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Small-town funeral home makes lasting impression

Accubuilt announces Release By S.M. Kirkland

of 20102 Models CALHOUN,GA— As owner
of the oldest funeral home
in Gordon County, Bruce
Thomas L.E., L.ED. of
Thomas Funeral Home, is
quick to say service and sta-
bility are the cornerstones
of success in a small town.
Thomas Funeral Home,

located in Calhoun, is the
Accubuilt revamps its line of Cadillac  ouney's oldest service pro-

Funeral Vebicles. See Page B4 Vider, opening its doors in
1899. At the time, it was

owned by C.S. Jackson,
whose widow later sold the
business to Thomas’ father.

“It’s your life blood,” said
Thomas, son of the funeral

“I met Island Hospices
director through the
International Work
Group on Death, Dying

and Bereavement, an

organization ve been

involved with since
2001, says Carol Wogrin.
“She invited me to come
to Zimbabwe and see
what they do.”

See “Director of NCDE Sees Troubles and
Triumphs in Zimbabwe" on Page A29
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CCMS Student
reflects on her
Service in the

By Denise Pfahler

For the third of
this three part series,
see Page A20

home’s second owner, J.W.
Thomas, who bought the
business in 1945. “You live
or die by it.”

Smaller towns, like the one he operates in, has a different
dynamic than a larger city. The people he serves are people
he sees regularly. He still gets together with his high school

The staff at Thomas Funeral Home. (L to R) Max Tomlinson, Joey Peace, apprentice embalmer and
funeral director, Bruce Thomas L.E., L.F.D., Alvin Long L.E., L.F.D., and Benny Coulter L.E., L.F.D.
—photo by S.M. Kirkland

graduation class of 1964. He, along with several classmates,

The original Monument

"IHE NEXTSTER

went to further their education at the same college.
“Your circle of friends and acquaintances is larger in a
small town than in a bigger city,” he said.

CONTINUED ON PAGE A22

Green-Wood Cemetery launches
Fundraising Campaign to restore the
gravesite of famed Composer and
Pianist Louis Moreau Gottschalk

BROOKLYN,NY— Green-Wood Cemetery
has launched a new fundraising campaign
to re-create the sculpture of an intricate-
ly designed angel that once marked the
grave of legendary 19th century American
composer, pianist Louis Moreau Gottschalk
(1829-1869). The angel disappeared from
the cemetery under unknown circumstanc-
es more than 50 years ago and now an emp-
ty marble pedestal marks the musician’s fi-
nal resting place in Brooklyn. The initiative
is part of Green-Wood Cemetery’s Saved In
Time Historic Monument Restoration Pro-
gram, a 501(c) (3) tax-exempt organization
proactively working to conserve and restore
its endangered monuments.

Existing photos of the Gottschalk mon-
ument (ca 1870), “The Angel of Music,”

show a white marble angel approximately
4’10” in height. The angel’s left hand held a
tablet bearing the titles of six of Gottschalk’s
most famous compositions, while a heraldic
trumpet was tucked beneath the arm. Her
right hand was extended in a gesture sug-
gestive of leading an orchestra. At her feet
was a classical lyre. The 6Y2-foot tall mar-
ble pedestal and base, on which the angel
stood, has been professionally conserved.
“It is with great pride that Green-Wood
Cemetery boasts some of the world’s most
artistically and architecturally significant
sculptures, statues and monuments from
the late 19th and early 20th centuries. But,
with each passing year, caring for these
thousands of treasures becomes a more

CONTINUED ON PAGE A14
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HAVE YOU SEEN THESE CHILDRERN?

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, office, on your bulletin board, etc.

FUNERAL HOME & CEMETERY NEWS Section A4 JANUARY 2010

Your Firm
could be pictured on the

Endangered Missing Endangered Runaways front cover of the
HASSANI CAMPBELL MARK ANTHONY BRYAN ANDREW
HAYES Funeral Home &

DEGNER

-

Cemetery Directory

Date of Birth: 7/13/1992 Date of Birth: 12/12/1991
Date Missing: 2/10/2005
Missing From:
Jacksonville, Florida

Age at Disappearance: 12 Yrs Age at Disappearance: 13 Yrs

Date of Birth: 9/24/2003
Date Missing: 8/10/2009
Missing From:
Oakland, California
Age at Disappearance: 6 Yrs
Age Now: 6 Yrs
Sex: Male
Race: Black
Height: 3°0”
Weight: 40 lbs
Hair: Brown
Eyes: Brown

Date Missing: 2/10/2005
Missing From:
Jacksonville, Florida

Age Now: 17 Yrs
Sex: Male
Race: White
Height: 5’17
Weight: 100 Ibs
Hair: Brown
Eyes: Hazel

Age Now: 18 Yrs
Sex: Male
Race: White
Height: 5°3”
Weight: 150 lbs
Hair: Red
Eyes: Blue

TO SUBMIT -

Include your firm’s name, address, phone
number(s) and name of contact person on
your company letterhead, along with your
photograph or line drawing. Include a short

Circumstances: Mark’s photo is shown age-progressed o .
b gopes description of your facility.

to 17 years. Bryan’s photo is shown age-progressed to
18 years. They were last seen on February 10, 2005.
They may be together. They may still be in the local
area. Bryan has a scar on the left side of his torso.

Circumstances: Both photos shown are
of Hassani. He was last seen on August 10,
2009 at approximately 4:15p.m. Hassani was
last seen wearing a gray sweatshirt and gray
pants. He wears braces on his ankles.

SEND TO
FRONT COVER
c/o Nomis Publications, Inc
PO Box 5159
Youngstown, Ohio 44514

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

For more information, call Kim at 800-321-7479
www.nomispublications.com
kim@nomispublications.com

Claire
Chruney
joins Dyer-
Lake Staff
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Transitions: Burials at Sea on
the USS Arizona—Sunk at Pearl
Harbor on December 7, 1941

By Bonnie McCullough, CAE

Transitions is a quarterly column from Bonnie Mec-
Cullough, CAE about funeral service and end-of-life issues.
McCullough is executive director of the New York State Fu-
neral Directors Association, an organization of more than
900 funeral homes and 3,500 licensed funeral directors.

The tradition of burial at sea is an ancient one. As far as
anyone knows this has been a practice as long as people
have gone to sea. Many burials at sea took place as recent-
ly as World War II when naval forces operated at sea for

The FUNERAL HOME AND CEMETERY NEWS is now sent in two parts. Section A, which
includes pages A1-A40 and Section B, which contains the Classified Advertising and
consists of pages B1-B20. If you do not receive both sections please call 1-800-321-7479

MONTHLY FEATURES

Claire E. Chruney

weeks and months at a time. Since World War II, many

ClASSIfIEd AQS ......ovooveeeeeeeeeeeeeeeeee e B13 ATTLEBORO FALLS,MA—  service members, veterans,
ShippiNg DIr€CIONY .......veveeeeeeeeeeee oo ee e B11 Dyer-Lake Funeral Home and family members have
Calenc'ja.r Of EVENTS ..ot B2 and Cremation Services, chosen to be buried at sea.
gzséct)rflsatlon NEWS ... ﬁg; 161 Commonwealth Av- One.of the most unusu-
EQUCAHONEI NEWS. ..covvrrr o eeooreesessreeeesesessreeresessee A25 enue, Village of Attleboro  al burials at sea takes place
SUPPHEIS NEWS ... B1 Falls, North Attleboro aboard the famed USS Ar-

COLUMNS: is pleased to announce izona. This magnificent
é:roa_ctlviAppl:?ﬁch tc;] ,‘?—dvar;:ie Fbun;\ejral Ple\llr\;n!lng ......... ﬁg that Claire E. (Butler) battle ship took a direct hit
S R e L Gheuney of Woonsocker, o a apnce orpedo—
JON A CHOW oot A2 RI; a native of Wrentham,  dropped from a plane—
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Legal Speak by Atty Harvey | Lapin ............ccccevevvenn... A10 member of their staff. She explode in a massive infer-
Let’s Chat by Kristan Dean..............ccocoocevveeeeeeeseenaenns A20 will be the firm’s Family no which killed many of her
Memoireg des choix des Jacque .........ccccccvveeeeeeinveenennn. A32 Outreach Coordinator. crew in just a few seconds.
82?46:82(;:;2%(:8;6\/6” Palmer......cccccco, 21‘21 She was raised and ed- \X/her} the Arizona sank, tl'w T T
Pre Git o Aareare e A ucated in Wrentham ~ remainder of the 1177 sil-

NOTICE where she was a graduate ~orson board was trapped below deck to be entombed for-
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of King Philip Regional
High School and gradu-
ated from Katharine Gibbs
and Eastern Nazarene Col-
lege. She currently resides
in Woonsocket, RI.

Prior to becoming a full
time member of the Dyer-
Lake Team, she worked as
a customer service and sales
representative for Capstan
Atlantic in Wrentham from
1996 until 2008.

ever in the ship they loved since that fateful day in 1941
that made inevitable America’s entry into World War II. In
1982, the first interment of a survivor of the attack took
place at the ship. Some survivors are cremated, and the
cremains are scattered directly over the water covering the
ship. Other survivors have chosen to have their cremains
placed into a special urn which is then carried under water
by Navy divers to be placed in the ship’s gun turret #4.
The site of these burials is the USS Arizona Memorial, an el-
egant white stone structure arching over the battleship, which
rose from a wartime desire to establish some sort of memorial
at Pearl Harbor to honor those who died in the attack. Sug-

CONTINUED ON PAGE A17
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Where 1s your business heading?

Cremation requests continuing to rise nationwide, it makes good

financial sense to consider the purchase of a crematory.

Reliable, even conservative statistics tell us that
cremation is on the rise; rapidly in states that have

) resisted this change and in a measurable progression in
age of Deaths

recent .
Pe ¢ in cremation

those currently showing more moderate growth.
Resultin

For firms relying on third party providers, the
difference in the cost for this service and that of

ﬁnancing or leasing equipment may amount to a
few hundred dollars a month. Why not take

advantage of the opportunities cremation offers?
* Build equity in your business
* Improve Cash flow
* Secure “custody of care” for your families
* Limit liability exposure
* Become a full service facility
d Projections to the Year 2025”

Canada, August 6-9, 2008
North America

06 Statistics an
on, Montreal,
sociation of

The projections shown in the chart above make a strong
case for action now. Learn more about the advantages

of ownership by calling Cal Wilkerson at 321.282.7357

Or Visit us at www.uscremationequipment.com.

There is no obligation and it would be our pleasure to
answer any questions you may have about our equipment,
services and the feasibility of adding this dynamic
opportunity to your bottom line.

Model US 100 “Classic” Cremator

The performance and value leader in cremation systems.

US C rl%matinn

‘quipment
b Phpsasin o f .M'i'

ijﬂ.'\-

370 S. North Lake Boulevard, Suite 1004  Altamonte Springs, FL 32701 < Ph: 321.282.7357
Fax: 321.282.7358 * www.uscremationequipment.com ¢ E-mail: info@uscremationequipment.com
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800-535-8667

Memorial Books & Urns
To Match Casket

I / >
e eofeee
Child Caskets

f | I

S EakET with Chowe of Pand]
www.cherokeechildcaskets.com

Contact CK directly at 888-304-3457
www.ckmemories.com

or contact your Messengerline

or Hilton Funeral Supply

representative

Low Cost,

High Impact:

You'll love
the response

from

your families.

memorial s vILE
ar visitation.

MEN’S SUITS

100% WOOL CASHMERE — BLACK OR NAVY
2 BUTTON JACKET — DOUBLE VENTS

1252

100% WOOL SUPER -140’S
BLACK - BROWN * GREY * NAVY - TAN - OLIVE

SOLIDS, PINSTRIPES, & HERRINGBONES
AVAILABLE

*100°?

QUANTITY DISCOUNTS AVAILABLE
SERIOUS INQUIRIES ONLY

DISTRIBUTORS WANTED

SmartChoice Distrihution, Inc.
(917)862-0548 CELLULAR

EACH
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Quincy Memorials repairs vandalism to Kingston

Veterans’'

™
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The Kingston Veterans of Foreign Wars Memorial

QUINCY,MA— Quincy Memorials, a
leading provider of monuments and re-
lated services, has completed repairs to
the Veterans’ Memorial on Green Street
that was recently vandalized.

The story attracted considerable local
attention, resulting in the arrest of four
youths who toppled the Kingston Veter-
ans of Foreign Wars memorial near Ev-
ergreen Cemetery as well as many more
inside the cemetery. With the timing of
the vandalism so close to Veterans' Day,
the incident was condemned by local and
state officials alike.

Recently, the memorial was repaired,
with the work being done by Quincy
Memorials which has a branch location
in Kingston. Bryan Poirier, a principal
in the company, said that they secured
the memorial by drilling holes into the
concrete foundation and monument,
installed steel pins and securely fastened
the monument back on its setting. The
company provided the repairs at their
cost, and also professionally cleaned the

memorial at no cost to the town.

“We, like everyone who heard this
story, were saddened at the incident and
the timing of it,” said Bryan Poirier, add-
ing, “We are very pleased that we were
able to help restore this monument so
that area people can once again view the
monument with a sense of pride.” He
continued, “It was our pleasure to help
outa town and community that has been
home to our Kingston office for over 18
years.”

The Veterans' Memorial is eight feet
long, four feet high and six inches wide.
The names include veterans of World
War I, World War II, the Korean War
and the Vietnam War.

Among the soldiers honored on the vet-
erans monument were Leo C. Forcier,
who died in WWII; William C. Bonney,
who died in WWI, Sabin L. Anderson,
who died in the Korean War, and Wil-
liam Gould, who died in VietNam.

Quincy Memorials is a leading provider
of enduring, beautiful monuments, skill-

fully created to help memorialize a loved
one. With locations in Quincy, Kingston
and Waltham, Quincy Memorials serves
the needs of families in Eastern Massa-
chusetts and beyond. Quincy Memorials
has been operated under the ownership of
the Poirier family since 1979, when Yves
and Donna Poirier purchased the busi-
ness. Both Yves and Donna grew up in the
granite industry in Barre, VT; and Quincy
Memorials traces its roots back to 1950.
Today, Yves and Donna are joined in the
business by sons Jeffrey and Bryan. The
main headquarters for Quincy Memori-
alsislocated at 18 Willard Street, Quincy.
‘The company provides monuments, mau-
soleums, markers, colonial tablets, urns,
cemetery lettering and cleaning, bronze
(historic) markers, and more. Quincy
Memorials provides a variety of services
to assist customers, including a pre-need
program. For additional information on
Quincy Memorials, please visit their web-
site, www.QuincyMemorials.com, or call

617-471-0250.

\Aftercare

By Sherry L. Williams

As Funeral Service Practitioners, you must provide outstand-
ing service which includes but is not limited to the best service
you can give so price does not become an issue. If people are not
satisfied with how you treated them before, during and after the
service, you can guarantee that price will become one of their big-
gest issues to argue about. If people feel like they received value
and meaning from the service you provide, they will not com-
plain about price. This means that you must go out of your way
to make the service meaningful and that you must provide an
opportunity for expression of grief, an atmosphere of comfort.

When you think about providing outstanding service, you
can't wait until things get better, you have to make better. And
alarge part of that is “attitude”. Are you looking for the oppor-
tunity to serve people? Are you exploring ideas to make funeral
services more meaningful? Are you open to new ideas? Are you
willing to try new things? Do you see the glass half full or half
empty?

As we move into 2010, it will be important for all of us to
remember that “attitude” affects 100% of what we do. I say
this thinking about something a friend of mine sent me in an
e-mail about how important “attitude” is. It goes like this:

If you take the letters of the alphabet...A,B,C,D, and so on
and assign them numeric numbers accordingly...A=1, B=2,
C=3, D=4 always through the alphabet and then you take the

words

Here we are facing another year. It is hard to believe
that we have survived this year. All of us have had to deal
with the Recession, Stock Market Bust and the dwin-
dling of our Retirement Accounts. We have had to deal
with a slower market and facing hard decisions about
any plans or redecorating, adding staff, adding services,
building improvements or big purchases in general. We
have all been waiting to see what the market is going to
do and we have all held our breath waiting for things to
get better.

As I review the things that happened in 2009, I can only
think about some of the things I have been telling griev-
ers for years. Don't let “Fear” paralyze you, don't give it
power by letting it take control. Instead, you must vali-
date or invalidate the fear, make plans for how to handle
it and move forward — taking control of your life.

I might say that same thing to all of you — Funeral Ser-

vice Practitioners. You need to take control of the fear in KNOWLEDGE

the market and the economy and move forward. As pro- 1114152312547 5=96%
fessionals, you cannot grow if you let fear control you. And...

You have to take risks or you truly “risk” losing every- HARDWORK
thing. Now, I am not saying to make blind decisions, and 8118423151811 =98%
just go hog wild, but I am saying that you need to make But...

calculated risks that are planned out and risks where you ATTITUDE

have weighed the benefits and the pitfalls.

120209202145 =100%

What kind of attitude are you going to take into 2010?
Are you going to continue to let fear have power over you?
Or, are you going to take control and make plans for grow-
ing your business, providing outstanding service, getting
involved in the community, finding ways to network with
other groups to keep your costs down, being more produc-
tive on those days when you do not have funerals? Think
outside of the “proverbial box” and be creative with your
time and resources. Find ways to optimize services both
cremation and traditional. Be open to ideal and include
your staff in brainstorming sessions and give them projects
they can start and see through to the finish. Get everyone
to buy into a new and different kind of year one where
“Attitude” is the most important thing that your employ-
ees bring to work.

Sherry L. Williams, RN, BA, GMS, GRS, is the president and
founder of New Leaf Resources a division of Sherry Williams En-
terprises, Inc. She was the co-founder of Accord Inc. and has been
involved in grief and bereavement training and services for the
past twenty-two years. She has an Associate Degree in Nursing
from the University of Kentucky Extension Program and a Bachelor
of Arts degree in Psychology from Bellarmine College in Louisville,
KY. Sherry is a nationally certified Grief Management Specialist
and has advanced certification as a Bereavement Facilitator from
the American Academy of Bereavement and is certified by the
Grief Recovery Institute as a Grief Recovery Specialist.

She has been a featured speaker for numerous organizations in-
cluding the National Funeral Directors Association and the Asso-
ciation for Death Education.

She can be reached by email at sherry@newleaf-resources.com.
Visit New Leaf Resources and Sherry Williams Enterprises, Inc. at
www.newleaf-resources.com
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MK] MARKETING ATTEND?

Make your
Business Pay

BEAVER CREEK, CO

February 8 - 11 - Westin Riverfront Resort

NAPLLS, I

Riiz-Carlion Beach Resort

March 8 - 11

Consumers are now saving, not spending. Discounters will become
even more prevalent. How will deathcare adjust to this new reality?

Can You Afford Preneed
Price Guarantees?

Do Chinese Caskets
Make $ense?

Improve Cremation Averages.

Green Funerals &
Reception Room Financials.

Space is limited. Register foday.

1-888-655-156

www.mkjmarketing.com/2010 seminars

\} \’ Proud sponsor
of the 2010
G MKJ Seminars.

The Whitmore Group, Ltd.

“Proud to sponsor the 2010 MKJ Seminars.”

©2009 MKJ Marketing
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Funeral home owners,
cemetery owners,
managers, staff &
representatives

from companies

that serve the
deathcare industry.
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SAN FRANCISCO, (A

July 28 -29 - “W” Hotel

How can funeral homes and cemeteries benefit from social
marketing? How can your website actually enhance your business
and produce revenue for your brick and mortar? This cutting-edge,

innovative two-part seminar will show you everything you need.

How fo use social marketing to reach
new consumers at low costs -
Iwitter, Facebook, Youlube, Linkedin

Do social networking sites represent
an advertising tool for funeral service?

New ways fo improve your website.

Is a website update worth the investment?
If so, what should be the focus?
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G. BURNS CORPORATION

Removable Silhouette Landau Bars
and Removable Name Plates

No side panels Build a van floor

NO BLIND SPOT SAVE MONEY!
Bars are durable laser cut 18-gauge stainless steel.

Call Don McClintock 1-800-465-7718
Visit our NEW website www.gburnscorp.com

A Tradition of Excellence Since 1993

COMPARNY

‘ﬁ'."i}fh'.r.{*.-- Pendant®

imily fo choose a
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A Proactive
Approach

. toAdvance

' . Funeral
i\ By Christopher Kuhnen

How to Make a Good

Planning
Professional Appearance (Part 3)

This month I conclude my three part series on how to make a
good professional appearance. We will be discussing appropriate
attire for the ladies this month. I hope you have enjoyed my series
of columns regarding professional appearance and dress and found
them helpful.

Professional business attire is not only the order of the day
for men, but also the ladies in our profession. Here are some
tips on how ladies can make an impressive and lasting first
impression through the way they dress that will make a posi-
tive difference in their career. This advice is offered courtesy
of ETICON, Inc., Etiquette Consultants for Business, Co-
lumbia, SC and Jill Haney, CEO and President of JH Image
Consulting, Cincinnati, OH.

Purchase conservative and traditional dresses, skirts, blouses,
pant suits, closed toe shoes with medium to low heels. Keep
it simple. Women have more leeway when it comes to color
choices. Women can wear brown suits and dark shades of green
and purple and still be taken seriously. Appropriate jewelry or
other accessories can be a nice touch; however, dont overdo it.
Make sure you're wearing light to medium make-up, don't cake
iton. When you are seated, please make sure your skirt length
is never shorter than just above the knee. Women should wear
sheer hosiery to convey competence and professionalism.

How much cleavage is appropriate at work? There is a time
and place for showing cleavage, but the office is not the time
or the place. Remember, your image and the messages that
your image sends can have a powerful impact on your career
path. Credibility in the workplace can be compromised when
we choose to dress provocatively. For women, clothing covers
75% of the body, and the goal is to have co-workers, associates
and clients paying attention to the face and what is being said,
not what is being displayed. Women who choose to display
their cleavage run the risk of alienating the women they work
with and diminishing their power with the men, because the

e-mail madelyncofdicharrer.ner
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Veterans & Family Providers send Thousands of
Stuffed Christmas Stockings to Troops Overseas

SANIBEL, FL— Thousands of soldiers overseas will be enjoy-
ing a little taste of home and some Christmas cheer for the
holidays thanks to participating Veterans & Family Memo-
rial Care Providers, nationwide. “The success of the annu-
al VEMC Operation Xmas Stockings for Soldiers initiative
has blown me away” said Mark Davis, founder and CEO of
Veterans & Family Memorial Care. “Communities all across
the country have rallied in support of our heroes that are in
harm’s way by visiting our participating funeral homes to
pick-up a free Christmas stocking, take it home, decorate it
and fill it with Christmas cheer. The stockings were returned
to the funeral home and shipped by them to platoons over-
seas in time for Christmas. Many of our funeral homes were
fortunate enough to obtain addresses of local soldiers serving
in Iraq or Afghanistan which
made this initiative even
more meaningful.” Here are
just a few of the many emails
received by VEMC.

“This is, indeed, a great
initiative. We have been on
the receiving end of thanks,
hugs, praise, and even tears
as a result of our efforts.
Nearly 200 stockings have
been taken; and, filled socks
are being returned. Tomor-
row is the last day for distri-
bution. We are planning to
ship stockings to units with
whom local young men and
women are serving. This is,
by far, the best project that
VEMC had suggested!” -] B,
Barnhardt Funeral Home

“Just wanted to drop you a
note and let you know how
successful our 1st annual
Christmas Stockings Pro-

cleavage can be a distraction. How much is too much? Clinton
Kelly of TLC’s “What Not to Wear” suggests that the cleavage is
too low when soft tissue begins to show.

‘The appropriate length for skirts and dresses in corporate Amer-
ica is to the knee. This is typically a flattering length for all body
types anyway. When sitting, the skirt should be no more than 2
inches above the knee. Skimpy, strappy tanks can be worn at work
when worn under a blouse, sweater of jacket.

Our society has changed enough that bare legs can be appropri-
ate at work (keeping in mind the company dress code). However,
legs should be freshly shaved and a self-tanner should be used to
give your legs a “hose-like” quality.

Men and Ladies - Pick the right shoes!

Everyday we make a routine yet quite important fashion deci-
sion: what shoe to wear. Shoes are a reflection of our social sta-
tus. There is no other piece of clothing that can make or break
an ensemble like a shoe.

When it comes to men’s business shoes it is best to own four
pairs. If the workplace dress code is business attire three pairs of
dress shoes and one pair of casual shoes is recommended. A pair
each of black and brown lace-up shoes such as an oxford shoe.
Black shoes will always be the dressiest and look great with any
navy or grey suit. Dark brown shoes are also a wardrobe staple
and look equally great with navy and grey.

For those who favor classic looks, continue to wear black shoes.
For those who want to shake things up a bit, try a brown lace-
up shoe with your navy and grey suits. Another great dress shoe
is a slip-on. Slip-ons are typically thought of as casual shoes, but
there are many great looking dress slip-on shoes.

Women have much more flexibility when it comes to work
shoes. Black and brown shoes will be a staple in any wardrobe.
Today it is easier to add a punch of color to traditional business
dress. For example, a beautiful burgundy patent shoe will add
some personality to the look of a grey, black or blue suit. The well
dressed woman will always have a fabulous pair of the highest
quality animal-print heels in her wardrobe. Inexpensive animal-
print heels look very tacky. You should only busy them if they
are of the finest quality and brand. Always keep shoes clean, well
heeled and highly polished. Find a good shoe repair shop.

Please be mindful of the following when in a consumer’ presence.

It is important to avoid chewing gum or tobacco; sucking on
hard candies or mints. If you are a smoker, please refrain while in
the consumer’s presence. Additionally, don’t forget to make sure
your breath and clothes are free of all signs of smoke. The smell
of tobacco can cause some people to not desire to deal with you;
not because of who you are, but because of how you “smell.”

Mind your vocabulary. A strong vocabulary can have a positive
and lasting effect on our professional image. Words are power-
ful, and first impressions are lasting impressions. While our visual
impression is our strongest, our vocabulary and how we speak af-
fects our reputations as well.

Interjections and fillers such as “like,” “you know,” “Um” and

gram was this year! We started with a case of 48 stockings
and folks in our community were more than enthusiastic in
filling them. We have a total 132 stockings to send to one
of our local soldiers deployed in Afghanistan...so he and his
“buddies” can have a small taste of home! Hoping to fill even
more stockings next year! Thanks for such a great program
and idea! I also included a couple photos of our stockings in
our back office before being shipped out tomorrow.” ~Wil-
liam J. Den Herder, Den Herder Funeral Home

“We started this promotion late. With nothing other than
word-of-mouth, we have filled 59 stockings. We contacted
a couple of local Veteran groups to see where we should
send them. They gave us addresses for local soldiers fight-
ing overseas. One is a local nurse/volunteer fireman who
now runs the medical chopper between Afghanistan and
Germany. We're going to send him extra to give out to
any wounded veterans stuck there for the holiday.” —Gary
Buss, Toppitzer Funeral Home

“Mark, is there any way to send our stockings directly to II-
linois soldiers? It is amazing the way the community has re-
sponded to this. A couple is walking through the front door
as we speak carrying several bags from their church. Just amaz-
ing!!”” —Jon Poore, Colonial Terrace Funeral Home

“We will have about 210 stockings to return. Fabulous re-
sponse. Rob said next year we will shoot for 1000 stockings!!”
—Patty, Crouch Funeral Home

“We have 45 stockings ready to go! Not bad for a commu-
nity of 1600.” —J. Paul McCracken Funeral Chapel

“Just wanted to let you know our elves just took 118
stockings to the post office for shipment!!!! We are so happy
with the amount of support we received from local school
children and our friends and neighbors.” —~Soni Henry,
French Funeral Home

There are over 800 family owned funeral homes in 45
states that are “Proudly Serving Those Who Have Proudly
Served”. For more information on being considered to
become the Exclusive VEMC Provider in your commu-
nity go to VeteransFuneralHomes.com or call toll free

(866) 770-6791.

“Uh-huh” and “got it” will always undermine your message
and can cause people to lose interest in the conversation. How
else can we use our vocabulary and grammar to our advantage
and what should we avoid?

Accents and the use of colloquialisms should not sabotage
your message, as long as proper grammar is used. Experts be-
lieve that slang should be limited or avoided altogether, espe-
cially if the slang words have vulgar undertones.

Also beware of the use of corporate jargon and buzzwords.
For instance, “soup to nuts” is a phrase that can be irritating
and confusing for many. Other corporate speak such as: “On
The Same Page,” “Touch Point,” “Think Outside The Box,”
“Take It Off Line,” “Deliverables,” “Win-Win,” “Leverage,”
“Value Added”, and “Low Hanging Fruit” are probably best
left unsaid. They don’t really add value to the conversation.

In order to cultivate successful client/business relationships,
we need to be able to clearly communicate with each other.
Corporate jargons, industry jargons, slang and colloquialisms
dilute the message. Usually the most direct, proper and simple
language has the most powerful effect.

A casual look to the consumer means something totally dif-
ferent than to our fellow employees. Too casual a look could
give the wrong impression. For instance, it could portrait that
you are “new” on the job; that you don’t know everything you
need to know to adequately assist them, or worse yet, that you
simply don’t care. Funeral professionals are expected to “look,”
“act,” and “speak” the part. Don’t mess with that consumer
image or you're likely to end up on the short end of the stick

First impressions do matter and could make or break the
consumer’s image of you and your company. Act, speak and
dress the part of a knowledgeable, caring, dedicated profes-
sional and you will win consumers’ trust and begin building
that all-important relationship that much sooner.

Christopher Kuhnen is Vice President of Marketing for The Out-
look Group, Inc., Franklin, Ohio. Mr. Kuhnen has considerable expe-
rience in the field of funeral prearrangement planning sales, train-
ing and marketing. He provides comprehensive consultation and
support to funeral directors nationwide to help them coordinate
and develop their funeral prearrangement advertising, marketing,
image, sales and public relations strategies.

He is a Kentucky Licensed Funeral Director, Life Insurance Agent
and member in good standing Funeral Directors Association of
Kentucky. Additionally, Chris is a recognized Certified Preplanning
Consultant (CPC) as bestowed by the Funeral Service Foundation
and a recognized Certified Marketing Specialist as bestowed by the
National Marketing Academy.

He has presented numerous continuing education, advertising,
marketing and pre-need seminars to a variety of national, state and
regional funeral associations. Chris can be reached at (800)331-
6270 or ckuhnen@theoutlookgroup.com.
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breaking memorial websites
and personalizable stationery

B Premium Website that's up in
minutes, easy to manage, and
devilishly good looking

B Add Applications as needed

B Replaces your current website

B Convert your existing website
in minutes

B Market Drivers: Your access
to other Internet markets and
profit

B Serve competitors' families

B New revenue streams
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-‘_. *Guaranteed Approval
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. We'll establish the budget plan that works
best for you regardless of credit standing
S0 you can start putting the IMS to work
for you today.
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Take control of your families’ online tributes with the profession’s

only integrated WebSystem and Professional Tribute Generator.

Selling your families” online tributes to third party marketers not only hurts your families
and your communities, but can seriously jeopardize the future of your business. BOOK Of M@I’T‘]O_I_'iesm
—— o r;},%':ﬁlﬂkﬂff ZMM};’ -

No longer do you have to sacrifice your future business or have your families
and potential future business fall prey to third-party marketers just
because you don't have the quality online memorials families are
looking for.

The Book of Memories™ is the most advanced online memorial
available to funeral professionals. It's just one of the hundreds
of features included with the revolutionary IMS WebSystems
and IMS Evolution; it's included at no charge and can be
used for an unlimited number of client families. Heck,
the system even allows you to provide quality online
memorials to win over the families in your community
once served by your competitors.

Home Page

Take back control of your copyright-protected notices
and obituaries from newspapers, and third party search
schemes. Call us today to see how easy it is to get or

convert your current website to the solution that
everyone is raving about.

29

FrontRunner

PR OFESSIONNAL Intro Page

Contact us for a free demo. 1.866.748.3625 AUTHORIZED DISTRIBUTOR:

www.MatthewsIMS.com Matthews
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2010 Winter Seminar
whatever Floats Your Gowndola!

February 1st

.
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¢ PremeediThe Hard & Cold Facts OF The Marketing & Funding
¢ Marketing Your Funeral Home To Gain Market Share

¢ Merchandising For P'refit

¢ The Role That Price Plays In The Deathecare Industry
¢ key Performance Indicators To Judge The

Health OF Your Business

Farlv Registration -

Standard Registration -

U

For details contact Anita at 800-426-0165 or AnitaA@f4sight.com

www.fdsight.com

By December 23, 2009
$790.00 for 1st person

$690.00 for 2nd person from the same firm
After December
$925.00 for st person

§790.00 for 2nd person from same firm

2.0 CEUs in 2 1/2 days
Equivalent to 20 Credit Hours!

- 3rd, 2010

The Venetian
Hotel & Casino,
Las Vegas, NV

23, 2009

Dan Isard

presenteln
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The Dignity Memorial®
Network honors four
individuals who gave

the Gift of Life through
Organ and Tissue
Donation

HOUSTON, TX— Dr. Victor Miranda spent his life caring for
others — as an emergency room physician and medical entre-
preneur in Houston, as a father and as a friend. On Decem-
ber 11, 2008, at the age of 52, Victor suffered cardiac arrest
as a result of an undetected congenital heart defect. Even in
death, he was able to save lives as an organ and tissue donor.
Dr. Miranda is just one of four individuals being honored by
the Dignity Memorial® network of funeral, cremation and
cemetery service providers for giving the greatest gift of all...
the gift of life. In addition to Dr. Miranda, Mary Kathleen
“Kathy” Morris of Raleigh, NC, Robert Schuppert of Den-
ver and Virginia Camacho of San Diego will be memorial-
ized with floragraphs — portraits made of floral and natural
materials — to be decorated by family and friends in Decem-
ber and featured on the Donate Life float entry in the 121
Rose Parade on January 1, 2010 in Pasadena, CA.

“It is a privilege for us to be able to honor these four in-
dividuals who meant so much to their family and friends
and who were able to significantly impact the lives of those
with the greatest need,” said Phil Jacobs, spokesperson for
the Dignity Memorial provider network. “Working in the
funeral industry, we believe in the importance of celebrat-
ing and honoring life and this is a wonderful opportunity
to pay tribute to Victor, Kathy, Robert and Virginia and
the gift of life they gave to others.”

Kathy Morris, 56, was a devoted wife, mother and grand-
mother who put family first and knew no sacrifice was too
great when it came to their well-being. She believed in or-
gan donation and with the assistance of the North Caro-
lina Eye Bank and Carolina Donor Services, she was able
to give sight and life to those in desperate need.

Robert Schuppert, 24, lived life to the fullest. He worked
and played hard, he experienced true love, and he knew he
was loved. Rob donated his corneas, bone and tissue. His
family knows of 13 individuals who have benefited from
his gift, and feel they made the right decision to make life

better for someone else.
CONTINUED ON PAGE A16
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By Nancy Weil

New Year — Time for

Goals or Grief?

It is that time of year again, when we look back over
the past year and begin to plan for the year ahead. Many
of you will pour over the statistics and financials from
2009. Some of you will not be happy with what you
find. Cremation has made an impact on many of our
businesses. So has the economy. Ditto for the cultural
changes concerning how death is viewed. In this drive-
through, hurry up, no time, no money world we are liv-
ing in, our industry must change /0w we do business in
order to continue doing business. And it all starts Janu-
ary 1°.

This year will fly by as quickly as the last one and in
order to end up where you want to be, requires tak-
ing a step back and doing nothing for an hour or two.
Well, not exactly nothing, but not taking overt actions.
I encourage you to take a few minutes, sit back, close
your eyes and envision your perfect business. If it’s the
business you have right now, congratulations. However,
if you want more...more business... more referrals...
more money... more free time, this is where it starts.
Picture how your business would be. Would you make
physical changes to your building? How many custom-
ers would you serve every day? What staff would you
need to have around you? Take a look at your compa-
ny checkbook — envision a number you would like to
see in the balance line. No detail is too small for this

visioning process. Engage all of your senses — how do you
feel when you walk in the door every day? What do you
smell? See? Touch? Once you have completed your vision-
ing process, immediately write down everything that you
saw. Do not worry about the improbability of it happen-
ing, just write. If this seems silly to you, think about this
— your brain is the most powerful business tool you have.
The great Zig Ziglar said, “If you can dream it, then you
can achieve it.”

Athletes have used this imagery process to achieve success.
In one experiment basketball players were separated into
three teams. All of the players were assessed as to their free
throw accuracy. The first group then spent time practicing
every day. The second group did nothing. The third group
merely pictured themselves standing at the free throw line
and sinking basket after basket. At the end of the experi-
ment, all three groups were again assessed. The first group
achieved the most improvement, while the second group
showed no significant change. The final group, that only
envisioned success, improved nearly as much as the first
group! Every athlete knows of this secret to success. By pic-
turing where you want to be, you stand a greater chance
of arriving.

One mistake that most people make with this process is
setting the bar too low. Hey, it’s your dream and in it you
can have whatever you want. This is not a time for prac-
ticality. Think big — the bigger, the better. You will have
plenty of naysayers once you begin to roll out your plan,
but you don’t have to buy in to their negativity. When you
start to take action towards your goals, by all means listen
to your trusted advisors, but ultimately it is your decision
to make. Donald Trump was right when he said, “If youre
going to be thinking, you may as well think big.”

As you move from the concept to the implementation,
it is time to get specific. Not “I want to make more mon-
ey” but “I want to bring in an extra $10,000 per month
in pre-need sales contracts.” Who, what, when, but for
right now don’t worry about the “how.” Become clear on
what it is that you really want to have in your life. Just like
you wouldn’t go into a restaurant and waiver between the
chicken, the spaghetti and the steak and expect the server
to just bring something out from the kitchen and place
it in front of you, neither can you be ambivalent about

your goals. State them, write them down, and most
importantly, believe that they can come true.

We are an action oriented society and once you are
clear on where you are heading, it is time to take the
steps needed to achieve your goals — the “how.” Trust
your gut, rely upon your resources, seek answers to
your questions and don’t let a day go by that you don’t
do something towards your plan. Remember that no
plan is set in stone and adjustments must be made as
time goes by. Re-evaluate, update, look back on your
progress and keep following your own inner guid-
ance.

Whether or not you take the time to make plans,
December 31, 2010 will be here before you know it.
By setting goals now, you will greet 2011 in a better
position. Take time each day to enjoy family, friends
and the activities you love. And always remember what
Henry David Thoreau wrote, “If one advances confi-
dently in the direction of his dreams, and endeavors
to live the life which he has imagined, he will meet
with a success unexpected in common hours.”

With certifications as a Laughter Leader, Funeral Celebrant, Grief
Services Provider and Grief Management Specialist, Nancy Weil is
uniquely qualified to bring new perspectives and new ways to help
clients heal from the pain of grief as well as reduce stress for pro-
fessionals in the industry. As Director of Aftercare at Mount Calvary
Cemetery in Buffalo, NY, Nancy has developed one of the most
comprehensive aftercare programs of any cemetery in the country
in order to support families following the death of a loved one.

A professional public speaker, Nancy brings her passionate in-
terest in the healing qualities and therapeutic benefits of laugh-
ter to groups across the country through her company The Laugh
Academy. Nancy's latest project is a collaborative scientific inquiry
into the relationship between the use of humor and laughter
while coping with the death of a loved one. She has also devel-
oped a DVD, Bandages for Your Heart, with techniques that can
help ease the pain of grief immediately.

You can contact Nancy at nancyw@mountcalvarycemetery.com
or visit her website at www.thelaughacademy.com.
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Global Mortuary Affairs,
LLC launches New Service

DALLAS, TX— David Pat-
terson Owner/Opera-
tions Director of Global
Mortuary Affairs, LLC is
pleased to announce that
Global Mortuary Affairs
will provide a new Pick-
Up and Delivery Service
to all Dallas/Ft. Worth
Airports. This new door-
to-door service is the easi-
est and most cost-effective
way to meet the TSA Ship-
ping Standards, and in-
cludes the following key
features:

+ Advantage of dropping
off or picking up the
remains 24 hours a day
without the hassle of
the airport;

» Transportation to or
from your funeral
home;

« TSA Certified Cargo
Screening Facility to
insure your family re-
ceives the remains in a
timely fashion;

« Flight arrangements;

+ Consulate work for in-
ternational shipping;

+ Ten day invoice on pre-
paid airfare to qualify-
ing customers;

« Known shippers on ev-
ery major airline; and

« Shipping supplies,
such as combo units,
air trays, and transfer
cases.

David Patterson truly

David Patterson

believes that any size fu-
neral home will benefit
from this service. Global
Mortuary Affairs has de-
veloped the easiest and
most cost-effective way
to meet the TSA Ship-
ping Standards. Once
you place the initial call
to Global Mortuary Af-
fairs the rest of your wor-
ries are over. Global Mor-
tuary Affairs will set the
domestic or international
flight, screen the remains
to TSA specifications,
place the remains in the
shipping container, shel-
ter the remains until such
time as the airlines will
accept it, and deliver the
remains to the airlines. If
you are receiving remains
Global Mortuary Affairs
will transfer the remains
to our facility, shelter the
remains until such time as
your firm arrives or makes
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AFFORDABLE ELEGANCE

IN ATOUGH ECONOMY

These are tough economic times.
And we are committed to doing our
share by combining product, style,
and service—with affordable pricing .

Now is the time to ask your funeral
supplier about America’s #1 urn line.
Or call us today, and an ELEGANTE
distributor will contact you.

QUALITY CAN BE AFFORDABLE.

‘Eleqante

BRASS “COMPANY

800-252-7277
www.EleganteBrass.com

arrangements for Global
Mortuary Affairs to trans-
port the remains to your
doorstep.

Global Mortuary Af-
fairs, LLC was founded
in November 2006, and
provides removals, em-

balming, cremation, ship-
ping services (domestic
and international), airline
transport, overland trans-
port, pathology services,
and donor services to fu-
neral homes only. Da-
vid Patterson and Global

Pre-Need help has arrived

with MobileHelp*"
OACMORE 81

Mortuary Affairs, LLC re-
ceived their TSA Certified
Cargo Screening Facility
Certification Number in
November of 2009, and
ranks at this time as the
only mortuary/funeral
establishment in Texas to

meet these requirements.
Additional information
about Global Mortuary
Affairs can be found at
htep://www.globalmor-
tuaryaffairs.com or by
calling 877-216-2708 or
972-216-2700.

* Offer your families the first and only GPS / cellular network medical alert system.

* MobileHelp is the only GPS / cellular medical alert monitoring system that provides protection beyond the home, unlike
current monitoring systems.

* A beeper-size device with 24-hour, 2-way (voice-to-voice) emergency response. Wherever the person may go (grocery
store, doctor appointments, traveling in the the car, or vacationing) MobileHelp is there and ready to assist.

« At anytime, you can quickly locate loved ones online with real-time location data. (Location displayed on Google maps.)
« (aregivers receive instant text message or e-mail if unit is activated and emergency services are needed.

* Give your funeral home the competitive advantage you’ve been searching for by being one of the first to offer this

product in your community. Call to find out how this can be a new revenue source and tool for your pre-need business.

Call today to get licensed in your area.
Mobile Licensing Consultants:

1-800-660-0352
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“the shorter the supply line the better off you are”

Faneral Deinectons Research, Juc.

AMRA INSTRUMENT, LLC
623 N. Tower (PO. Box 359)
Centralia, WA 98531

Www.amrainstruments.com
www.preproomdirect.com ™

WEB DIRECT GIFT & PRICING

Pd Box 181 « Supter, OR 97877
541-894-2287

Military Blankets
48” x 60” * Assembled in the USA

« US Air Force

« US Army

« US Navy

« US Marine Corps.
« US Coast Guard

“My sincerest thanks to the many funeral
directors for their patronage and inquiries.”

il

Frank Vargas, Jr. - Owner
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Speaks Chapels sponsors two H.l. Smith Grief

Healing Programs
INDEPENDENCE,MO— To

help people in mourning
deal with their loss, Speaks
Family Legacy Chapels
in Independence spon-
sored their third annual
Grief Healing program on
Wednesday, October 21.
The event included two
seminars, one for individ-
uals and families who are
grieving and another for
professional and private
caregivers that help them
face their trauma. This year’s
presenter for both programs
was Harold Ivan Smith, an
author, educator and grief
counselor who is known
to thousands across North
America for his inspiration-
al storytelling and teaching
gifts. Both events were held
at a local hotel.

“To most people, the very
worst times of their life in-
volve the death of a loved
one,” said David Speaks,
program chairman for the
event. “While thousands of
people are faced with this
kind of tragedy every day,
many survivors cannot see
beyond their own despair,
confusion, depression and
loneliness to know that the
feelings they are experienc-
ing are natural, normal and
common. They need to re-

Smith and Leslie Tuttle.

Consumer’s
Bill of Rights Legislation

One of the results of the investigation into the Burr
Oak Cemetery Scandal in Illinois was proposed legisla-
tion both in the Illinois State Legislature (SB 1471) and
the US Congtress (HR 3655). While both proposed laws
took different approaches for dealing with the problem,
both proposed laws contained a similar concept of estab-
lishing a “Consumer Bill of Rights” for consumers when
they dealt with members of the industry. The author be-
lieves that this concept will probably be eventually incor-
porated into a federal law and possibly adopted by other
states in addition to Illinois. It is therefore important that
every member of the industry be aware of the concepts
that are being proposed, as they are similar.

While the wording is not identical, some of the general
concepts for a Consumer Bill of Rights for the industry
are as follows:

1. Consumers are entitled to receive accurate and de-
tailed price information about each of the specific
merchandise and services that they are purchasing;

2. Every transaction between an industry member,
whether at need or preneed, should be document-
ed with a written contract in plain English that
itemizes the merchandise and services purchased,
itemizes the prices and details all of the terms and
conditions related to the transaction;

3. 'The contract should disclose if prices are guaran-
teed or if additional fees or costs may be due at
the time of use;

4. 'There should be prohibitions against conditioning
the purchase of services or merchandise upon the
purchase of other merchandise and services from
the same seller or provider;

5. Funded Pre-need contracts should clearly provide
if a consumer can cancel the contract and what

penalties are incurred if cancelled or transferred
to another provider;

6. Funded pre-need contracts should disclose the
amount that is trusted and the identity of the
trustee;

7. Cemeteries specifically should be required to
provide:

a. Copies of or access to rules and regulations;

b. Explanation of the type of interment rights ac-
quired, and transfer or repurchase conditions;

c. Maps of the cemetery with details regarding spe-
cific locations for each interment and to main-
tain records on a permanent basis;

8. A mechanism for the consumer to be able to file a
complaint with a governmental agency or indepen-
dent third party to resolve the complaint.

Some states already have provisions in their laws that
contain some of these concepts for the benefit of con-
sumers. However, it is probable that the result of the new
proposals will result in an industry related Consumer Bill
of Rights being enacted as a separate law or regulation.
Since it is the beginning of the year, it is suggested that
all industry member review the information and docu-
ments that are provided to consumers to make sure they
are in compliance with these specific concepts.

Harvey I. Lapin, P.C., is a member of the lllinois 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 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. If you have any questions about the topics
covered in this column or in obtaining professional assistance, please
contact the author /o Harvey . Lapin, P.C., PO Box 1327, Northbrook,
IL 60065-1327. Phone (847)509-0501 or fax to (847)509-1027.

The author writes articles for CB Legal Publishing Corporation also
publishes the Release Form Kit, which was prepared by the author and
has been recently updated and revised by the author. This Kit contains
Release and Hold Harmless forms for Funeral Homes, Cemeteries and
Crematories to use in situations where it has re-solved a complaint
with a customer, and wants to be sure that there will be no further
action by the customer or their relatives. The forms can be purchased
on a custom basis with your business name and addressed preprinted
at the top of each form. Call Cheryl Lapin and she will send you an
order form that contains the current prices. See the number below.

The author also writes more extensive articles on subjects of inter-
est to the industry in the newsletter Cemetery & Funeral Business
and Legal Guide published by CB Legal Publishing Corporation.
Subscriptions to the combined Guide cost $110 per year for ten is-
sues on different topics, new subscribers are usually eligible for intro-
ductory rates. Anyone interested in subscribing can contact Cheryl
Lapin, at the address of CB Legal Publishing Corporation, P. O. Box
1327, Northbrook, lllinois 60065-1327, and fax to (847) 509-1027 or
call (847) 509-0501. Please ask about new subscriber rates.

Funeral directors with Speaks Legacy Family Chapels assisted Harold lvan Smith in his presenta-
tions to professional care givers and families dealing with the loss of a loved one. Pictured (L to
R) are Joe VanRiette, David Speaks, Ciera Speaks-Rhoades, Bob Speaks, Harold Ivan Smith, Wayne

Harold Ivan Smith (Center) is pictured with David Speaks (Left)
and Bob Speaks of Speaks Family Legacy Chapels.

alize that grieving is an im-
portant component of the
healing process.”

The first program was
a workshop, GriefCare:
When Losses Turn Life Up-
side Down, which was held
from 9:00 a.m. to 3:30 p.m.
This seminar focused on
assisting both professional
and private caregivers en-
hance their sensitivity and
coping skills related to grief.
Nearly 120 people attend-
ed, including nurses, social
workers, hospice personnel,
nursing home administra-
tors, counselors, educators,
psychologists, physicians,
clergy, chaplains and lay
ministers. This workshop
qualified for Continuing
Education Unit (CEU)
credits.

An excellent storyteller,
Smith’s program was filled
with stories that illustrated
the many ways both famous
and ordinary people faced
the loss of a loved one to
demonstrate to the caregiv-
ers ways they can help their
clients mourn, deal with
their grief and help return
them to healthy and pro-

ductive lives. His skills as a
wordsmith made many at-
tendees comment, “I never
quite thought of it that way
before.”

The two-hour evening
seminar, Moving Forward. ..
When Everyone Wants You to
Move On, was free and open
to the public. The program
was designed to help those
who have encountered loss
to understand that their
feelings and emotions are
inevitable and need to be re-
alized in order to heal prop-
erly. Again Smith’s presen-
tation skills made the pro-
gram very meaningful and
relevant for the attendees.
The demographics of the
over 100 attendees ranged
from seniors to those in
their twenties. Displays
were set-up in the lobby
showing other Speaks com-
munity involvement pro-
grams.

When introducing Har-
old Ivan Smith at both pro-
grams, Bob Speaks spoke
of the independent, family-
owned and operated Speaks
Chapels’ lengthy dedication

CONTINUED ON PAGE A22



JANUARY 2010

L CONVE

KEYNOTE SPEAKERS

)\

GENEVIEVE
BOS

-

FRANK

Marketing to
women: Learn the
secrets from the
founder of Pink
Magazine

be the answer:

company

pinkmagazine.com zefrank.com

p"/ 0-1

Facebook may not

Finding the right
online fit for your

FUNERAL HOME & CEMETERY NEWS Section A

7

fTIONS AR

k
W=
b=
=
RHONDA
HARPER

KEN
GRONBACH

Generational
marketing: How
to profit from
the demographic
storm

tomorrow:

kgcdirect.com rtmj.com

S LA

03.10.

2010 ICCFA ANNUAL CONVENTION & EXPOSITION
VIAR - SAN,ANTONIO GONVENTIC NG

The customer of

Original research
on the funeral
service market

2010

Page A11

— .ﬁ:\‘_.

O T\CREATED

i

TARA NICK

HUNT
Community
marketing:

Build your social
network with
social capital

horsepigcow.com

MORGAN

Authentic
communication:
Find your voice
and get the world
to pay attention

publicwords.com

EDUCATIONAL
TRACKS

¢ Competing as an
independent

¢ Cremation
arranging

¢ Event planning
¢ Sales and marketing

¢ Serving the Latino
community

¢ Green funerals and
burials

¢ Implementing new
technologies

¢ Embalming

¢ Pet services

CHOOSE AMONG 50+ SPEAKERS ON TODAY’S MOST RELEVANT TOPICS, INCLUDING:

Tearing Down the
“Slowly Going Out of
Business” Sign
Michael Schoedinger
runs one of the
largest and most
successful funeral firms in
central Ohio. Come hear how his
organization has undertaken a
shift in its 150-year-old culture to
ensure that it remains relevant to
today’s families.

10 Things You
Need to Tell
Families But Are
Afraid To

Do families know
that grave liners
have holes in the
bottom for drainage? Or that if

you scatter cremated remains,

a subdivision may someday be

built on top of them? Linda Darby-
Sempsrott, Trigard, Danville, lllinais,
raises in-your-face facts that every
funeral professional should discuss
with families. Learn how to discuss
10 important, yet sensitive topics.

Habla Hispanic
Family Service?
Mark A. Russell,
Resthaven
Gardens of
Memory Cemetery,
Mausoleum and Funeral Home,
Baton Rouge, Louisiana, will share
how his business managed to
increase the number of Hispanic
families it has served by 75
percent in less than a year.

Good to Great
Funeral Homes
Rod Attwell of
Connelly-MecKinley,
Edmonton, Alberta,
will analyze our
profession using concepts from
Jim Collins’s best-selling business
book “Good to Great.” Among the
principles he'll explore are: good

is not a friend of great; facing the
facts about where you currently
stand; putting the “who” before the
“what”; and simplicity is key.

w4

Evaluating “Green”
Products and
Practices

What is a green
product? \What do
families expect when
they hear the term “green?” Jim
Bedino, The Champion Company,
Springfield, Ohio, will examine
offerings in eco-friendly death care,
including how to verify suppliers’
product claims and the potential
backlash if your company passes
along false information.

Toward a Standard in
Pet Loss Care

Bill Remkus, Hillsdale
Animal Cemetery

& Crematory,
Willowbrook,

lllinais, will lead a discussion on

a proposed set of standards in
pet loss care and discuss how to
promaote those standards among
both pet loss providers and the
veterinary community.

What is the NEXT STEP for your business?
If you can attend only one national event,make it this one!

Register now at www.iccfaconvention.com ¢ Hotel reservations: 888-421-1442

EARN UP TO 19 CE CREDITS

I Join Chuck

Event Planning
Best Practices
Paula Staab
Polk, Staab Palk
Memarial Home
and Crematory
and Reception Center, Chatham,
lllinois, will show you how to stage
events that can help strengthen
the value of funeral service and
generate new revenue.

Marketing to Non-
Profits & Seniors
Laura Markey,

Bay Gardens
Funeral Homes and
Bayview Cemetery,
Crematory and Mausoleum,
Hamilton, Ontario, will share

her firm's innovative marketing
strategies, including “how to”
steps and take-home tools you can
use at your location.

How to use
Facebook, Twitter
and YouTube to
Promote Your
Sales Operation

Gallagher, American

Funeral Financial, Greenville, South
Carolina, to learn how to make
connections via the Web to tap
into the aging but tech-savvy Baby
Boomer market.

Embalming: Bacteria and Staph
Shun Newbern, Rose Hills
Mortuary, Whittier, California, will
cover the types of bacteria that

enter and often stay
in the prep room
and the chemicals
and procedures you
can use to keep your
work environment
safe. You'll receive take-home
handouts from the Centers for
Disease Control and other health
organizations.

The $10,000
Cremation: A Look
at Your True Costs
Funeral director
and attorney

Poul Lemasters,
Lemasters Consulting, Cincinnati,
Ohio, will share examples of
cremation-related litigation,
including a look at solutions and
the “cost” to prevent and reduce
the risk of lawsuits.

Marketing to

the Mexican
Community

Guerra & Gutierrez
Mortuaries is the
largest family-owned
mortuary in East
Los Angeles, in part
because of their
ability to attract and
serve the area’s
extensive Mexican population.

In this session, Anthony Guerra
and Richard Gutierrez will share
their insights into attracting and
serving this community.

[CCT

INTERNATIONAL CEMETERY, CREMATION

AND FUNERAL ASSOCIATION

107 Carpenter Drive, Suite 100 e Sterling, VA 20164
1.800.645.7700 e www.iccfa.com
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“We Repair
All
Makes & Models”

MErcarn

CREMATORY EQUIPMENT CO.

SALES ¢ SERVICE ¢ REPAIRS ¢ SUPPLIES

_

Office: (562) 222-BURN
(800) 396-2254 » Fax (562) 222-2880
www.americancrematory.com
john@americancrematory.com

P.O. Box 4087 - 9828 Arlee Avenue
Santa Fe Springs, CA 90670

“SERVICE IS EVERYTHING” ™

Tt Boston Prayer Card Company

Delivered Next Day for calling hours! No charge for shipping!

Just Call: 1-800-PRAY-FOR (800-772-9367)
Phone: 781-749-5214 ¢ Fax: 781-749-4794
E-mail: bpcc@bostonprayercard.com
www.bostonprayercard.com
SERVING THE FUNERAL PROFESSION FOR OVER 15 YEARS

We have over
400

religious and
non-religious
card selections in
stock at all times!
]
We can
create virtually
anything your
families may
want!
[}

We ONLY work
with Funeral
Homes!

Necklace Urn Pendants

for an Everlasting Keepsake.

Urns hold a portion of the cremains.

Sterling Silver and Gold pieces instock.

Time may

moment so keep a

memory

»

CREMATION KEEPSAKES

Ye

be only a

ORDERS OR CATALOG:

www.cremationkeepsakes.com
cremationkeepsakes@comcast.net
877-303-3144
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Funeral Homes: The Future of an Analog Industry in a Digital World

When I contemplate how a typical funeral home’s business
model might change in the next 10 or 20 years, I don't get
a clear picture. I wonder if they will continue to evolve be-
grudgingly, led by the preferences of the market or will funeral
homes become more sensitive to technological advances and
to social trends and begin to lead rather than follow by stay-
ing ahead of the curve through creative innovation.

If there is one industry that has not embraced change
nor lent itself toward digitization, it’s the funeral business.
This shouldn’t come as a surprise to anyone however. Af-
ter all, the entire process of
planning a funeral is usu-
ally based upon a highly
personal and in-person re-
lationship between the fu-
neral home and the family
of the deceased and the fu-
neral service itself is a real
life event that would lose a
lot if only existed in a digi-
tal format.

Add to this the cloistered
nature of the business, one
lacking the normal ebb and
flow of talent into and out
of the industry seen in most other businesses and one can
begin to appreciate why so many funeral homes have failed
to capitalize on the many new revenue generating oppor-
tunities that have opened up to them via the internet.

Still, the way any business (and that includes funeral
homes) survives and thrives is by sensing changes in cus-
tomer preferences then adjusting to those changes by find-
ing innovative and profitable ways to satisfy their needs.
Another way is to stay aware of innovations in marketing
strategies and look for ways to implement any relevant ones
into your business model. The funeral homes that follow
these two simple strategies will have a distinct edge over
those who fail to keep up and will enjoy healthier bottom
lines as a result.

The single most important change in marketing in the
last 50 years has been the advent and explosion in the inter-
net. Mega corporations have sprung up and captured large
market share through internet sales alone while brick and
mortar businesses, both big and small have seen their prof-
its blossom while others have seen their sales wither based
largely upon their choices regarding the internet.

Timothy Miles

By Timothy Miles

The majority of funeral homes have added a website to
their advertising budget yet a large number haven't even
taken that important first step. However, the number of
websites that have fully utilized the internet as a marketing
tool and profit center and not just a very fancy electronic
yellow page ad is surprisingly low. Do you have a website
and are you using it to your best advantage? If not, you are
probably leaving thousands of dollars in additional profits
on the table every year. Here are some simple questions to
help you answer the question.

When you put the words “funeral homes” and the name
of your city into a search engine, does your funeral home’s
website come up on the first page?

Can visitors to your website purchase flowers online, gen-
erating commissions for you, or do you simply refer people
to local florists?

Does your website have a shopping cart where visitors can
purchase memorial and after-care products?

Do you participate in any affiliate programs which allow
visitors to your website to purchase memorial and after-care
products while generating commissions for you?

Do you offer streaming web broadcasts of funeral servic-
es so out of town friends and relatives can view the service
live?

Every “no” answer represents a lost profit opportunity both
in total funerals performed and the amount of revenue/profit
per funeral yet many can be implemented at little or no cost
and require no significant change in your daily customer
care methods.

A final thought. When it comes to the use of internet mar-
keting in business, the status-quo does not represent hold-
ing one’s own. Since other funeral homes are implementing
these and other advanced marketing techniques, if you aren’t
aggressively moving forward, you are probably falling further
behind. This is an exciting time in the funeral industry, a time
when change and flexibility will be the key to a profitable fu-
ture... a time to embrace rather than resist the opportunities

available in the digital world that surrounds you.

Timothy Miles has been an entrepreneur for 35 of his 43 year career. He
has worked as a business and management consultant for a wide variety
of industries specializing in turn-arounds and developing new marketing
strategies. Timothy has been involved with the relationship between busi-
ness and the internet for the past 15 years and for the past two years has
been developing Patchwork Memorials, a recently launched memori-
al products manufacturing company that brings the latest website tech-
nologies to traditional funeral homes allowing them to turn their web-
site into a profit center without increasing overhead, inventory or effort
on the part of funeral home staff. Timothy's website is at http:/Avww.
PatchworkMemorials.com. He can be reached at 320-310-0117.

By Steven Palmer

Healing the
Wounds in Texas

“Draw us to you, O Lord, as we draw close to one another”
—Chaplain (Col.) Michael Lembke,
at the Fort Hood Memorial Service

At 1:34 PM, Thursday, November 5, 2009, Ft. Hood, near
Killeen, Texas, (108,000 acres and 41,000 soldiers) was forced
to respond to what few had even thought possible; an attack
from an enemy within.

When the shooting ended ten minutes later, 11 were dead,
two more to die later and 30 or more wounded, including
the suspect shooter.

Victims ranged from the age of 19 to 62. Most were busy
receiving deployment information and processing at the
Family Readiness Center. Outside the building a crowd was
gathered to attend a graduation in a nearby theater.

“The Army Family is strong. But a great source of that
strength is what we derive from each other. In times of crisis
and challenge how we hold each other straight and how we
make a difference.” stated Army Secretary John McHugh at
a press conference on November 6.

The next days and weeks were filled with families gather-
ing, mourning at ceremonies, surrounded by close family,
close friends and hundreds of people wishing to show their
sympathy, love and support.

Along motorcade escorted the hearse of Pfe Michael Pearson,
22, of Bolingbrook, Illinois from Midway Airport in Chicago
to his hometown. Pearson was training to deactivate bombs
and was waiting for deployment in January. He joined the

D Observations

Army to help him with college to study musical theory.

Utah’s Governor, its congressional delegation, the presi-
dent of the Mormon Church all were present at the funeral
of Pfc Aaron Nemelka, 19, an Eagle Scout who joined the
Army after high school graduation. He was to deploy to
Afghanistan in January.

Small American flags were waved by those gathered at the
sidewalks in Plymouth, Indiana as the cortege of Staff Sergeant
Justin DeCrow, 32, was headed for church. S/Sgt. DeCrow,
a resident of Evans, Georgia leaves his wife and 13 year old
daughter. He was to be deployed to Iraq in the next months.

The high school gymnasium in Kiel Wisconsin was filled
to honor Sgr. Amy Krueger, 29 of Kiel. She had recently
received a tattoo which depicted a tattered American Flag
and the words, “All gave some. Some gave all. Sacrifice”.
She joined the Army reserves after 9/11. She was prepar-
ing for her second deployment to Afghanistan.

At the funeral of Spc Jason Dean Hunt, 22 of Tipton Oklaho-
ma, pictures of his recent wedding were projected. He entered
the Army in 2006 and had recently re-enlisted for a six year
hitch. He was heading for his second deployment in Iraq.

Put. Francheska Velez, 21, of Chicago, Illinois was prepar-
ing for maternity leave as she was three months pregnant.
Pvt. Velez disarmed bombs in Iraq. A three year veteran,
she had just re-enlisted for another three years.

The bravery of Army Reserve Captain John Gaffaney, 56,
of Sierra Mesa, California was remembered at his services.
During the shooting, Capt. Gaffaney reportedly charged
the shooter. He was unarmed and was mortally wounded.
A psychiatric nurse, he had helped elderly victims of abuse
and neglect. He was at Fort Hood awaiting a yearlong de-
ployment overseas. He leaves a wife and a son.

Pfe Khan Xiong, 23, of St. Paul, Minnesota came from
Thailand as a small child. He was preparing for his first de-
ployment to Afghanistan. He leaves a wife and children.

Assisting doctors during the physicals for the soldiers at
the time of the shooting, Chief Warrant Officer Michael
Grant Cahill, 62, of Spokane Washington, he returned to
school and became a physician’s assistant. He leaves a wife
and three children.

Remembered at his funeral as a “natural leader” and “a qui-
et professional,” Spc Frderick Greene, 29, of Mountain City,
Tennessee, was a combat engineer. He leaves a wife and two
daughters.

At Ft. Hood for less than 24 hours, Lzt. Col. Juanita War-
man, 55, of Havre De Grace, Maryland, went from reserv-
ist to active duty after 9/11. She leaves a husband and two
daughters.

Assisting fellow soldiers deal with stress, Maj. Libardo Edu-
ardo Caraveo, 52, of Woodbridge, Virginia, a PhD, came to
the United States from Mexico as a teenager. He leaves a wife,
sons and step-daughters.

Preparing to deploy to Iraq, Capr. Russell Seager, 51, of Ra-
cine Wisconsin, was a nurse assisting veterans with combat
related mental health problems. He leaves a wife and a son.

Thirteen lives to be remembered and honored as all our fallen
soldiers should be. Each person has an impact on others and
should be commemorated in some way; not just when these
types of tragedies occur.

Fifteen thousand gathered at Fort Hood to help each other
cope with loss. The thirteen dead were remembered by Fort
Hood Commanding Officer, Lt. Gen. Robert W. Cone by
reflecting, “The biggest trait they had in common was to vol-
unteer to be something bigger than themselves.”

One of those attending expressed the real reason why we should
always gather in some form after the loss of someone we know,
“You come to feel each other’s pain, the tears, you move on.”

You help each other heal.

“The nation will never forget the service of those lost ar Fort
Hood, just as we will always honor the service of all who wear
the uniform of the United States of America.”

—President Barack Obama
at the Fort Hood Memorial Service

Steven Palmer entered funeral service in 1971. He is an honors gradu-
ate of the New England Institute of Applied Arts & Sciences. Licensed
on both coasts, he owns the Westcott Funeral Homes of Cottonwood
and Camp Verde, AZ. Steve offers his observations on current 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 westcott@commspeed.net or through his website at www.
westcottfuneralhome.com.
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Variety AND Quality. Shop for BOTH!

~» MODEL 1036-R114EC

v ECONOMY REFRIGERATOR
gPECIAL PRICING

4,699.00 +FREIGHT

e Units ship fully assembled, simply plug it into an outlet and they are operational.
e All quality stucco galvanized steel construction.
e The interior is provided w/rolling racks & high density plastic storage boards.

¢ 30” wide door opening to accommodate larger cases.

Please call for other styles&capaCltlQ,S_ CADAVER STORAGE RACK ﬁ
.2,3,4 &5 TIER CAPACITY

S
EMBALNING STATIONSERE [l Fe e sungere

MODEL T3603 CARRIER CHASSIS TRAY
"MODEL 1036-13 FLUS

Compliment the Rack with a
) Mo678 BATTERY OPERATED
2z EMBALMING STATION
[ PORTABOY MARK V

CADAVERLFT. =~
"o EVBALNG ACHE =

1t'’s Always
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Complete Water Control System
Model 1036-1 4 |

Available in Left or Right Versions ' Q ,ﬂi
\ ”5‘* |

MODEL M300

MODEL 600025 —— ©
HYDRAULIC EMBALMING CARRIER

{Carrier Shown with Model T3603 Tray, Additional Optional Trays Available}

1/8 hp motor, up to 22 Hg vacuum and '
includes suction regulating valve

Portable Aspirator « »l
Lightweight design for general suction,
EVERYDAY MORTUARY SUPPLIES

Plastic Undergarments Headrest

Instruments Clear, S - XL for most items Molded plastic, sturdy, reusable
. Unionalls.................. $12.00 ea Only $ 33.00 each

Dressing Forceps Shirt/Jacket............... $10.00 ea
6.07 10Ng ..vvrveeerennns $3.95 ea PaNS ..oovvvvvriiininnns % 3.00 ea
8.0” long .....ccevevec. $7.95 ea Capri Pants.................. 6.00 ea

” COVETallS.....o..orsrro $3.00 ea Pall Bearer Gloves
10.0” long ...ccceuue. $10.95 ea Quality, Cuffed, White
Scissors StocKings..........evrvevrn. % 3.00 ea ((())”T S§e1ﬂ;sgag
Ends: Sharp-Sharp, Sharp- B 2.00 ea nly
Blunt, Blunt-Blunt Infant Unionalls.......... $10.00 ea per dozen
55" 10Ng .ecvvrernnne. $3.95 ea Free ground shipping on plastic

» undergarments orders over $300 .

6.5” loNg ..ccvueeernenen. $4.95 ea Continental US ONLY Plastic Body Boards
Artery Forceps Setof 3
Straight or Curved Disposable Headrest only $ 129. 09
6.257long.............. $8.95 ea Styrofoam, sturdy, disposable per set
7.25” long ..c.ccueueee. Z$$9.95 ea head and arm rest
8.0” loNg ...vveveerunens 11.95 ea
Order s?oo worth of Only $ 25. 00 per case
instruments and receive free 4 per case

ground freight.
Continental US ONLY

MORTECH

MANUFACTURING INC.

411 NORTH AEROJET AVENUE, AZUSA, CA 91702
TEL (626) 334-1471  FAX (626) 334-1704

Email us at info@mortechmfg.com

Call us at (800) 410-0100

Post-Mortem Thread

Cotton, Whlte /Brown, 1 Ib.
Only $ 23.00 each

Polyester, White, 4 oz.
Only $ 11.00 each

LW5500

Scissor Sharpener
Two step process sharpening
100% diamond abrasive
Only $89.00

Stainless Steel

Hypodermic Needles
Luer Hubs with long lasting
points
20 Gauge
1.5710NG v $1.65ea
2.5710N0 oo $1.95ea
19 Gauge
3.07 100G oo $2.25 ea
15 Gauge
3.57 100G oo $4.25 ea
4.0710NG oo $4.95 ea
5.0" 100G coovererereeeirinn $5.75 ea
6.07 100G oo $6.75 ea
13 Gauge
4571007 oo $5.50 ea
8.0710NG .o $7.95 ea
10.0710NG .ovvvviviiieieieninns $8.95 ea
12 Gauge
3.0710NG oo $3.75ea
4.07 100G oo $4.95 ea
5.0710Ng oo $5.75ea
6.07 100G oo $6.75 ea

Premium Exam Gloves
S - XL 10 bx/case 100/bx

Latex PF Textured........ $ 65. 02 case

........................................... box
Nitrile Powder-Free...... $ 69.00 case
(Shown left) ... 7.99 box

Three Piece
Sterilization Sets
Solid Pan, Perforated Pan & Cover

20.0" x 12.0” x 4"H
Only $79 each

12.75” x 10.375” x 4’H
Only $45 each

UNCONDITIONALLY
GUARANTEED!
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Selection Room Display Voucher

525

company forever devoted to our brothers and sisters who served along our Your initial casket purchase (Iimit 4)

INTRODUCTORY OFFER

Call 800-882-5907 NOW and take advantage of this unique opportunity to serve
the Veterans in your community better than you’ve ever imagined! Honor those
who served our great country by adding one of our Affinity Caskets to your
selection room. Thousands of firms have already taken advantage of this
opportunity and have become the destination for Veterans in their community.
Act now and call us for your selection room display. All of our products are sat-
isfaction guaranteed - if for any reason you are not satisfied with your Affinity
casket, we will gladly make it right! We are a Veteran-owned and Veteran-managed

side. This passion to honor their sacrifices and memorialize the legacy of their
time and service is reflected in the dignified and elegant style of our product.
Each casket is designed as a complement to the dress uniform of the branch that
it represents. Select one, display it with pride, and witness a truly memorable
reaction from the family and loved ones.

Buyer agrees to display casket in a selection room or area of display in the funeral home.

Affinity Caskets ¢ 19009 Preston Rd e Suite 215-233 ¢ Dallas, TX 75252
T: 800 882 5907 » F: 888 430 0496 ¢ www.affinitycaskets.com
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HONORING THOSE
WHO SERVED
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God Bless Our Troops

Proposal by Kirsten Kokkin

By Gary Finch

Being Stupid, It’s the

Latest “In Thing”

Those who follow this column regularly may have
noted my constant rant about impending OSHA en-
forcement. Presidents and political parties tend to be
either pro-business or pro-labor. This tends to im-
pact enforcement less when the parties share power
or more if one has firm control. Right now, we are
in a pro-labor moment. This is why we have been
sounding the alarm.

We are sounding it and have been for some time. A
number of funeral homes have already been hit with
inspections, but curiously, you do not hear them send-
ing out alerts to other funeral homes.

This is one of the ironies of an OSHA inspection. Be-
yond the citations and fines, it gives the funeral home
guilt. They feel tainted. Rather than warning their col-
leagues and educating them on what happened, they
do everything they can to keep it quiet.

Imagine if you were camping out and you saw a wild
bear near your campsite, but you deliberately kept it
from other nearby campers. How stupid would that
be? That is exactly how some funeral homes handle an
OSHA inspection. The first rule is to try and keep it
quiet. Don’t let other funeral homes know. It might
make them look bad. They could use the informa-
tion in a way that might harm the inspected funeral
home. This attitude is somewhat prevalent. Being
stupid is “in”.

I've got news for you. Anyone can be inspected.
Anyone can be fined. Anyone can be fined a lot.
On October 9, 2009, OSHA proposed $138,000
in fines for 41 serious citations on one of the major
manufacturers of embalming fluid. This is a com-
pany that may have tested your formaldehyde lev-
els. This is a company that has given their custom-
ers tips on OSHA compliance.

I imagine they feel some shame and embarrass-
ment. However, I'm telling you that there is not one
person reading this that could not find themselves
in the same situation. It does not mean their em-
balming fluid is bad. It does not mean their char-
acter is bad. It just means they got caught. That’s
what OSHA does. It happens to big companies. It
happens to tiny funeral homes.

They simply got caught relaxing. And when stu-
pid is the “in thing”, it is easy to do. It can happen
to anyone. It can happen to you. Don’t be stupid.
Get your business in compliance. Haven't you been
reading my columns? Sound the alarm. There is a
new sheriff in town, and he out to make a state-
ment.

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 gfinch@kisscompliance.net.
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Green-Wood Cemetery to restore the
gravesite of Gottschalk

Continued from Front Page

Proposal by the team of Jill Burkee and
Giancarlo Biagi

daunting and expensive task,” said Richard J. Moylan,
president of Green-Wood Cemetery.
“While mystery surrounds the angel’s disappearance,
our ultimate goal is to preserve this beautiful site for fu-
ture generations and to once again honor this great musi-
cal virtuoso with a new statue that captures the character
and spirit of the original.”
In collaboration with the National Sculpture Society,
Green-Wood solicited proposals from some of today’s
most accomplished figurative sculptors to create the new
“Angel of Music.” The finalists selected to submit models
of their designs are: Myra C. Weisgold of University Park,
FL; Kirsten Kokkin of Loveland, CO; Tuck Langland of
Granger, IN; and the team of Jill Burkee and Giancarlo
Biagi of New York City.
A special selection committee comprising five prominent
Americans from the fields of art, academia, music and film
has been formed to choose the winning sculpture. The
judges are:
 Arnold Lehman, Director of the Brooklyn Museum
« Danny Simmons, abstract-expressionist painter and
newly appointed Interim Chair of the New York State
Council of the Arts

o S. Frederick Starr, Chairman of the Central Asia-Cau-
casus Institute; Research Professor, Johns Hopkins Uni-
versity, noted jazz musician & Gottschalk biographer

« Thayer Tolles, Curator, Department of American Paint-
ings and Sculpture at The Metropolitan Museum

o John Turturro, Brooklyn-born actor, writer and direc-
tor renowned for his performances in films including
Barton Fink, Quiz Show, The Big Lebowski, O Broth-
er Where Art Thou, The Good Shepherd, and for his
Emmy-award winning role in the television crime dra-
ma, Monk

Moylan added, “The esteemed members of this selec-
tion committee — all experts in their fields — understand
and appreciate Green-Wood’s significance as a center of
beauty and art. Their participation is also a testament to
the importance of Louis Moreau Gottschalk in Ameri-
can music history. I am ever grateful to Arnold Lehman,
Danny Simmons, Professor Frederick Starr, Thayer Tolles
and John Turturro for giving so generously of their time
and expertise. Their selection of a new “Angel of Music”
will forever change the face of Green-Wood.”

Total costs for the Gottschalk Project will be approxi-

mately $200,000.
CONTINUED ON PAGE A18
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Excerpt from... 353 More Great
Ideas to Exceed the Service
Expectations of your Families

By 1odd W. Van Beck
CLERGY RELATIONS IDEAS

1. Constant fellowship with clergy.

2. Immediate contact for service confirmation before pro-
ceeding.

3. Insuring that our staff is doing everything possible to
assist them.

4. We make them feel special.

5. We have a monthly staff cook out with and always in-
clude different clergy.

6.  Give a turkey at Christmas.

7. Monthly Clergy Meetings to discuss ways to improve
our services.

8.  Begin contacting new
clergy sooner.

9.  Attend Special Church
Functions — Festivals,

Anniversaries. = fh

10. Personal social visits to
all clergy once every / *-‘F; N
three months.

11. All of our staff is active-
ly involved in their own
churches.

12. Invite all new clergy to
lunch and tour of our
funeral home.

13. Mail Grief Counseling Newsletter to all clergy.

14. Invite several local clergy to Grief Seminar.

15. Sponsor Clergy Open House at our funeral home for
tour.

16. 16. Before every funeral, I review procedures with clergy.
After every funeral, [ ask them if everything was done
right and what improvements could be made.

17. We send flowers to Church Celebrations, events.

18. On every service, we express our appreciation at work-
ing together with them.

19. Host clergy appreciation Breakfasts/Lunches/Dinners.

20. Attend as many church dinners, lunches, activities as
possible by posting events on office calendar and as-
signing staff to attend.

T

&

¥

-

Todd W. Van Beck

CONTINUED ON PAGE A24
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CaskeT LIFTER

« extra-heavy-duty casket and body lifter will
easily handle up to 1000 Ibs.

« fixed base for added strength and durability

« includes nine 4" swivel casters, and
four 2" washable nylon web body straps ¥

« two 2" nylon web straps included for casket lifting

« extra-sturdy all-steel tubular construction with enamel finish

$1,199.00 ea
;: Poecfos. B
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= Lamex Guoves
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S-XL, packaged 75 pr/bx, 10 bxs/cs $85.00¢s
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_ January Specials
[ ZSAVE~ Buy any cot and get a
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on freight charges

Prices Good Through Feb. 20, 2010 « For Promo Pricing - Reference YB110
FernO® MobEL 24 » MuLTi-LEveL, ONE MAN® $1,722.00 ea

« crystal clear optics, no distortion

* polycarbonate * primary protector
+10.5” Hx 10.25"W, lightweight

« anti-fog and anti-scratch

+ one size fits all, no adjustments

* micro-fiber bag included

+ allows one person to perform retrieval « equipped w/release levers, posts, and scuff strips

+ load-end legs unfold and lock automatically when unloading cot

+ highly maneuverable in confined areas « allows portable stretcher to lie evenly in place

« includes one-inch burgundy mattress and two five-foot-long, two-piece burgundy,
quick-release restraining straps * also available w/optional sidearms and/or wheel locks

«77"L X 20-1/2"W; max load 400 Ibs

FErnNO® MobEL 24-MiNIMAxx  Heavy Duty $2,089.00 ea

clear, full face with or without vent $55.00 ea
smoke, full face with or without vent $58.00 ea

CARDBOARD

- same features as model 24

+1000 Ib. load capacity allows the handling of large bodies with ease

« true independent legs with multi-level adjustment, 6 inch wheels, dual hand controls,
and a distinguishable durable gloss-black powder-coated finish

*77"L x 22-3/4"W; min 14" H to max 39" H; loading height 26”; max load - 1,000 Ibs

Ferno® MobeL 24-MAXX « Heavy Duty, ONE MAN®  $2,262.00 ea

New
CREMATION ROLLERS Item!
2" dia.x18"L 75/cs $72.00c¢s

- same features as model 24 and 24-MiniMaxx
« 77" Lx 25-1/2"W; min 14" H to max 39" H; max load - 1,000 Ibs

THANOSEAL® CLEAR INCISION TAPE

Npﬁ :
Temporagy \Jtem!

- PLasTIC URN
+ suitable for the temporary storage of cremated remains
+ plastic urn measures 6-1/2"W x 4-1/2"D x 8-1/2"H
+ shipper measures 9-1/2"W x 7D x 5"H
urn with bag & tie, black orbrown ~ 24/cs  $66.00 ¢s
white shipper 25/cs  $38.00cs
extra cremation bags & ties 100/bx  $76.00 bx

- Protective Gloves  Protective Apparel - Other Apparel - Facial Protection - Prep Room Supplies - Funeral Service
* Soaps & Disinfectants - Instruments - First Call *
* Funeral Stationery - Mortuary Equipment - Crematory Products - NEW~Hair & Beauty ... and a whole lot more!

* non-sterile *positive seal to dry tissue eliminates leaks '
+ once applied exterior can get wet w/out compromising seal
* saves time, avoids “issues; saves money

2'x2" 40/pk $13.00 pk

x4 10/pk $13.00 pk New
3.75"x 2" ovals 20/pk $14.50pk — \ltem!
4"x 25 roll $47.00 ea

Look for us!

www.iwantmynfdatv.com

We offer a full line of:

Coroner & Donor Service - Ferno® Mortuary Products - Church & Chapel
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. Permits an above the ground seal

. Metal or Concrete Vaults

. Available in Painted or Stainless Steel

. Quality Materials & Construction
Throughout
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. One Man Set-up
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The Dignity Memorial® Network
honors those who gave the Gift of Life
through Organ and Tissue Donation

Virginia Camacho, 41,
nicknamed Jete (hee-tee),
was extremely creative and
talented. She had a passion
for gardening and loved to
grow fruits and vegetables.
Jete married her best friend,
Juan, and had three chil-
dren, who she adored. She
also loved dogs, especially
her five dachshunds. Her
legacy lives on in the recip-
ients of her liver and heart,
as well as with her family,
who she always said was her
true heart.

Each of these four indi-
viduals has a life story that
is unique, but they all share
the same outcome: each was
a donor of organs, tissue
and/or corneas and made a
profound difference in the
lives of other people.

For more than 120 years,
the Tournament of Roses
Parade has been an Ameri-
can tradition. The Dignity
Memorial network of funer-
al, cremation and cemetery
service providers is joining
Donate Life’s national cam-
paign to celebrate and hon-
or the lifesaving gifts of or-
gan and tissue donation as
part of Donate Life’s 2010
Rose Parade Float, New Life
Rises. The float will be fea-
tured in the 121* annual
Tournament of Roses Pa-
rade on Friday, January 1,

BRUTE II°

The Very Best

All Stainless Steel
Embalming Table
on the Market!

Everyone else gives
you an 18-gauge
stainless steel top
with aluminum base.
We give you a 100%
304 stainless steel
alloy table with

a thicker 16-gauge
top at a much

better price!

MADE IN THE USA! TRUE USA QUALITY!

TOP FEATURES CONVEX SURFACE

EASY ASSEMBLY
90% ASSEMBLED
OUT OF BOX

“  DOUBLE-LOCKING

. WWH_EEE&
MANUAL $1627
HYDRAULIC $1997

WITH DEEP SIDE TROUGHS

I
1000 LB

CAPACITY
]

e Double-tubed for strength

e Straps and cover included
$9 57 150 1B
CAPACITY

OVERSIZED MORTUARY COTS

THE BEST PROPORTION OF SIZE & WEIGHT ON THE MARKET!

CHURCH TRUCKS

¢ 5" no-stooping, fully locking chromed wheels
e Double support bars
¢ Only 5"deep when folded

SUPERIOR
QUALITY!

1. 8.8.8.0.8 ¢

NOT MADE
IN CHINA

QUALITY ¢ VALUE AT A REASONABLE GOST

$ 597 950 LB CREDIT CARDS
PRICES SUBJECT TO CHANGE.

PRICES DO NOT INCLUDE S&H.

PH 561.602.3330 ® FX 352.458.4613 ¢ www.premierfuneralsupply.com

2010 in Pasadena.

New Life Rises features
a phoenix — the mythical
symbol of life coming out of
death — rising into the sky
and representing those who
give life in their passing and
the people whose lives are
renewed by their gifts. The
bird will soar high above 24
riders who are comprised
of living donors and donor
family members from across

SCI Declares
Quarterly
Cash
Dividend

HOUSTON, TX— Service
Corporation Internation-
al (NYSE: SCI), the largest
provider of deathcare prod-
ucts and services in North
America, has announced
that its Board of Directors
has approved a quarterly
cash dividend of four cents
per share of common stock.
The quarterly cash dividend
is payable on January 29,
2010 to shareholders of re-
cord at the close of business
on January 15, 2010. While
the Company intends to
pay regular quarterly cash
dividends for the foresee-
able future, all subsequent
dividends, and the establish-
ment of record and payment
dates, are subject to final de-
termination by the Board of
Directors each quarter after
its review of the Company’s
financial performance

Continued from Page A8

the U.S. Adorning the bird’s
tail feathers are 76 flora-
graphs of deceased donors
who gave life to those in
need, including those rep-
resenting Dr. Victor Miran-
da, Kathy Morris, Robert
Schuppert and Virginia
Camacho. In addition, do-
nors across the country are
memorialized in a garden of
dedicated roses, with each
rose vial carrying a personal
message of love, hope and
remembrance.

The Donate Life float’s
riders and floragraph hon-
orees represent millions of
people touched by organ
and tissue donation, includ-
ing donor families, their de-
ceased loved ones, living do-
nors, transplant recipients
and transplant candidates.
Riders and floragraph hon-
orees are individually spon-
sored by Official Partners,
such as the Dignity Me-
morial network, who sup-
port the Donate Life Rose
Parade float.

Service Corporation In-
ternational (NYSE: SCI),
through its Dignity Memo-
rial® brand, is North Amer-
ica’s most trusted provider
of end-of-life arrangements
and services. The company
serves families through its
Dignity Memorial network
of 1,600 funeral, crema-
tion and cemetery service
providers. Dignity Memo-
rial providers offer an un-
matched combination of
products and locations serv-
ing families with care, in-
tegrity, respect and service
excellence.

New Providers join
Veterans Funeral Care’s
Rapidly Expanding

Network

CLEARWATER,FL— Veterans Funeral Care is proud to
announce that the following have joined its ever-growing
network of providers.

Emerald Coast Funeral Home, Ft. Walton Beach, FL;
Daniels Family Funeral Services, Rio Rancho, NM;
Daniels Family Funeral Services, Albuquerque, NM;
Fitzhenry’s Funeral Home, Carson City, NV; Fitzhenry’s
Carson Valley Funeral Home, Gardnerville, NV; Bun-
kers Mortuary, Las Vegas, NV; Bunkers Eden Vale Me-
morial Park, Las Vegas, NV; and Reger Funeral Home,
Huntington, WV.

As members of Veterans Funeral Care, these funeral
homes will offer value packaged cremation and burial ser-
vices to veterans and their spouses.

Established in Clearwater, Florida in 2000, Veterans Fu-
neral Care currently consists of 100 providers through-
out 39 states—and that number continues to grow. The
network’s mission is to help funeral providers grow their
business by offering veterans specialized funeral services at
a reduced cost. They are also endorsed by The American
Legion of Indiana which is their National Headquarters.

One feature that makes Veterans Funeral Care unique
is that network providers strongly encourage families to
choose a Veterans Cemetery. All veterans, their spouses
and dependent children are entitled to free burial at any
National Cemetery, including concrete graveliners, per-
petual care and an upright or flat grave marker.

To find out how you can become an exclusive Veterans
Funeral Care licensee, contact: Russ Cable at 1-800-467-
7850 or visit www. VeteransFuneralCare.com.
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This article will take a closer look at the process and purpose
of case analyses, various techniques to maximize the end results
associated with challenging embalming issues, and the desper-
ate need for communication. As long as there is value attached
to good pleasant embalming experiences, there will be embalm-
ing and open casket visitations. We cannot lose our art form.
The Process toward Truth

The funeral home is the last visible citadel that truly attests to the
community that when you're dead, you're dead. That building is
the place where the dead are cared for. Yet, there is a seminar that
has been developed to inform
us how to replace the moment
of truth; that time when the
bereaved family enters the fu-
neral home, and the first time
they see their loved one not
breathing or talking. This is a

nearly indescribable moment

Wil

FUNERAL HOME & CEMETERY NEWS Section A

The Significance of Embalming

By Shun Newbern, CFSP

embalmer. Whatever the reason, when a family desires and elects
to have a viewing, our responsibility is to give them a pleasant
and lasting memory.

I recall a recent experience of a nurse friend who had requested
me to prepare his mother who had a prolonged disease. Hav-
ing her in the same hospital that he worked in, allowed him
to spend those last weeks with her and give her additional at-
tention. His family expressed the importance of restoring her
likeness, before she became ill. After the services I followed up
with him and his family who were extremely pleased with my
attention to detail and the fine service. He then mentioned
that his co-workers from the hospital who attended the open

casket viewing were astonished how great she appeared at the
CONTINUED ON PAGE A21
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when the family confronts the
reality of death. Our task and

mission in this profession is to

help the family move towards
acceptance of this death. See-
ing is believing.

Viewing the remains is an
advantage of the grief process.
It now only moves the family towards the acceptance stage, but
it also fulfills the need to say good-bye to a positive last memo-
ry picture. Viewing offers the benefit of having the family and
friends realize how fragile we truly are. It gives support to the
family and it helps to celebrate the person’s life. We have all had
some experience with a family wherein we regretted not ceas-
ing the opportunity to observe the life of a loved one. Some of
those families, many years lat-
er, regret making that decision.
Often, that decision is based
on medical treatments, weight
loss or change of skin tone of
their loved one at death. May-
be the funeral director did a
poor job in explaining the res-
toration process and their skill
level in this area. Perhaps, the
family lacks confidence in the

Shun Newbern, CFSP

Transitions:
Burials at Sea
on the USS

Arizona, Sunk

at Pearl Harbor
Continued from Page A2

gestions for such a memorial
began in 1943, but it wasn't
until 1949, when the Terri-
tory of Hawaii established
the Pacific War Memorial
Commission, that the first
real steps were taken to bring
it about. The memorial was
finally dedicated in 1962.
Funeral services conduct-
ed around the Arizona con-
sist of a full military funeral
which is held on the Memo-
rial. The funeral is a private
event intended only for fam-
ily, guests and Pearl Harbor
survivors. In recent years, a
retired US Navy chaplain
who is also a Pear] Harbor
survivor has officiated at the
services. The Navy or Ma-
rine Corps provide a rifle
honor guard and a bugler.
These funerals are a tribute
to the bond that developed
among the seamen who
served aboard the Arizona:
even after all these years,
they wished to join their fel-
low shipmates who rest for
all eternity beneath the wa-
ters of Pear] Harbor.
(Research from the USS
Arizona, published by St.
Martin’s press and www.his-
tory.navy.mil/fags)
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Green-Wood Cemetery to restore the

gravesite of Gottschalk

New Orleans native, Gottschalk was recognized as a child
prodigy by the New Orleans bourgeois establishment. In
1840, he debuted at the new St. Charles Hotel and by
the 1860s had established himself as the foremost pianist
in the “New World.” His most acclaimed works include a

“Quite Possibly
America’s Finest
Line of Professional

MORTUARY Cosmetics”
COSMETICS
¢ COVER CREMES e LIP COLOR
e LIQUID TINTS * POWDER
e BRUSHES e WAX

CALL FOR OUR CATALOG 1-800-531-9744
Fax 903-641-0383 E-Mail: dermapro@wtrt.net

www.derma-pro.com

Join the Love Ashes Associate Program and receive your
FREE Business Partner Kit, call 1-888-GLAS-ART (1-888-452-7278)

or visit www.LoveAshes.com

Keepsakes as vipmnt 45 the life

Beautiful pendants in two sizes and Sever
styles; with the ashes visible from the

We offer affordably prices and an ince
homes and cremator

Continued from Page A14

symphony A Night in the Tropics and piano pieces Bam-
boula and Le Bananier.

Established in 1838, Green-Wood Cemetery is built on
478-acres and is home to thousands of monuments, many
designed by world renowned sculptors including Henry
Kirke Brown, Augustus Saint-Gaudens, Charles Calvelry,
Daniel Chester French, Robert Launitz, John Moffitt and
Solon Borglum.

Among the nearly 600,000 souls interred at Green-Wood
Cemetery are, Leonard Bernstein, Horace Greeley, FAO
Schwartz, Samuel Morse, Boss Tweed, Albert Anastasia and
more than 3,000 veterans of the Civil War — both North
and South.

The cemetery was named a National Historic Landmark
by the U.S. Department of the Interior in 2006.

To support Saved in Time: The Gottschalk Project with
a tax deductible contribution, or for more information,
visit www.green-wood.com.

it represents
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Awards of Excellence

The 100 Black Women of Funeral Service hon-
or our female funeral professionals who have
impacted the profession in their respective
communities, their state and on the national
level. They have accepted the challenges of
being a female in a non-traditional profes-
sion in one of this nation’s most demand-
ing industries. They have exhibited profes-
sionalism, leadership, longevity and class.
Because they continue a strong legacy and
make a commitment to the funeral service
profession,  women
are at the forefront.
Many of these women
were honored as 100BWFS Women
of Distinction, receiving the M. Athalie
Range Trailblazer Award. For the next
several months these fine women
will be featured in this column. If you
would like more information on the 100
Black Women of Funeral Service go to
www. 100Blackwomenoffuneralservice.
com or email Hundredbwfs@aol.com.

o
By Elleanor Davis Starks, CFSD
Founder and Executive Director of the 100 BWFS, Inc.

International Woman of the Year:
Crisma N. Henriquez Ramirez

Celebrating 25 years of Service in the Netherlands
Antilles, Crisma N. Henriquez Ramirez received the
2009 International Woman of the Year Award for the
Caribbean-Atlantic Division of the 100 BWFS at the
Annual National Funeral Directors Association con-
vention on Tuesday, October 27, 2009

Twenty five years ago, Crisma N. Henriquez Ramirez had a
dream of becoming a female funeral director in a male domi-
nated profession. The island of Curacao had only known male
entrepreneurs, but she knew with determination and persever-
ance it could happen. Now 25 years later, as the only female
funeral director and owner on Curacao, she can boast that
her dream has come true. She thinks often of how she started
and where she is now, she can only thank God for the inspira-
tion, love and support she has
received to serve her families
and the loving families who
come to her and trust her in
their time of need.

Crisma has been a mem-
ber of the National Funeral
Directors Association for 25
years. She attends all of their
conventions to see the latest
trends in funeral service and
to learn how to serve her fam-
ilies to the best of her ability.
She also attends many con-
tinuing education seminars
far and near so that she can
learn from other funeral pro-
fessionals how to be the best in the business. She has traveled
as far Asia on behalf of the funeral directors.

The National Funeral Directors Association honored
Crisma with a 25 Year Certificate of Membership at a spe-
cial reception for all of their international members. She
was lauded for her outstanding dedication and attendance.
It was a historic moment as Crisma talked about the one
room building that she started in, and how she can now
serve her families in a larger more spacious facility when
they are mourning their loved ones.

Earlier that day at a special gathering at the Boston Con-
vention Center, members of the 100 Black Women of Fu-
neral Service of the National Funeral Directors and Mor-
ticians Association gathered to honor Crisma for her 25
years of funeral service and to honor her internationally.
The 100 BWES organization are Exhibit Partners of the
NFDA. Crisma received a standing ovation from a stand-
ing room only crowd as she was recognized as the 2009
100BWES Caribbean-Atlantic Woman of the Year.

She was introduced by her eldest son, Sanine who had ac-
companied her to Boston for the event. He gave a very emo-
tional introduction of his beloved mother and how hard she
works at home to serve her families’ every need.

The International Award was presented by Elleanor Da-
vis Starks, the Founder and Executive Director of the 100
Black Women of Funeral Service.

Elleanor has a very special relationship with Crisma, like
a big sister to little sister, and she has always welcomed her
and kept her informed of all of the events being held in
the United States for funeral directors.

“Crisma is a very special honoree,” states 100BWFS
President Doretha F. Hector. She has known Crisma
since she joined the NFDA, before she was introduced
to the 100BWES at the Philadelphia Convention. “We

CONTINUED ON PAGE A19

Crisma N. Henriquez Ramirez
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McBrayer of Jones-Wynn

Funeral Home named to ghz Ya
“40 under 40" i T3¢ o<
VILLA RICA,GA— Ellen Wynn McBrayer, a local funer- Vi W it
al director at Jones-Wynn Funeral Home, was recently 5= 32
named to Georgia Trend Magazines distinguished “40 under t =

40” for 2009. The magazine seeks individuals from around
the state who are making an impact in fields such as busi-
ness, politics, nonprofits, academia, healthcare, and the arts. {
“Each year, the 40 Under 40 finalists represent the ‘best and

brightest’ among the rising young leaders in our state,” says e o e e o zome
Georgia Trend Publisher Nee- Micro-Perforated 8up Prayer Cards from Leading Manufacturers

ly Young. “It’s good to know
the future of Georgia is in
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This is the 13th year the
Georgia Trend Magazine has
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Jones-Wynn Funeral Home
of Villa Rica and Douglasville
is proud of Ellen McBrayer
for being selected as one of
these recipients for 2009. Ellen Wynn McBrayer
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International Woman of the Year:

Crisma N. Henriquez Ramirez
Continued from Page A18

are honored to have her as an International Member and No Minimums
Honoree for 2009.” Quantity Pricing * Same Day Shipping Available
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We are looking forward to visiting the island of Curacao
and having one of our midterm meetings there. She of- o .
ten talks about how beautiful the island is and we want to y / gﬂ One Convenient Source
come and visit it and have her entertain the female funer-

al directors of the 100BWES. Congratulations to Crisma 800-442-3060 - 718-641-5350 f oL

— .
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ent of the 2009 International Woman of the Year for the =

api@abigal.com - www.abigal.com
2
-

Portable Wireless PA Systems

Caribbean-Atlantic Region.

Hear Every Word

B Wired & Wireless Pa Sytems

m AC and Battery Operated systems Startlng

under $200

B Use Indoor or Outdoor

MiPRO

" — _—
System MA-101A System MA-705PA

Contact your local Church & Chapel representative for details

Church & Chapel Metal Arts, Ine. FW@E

.'.—"
Al

System MA-707PA 2616 W. GRAND AVE « CHICAGO, ILLINOIS 60612-1117 -

X
Ph: 773-489-3700 Fax: 773-489-3434 info@church-chapel.com -
Toll Free: 1-800-992-1234 Toll Free Fax: 1-800-626-3299 www.church-chapel.com

=




Page A20

Take Advantage
of Your
Casket & Supplier
Discounts!

WITHIN 24 HOURS OF VERIFICATION!

Reduce Your Receivahles!

BETA CAPITAL CORP.

CALL TOLL-FREE: (800) 430-793%
Fax: (757) 488-1315
Visit: www.betacapitalcorp.com
John Hudson - Marketing Director
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CCMS Student Reflects on her Service in the Middle East

Denise Pfahler, a 23-year-old Staff Sergeant in the Air Na-
tional Guard based in Columbus, Obhio, is a student at the
Cincinnati College of Mortuary Science. Her studies were
interrupted recently when she was deployed to the Middle
East. At the time, she didn’t realize that she would carry the
knowledge from her CCMS labs and coursework halfway
around the world and use her mortuary skills for the good

Jarvis Incinerator Co., Inc.
Quality service since 1876
PO Box 1146
Lowell, MA 01853

§ SALESv SERVICEv REPAIRv SPAREPARTSv [
We repair all crematory makes and models

] —ny E— e e

I T ) L O T

Phone: 617-957-6092
Fax:978-458-5816
www.jarvisincinerator.vpweb.com

LOWER COST CREMATORY REPAIRS

Specializing in refactory brickwork.
Based in Northeast = less travel
and cost to you.

VIVIAN FASHIONS ]

V & F BuriaL GowNs
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www.burialgown.com

e ok oy Clornad S Lty

114-31 Farmers Blvd., St. Albans, NY 11412
Tel: 888-456-0266 Cell: 646-296-9657
N Fax: 718-465-7596 Office: 71 8'479'304()/

By Kristan Dean

Happy New Year! Wow, hard to believe, last month
we were enjoying almost Spring weather here in Mas-
sachusetts making me think...hmm...when you read
this Winter will most certainly be here. This is the sea-
son when so many in our communities feel their most
alone, which makes me wonder: how can you reach out
to the families you serve and your community to bring
people together for some fun and camaraderie?

One possible answer: Game Night. How do you host
a Game Night? Thankfully, a quick trip into cyberspace
and you have more answers than you might know what
to do with. Ask Ask.com or Google “game night ideas”
and you will connect with hundreds if not thousands
of possibilities. Two of the best I found are from on-
Simplicity.net and “Real Simple.”

OnSimplicity.net’s article “How to Host a Simple
Game Night” makes a great suggestion: “Make sure ev-
ery one’s got at least one game where they can shine.”
They suggest that you include a variety of gaming op-
tions: “card games, skill games, luck games, board
games, video games (if you've got a console), new games,
classic games, team games, and interactive games.”

Looking for specifics Yolanda Wikiel, who writes for
“Real Simple,” lists a number of great ideas in her article
“How to Host a Laid-Back Game Night.” Some of her
favorites include Bunco, a dice game where you try to
roll specific numbers; Say Anything, a board game that
gets people talking, laughing, and having fun in minutes
answering questions like, “Which movie should never
have been made?” and Wii Carnival Games, where you

try your luck at the ring toss and 25 other attractions.

Personally, I love the Wii. A quick ski jumping or bal-
ance contest can bring fun to participants and cheers
from the crowd especially when they are waiting to join
in on one of the longer games. No Wii? No worries. In-
clude one of Saral’s, favorite “in and out games” such
as Fluxx, a card game where the rules can change with
each new card; and Pictureka a game of finders keepers,
you get the card if you find the object(s) fast or first.

Then, once you have your Game Menu, it is time to
invite the people. A great place to start is with your e-
address book. Want to increase your reach? Ask your
church and civic groups to put an invite in their news
letter. Want to get other businesses involved? Ask your
local restaurants and gift shops to e-vite their e-friends
and post a flyer for all to see. The best part is that you
can also ask the restaurants to sponsor food and the re-
tailers to contribute a game or two. Just make sure to
list their contribution on your Game Menu and at the
buffet table.

I cannot wait to hear about the fun. Please give me
a ring at 781-331-5308 or, if you prefer, email me at
kristan@mooneytunco.com.

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.

By Denise Pfahler

of the country. Now safely back in the United States, Denise
shares her thoughts about her Middle East experience in this
third and final part of her firsthand account of a soldier’s life
in a war zone. Parts one and two are available at www.ccms.
edu or at www.nomispublications.com

Being deployed to the Middle East for five months official-
ly gave me the title “short-timer.” Despite the long days and
rigorous schedule, I felt as if my time there was truly short
when compared to those deployed for a full year. I can only
imagine the difficulty of being away from family and friends
for a long twelve months; there were many times that I just
wanted to go home.

My time in the Middle East
had its share of what then
felt like endless frustrations,
but now that I am home
and safe, my perspective has
changed and I regard these
challenges as little more than
inconveniences. Our mail
was stopped for three weeks,
cutting us off from satisfy-
ing correspondence with our
families. The Internet was dif-
ficult to access, not because of
our location but because of so
many of us trying to get on-
line at the same time to stay connected to our lives back in the
States. We were constantly surrounded by people, so there was
never the luxury of being alone. At the time, the “togetherness”
started to bother me, but now I look back with gratitude that
there was always someone there I could talk to!

In those moments of frustration, I tried to turn my thoughts
to my comrades on the frontlines whose lives were at risk, and
remind myself that it was our mission to supply some security
for them and the necessary means to push forward. Somehow,
thinking of your comrades makes you a stronger person. You
pull through one day at a time....for them...for you...for the
people back home. Even we “short-timers” recognized that
we must come together to accomplish something bigger than
ourselves and that is exactly what we did.

As the remaining weeks dwindled, I knew I would be meet-
ing my replacement within a matter of days. It was a bittersweet
time. On one hand, each day brought me closer to my family
and friends at home. Yet, I would miss amazing people I had met,
who I will stay in touch with and forever remember. The best
part about working halfway around the world is the experience
of sharing my life — even for just five months — with so many
different types of people, each with their own gifts to share.

Technical Sergeant Kelvin Roberss, the Off-Base Travel Direc-
tor, was my boss and I learned much from him that I will carry
with me in both my personal and business journeys. Although he
was my supervisor, he treated me with such respect, served as my
mentor and together we made a great team. From him I learned
the importance of professionalism in every situation. By invit-
ing my opinions and encouraging me to express my thoughts,
he gave me a level of confidence that will serve me well.

Staff Sergeant BriAnne Smith was my wingman and will be
for life. We roomed together and worked the same shift to-
gether, which meant that we were literally together all the time.
Some say that when you spend every minute with someone
that you soon grow tired of them. That was not the case with
SSgt Smith. She was the backbone I needed so far from home.
She was a source of laughter who taught me that even in dif-
ficult times there’s always something to smile about. I have
never met a co-worker who was so driven or a girlfriend who
was so caring and strong,

My Middle East assignment expanded my cultural canvas
by exposing me to literally a world of international tradi-
tions. Music was the instrument that brought us together. We
danced and sang and smiled to Arabic music, Jamaican melo-
dies, Southern rap and Christian tunes. When I hear the music
now — for we shared it with one another and brought it home
— I remember how everyone danced and smiled as a piece of
their home played in their ear. Music was the great equalizer
that allowed me truly to see that we are all the same and enjoy
the same things, just in different tastes. By sharing our music
we brought more joy into our lives.

My commitment to the Air National Guard has given me so
much more than I ever expected. My military life and my ci-
vilian life had meshed before, but not like they did when I had
the awesome responsibility of using my mortuary skills to build
something from the ground up. We built a mortuary plan to
fit military regulations. We created the best continuity plan for
the group coming in to replace us. We ensured that if anything
were to happen at our base, a plan would be implemented that
would get our troops back to their families quickly, efhiciendy
and with the dignity and respect they deserve.

I'am ever so thankful to have had a part in that initiating and
building process and throughout my career in the mortuary
field will forever carry with me what I have learned during

the past five months.

Denise Pfahler



JANUARY 2010

service. “I have never seen a deceased look so good. They are
normally green or grey”, they replied to him. Per his comments,
their lasting memory of prior decease was not pleasant, but an
embarrassment to the profession. I made efforts to defend the
good that we do, but it must be said, we have a lot of work to
do to preserve our profession.
Pre-Embalming Examination

Concerned embalmers and funeral directors know how im-
portant quality embalming is. First-class embalming results

FUNERAL HOME & CEMETERY NEWS Section A

The Significance of Embalming

keep families satisfied and become a means of expression for
continuous business. The best results in embalming come from
a thorough, detailed case analysis, and proper use of chemicals;
consequently, reducing unfortunate viewing complications. An
external examination will determine the presence of tissue gas,
fractures, organ failure, the presence of secondary fluid in tis-
sues and swelling of any kind. A good embalmer can often smell
internal issues such as nitrogenous wastes, toxins in the blood,
and early signs of decomposition. The purpose of this analysis

Page A21
Continued from Page A17

is to instruct in the utilization of proper embalming techniques
to disinfect, preserve, and possibly restore tissues. The condition
prior to embalming should be copiously noted on the embalm-
ing report. If you email me, I will gladly share a sample report
or an outline for extreme circumstances at no charge.

All too familiar are the increasing number of cases with ex-
treme edema and jaundice. They can be brought on as the result
of prolonged end organ disease, but most often, they exist due

CONTINUED ON PAGE A24
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Small-town funeral home makes lasting impression

Even so, that relationship with the community is not built
in a short period of time, he stresses. In his industry expe-
rience, a decade is not an unheard of amount of time to
establish a solid relationship with the community.

“It even took my dad about that long and he bought an
existing business,” said Thomas. The elder Thomas was born
and raised in Gordon County, growing deep roots for his
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son and his family. Thomas
says his dad’s family relocat-
ed to the county, located in
Northwest Georgia, before
the Civil War.

“I love this town. I've lived
here all my life and I hope
to die here,” he said. It’s that
commitment to the local
community that has helped
Thomas build a steady, deep
presence there.

Staying locally owned has
added a deeper level of trust,
he said. “It means a lot to a community.”

But staying locally owned can present its own set of challeng-
es, like how to keep prices competitive with larger, corporate
homes that consolidate staffs and equipment. Sound, practical
business practices, learned, not only from his father, but from

other older professionals has helped make Thomas Funeral

Ve
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Cremation
Issues and
Answers

By Ronald Salvatore

Matthews
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Pet Cremation (Part 2)

Along with pet cremation, veterinarians need to dispose
of animals whose remains are not returned to families. In
these situations, the animals are cremated in batches of
given sizes depending upon the capacity of the cremator.
While pet crematories will need to handle this for the
vets in their area, we do not consider this to be “animal
incineration” as the overall volume is usually not that
large. In comparison, the true animal incineration busi-
ness (humane societies, animal control...) is very differ-
ent than pet cremation requiring much larger facilities
and equipment, and is not something that most readers
would consider starting. For the purposes of this topic,
we will only be discussing pet cremation.

From a regulatory viewpoint, the cremation of pets is
a little different than human cremation. As of this date,
only local zoning and environmental approvals are re-
quired to establish and operate a pet crematory. Un-
like human crematories which are often regulated and
licensed by state funeral or cemetery boards, no crema-
tory license is required for a pet cremation service. Cer-
tainly this may and probably will change in the future.
The reader would be wise to research this before opening
to ensure compliance.

Zoning is the first place to start.

If the pet cremation service is a standalone operation,
you can usually assume that the local planning or zoning
board will restrict it to Industrial (I) or Manufacturing
(M) type zones. Before looking for property, you should
meet and discuss your proposed project with the plan-

ner or zoning officer and obtain in writing where such
a business would be allowed. There is no use finding
property in a commercial zone only to learn that the
business is restricted to Industrial zones.

We are seeing more and more funeral homes entering
the pet cremation business. Zoning approval is often
assumed, based on the premise that the funeral home
was already permitted to have a human crematory on-
site, and from an operational and environmental point
of view, there is no difference between the cremation of
pets and humans.

Most funeral homes locate the pet cremation equip-
ment in the same building as their human cremation
equipment. Some may separate the pet crematory from
the human by erecting divider walls or by creating sep-
arate entrances, while others locate the pet equipment
right next to their human equipment. Certainly there
are very strong feelings about the appropriateness of lo-
cating a pet crematory in a funeral home, but this issue
is not something we are covering today.

Make sure though that you contact your state funer-
al board before deciding where to locate the pet unit.
Pennsylvania for one prohibits having a pet crematory
and human crematory in the same funeral home facil-
ity/building.

We will continue the steps involved in establishing a

pet crematory next month.

If you have cremation related questions you would like ad-
dressed in this column, please contact Ron Salvatore at Matthews
Cremation Division, PO Box 547248, Orlando, FL 32854, (800)327-
2831 or via e-mail at Rsalvatore@matw.com.

Ron has been with the Matthews Cremation Division, consisting
of Industrial Equipment & Engineering (IEE) and ALL Crematory
(ALL) for 20 years.

He is a certified crematory operator trainer and has trained thou-
sands of crematory personnel through both Matthews’ and CANA's
Crematory Operator Training and Certification Program. Ron has
published numerous cremation related articles and is a frequent
speaker at industry trade shows and meetings.

With over 100 years of combined experience and nearly 3000
installations, the Matthews Cremation Division is acknowledged
world wide as the foremost experts in the cremation industry set-
ting standards in cremation equipment design, manufacture, ser-
vice and supplies. This column is dedicated to the further education
of cremationists, funeral directors, cemeterians and other industry
professionals.
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A pen and ink sketch done by Evelyn Thomas, whose husband, J.W., bought the business in 1940.

Home a mainstay in the Gordon County community.

“Generally quiet, unassuming. They don't have to trumpet
their direction or intentions,” Thomas said about his mentors
in the business. “My dad believed in paying off debt. It meant
a lower overhead.”

Changes in trends also made it necessary for Thomas, and
his colleagues to adapt. The rise of cremation and the decline
of traditional, faith-based services has made it necessary for
them to learn new ways of helping families with those transi-
tions. But adaptation doesn’t mean sacrificing the bedrock of
business success.

“You have ideals of excellence and you strive for that,” he said.
“You expect any professional, whether it’s your family attorney,
dentist, or accountant to be professional, competent, offer fair
prices, and that you can trust this person’s judgment.”

Meeting those ideals has given Thomas Funeral Home
staying power.

Although he says its difficult for small business to make a big
splash, they did so when they built their current building; stick-
ing with solid design principals and conservative values. He has
one of the physically smallest funeral homes in Gordon County
at 8,300 square feet, but because of the design, it can serve up
to five visitations at one time. The design was the work of archi-
tects Eugene Paul of Ohio and Eugene Wimmer of Calhoun,
who believed in stream-lined efficiency. Although business has
grown since the move, which was in 1987, the facility has re-
mained adequate to meet the needs of his community.

“The best advertising is word of mouth. You live or die by it.
Ifyou overcharge or your services aren't adequate, people know
it,” said Thomas. “You do this line of work, your involvement
with the family takes place over 2-3 days and during ...an
emotionally intense time for the clients. You become friends
to them; you've been there for them when times are tough. If
you've done what you are suppose to, you can get some sat-
isfaction from that. The one’s I've served, I feel like I’ve had
some worth to them.”

Speaks Chapels sponsors
Grief Healing Programs

Continued from Page A10

to helping people deal with grief and their long associa-
tion with the presenter.

Following the event, Bob stated, “Both presentations were
outstanding and very well received. The professional caregiv-
ers who attended the day-long workshop received a wealth of
information and were exposed to a perspective on grieving that
will help them work with their clients. Their evaluations of the
day were quite enthusiastic.”

“Surprise and appreciation,” he added, “were the reactions
that I heard most often following Smith’s evening session. Al-
ready hurting from their personal losses, some were apprehen-
sive about attending a session on grief, but his insights into their
journey — penetrating, reassuring and laced with meaningful
stories they could relate to — put them at ease and helped them
realize that their grief was natural, normal as well as healing
and they were not alone in their feelings.”

The compassionate messages that Smith shared with both
audiences about healing in grief were also based on his own
personal losses and his experiences supporting children, teens,
adults and families in his many years of counseling

“Our family’s funeral homes were one of the first in the na-
tion to offer true grief support to the community,” stated Da-
vid Speaks. “We feel that this kind of program is an extension
of those early grief support efforts, and can really help those
who are experiencing loss and grief, which they've never faced
before. It is also an extension of what we do for families every
single day at Speaks Chapels. Our purpose as individuals is that
we exist to care for families as they grieve and celebrate life. Our
vision is to help families in our community acknowledge and
cope with the death of their loved ones in positive and healthy
ways. That is who we are, and that is why the Speaks family
was proud to bring Harold Ivan Smith to this community.”

For more information about Speaks Chapels and the two
Smith grief programs, visit www.speakschapel.com and click
on “Community Events”.
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Eickhof installs at Oak Hill Cemetery

Paw Print Vase Series 4 et Cremation Urns
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Brushed Nickel colored Brass
Urns with adorable paw-print £
design, available in (4) sizes.

This design, like all

of our products, remain
the creative property of
Forever Pets and its
authorized re-sellers only.

Forever Pets, Inc.
1-888-450-7727

Call now to receive our
* FREE WhOIesale CataIOg w ;.: Copyright ® 2007 FPI. All Rights Reserved

SILOAM SPRINGS,AR— Eickhof Columbaria Inc. of Crookston, MN delivered and in-

stalled an “Antioch” model columbarium to Oak Hill Cemetery in Siloam Springs, AR. SAVE ON SOME OF
This six-sided, pre-assembled columbarium features 72 niches and is finished in polished
Morning Rose granite. For further information visit Eickhof on the web at www.eick- OUR MOST POP“ LAR ITEMS!

hofcolumbaria.com or call 1-800-253-0457. E-mail info@eickhofcolumbaria.com.
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Patton Funeral Services takes delivery E-é‘ﬁ"-_“j“""

of 2010 Echelon Deluxe Velvet Embroidered Reserved Sins

Burgundy, Hunter Green, Navy
“Reserved” “Pallbearer” “Family”
$32.00 each — 6-11 $30.00 each — 12 or more $28.00 each

Emitte Lucem Liquid Candle

60 Hour

$7.35 each — 12-23 $6.78 each sy

== 24 or more $6.30 each |

10” Brass/Antique Bronze Crucifix
12-35 $7.30 each
36-47 $6.57 each — 48 or more $6.25 each

SAUK CENTRE,MN— Pat and Sue Patton of Patton Funeral Services in Sauk Cen- Yorir Prof o 455 N. Cherokee Street
tre recently took delivery of their 2010 Eagle Cadillac Echelon Hearse. After at- Service « Your Profession « Our Promise Mo OK 24405
tending the NFDA Convention in Boston, they decided to order their hearse with LYN CH SU PPLY CO WWW.IanHsupply.com
an electric table and portable urn enclave. They purchased their hearse from John 1932 800-777-3151
Baines of Baines Professional Vehicles, Ramsey, MN.
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Excerpt from... 353 More Great Ideas to Exceed the Service

Expectations of your Families

21. Solicit clergy recommendations on how to improve our
service.

22. Complete a Clergy Preference Form for all clergy.

23. Donate tents and setup for church events.

24. Personal monthly visits to clergy.

25. Informational tours of funeral home for clergy and
church groups.

26. Laminate articles on clergy and churches.

27. Clergy Directory with photo of staff.

28. Raise amount of clergy Honorarium.

29. Donate staff services for church carnivals.

30. Offer to clergy to take care of families with financial
need.

31. Personally deliver checks to clergy, church.

32. Conduct nondenominational Bible study.

33. Personally invite largest congregations to FH Health

Fair.

34. Develop close relationship with County Sheriff’s Chap-
lain.

35. Donate cold drinks to youth group at cemetery clean
up day.

36. New in community — personally visit each clergy and
send pastries two days later.

37. Active role in Civic Club; Clergy Appreciation night.

38. Donations to Church Building Projects.

39. Provide clergy with tickets to local sports and commu-
nity events.

Providing
The Best

& bill at-need calls! Funeral

Home
Software
Since

1985
arrangements!

fowmairinn | cmrpmin
v, .

FOR AM CEITRA DISCOOUNT USSE PROMO TION CODE: NOMIS 0110

1.888.ACS.9411

www.FuneralHomeSoftware.info

The Basics of
21 Century
Embalming
Technology

(Part 3)

By John A. Chew

The methodology of early embalming was to convert
human tissue into a resinous substance while retaining
natural form, texture and color. Today the basic con-
cept remains the same without using toxic chemicals
which have a negative effect on the biome.

In embalming, the most toxic chemical used is form-
aldehyde which fixes and firms the tissue at the cellular
level. When properly formulated, it combines with pro-
tein substances and it becomes inert. It is my opinion
that the practical application should be re-examined
and, if necessary, licensure should be required for/by
the user.

For example, exterminators are licensed to use cer-
tain chemicals for specific applications of toxic chemi-
cals. Embalmers need similar control to use special-
ized chemicals to treat various conditions surrounding
death. Presently, our concern is to develop environ-
mentally safe non-formaldehyde, non-volatile, practi-
tioner friendly, enzymatically neutralizing formulation
to retard and control natural post mortem changes.

Bodies of all living organisms begin to decompose
shortly after death and go through distinct series of
stages which are vaporization, liquefaction which is the
catalyst for autolysis, putrefaction, decay and dehydra-
tion (diagenesis).

Ultimately, the rate of decomposition reacting on the
body tissue will depend upon the temperature of the

environment. Cold retards decomposition and warm
accelerates it. The initial physical step in the enzymat-
ic methodology of preparation is gently exfoliating
(cleaning) of the body with emphasis on the hands
and face. This cleans the pores and removes worn out
cells which harbor microbial agents left by the physi-
ological death of body cells due to necrobiosis.

Estimate the overall weight of the body. One that
contains 75 % water I classify as average, a body that
contains 65% water I classify as dehydrated and a body
containing 85% water as edematous.

In actuality, a 100 pound body can retain as much
as seven gallons of liquid with little distention. A for-
mulated solution should be injected between five and
eight PSI with a rate of flow 12.8 ounces per minute.
When a body has been strongly medicated or discol-
ored, intermittent drainage may be used to obtain
maximum distribution and saturation. The primary
objective is to achieve a flushing effect during the pre-
injection phase of the treatment.

The amount of formulated fluid and injections are
determined by the actual tissue reaction and visual ob-
servations prior to the use of a multi-purpose method-
ology. The injections are based on body weight with
a ratio of 16 ounces per fifty pounds of body weight

as a minimum injection.

John A. Chew is a Funeral Service Education Specialist, Con-
sultant, Tutor, Thanatogeneticist, and a Licensed Funeral Direc-
tor and Embalmer. He is a retired former Associate Professor and
Director of Funeral Service Education at Miami Dade Community
College as well as the Institute for Funeral Service Education and
Anatomy at Lynn University (1967-1997). He is presently Director
of Education at Embalmers Supply Company, Recinto De Ciecias,
Medicic, UPR, ESCO/OMEGA, and the Academy of Restoration
and Embalming.

Continued from Page A15

40. Involve Clergy in Tree of Remembrance and Hospice
Programs.

41. Have all clergy on our mailing list to invite to all funeral
home special events.

42. Provide clergy transportation on all funerals.

43. Take clergy golfing.

44. Take clergy to lunch.

45. Sponsor Grief Seminars at churches.

46. Staff member is designated as “Clergy Ambassador” on
every service to insure that all clergy needs are taken care
of and he or she feels comfortable in our building.

47. Occasional friendly, social calls (not funeral related).

48. Specifically meet with each Catholic Priest to make sure
of their desires for funerals.

49. Thank you notes to clergy following a service they con-
duct.

50. Give a Holiday gift or card.

51. Give Clergy Food Baskets at Thanksgiving and Christ-
mas.

52. Provide full obituary to clergy.

53. Provide private room for clergy prior to service.

54. Contact clergy for family following death.

55. Adpvertise in Church Bulletin.

56. Provide calendars.

57. Invite the clergy to the arrangement conference.

Todd W. Van Beck is one of the funeral profession’s most prolific authors and pre-
senters. From simple staff development at the smallest funeral home to clergy sem-
inars to keynote addresses at the largest of gatherings, Mr. Van Beck tailors each
presentation to suit any occasion.

Todd W. Van Beck has written over 200 articles and 65 books and manuals cov-
ering every possible topic of interest to funeral directors, cemeterians and clergy.
His extensive training and experience spans over 35 years at every level of the fu-
neral and cemetery profession and the church. For more information or to contact
Mr. Van Beck visit www.vanbeckseminars.com.

The Significance of Embalming
Continued from Page A21

to the extended use of therapeutic drugs, chemotherapy and life
support measures. As well, there are the victims of high veloc-
ity gunshot wounds and victims of motor vehicle accidents. As
medical science continuously exploits efforts to sustain life in
a growing mobile society, we will continually deal with these
and other issues. It is important that embalmers discontinue
underestimating the importance of keen analysis, proper fea-
ture setting and the use of standard chemical solutions. There
have been lawsuits filed by families who have endured mental
anguish because of unpleasant experiences due to premature
decomposition. Having a recognizable appearance is quintes-
sential for a successtul viewing.

Unlimited Service

The communication between the funeral director or the fu-
neral arranger and the embalmer is imperative. Too often, the
internal contact interferes with providing the best possible service
to the family. Throughout the entire service process, it becomes
important that the staff appreciate the challenges that they face.
There must be cohesiveness to properly carry out their required
duties. We must search for ways to show the value of what we do
and champion our chosen careers without appearing to be self-
serving. We are to serve the family and help them deal with the
reality of death. Items that will assist an embalmer to complete
this memorial picture include a recent photo, dentures, facial
hair instructions and information concerning physical changes
— weight loss and weight gain.

‘The embalmer needs to clearly indicate the decedents condition
and any challenge that may lay ahead with the funeral director
or the one who is completing the arrangements with the family.
Time is a valuable benefit for the embalmer when the mentioned
challenges exist. When embalming is hurried on any of type con-
dition, the standard of care is compromised. Edema and swelling
often needs 48 hours or more for reduction; extreme cases need
more time for the secondary solution to exit the tissues.

The conditions and additional time needed should be shared
with the family immediately. Withholding the facts concern-
ing the circumstances can cause additional problems and dis-
appointments. Without the required teamwork, the expected
value and pleasant experience for the family can be most dis-
appointing. Clear communication is for the good of the fam-
ily served. A conscientious embalmer is aware of the need for a
well embalmed decedent and the importance of fine tuning the
details to make the viewing a memorable experience.

This profession began when the overall of what we had to pres-
entwas our technical skills. Can our profession afford to devalue
those skills? The preservation of the dead is the foundation of our
profession. The willingness to hire the low cost trade embalmers
and refusing to offer better wages toward skilled embalmers, de-
prive the mission toward excellence. Decedent preparation isan
integral connection to funeral home management. The truthful-
ness of our profession lays in part in our efforts to do our best

to serve our families.

Shun Newbern, CFSP is an embalmer, expert witness, consultant, and
speaker on relatable funeral service issues. He can be reached at shunnew-
bern@aol.com or visit www.shunnewbern.com.
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Renowned Keynote Speaker secured
for MKJ Marketing’s 2010 Seminars

LARGO,FL— Ken Banks,
retail marketing expert and
renowned speaker will be the
keynote presenter of MK]J
Marketing’s spring semi-
nars, “Make your Business
Pay.” The seminars will be
held on February 8-11, 2010
at the Westin Riverfront Re-
sort in Beaver Creek, CO and
on March 8-11, 2010 at the
Ritz-Carlton Beach Resort in
Naples, FL.

With over 30 years of retail
marketing experience as the
head of marketing for retail
giants such as PetSmart, Cir-
cuit City, Eckerd Drugs and
more, Ken’s expertise and dy-
namic motivational speaking
abilities will provide funeral
professionals with the tools on
how to immediately strength-
en their brand through their
staff and services in order to
increase new business and
strengthen loyalty from past
client families. He received
national recognition for his
induction into the Retail Ad-
vertising Hall of Fame and
he also co-authored the book
“Marketing Magic,” so he has
the marketing secrets to share
including merchandising tips
for jewelry and all the prod-
ucts firms in death care are
offering today.

“Ken Banks is a leading au-
thority on living the brand,”

Mid-America
Alumni
Association
hosts
Continuing
Education

Conference

JEFFERSONVILLE,IN— Mid-
America College of Funeral
Service Alumni Association re-
cently hosted their firstannual
Learn-Lead-Grow Continuing
Education Conference on No-
vember 20, 2009. This years
highly anticipated continuing
education event took place at
Mid-America College of Fu-
neral Service in Jeffersonville.
Featured speakers included
Mary Steele of Arnett-Steele
Funeral Home, Ron King
of Butler Coach Company
and Lacy Robinson Druen
of Aurora Casket Company.
Pierce Chemical sponsored a
barbeque luncheon catered by
Famous Dave’s.

"The Mid-America College of
Funeral Service Alumni Asso-
ciation was founded in 2004
under the direction of current
President Michael Johnson
'04.  Fellow alumni are en-
couraged to join. Please visit
the MACFS Alumni Associa-
tion website for more informa-
tion www.mid-americacolleg-
ealumni.com/

Ken Banks

says Glenn Gould, Chief Ex-
ecutive Officer of MKJ. “We
asked Ken to present for our
2010 seminars because fu-
neral homes and cemeteries
are struggling with consis-
tency in facilities, staff and
services. Ken consults to the
nation’s largest retail chains

on getting each location to
live the brand.”

MK]J’s 2010 seminars are
sponsored for the third year
by The Whitmore Group,
which offers very competitive
funeral service-related busi-
ness insurance rates through
their agents, and local insur-
ance agents. This year, Mead-
ow Hill Company, the pro-
ducer of Thumbies” and Bud-
dies” memorialization jewelry
is joining as a sponsor.

Jim Metzger, Chairman
and CEO of The Whitmore
Group says, “It is a pleasure
to support this educational
program that MK] Marketing
offers. Our investment allows
them to keep making the pro-
grams better and better.”

For more information or to
register for these seminars, vis-
it www.mkjmarketing.com or
telephone MK]J at 888-655-
1566.
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Electra
Oceanic

OVER 150 DIFFERENT COLOR
& STYLE COMBINATIONS
PERSONALIZED ENGRAVING AVAILABLE

CULTURED ONYX, MARBLE & GRANITE URNS

CALL FOR FREE BROCHURE (800) 987-6390
Made In The USA

1980 CENTERS AVE. LAKE HAVASU CITY, AZ 86403
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DON'T LEAVE
UNCLE HARRY
STUCK IN SPAIN.

Inman’s exclusive
Trans-Containaire™
shipping unit.

After his unfortunate accident in the bull ring, it was Inman
Shipping Worldwide that brought Uncle Harry home. Funeral
directors and families depend on Inman to handle all the details
of getting Uncle Harry back home-for one low price.

Thoughtfulness. Consideration. Sensitivity. And efficiency.
Keep Inman in mind.

) lnman.
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1605 Merwin Ave., Cleveland, OH 44113 * 1-800-321-0566
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HOLLYWOOD,CA— Nu
Chapter, Epsilon Nu Delta
Mortuary Fraternity’s 6th
Annual Toy Drive and Em-
balmers’ Holiday Mixer and
Scholarship Gala was held
on Saturday, November 7,
2009 at Hollywood Forever
Funeral Home, Hollywood,
CA. The recipients this year
were from Cypress College,
Department of Mortuary
Science.

Epsilon Nu Deltas member-
ship is comprised of licensed
embalmers dedicated to the
sacredness of service to the
public during their hours of
bereavement. Bro. Anthony
S. “Ted” Felder, CFSP, Nu
Chapter President, recog-
nizes the necessity to encour-
age high scholastic standards
among students of mortuary

Epsilon Nu Delta Embalmers Go Hollywood

Nu Chapter, Epsilon Nu Delta

science. He asserts that it is
the responsibility of mortuary
science students and future
embalmers to commit their
lives to stellar funeral service,
social, moral and educational
pursuits. The late Bro. Rob-
ert L. Paskel organized Nu
Chapter in October 1951.

"The momentum of the Mix-
er and the Scholarship Gala
was attributed to the gener-
ous contributions from vari-
ous co-sponsors: Hollywood
Forever (Homer Alba), /nter-
national Cemetery, Cremation
and Funeral Association (IC-
CFA), Morgan’s Eloquent
Designs (Rochelle Morgan-
Hawkins), and Nomis Pub-
lications, Inc.

The Nu Chapter awarded
scholastic scholarships to the
following recipients: Kyle

END Eta Chapter
holds Second Annual

Scholarship Fundraiser
By Francine Ross-Roden, CFSP

NEW YORK,NY— This year while Halloween fell on a Sat-
urday, the Eta Chapter of Epsilon Nu Delta Mortuary Fra-
ternity, Inc. held its second annual scholarship fundraiser on
Friday, October 30, 2009. This year’s theme circumvented
around the Halloween festivities. Held at the Robert Ross
Johnson Family Life Center in St. Albans, Queens, New
York, the “Monster Mash” allowed for chapter members
and its patrons to come together for a good cause, raising
scholarship money for mortuary science students.

Even though the economy yielded a lower than usual
attendance record, fun was had by all. The various cos-
tumes added to the ambiance of the evening, partying
to support a worthwhile cause.

Eta Chapter would like to thank all who made this eve-
ning possible. Look for more to come from Eta Chapter
in the future.

Butler (Riverside, CA), Jessi-
caZ. Garza (Bakersfield, CA),
Adriana Wells (Anaheim,
CA), Shawnika R. Joseph
(Moreno Valley, CA), Franch-
esca Ricottone (Fullerton,
CA), and Megan Cassidy (La
Palma, CA). Those that will
continue the mortuary science
program will be extended in-
vitations into the Horus Club.
"The Horus Club is the student
membership branch of the Nu
Chapter. The Chapter men-
tors the student recipients and
if needed, assists them with
preparing for the California
Embalmers’ Exam.

The Mary L. Winston
Scholarship Fund was estab-
lished in June 2002 to defray
the California Embalmers ex-
amination fees for minority
students. This fund is exem-
plary of Mr. and Mrs. Win-
ston’s lifelong dedication to
the profession and a fitting
tribute to her love for people.
‘There were three winners of
the Mary L. Winston Award
were Ernestine Burns (Los

Angeles, CA), Namya Shep-

(L to R) Ernestine Burns and Namya Shepard

ard (Inglewood, CA), and
Linda McCoy (Los Ange-
les). The Chapter also hon-
ored Cypress College Spring
2009 graduate Krislyn Soto
(Corona, CA), with the dis-
tinguished Empowerment
Award. The Empowerment
Award was created to ac-
knowledge a young upcom-
ing California Funeral Ser-
vice Professional enrolled
in a mortuary science pro-
gram, serving their appren-
ticeship or a recently licensed
embalmer. Each candidate
must demonstrate the cour-
age, stamina and persistence
to endure the hurdles that
arise for neophytes entering

Epsilon Nu Delta to hold

Annual Osiris in February
By Francine Ross-Roden, CFSP

WASHINGTON,DC— It is
that time of year again, where
members of Epsilon Nu
Delta Mortuary Fraternity,
Inc. will gather to conduct
official business during the
organization’s annual con-
vention, known as the Osiris.
Dallas, TX is the site of the
2010 Osiris that will take
place from Thursday, Febru-
ary 11, 2010 until Monday,
February 15, 2010.

During this time frame,
members will take a tour of
the Dallas Institute of Mortu-
ary Science for an in-depth
look at the physical facilities
that educate future embalm-
ers and funeral directors. In
accordance to the motto of
the fraternity, which is “Ser-
vice and Science of the Pro-
fession,” Epsilon Nu Delta
members will also discuss
and act on pertinent matters

that affect the local chapters,
national body and our fu-
neral service industry. Elec-
tion of new national officers
to lead our fraternity through
the incoming year will also
take place.

Early registration to attend
the Osiris will conclude on
January 31, 2010. If you
would like to join the mem-
bers of Epsilon Nu Delta
Mortuary Fraternity, Inc in
Dallas for our Osiris, please
contact our General Secre-
tary, Lynn Armstrong-Pat-
terson, CFSP at our Nation-
al Headquarters in Washing-
ton, DC at 202-529-5579
or an email may be sent to
theendinc@aol.com.

We look forward to having
all members join us in Dal-
las as we come together to
conduct the business of our
beloved fraternity.

Linda McCoy

This great evening was most
successful as many gathered
to network, support the local
Mortuary Science Program
and provide more than 100
toys for needy communities
in Los Angeles, Riverside,
and San Diego. The next big
Nu Chapter event is the un-
paralleled Spring Embalming
Technique and Restorative
Art Seminar. Each spring the
well attended seminar attracts
licensees throughout the state.
The State of California does
not require continued educa-
tion review for licensees; nev-

the profession. Krislyn is em-
ployed with Memory Gar-
dens Memorial Park and
Mortuary, Brea, CA, and
looks forward to beginning
her apprenticeship and her

degree in grief counseling.

ertheless, Nu Chapter sees the
need for personal enrichment
for the novice and the expe-
rienced. To be placed on the
contact list for events email
Nu Chapter at endnuchap-

ter@gmail.com.

The Academy offers New
Programs and Workshops
FRANKLIN,OH— What was once the exclusive province of

Academy affiliated funeral homes and marketing partners
is now available to the entire death care profession.

For the first time, the Academy is making their esteemed
training programs and workshops available to come right to
your funeral home. Academy to YOU will provide the prov-
en tools and techniques you need to help make your firm
successful. These courses are perfect for staff development or
meetings. The programs offer real life, industry proven solu-
tions to the everyday challenges you and your staff face. The
best part is they are all taught at your funeral home.

Programs and/or workshops solutions available to Ad-
vance Funeral Planners and Pre-Need Managers include:
Pre-Need Appointment Setting, Continuing Care for the
Advance Planner & Aftercare Specialist, Connecting with
Your Community, See More People, Green Leads, Balanc-
ing Act, Time Management and the Advance Planner.

Programs and/or workshop solutions for all Funeral
Professionals include: Moving Forward...Breaking the
Complacency Mindset, Pre-Need Today...More to Gain
or More to Lose?, “Discovery” the one true skill that will
help you with Baby Boomers, Cremation Consumers and
Price Shoppers, One Circle of Service...At-Need and Pre-
Need and Connecting With Your Community.

The Academy also makes available new Pre-Need Consult-
ing Services. You choose the focus: Program Development
and/or Expansion, Successful Management of Your Pre-
Need Program or Continuing Care/Aftercare Program De-
sign and Management. We provide the knowhow with an
ons-site strengths and opportunities assessment, laser focused
plan of action and skill development and situational coach-
ing. Pre-Need Consulting Services offers appropriate and ef-
fective solutions for your unique program challenges.

All programs and workshops are specially priced to be easily
accessible to any size firm or market and offer the likely avail-
ability of funeral director continuing education credits. To
learn more visit www.theoutlookgroup.com and click on the
Academy link or call Candace Franco at (800) 331-6270.
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New Enrollee wins FINE
Cap in Orientation Raffle

(L to R) FINE Dean Marsha Wise, new student Merissa N. Oliveira
and FINE Director of Financial Aid Brenda Swanson.

NORWOOD, MA— FINE Mortuary College, LLC, A Pri-
vate Two Year College, held Orientation Day on October
27 for new students entering the Winter 2009 term. All
new students were given a raffle number which was placed
inside a cap displaying the FINE logo. Dean Marsha Wise,
MA, FD drew the winning number, and the winner of the
cap was Merissa N. Oliveira from Milton, MA.

FINE announces Dean’s
List for Fall 2009 Term

NORWOOD,MA— FINE Mortuary College, LLC: A Private
Two Year College, located at 150 Kerry Place in Norwood, is
proud to announce the Dean’s List for the Fall 2009 Term.

Bethany Antunes, John Gentile, Fred Gifford III, Mark
Robinson and Christopher Voccia received High Honors
as full time students. Jeffrey Frisch, James Joyce, Thom-
as Mayo, Jeffrey Remick and Robert Stockwell all earned
Honors as full time students.

Part-time students who made High-Honors are: Ryan Don-
ovan and Katelyn Estes. Part-time students who made Hon-
ors are: Stacey Alves, Tara Berriault, Sean Bowen, Jamaes
Burtt, Jonathan Cain, Amanda Desmarais, Steve Everson,
Brian Folsom, Jeffrey Gigliello, Louis Hebbelinck IT, Rob-
ert Jannotti, David Kelleher, Kyle Kokosa, Tara McCar-
ron, Christine Miller, Angelo Nardolillo, Kathryn Olan-
der, Justin Souza, Jonathan Spagnolo, Madison Sullivan,
Dan Thompson, Victor Watson and Daniel White.

FINE congratulates all our FINEst students for their tre-
mendous achievement.

What'styour vault type?

Finally, choosing @ burial vault made simple,
with o personal fouch.

Everyone's perscnality type is unique, and we all deserve
to have a burial vault that reflects our individual lives.

Trigard's Personal Towch progrom removes the infimidation
factor, clears the woy for confident decisions, and leoves

(b

]

only good choices.

The program asks your families a
series of basic questions about their
loved one in order to select the perfect
personalized voult according fo
their answers, also allowing them to
choose styles, colors and appliqués.

ERSONAL TOUCH
A Touch Screen Guide to Selecting a Burial Vol

Coll vs ot B00.637.1992 or visit
wwnw trigard.com for more information|

Tgand
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Emily Mannise receives
CFSP Designation

Connecticut since 2006.
In addition to her devo-
tion to client families, she
is also very active in the
community as a frequent
presenter of both the Dig-
nity Memorial Smart and
Safe Living and Escape
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Supplier to the Cremation & Funeral Industry

Wood Base Shipping Container

ATA Certified/Tested

Minimum Otv: 3

Visit our Web Site for other Products
www.necremation.com CFS
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Available
Air Tray

School Programs. Emily
also provides information-
al instruction on topics in-
cluding death and dying
to students at Madison

High School. In hopes of

furthering her funeral ca-
reer, she also recently at-
tended Wilson Learning
Managing For Excellence,
a multi-day leadership de-
velopment program.

Emily Mannise

CLINTON,CT— Emily
Mannise, of Swan Fu-
neral Homes in Clinton,
Madison and Old Say-
brook, CT, was recognized
by the Academy of Pro-
fessional Funeral Service
Practice at the National
Funeral Directors Associa-
tion Convention in Bos-
ton for becoming a Certi-
fied Funeral Service Prac-
titioner.

Emily graduated Phi
Theta Kappa from the
Mortuary Science Pro-

The Academy will provide you the proven pre-need tools & techniques you need to
make your preneed program all you know it should be.

Convenient... At your location
Affordable for all

Many courses to choose from

ACADEMY To You

Now offering Pre-Need
Program Consulting &
Workshops for Funeral

Professionals

gram at Briarwood Col-
lege in Southington, CT

and has been licensed in

THE ACADEMY

o A Chongling ™

Call Temeika Love 800-331-6270 or visit ww.thcnut]uukgrnup.cum

ful & Abfordable Memanials

Terry

Urns & Memorials
(888) 588.8767
www.terrybear.com

bear’

All urn designs © 1994-2010 Terrybear, Inc. Terrybear is a registered trademark of Terrybear, Inc. Heart Keepsakes are patent protected.
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Insurance Assignments have your cash flow tied up?

C&J FINANCIAL, LLC can HELP!
C&J’s FAST FUNDING program is your answer to eliminating the
hassle and cash flow delay in processing insurance death claims.

Fast Funding Benefits

Reduce administrative costs

Eliminate accounts receivable

Funding within 24 hours of verification

Death Certificate not required prior to funding
Beneficiary cash advances available

Very competitive factoring rates

Deal with only one company for all your assignment cases

Visit us online at www.snlfastfunding.com or call us
at 800.785.0003 to receive your free Fast Funding packet today!
175 Jester Parkway

Rainbow City, AL 35906
fastfunding@securitynational.com
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Gupton-Jones College
holds Commencement

Perfect Attendance Awardees Cecile Rowe and Kyle Mayes.

DECATUR,GA— Commencement exercises were recently
held for the August 2009, graduating students of Gup-
ton-Jones College of Funeral Service at the Berean
Christian Church in Stone Mountain, GA. The gradu-
ation speaker was Mr. John D. Reed, Sr. of Webster
Springs, WV. Mr. Reed is connected with Dodd & Reed
Funeral Home in Webster Springs, and he is also Presi-
dent of the National Funeral Directors Association. His
speech offered great inspiration and encouragement to
the graduating students as well as to all others.

Gupton-Jones President Patty S. Hutcheson, presented
awards to the students having the top two scholastic averages
during their quarters of study. The Valedictorian Award was
presented to Ms. Ionna C. McKinnie Farber of Atlanta,
GA. The Salutatorian Award was presented to Ms. Cecile
Denise Rowe of Forest Park, GA.

The Bill Pierce Award was presented by the Board of
Trustees Vice Chairman, Mrs. Nancy Pierce Barber, to
that graduate who, by vote of the members of the gradu-
ating class, best represents the funeral service profession in
terms of professionalism. The honored recipient was Mrs.
Linette C. Ward of Newnan, GA.

The Distinguished Service Award was presented by Gup-
ton-Jones College President, Patty S. Hutcheson, to Mr.
John D. Reed, Sr. for his outstanding contributions to the
funeral service profession. In addition, another honored re-
cipient for an award was Ms. Emma Ruth White of Forest
Park, GA, who received the Russell Millison Award. Also,
the Charles Wynn award went to Mr. Jason Robert Abner
of Manchester, KY. The Daniel E. Buchanan Award went
to Brian Keith Conyers of Greenwood, SC.

The Academic Achievement Awards were presented to
those students who maintained a 93 percent or above av-
erage. The following were recipients of this award: Ionna
C. McKinnie Farber of Atlanta, GA; Danielle L. Hig-
gins of Bel Air, MD; Brianna Michelle Lyons of Preston,

CONTINUED ON PAGE A29
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Director of NCDE Sees Troubles and Triumphs in Zimbabwe

e

Before her trip last February, Carol Wogrin raised $26,000 raised through the Hospice and Palliative Care
Federation of Massachusetts which she was able to present to the Island Hospice's Young Carers Program.

NEWTON,MA— The country of Zimba-
bwe, located in southeast Africa, has the
highest orphan-to-adult ratio on the con-
tinent. Electricity in some parts of the capi-
tal, Harare, is shut off from five to ten in the
evening. Water service is sporadic.

Not exactly what youd consider a vaca-
tion destination. But that’s where Carol
Wogrin, director of the National Center
for Death Education (NCDE) ar Mount
Ida College, spent seven weeks last winter,
working at the Island Hospice in Harare.

Gupton-Jones College Commencement

Continued from Page A28

Academic Achievement Awards (L to R) Danielle Higgins, Brandi Wellons, lonna Farber and Cecile Rowe.

MD; Cecile Denise Rowe of Forest Park,
GA; and Brandi Nicole Wellons of Snow
Camp, NC.

The Mu Sigma Alpha Award went to the top
ten percent of the graduating class. The hon-
ored individuals were: Ionna C. McKinnie
Farber of Atlanta, GA; Brianna Michelle Ly-
ons of Preston, MD; Cecile Denise Rowe of
Forest Park, GA; and Brandi Nicole Wellons
of Snow Camp, NC.

During the Ceremony, certain members of
the graduating class, who distinguished them-
selves throughout the school year, were recog-
nized with Perfect Attendance Awards. These
awards were presented to: Peter E. Larrabee I
of Lexington, SC; Kyle Elliott Mayes of Bre-
men, GA; and Cecile Denise Rowe of Forest
Park, GA.

During the ceremonies, forty students were
recipients of the Associate of Science Degree
in the Funeral Service ceremony. They were:
Jason Robert Abner of Manchester, KY; Fred-
die Lee Adams II of Chattahoochee, FL; John
Alan Ansley of Thomson, GA; Andrew Paul
Bonds of Dalton, GA; Barbara Ann Butts
of Lithonia, GA; Kortez Carter of Unadilla,
GA; Andre L. Coates of Conyers, GA; Bryan
Keith Conyers of Greenwood, SC; Bonnie

Yi Dalberg of Augusta, GA; Crystal Janee’
Deloach of Tucker, GA; Jaynelle Y. Dixon of
Little Rock, AR; Henry Stevens Dunbar II
of Spartanburg, SC; Wendy Nicole Eidson of
Social Circle, GA, Ionna C. McKinnie Farber
of Atlanta, GA; Kermit Justin Goodson of
Lake City, FL;, Van Raul Gray of Atlanta, GA;
Justin Mays Grubbs of Griffin, GA; Mary
Elizabeth Heizer of Columbus, GA; Danielle
L. Higgins of Bel Air, MD; Michael Dorian
Ingram of Durham, NC; LaMario Ivery
Johnson of Thomasville, GA; Ben Hamilton
King of Calhoun, GA; Peter E. Larrabee 11
of Lexington, SC; Brianna Michelle Lyons
of Preston, MD; Kyle Elliott Mayes of Bre-
men, GA; Theresa Melton of Kingstree, SC;
Joni Elizabeth Moss of Conyers, GA; Na-
than Vance Newlin of Graham, NC; Court-
ney Sophia Oxley of Brooklyn, NY; Kristy
Sharell Ragland of Ellenwood, GA; Cecile
Denise Rowe of Forest Park, GA; Arthur J.
Terry, Jr. of East Point, GA; Jamila C. Vance
of Decatur, GA; Jarryd Alexander Walters of
Columbia, SC; Linette C. Ward of Newnan,
GA; Brandi Nicole Wellons of Snow Camp,
NC; Emma Ruth White of Forest Park, GA;
Nekita Joy Wilchcombe of Nassau, Bahamas;
and Akeia Cyrise Wylie of Winnsboro, SC.

“I met Island Hospice’s di-
rector through the Interna-
tional Work Group on Death,
Dying and Bereavement, an
organization 've been in-
volved with since 2001,” says
Wogrin. “She invited me to
come to Zimbabwe and see
what they do.”

Wogrin organized the
trip, with support from the
College, to conduct staff
trainings and co-facilitate
bereavement groups. It
was an eye-opening experi-
ence. “The life expectancy
for women is mid-30s, due
to AIDS,” she says. “Out of need, they run a
Young Carers program to teach children as
young as nine or ten the skills they need to
care for a dying parent or relative.”

Though Wogtrin had heard statistics on the rav-
ages of AIDS in sub-Saharan Africa, “to see it re-
ally hammers it in,” she says. “These children have

Carol Wogrin

to prepare for the death of people who are
taking care of them.”

It’s also not uncommon for families in
Zimbabwe to grow to 10 or 14 children,
as relatives, neighbors and friends take in
those who are orphaned. And while its
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EDWARD P.“ED” MAZUR, CFSP

mspire

“As a child | never thought
Id be running the funeral
home my grandparents founded in 1932.
My dream was to be a firefighter. But
one day in October 1976 my life plan
changed, when my father and grandfather

encouraged me to take on the huge
responsibility of “Caring for the Community,” our
funeral home’s motto. With much thought and
consideration, | became a funeral director and have
worked hard ever since to grow our small town
funeral home into a proactive, leading firm in the
area. And, to pursue my initial dream, | became a
call firefighter as well.

My family has been extremely blessed by funeral
service. | still cannot believe how much it has
allowed us to do. Each day I'm so thankful for
the career choice | made, so giving back to
the profession | love is only natural, and it’s the
right thing to do. | support the Funeral Service
Foundation to ensure a bright future for those that
will follow us.”

Edward P.“Ed” Mazur, CFSP
Kapinos-Mazur Funeral Home
100-call firm in Ludlow, MA
$75,000 Donor

Give back to a profession that's given so much.
N -
FuneraliJService

www.funeralservicefoundation.org

/
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(877) 402-5900
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For more than 25 years, NMS has o
helped reduce the hardships associated
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preparing directors for that possibility.

Our history of industry leadership

has evolved from our consistent belief

in providing superior customer service.
The National Mortuary team has the
knowledge and expertise to manage

your case with great care and proficiency.

Diane Smith
CEO, Owner

Angie Berwald
President

“Our philosophy is to provide dependable,
professional and efficient service by
emphasizing quality, trust and communication
with our clients. We look forward to learning
how we can serve your specific needs.”
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name for dependable shipping.

FUNERAL HOME & CEMETERY NEWS Section A4

Your TRUSTED and EXPERIENCED

Educational

CONTINUED

JANUARY 2010

Piedmont Technical College to begin
Pet Cremation Services

GREENWOOD,SC— The South Caro-
lina Center for Funeral Service Educa-
tion, also known as the Funeral Service
curriculum at Piedmont Technical Col-
lege, is taking one of the current cutting-
edge trends in the industry and using it
to teach students.

Beginning in the spring, the program
will begin offering pet cremation services
through the People That Care Pet Cre-
matory. This is the first pet crematory at
any of the 56 accredited funeral service
programs in the country.

“Pet death care is a growing business,
and more and more families view their
pet as a part of their family,” said De-
drick Gantt, funeral service instructor
at Piedmont Technical College.

The idea came about because of
the rising interest in cremation ser-
vices. David Martin, funeral ser-

vice program director at PTC, said
the focus of the crematory would
be the education of the students.
“We will be working closely with
area veterinarians and funeral homes
needing assistance, but the cases will
be used to train the students in a
continually growing portion of the
industry,” said Martin.
While the rules governing the
cremation of a person are strict-
er than for animals, Martin said
the procedures used will mirror
the human requirements.
“When our students enter
the field, we want to make
sure they are trained and pre-
pared for all aspects of funeral
services,” Gantt said.
For more information, con-
tact the PTC Funeral Service
program at (864) 941-8774.

216.398.8400
800.321.0185

National Mortuary Shipping

Helping hometown directors with out-of-town deaths.

Pictured with the new equipment are (L to R) David
Martin, funeral service program director at PTC,
and Dedrick Gantt, instructor.

4701 Hinckley Industrial Pkwy. | Cleveland, OH 44109 | Fax: 216.398.8924 | www.natlmortuaryshipping.com

Do you have a New
Email Address or Website?

Ler Us Know!

1-800-321-7479
info@nomispublications.com

Director of NCDE Sees
Troubles and Triumphs in
Zimbabwe Continued from Page A29

commendable, Wogrin worries about the outcome for parents
and children. “We need to do more to prepare these families
for the bereavement needs of those children,” she says.

“It’s hard to witness the situations that they’re living under
when we, as the human race, have the ability to make sure this
doesn’t go on. And yet it does,” she says, noting the ready avail-
ability of anti-retroviral drugs to battle AIDS in the developed
world. “That part hits you hard. It’s inconceivable — Island
Hospice has great challenges and very few resources to meet
needs very different than what we have here.”

Hard Times

Life in Zimbabwe is difficult now, but it hasn’t always been
that way. “It used to be the bread basket of sub-Saharan Africa,”
Wogrin explains. “Harare is the very first world city.” Today,
unfortunately, however, the country is plagued by widespread
political, economic and health care crises, with unemployment
hovering around 90 percent.

Despite the hardships, Wogrin enjoyed her time in Zimba-
bwe. “It’s such a beautiful country. People are so warm and
friendly,” she says. “The Hospice staff was so welcoming —
and people were eager to teach me about their culture. It was
an incredible learning experience. After seven weeks, I wasn't
ready to leave. There’s so much more I wanted to do.”

Wogrin will have the chance to start some of that work when
she heads back in January for two weeks. “I want to help the staff
to write up some program outcomes for publication and develop
some research,” she says. “When you apply for grants, it helps
that you can demonstrate the impact of these programs.”

In that way, Wogrin’s work in Zimbabwe has sparked her
interest in research and publishing back in the States. “Since
I've returned, I've been looking to up my academic output,”
she explains. “I'm very interested in global and cultural issues
involved in end-of-life care.”

Founded in 1899, Mount Ida College is a private, coeduca-
tional, undergraduate and graduate institution, located 8 miles
from downtown Boston in Newton, Massachusetts. As a fully
accredited college, Mount Ida currently enrolls 1,430 students
in more than 25 degree programs that combine the liberal arts
with professional preparation. For more information, visit us
on the Web at www.mountida.edu.

‘The National Center for Death Education at Mount Ida College
is dedicated to promoting knowledge and understanding in the
field of thanatology. Its goal is to assist care-giving professionals
and students in acquiring and maintaining a current knowledge
base and in developing creative and useful skills for providing
care associated with end of life, bereavement and loss.

NO
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Learning does not have to be a
chore, it can even be fun!

Klicker’s

Krosswords

Ralph L. Klicker, Ph.D., has authored the books A Student Dies, A School Mourns...Are You Pre-
pared? and Kolie and the Funeral. He has also written the textbooks Funeral Directing & Funeral Ser-
vice Management and Ethics in Funeral Service, and his newest textbook Restorative Art & Science.

Dr. Klicker is founder and president of Thanos Institute, which offers funeral directors home study
courses approved throughout the United States and Canada for continuing education credit for their
license renewals.

For information, contact him at Thanos Institute, PO Box 1928, Buffalo, NY 14321, (800)742-8257
or send an e-mail to Thanosinst@aol.com.

By Ralph L. Klicker, Ph.D.
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CFSA Fall Conference attendance increases for Second Year

CFSA Past Presidents at the 2009 Fall Conference & Trade Show. (L to R) First Row: Mark Pennington (Halo Intl. Corp.); Michael L.
Fleming (Keith M. Merrick Co.); Stephen F. Duffy (Matthews Casket Division); David A. Beck (Clark Grave Vault Co.); and David R.
Christian (AMPCOR I1). Second Row: Joel P. VerPlank (VerPlank Enterprises); Robert McCabe (W & M Mfg. Co.); Louis F. Tobia (New
England Casket Co.); David A. Hazelett (Astral Industries); Dennis W. McEntire (Capital City Casket Co.); Charles B. Shaw (Astral

Industries); Robert C. Galletly Jr. (Tiedemann-Bevs Industries); and Wm. T. Fretwell (Freeman Metal Products).

LAKE BLUFF,IL— The Casket & Funeral Supply Associa-
tion of America’s (CFSA) 2009 Fall Conference and Trade
Show held on November 16-17 in Indianapolis, IN grew
for the second year in a row despite the financial pressures
placed on funeral suppliers. Attendance and exhibit spaces

both increased by nearly 10 percent since 2008. The annual
event features exhibits and educational programs focusing
on suppliers to the death care industry including casket
and urn manufacturers, distributors and importers, parts
manufacturers, business consultants, textile manufacturers,

CASKET & FUNERAL SUPPLY ASSOCIATION
FarL CONFERENCE AND TRADE SHOW ® INDIANAPOLIS, IN ® NOVEMBER 16-17, 2009
Photos by Jack Schmidt, National Directory of Morticians, The Red Book, Chagrin Falls, Obio

printing companies and keepsakes distributors.

A highlight of the event was the lineup of educational pro-
grams. Two point-counterpoint sessions were filled to ca-
pacity as industry leaders predicted where funeral service is
heading. First up was Funeral Director vs. Supplier: Friends
or Foes? featuring moderator Mike Beardsley (Thacker Cas-
ket Manufacturing) with panelists Doug Gober (Matthews
Casket Div.) and Curt Rostad (/ndiana Funeral Directors
Association) who exchanged experiences of the supplier/cus-
tomer relationship from each perspective. For example, when
asked why funeral directors don't show more interest in pur-
chasing products at trade shows, Mr. Rostad suggested that
exhibits and exhibit personnel often lack new products, good
customer service practices and adequate at-show purchase in-
centives. Mr. Gober agreed that many exhibitors have room
for improvement, but noted that trade shows will generate

CONTINUED ON PAGE A32

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

Faneral Dinectors Reseanch, Tuc.

AMRA INSTRUMENT, LLC
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CFSA Fall Conference attendance
increases for Second Year

enthusiasm from attendees
only when program content
provides guidance about how
funeral homes can succeed
using products and innova-
tive services.

In the second point-coun-
terpoint session, Suppliers
Influence Funeral Service
Trends: Fact or Fiction?, mod-
erator Dave Hazelett (Astral
Industries) guided leaders
of “The Big Three” casket

for Additional Orders or Replacements IN THE US4 companies through a discus-
/_ sion of some challenges and

Contact us for more / ol % " opportunities present in ﬁl_
information or a rectous - emnc (e neral service from a suppli-
FREE display kigl QUALITY » CUSTOM » KEEPSAKES IN SILVER & GOLD er’s perspective. For instance,

1-800-774-0306

email: pmkeepsakes@aol.com

Mr. Reichert addressed the
downward trend of funeral
merchandise by saying, “How

Memoires des
choix des Jacque

(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

This refreshing salad is based on the popular cold soup.

GAZPACHO-STYLE SALAD

3 medium Tomatoes

CRAB CAKES

1 egg, lightly beaten

1 medium Cucumber, thinly sliced
1 medium Green pepper, chopped
1 small red onion, thinly sliced
3 Tbs. snipped parsley
3 Tbs. vinegar
1% tsp. sugar
V4 cup salad oil
1 garlic clove, minced
Y4 tsp. dried basil, crushed
V4 tsp. cumin
Y4 tsp. dry mustard
Dash bottled hot pepper sauce

Cut each tomato into 8 wedges. In a bowl, combine
tomatoes, cucumber, green pepper, onion and parsley.
For dressing, in a screw-top jar combine oil, vinegar,
sugar, garlic, basil, cumin, mustard and pepper sauce.
Shake well. Pour over vegetable mixture; toss lightly to
coat. Cover and chill for 2 to 3 hours, stirring occasion-
ally. Transfer to a salad bowl. Garnish with croutons and
avocado slices, if desired.

V4 cup fat-free mayonnaise
V4 cup soft bread crumbs
2 green onions, chopped
1 Tbs. minced parsley
1 tsp. dry mustard
Y4 tsp. each salt and pepper
4 cans (6 oz each) crabmeat, drained and flaked
Seafood sauce

In a bowl, combine all ingredients except butter, oil,
crab and sauce. Add crab; mix gently. Shape rounded
tablespoons into patties. In a large nonstick skillet,
cook patties in butter and oil over medium heat 3-5
minutes on each side or until golden brown. Serve
with seafood sauce. Some prefer tartar sauce.

Good Eating!

many of you have had success
buying an anniversary gift
based on what is cheapest?”
Mr. Doyle added, “If we al-
low funeral service to become
a commodity, everything in it
will become a commodity as
well.” Mr. Raver noted, “We
need to change our behavior
by adding value and commu-
nicating that funerals are im-
portant.” Mr. Hazelett said,
“The true value of a funeral
is the community we expe-
rience when we honor a de-
ceased friend or loved one.
Until we stress this value, the
reality is families will not want
to spend money on an event
they dread attending.”

Two funeral supply veterans
received 2009 CFSA Lifetime
Recognition Awards on No-
vember 17 during the Fall
Conference & Trade Show.
Friends and colleagues gath-
ered to honor David A. Beck,
Clark Grave Vault Co., and
Charles B. Shaw, Astral In-
dustries, for their many years
of innovation and contribu-
tions to the funeral supply
community. Each award re-
cipient implemented recog-
nized advancements in the
manufacture and distribution
of death care products.

Mr. Beck is the third gen-
eration of the Beck family to
own and manage the Clark
Grave Vault Company. The
company started in 1898 by
Hugh Clark and was pur-
chased by Dave’s grandfather,
Allen F. Beck, in 1913. Dave
purchased control of the com-
pany in 1989. He served on
committees with NFDA and
ICCFA, was a member of the
IMSA board for 30 years, in-
cluding 20 years as secretary/
treasurer, and is a past presi-
dent of CFSA. Dave is mar-
ried to Nancy and has three
sons, David II, Mark and
Doug, who are each involved
in the business.

Charles B. Shaw has been in
the casket industry since 1965
when he purchased Indiana
Metallic Casket Co. from
C.R. Jackson. He founded
Astral Industries in 1972.

Continued from Page A31

Charlie purchased a larger fa-
cility in 1977 after the origi-
nal facility burned in 1975.
He has been a member of
CFSA since 1975 and served
as president in 2005-2006.
He also owns and operates
Winchester Speedway, a pre-
miere short track auto racing
facility, and one of the oldest
in the United States. He is the
father of three and grandfa-
ther of three.

CFSA members elected
new officers and directors
for the 2009-2010 Board of
Directors on November 17.
The Board is as follows:

Officers: President Scott
M. Jones, Service Casket
Co., Columbus, GA; Vice
President Kevin L. Thom-
son, Dixline Corp., Gal-
va, IL; Treasurer John Ma-
lone, Mac Machine & Metal
Works, Connersville, IN; and
Past President Kaye Starnes,
Edgecombe Casket Co.,
Rocky Mount, NC.

Directors: John Cooper,
Thacker Casket Co., Flor-
ence, AL; Billy Emrick, As-
tral Industries, Lynn, IN;
Kyle A. Grimes, Keith M.
Merrick Co., Sibley, 1A;
James D. Hiester, W &
M Manufacturing Co.,
Portland, IN; Robert Hoa-
glund, Messenger, Auburn,
IN; Pamela Soper, Tiede-
mann-Bevs Industries,
Richmond, IN; James F.
Strouse, Schuylkill Haven
Casket Co., Schuylkill Ha-
ven, PA; Len Weber, Auro-
ra Casket Co., Aurora, IN;
and Scott Wright, Mat-
thews Intl., Richmond,
IN.

CFSA appreciates the dedi-
cated service each of the fol-
lowing outgoing Board mem-
bers provided during the past
few years and looks forward
their ongoing participation
in the Association: Stephen
E. Duffy, Matthews Casket
Division, Richmond, IN;
Kelly Greenwood, Cardi-
nal Casket Co., Orlando, FL;
and W.C. (Bill) Strangward,
Langenau Manufacturing
Co., Cleveland, OH.
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New 100 BWFS Members

bring Leadership,

Diversity, Education,

Experience and
Commitment

“Women are making inroads into many professions once
considered off limits. It used to be that fathers who owned
Sfuneral establishments would not consider the business to be
left to daughters. Now some of the oldest funeral legacies are
being handed to daughters who take it with great pride.”

LONGWOOD,FL— Funeral service is an increasingly com-
plex profession and we need women in leadership roles who
are powerful communicators and who want to build a legacy
of leadership for themselves, the organization and those stu-
dents entering the profession. Our new members, along with
the current active membership of the 100 Black Women of
Funeral Service are leading the way on how we do business

as professionals and bring
exquisite skills that empow-
er other women. Our wom-
en today want to produce
ground breaking results in
how they do business where
many are currently opening
up their own firms and be-
come very successful in their
communities immediately.

Shelley Challenger
Many bring invaluable busi-

ness experience, influence
others through their success,
know how to navigate a path
of success through intraper-
sonal business relations and
have a desire and the perse-
verance to fulfill their poten-
tial and lifelong dream as well
as leave their mark in funeral
service.

“It is common sight to see
the women of the 100BWES
help younger entrepreneurs

[

Regina M. Mugongo

navigate the paths of leader-
ship, licensure, and owner-
ship through our active men-
toring program. This is done
through women role models
who are successful and will-
ing to provide guidance to
others,” states President Dot-
tie Hector. “Our new mem-
bers understand the impor-

CONTINUED ON PAGE A34
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NEWMAN BROTHERS INC.

5609 CENTER HILL AVE. CINCINNATI, OH 45216
TEL: (513) 242-0011 ¢ FAX: (513) 242-0015 o TOLL FREE: 800-447-1072

e-mail: newman@supern.com e www.newmanbrothers.com

“Family owned and operated since 1882”

Call for a FREE color catalog featuring our entire Urn Selection.
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M INTERNATIONAL MEMORIALIZATION

SUPPLY ASSOCIATION

When you see the IMSA logo on a badge at a tradeshow,
on a booth, or in an ad, you know you are dealing with a

leader in the memorialization industry. Please patronize

the IMSA company members that suport the industry.

IMSA Members

Ace Caskets

Aeon Manufacturing Company, Inc.

American Cemetery Supplies, Inc.

American Cemetery/Mortuary
Consultants

Arcadian Memorial Products-Quick
Crete Pr

Architectural Stone Imports,Inc.

Axiom Business Systems PTY LTD

B & L Cremation System
Batesville Casket Company

Biondan North America
Biondan S.P.A.(ltaly)

Carrier Mausoleums Construction,Inc.
Cemetery Development Assoc. Inc.
Cemetery Funeral Supply Company
Cemetery Planning Resource Alliance
Christy Vault Company

Church & Chapel Metal Arts, Inc.
Clark Grave Vault Company

Cold Spring Granite Memorial Group
Conrad Pickel Studio Inc.

Crematory Manufacturing & Service, Inc.

Cressy Memorial/Crowne Vault
Company
Custom Air Trays

Dakota Granite Company
Doric Products

E.C. Wesner Associates, Inc.

Eagle’s Wings Air

Ecoffins USA

Eickhof Columbaria, Inc.

Elberton Granite Assn., Inc.
Ensure-A-Seal, Inc.

Everlasting Granite Memorial Co., Inc.

Facultatieve Technologies
Forston & Assoc.

Franklin Wrap, LLC

Genereal Sealants, Inc.
Granite Resources Corporation

he Mark
a Leader

™

Grever & Ward, Inc.

Halo International Cor

Hamlin Hydraulic Lift Company
Heirloom Bible Publishers
Heritage Flower Company

Holland Supply, Inc.
|.C.C.FA.

Ingram Construction Co., Inc.
Insight Books

J. Stuart Todd Architects

Jack Goodnoe Cemetery
Planning & Design

Joseph B. Sankovich & Assoc.

Kates-Boyleston Publishing

Kelco Supply Compan

Kootenay Monument Company
Incorporated

KNF Flexpak Corporation

Koppenberg Enterprises, Inc.

Kryprotek

Lecon, Inc.

Matthews Bronze

Matthews Cremation Division
McCleskey Mausoleum Assoc.
Mekus Studios, Lid.

Memorial Business Systems, Inc.
Mid Atlantic Contractors, Inc.
Mullen Construction Company

Nomis Publication, Inc.
Norvell Tent-Puckett Supply Co.

Pontem Software

Ralph J. D’Amato Jr.Cemetery
Designer

Rock of Ages Corporation
Rossato Giovanni S.r.l.

Sheer Asset Management
Sinner Brothers, Inc.

Spardy Solutions, Inc.

Star Granite Company., Inc.
States West Cemetery Services
Suhor Industries, Inc.

Techni Serve, Inc.

The Barre Granite Association, Inc.
The Dodge Company, Inc.

The Lon(?plon Design Group, Inc.
The Tribute Companies

Trigard

Triple H Company

U.S. Metalcraft Company

U.S. Cremation Equipment

Undergroundhumor.Com
United Memorial Products,Inc.

Vast Data Concepts, LLC

Western Sequoia Corporation
Wilbert Funeral Services

For membership information, contact Gary Forston
International Memorialization Supply Association
P.O. Box 425 - West Bend, Wl 53095
800-375-0335 www.imsa-online.com
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McCord

“The Original” Infant Casket & Vault

iy

*Sizes 127, 187, 307, 367, & 48”

*Vaults proportional to caskets

* High-Impact Polystyrene
8,200 psi Flexural Strength
Independent & Family Owned
Since 1945

Call for color brochure:

1-800-782-8249
McCord Products, Inc.

Box 646, Bowling Green, OH 43402

Web Site: McCordproducts.com
Fax: 419-354-8075
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Customize Your Direct Mail Program
Database Files « Reports « Mailing Lists * Email Addresses

| Call 1-800-321-7479 |
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New 100BWFS Members bring Leadership,
ience
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Kimberley Briscoe Tonic

tant role that women play by
working together as a team,
serving on boards, helping
the organization become di-
verse in its membership and
advocate our position that
women are a natural for the
funeral service profession.
Women bring a necessary
element to the role as care-

ducation, Exper

Vera Bowser

takers for a deceased fam-
ily loved one. If we all know
our history, it was women
who washed and shaved and
dressed the dead before the
modern day embalming.”
Since the 100BWES has be-
come international in mem-
bership, diversity in the or-

ganization is very important

The government wears many hats. We put them all in one place.

Looking for one place to get fast answers to your questions about government benefits and services? From Social
Security benefits to government jobs to tips on cutting energy costs, USA.gov has you covered. It’s your official
source for all federal, state and local government information. Now that’s something you can hang your hat on.

/IjSA.gov

1 (800) FED-INFO

A public service message from the U.S. General Services Administration.
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Containers For Precious Cargo

IPPC Stamped For International Shipments
Third Party Performance Tested
Family Owned and Operated

When Quality Counts
800-398-0447
www.clcontainers.com
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& AIRTRAY
L

TRANSFER CASE

OVERSEAS SHIPPER

<
CREMATION
SUPPLIES
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Diane Fountain

Queen Scarborough

o

Sharon Vaughn

Pamela Miller Dabney

because funeral service af-
fects everyone, and the Unit-
ed States is a Mecca of color
and ethnic backgrounds. The
national conventions of the
NFDMA, NFDA and the
ICCFA, Inc. bring in hun-
dreds of nations around the
world who are craving for
knowledge, education and
the system of how we do busi-
ness. “We have that same di-
versity in our membership
from the continent of Afri-
ca to the Caribbean islands
as well as central and South
America. We learn so much
from each other’s association
and the convention is a won-
derful time to meet and share
and talk about each others’
needs,” states Crisma Hen-
riquez of the Netherlands
Antilles, Curacao. The 100
BWES has become a known

Andrea Brookins

Shaye Nelson

Irene Preston

group that is a source of sup-
port, network for learning
and socializing, educating
our neighbors and a place
for solutions for our sisters
in the funeral service profes-
sion and business world. The
new members are banding
together to understand each
other’s cultures in an effort
for women to achieve equality
of rights and eradicate preju-
dice at home and abroad to
help our profession grow in
understanding and increase
awareness through member-
ship concerns nationwide.
The 100BWES welcomes
their new members and makes
the organization available both
in the national and interna-
tional work place in the funer-
al service profession. Through
memberships we are able to

CONTINUED ON PAGE A36
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NFDA International Convention & Expo sets records,
including Selling Majority of 2010 Expo Space

BROOKFIELD,Wl— The National Funeral Directors

Association (NFDA) 2009 International Convention

& Expo, October 25-28 in Boston, MA, drew 6,056

total attendees and 365 exhibiting companies. More-

over, anticipation for next year’s event in New Orleans
resulted in the association selling more than 61% of
the NFDA 2010 Expo floor in just three days.

The breakdown for the 2009 NFDA International
Convention & Expo attendance is as follows: Total at-
tendance: 6,056. Attendee registration was 3,918, the
highest in more than a decade, which includes: Non-
licensee/spouse/guest registrations: 721; International
funeral service professionals: 304, representing a record
41 countries outside of the United States; and Mortu-
ary student/spouse registrations: 178. Exhibitor/sup-
plier registrations: 2,138, representing 365 exhibiting
companies.

Attendees classified their positions within funeral
service as follows: Owners: 54.3%, Managers: 22.2%),
and Staff: 14.5%.

In addition to owning/operating a funeral home, at-
tendees indicated that they also own/operate the fol-
lowing businesses: Monument company: 48.3%, Cre-
matory: 47.4%, Cemetery: 33.5%), Insurance compa-
ny: 25.4% and Flower shop: 19.1%.

Other data concerning NFDA’s 2009 International
Convention & Expo:

+ 60.0% of attendees indicated they make purchasing
decisions on the NFDA Expo floor

* 57.3% of attendees intend to make a purchase one
to three months after NFDA’s convention; 15.4%
intend to do so four to 12 months after.

« 77.1% of attendees indicated they are either very or
somewhat more likely to buy products and services
from companies that exhibit at the NFDA Expo.

+ 23.0% of attendees offer green funerals

« 17.7% of attendees offer pet services

« 13.4% of attendees own/operate a community/
family center

» 27 media outlets covered NFDA’s 2009 Internation-
al Convention & Expo, including representatives of
the Boston Globe, the Boston Herald, Exhibit City
News, the Financial Times, FOX, and Tokyo TV.

Said NFDA CEO Christine Pepper, CAE, about

this year’s convention: “Despite challenging economic

NFDA Presents 2009
Best of Show Awards at
International Convention

BROOKFIELD,WI— Dur- collected through NFDA’s

ing the 2009 National Fu-
neral Directors Associa-
tion (NFDA) International
Convention & Expo, Octo-
ber 25-28 in Boston, MA,
four exhibiting companies
received NFDA’s 2009 Best
of Show Award in recogni-
tion of their new, unique
and innovative products to
help funeral professionals
better serve families.

As in previous years, con-
vention attendees again se-
lected the winners of the
Best of Show Award, which
recognizes the best new
urns and memorialization/
keepsake items available
at the NFDA Expo. Con-
vention attendees vote for
their favorite products in
four categories using their
spare change; the product
in each category receiving
the highest dollar amount
by the close of the compe-
tition wins the award. As in
the past, 100% of the money

Best of Show contest is do-
nated to charity, which this
year was Habitat for Hu-
manity of Greater Boston.
The recipients of NFDA's
2009 Best of Show Award
are: Urn — The Dodge
Company; Memorializa-
tion/Keepsake Item — Mad-
elyn Company; Pet Urn
— Trigard; and Pet Memo-
rialization/Keepsake Item —
Funeral Home Gifts.
NFDA is the world’s lead-
ing funeral service associa-
tion, serving 19,000 individ-
ual members who represent
more than 10,200 funeral
homes in the United States
and internationally. From its
headquarters in Brookfield,
W1, and its Advocacy Divi-
sion office in Washington,
DC, NFDA informs, edu-
cates and advocates to help
members enhance the qual-
ity of service they provide to
families. For more informa-
tion, visit www.nfda.org.

times, record numbers of funeral professionals attend-
ed NFDA’s premier annual event to discover practical
solutions they can immediately implement in their
businesses to increase profitability, secure their future
and better serve the evolving needs of families.”
During this year’s convention, exhibitors and sup-
pliers were given the opportunity to select exhibit
space for NFDA’s 2010 International Convention &
Expo, October 10-13 in
New Orleans, LA. In just
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THE FAN MAN, INC.
John Mannion
www.iccfasupplylink.com

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

Fans Calendars Urns
Register Books Dresses
Advertising Specialties

“WHATEVER YOU NEED”

Do you have a new Email Addyress
or Website?

LET US KNOW!

1-800-321-7479
info@nomispublications.com

NoWls

PUBLICATIONS, INC

FUNERAL HOME &
CEMETERY NEWS

three days, 155 suppli-
ers exhibiting in Boston
purchased 61.6% percent
(44,800 sq. ft.) of the
available exhibit space
for next year’s gathering
in “The Crescent City,”
another record for the
association. In addition,
11 exhibiting companies
increased the size of their
NFDA Expo space.

For more information
about NFDA’s 2010 In-
ternational Convention
& Expo in New Orleans,
including information
for businesses interest-
ed in exhibiting at the
world’s largest annual fu-
neral service exposition,

EMBALMING FLOWMETER

Now you can monitor and carefully
control the rate of flow of arterial injections.

Only $184.55

Call for more information

(315) 471-0934

Determine proper pressure setting
Indicate changes in vascular resistance
Reduce chances of unnecessary swelling
Indicate improperly inserted arterial tube
Indicate mechanical failure of embalming
machine

Installs easily

PROFESSIONAL
@mn: SERVICES

Division of CNY Funeral Service

) Simmons JInstitute

o F FUNERAL SERVICE, I N C.
Home of the Flowmeter:
1828 South Avenue, Syracuse, N.Y. 13207

please visit www.nfda.

org/NewOrleans2010.

Air Trays

Cremation Containers

1-800-752-5251

W IR-FLITEM

Quality, Service and Value

Beyond Excellence
Since 1973

From $3995

From $9.00

Air-Flite Containers, Incorporated
2699 Forsyth Road
Orlando, Florida 32807-5400

www.air-flite.com
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STYLISH MATCHING TIES
FOR PROFESSIONALS
ANY SIZE GROUP OR ORGANIZATION

www.tiesforyou.com

Phone: 877-770-TIES (8437)
Fax: 276-466-3474
E-mail: customerservice@tiesforyou.com
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PO BOX 5159 PUBLICATIONS, INC.

FUNERAL HOME &
Youngstown, OH 44514 g prkiasiVyyps

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

FUNERAL HOME & CEMETERY NEWS Section A4

JANUARY 2010

Association

CONTINUED

NFDA Supports the “Bereaved Consumer’s Bill of

Rights Act of 2009”

BROOKFIELD,WI— The National Funeral Directors
Association (NFDA) sent a letter of support to Rep.
Bobby L. Rush, D-IlL., for the “Bereaved Consumer’s
Bill of Rights Act of 2009” (H.R. 3655), which he in-
troduced in the U.S. House of Representatives in late-
September.

Rush’s bill, which comes on the heels of the scandal
at Burr Oak Cemetery in suburban Chicago, IL, would
require the Federal Trade Commission (FTC) to initi-
ate a separate rule that would cover cemeteries and all
other sellers of funeral goods and services.

According to the text of
the bill: “The Federal Trade

f4
Premium Hardwood

Pet Cremation Urns

Commission’s Funeral Indus-
try Practices Trade Regulation

* Figurine Urns
* Photo Urns
- Horse Urns

- Celtic Cross Urns

- Lifesize Figurine Urns
- Marble Vase Urns

- Velvet Bags

Rule dictates consumer pro-
tections in the funeral home,
but does not cover the practic-
es of cemeteries, crematoria,
or sellers of monuments, urns
or caskets... State laws are
inconsistent and frequently
too weak to provide adequate
consumer protections, creat-
ing a need for minimum fed-
eral standards in the area.”

In its letter to Rush, NFDA
details its long history of urg-
ing the FTC to amend the

www.foreverpets.com

Family owned and operated
since 1996

reach others and make programs available.
Through scholarships we are able to mentor
and serve as role models for students interested
in the funeral service profession and help them
progress from the student level to their intern-
ship and our goal is to see each one licensed and
bring their special talents to the profession.
“We are so excited about our new member-
ship each year as their talents are limitless, their
excitement about funeral service is contagious

T.C. Polystyrene
HEADREST

DURABLE
(It's polystyrene.)

VERSATILE

(4 heights for head, arm or leg -
stabilizes, supports and positions
remains for easier, faster embalm-

1. CHRONOLOGICAL :
Record in order

2. DEPRECIATION :

Decrease in value

3. OUTSTANDING :

ing, dressing and shipping.) 4 ggi;l](( InIi)IthaShed
DISPOSABLE " Kill by suffocation

New 100BWFS Members

Funeral Rule or initiate a separate rule to cover cemeteries,
crematories and other sellers of funeral or burial goods and
services to the public. The letter further states that absent con-
gressional involvement, consumers will remain at-risk when
dealing with these entities until the FTC adopts a practice and
disclosure rule similar to the Funeral Rule, which governs the
nation’s funeral homes.

The letter states: “In our view, H.R. 3655 outlines for the
FTC a rule which we have long argued was necessary, given a
dramatically changed marketplace, with new and non-tradi-
tional sellers, many more choices for consumers to purchase
funeral or burial goods or services, and the risks they take in
dealing with them in a lightly, or even unregulated environ-
ment... We recognize that the most egregious scandals involv-
ing Burr Oak, Menorah Gardens and Tri-State Crematory
would not necessarily have been prevented by such a rule.
However, with uniform federal practice and disclosure stan-
dards, the regulatory and compliance bar will be raised for
both state regulators and for cemetery and crematory own-
ers and operators, as well as other sellers of funeral or burial
goods or services... NFDA stands ready to support any and
all efforts to have H.R. 3655 signed into law.”

NEDA is the world’s leading funeral service association, serving
19,000 individual members who represent more than 10,200
funeral homes in the United States and internationally. From its
headquarters in Brookfield, W1, and its Advocacy Division office
in Washington, DC, NFDA informs, educates and advocates
to help members enhance the quality of service they provide to
families. For more information, visit www.nfda.org.

Continued from Page A34

and they are the best of the best and because
of them, the 100 BWFES is a premier organi-
zation for minority women who have chosen
funeral service as their profession,” states El-

leanor Starks, founder of the 100BWES.
Congratulations to the 2009-2010 new
members of the 100BWES. These beautiful
and talented women are available to serve as
mentors and role models for any student of fu-
CONTINUED ON PAGE A37

Answers to Klicker’s Krossword

Puzzle on Page A30

5. CAISSON : 9. SALARY:
Wagon for casket Earned income
6. CARRION : 10. CAIRN :
Decaying flesh Mound of stone memorial
7. TRAINEE : 11. BANK:
Apprentice Holds money
8. PLAGUE:
Black death

(So inexpensive you never need

worry about loss from negligence ]

or theft; ideal for AIDS, Hepatitis
and Herpes cases.)

REUSABLE

Minumum quantities of 36 or
more; ask for special discount
rates on large quantities.) F.O.B.
shipping point.
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T.C. HeadRests are offered by
the makers of internationally used

TransContainaire® Shipping Units.

'CONTAINAIRE  INC.

3833 Darston Street, Palm Harbor, Florida 34685
order@transcontainaire.com
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Duncan Stuart Todd receives 2009 NFDA Innovation Award at Convention

BROOKFIELD,WI— During the 2009 National Funeral
Directors Association (NFDA) International Convention
& Expo, October 25-28 in Boston, MA, the association pre-
sented Duncan Stuart Todd with its 2009 NFDA Innova-
tion Award—which recognizes the most innovative product,
technology, service, process or piece of equipment intro-
duced in the last year — for its wall-mounted trocar unit.

‘The Todd Trocar Well is a system for disinfecting and ster-
ilizing trocars, and was designed to be mounted on a hori-
zontal surface, such as a countertop. The product earning
NFDA’s 2009 Innovation Award — the Todd Trocar Well
DST 522 — is designed to be installed on a vertical sur-
face, such as a wall. The redesigned product offers funeral
directors the flexibility to install the product in the most
convenient location and is especially well suited for prep
rooms in which counter space is at a premium.

The winner of NFDA’s Innovation Award was selected
by an independent panel of funeral service professionals.
The review process was open to all 2009 NFDA exhibitors;
businesses could submit products, technologies, process-
es, equipment and services that were commercially intro-
duced after January 1, 2008, as well as new applications
of existing products, technologies, processes, equipment
and services developed after January 1, 2008.

Duncan Stuart Todd accepts the NFDA Innovation Award

NFDA will publish entry requirements and deadlines for
the 2010 Innovation Award early in 2010.

NFDA is the world’s leading funeral service association,
serving 19,000 individual members who represent more
than 10,200 funeral homes in the United States and inter-

New 100BWFS Members bring Leadership, Diversity,
Education, Experience and Commitment to
Excellence for women in Funeral Service ciuinuedfom page 436

Dimitra Johnson

Christie Redmon Octavia C. Turner

LaVita J. Spentz

Barbara Washington

for females in the industry. A
protégé of Florence Night-
ingale, when she was in her
early 30s she began studying
embalming with Swiss ex-
perts and then at one of the

CONTINUED ON PAGE A39

neral service. All that is need-
ed is a phone to have your
own personal funeral service
professional.

Interesting Women’s Funer-
al Service Fact: Lina Odou

was the first woman to push

Karla Cole

3467 MAIN STREET - P.O. BOX 65 - DECKERVILLE, MI 48427
800-376-3574

Now taking orders for MLB™ Caskets
Call 800-376-3574

Phone answered Apsey Funeral Home

nationally. From its headquarters in Brookfield, W1, and
its Advocacy Division office in Washington, DC, NFDA
informs, educates and advocates to help members enhance
the quality of service they provide to families. For more
information, visit www.nfda.org.

FUNERAL HOME FINANCING
Our loans preserve capital, maximize cash flow
and deliver fast, dependable financing options for
funeral home acquisition or refinancing

CALL KEN KAPLAN AT 215-230-1885
TO DISCUSS YOUR SCENARIO WITH NO COST OR OBLIGATION.

www.FuneralHomelLoan.com

Commercial Finance

Maximizre Options - Minimize Risk

COACH NAMEPLATES

SATIN POLISHED
A T i 1.5” Letters ALUMINUM  ALUMINUM
i3 iLe 16" Bar, 12 spaces $39.50 $43.00
26" Bar, 20 spaces $48.00 $53.00
36" Bar, 29 spaces $63.00 $69.00
i"v’ X ) 2” Letters
~ 16"Bar, 9 spaces $44.00 $48.50
26" Bar, 14 spaces $54.50 $60.50
36" Bar, 20 spaces $71.50 $78.00
3” Letters
16” Bar, 8 spaces $54.50  $60.50
26" Bar, 13 spaces $65.50 $72.50
36" Bar, 18 spaces $80.00 $89.00
4” Letters
iy 16" Bar, 6 spaces $59.50 $66.50
,[ ﬂ B ‘Eﬂ It 26" Bar, 8 spaces $71.50 $79.50
= " 36"Bar, 12 spaces $89.00 $98.00

Choose a standard style or we duplicate your letter
style/logo. Single or Double Line Nameplates.

Car License Plates
also available

NAMES UNLIMITED CORP.
P.O. Box 464 Caledonia, OH 43314
Phone: 877.776.6263
Email: info@NamesUnlimitedCorp.com
Web: www.NamesUnlimitedCorp.com

A PROVEN WAY TO CAPTURE
ALL-NEW CREMATION BUSINESS
FROM FAR AND WIDE...

Without affecting your burial business...

Without wasting more money on the yellow pages

Could you use some new-found revenue right about now?

Fact is, you could be attracting a windfall of
cremation cases from up to 50 miles around.
From families who are only considering cremation.
It's profitable business that is passing you by
every day of the week.

Here’s what hundreds of smart funeral directors
have already discovered:
On cremation.com — the web’s ultimate
cremation marketing site — you can:

* Dramatically expand your market area
* Boost your cremation income substantially

For about 1/10th the cost of just one yellow page ad.
And without giving up one dollar of your
conventional burial income.

See how easy it is: Go to www.cremation.com/aa
or call us at 1-800-302-2893

0

cremation.com

Your new customers are here.
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Send obituary information to Funeral Home & Cemetery News, PO Box 5159, Youngstown, OH 44514 e Fax (800) 321-9040 e E-mail info@nomispublications.com

FREDERICK A. KELLY of Wakefield, MA died November
30, 2009 at the age of 70. He was a graduate of the New
England Institute of Applied Arts and Sciences and a former
funeral director in the Newton, MA area.

BOB G. LEWIS of Houston, TX died November 10, 2009
at the age of 86. After earning his funeral directors license,
he joined his parents and three brothers in the Geo. H.

Lewis & Sons, founded by his parents in 1936.
Reprinted from The Deadbeat, Golden City, MO.

\A
Is your firm the
“Veterans Funeral Home”

in your community?

The most inexpensive,
cost-effective way to:

% Increase Revenue

Y Grow Market Share

% Stimulate Community
Awareness

% Drive Visitors to your Website

Become a VFMC “Exclusive”
Certified Provider Today!

‘Veterans&‘bamlly
‘ Merwal Care®

* www.VeteransFuneralHomes.com %

Toll Free: (866) 770-6791

JOHN H.WYLIE of Marietta, GA died December 3, 2009
at the age of 86. For 53 years, he was a funeral director at
the Spring Hill Chapel of H.M. Patterson & Son Fu-
neral Home. He worked with Mayes Ward-Dobbins Funeral
Home in Marietta after high school, and graduated from
the Gupton-Jones School of Embalming in Nashville, TN.

RUBY L. ECHOLS of Atlan-
ta, GA died November 21,
2009. She was the owner
and operator of Echols Mor-
tuary in Adanta. She was a
member of the Georgia Fu-
neral Service and Practitioners
Association, District Nine,
and a former member of the
National Funeral Directors
and Morticians Association,
Epsilon Nu Delta Mortuary
Fraternity and the 700 Black
Women of Funeral Service.

BARBARA MARIE COOK MELTON of Beckley, WV died
November 18, 2009 at the age of 63. She was an employ-
ce of Melton Mortuary, Inc., Beckley, and a member of
the West Virginia Funeral Directors Association, District I11,

and the National Funeral Directors Association.
Courtesy West Virginia FDA, Charleston.

DNR INDUSTRIES LIMITED

Length Width Weight
82" 22" 241bs
87" 22" 251lbs

Removal Roller Bed

Fits various sized vehicles and
will accommodate infant and
child caskets.

Bier Pins sold
separately L.
\ Constructed from Aluminium.

Fits a standard 7/16" Bier Pin.

A cot and the bed will fit in most
mini vans.

Urn Holder

DNR Industries is pleased to introduce an economical approach
to transporting urns in preexisting funeral coaches. Our new
urn holder is attractively chrome plated and adapts easily to the
existing hardware in your coach.

The urn holder comes in a convenient carrying case and has been
carefully designed to accommodate all urn shapes.

PO Box 42014, Conestoga Mall
Waterloo, Ontario, Canada N2L 6K5
Phone 519-746-0194 Fax 519-884-8319 Toll Free 877-345-2097
E-mail dnr@hearseparts.com
www.hearseparts.com

MarkThomas and Chapel Craft

To order call: 800-437-2635

www.markthomasco.com

he newest urns

from Mark
Thomas ...
Pearl cast brass is shown at
left and on the right is the
Sienna ceramic urn, hand-
thrown by our master
potter in our own shop.
These urns, and dozens
more, are in our new
Spring 2010 catalog.

the Liberty

The Mark Thomas and Chapel Craft
Spring 2010 catalog is available now.

MYRON DEAN MAXWELL of Sacramento, CA died No-
vember 20, 2009 at the age of 62. He worked for J. Mor-
ris Transportation Company for 25 years.

CHARLES EDWARD “NED” BERHEIDE of Richmond, IN
died November 23, 2009 at the age of 83. He retired as
a partner and funeral director at Stegall-Berheide-Orr
Funeral Home.

CAMERON S. NERISON of Tucson, AZ died Novem-
ber 23, 2009 at the age of 58. After attending mortu-
ary school in Los Angeles, he worked for eight years
in Phoenix prior to moving to Tucson where he en-
joyed a thirty-two year
career with Bring Funer-
al Home, Inc. He was a
member of the National
Funeral Directors Associ-
ation; served as a Board
Member and President of
the Arizona Funeral Di-
rectors Association; named
AFDA Funeral Director
of the Year in 2002 and
was a Board Member for
the Diocese of Tucson
Catholic Cemeteries.

BLAINE LEONARD MCcIRVIN of Portland, OR died No-
vember 26, 2009 at the age of 86. A graduate of the San
Francisco College of Mortuary Science, he began a career
working for A.J. Rose and Sons in Portland, and later Wil-
helm Funeral Home in Portland, before his retirement.

LUCY C. ROLLINS of Kenova, WV died November 18,
2009 at the age of 81. She was owner and operator of Rol-
lins Funeral Home, which she and her husband founded,
for over 40 years. She was a member of the National Fu-
neral Directors Association, West Virginia Funeral Directors

Association District VII.
Courtesy West Virginia FDA, Charleston.

ERNST G. WINTTER of Hollywood, FL died December
1, 2009. After his graduation from the Cincinnati Col-
lege of Embalming in November of 1955, he worked for
Kraeer Funeral Home in Pompano, FL and Lithgow Fu-
neral Homes in Miami, FL. In 1961, he purchased the
Alan Wright Funeral Home in Hollywood and renamed
it Wintter Wright Funeral Home. In 1966, Ernie be-
came partners with Robert L. Kirby and they opened a
second funeral home in Hollywood, Wintter-Kirby Fu-
neral Chapels. Wintter-Kirby Chapels purchased a third
funeral home in 1971. In addition to being a funeral di-
rector and pilot, he practiced law in South Florida for
37 years, becoming Florida Bar Board Certified in Wills,
Trusts, and Estates in 1993.

VERNON “SPANKY" BAILEY of Baltimore, MD died No-
vember 21, 2009 at the age of 71. He earned his degree in
embalming from the Eckels School of Mortuary Science in
Philadelphia in 1959. He began his professional career in
1963 at the George G. Kelson Funeral Home in Balti-
more. He later inherited the business, which he renamed
the Vernon R. Bailey Funeral Home. After closing the
business in the late 1980s, he worked part time for Her-
bert E. Nutter Funeral Home and then the Phillips Fu-
neral Home. He was a founder of King Memorial Park
in Milford Mill, MD and past president of the Funeral
Directors and Morticians Association of Maryland.
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Ifyou have an
Obituary you
would like to see
listed here, send
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Immaculate Nansubuga

Marcia Ferguson

Patricia Latimore

Karen McPherson

first NYC mortuary schools.
At 36, she persuaded the pro-
prietor of a funeral home to
host an embalming school
forwomen. In 1901, she part-
nered with Frank Campbell
to open the Lina D. Odou
Embalming Institute. She also
founded the Women Licensed
Embalmers Association. A con-
temporary of Odou, Lena
R. Simmons, co-founded a
mortuary school with a male
in Syracuse, NY in 1900.
She is credited with intro-
ducing subcutaneous sutur-
ing known as the blind stitch
into the art of embalming for
viewing purposes. Lina Odou
appears to have been the most
vocal in her attempts to bring
women into the funeral in-
dustry and we salute her with
this little known history fact.
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Youngstown, OH 44514
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CEMETERY NEWS
Fax (800)321-9040
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“the shorter the supply line the better off you are”

Zaneral Dinectors Researnch, Tuc.

AMRA INSTRUMENT, LLC
623 N. Tower (PO. Box 359)

Centralia, WA 98531
www.amrainstruments.com@
www.preproomdirect.com ™
®

WEB DIRECT GIFT & PRICING

Joseph A. Scarano

Stacey Walker

Photos were unavailable
for the following new
members: Simone Scott,
Adriana Harrison, Casey
St. Val, Felicia Beverly,
Linda Lomax, Mary
Joiner, Tiffany Sims, and

www.scaranoshipping.com
Sharon Shuman. pping

SCARANO SHIPPING

When you select Scarano Shipping you receive

prompt, personal service without the risk.

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

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

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

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

1-800-423-5901

ANYWHERE
IN FLORIDA!

(800)453-1199

Order today only at: www.abbottandhast.com

Death Care Web S‘tol.

e

AVAILABLE NOW!

1959 Cadillac Limousine
$139Po 1:18 Scale

Approximately 14~ long,
Includes Shipping 45" wide and 3.5" High

Lapel Pins and Watches

www.mortuarymanagement — Death Care Web Store

‘ I ‘ . °rl
i

Beautiful, classy lapel pins
and watches help you quietly
state your presence in any situation.

Limited number available
Black = White » Silver » Mmaroon

Traversing the Minefield is recommended as a “must read”
by experts and authorities in the field. Order directly from

Abbott and Hast — go to www.abbottandhast.com and click

on “Death Care Web Store.” Traversing the Minefield — Best
Practice: Reducing Risk in Funeral-Cremation Service.

Authors: Michael Kubasak and Dr. William Lamers, Jr.,

M.D.; LMG Publishing, 476 pgs., $99.95 #

information pertinent to you and your business.

W%MW

With our main office in Michigan, sales office in New Jersey and editorial offices in California, Wisconsin and
Mississippi — and commentary from funeral professionals like you — we bring a well-balanced perspective
of what's happening in the funeral profession in the U.S. and around the world. But it’s not just facts; it’s

Call 1(800) 453-1199 or go on line at

WW W.mortuarymanagement.com

O VISA O MasterCard O Discover O American Express

2361 Hotrseshoe Drive, West Bloomfield, MI 48322

info@abbottandhast.com ¢ www.abbottandhast.com

Subscribe Today!

U.S. 1 year $39
2 year $65
3 year $91
Foreign* 1 year $46
2 year $77

*United States funds please

(800) 453-1199 » FAX (248) 737-9296
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By: Continental Computer

Introducing U Design and User Defined by Continental Computer.These
exciting new tools will allow the user to truly customize their own data
input screens, and store fields that are not available in other areas. Using our
software the only limit you have is your imagination
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2008 Continental Computer Corp. All trademarks, trade names, service marks, and logos referenced herein belong to their respective companies.

Products:

The Director’s Assistant %
The Cemetery Manager
The Leads Manager

The Crematory Manager
The Aftercare Manager
Reepsake Publisher
Memorial Designer 3

Accounting Software
Hardware

3 Spanish Versions Available

Contact Us

Tel. (800) 240-1016 (North America)
Tel. (870)932-0081 (Outside U.S.)
FAX: (870) 931-1273

E-mail: sales@continentalcomputers.com
www.continentalcomputers.com

CONTINENTAL
COMPUTER CORP.



