeing her ac-
complishments.”
 Ivy’s personal interests in-
clude watching her infant 
daughter grow, cooking, 
and entertaining. She also 
plays co-ed softball and en-
joys traveling.
 As an account representa-
tive, Ivy is responsible for 

identifying market opportunities and building relation-
ships with existing and prospective clients while educating 
them about Heritage’s low-cost, no-risk funding. Heritage 
Memorial Funding is proud to welcome Ivy to the team.
 Heritage Memorial Funding is a family-owned business 
that specializes in non-recourse insurance assignment fund-
ing. For more information on Heritage and its services, visit 
www.heritagememorialfunding.com or call 877-238-3076. 

Valley Casting Introduces 
their newest pin design 
for 2017: Folded Flag
MAPLE GROVE, MN—
Valley Casting introduced 
its newest design for the 
2017 Memorial Pin Col-
lection: Th e Folded Flag. 
 Th is classic military qual-
ity lapel pin and bookmark 
will help funeral profes-
sionals convey words of 
tribute and lasting memo-
ries to the families of V et-
erans. Th e Folded Flag 
comes attached to a book-
mark card that has a touch-
ing poem about the Folded 
Flag. Th e pin will serve as 
a cherished keepsake that 
can be shared with all to 
help express loss and trib-
ute the honor and memo-
ries of the Veteran. 
 This newest design is 
created the same way 
military emblems are 
made using time honored 
techniques and hand-
made craftsmanship. Lo-
cated in Minnesota, Val-
ley Casting has provided 
quality and creativity 
to thousands of funeral 
homes for over 60 years. 
An innovator in the Me-
morial Pin industry, Valley Casting takes great pride 
in the commitment to value, quality, delivery, and 
originality. Valley Casting as secure online ordering at 
www.pinsmith.com or call 800-695-8260.

Physicians Mutual 
Introduces New Custom 
Preneed Product Series 

Unity Financial Life Earns 
a Spot on Book of Lists

Aftercare.com Introduces 
Spanish Aftercare Card 
Program

internal pressure remaining constant within the body for 
too long. Th erefore diffi  culty achieving adequate drain-
age can lead to additional time and eff ort spent. Th e sci-
ence relates to Bernoulli’s Principle. To sum this up, fast 
moving fl uid has low friction and therefore low pres-
sure, additionally slow moving fl uid has high friction and 
therefore high pressure.
 By utilizing the Siphonbalm Drain Tube many venturi 
siphons are created within the vascular system assisting in 
the removal of fl uid, clots and obstructions. If the term 
venturi siphon is unknown to you it may be easily un-
derstood while considering the modern day Hydro-As-
pirator. Fluid traveling through the top and bottom ends 
of the Hydro-Aspirator creates a vacuum eff ect upon the 
side opening which attaches to the trocar.
 Th e Siphonbalm Drain Tube , a rigid drain tube, is equipped 
to handle the suction from a standard aspiration system 
without collapsing the venous system. Results include faster 
embalming, reduced formaldehyde exposure and greater dis-
tribution. To learn more about this product, special off ers or 
how you can help to provide feedback about this item please 
visit www.funeralnav.com/mortuarymagicstore or call 631-
328-5231.

Siphonbalm is the Latest 
in Prep Room Innovation

Continued fr om Page B1

OMAHA,NE—As innovators in the preneed market, Phy-
sicians Mutual is proud to introduce the newest gener-
ation of reliable preneed funding options, the Custom 
Product Series. Th ese new products are designed with 
funeral home owners in mind, off ering more of what 
they’ve requested, while also positioning owners to better 
meet the demands of their families. 
 Th e Custom Product Series includes two new life insur-
ance products, plus an annuity, and has something to of-
fer every funeral home in every market: graded and full 
death benefi ts; expanded issue ages; and a more custom-
er-friendly early payoff  program.
 Th e new products still include the optional Infl ation 
Guard, the fi rst-ever way to help protect funeral homes 
against shortfalls. Physicians Mutual also still off ers an in-
dexed-growth product which allows funeral home own-
ers to enjoy the potential for more growth while protect-
ing funds from market losses. 
 “We’re excited about the Custom Product Series and the 
opportunities it can provide to funeral homes to better 
serve their families and enjoy long-term growth and sta-
bility. Our new collaboration with Precoa will allow us 
to bring these new products to even more funeral homes. 
And as always, we remain committed to transparency, re-
liability and excellent customer service. Th is is an excit-
ing time for us and our funeral home partners,” said Phil 
Kreski, vice president of preneed at Physicians Mutual. 
 For more information on the Custom Product Series, 
how an indexed product can increase the potential for 
growth or to learn about Infl ation Guard, contact Phil at 
phil.kreski@physiciansmutual.com. To learn more about 
the company, visit www.PhysiciansMutual.com.

CLINTON,NC— Aftercare.
com announced that the 
popular Aftercare Card Pro-
gram is now available in 
Spanish. Funeral homes 
and cemeteries can now en-
roll a family and choose to 
send the Spanish version of 
the cards and survey. 
 “We’ve had a lot of interest 
in this program being avail-
able in Spanish and we are 
pleased to be able to off er 
that to our funeral homes 
and cemeteries,” said Ellery 
Bowker, the founder of Af-
tercare.com. “With grow-
ing Latino communities 
having this available makes 
it easier to stay in touch 
with all families during that 
fi rst year following the loss 
of a loved one.” 
 With the Aftercare Card 

Program off ered in Span-
ish,  Aftercare.com has dem-
onstrated their long-term 
commitment to helping fu-
neral homes and cemeter-
ies stay in touch with their 
families and increase pre-
need opportunities by nur-
turing those relationships. 
 Aftercare.com off ers 
the Aftercare Card Pro-
gram which is an auto-
mated program that sends 
out four cards plus a sur-
vey to families during the 
fi rst year following their 
loss. Th is allows funeral 
directors or family service 
counselors to serve at-need 
families while showing 
previous families that they 
are still thinking of them. 
Please visit www.aftercare.
com for more information.

CINCINNATI,OH— Unity 
Financial Life Insurance 
Company, headquartered 
in Cincinnati, earned a spot 
on the Cincinnati Business 
Courier’s Book of Lists 2016-
2017 as the 150th larg-
est private company in the 
greater Cincinnati metro-
politan area.
 Th e company reported 
2016 revenue of $56.54 
million, bringing it into the 
last place on the list.  Unity 
Financial Life President Jay 
Hardy said “It was nice to 
make it, even if we were just 
under the wire. We h ave 
great people working for us 
and we hope to improve on 

our position in the coming 
years.”
 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, cur-
rently licensed in 48 juris-
dictions, including the Dis-
trict of Columbia.
 Th e company can be 
reached on their website 
Contact Us Page at www.
ufl ife.com or by calling 
(877) 523-3231.

 

An Exclusive Event for Funeral Suppliers Seeking Customers, Distributors and Supply Partners 

2017 

CASKET AND FUNERAL SUPPLY ASSOCIATION OF AMERICA 

2017 FALL CONFERENCE & TRADE SHOW 
November 13-14, 2017 • JW Marriott Indianapolis 

 
 Six hours of conflict–free exhibit time  

 Intimate exhibit hall floor plan—space limited to 46 suppliers and distributors 
 Access to 250 prospective customer decision makers 

 Opportunities to exchange ideas with fellow industry business leaders 
 Monday night President’s Reception followed by dinner on your own  

 
Exhibitor and attendee registration NOW OPEN!   

Early-bird attendee rates expire October 13.   
Register at www.cfsaa.org. 

 

http://www.aftercare.com/
http://www.cfsaa.org/
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http://www.pinsmith.com/
http://aftercare.com/
http://www.funeralnav.com/mortuarymagicstore
mailto:phil.kreski@physiciansmutual.com
http://www.physiciansmutual.com/
http://tercare.com/
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http://uflife.com/
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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!

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

KENTUCKYKENTUCKY

E.C. Whitaker’s
FIRST CALL SERVICES

PROFESSIONAL MORTUARY TRANSFERS
EMBALMING • SHIPPING

301.322.4696
www.whitakersfirstcall.com

PROMPT & PROFESSIONAL STAFF • MODERN VEHICLES

SHIPPING DIRECTORY IS CONTINUED ON NEXT TWO PAGES SHIPPING DIRECTORY IS CONTINUED ON NEXT TWO PAGES 

DISTRICT OF COLUMBIADISTRICT OF COLUMBIA

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

www.nomispublications.com www.nomispublications.com 
or 1-800-321-7479 or 1-800-321-7479 

With Perches & Associates,  
you can choose:
■ Personalized consultative services
■ Translation via phone or internet to help make 

arrangements with Hispanic clients
■ Business and market plan development 
■ Promotional ideas and materials

Call us today at to discuss how we can work together 
to make your business more profitable. 

915-373-7677
s.perches@grupoperches.com

Licensed funeral director in Texas, New Mexico and California

Want to Reach the Hispanic Market 
& Make Your Funeral Home More Profitable?

Salvador Perches, an internationally
recognized authority on Hispanic 
funeral marketing and an American 
Funeral Director of the Year recipient,
can help you to understand and 
expand your business to reach this
growing market.

Specializing in Ship-Outs to Mexico

Serving London, Somerset, Lexington, Louisville,
Upper East TN and All of Eastern KY

• • •
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. 

• • •
Located Within Minutes of All Major Hospitals & Hospice

• • •
No Additional Charges for Holidays or Weekends. 

“CARING - QUALITY - PROFESSIONAL”

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

CENTRAL KENTUCKY 
FUNERAL TRADE SERVICES

SOUTHEASTERN KENTUCKY 
FUNERAL TRADE SERVICES

GENE & SHANNON GOODMAN, OWNERS

PHOENIX
FUNERAL & CREMATION SERVICES

 602-441-1700 Fax 602-441-5415
 SHIP IN/SHIP OUT DIRECT CREMATION
 $995 $995

We Are Proud To  Be Family Owned & Operated
1327 E. McDowell Rd.   •   Phoenix, AZ 85006

SERVING ENTIRE PHOENIX AREA

ARIZONAARIZONA

http://www.internationalmortuaryshipping.com/
http://www.inmanshippingworldwide.com/
mailto:firstcallofco@gmail.com
mailto:info@nomispublications.com
http://www.whitakersfirstcall.com/
http://www.nomispublications.com/
mailto:s.perches@grupoperches.com
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DIRECTORYDIRECTORYShipping CONTINUED
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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

PENNSYLVANIAPENNSYLVANIA

SOUTH CAROLINASOUTH CAROLINA

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

We are TSA Indirect Air Carriers 
(IAC) – booking domestic and 

international fl ights

Serving Pittsburgh and 
the Industry since 1963

Specializing in long distance 
ground and air transportation

Call Fenco for a quote to transport 
within a 500 mile radius of 

Pittsburgh, we will save you money!

Call Toll Free for long distance quotes

1-877-810-9177

Fenco Services, Inc.
Removals

~
Embalming

~
Transportation

~
Graveside Directing

( 8 4 3 )  7 6 2 - 4 3 3 0

Providing Excellent Service Since 1995

SHIPPING DIRECTORY IS CONTINUED ON NEXT PAGESHIPPING DIRECTORY IS CONTINUED ON NEXT PAGE

Family Owned and Operated

ON-SITE CREMATORYON-SITE CREMATORY

OBESE CASES  •  SHIP OUTSOBESE CASES  •  SHIP OUTS

LOCAL AND LONG DISTANCE REMOVALS LOCAL AND LONG DISTANCE REMOVALS 

(919) 964-0796( )) 6 6( )) 6 6

Conveniently Located near the North Carolina Conveniently Located near the North Carolina 
State Medical Examiners OfficeState Medical Examiners Office

Serving all of North CarolinaServing all of North Carolina

We Only Deal Directly with Funeral Homes

ERIE COUNTY
CREMATION SERVICE

“SERVING COMPLETE WESTERN NEW YORK Area”
873 Abbott Road, Buffalo, NY 14220-2403
ERIECOUNTYCREMATIONSERVICE.COM

716-824-6435

NEW YORKNEW YORK

Did You Miss The Advertising DeadlineDid You Miss The Advertising Deadline
for The Funeral Home & Cemetery Directory?for The Funeral Home & Cemetery Directory?

SHIPPING DIRECTORY

Nomis Publications, Inc., PO Box 5159, Youngstown OH 44514
800.321.7479 •  Fax 800.321.9040

cindy@nomispublications.com •  www.nomispublications.com

FUNERAL HOME & CEMETERY 

NEWS
will get you EXPOSURE TODAY!!

http://www.eriecountycremationservice.com/
http://www.protransportservice.com/
http://www.ma/
http://www.nomispublications.com/
mailto:cindy@nomispublications.com
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DIRECTORYDIRECTORYShipping CONTINUED

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  A D  H E R ET O  P L A C E  Y O U R  A D  H E R E
C A L L  1 - 8 0 0 - 3 2 1 - 7 4 7 9C A L L  1 - 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

www.nomispublications.com

Featuring quick links to
Death Notices, Feature Articles, Monthly Columns, News Alerts,
National RSS Feeds, Online Classifi eds, Calendar of Events

ONLINE DIRECTORIES: FUNERAL HOMES – CEMETERIES
DAILY NEWSPAPERS – BUYER’S GUIDE

Visit our website

NEWS
FUNERAL HOME & CEMETERY

onlineonline

TENNESSEETENNESSEE

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

http://www.internationalmortuaryshipping.com/
http://www.hearsehub.com/
http://www.nomispublications.com/Event_Calendar.aspx
http://www.nomispublications.com/tributes.aspx
http://www.funeralbusinessforsale.com/
http://www.nyaradzofs.co.zw/
http://www.tosfunerals.com/
http://www.trustgma.com/
http://www.brownsvc.com/
http://www.nomispublications.com/
http://www.callnfc.com/
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Antique Cars/Equipment .................................................................................................. 1
Business Equipment ......................................................................................................... 2
Business Opportunities ..................................................................................................... 3
Consultation Services ....................................................................................................... 4
Funeral Business For Sale .................................................................................................. 5
Funeral Business Wanted ................................................................................................. 6
Hearses/Limousines .......................................................................................................... 8
Help Wanted ................................................................................................................... 9
Miscellaneous ................................................................................................................ 10
Position Wanted ............................................................................................................ 12
Wanted to Buy ............................................................................................................... 13

DEPARTMENT INDEX

Prices Subject to Change without notice.
No Refunds.

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.

DEADLINE IS THE 5th OF 
THE PREVIOUS MONTH

To place an ad 
or to view ads 

prior to publication 
in the 

Funeral Home & 
Cemetery News, 

visit our website at 
www.nomispublications.com

GET A JUMP ON YOUR 
CLASSIFIED ADVERTISING

FUNERAL HOME & CEMETERY NEWS

1 Issue .......(up to 50 words)  ....... $ 55.00
 Add Photo ............................ $  35.00

3 Issues ......(up to 50 words)  ....... $140.00
 Add Photo ............................ $  65.00

ADDITIONAL COSTS
PER ISSUE

Additional Words ....................... $  .30
Box Reply Number ................... $ 10.00
Boxed Border .............................. $ 5.00
Color Background ...................... $10.00

(Color Background Includes Boxed Border)

All ads appear online at 
www.nomispublications.com

       Mail to: 

PO Box 5159, Youngstown, Ohio 44514

Fax to: 1-800-321-9040
Call: 1-800-321-7479

E-Mail: info@nomispublications.com

Order online at: 
www.nomispublications.com

Rates

New! 

Funeral Business

Real Estate Website 

Buy/Sell Nationwide!

One Stop 

Shopping for 

New & Used 

Professional 

Vehicles!

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. 2JJA

2CA

 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

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

FEDERAL COACH/CHRYSLER FUNERAL VAN
• Vinyl Top • Strobe Lights in  Grille • Flagstaffs & Flags
• Coach Lamps • Landau Bars • Full Chrome Package

• Removable Cotmate with Ramp • Stainless Flower Trays
• Madagascar Casket Floor with Rollers and Bier

NEW VAN ~ PRICED AS A USED VEHICLE!
For complete pictures email: rick@citylimosales.com

Call Rick @ 1-877-299-7775

Business Equipment 2

www.nomispubl i cat ions . com

AUGUST PRE-OWNED SPECIALS:

2006 DaBryan 
Lincoln Town Car 

100” Limo,
Black, 68K MLS

$29,990

2010 Krystal 
Lincoln Town Car

47” Limo,
Silver, 9K MLS

$29,990

2010 S&S Cadillac 
47” Presidential 

Limo,
White, 34K MLS

$58,000

2013  S&S Cadillac 
Medalist Hearse,
Black, 30K MLS

$69,990

2013 S&S Lincoln 
Majestic Hearse,
Black, 9K MLS

$69,990

2010 S&S Cadillac 
Medalist Hearse,
Black, 43K MLS

$49,990

2004 Superior
Cadillac 

Statesman, 
Silver, 62K MLS

$17,500

2003 S&S Cadillac 
Victoria Hearse,
Black, 81K MLS

$14,500

 

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://cremationequipment.com/
http://www.funeralsupplystore.com/
http://www.daeco.net/
mailto:rick@citylimosales.com
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Looking for an investor/
managing partner for a 
300 call funeral business in 
the Pacifi c Northwest. Very 
nice, modern facility with no 
deferred maintenance. All re-
plies held in strict confi dence. 
Call (406) 450-2675. 3ASO

Funeral Home Business 
for Sale in Picturesque 
Portsmouth, New Hamp-
shire. Well established, fam-
ily owned and operated for 
generations, the J. Verne 
Wood Funeral Home, Inc – 
Buckminster Chapel is located 
in the heart of historic and 
quaint Portsmouth, NH. This 
is an opportunity to own a 
piece of New Hampshire sea-
coast history dating back to 
the 19th Century. Uniquely 
New England, this beautiful 
property boasts Victorian style 
and charm just minutes from 
the Portsmouth Traffi c Circle. 
The business includes two 
chapels, a parking lot, two 
owner/staff apartments, and 
a three car garage. Serious-
minded Inquiries only may 
be directed to Attorney 
John P. McGee, Jr. at (603) 
436-5360.  5JAS

Reasonably priced for the 
right person to keep our 
tradition. Beautiful land-
mark funeral home, 50-60 
calls, in small, park-like safe 
for kids town in Western PA,  
yet near  Pittsburgh. Turn-key 
operation, completely modern 
remodeled, with two living 
quarters and lighted parking 
lots. Large solid pre-needs.  
Fami lyfunera lhome1@
gmail.com. 5JJA

For sale in upstate New 
York, is a three generation 
funeral home established 
in 1923 with an impeccable 
reputation. This beautifully 
landscaped building is situat-
ed near a major E/W highway. 
It contains 2 full apartments 
and 2 parking lots, an elevator 
and security system, a 2 car 
garage plus all new modern 
upgrades to bring this facility 
up to date.  Looking for the 
right funeral professional who 
would like to step in and take 
over this turn key business. 
Does between 30-35 calls, 
includes pre arrangements 
and all existing inventory, 
this funeral home has great 
potential for growth. Email: 
dlaskowski@stny.rr.com 5ASO

Business Opportunities 3

Funeral Business For Sale 5

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

http://www.robertpdurant.com/
http://www.houstonhearse.com/
http://gmail.com/
mailto:dlaskowski@stny.rr.com
http://www.youtube.com/watch?v=vE1cB0fejEw
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– COACHES –

2011 EAGLE KINGSLEY CADILLAC DTS
blue exterior/blue leather, urn enclave, purple strobes, Excellent Condition!

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

the teens! Beautiful car in Mint Condition!

2011 EAGLE KINGSLEY CADILLAC  DTS
black exterior/blue leather, urn enclave, purple strobes, Mint Condition!

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

Well Maintained!

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

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

Family Owned & Operated
for Over 35 Years!

Colonial Professional Cars Ltd

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!!
CALL NOW! 1-800-438-9329

ADSClassified
Albuquerque, NM - Well 
established completely 
turnkey mortuary service 
and funeral establishment 
with excellent reputation. 
Includes buildings, rolling 
stock, FFE and supplies. 
Exceptional opportunity 
for a funeral profession-
al wishing to get estab-
lished in a good-sized city. 
Owner can help with fi-
nancing. Emailed interest 
may be sent to craig@
directorschoiceofnm.
com 5CJJA

Northern New England 
based funeral home busi-
ness available for sale, 
along with the real estate. 
The fi rm has been in opera-
tion for many years. The fi rm 
is situated in a very nice part 
of Northern New England. 
This business has an esti-
mated $2.2MM in Prepaid/
Prearranged Services. The 
business has revenues of ap-
prox. $450,000 with total 
owners discretionary cash 
fl ow of approx. $150,000, to 
a working owner. Real Estate 
is also included in the sale. 
Contact Carpenter Hawke 
& Co, 68 Commercial Wharf 
East, Boston, MA. Call 617-
742-7440, ext. 4 for Brace 
Carpenter. Email brace@
carpente rhawke . com. 
www.carpenterhawke.
com.  5JJA

Two funeral homes for sale 
located in the Western New 
York area. The business has 
been in continuous opera-
tion since the 1940’s, serving 
many generations of local 
families. This is a turnkey 
operation. Included are all 
pre-arrangements, equipment 
and inventory. Opportunity for 
additional income with active 
rental properties on site. Av-
eraging 55+ services per year 
these properties are a great 
value. Owner is ready to re-
tire and is a motivated seller. 
Serious inquiries only. Email: 
fdirector7@gmail.com.  5A

Funl Busn For Sale Cont’d 5

Funeral Business For Sale is continued on Page B19

L i k e
Us On 

Facebook!Facebook!

2011 Lincoln Superior2011 Lincoln Superior

$31,000$31,000

Visit specialtyhearse.com for Full Inventory

FAMILY OWNED AND OPERATED 
FOR THREE GENERATIONS

GOOD CREDIT  BAD CREDIT
FINANCING & LEASING

AVAILABLE
Trades Accepted 

Free DeliveryMAURIZIO "MO" MISILLI
E MAIL MAURIZIO SHASCO.COM

CELL 516 816 9065

2010 Lincoln Superior 65” Limo2010 Lincoln Superior 65” Limo

$26,000$26,000
2010 Lincoln Krystal 65” Limo2010 Lincoln Krystal 65” Limo

$34,000$34,000

2010 Cadillac Superior 65” Limo2010 Cadillac Superior 65” Limo

$26,000$26,000
2009 Cadillac Superior 65” Limo2009 Cadillac Superior 65” Limo

$19,000$19,000
2008 Cadillac Eagle Hearse2008 Cadillac Eagle Hearse

$33,000$33,000

2007 Cadillac Victoria2007 Cadillac Victoria

$31,000$31,000
2004 Cadillac Superior2004 Cadillac Superior

$12,900$12,900
2003 Cadillac Eureka 2003 Cadillac Eureka 

$11,900$11,900

CONGRATULATIONS

IRA CHERRY 

LIM
OUSINE SERVICE

Winner o
f our

Open House

Church
 Truck 

60 ENGINEERS LANE 
FARMINGDALE, NY 11735 

PHONE 888-726-6090 • FAX 516-349-0482

http://www.facebook.com/Nomis.Publications/
http://www.carpenterhawke.com/
http://www.specialtyhearse.com/
http://www.colonialcars.net/
mailto:fdirector7@gmail.com
http://maurizio?shasco.com/
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“Since 1969” New & Pre-Owned Funeral Vehicles

Visit AmericanCoachSales.com for the rest of our New & Used Inventory!

Authorized Dealer for the following Funeral Vehicle Manufacturers...

FEDERAL
COACH • LIMO K2  

MK K2

MK
COACH

P

Platinum 
Funeral

Coach

www.americancoachsales.com

888-321-6613 

“Get a New Set of Wheels with Our Summer Deals”

2011 White Fleet Package

2011 Federal Coach Heritage Hearse
Black Leather, 46,700 Miles

2011 Federal 24 HR Limousine
Black Leather, 35,200 Miles

Package Price
$98,900
66 Month Financing:

$897 Per Vehicle

2006 Federal Heritage Hearse, 71,200 Miles

2009 S&S 6 Door Limousine, 52,100 Miles.

2006 S&S 6 Door Limousine, 38,500 Miles 2011 Eagle Kingsley Hearse, 56,250 Miles

2005 Dodge  1st Call Van, very clean, 95,300 Miles

2007 Eagle Kingsley Hearse, 83,400 Miles

$18,500 
As Is

$24,500

$27,500 $8,500

$17,000 
As Is

$47,900

http://www.americancoachsales.com/
http://www.americancoachsales.com/
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Retiring – Need to Sell!

• 1938 LaSalle Carved Side

• 1941 Cadillac Carved Side

• 1958 Pontiac Tripower

 Combination Hearse

• 1964 Cadillac Flower Car

• 1949 Cadillac Imperial

 Limousine
Call for pricing (918) 671-
7309. 8CA 

1996 White S&S Cadillac 
Victoria. 36K miles. Ask-
ing $3,500 OBO. Call (618) 
643-2321 for more informa-
tion. 8ASO

**WANTED**FUNERAL 
HOME AND/OR CREMA-
TORY WANTED IN SOUTH-
EAST MICHIGAN. We are 
looking to expand our funeral 
home business in Southeast-
ern Michigan. Reply in the 
strictest of confidence to 
Yankle8@aol.com.  6A

Hearses/Limousines 8

Funeral Business Wanted 6

If you are thinking of 
selling your funeral busi-
ness, we would like to 
talk to you. We have 
qualified buyers for 
small and medium sized 
funeral businesses and 
we also have financ-
ing available for buy-
ers. Please call Rogers 
and Associates, 406-450-
2675. 5BJAS

Funeral Home for sale 
located in Western New 
York, south of Buffalo. Av-
eraging 140 calls per year. 
Owner wishes to retire and 
can help with fi nancing. Seri-
ous inquiries only. Reply to: 
funeralbusinessforsale@
gmail.com. 5JJA

Funl Busn For Sale Cont’d 5

FUNERAL HOME & FUNERAL HOME & 
CEMETERY CEMETERY NEWSNEWS

ADSClassified

Two 2010 Superior Cadillac 
Hearses for sale, low mileage 
and good condition, original 
owner, black on black, 25K 
each, neg. 2011 Superior 
Hearse, black on black, 30K, 
neg. Two 2011 Limos for 
sale, 2008 10-passenger Lin-
coln, all good condition, neg. 
Call 631-499-6770 Michael 
Frank or Maureen. Email
Maureen47@aol.com. 8JJA

1999 Cadil lac Victoria 
S&S Hearse. 53K miles. 
Grey interior and exterior. 
Vehicle is equipped with 
a cot, reeves carrier and a 
slider board. Good condi-
tion. Recently PA inspected. 
Asking $9,000 OBO. Call 
570-510-9724. 8A

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

Your Real Source. Anywhere. Anytime.

“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

2010 Superior Cadillac Statesman Coach, black/black vinyl top, only 32k miles, Elegant!
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.

2006 Superior Cadillac, 47” 6-dr, silver, $15,500 Same Style as 2011
2004 Eureka Cadillac, 47” 6-dr, black, Sharp!

2004 S&S Cadillac 47” 6-dr, triple black, Very Clean, Excellent Condition!
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

Special Deals!
CALL FOR

 

Miller & Sons

Without quality, 
there is no value!

800-822-9586    

2015 Eagle Cadillac Echelon
17-025

2014 Federal Lincoln Stratford
16-023

2011 Eagle Cadillac Regency 
6-Door, 16-064

2010 Eagle Lincoln Kingsley
15-076

2011 S&S Cadillac Imperial
Low Mileage, 16-066

2009 S&S Cadillac Imperial
14-091

2009 Eagle Lincoln Kingsley
16-046

2011 S&S Cadillac 6-Door,
Raised Roof, 16-065

Funeral Car Sales

Family Owned, Family Operated –– 29 Years + in the Industry!

New & Used – 1st Call Suburbans & Vans – Sprinter Vans

sales@hearseandlimo.com 

7138 Envoy Court  •  Dallas  •  Texas •  75247David LeeGeoff MillerFrank Miller, Sr. Josh Miller Carlos WhitakerFrank Miller, Jr.

www.hearseandlimo.com  

http://www.nomispublications.com/
mailto:Yankle8@aol.com
http://gmail.com/
mailto:Maureen47@aol.com
http://www.nomispublications.com/
http://www.royalcoachworks.com/
mailto:sales@hearseandlimo.com
http://www.hearseandlimo.com/
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www.hearselimo.com
CALL 678-313-4462 TEXT
Excellent Funeral Cars - 
Southern Cars - No Rust 
-  We help ship anywhere.

HEARSES:
• 2006 Lincoln - White w/

viewing window 63k mi. 
$16,900.

• 2001 Cadillac - Silver 65k 
mi. $8900.

• 2001 Lincoln - Silver 69k 
mi. $8900.

• 2014 Dodge Promaster 
Extended Van 2500HD 
69k mi. $19,900.

LIMOUSINES:
• 2014 Cadillac - XTS LIVERY 

- Black - high miles low 
price $9900.

• 2005 Lincoln - Blue 6 Pack, 
divider, 62k mi. $3900.

• 2004 Cadillac - Blue/White 
top, 39k mi. $8900.

• 2003 Cadillac - Dark Blue, 
38k mi. $5900.

• 2001 Cadillac - Dark Gray, 
33k mi. $6900. each (2 of 
them)

• 1998 Cadillac - Black, 50k 
mi. $2900.

8CJASHEARSES & LIMOUSINES 
FOR SALE!
HEARSES:

• 2017 Cadillac Eagle Echelon 
- Black - 125 Miles

• 2016 Cadillac Armbruster 
Crown Regal - Black - 2,115 
Miles

• 2000 Cadillac Eureka STS - 
Black - 88,356 Miles

• 1998 Cadillac Federal Renais-
sance - Blue - 48,083 Miles

• 1998 Lincoln Federal - White 
- 122,341 Miles

• 1998 Chevrolet Eagle - Black 
- 96,773 Miles

LIMOUSINES:
• 2016 Lincoln Executive 

120”CL 5-Door - Black - 19 
Miles

• 2015 Lincoln Executive 
120”MKT Evo 5-Door - Black 
- 18,700 Miles

• 2011 Lincoln Krystal 120” 
5-Door - Black - 142,878 
Miles

• 2008 Lincoln Krystal 120” 
5-Door - Black - 89,554 Miles

• 2006 Lincoln LCW 100” 
5-Door - Black - 70,188 Miles

• 2005 Lincoln LCW 100” 
6-Door - Black - 58,601 Miles

• 2004 LIncoln LCW 6-Door - 
White - 56,929 Miles

CALL FOR PRICING! 
310.609.2900!

www.coachwest.com
sales@coachwest.com 8A

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. 9JJA

Position Available: 
Full-Time Funeral Director 
or Intern in Pennsylvania 

Full-Time Licensed Funeral 
Director or Full-Time Intern 
needed in the Beaver County, 
Pennsylvania Area. This posi-
tion offers an apartment above 
our branch location (rent and 
utilities included; excluding 
cable and internet). Must have 
reliable transportation, physi-
cally able to make removals, 
and licensed to perform and 
carry out the expectations of 
a funeral director (pre-need li-
cense not necessary but a plus). 
Please send your resume to: 
bobber00820@yahoo.com. 
Thank You. 9A

Help Wanted 9

ADSClassified

Help Wanted is continued 
on Page B22

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.

To Place Your Classifi ed Ad 
Call 1-800-321-7479 

or visit our website at 
www.nomispublications.com

Two Hearses & One Limo
Matching pair Hearse and 
Limo, still in service, one 
owner, bought new in 
2004. 2004 Cadillac Eagle 
Hearse, black with blue in-
terior and chrome band, 
64,000 miles, $18,000 o/b. 
2004 Cadillac LCW 6-Door 
Limousine, black with blue 
in te r io r,  50 ,000  mi le s , 
$9,000 o/b. 2006 Eagle
Kingsley Hearse, 32,000 
miles, black with black in-
terior, $35,000 o/b. Please 
call or text Pete at (315) 
243-5873.  8JJA

Buy Direct from the 
Owner and Save! 

2003 Cadillac Superior Hearse 
in Good Condition, low miles 
(42,000). Silver with black 
vinyl roof, blue interior. New 
tires. Make an offer. Email 
fami lyfunera lhome1@
gmail.com. 8JJA

Hearses/Limousines Cont’d 8

To place 
Your  
Classifi ed  
Ad...

FUNERAL HOME & 
CEMETERY NEWS

Call 
1-800-321-7479 

or visit
www.nomispublications.com

C-W COACH SALES   Since 1983
Hearses

2009 Lincoln Krystal, black/black top, 49k miles...........................$18,500
2004 Cadillac Federal, black/black top, 60k miles..........................$  9,500
2001 Eagle Ultimate, black/black top, 90, 075 miles.......................$  7,500
2001 Cadillac Superior Crown, gold/gold top, 101k miles............$  5,850
2000 Cadillac Eagle Ultimate Elite, black/black top, 100,626 miles.....$  5,000
2000 Cadillac S&S Medalist, black/black top, 43,809 miles..........$  5,500
1997 Cadillac Eureka, black/black top, 110k miles........................$  1,875
1994 Cadillac Commercial Glass, silver/blue top, 85k miles........$  3,500

Limos
2007 Cadillac Eureka, black/black top, 30,433 miles....................$15,000
2006 Cadillac Eureka, black/black top, 31,820 miles....................$13,000
2006 Cadillac Federal Raised Roof, black/black top, 69k miles..........$14,000
2006 Lincoln LCW 120”, black/black top, 210k miles...................$  9,000
1999 Cadillac Federal VIP, silver/silver top, 45,184 miles.............$  2,475
1998 Cadillac Superior, black/tan top, 48,739 miles.....................$  1,875
1997 Cadillac Superior, white/white top, 12,650 miles..................$  3,750
1995 Cadillac Henry Brothers, white/white top, 80k miles...........$  2,400

513-821-0000 cwcoach.comCincinnati, OH

The Funeral Car Store

LARGEST SELECTION OF 
NEW AND PRE-OWNED 

FUNERAL VEHICLES
Flexible Financing is Available!

TTTIOIOOON OOOFFFO  
OWOWOWWWOWNENNEENEN DD
ICLC ESESSS 1.800.785.2830

www.thefuneralcarstore.com

 

Quantities Limitedes LimitedQuantitie i d

800.321.7479  www.nomispublications.com

http://www.cwcoach.com/
http://www.hearselimo.com/
http://www.coachwest.com/
mailto:sales@coachwest.com
mailto:bobber00820@yahoo.com
http://www.nomispublications.com/
http://gmail.com/
http://www.nomispublications.com/
http://www.thefuneralcarstore.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

Introducing the NEW Platinum Limousine

2009 Eagle Echelon, White/White

2009 Eagle Eachelon-L
Black/Black, 25k Miles

2011 Superior Statesman w/Oval Window,
Black/Black, 32k 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 1/2 Eagle Echelon,

Black/Black, 15k Miles

2011 S&S Medalist, w/Oval 

Window, Silver/Silver, 30k Miles

2009 Eagle Lincoln Ultimate,

Black/Black, 33k Miles

2006 Superior 6-Door Limo

Black/Black, 25k Miles

2006 Federal Hearse.

Black/Black, 53k Miles

Order Your 2018 Platinum Limousine Today!!!

For any other states, call Shannon Hill @ 678.784.2121

2011 Superior 6-Door Limo,
White/White, 20k Miles

http://www.myhearse.com/
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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

2017 CADILLAC PLATINUM COACH W/ 130 MILES
BLACK EXTERIOR WITH BLACK AND GRAY INTERIOR

2013 MKT LINCOLN EAGLE HEARSE W/ 33,000 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/ 46,453 MILES
BLACK EXTERIOR AND BLUE INTERIOR

2017 MKT LINCOLN MK COACH W/ 15 MILES
BLACK EXTERIOR WITH BLACK AND GRAY INTERIOR

2011 CADILLAC S&S MEDALIST W/ 16,420 MILES
WHITE BODY, BLACK TOP AND BLACK INTERIOR

2011 CADILLAC S&S MEDALIST W/ 15,715 MILES
CAMEL TOP, BLUE EXTERIOR AND BLUE INTERIOR

2006 CADILLAC FEDERAL COACH W/ 18,012 MILES
SILVER EXTERIOR AND BLUE INTERIOR 

2017 MERCEDES SPRINTER FUNERAL LIMO
13 PASSENGER PLUS 2

WHITE EXTERIOR AND BLACK INTERIOR 

2014 CADILLAC EAGLE COACH W/ 24,000 MILES
BLACK EXTERIOR AND TITANIUM 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 VEHICLES

800 333 2533  www. conawaysales.com

A Moloney Entity

2017 CADILLAC XTS LEHMANN-PETERSON 55” 6-DOOR
WHITE EXTERIOR AND BLACK INTERIOR

ADSClassified
Pennsylvania Licensed 

Funeral Director
 Rodriguez Funeral Home, Inc. 
of Philadelphia, a progressive 
funeral home serving a very 
ethnically and religiously di-
verse community, is seeking ap-
plicants for a full-time funeral 
director, who will be involved 
in all aspects of funeral service.
 Must have excellent inter-
personal skills, communication 
skills, knowledge in computer, 
people skills and attention to 
details, excellent telephone 
etiquette, professional appear-
ance, good manners, and will-
ingness to work independently 
and as a team member.
 Competitive salary, sched-
uled evening, weekends and 
days off, paid vacations, health 
insurance and retirement plan.
 Qualifi ed applicants may 
email at milianr@ymail.
com their resume and pro-
fessional references or call 
215-537-8686 and ask for 
Milian E. Rodriguez. 9JJA

Independent Sales Reps 
wanted for multiple U.S. 
sales territories. The crema-
tion industry is expected to 
grow by 40% over the next 15 
years, which guarantees op-
portunities for growth. CMR 
is a progressive, family owned, 
cremation metal recycling com-
pany with 20+ years of Industry 
experience. We offer generous 
commissions, protected terri-
tories, competitive advantages, 
training, support and free sup-
plies. Contact: Ron Bowman, 
VP Sales  cmrcentralflori-
da@gmail.com. Visit www.
cremationmetalrecycling.
com. 9JAS

Licensed Funeral 
Director

Outstanding Career 
Opportunity

 Myers-Buhrig Funeral 
Home and Crematory, lo-
cated in downtown Me-
chanicsburg, Pa. is search-
ing for a dedicated, licensed 
funeral director to join our 
growing fi rm.  Our com-
passionate team of pro-
fessionals is committed to 
providing exceptional care 
for each and every family.
 We offer:
• Reasonable work sched-

ules that ensures work/
life balance

• Attractive on-call sched-
ule that will not change.  
When you’re off, you’re 
off!

• Generous paid time off 
• Medical, dental, vision 

and prescription cover-
age

• In addition to regular 
wages, the employee 
will receive overtime, 
bonuses and on-call pay

• 401(k) plan with gener-
ous 6% match

• Company sponsored 
social and community 
events 

• Clothing and dry-clean-
ing allowance

• A great place to work, 
live and play!

• Company cell phone pro-
vided

 Myers-Buhrig Funeral 
Home and Crematory is 
committed to the highest 
levels of service and profes-
sionalism.  If you would fi nd 
fulfi llment in being part of 
a team that makes a real 
and meaningful difference 
in people’s lives, you might 
find a home at Myers - 
Buhrig Funeral Home and 
Crematory.
 Please send resumes 
to: Myers-Buhrig Funeral 
Home and Crematory, 37 
East Main Street, Mechan-
icsburg, PA 17055, Attn:  
Human Resources. Email 
Directors@Buhrig.com. Vis-
it www.buhrig.com. Myers-
Buhrig Funeral Home and 
Crematory is an Equal Op-
portunity Employer. 9BASO

Looking for a New Mexico 
licensed person for relief 
work from November 18, 
2017 to November 29, 2017.
Motel room will be furnished. 
Duties would include opera-
tion of a small town funer-
al home with the staff and 
embalming and waiting on 
families. Settled in the foothill 
mountains, Raton, NM. Con-
tact Bill Long at 575-643-
7159 or 575-445-2622. Email 
yaksichlong@yahoo.com. 9A

PROFESSIONAL 
COLLECTION SERVICES, INC. 

PCS INC
Credit & Collection Service 

“Superior results with a 
personal touch”

PCS will service your collection 
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 pcol lect ions@
optimum.net. 10ASO

Miscellaneous 10

Help Wanted Cont’d 9

FUNERAL HOME & FUNERAL HOME & 
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2011 Cadillac Superior Hearse
black/black
$37,500

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

$29,900
2007 Lincoln Superior 6-Door Limousine
black top/black leather interior, 59,039 miles 

 $9,500
2006 Cadillac S&S Raised Roof 6-Door 47”
black/black top/black leather interior, 59,000 miles

$12,900 
2002 Cadillac Federal 6-Door Limousine
black/black top, Super Clean, 33,000 miles

$4,900

LIMOUSINE SPECIALS

2010 Lincoln Superior, black/black

Special
of the
Month

Dave Stultz
Bob McDouguald

2010 Cadillac Superior, black/black

$29,995 $29,995

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

$37,500

2012 MKT Superior
black/black top/ black interior

Only 7,300 miles
Call for Price!

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

 $37,500

NEW REDUCED 
PRICES!

SUPER DEALS

http://www.conawaysales.com/
mailto:da@gmail.com
mailto:Directors@buhrig.com
http://www.buhrig.com/
mailto:yaksichlong@yahoo.com
http://optimum.net/
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2017 Pacifi
ca First Call Vehicle

All Black - Full Table - Full Vinyl Top W
ith Landau Bars

Flow
er Storage - Stow

 & Go Seating - Full Car W
arranties  

CALL TODAY!  PRICE TO LOW
 TO ADVERTISE!  #609

2014 Platinum
 Coach Cadillac  XTS 

All Black - Crow
n Band - B-Pillar Stainless - Rem

aining 
Balance Of Cadillac W

arranty - XM
 Radio - Urn Carrier

Lease for  $1,179.00 Plus TTL   #230

2012 Federal Coach Lincoln “Stratford”
 All W

heel Drive - All Black - Only 12,000 m
iles

Like New
!

Lease for  $1,029.00 Plus TTL   #726

2010 Eagle Coach Cadillac
 All Black - Only 10,447 M

iles - Like New
!!

This Car Just Cam
e In and Is All Set To Go!

Lease for  $895.00 Plus TTL   #198

2011 Superior Coach Cadillac Six D
oor

 All Black w
/Black Leather - Extrem

ely Clean - One Ow
ner 

Just Traded In - Car Has 68,000 M
iles - 2 In Stock

Lease for  $595.00 Plus TTL   #396

2009 Superior Coach Cadillac Six D
oor

 All Black - Chrom
e W

heels - Only 43,000 M
iles - Car Is All 

Serviced And Ready To Go - Very Clean Both Inside And Out
Lease for  $575.00 Plus TTL   #226

2007 Federal Coach 6-D
oor

 All Black - Only 45,000 M
iles - VERY CLEAN!

Lease for  $495.00 Plus TTL   #307

2008 Eagle Coach Cadillac “U
LTIM

ATE”
 All Black - One Ow

ner - Very Clean Hearse - 2-W
ay Strobes Lw

r 
Stainless M

olding - Flag M
ounts & Staffs - Chrom

e W
heels

Lease for  $799.00 Plus TTL   #007

2008 S&
S Coach Cadillac “M

ASTERPIECE” H
earse

 W
hite - W

ith Only 37K M
iles - Flag M

ounts, - Very Clean - 
Com

m
ercial Glass - Chrom

e W
heels

Lease for  $790.00 Plus TTL   #532

2011 Eagle Coach Cadillac
 All Black - Only 10,577 M

iles - Extrem
ely Clean - 

Just Cam
e In!

Lease for  $939.00 Plus TTL   #703

2011 S&
S Coach Cadillac “Victoria” 

 All Black - Full Com
m

ercial Glass - Only 13,842 M
iles

Aw
esom

e Looking Car - In Fantastic Shape!
Lease for  $969.00 Plus TTL #441

2010 S&
S Coach Cadillac “M

asterpiece” H
earse

 All black - EXTEND TABLE - Strobe Pkg. - COM
M

ERCIAL 
GLASS - Chrom

e w
heels - XM

 Radio - EXTREM
LEY CLEAN

Lease for  $885.00 Plus TTL   #365

2010 S&
S Coach Cadillac H

earse “M
EDALIST”

 Black Top Silver Paint - One Ow
ner - Only 46,000 M

iles - B&C 
Pillar Stainless - Left Hand Hinge - Carpeted Rear Casket Floor

Lease for  $799.00 Plus TTL   #378

2014 Federal Coach 70” Six D
oor W

/Rasied Roof
All Black - Partition - Seating For (7) Plus Driver

M
any M

ore Options
Lease For  $1,139.00 Plus TTL   #735

2016 Cadillac XTS Sedan
All Black - Black Leather - 17,000 M

iles - Nav. - 
Heated/Cooled Seats - XM

 - M
uch M

ore!
Lease For  $587.00 Plus TTL   #737

2013 Federal Coach Cadillac XTS
All Silver - Very Low

 M
iles - Factory W

arranties -
This Car Is Like New

!! SAVE THOUSANDS OVER NEW
!

Lease For  $1,129.00.00 Plus TTL   #141

V
ISIT O

U
R O

N
LIN

E SH
O

W
RO

O
M

 
w

w
w

.ParksSuperior.com

2007 Federal Coach Cadillac Six D
oor

 Silver - Only 15,500 M
iles - Very Clean.  - Obviously One 

Ow
ner Car - Fully Serviced - Chrom

e W
heels - Blue Leather 

Lease for  $525.00 Plus TTL   #590

2007 Eagle Coach Cadillac “U
LTIM

ATE” H
earse

 All black w
ith only 42K m

iles - VERY CLEAN - Crow
n band - 

B pillar stainless - Urn Carrier - Extend Sill
Lease for  $719.00 Plus TTL  #401

2011 Federal Coach Cadillac Six D
oor Raised Roof

 All Silver - Raised Roof - One Ow
ner - Only 39,000 M

iles
All Serviced And Ready To Go - Great Looking Car

Lease for  $695.00 Plus TTL   #231

2009 S&S Coach Cadillac “M
asterpiece”

Burgandy - Electric Extend Table - Com
m

ercial Glass 
-  Lim

o Style W
indow

 - 18,000 M
iles

 2010 S&S Coach Cadillac “M
asterpiece”

Black - M
anual Extend Table - Com

m
ercial Glass, 

2-W
ay Strobe-Clear - 19,107 M

iles

2011 S&S Coach Cadillac “M
asterpiece”

Black - Lim
o Style W

indow
 - Com

m
ercial Glass - 

4-W
ay Strobe,Clear - 35,594 M

iles

3 S&
S Coach

Cadillac  “M
asterpieces” 

IN
 STOCK &

 READY TO GO!!

http://www.parkssuperior.com/car_detail.htm?id=NLSF35L9
http://www.parkssuperior.com/car_detail.htm?id=J60QIXW6
http://www.parkssuperior.com/car_detail.htm?id=NLSF35L9
http://www.parkssuperior.com/
http://www.parkssuperior.com/car_detail.htm?id=I9P4KF7M
http://www.parkssuperior.com/car_detail.htm?id=66RBLZAE
http://www.parkssuperior.com/car_detail.htm?id=569NKN3A
http://www.parkssuperior.com/car_detail.htm?id=03ONGM91
http://www.parkssuperior.com/car_detail.htm?id=4859L1QB
http://www.parkssuperior.com/car_detail.htm?id=WITDXETJ
http://www.parkssuperior.com/car_detail.htm?id=SZG4PR9N
http://www.parkssuperior.com/car_detail.htm?id=5D0M5UU1
http://www.parkssuperior.com/car_detail.htm?id=G1TOX7X0
http://www.parkssuperior.com/car_detail.htm?id=MHLCDHTU
http://www.parkssuperior.com/car_detail.htm?id=V2RK8U1T
http://www.parkssuperior.com/car_detail.htm?id=B8JMEZ02
http://www.parkssuperior.com/car_detail.htm?id=P6N2940O
http://www.parkssuperior.com/
http://www.parkssuperior.com/car_detail.htm?id=S7M3MHWF
http://www.parkssuperior.com/
http://www.parkssuperior.com/car_detail.htm?id=OYLJH2WL
http://www.parkssuperior.com/car_detail.htm?id=H3ZCN1XL
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