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Fa m i l y  O w n e d  a n d  
Operated S ince  1974 FUNERAL HOME & CEMETERY
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P r e v i o u s l y  P u b l i s h e d  a s  t h e  Y B  N e w s  •  S t i l l  t h e  P l a c e  f o r  Yo u r  N e w s !

Williams Funeral Directors has been reinventing 
Funeral Service since 1885

GARLAND,TX— Williams Funeral 
Directors in Garland began service to 
their community in 1885 with just one 
purpose: to provide comfort and sup-
port to those in need. With dignity and 
respect, Williams Funeral Directors 
continues the tradition of commitment 

to their families and community. Wil-
liams has always been a family owned 
and operated funeral home; arguably 
the oldest in the State of Texas, fi ve 
generations strong. Williams has al-
ways believed in maintaining a staff  of 
respectful, professional, and caring in- CONTINUED ON PAGE A2

dividuals, willing to pursue the practice 
of excellent, personalized service.
 Williams Funeral Directors was 
founded in 1885 as M. D. Williams 
Furniture and Coffi  ns. M. D. and 
his brother, Jasper, emigrated from 

Funeral Homes receive 
Community Recognition...

See Kwanza Blessings and Special See Kwanza Blessings and Special 
Recognition for E.F. Boyd Funeral Home Recognition for E.F. Boyd Funeral Home 

readies them for the New Year on Page A16readies them for the New Year on Page A16

See Holeton-Yuhasz receives Community See Holeton-Yuhasz receives Community 
Pride Award on Page A12Pride Award on Page A12

See Doric Products, Inc. Breaking Ground See Doric Products, Inc. Breaking Ground 
on its new Facilities on Page B1on its new Facilities on Page B1

 “Every square inch of space in Doric’s current facili-
ties is being used to the fullest potential and a new 
building is the only way to meet the needs of our 
growing sales.”

FUNERAL HOME & FUNERAL HOME & CEMETERY CEMETERY DIRECTORYDIRECTORY
now available for immediate 

shipment
Call 1-800-321-7479 or 
see Page A18 to order!

www.nomispublications.com
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Your Firm 
could be pictured on the 

front cover of the 

2010 2010 Funeral Home &Funeral Home &
Cemetery DirectoryCemetery Directory
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HAVE YOU SEEN THESE CHILDREN?HAVE YOU SEEN THESE CHILDREN?
The photographs below have been provided by the National Center for Missing and Exploited Children. 

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

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

Endangered Missing

Date of Birth:  2/26/1995
Date Missing:  6/6/2008

Missing From:  Longview, Texas
Age at Disappearance:  13 Yrs

Age Now:  13 Yrs
Sex:  Female

Race:  White/Hisp
Height:  5’8”

Weight:  120 lbs
Hair:  Black
Eyes:  Brown

Endangered Runaway

Circumstances:  Lauria’s photo is shown age-progressed to 19 years and Ashley’s 
photo is also shown aged to 19 years. Lauria and Ashley were discovered missing 
after a fi re destroyed the trailer Ashley and her family lived in. Th e bodies of Ash-
ley’s parents were discovered in the trailer but Ashley and Lauria have not been seen 
since. Lauria has a mole under her nose. Ashley has a scar on her forehead.

Circumstances:  Jaqueline may be trav-
eling in the company of an adult male. 
She may travel to California or she may 
leave the country and travel to Mexico. 
Jaqueline may be wearing glasses.

LAURIA JAYLENE BIBLE JAQUELINE KAY GONZALES

Date of Birth:  4/17/83
Age at Disappearance:  16 Yrs
Age Now:  25 Yrs
Sex:  Female
Race:  White
Height:  5’5”
Weight:  130 lbs
Hair:  Brown
Eyes:  Hazel

Date of Birth:  12/29/83
Age at Disappearance:  16 Yrs

Age Now:  25 Yrs
Sex:  Female

Race:  White
Height:  5’7”

Weight:  145 lbs
Hair:  Lt. Brown

Eyes:  Blue

ASHLEY RENAE FREEMAN

Date Missing:  12/30/99
Missing From:  Welch, OK

Age Progressed 
to 19 Years

Age Progressed 
to 19 Years

Carriage 
Services 
Updates 
Company & 
Investment 
Profi le
HOUSTON,TX— Carriage 
Services, Inc.  (NYSE: 
CSV) announced that it has 
updated its “Company & 
Investment Profi le”, which 
can be found on Carriage’s 
website at http://www.car-
riageservices.com.
 Carriage’s updated Com-
pany & Investment Profi le 
includes updated discus-
sions of Carriage’s busi-
ness, operating and growth 
strategies, historical fi nan-
cial information, fi nancial 
outlook and more.
 Th e Company & Invest-
ment Profi le is being pub-
lished and updated by Car-
riage in continuation of its 
stated goal to provide more 
disclosure and transparency 
to the investment commu-
nity regarding Carriage’s 
operations, goals, indus-
try dynamics and condi-
tions. It is Carriage’s intent 
to continue to be proactive 
in communicating with in-
vestors. Investors and inter-
ested parties are encouraged 
to visit the website, http://
www.carriageservices.com 
to read or download the 
Company and Investment 
Profi le.
 Carriage Services is a lead-
ing provider of death care 
services and products. Car-
riage operates 136 funeral 
homes in 25 states and 32 
cemeteries in 11 states.

Continued fr om Front Page

Williams Funeral 
Directors has been 
reinventing Funeral 
Service since 1885

Tennessee to Dallas County, Texas in the mid 1860s. After 
becoming a successful farmer and rancher, in 1885 M. D. 
and Jasper formed three small businesses in Duck Creek; 
a dry goods store, a grocery store, and a furniture and cof-
fi n store in which their father, Marlin Williams, a cabinet 
maker, worked.
 Williams General Store, Coffi  ns & Groceries off ered a 
variety of necessities for the farming community including 
groceries, dry goods, John Deere horse drawn farm equip-
ment, John Deere buggies, furniture and funeral merchan-
dise; including coffi  ns.  

CONTINUED ON PAGE A14
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By Sherry L. Williams 

 Sherry L. Williams, RN, BA, GMS, GRS, is the president and founder 
of New Leaf Resources a division of Sherry Williams Enterprises, 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 Ken-
tucky Extension Program and a Bachelor of Arts degree in Psychology 
from Bellarmine College in Louisville, KY. Sherry is a nationally certi-
fi ed Grief Management Specialist and has advanced certifi cation as a 
Bereavement Facilitator from the American Academy of Bereavement 
and is certifi ed by the Grief Recovery Institute as a Grief Recovery Spe-
cialist.
 She has been a featured speaker for numerous organizations in-
cluding the National Funeral Directors Association and the Associa-
tion 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

Th e Gift ofTh e Gift of
 Aftercare Aftercare

 Th e economy stinks! 
 We’re in a recession!
 Th e stock market is going to the pits! 
 Everyone is asking for a bail out!
 Th at’s all that is in the news as we move quickly into 2009. 
As funeral service practitioners, how do you respond? What 
do you do when your dollars are dwindling as well? How 
can you spend anything on advertising?
 Recent marketing studies indicate when the market is bad 
and the economy is slow, you need to create loyal customer 
advocates. Th is can be done effi  ciently and eff ectively maxi-
mizing your investment with some creative marketing and 
getting out into your community. 
 We know for certain the average person knows over 250 
people and people know people. Remember that relation-
ships mean referrals and referrals mean business. When you 
provide good service and service after the service through 
grief resources materials, personal contact by phone or mail, 
community support groups, and community relationship 
building, the referrals will come and the loyal customer ad-
vocates will become your cheerleaders.
 Here is how you can do this effi  ciently and eff ectively. You 
will have to use your imagination, think outside of the pro-
verbial “box” and do some grunt work. 
 How many of you have a website? Are you using it? Do you 
promote it? Do you have a blog? Do you have grief informa-
tion and resources listed for the families you serve? If you 
don’t, you should. Just this week I read in my local paper that 
internet use is up to about 72%. Th at means about 72% of 
all people access the internet at least once a day for informa-
tion, purchases and chat rooms. Th is is up about 12% from 
the last studies done approximately four years ago. 

 If money is an issue, you have your own stationery, draft 
a carefully worded letter to send out on those special days. 
Remember how people talk to other people and when they 
are talking about you in a caring and sensitive way, it can 
only be good for business.
 If you do nothing else, network with support agencies, 
churches, hospitals and hospices. See if there are things you 
can do cooperatively to help the bereaved in your commu-
nity so costs can be shared by all agencies involved. You 
can get more exposure and build relationships that will 
last in addition to getting more bang for your dollar. Th is 
might include a health fair, a special training program for 
professionals or a community sponsored grief or memo-
rial program.
 In an economic downturn, it is important to be more 
visible than ever. It is important to keep your name out 
there, but don’t waste your money on traditional advertis-
ing that doesn’t create an emotional impact or build loyal 
customer advocates. People need now more than ever to 
know that they are getting what they pay for and feel good 
about what they get for every dollar they spend. 
 You can reach so many with so little money. It takes a little 
eff ort and some creative thinking and wise use of time to 
build a business that speaks loudly of service, caring and 
commitment to the community. 

 Get information on your site that provides a service not 
only for the people you serve but for your community as 
well. Th ere are many agencies, including New Leaf that have 
on-line magazines that are available at minimal one time 
set up fees and annual renewal fees. Based on our services, 
if you serve 60 people, for the fi rst year, that cost would be 
$10.00 per family, but then you have to send the e-mail 
address out to churches, hospitals, support groups, schools 
and that costs drops to pennies on the dollar. For subse-
quent years the cost on just the 60 families drops to less 
than $3.50 per family and once again does not include all 
the other avenues you have for promoting your website with 
other agencies in your community. Other aftercare service 
providers have similar prices. Make sure you ask how many 
writers are putting together the articles for the magazine, do 
articles change often and are they going to be archived, can 
articles be printed out with a special message from you at 
the top of each page so they become promotion pieces for 
you and are there a variety of topics that will be applicable 
to the client families you serve. 
 Another use for the magazine articles is that they can be print-
ed by you and handed out at support groups, used for health 
fairs or for special community presentations. You can even use 
them to replace brochures or include in a special letter to the 
family conveying your care and concern for them.
 A very economical way to create a loyal consumer advocate is 
to send out letters or cards acknowledging anniversaries, holi-
days or special days like Mother’s day, Father’s day, Veteran’s 
day or Valentine’s day. Th ese are high emotional impact days 
for grieving people and just knowing that “someone” remem-
bers is very comforting. 
 Th ere are many card vendors out there including New Leaf. 
Pricing for cards at a Hallmark store will run you close to 
$2.00 to $4.00 depending upon your card choice. Many card 
vendors package cards in packages of 50 for around $1.00 to 
$1.50 each. Th at is a $1.00 to $2.50 savings per card. You can 
pre address cards and put them in a tickler fi le by the month 
and week the cards are to be mailed. Th is can be done in ad-
vance and save you time and energy. 

Pamela Williams-Briggs is a historical appointment 
to the Ohio State Board

Pamela Williams-Briggs

COLUMBUS,OH— Ohio 
Governor Ted Strickland, 
recently appointed the 
first African-American 
woman to the State Board 
of Embalmers and Funeral 
Directors. Pamela Wil-
liams-Briggs also holds 
the distinction of being 

the first female profession-
al to serve on the Board 
since its inception.
 This appointment is 
not the only time she has 
been bestowed such hon-
ors. In 1988, the Mayor 
of Mansfield appointed 
her to serve as the first 

African-American on the 
Civil Service Commis-
sion. In 2007, she was ap-
pointed campaign chair-
person that led to electing 
the first African-American 
Mayor of Mansfield. 
 A licensed funeral direc-
tor since 1976, Pamela re-
ceived her mortuary edu-
cation from John Gupton 
College of Mortuary Sci-
ence in Nashville, TN. She 
is also a licensed embalm-
er and insurance agent. 
She and her husband, 
Larry, are the proprietors 
of the Williams Funeral 
Services in Mansfield, a 
250-seat capacity funeral 
home. 
 Pamela is a member of 
several associations, in-
cluding Buckeye State Fu-
neral Directors and Em-
balmers Association, Na-
tional Funeral Directors 
and Morticians Associa-
tion, Ohio Funeral Direc-
tors Association, Epsilon 

Nu Delta Professional 
Fraternity, Alpha Kappa 
Alpha Sorority, Inc and a 
Life Member of NAACP. 
She is  also a member 
of Mt. Hermon Baptist 
Church, where she serves 
a Trustee. Pamela’s ap-
pointment to the Board 
is a five year term. While 
serving, Pam “hopes to 
make a difference in the 
apprenticeship require-
ments and leave a positive 
mark for those women 
who come behind me.”

SEND US 
YOUR 
NEWS!

PO Box 5159, Youngstown, OH 44514
Fax (800)321-9040

press_releases@nomispublications.com

Welcomes news of the industry.  
Send us information on your fi rm today!

FUNERAL HOME & 
CEMETERY NEWS
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premierfuneralsupply.com
QUALITY &  VALUE AT A REASONABLE COST PRICES DO NOT INCLUDE S&H.

ORDER WHILE QUANTITIES LAST!

PATENT PENDING

PREMIER
Funeral Supply Inc.

EASY ASSEMBLY

90% ASSEMBLED

OUT OF BOX

THE BEST-SELLING, BEST QUALITY, BEST VALUE
100% STAINLESS STEEL EMBALMING TABLE ON THE MARKET TODAY

CREDIT CARDS
ACCEPTED

PATENT
PENDING
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THE BRUTE II®

OVERSIZED

1000 LB
CAPACITY

An extraordinary design that ensures durability and ease of use

MANUAL $1597
HYDRAULIC $1997

Length 81"  Width 33"  Height 33"
Head Adjustable to 38
Foot Adjustable to 35

 

By Christopher Kuhnen

 Christopher Kuhnen is Vice President of Marketing for The Out-
look Group, Inc., Franklin, Ohio. Mr. Kuhnen has considerable expe-
rience in the fi eld 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 Certifi ed Preplanning 
Consultant (CPC) as bestowed by the Funeral Service Foundation 
and a recognized Certifi ed 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. 

A ProactiveA Proactive
ApproachApproach

to Advanceto Advance
Funeral Funeral 

PlanningPlanning

Leadership Lessons…Leading 
Funeral Professionals in a 

Changing Market

 Th is month I have asked Candace Franco, Education 
and Training Coordinator for the Academy to share her 
thoughts with you. Candace has worked with funeral pro-
fessionals and funeral home owners since 1985. Most re-
cently her focus has been on providing quality education 
programs that promote the value of funeral service through 
the Academy and Academy to YOU training programs. 
Candace would like to know your thoughts. You can reach 
her at (800) 331-6270 or e-mail her at cfranco@theout-
lookgroup.com. Please let her hear from you today!

 Th e economy, the housing market, increased crema-
tion, decreased profi t margins, and the local church/ho-
tel/wedding planner are doing life celebration services. 
Sure, there is plenty of bad news out there and lots to be 
concerned about, but what if we take a positive stance 
and focus on something in our control? Your employees, 
your families, your community, what is the best we can 
do for them today? You can’t fi x the world but you can 

be the successful and positive leader your business needs 
you to be. 
 Providing strong eff ective leadership, in good times and 
bad times, always includes a few basic skills. First, as the 
leader, you need to chart the course / set the direction 
and make sure everyone is singing the same tune from the 
same song book. Everyone knows that, you say. Still, we 
frequently defi ne our direction in vague and unambigu-
ous terms. We talk about “exceptional service” but what is 
exceptional service? We set goals regarding the number of 
services we will provide or the margin of profi t we intend 
to maintain. Good leadership means not only communi-
cating the company goals in clear terms but also making 
sure there are plans and objectives that will get us to our 
goal. How will we protect our margins and market share? 
What does exceptional service truly look and feel like? 
 Second, good leaders set expectations and inspire per-
sonal accountability. Th is is much easier said than done. 
If you are a parent, you know what I mean. Setting the 
expectation is actually the easy part. “Your mother and I 
expect you to begin helping out around the house. Your job 
will be to take care of the recycling.” Th e child, “I didn’t 
know you meant for me to take the stuff  to the curb too, 
I thought you just wanted me to separate it in the garage.” 
Oh, and “you mean you want me to do it EVERY week?” 
Of course our employees aren’t children but human nature 
is human nature and it’s very hard to get change to stick. 
Why is it so hard and what can you do about it? How do 
you create a culture of accountability?
 Th e third thing strong eff ective leaders do exceptionally 
well is coach. Th ey identify the strengths of their employ-
ees and build on them. Th ey also have the tough conver-
sation with those employees who are slipping or not be-
ing accountable. How do you coach? When do you coach? 
What do you coach? Good coaching is more than a once a 
year review. Good coaching is consistent, it supports and 
strengthens accountability, and it unleashes enthusiasm 
and talent. 

 Th e fourth and fi nal key element of good leadership 
is keeping the momentum going. Providing positive 
reinforcement can keep people inspired. But, how do 
you keep praise meaningful? Is it always about mon-
ey? How can you establish a culture where peer to peer 
praise is commonplace? Success can breed complacency. 
We must always keep moving. 
 Leadership is hard work and we all have precious little 
time to spend honing our leadership skills. Still, good 
people deserve strong eff ective leadership. Yesterday’s 
best won’t do today. So, you can either blow the dust 
off  those outdated management books you’ve been 
meaning to read or you invest in yourself by attending 
a quality training program. Time spent in building and 
refreshing your leadership skills is always a sound busi-
ness investment. Th e Academy off ers a leadership work-
shop you might consider. If you want to know more 
visit www.theoutlookgroup.com or call me personally 
for additional information. 

“Michigan Memorial 
Park” is latest book in 
Images of America Series 
from Arcadia Publishing

FEATURE ARTICLES MONTHLY COLUMNS
CALENDAR OF EVENTS CLASSIFIED ADS

can be found online at 
WWW.NOMISPUBLICATIONS.COM

MOUNT PLEASANT,SC— 
Michigan Memorial Park
is the latest subject in Arca-
dia Publishing’s “Images of 
America” series. Genealogist 
Gail Hershenzon, a De-
troit school teacher, has writ-
ten Michigan Memorial Park
which, like other books in the 
series off ers a photographic 
history. 
 In 1926, Judge William 
M. Heston, a former two-
time University of Michigan 
All-American football hero, 
decided that a pastoral area 
of Huron Township could 
be transformed into a cem-
etery. Two years later, Michi-
gan Memorial Park opened 
its gates to begin serving the 
needs of this growing com-
munity tucked away in a cor-
ner of the township located 
southwest of Detroit. Bor-
dering on the peaceful Hu-
ron River, this former home 
to the Wyandott tribe and 
later French settlers has be-
come a sprawling 300-acre 
parcel of land still surround-
ed by woods and farmland. 
It is Michigan’s largest non-
denominational cemetery 
whose ownership has re-
mained in the same family 
for four generations. Th ou-
sands of trees, a plethora of 
sculptures and fountains, and 
swan-fi lled ponds adorn the 
gardenlike grounds adding to 
the tranquility experienced by 
all those who visit. Michigan 
Memorial Park has remained 
one of the pillars of the com-
munity, not only providing a 
resting place for many thou-
sands who have passed away 
but also giving back to the 

community through its in-
volvement in civic activities.
 In October of 2006, Mich-
igan Memorial Park turned 
80 years old. It is still fam-
ily owned and is currently in 
the fourth generation man-
agement. Th e Park employs 
approximately 50 full time 
personnel in areas such as ad-
ministration, management, 
maintenance, security, chapel 
attendants and family service. 
Barbara Heston treasures the 
history behind Michigan Me-
morial Park, while looking to 
the future of this family busi-
ness. Today, Barbara with her 
daughters, Kelly and Heidi, 
continue the family legacy 
of service, making them the 
fourth generation to manage 
this Downriver institution.
 Gail D. Hershenzon is an 
elementary teacher in the De-
troit Public School District, as 
well as a genealogist, a speak-
er, and an author. She volun-
teers at Woodmere Cemetery
in Detroit, helping those do-
ing genealogical research, and 
is the author of Detroit’s Wood-
mere Cemetery.
 Th e book is 127 pages of full 
photos, some that date back 
to the early 1900s. It includes 
notables and family histo-
ries of families buried at the 
Park as well as how the cem-
etery was started. Th e book is 
available at local bookstores, 
through Arcadia Publishing 
and both offi  ces of Michigan 
Memorial (Huron Township 
and Allen Park) as well as at 
Michigan Memorial Funer-
al Home. For more informa-
tion visit www.michmem-
park.com.
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A Touch of Technology
Introducing B&L’s newest

PLC with color touch screen

control. Our system provides

verification of the cremation

process. Changes can be 

initiated with just a touch 

of the screen, a feature 

which comes standard on

all Phoenix Systems 

(Available as an upgrade
on the N-20 series).

Phoenix II-1

• Capacity: Oversized cremations up to 850 lbs

• Record Keeping: Records time, date, temperature, weight,

deceased person’s name and ID # as well as operator name

•

• Downloadable Information: All records can be transferred to your PC through the

memory stick/USB port connection.

Features

First in Value • First in Design
From the World’s Largest Independent Manufacturer

When the question is cremation...
the solution is B&L Cremation Systems, Inc.

the operator with instant

Touch Screen Control: Color verification and troubleshooting

E-Mail: sales@blcremationsystems.com

7205 — 114th Avenue North  •  Largo, FL 33773  •  USA
Toll Free 1 (800) 622-5411 or (727) 541-4666  •  Fax: (727) 547-0669
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Elegante

. 

BRASS    COMPANY

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

800-252-7277
www.EleganteBrass.com

. 

.
, 

IN A TOUGH ECONOMY

AFFORDABLE ELEGANCE

.

 

Motivation for Memorialization

FORMATS AVAILABLE:
Self Adhesive Mailing Labels
  Barcodes Available
  USPS Cass Approved Paperwork Available

Reports
  Include Name, Address & Phone
  Can Be Ordered Alone or for Follow up to    
 Mailing Labels

CD-Rom or E-mail Files
  One Time Usage or Multiple Usage Available

SELECT:
Funeral Homes
Cemeteries
Crematories

1-800-321-7479

CALL FOR COUNTS & COSTS 
TO CUSTOMIZE YOUR MAILING PROGRAM

  SORT BY:
State
County
More...

Customize Your
Direct Mail

Program

Customize Your
Direct Mail

Program

TODAY!

Database Files
Reports     

Mailing Lists  

Database Files
Reports     

Mailing Lists  

By Todd W. VanBeck

Todd W. VanBeck

 Death is the great equalizer, it has often been said. It is 
true that we are all brothers and sisters in mortality, and our 
common preoccupation with this fact has been the moti-
vation throughout recorded time to produce burial rituals 
and memorialization acts, and the building of monuments 
to mark this once in a life time event. Cultures and civili-
zations throughout time and the globe have formed reli-
gious beliefs, tried to accumulate fortunes. Even the buy-
ing of life insurance are ends pursued partly in response 
to our uneasiness about the 
brief time in nature’s end-
less cycle.
 Although it may be a fact 
that one must ultimately 
encounter death alone, we 
fashion layers of ceremony, 
rituals and memorialization 
accoutrements that we can 
experience collectively as a 
kind of universal support. 
Th ese memorialization and 
monument events and ob-
jects take many forms, but 
one of the most interesting 
and durable is surely the 
cemetery, with their hundreds of millions of monuments 
and mausoleums. An institution that is nearly universal. 
Practically speaking the cemetery is not just a place of en-
tombment, but in a larger symbolic sense the collection of 
monuments and eff orts at memorialization are built more 
for the living than for the dead.
 Th e motivation for memorialization has been marked and 
commemorated since the beginnings of human culture re-
fl ecting an obvious unwillingness of human beings to pass 
unnoticed into the other world. Monuments are erected as 
a sign of love and respect for the departed, but they are also 
produced in order to reassure the survivors that each life will 
be remembered. In an almost mystical sense monuments 
give people a priceless gift—peace of mind.
 People are always motivated to proclaim their beliefs, 
and give voice to their anguish or hope, and also to exer-
cise artistic inclination. Monument and memorialization 
activities accomplish all three! 
 Monuments within the cemetery walls are a repository of 
human values and expression. Monuments can proclaim 
orthodox religious beliefs and/or individual rights, the in-
sights of the ages which after being chiseled in stone are 
put on display and can be evaluated and perhaps even as-
similated by future generations. Benjamin Franklin said 
it best, “In order for me to understand a community all I 
have to do is visit their cemetery.”
 Memorialization of the dead and the subsequent moti-
vation to create monuments to refl ect that desire on the 
part of the living actually creates a type of open air mu-
seum which contains a fascinating collection of surpris-
ingly varied expressions of the spirit and values of the hu-
man experience with an almost unlimited expression of 
creativity.
 Human beings communicate through symbols. Hence 
the images and epitaphs that are placed upon monuments, 
and sometimes the entire monument, or today the neck-
lace, or urn, or mausoleum, or whatever form the memo-
rialization takes represent both private grief and public 
statements. Memorialization is usually motivated by the 
visual – we see the monument, we can touch the monu-
ment. Th is visual material denotes at least one of three 
things: important personal insight or expression; a decla-
ration of belief and faith; or prevailing social values, ex-
pressed in behalf of the deceased by the survivors. Today 
you will see a fi shing rod on a monument which refl ects 
this motivation. One hundred years ago you would have 
seen the Odd Fellows emblem. Both symbols in reality ac-
complish the same thing. Even the blandest of monument 
illustrations contain some hint of social ideals or philo-
sophical views. 
 An elderly lady who I served many years ago summed 
up the human motivation to memorialize the dead in a 
simple but elegant way. When her husband’s monument 
was set and ready for her to see I took her to the cemetery. 
All was silent as we slowly walked through the myriad of 
other monuments fi nally arriving at her husband’s. She 
stood in absolute silence and fi nally said “I have done the 
right thing.” Th at was it. 
 Her eff ort at memorialization had indeed been the right 
thing and it gave her peace of mind. Priceless! 
 Todd W. Van Beck is one of the funeral profession’s most prolifi c au-
thors and presenters. From simple staff development at the smallest fu-
neral home to clergy seminars 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 covering 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 funeral and cemetery profession and 
the church. For more information or to contact Mr. VanBeck visit www.
vanbeckseminars.com.
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© 2009 FrontRunner Professional

*plus $79.95 monthly licensing & hosting

Getting started has never been easier.
Choose the starter system and then add
what you want—when you want it. 
The Matthews IMS is a strategic modular web-based solution
that is packed with the most advanced applications and features
sought after by Funeral and Cemetery professionals. All of the
modules and features seamlessly integrate to create an efficient
one-data entry point, saving time and money, quite possibly
making it the only software that your firm will ever need.  

And while the Matthews IMS will do many things, overwhelming
you isn’t one of them. Now you can choose from everything
you need—and nothing you don’t. 

The starter package comes complete with the most advanced
website and marketing solution available. It gets you going
immediately and then allows you to take advantage of the 
integrated revenue drivers to add additional modules and 
applications to grow your system at no cost to you, instantly
setting you apart in your community. 

The IMS is all part of Matthews commitment to continue to
develop new applications and solutions to help Funeral and
Cemetery professionals excel in today’s changing market and
effectively reach out and grow their business.

Welcome to the new future of technology solutions. It’s smart.
Very smart.

For your free demo, contact your local Matthews sales representative or call us at 1-866-748-3625  •  MatthewsIMS.com

Starter System Package
Matthews IMS Core System......................$595.00
Website Module ........................................$395.00
Advantage Plus Enhancement ................$395.00
Marketing Center Module ......................$395.00
One hour of one-on-one
training by phone......................................$125.00
Five support calls ( at $35 each) ..................$175.00

If sold separately ....................................$2,080.00
Save $385

Ready...set...grow.
Smart technology designed to help you work more efficiently, 

increase profitability, and grow your business. 
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MEN’S  SUITS

$6500 EACH
6 SUIT MINIMUM 

FOR FUNERAL HOME PERSONNEL 

QUANTITY DISCOUNTS AVAILABLE 

BLACK   NAVY   GRAY   BROWN

SOLIDS AND
 CONSERVATIVE PINSTRIPES

SmartChoice Distribution, Inc.
TOLL FREE 1-888-900-2018 

(917) 862-0548  CELLULAR 

 

Air Tray y

Visit our Web Site for other Products 
www.necremation.com 

Call Now to Order: 800-664-8365 

Wood Base Shipping Containers 
ATA Certified/Tested 

Minimum Qty: 3Combo Tray Three Sizes 
Available 

IPPC Stamp 
Available 

By Atty. Harvey I. Lapin

 Harvey I. Lapin, P.C., is a member of the Illinois Bar and Florida Bar. 
He is a member of the faculty at the John Marshall Law School in 
Chicago and is presently teaching the subject of Tax Exempt Orga-
nizations.
 He has written numerous articles on the subject of taxation, fu-
neral 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 as-
sistance, please contact the author  c/o Harvey I. Lapin, P.C., PO Box 
1327, Northbrook, IL  60065-1327. Phone (847)509-0501 or fax to 
(847)509-1027.
 The author also prepares material for CB Legal Publishing Corpo-
ration CB Legal Publishing Corporation’s Release Form Kit, which 
was prepared by the author, contains Release and Hold Harmless 
forms for Funeral Homes to use in situations where it has resolved 
a complaint with a customer, such as a problem occurring in a ship 
in, and wants to be sure that there will be no further action by the 
customer or their relatives. Other situations that are covered are 
obtaining Releases and Hold Harmless Agreements in advance from 
family members who insist on viewing an unembalmed or disfi g-
ured body or who may be identifying the body. The Funeral Home 
Kit contains 9 Special Releases for specifi c funeral home situations 
and a General Release form to be used for other situations not spe-
cifi cally covered. There are Release Kits for Crematories, Cemeteries 
and Combination Funeral Home/Cemetery Operations. The forms 
can be purchased on a custom basis with your business name and 
address preprinted at the top of each form. Call Cheryl Lapin at the 
number below for information.
 The author also writes more extensive articles on subjects of inter-
est to the industry in a newsletter, the Cemetery and Funeral Service 
Business and Legal Guide. Subscriptions to the Guide cost $110 per 
year for ten issues on different topics. New subscribers are usually 
eligible for introductory rates. Anyone interested in subscribing can 
contact Cheryl Lapin, CB Legal Publishing, P.O. Box 1327, North-
brook, IL 60065-1327, fax to (847)509-1027 or call (847)509-0501.

LegalLegal
 Speak Speak

Time to Check 
and Update 

Required Forms

 One of your resolutions for this New Year should be to re-
view and update all of the forms that you use in your busi-
ness. Of course, state and federal laws and regulations re-
quire some of these forms. Typically a form that is required 
must also comply with the format, type sizes and contain 
the disclosures required by the law or regulations.
 All industry members should review the at need forms that 
they customarily use. Of course the fi rst step is to review the 
laws and regulations that apply to your business and require 
forms. If an industry member sells on a pre-need basis they 
should review the pre-need laws that apply in their states. 
Th ese laws are sometimes revised by a state legislature, so 
there may be some recent changes that go into eff ect in this 
year. Th ere usually are diff erent requirements in cemetery 
and funeral pre-need laws so that industry members that 
engage in both segments should be careful to comply with 
the applicable laws and regulations.
 Illinois, for example, has two separate pre-need laws. Th e 
Illinois Preneed Cemetery Sales Act (“Sales Act”) applies to 
cemetery pre-need sellers and the Funeral or Burial Funds 
Act (“Funeral Act”) applies to pre-need funeral sellers. Some 
licensees sell products and services that are covered by both 
laws. Th e Sales Act requirements are substantially as fol-
lows:

Th e contract must be in writing and in 11-point 1. 
type except that some of the disclosures must be in 
12-point type;
Th e contract must state the name and address of the 2. 
seller and the provider and the relationship between 
the seller and provider;
All contracts entered into under the Sales Act must be 3. 
guaranteed and there is a specifi c disclosure that must 
be in the contract;

Seller to explain the terms of a Contract and it is required 
the consumer confi rm they have received this information 
by initialing a statement in the contract.
 If you are selling on a preneed basis and allowing a con-
sumer to pay in four or more installments, even if interest 
is not charged, the state consumer credit laws and the Fed-
eral Credit Law requires that disclosures be made. 
 Th e failure to comply with the requirements of these vari-
ous laws and regulation can cause a contract to be voidable 
and also subject a seller to penalties. Some state associations 
have written material that is available to members or can be 
purchased that explains the requirements of some of these 
laws. Complying with other laws may require a consulting 
a lawyer for assistance.
 Since the laws of the states can diff er, every reader should 
check the laws and any regulations issued in their own state 
to determine if any special requirements apply to their busi-
nesses.

Th e contract must disclose any penalties and restric-4. 
tions;
Th e contract must disclose how if the merchandise, spac-5. 
es and services purchased are not available at the time re-
quired, the seller must provide merchandise, spaces and 
services that are similar in style and equal in quality.
If the contract allows the seller to deliver the merchan-6. 
dise to a bonded warehouse or install in on site as pro-
vided in the Sales Act, then specifi c disclosures must be 
in the Contract. 
Th e contract must disclose the relationship among the 7. 
entity funding the preneed funeral contract, the provider 
and the seller.
Th e Seller must explain the terms of the Contract before 8. 
it is signed and a purchaser must confi rm they received 
the explanation.

 Th e Funeral Act requirements are substantially as follows:
Th e contract must be in writing and in 11-point type, 1. 
except that some of the disclosures must be in 12-point 
type;
Th e contract must state the name and address of the seller 2. 
and the provider or that the provider will be selected at the 
time the services and merchandise are provide;
Th e contract must state whether the contract price is guar-3. 
anteed or not guaranteed;
Th e contract must disclose any penalties and restric-4. 
tions;
Th e contract must disclose how if the merchandise, ser-5. 
vices purchased are not available at the time required, 
the seller must provide merchandise and services that 
are similar in style and equal in quality of material and 
workmanship.
Th e contract must disclose how the preneed funeral con-6. 
tract will be funded;
Th e contract must disclose the relationship among the 7. 
entity funding the preneed funeral contract, the provider 
and the seller.
Th e contract must disclose the method of changing or se-8. 
lecting the designation of a provider; and
Th e contract must disclose the impact on the purchaser if 9. 
there are (i) changes in the funding mechanisms; (ii) pen-
alties for failure to make payments; (iii) penalties resulting 
from cancellation; and (iv) information on obligations or 
entitlements if there is a diff erence between proceeds of 
the funding arrangement and the actual cost needed to 
pay for the merchandise or services at need.

 Both Acts require a Seller to distribute an explanatory book-
let that has been prepared by the Illinois State Comptroller’s 
Offi  ce and is available to Licensees. Both Acts also require a 

Ten Ways to Shorten Meetings
By Shun Newbern, CFSP

Shun Newbern

 I have had the great experience of participating in 
some of the most productive meetings in and outside 
of the funeral service arena. I have equally been a part 
of nonproductive meetings asking myself, “Why am I 
here?” Through these experiences, I have learned that 
the planner has the power within their grasp to shorten 
a meeting. You simply have to place time saving tech-
niques into action. It will require discipline and for-
titude. You can not equate an effective meeting with 
multiple flashy presentations and endless handouts. 

Be prepared.1.  Develop an agenda before the sched-
uled meeting. If there are handouts, need for over-
head projectors additional seats, plan ahead.
Start the meeting at an unusual time2. . Have you 
noticed when the meeting is set for 9:00 people 

Have a parking zone.7.  During a meeting, this is 
where the attendees note items of importance, 
ideas and comments to be covered at the con-
clusion of the meeting or taken up at a more ap-
propriate time. Be prepared for the naysayer in 
the group.
For large groups, divide and stand tall.8.  Take 
the large group and divide them into two or three 
groups to tackle different subjects and allow them 
to brain storm with suggestions. At a set time that 
group reports their findings and you get good re-
sults in half the time.
Develop time-related rules.9.  Rules keep your 
meeting moving and give it the structure that you 
need. These will help you manage time:

arrive later. Th ey often stop by the 
water cooler, get a cup of coff ee, re-
ceive a last minute phone call. Try to 
schedule the meeting at 9:12 or 9:38. 
Th ey will arrive on time: Firstly, they 
have time to take care of their needs 
between meetings. Secondly, they 
will notice the odd time and be more 
precise to be punctual.
Make the meeting purpose clear 3. 
and specific. If the meeting lacks 
purpose, participants will parish – 
physically and mentally.
Schedule only the time you need.4.  If 
an agenda is set and planned, the leader 
should know if they will need 20 min-
utes or 60 minutes. Th is will keep attendees focused.
Use a facilitator in a group setting.5.  Particularly 
for special projects, such as a committee for an as-
sociation. This person keeps the meeting flowing 
when it approaches hurdles of any kind. 
Use a timekeeper.6.  This is my spotter who is watch-
ing the clock and reminds me of the next item on 
the agenda. Time is valuable and it can be man-
aged. The timekeeper must be courageous to in-
terrupt and suggest the speaker move on.

We start on timea) 
We have topless meetings – no b) 
laptops, blackberry’s etc.
We never end latec) 
We only tackle topics we are pre-d) 
pared to handle
We stick to the agendae) 
We do not meet without a clear f ) 
purpose 

Assess and review.10.  Assess the 
length of the meetings and measure 
and review what was accomplished 
during that time frame. After the 
meeting review and ask: Could we 
have used less time and accom-
plished the same? Should we have 

used handouts to deliver the highlights? Would it 
have been wise to ask for volunteers rather than 
appoint the committees?

 In the role of a supervisor of a funeral home and 
chair of several committees of various non-profit or-
ganizations, these concepts have helped me to be a 
better planner and create better results. You may have 
to ask, “Do we need to meet or can we have a con-
ference call to handle these issues?” The goal is to be 
effective when meeting. 
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Contact Us

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

E-mail:  sales@continentalcomputers.com
FAX:  (870) 931-1273 

www.continentalcomputers.com

 The Crematory Manager

2009 Continental Computer Corp. All trademarks, trade names, service marks, and logos referenced herein belong to their respective companies.

The Director’s Assistant
The Cemetery Manager
The Leads Manager

Hardware
Accounting Software

Keepsake Publisher

Products:

 Memorial Designer

By: Continental Computer

The Director's Assistant
The Crematory Manager
The Leads Manager

The Cemetery Manager

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

The Aftercare Manager

 The Aftercare Manager
**

**

 **Pet Versions Available
 *Spanish Versions Available

*

*
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Nature’s  Passage
Sea Burial Service
Spreading Ashes – Sea or Air

Full-Body Sea Burials – Casketed or Shrouded
Sailor’s Choice Sea Burial Shrouds

Mass Deposition of 
Unclaimed Cremains

Licensed Captains & Vessels
in all USA sea ports

800-407-8917
naturespassage.com

Division of Hedstrom Yachting Operations, Inc. Amityville, New York

Captain Lars Hedstrom

The Natural Choice®

www.earthurn.com 888-480-6400

Leaders in Environmentally-Friendly and Green Funeral Products

PASSAGES® COLLECTION
OF

ECO-FRIENDLY SCATTERING TUBES

For families that don't want an urn...

SCATTER TUBES™
  

By Steven Palmer

  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.

ObservationsObservations

Preserving the 
Art of Preservation

 “(James) Brown’s casket was placed in the middle 
of the Apollo stage, beside a fl oral arrangement that 
spelled out “Godfather.” He was fl anked by in-con-
cert photos, and dressed, as though his band were 
about to tear into “Mother Popcorn, Pt. 1,” in a spar-
kly bright-blue suit, with epaulets and silver trim and 
matching silver shoes. Instead of reverential organ 
chords or silence, the Apollo played Brown’s uncon-
tainably funky music.
 “Th e announced schedule called for Brown’s body 
to remain until 8 p.m., but seven hours hardly 
seemed enough time for everyone there to say a per-
sonal goodbye. It wasn’t just that a line went around 
the block. Two lines -- one out the door to the right, 
the other out the door and left -- went around the 
block. At 4 p.m. one of them curled three blocks 
north to 128th Street.”

—Washington Post’s reporting of the 
James Brown Funeral 12/29/2006

 Preservation was important to the Egyptians who 
thought that Ra, the sun god, would only accept intact 
bodies; it was important to the families of Civil War 
fatalities so they could bury their dead in their home-
town; as it is important to current society who needs 
to schedule fi nal tributes at a time that family mem-
bers may gather from many diverse locations and with 
demanding schedules.
 Embalming is under siege from funeral consumer 
groups who can’t see the need for preservative chemi-
cally injected decedents to the “greenies” who won’t 

 Th ese organizations were formed for the noble purpose 
of promoting a core purpose of fi nal providers’ existence. 
We all are experiencing the growth of cremation, much 
without visitation and/or the presence of the deceased. We 
are also experiencing no embalming casketed services. Th e 
topic of the lost art of quality preservation and presenta-
tion must be addressed. Th ose now arranging services or 
fi nal tributes have obviously not seen comforting or mem-
orable presentations of their deceased family members.
 If we investigate, join and generally support these orga-
nizations, we are displaying to those arranging fi nal dis-
position that our profession, our vocation, our license has 
value in assisting the family and all those who mourn in 
a full farewell those we bury or cremate.
 Viewing has value. Whether it be a simple family only 
fi nal goodbye or a large public opportunity to say farewell 
to one of its members, only our quality post mortem pre-
sentation will prove its worth.
 We in fi nal care come from a long line of hard working 
proud innovators of our profession. Supporting and con-
tinuing these ideals will be our assurance of our existence 
in the future.

 “A three-hour public viewing of (Coretta Scott) King’s 
open casket was set to precede the funeral at the church. 
Th ere were long lines despite wet, cold weather, the 
viewing’s early morning hours, and two previous pub-
lic viewings in three days. Th ose viewings had attract-
ed more than 157,000 mourners, including one at the 
Georgia Capitol, where King became the fi rst woman 
and the fi rst black person to lie in honor there. “

—Errin Haines, Associated Press

accept preservative chemicals contained in decedents 
being placed in the ground to those who prefer crema-
tion and do not wish to view, in a formal manner, their 
deceased family members prior to their incineration.
 Many parts of the country are experiencing the down-
turn of embalming among those they serve. It is a valu-
able skill. When done effi  ciently it is a priceless gift to 
those who view its results. When done poorly it is a 
testament to not viewing the deceased or having them 
present at their fi nal services (unless in an urn). 
 Th ere are many groups still dedicated to the promul-
gation of the preservative art. Th e American Society of 
Embalmers, founded by respected embalmers Robert 
Mayer and Melissa Johnson (www.amsocembalmers.
org) is an active and interactive organization to this 
goal. Th eir goals include continuing education, pro-
moting better educational levels of practice in mortu-
ary schools, improving ethical standards, overall im-
provement in preparation work, and a general better 
understanding of the preservative process. Th ey do this 
through their website and its membership and their con-
ferences. Th eir October 2007 conference discussed such 
topics as Contemporary Issues in Embalming, Infec-
tion Control and Funeral Service, Pre-embalming Case 
Analysis, Edema, Restorative Art, Anatomical Guides 
and Injection-drainage Techniques and the making of 
a great presentation rather than good presentation. 
 Th e esteemed British Institute of Embalmers (www.
oakserver.co.uk/bie) has a long history of respect for 
the preservationist. Founded in 1927, a group of fi f-
teen funeral directors realized the need for an organiza-
tion for the embalmer. Th eir goals are “to support the 
status, character and interests of persons professing or 
practicing the art or science of embalming the dead.” 
Th ey also promote “effi  cient tuition of persons seeking 
to study and practice said art or science,” and generally 
encourage the discussion, education and value of the art 
of preservation. Th ey have conferred Fellowships, which 
are awarded to those who have distinguished themselves 
to the principles of and service to the Institute.
 Other groups include the Ohio Embalmers Association
(www.ohemb.com), Michigan Embalmers Society and 
I’m sure several others. 

families in the community. It is a business where compas-
sion and caring for the grieving go hand-in-hand.
 Th e business was originally located at 16 South Main 
Street and in 1928 moved to its present location at 126 
West Park Avenue. When it was fi rst established it was 
known as Holeton Funeral Home.

James Alex Yuhasz joined the business as a licensed fu-
neral director in 1949 and in 1972 the name of the busi-
ness was changed to Holeton-Yuhasz. Th e funeral home 
has continued as a family-owned business ever since, with 
James Alan Yuhasz joining the funeral home staff  in 1969 
after graduating from Youngstown State University and 
the Pittsburgh Institute of Mortuary Science.
 Th e Yuhasz family has given back to the city in countless ways. 
Th e elder Yuhasz’s community involvement includes Niles 
Kiwanis, Niles Historical Society, St. Stephen’s Church, Boy 
Scouts, American Red Cross, Niles Community Service and 
the Youngstown/Warren Regional Chamber. His son, James 
Alan Yuhasz, has replicated his father’s service to the commu-
nity with his active participation in Niles Rotary – Paul Harris 
Fellow, Niles Historical Society, Niles Churches For Housing, 
Edison Place Senior Housing – Building Chair, Niles Commu-
nity Services, Regional Chamber’s Niles Area Business Council 
and the William McKinley Library Beautifi cation Group.

Holeton-Yuhasz receives Community Pride Award

Shown with the award are James Alex Yuhasz, James Alan Yuhasz 
and Michael Clayman, son of William Clayman, former president 
of Niles Iron and Metal.

NILES,OH— Holeton-Yuhasz Funeral Home was recent-
ly presented with the William Clayman Community Pride 
Award by the Regional Chamber’s Niles Area Business 
Council. Th e prestigious award was given at a recent “Good 
Morning, Niles” program in honor of the late industrialist 
and president of Niles Iron and Metal, William Clayman, 
who was a community leader and philanthropist. Holeton-
Yuhasz Funeral Home, the fi rst recipient of the new award, 
was honored for its business ethics, professionalism, char-
acter, integrity, and service beyond what is customary. Th e 
business also exemplifi ed other award guidelines including 
community outreach, visibility in the community, invest-
ment in the Niles community, expansion and longevity.
 Holeton-Yuhasz Funeral Home, which has been commit-
ted to the Niles community since 1889, provides funeral 
services, merchandise and expert funeral-related advice to 
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Flush Embalming 
Station Model 

1036-13

Stainless Steel Instruments
Dressing Forceps
6.0” long .................................... $3.95 ea
8.0” long .................................... $7.95 ea
10.0” long ................................ $10.95 ea

Scissors
Ends: Sharp-Sharp, Sharp-Blunt, Blunt-Blunt
5.5” long .................................... $3.95 ea
6.5” long .................................... $4.95 ea

Artery Forceps
Straight or Curved
6.25” long .................................. $8.95 ea
7.25” long .................................. $9.95 ea
8.0” long .................................. $11.95 ea

Order $100 worth of instruments
and receive free ground freight.

Continental US ONLY

Plastic Undergarments
Clear, S - XL for most items
Unionalls .......................  $ 12.00 ea
Shirt/Jacket ....................$ 10.00 ea
Pants ................................$ 3.00 ea
Capri Pants .......................$ 6.00 ea
Coveralls ...........................$ 3.00 ea

Stockings ..........................$ 3.00 ea
Sleeves .............................$ 2.00 ea
Infant Unionalls ...............$ 10.00 ea

Free ground shipping on plastic 
undergarments orders over $300

Continental US ONLY 

Units ship fully assembled, simply plug it into an outlet and they are operational. All quality 
stucco galvanized steel construction with a flush mounted door. Units include thermometer, door 
closer, switch and vapor proof light fixture. The three body interior is provided with rolling racks 
and high density plastic storage boards to match body capacity. The two body unit has one shelf 
and space for your cot.  Other styles and capacities available, please Inquire. 

Manufacturer and Distributor of Premium Mortuary Equipment
Family Owned and Servicing the Industry for over Twenty Years 

Post-Mortem Thread
Cotton, White / Brown, 1 lb. 
Only $ 23.00 each
Polyester, White, 4 oz.
Only $ 11.00 each

Headrest
Molded plastic, sturdy, reusable
Only $ 33.00 each

Stainless Steel
Embalming Station
Model 1036-9M

20 Gauge
1.5” long ...........$1.65 ea
2.5” long ...........$1.95 ea

19 Gauge
3.0” long ...........$2.25 ea

Everyday Mortuary Supplies

Stainless Steel Hypodermic Needles
Luer Hubs with long lasting points

15 Gauge
3.5” long ...........$4.25 ea
4.0” long ...........$4.95 ea
5.0” long ...........$5.75 ea
6.0” long ...........$6.75 ea

13 Gauge
4.5” long ...........$5.50 ea
8.0” long ...........$7.95 ea
10.0” long .........$8.95 ea

12 Gauge
3.0” long ...........$3.75 ea
4.0” long ...........$4.95 ea
5.0” long ...........$5.75 ea
6.0” long ...........$6.75 ea

Disposable Headrest
Styrofoam, sturdy, disposable

head and arm rest

Only $ 25.00 per case 
24 per case

Pall Bearer Gloves
Quality, Cuffed, White

Only $ 11.99 
per dozen

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

(One size fits all)
Latex PF Textured ................$ 65.00 case
.................................................... 7.49 box 
Nitrile Powder-Free ...............$ 69.00 case
(Shown left) ................................. 7.99 box

Plastic Body 
Boards

Set of 3

Only $ 129.00
per set 

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

Three Body Refrigerator
Model 1036-R114

Two Body Roll-in Refrigerator
Model 1036-R115

Series 7011SL
Side Loading Portable 
Mortuary Rack  
w/Model T3626 Tray

MORTECH MANUFACTURING COMPANY
411 NORTH AEROJET AVENUE, AZUSA, CA 91702

FAX (626) 334-1704

Call us at (800) 410-0100 or Email us at info@mortechmfg.com

Battery Operated 
Cadaver Lift 
Model M678 
w/M601SL

Complete
Water Control Unit

Model 1036-1
(Available in left  

or right versions)

Wall Mounted 
Shower & Eyewash

Model LW399

Cadaver Storage Racks
...2, 3, 4, & 5 Tier Capacities
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Bay Memorials

Available in 10”, 20” and 30”
sizes  allowing you to tastefully 
care for even the smallest baby 
with all the compassion
 every parent desires and
    for as low as $35.00

PROPORTIONALLY SIZED CASKETS
FOR MISCARRIED, STILLBORN
& NEWBORN BABIES

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

BURIAL CRADLESSM

Zerbel’s
www.baymemorialsbabycaskets.com

MarkThomas
NEW from

Handcrafted in the U.S.A. 
exclusively for you ... 
Our new Victory ceramic urns have 
a clean contemporary look. Each urn 
is made in an artist’s studio with an 
exclusive triple-fired process.  Choose 
from Finesse, Beach Pebbles or Montana 
(shown).

To order call: 800-437-2635
www.markthomasco.com

The Mark Thomas and Caring Times 
Spring 2009 Catalog is now available.  

Call today and we’ll send your free copy.
  

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

By Gary Finch

OSHA OSHA 
 Compliance Compliance

Expectations for OSHA under 
President Obama 

 When administrations change, the focus is on upper-
echelon departments, such as Defense and State. Yet 
there are approximately 1500 positions that require 
direct presidential appointments. Included in them is 
OSHA. 
 Observers expect big changes in the way a new ad-
ministration will carry out safety and health laws and 
enforce regulations. We already know some of the 
changes.

Obama stated earlier that OSHA must be “reinvig-• 
orated so it can spearhead reductions in workplace 
fatalities, injuries and illnesses.”
The Democrats in Congress have wanted to • 
strengthen OSHA for a good while. Th ere is noth-
ing to keep them from it now.
With increased congressional majorities, appoint-• 
ments should be approved at a fast pace.
Insiders expect Obama to tap organized labor lead-• 
ers to fi ll slots at OSHA, NIOSH, and MSHA. 
Th ese appointments may take several months.• 
Obama wants to strengthen fi nes and penalties on • 
employers. He has said that OSHA suff ers from a 
dangerous lack of leadership and focus.
Labor representatives want to put corporate crimi-• 
nal liability on the agenda. A bill by Senator Kenne-
dy would impose increased civil penalties and allow 
federal prosecutors to bring felony charges against 
employers who commit willful violations. 

Employee rights, which now include a right to • 
know, a right to complain and not be terminat-
ed for it, rights to hearings, and more recently, 
whistle blower protection will be expanded. 
On ergonomics, there are a number of proposals • 
and the thinking is: “we have to fix this mess”.
Cooperatives programs will be reduced and en-• 
forcement programs increased. 

 Voters said they wanted change. I’m not sure if 
they wanted these particular changes or not, but 
they are the changes that are likely to happen with 
OSHA in the next year or so. 
 One of the main concerns to the funeral industry 
concerns random inspections. President Bush elimi-
nated what OSHA terms “planned inspections” for 
most of the service sector, including funeral homes. 
The unions were opposed to this and most observers 
expect them to return under President Obama. 
 The next few years will be interesting. Funeral 
homes that are not compliant should act with ur-
gency to shape up. Your written programs should 
be current and your staff should be following the 
policies that are in the written plans. Training for 
new employees should be thorough. Annual train-
ing should be conducted every twelve months.

Carlisle Funeral Home 
takes delivery of Chrysler 
Town and Country

FEATURE ARTICLES MONTHLY COLUMNS
CALENDAR OF EVENTS CLASSIFIED ADS

can be found online at 
www.nomispublications.com

FUNERAL HOME & CEMETERY NEWS
Th e New

Family Owned and Operated since 

Previously published as the YB News.

Continued fr om Page A2
Williams Funeral Directors has been 
reinventing Funeral Service since 1885
 Th e town of Garland was formed in 1891 and M. D. 
Williams was elected as Garland’s fi rst mayor, a post that 
he would hold on several occasions during his lifetime. 
M. D. Williams educated himself in the procedure of 
embalming, and over the course of time was called upon 
more frequently as a funeral provider than a retailer. He 
purchased a horse drawn hearse for use on funerals, and 
began funeral service as his primary career. 

 M. D.’s son, D. Cecil Williams, purchased the business 
from his father in 1931, and constructed a new facility. 
Th is building was dedicated solely to funeral service, one 
of the fi rst (if not the fi rst) of its kind in Texas. 
 Cecil’s son, Marion D. Williams, III, purchased the 
business from his father in 1970, and adopted the busi-
ness name Williams Funeral Directors. Marion D.’s 
sister, Dorothy Ruth, worked in the business and be-
came one of the first licensed female embalmers in the 
State of Texas. Marion D.’s sons, M. D. Williams, IV, 
D. Cecil Williams, II, and J. Kyle Williams joined 
the company over the years. CONTINUED ON PAGE A26

MICHIGAN CITY,IN— Butler Coach Company would like 
to thank Carlisle Funeral Home of Michigan City, IN 
for the purchase of this 2008 Chrysler Town and Country. 
Picture from left to right are Jeff  Jamieson, Sara Carlisle
and William Carlisle, all of the Carlisle Funeral Home.



Page A15 FEBRUARY 2009 FUNERAL HOME & CEMETERY NEWS S ec ti on  A

BEFORE 
 ICCFA

MANDALAY BAY 
LAS VEGAS
MONDAY 

APRIL 20, 2009 

In conjunction with ICCFA

P R O U D LY  P R E S E N T S  A  S I G N AT U R E  P R O G R A M

SEMINAR
MKJ Marketing, the leader in death-care marketing, and the 
Green Burial Council have partnered to help you become the 

“green” leader. Previous seminars have introduced the “green” 
opportunity. The objective of this program is to explain how 
to take advantage of the concept as a marketing tool and to 
improve your average sale. This seminar applies to cemeteries 

and funeral businesses. Enroll today.

Learn from the best...

Joe Sehee 
Founder, Executive Director, 
Green Burial Council

Glenn H. Gould, III 
M.A. 
CEO of MKJ Marketing

Marilyn Jones Gould 
M.A. 
President of MKJ Marketing

Sponsors...

Chris Barrott 
Aurora Casket Company, Inc.

Paul Bauman 
Champion Fluids

The Whitmore Group  
is a sponsor of MKJ Seminars

What does it take to 
be really green?

How to benefit from 
the green movement?

How fast is it 
growing? 

What’s the interest in 
green funeral service?

What are the exact 
steps for taking green 

to the next level in 
death-care? 

How can you tell 
which products are 

truly green?  

 What is the potential 
for revenue? 

What death-care 
vendors have green 

products?

How should the press 
be handled?

How to maximize PR 
opportunities?

IMPORTANT SEMINAR
BEFORE ICCFA
MANDALAY BAY, LAS VEGAS

 

FOR MORE INFORMATION & REGISTRATION ONLINE
888-655-1566  mkjmarketing.com/green

GREEN
 opportunıty
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YOU WOULDN’T USE OUR
LEAK-RESISTANT CREMATION TRAY

AS A TOBOGGAN, BUT YOU COULD.

We test ours in the lab so you
don’t have to test it in the real world.

1-800-992-1925 | CustomAirTrays.com

© Custom Air Trays

**Non-professional stuntman. Please try this on ski slopes.

 

Jerrit 
Clayton 
celebrates 
40 Years 
with 
Flanner and 
Buchanan 
Funeral 
Centers 

Jerrit L. Clayton

INDIANAPOLIS,IN— Jer-
rit L. Clayton, Senior Vice 
President of Flanner and 
Buchanan Funeral Cen-
ters, celebrates his 40th an-
niversary with Flanner and 
Buchanan this month. 
 Clayton came to Flanner 
and Buchanan from Terre 
Haute, Indiana, in 1969, 
to join the fi rm at the Zi-
onsville Chapel of Flanner 
and Buchanan. He became 
the Executive Vice Presi-
dent of Flanner and Buch-
anan in 1984, and was pro-
moted to Sr. Vice President 
this past year. 
 Clayton was honored at a 
company staff  meeting on 
Friday, December 5, where 
he was quoted as saying, 
“My only regret is that I 
probably do not have an-
other 40 years to give!” 
 For more information, 
visit http://www.flanner-
buchanan.com or call 317-
387-7000.
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Mark G. Schmidt        269-908-1258        www.catafalques.com    

Nationwide Shipping

Made in Michigan

TV-DVD PEDESTAL
Your requests and labor issues answered!

• 48” plus audience  view height
• 6 casters – roll anywhere
• Display 25” thru 42” monitors
• Easy DVD-VCR access
• Classic fluted column

Directors tell us they love its elegance, usefulness, 
perceived service value, and image imparted.

NEW

 

Print 
Everyone.

A second
opportunity will

never present itself.

With the New Year, your families will 
be able to make a Grand Thumbies 
Charm even more reflective of the 
person they honor.

A “personal expression” of faith or 
culture can be cast as part of a full 
fingerprint.  The symbol is then given 
a high polish finish.

Suggest Thumbies.
See us on-line at www.meadowhillco.com or call 

This New 2009 Collection gives 
you yet another reason to

MHC_FH&CNFeb09ad.eps   1/13/09   9:58:40 AM

(L to R) Standing: Marcella Boyd Cox, Owen Grant, Lisa Taylor, and Marina Grant. Seated: William 
F. Boyd, Jr. William F. Boyd, Sr., Mary W. Boyd, and Victoria Boyd.

Kwanza Blessings and Special Recognition for E.F. 
Boyd Funeral Home readies them for the New Year 
CLEVELAND,OH— Deu-
teronomy 8:3 Cafe Books 
& Music is pleased to an-
nounce the selection of the 
Elmer F. Boyd family as the 
2008 recipient of the Ngu-
zo Saba Award. Th e Award 
was presented during the 
Second Annual Nguzo Saba 
Awards Ceremony on Sun-
day, December 28, 2008. 
 Th e honor comes to recog-
nize the family for their 103 
years, and four generations 
of service to the Greater 
Cleveland community, ex-
pressing all seven principles 
of Kwanzaa: Umoja (unity), 

Kujichagulia (self-determi-
nation), Ujima (collective 
work and responsibility), 
Ujaama (cooperative eco-
nomics), Nia (purpose), 
Kuumba (creativity) and 
Imani (faith). 
 At the turn of the 20th 
century, Elmer Franklin 
Boyd entered one of the 
few professions open to 
African-Americans, mor-
tuary science. Boyd, a na-
tive of Cleveland, origi-
nally owned a barber shop 
but realized the need for a 
funeral home that catered 

to African-Americans. Fol-
lowing graduation from 
Clark’s College of Embalm-
ing in Cincinnati, Ohio 
(now the Cincinnati Col-
lege of Mortuary Science), 
and subsequently passing 
the state examination, Mr. 
Boyd opened an offi  ce on 
Central Avenue in the fall 
of 1905. Located in what 
was then the heart of the 
African American residen-
tial and business commu-
nity, it was known as the E. 
F. Boyd Funeral Parlor. 
 In 1906 he took on a part-
ner, Lewis J. Dean, and 
officially opened the es-
tablishment described as 
“a combination funeral 
parlor and haberdashery.” 
Self-determined and cre-
ative, before owning an au-
tomobile Boyd would use a 
city owned streetcar named 
“Th e Black Mariah” to carry 
bodies and families to burial 
sites. Boyd would also go to 
the homes of the deceased 
to embalm or preserve the 
bodies, and he would sew 
the lining into the casket 
himself before manufactur-
ers lined caskets. 
 In 1911, Dean left the 
business and Boyd with his 
wife, Cora continued, mov-
ing the business to 2544 
Central Avenue. By 1919, 
he moved his operation to 
2276 E. 43rd Street. 
 During the early 1930s, 
Elmer and Cora were joined 
in the business by their son, 
William. With the busi-
ness beginning to prosper, 
the Boyds purchased the 
present headquarters loca-
tion, 2165 E. 89th Street, 
in 1938. Along with that 
purchase, Boyd changed 
the name of his establish-
ment to E. F. Boyd & Son 
Funeral Home. 
 Elmer Boyd died in 1944. 
His wife and son, along 
with his daughter-in-law, 
Mary, continued the busi-
ness after his death, improv-
ing and enhancing the over-
all business and its presence 
in the community. 
 With the migration of 
the black population be-
yond the Central commu-

nity into the eastern sub-
urbs, expansion occurred 
fi rst to East Cleveland with 
the acquisition of a second 
location on Euclid Avenue 
in 1972. Twenty-four years 
later, armed with a third 
and fourth generation of 
the family, in 1996 Wil-
liam further expanded the 
business with the acquisi-
tion of a third facility on 
Emery Road in Warrensville 
Heights. 
 Starting in the 1960s, Wil-
liam and Mary were joined 
in the business by their 
children, William F. (Pep-
per) Boyd, Jr., Marcella 
Boyd Cox, and Marina 
Boyd Grant, along with 
their son-in-law, Owen 
E. Grant, and two grand-
daughters, Victoria Boyd
and Lisa Taylor. Members 
of the family are individu-
ally and collectively well-
known and respected by 
their colleagues in Greater 
Cleveland and throughout 
the nation, and are mem-
bers of the National Funer-
al Directors Association, and 
the National Funeral Direc-
tors and Morticians Associa-
tion. 
 While many black-owned 
businesses have come and 
gone, because of the fami-
ly’s steadfastness, E. F. Boyd 
& Son has held ground and 
flourished over the past 
century, and the tradition 
of “Quality, Compassion-
ate, Care” begun by Elmer 
Franklin Boyd in 1905, is 
still visible in the service 
rendered by his second, 
third and fourth generation 
off -spring. 
 Today, E. F. Boyd & Son, 
Inc. is one of the oldest 
African-American funeral 
homes in the country, hav-
ing continually served lit-
erally tens of thousands of 
families over the past 103 
years. This once-upon-a-
time humble business de-
pending on public trans-
portation to serve its clients, 
now boasts a fleet of the 
fi nest Cadillac limousines 
and hearses, three locations 
providing full and part-time 

CONTINUED ON PAGE A27

KNOW OF A NEW 
FUNERAL HOME?

Let us know!

www.nomispublications.com

FUNERAL HOME & 
CEMETERY NEWS

PO BOX 5159
YOUNGSTOWN, OH 44514
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The flowers used to express sympathy for

the loss of a loved one are not ordinary

flowers. The memorabilia the loved one

has left behind deserves a special display.

Established in 1994, Keepsake Floral specializes in the creation of memory displays, leading the nation in special

occasion floral preservation and memorabilia display. Call today for free information to provide to your families.
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. . . and Keepsake Floral will do just that
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FEBRUARY SPECIALS 800-959-9160

We offer a full line of: Protective Gloves • Protective Apparel • Other Apparel • Facial Protection • Prep Room Supplies
Funeral Service • Soaps & Disinfectants • Instruments • First Call • Coroner & Donor Service • Ferno® Mortuary Products

Church & Chapel • Funeral Stationery • Mortuary Equipment • Crematory Products • NEW~Hair & Beauty ... and a whole lot more!

Prices Good Through March 20, 2009 • For Promotional Pricing - Reference YB209Call for a catalog or visit us online at

www.southlandmed.com
Ph. 800.959.9160  or  714.456.9160 
Fx. 714.456.9094 • info@southlandmed.com

• fitted stretcher sheets
• blue, 30” x 84”
• sold 50/case

SNUGFIT® SHEETS

Nonwoven/Poly $95.00 cs
Nonwoven $78.00 cs

NYLON GARMENT BAGS
• manufactured in 200 denier nylon with a

3/4 oz. coating for maximum protection
• full double needle sewn construction
• convenient top opening for hanger
• clear ID window makes finding bags

easier when hanging on rack
• imprinting available, call for details
• available with or without shoe pouch
• 10 colors to choose from:

Navy Blue, Orange, Maroon, Royal Blue, Black, Gold,
Forest Green, Purple, Red, Kelly Green

44” long garment bag
without shoe pouch $15.50 ea
with shoe pouch $17.50 ea

• 48” long, polyethylene nylon 
• leaf collar with snap front
• 2 pockets and a badge patch 
• available in S - 4XL

RAIN COATS

S - 2XL $55.00 ea
3XL - 4XL $65.00 ea

FERNO® MODEL 101-H HYDRAULIC OPERATING TABLE
• hydraulic foot petal adjusts tilt and height
• quick adjustments and individual settings, lower or raise from 28-1/2” to 

40-1/2” above floor for easy preparation from a standing position
• convex table top shape drains fluids away from body, no coagulating fluids
• extra deep trough runs the perimeter of table eliminating splashguard need
• four, 8” swivel wheels lock instantly with a single foot pedal
• type 304 stainless steel with a #3 finish ensures easy maintenance$3833.00 ea

80” L x 30” W x 34” H
max load - 600 lbs.

FERNO® MODEL 102 FOLDING OPERATING TABLE
• ideal for embalming, dressing and transfer
• one hand release easily adjusts end of table from 32-1/2” to 38-1/2” with

independently adjustable ends
• constructed of a stainless steel top with convex surface, tubular aluminum

frame and six-inch, ball bearing swivel wheels that lock during use to keep
table stationary

• drain, located in center of foot-end, quickly eliminates fluids from the table
• when not in use, folds easily and can stand on end for easy storage

$1917.00 ea

80” L x 30” W x 38-1/2” H
max load - 600 lbs.

FERNO® MODEL 103 COMBINATION OPERATING TABLE
• multi-purpose table is ideal for embalming, transfer and dressing
• ends adjust independently from 32” to 38” for individual working height

and drainage
• durable, rigid stainless steel top, convex surface and deep troughs for

no-splash drainage
• six-inch wheels lock to keep table stationary while in use

$1772.00 ea

80” L x 30” W x 38” H
max load - 600 lbs.

PROVENT 7000 DISPOSABLE GOWNS
• durable liquid barrier 
• extended length
• Velcro neck closure, wrap around front ties, and knit cuffs

S-XL 30/cs $133.00 cs
2XL 30/cs $147.00 cs
3XL 30/cs $156.00 cs
4XL 30/cs $162.00 cs

Thomas L. Ryan, CEO of 
SCI, elected to Board 
of Directors, American 
Diabetes Association

SEND US YOUR NEWS!

PO Box 5159, Youngstown, OH 44514 • Fax (800)321-9040
press_releases@nomispublications.com

We welcome news of the industry. 
Send us information on your fi rm today!

FUNERAL HOME & 
CEMETERY NEWS

ALEXANDRIA,VA— Th e American Diabetes Association, 
the nation’s largest and leading voluntary health organiza-
tion in the fi ght against diabetes, announced that Th om-
as L. Ryan, CPA, of Houston, TX, was elected to its na-
tional Board of Directors for a three-year term beginning 
January 1, 2009.  
 Ryan is Chief Executive Offi  cer, Service Corporation In-
ternational (SCI). He joined SCI in 1996 and served in a 
variety of fi nancial management and senior leadership roles 
until he became Chief Executive Offi  cer in 2005. SCI is a 
National Strategic Partner of the American Diabetes Asso-
ciation. Prior to SCI, Ryan was a certifi ed public accountant 
with Coopers & Lybrand, LLP. He is a member of the Young 
Presidents’ Organization and serves on the Board of Trust-
ees and on the Finance and Audit Committee of the Texas 
Gulf Coast United Way. Ryan also serves on the University 
of Texas McCombs Business School Advisory Council and 
the JPMorgan Chase Houston Regional Advisory Board. 
He holds a Bachelor’s Degree in Business Administration 
from the University of Texas at Austin. 
 Diabetes is a serious disease that aff ects the body’s abil-
ity to produce or respond properly to insulin, a hormone 
that allows blood sugar to enter the cells of the body and 
be used for energy.  Nearly 24 million children and adults 
have diabetes in the U.S.  While an estimated 17.9 million 
have been diagnosed, unfortunately, 5.7 million people are 
not aware that they have the disease.  
 Th e American Diabetes Association is leading the fi ght 
against the deadly consequences of diabetes and fi ght-
ing for those aff ected by diabetes. Th e Association funds 
research to prevent, cure and manage diabetes; delivers 
services to hundreds of communities; provides objective 
and credible information; and gives voice to those denied 
their rights because of diabetes. Founded in 1940, our 
mission is to prevent and cure diabetes and to improve 
the lives of all people aff ected by diabetes. For more in-
formation please call the American Diabetes Association 
at 1-800-DIABETES (1-800-342-2383) or visit www.di-
abetes.org. Information from both these sources is avail-
able in English and Spanish.
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2009 FUNERAL HOME & CEMETERY DIRECTORY 
 (Quantity Discounts on orders of 10 or more - Call for pricing)

 QTY TOTAL

_______ 2009 STANDARD SIZE (8.5" x 11") $125.00 ea. . . . . . . . . . . . . . . . . . . . $ ___________

_______ 2009 POCKET SIZE (5" x 7") $85.00 ea.  . . . . . . . . . . . . . . . . . . . . . . . . $ ___________

2009 BUYER’S GUIDE

_______ $40.00 - without The Funeral Home & Cemetery Directory . . . . . . . . . . . $ ___________

_______ $30.00 - with The Funeral Home & Cemetery Directory  . . . . . . . . . . . . . $ ___________

TEDDY BEARS 

_______ I Love My Funeral Director Bear $11.95 ea  . . . . . . . . . . . . . . . . . . . . . . . $  ___________

SUB TOTAL  $  ___________

 Up to $40.00 add $5.00
 $41.00 – $85.00 add $8.00
 $86.00 – $150.00 add $9.00
  $151.00 – $215.00 add $10.00
  $216.00 –  $300.00 add $11.00
 Over $300.00 add $15.00

 Shipping / Handling $ ____________

 (Ohio only - Sales Tax) $ ____________

FUNERAL HOME & CEMETERY NEWS
_______1 Year (12 issues) $20.00 . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$ ____________

_______First Class 1 Year (12 issues) $40.00 . . . . . . . . . . . . . . . . . . . . . . . . . . . .$ ____________

_______Canada/Mexico 1 Year (12 issues) $50.00 . . . . . . . . . . . . . . . . . . . . . . . .$ ____________

GRAND TOTAL $ ____________
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Previously published as The National Yellow Book of Funeral Directors,
Cemetery Directory and Catalog of Funeral Home and Cemetery Supplies

2009 EDITIONS — ORDER TODAY!

Over 2000 Death Care Industry Supply Companies 
are listed by the product or service offered to 
Funeral Homes and/or Cemeteries

 Also includes: Pet Funeral Homes, 
Cemeteries, Crematories and Supply Companies

U.S. Daily Papers including websites & email addresses

Funeral Service Education Programs

Industry Associations - national, state, local
 including websites & email addresses$4000

ONLY
$3000

ONLY

Without The Funeral Home
& Cemetery Directory

With The Funeral Home
& Cemetery Directory

U.S. Funeral Homes

 U.S. Cemeteries

Populations; State Boards; Air Shipping Points

Where to Get Certifi ed Certifi cates

Canadian Funeral Homes and Daily Papers

International Funeral Homes
Consulates and Shipping Regulations

Trade Service Companies

Veterans Affairs Facilities

U.S. Daily Papers including websites & email addresses

$12500
ONLY

$8500
ONLYPOCKET SIZE

  (5” x 7”)  

STANDARD SIZE
  (8½” x 11”)  

New

New
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ChurChurch &ch & Chapel Metal Chapel Metal ArArts, Inc. ts, Inc. 

· Accommodates any church truck for a memorial or full church service. 
· Easy adjustable arms are provided to handle small 

cremation urns and baby caskets from stillborn up to 24".
· With side rails for easy lifting.
· Tray has brass trim and an upholstered top with your choice of fabric.
· Easily fits in any hearse and is available in solid cherry wood, 

Oak wood and Plastic Laminate, please specify when ordering.

Memorial Display TMemorial Display Trayray
Overall dimensions

43" x 28" x 9 1/2" H.

Prod.# Finish
CC 642-C Cherry Finish
CC 643-O Oak Finish  
CC 644-P Plastic Laminate Top measurements: 32” H x 42” W x 22” D

Base measurements:         24” W x 16” D

The altar is made of easy-care laminated Formica
with your choice of wood grain finish.

altar may also be used as an infant casket bier.
Memorial Altar is available in an assortment of wood grain finishes.  

Please specify when ordering.
Walnut Grain Formica

Premium Formica Finish (Oak, Maple or White Formica)
Genuine Wood Veneer Finish (Oak, Walnut, or Cherry Wood)

Prod.#
CB 4590

PRESENTPRESENT YOUR URNS YOUR URNS APPROPRIAAPPROPRIATELTELYY WITH OUR WITH OUR 
MEMORIALMEMORIAL DISPLADISPLAYY TRATRAYS YS AND MEMORIALAND MEMORIAL ALALTTARS.ARS.

Memorial Memorial Altar Altar 

Also available Also available 
without wreath!without wreath!

SStartarting ting 
atat

$795.00$795.00

SStartarting ting 
atat

$595.00$595.00

Church Truck 
Sold Separately

Call toll-free for video 1-888-800-0092 and ask for Reuben
www.prinzingmc.com

Coach Floor with Room to Spare
Our coach fl oors, at 45 inches wide and 8 feet 6 inches  long, can carry any casket

Made of rust-proof Kevlar - warranteed for life not to rust

Classic Styling - so it holds its value

Art-carved panels are optional

Dealerships Available – Leasing Available – A No Interest Payment Plan is Now Available

Prinzing Motor Coach, LLC

“My tastes are simple, 
    I like to have the best”

Prinzing Motor Coach, LLC 888-800-0092 Rosewood Classics 877-330-ROSE (7673)

DEMONSTRATOR 
INCENTIVE PROGRAM

Call for Details

Search Engine Optimization: 
How to Stand Out and Avoid Scams 

By Brian Young, Marketing Director, FuneralNet

 Achieving top search engine rankings was 
a hot topic in 2008. A number of death-care 
providers were even approached by Search 
Engine Optimization (SEO) “specialists” 
off ering varying degrees of help. Most of 
these were legitimate, but a few were bla-
tantly dishonest.
 This article will answer the following 
questions: 

What do you need to rise to the top of 1. 
search engine rankings? 
How do you know if you need to hire a 2. 
SEO consultant? 
What kind of scams should you should 3. 
watch out for? 

 As you likely know, when a person uses a 
search engine to seek out information on-
line, the search engine uses a complicated al-
gorithm to shuffl  e through millions of Web 
sites and provide a list of sites with a page(s) 
that matches your search query. Every page 
the search engine considers is assigned a rank 
by the algorithm. Th ose pages with the high-
est rank come up at the top of the search re-
sults page.
 Th e factors aff ecting the rank of your pages 
have changed signifi cantly over the years. Th e 
reasons for the changes include the manipu-
lation of the meta keyword tag by Web mas-
ters trying to achieve higher page rankings. (A 
spin-off  meta tag keywords scam is still run 
on unsuspecting funeral home owners today, 
which will be discussed later in this article.) 
To meet their objectives and avoid manipula-
tion, the major search engine companies keep 
their algorithms secret. Th e best way to score 
superior page rankings today is to just play by 
the declared rules of the search engines.
Scoring With Search Engines
 Th ough there are other factors in the 
equation, the following are currently ma-

jor pieces in the algorithms used by search 
engines to determine your page ranking:

Quality Content • 
Metadata (info about site elements)• 
Volume of Web site traffi  c• 
URL (a.k.a. page naming) architecture • 
Inbound Links• 
Search engine sitemap • 
Page Title Tags• 
Age of URL (older is better)• 
Heading Tags• 
Content Key Word Optimization• 

 Aside from the age of the URL, the only 
factors that cannot be directly controlled 
on your Web site are Volume of Web Traf-
fi c and Inbound Links. However, these two 
factors can be heavily infl uenced - a well-
used Memorial Obituary Program often 
being the easiest way to do that.
Testing Your Site
 All that considered, how do you deter-
mine if your Web site needs SEO help? If 
you need to hire a consultant, how do you 
determine a good SEO specialist from a 
bad one? 
 First, go online and complete the follow-
ing six simple searches on Google: 

[Your city] [Your State] funeral ser-1. 
vices 
[Your company name] [Your city] 2. 
[Your State] 
[Your city] funeral homes 3. 
[Your city] [Your State] funeral 4. 
homes 
[Your city] [Your State] funerals 5. 
[Your company name] (i.e. Smith’s Fu-6. 
neral Home) 

Interpreting Results
 For the fi rst fi ve searches, if you come 
up on the fi rst page of search results, es-

CONTINUED ON PAGE A20

Tell them 
you saw 
their Ad 
in the 
FUNERAL HOME & 
CEMETERY NEWS
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“ Quite Possibly
America’s Finest

Line of Professional
Cosmetics”

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

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

www.derma-pro.com

Funeral Directors  Research, Inc.
AMRA INSTRUMENT, LLC

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

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

WEB DIRECT GIFT & PRICING

TM
®

www.amrainstruments.com
www.preproomdirect.com

By Kristan Dean 

 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 na-
tionwide helping them build revenues by creating greater sales op-
portunities through the use of sales intelligence and marketing 
alignment.

 It is amazing to me how time is always moving on. One 
moment, every person close to the families you serve 
is there off ering support, trying to bring comfort, and 
honoring their time to grieve. Th e next, so many begin 
asking “when will they get over it?” Truth is, I am not 
sure we ever “get over it.” We continue, we heal, we ac-
cept, and we grow but I cannot say we “get over it.” We 
fi nd joy in our memories, peace in our Love, and are 
sometimes caught off  guard when a tear comes from 
out of the blue, but we do not “get over it.” 
 Th ere will always be a part of our heart that belongs to 
the one we love—a piece of us that needs these relation-
ships to be honored forever. With this in mind, I’d like 
to ask: how often do you take a moment to reach out 
to the families you serve to let them know that they are 
on your mind? Th at you remember? Th at your thoughts 
are with them? Th at you understand that love does not 
end in death?
 Have you thought of all the people you serve who will 
not be getting a Valentine’s Day message from the one 
they love? Are you wondering what you can do to help 
your families know that their love lives on? Have you 
thought about sending a simple message to the widows 
and widowers you serve? It is not too late. 
 Our Internet has thousands of sites that can help you 
send an ecard to the families you serve in memory of 
the one they love. A simple Google search brought me 
over ten pages of possibilities with many allowing you 

to send cards directly from your e-address book. One 
of my favorites is bluemountain.com. Although not the 
best site for a Valentine’s Day card, their sympathy cards 
can be personalized so that you can create an amazing 
memory gift. 
 One that I love is their “Th oughts of You” ecard. It 
reads, “With each memory ... we meet again with those 
we Love ... for the heart never forgets ...with Love and 
Prayers and Th oughts of you.” Th e message comes on 
the screen slowly as a simple piano plays in the back-
ground and the words and artwork come to life. Th e 
fi rst verse appears as a dove fl ies and fl owers bloom; the 
second arrives with the rising sun; and as the sun sets 
the fi nal verse comes to life with elegant white words 
on a brilliant blue page. Below the card you will fi nd 
a place to add your own personal message. Once com-
plete, you will be prompted to add your recipient’s e-
information, then, with a simple click, your emovie 
card is on its way. 
 No e-addresses? No worries. A trip to your local card 
shop, a pen, and a few stamps and your families will 
soon have your Valentine’s Day memorial gift in their 
mail box. I look forward to your thoughts. Please give 
me a ring at 781-331-5308 or, if you prefer, email me 
at Kristan@mooneytunco.com.
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 Chat Chat

Search Engine Optimization: 
How to Stand Out and Avoid Scams 

Continued fr om Page A19
pecially if you are near the top of the page, congratula-
tions. Making some tweaks may or may not push you 
up higher in the search rankings over time. However, 
there is no magic list of changes that will guarantee you 
a fi rst-place page ranking. 
 For the last search, be aware that showing up on the 
fi rst page of search results when using just your busi-
ness name is much more diffi  cult because of how many 
businesses may have the same name as you. It may take 
much SEO work to get to the fi rst page. However, if 
none of the businesses that come up on the fi rst or sec-
ond page is in your geographic area, you likely need not 
worry. Most people will try searching again with the 
city and/or state added to the funeral home name, or 
the word funerals. Th at is why your results in the fi rst 
fi ve test searches are usually more important.
 If you are in the very small minority of death-care 
service providers that compete in major metropolitan 
areas, more changes may be needed to achieve higher 
search results for your Web site. Conversely, if you are 
in a geographic area where you have only a handful of 
competitors, you will often achieve a high search en-
gine ranking without doing much at all. Th at is why a 
number of the purchasable SEO services are not necessary 
or relevant for many death-care Web sites.
 Paying a lot of money to an SEO expert in hopes of 
moving from fourth to the second place in search rank-
ings is often not the most cost eff ective way to win more 
business. Spending that money to increase the engaging 
power of your Web site, which helps you win more fi rst 
calls from online shoppers, will usually net a better re-
turn on your investment while bettering your brand.
 Please be aware that if your Web site was created more 
than four years ago, a number of Web standards were 
not mainstream when your site was built. Whenever 
you next fully redesign your Web site, you will likely 
experience improved search engine rankings, assuming 
your site is professionally built according to current 
standards. Also, Web sites that are built mostly in fl ash 
often have lower search engine rankings unless steps 
are taken to make the content of those sites readable 
to search engines.
 If your Web site’s ranking on the results page is consis-
tently lower than you wish it to be, even after the major-
ity of SEO features have been implemented in a redesign, 
then it may be a good idea for you to hire a SEO con-
sultant to examine your Web site in-depth. You should 
obtain three to fi ve SEO proposals. It would be a good 
idea to have your Web site designer review these to assure 
the consultant is recommending best practices to you.
Meta Tag Key Words

A word about the meta keywords tag and scams…
 Th e meta keywords tag was originally created to help 
search engines acquire the best possible awareness of 
the type of content discussed on any given Web page. 
However, in an eff ort to increase search rankings and 
traffi  c to certain Web sites, long lists of key words were 
loaded into the meta keywords tag. In response, every 
major search engine stopped using the meta keywords 
tag in their Algorithms by mid 2002.
 How important is the meta keywords tag?
 Of the SEO experts out there, perhaps Danny Sullivan 
says it best: “Far too many people new to search engine 
optimization obsess with the meta keywords tag. FEW 
crawlers support it. For those that do, it MIGHT! MAY-
BE! PERHAPS! POSSIBLY! BUT WITH NO GUAR-
ANTEE! Help improve the ranking of your page. It also 
may very well do nothing for your page at all. In fact, 
repeat a particular word too often in a meta keywords 
tag and you could actually harm your page’s chances 
of ranking well.” (“How To Use HTML Meta Tags.” 
Search Engine Watch. March 5, 2007)
 Today, only one major search engine, Yahoo®, pays 
slight attention to key words in meta tags IF those words 
are also found in the content of the page. Anyone try-
ing to sell a single list of “the best” Meta tag key words 
to put on your Web site, rather than off ering to select 
a few diff erent key words for each page of your Web 
site, is not in agreement with how Yahoo®, says the meta 
keywords tag must be used.
 Brian Young is the Marketing Director for FuneralNet in Portland, 
OR. FuneralNet was founded in 1996 and has grown to be the 
death care industry’s leading provider of Web site development and 
Internet marketing solutions. FuneralNet’s customer base includes 
funeral homes, cemeteries, cremation societies, state organizations, 
and death care vendors.
 FuneralNet’s strength lies in its specifi c focus in the funeral in-
dustry. This concentration has allowed FuneralNet’s clients to excel 
by having marketing, advertising, and most important, client-family 
care solutions unique to the death care industry designed exclusively 
for their businesses. The technology used in these sites is easily ac-
cessible once embraced by the funeral professional. You may con-
tact Brian with questions or comments at brian@funeralnet.com or 
call 800-721-8166 x536.
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Settle-Wilder Funeral 
Home has fun at 
Christmas Parade

NEW SMYRNA BEACH,FL— The Settle-Wilder Fu-
neral Home entered their vintage 1973 Cadillac “Life-
Liner” ambulance in the New Smyrna Beach Christ-
mas Parade. This was the first time the funeral home 
has been involved with the parade and felt the showing 
of the ambulance would be more appropriate than a 
hearse. Terri Vyse, the funeral home’s general manager 
said, “We were very pleased with the response from the 
crowd and look forward to next year’s parade.” 
 The Vyses purchased the 
Lifeliner ambulance in 
December 2007 and have 
been feverously working 
on restoring it. It has re-
ceived a new paint job and 
now all lights and sirens 
are working. The original 
emergency equipment is 
still with the ambulance 
as well. 
 The ambulance has rep-
resented the funeral home 
on display at the local fair, 
attended the Turkey Run 
Car Show in Daytona 
Beach and was the lead 
emergency vehicle at the 
Gaslight Parade held an-
nually in Ormond Beach, 
FL. It is also displayed 
each month at the local 
cruise in. The family’s 
plans are to continue the 
restoration process and 
use it for promotional dis-
plays in the community.

Customize Your Direct Mail Program!
Call 1-800-321-7479

If you have a 

Convention, 
Meeting 

or Seminar 
you would like 
to see listed in 

The Calendar of 
Events (Page B2)

Send 
information to:

FUNERAL HOME 
& CEMETERY 

NEWS
PO Box 5159

Youngstown, OH 44514
Fax 1-800-321-9040

info@nomispublications.com



Page A22 FEBRUARY 2009FUNERAL HOME & CEMETERY NEWS S ec ti on  A

BETA CAPITAL CORP.

Reduce 
Your 

Receivables!    

•

NO 
Chargebacks!

•

We Deal 
With 

Insurance 
Companies

 
- No Hassles!

Insurance Assignment Claims Paid 

WITHIN 24 HOURS OF VERIFICATION!

Take Advantage 
of Your 

Casket &  Supplier 
Discounts!  

CALL TOLL-FREE: (800) 430-7935   
Fax: (757) 488-7315   

Visit: www.betacapitalcorp.com   

 John Hudson - Marketing Director

 Ron has been with the Matthews Cremation Division, consisting 
of Industrial Equipment & Engineering (IEE) and ALL Crematory 
(ALL) for 20 years. 
 He is a certifi ed crematory operator trainer and has trained thou-
sands of crematory personnel through both Matthews’ and CANA’s 
Crematory Operator Training and Certifi cation 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.

Cremation Cremation 
 Issues and  Issues and 
 Answers Answers

By Ronald Salvatore

Causes of Upset Conditions 
(Part 5)

 Th e primary and secondary chambers of a typical 
cremator are lined with a combination of refractory 
materials. Generally speaking there will be a mixture 
of hard and insulating fi re brick backed by sub insu-
lation (see last month’s column for refractory details) 
installed in a specifi c combination to give the best pos-
sible balance between the factors that must be consid-
ered: performance (cremation time, fuel consumption 
and cool down time), resistance to wear, and the vol-
ume of cremations.
 Let’s assume that the secondary chamber is in need 
of repair. You contact a local boiler or “crematory re-
pair” company. Th ey tell you the materials they use 
cost less and last longer than what is being proposed 
by the original equipment manufacturer. Plus they’re 
right there and can do the repairs today. It sounds 
pretty good so you agree. Th e company you hired re-
moves the worn refractories, but not only do they use 
diff erent materials, they also fail to follow the OEM’s 
refractory confi guration.
 You start your cremator after the repairs and the fi rst 
thing you notice is that it’s taking longer to preheat. 
In fact, you’ve been running for two hours and you’re 
still not at the proper temperature. Finally, the unit 
reaches the proper temperature and you complete the 

cremation. You’ve got a couple more cases to cremate. 
You determine the next case is a typical cremation, and 
allow your normal cool-down time.
 You load, but you’re busy and don’t monitor the cre-
mation. All of a sudden, the case takes off  and the tem-
perature indicator is reading 2200°. Th e temperature 
is still climbing, and dense black smoke is billowing 
out of the stack. Your neighbor calls the environmental 
agency to complain about the smoke and you’re cited 
for violating the conditions of your environmental 
permit and may be fi ned. What happened?
 Remember the materials the company used to re-
place the worn refractories were diff erent than those 
that were installed by the OEM, and were installed 
in a diff erent confi guration. Th e new refractory may 
have been denser meaning the brick takes longer to 
reach its saturation point. Th is is why it took longer 
to preheat. But, a denser brick also retains heat lon-
ger requiring the operator to allow more cool-down 
between cremations to prevent overheating, and the 
discharge of smoke.
 Now you’re wondering why the crematory room is 
hotter than normal.
 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. 

CREMATION DIVISION

Burial for Homeless Veterans sponsored by Dignity 
Memorial and Hoffmeister South County Chapel

Hoffmeister South County Chapel, St. Louis, MO coordinated and paid for a military burial with full honors for two 
homeless veterans on December 11, 2008.

ST. LOUIS,MO— We have 
a group of American he-
roes and forgotten sol-
diers that need our help: 
our homeless and for-
gotten veterans. They’re 
hungry, wounded, alone 
and homeless.
 We have approximate-
ly six hundred thousand 
homeless in the United 
States, about one third 
are veterans. Just pic-
ture two hundred thou-
sand veterans sleeping in 

 Our Government does 
p rov i d e  s u p p o r t  f o r 
homeless veterans. How-
ever, we have no program 
for homeless veterans 
when life ends. No one 
will assume responsibility 
for these fine Americans. 
In the past, some of our 
homeless and forgotten 
decorated combat veter-
ans have gone to Potters 
Field, without services or 
military honors.
 Eight years ago a group 
of your St. Louis veter-
ans under the direction 
of John Eckhoff decided 
to do something about 
this. We met at Jefferson 
Barracks National Cem-
etery for several months. 
A program was devel-
oped that was designed 
for veterans lost in the 
safety net, those left with 

By Maj. Gen. Bill C. Branson, U.S. Army

our parks, in cardboard 
boxes, under bridges, in 
caves, and in tunnels ev-
ery night.
 Veterans are twice as 
likely to become home-
le s s  a s  non-veterans . 
About 90% are not by 
choice, many are battle-
scarred and unable to 
cope in today’s society. 
This is to be expected to 
increase as soldiers return 
from fighting in Iraq and 
Afghanistan.

Medical Examiners, those 
whose bodies were un-
claimed, those for whom 
no one would assume re-
sponsibility.
 We obtained a sponsor, 
Dignity Memorial Fu-
neral Providers. They 
will provide a casket and 
honorable military servic-
es with a chaplain and full 
military honors. No mon-
ey is accepted or charged 
for these services.
 This program is now 
available in twenty met-
ropolitan areas. We have 
conducted 72 services for 
homeless veterans in St. 
Louis and 532 nation-
ally during the last eight 
years.
 For more information, 
contact Maj. Gen. Bill C. 
Branson at bcbranson@
sbcglobal.net.
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 It’s been four months since I began coaching Funeral 
Home & Cemetery News readers on the creativity, innova-
tion and energy of Millennials. In this time period some 
of you may have started to build a more trusting relation-
ship with a Millennial or opened up the doors of com-
munication further. Perhaps you had that “ah-ha” mo-
ment realizing a Millennial is exactly what your funeral 
home needs to move through the 21st century. No mat-
ter which path you are on it’s imperative to know how 
to lead and inspire the future of our profession.
 Every organization needs real leadership. Funeral homes 
are no diff erent. If you have a Millennial on staff  a lead-
ership strategy needs to be in place. Here are fi ve strate-
gic leadership initiatives to consider.

Communicate your vision for the funeral home and 1. 
make it a part of the day to day operations. Allow 

Th e Millennial Connection: Conclusion
Leading and Inspiring the Next Generation By Lacy Robinson

Lacy Robinson

ing of inspiration to be the best funeral director we can 
be and carry funeral traditions into the future.
 Th ree simple things can be done to inspire Millennial 
funeral directors.

Share the experiences you have had in the profes-1. 
sion. We’re all ears - so share the good, the bad and 
the embarrassing. Th is is the opportunity for us to 
learn from you. 

younger staff  to be in-
volved and engaged in 
your vision as well as 
the direction you want 
your business to grow.
Set performance stan-2. 
dards and goals for 
Millennial employees. 
This will satisfy our 
need to contribute to 
the overall success of 
the fi rm. Th ink of new 
ways your staff  could 
better serve families by 
using their technical 
skills or social skills. 
Th is will help develop 
specifi c goals for Mil-
lennials as well as chal-
lenge them to excel.
Present or assign tasks 3. 
in a respectful way 
to prevent hard feel-
ings, snide remarks 
and skepticism. Us-
ing a respectful ap-
proach will keep emo-
tions from infl uencing 
work that needs to be 
done.
Model the behavior 4. 
you expect from Mil-
lennial employees. Th is 
can range from how 
you interact with fami-
lies to interoffi  ce com-
munication. Th is can 
strengthen the positive 
image and credibility 
you want your funeral 
home to project.
Always remember to 5. 
acknowledge a job well 
done. Praising the ef-
forts of a millenni-
al employee will fos-
ter job satisfaction, 
reinforce the desired 
behavior you expect, 
and build their self es-
teem.

 Implementing these ini-
tiatives to build a leader-
ship strategy is just one way 
to ensure you are coaching 
in a positive way to pro-
duce positive results. Tak-
ing leadership to the next 
level will also ensure you 
keep the best. Yes, we are 
motivated by public recog-
nition, artistic and intellec-
tual freedom and of course, 
money. We are also highly 
motivated when we are in-
spired.
 Take a few minutes and 
think about a time when 
someone inspired you. Per-
haps it was a teacher, coach 
or a celebrity. What did 
that feel like? How did that 
person motivate you? Th e 
experience you had then is 
what Millennials are long-
ing for in funeral service 
today. We need that feel-

CONTINUED ON PAGE A31
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 John A. Chew is a Funeral Service Education Specialist, Consul-
tant, Tutor, Thanatogeneticist, and a Licensed Funeral Director 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.

By John A. Chew

 Over the past several years I have reviewed the 
basics of formaldehyde based archaic embalming 
technologies which, in most cases, are based on 
tunnel visionary standards. Th is can be observed 
in current educational procedures which are taught 
as part of the technical aspect of embalming. 
 Th e same questions arise decade after decade. One 
comes to mind: What is the time frame between 
vascular injection and cavity treatment? Some em-
balmers believe that aspiration should be done im-
mediately following arterial injection and others 
believe in waiting to allow the preservative chemi-
cals to fi x the tissues as previously discussed.
 It is important to remember that distribution 
from the arterial injection does not treat the or-
ganic and microbial fl ora found in the hollow or-
gans. Due to this fact, the hollow organs become 
the center of autolysis leading to general decom-
position. 
 Th is may be identifi ed if the palm surface of the 
operator’s hand is applied to the side of the abdo-
men at the level of the liquid accumulation associ-
ated with ascites. Light percussion is applied to the 
opposite side creating a sense of fl uctuation which 
will be communicated to the operator’s adjacent 
hand. 
 In a case of septic peritonites, there may be an 
accumulation of copious liquid exudation provid-
ing the medium for pyogenic bacterium from the 
extension of infections from adjoining structures 
due to ruptures of the viscous (abscesses, ulcers or 
trauma).
 A concern to the embalmer may be intussuscep-
tion of the intestines during the agonal period 

Prelude to 

the Science of 

Embalming 

(Part 42)

making it diffi  cult to identify pockets of infection 
which may be diffi  cult to treat during the initial 
aspiration. Th ese sites may lead to secondary causes 
for embalming failures.
 It is my opinion that the dead body is not a source 
of communicable disease but a medium for the de-
velopment and growth of certain specifi c patho-
genic and non-pathogenic opportunistic microbial 
organisms. Accidental exposure may lead to spe-
cifi c infections to an operator. Th is is controlled 
by creating a clean sanitary working environment 
and an understanding of cross-contamination of 
the causative agents of infectious materials (organic 
or biological).
 Th ere are conditions that warrant specifi c con-
siderations. Th ese are not in actuality known until 
the initial preservation treatment has been com-
pleted. Th ere is a possibility that the embalming 
procedures place embalmers at a higher infectious 
risk biologically. Every year bodies are disposed of 
without embalming around the world due to war, 
famine and cultural diff erences.
 In eff ect, the primary purpose of embalming 
is preservation. Th is is accomplished chemically 
through the inactivation and destruction of au-
tolytic enzymes with fi xation of the tissue by its 
conversion into inert substances. Th e only way 
embalming equates with sanitation is in the inac-
tivation of the reproductive medium (cells, tissue 
and the hollow organ contents) to prevent envi-
ronmental contamination. Th is is the purpose of 
cavity treatment.
 Prelude Forty-Th ree will continue to review the 
purpose and methodologies of cavity treatments 
prior to, during and following vascular injec-
tions.

Veterans & Family 
Memorial Care Providers, 
“Proudly Serving Those 
Who Have Proudly 
Served”

Reginald Boyd Commemorates 55 Years 
By Shun Newbern, CFSP 

Reginald B. Boyd along with his son, Terry Boyd in the new 
Casket and Merchandise Room.

LOS ANGELES,CA— On December 6, 2008 family, 
friends and members of Epsilon Nu Delta gathered as 
they celebrated Reginald B. Boyd’s 55th year as an em-
balmer. Mr. Boyd celebrated the occasion by installing 
his fi rst casket and merchandise room in 25 years. Also 
present was Astral representative Emmanuel Th omas
who praised Mr. Boyd for his dynamic work ethic that 
they both possess. For a detailed profi le on this mortu-
ary owner see the October 2008 edition of Funeral Home 
and Cemetery News as we recognized this unsung hero 
for his love and appreciation for funeral service.

Customize Your Direct Mail Program
Call 1-800-321-7479

SANIBEL,FL— Mark E. Davis, president and CEO of Vet-
erans & Family Memorial Care, a division of ValMark Me-
morial Group, Inc. announced that nearly four hundred 
family owned funeral homes nationwide have become exclu-
sive, certifi ed VFMC Providers. Th ese funeral homes have 
been selected for their high ethical business standards and 
integrity. Each fi rm’s owner has demonstrated a willingness 
and commitment to reach out to veterans and their families 
by extending benefi ts and savings beyond those provided 
by the VA. In addition to off ering a 10% preneed discount 
off  services and merchandise to veterans, their spouses and 
dependent children they promote the use of VA cemeteries 
for burial when geographically possible. Upon the death of 
a veteran that has made a pre-arrangement with a VFMC 
Provider, the Provider presents a free wood and glass fl ag 
case to the surviving spouse.  
 Becoming an exclusive, certifi ed Veterans & Family Memo-
rial Care Provider means that these premier family owned 
funeral homes have agreed to adhere to the VFMC “Clients 
Bill of Rights.” Th is ensures that veterans and their families 
receive the highest level of ethical business standards and 
outstanding, aff ordable professional service. “VFMC Pro-
viders have deep roots in their communities, many go back 
four and fi ve generations” said Mark Davis. “Th ey bring 
with them a wealth of knowledge and experience. One of 
the greatest aspects of bringing these fi rms together under 
the VFMC Brand is the opportunity to share information. 
We are proud to have some of the industry’s most progres-
sive and forward thinking funeral professionals as part of our 
organization.” Ernie Heff ner, owner of Heff ner Funeral 
Homes in York, PA sums it up when he says “Th e manner 
in which we honor and pay tribute to our veterans is sim-
ply the best.” 
 “Our mission to secure exclusive, certifi ed VFMC Pro-
viders in every County in all 50 states is ongoing and will 
continue until we reach our goal. I have accepted the chal-
lenge to make our member services available to all veterans 
across the United States of America” said Mark Davis. “We 
are well on our way to becoming the industry’s largest Brand 
of family owned funeral homes.” Exclusive, certifi ed VFMC 
Providers are distinguishing their fi rms to be the veterans’ 
choice in the communities they serve. Th e Veterans & Fam-
ily Memorial Care Brand is a symbol of trust and respect 
underscored by the VFMC pledge to demonstrate service 
beyond client expectations. 
 Veterans & Family Memorial Care Providers receive Mem-
bership and Clients Bill of Rights certifi cates to frame and 
hang in each location. Each location is listed in the “Vet-
erans Funeral Homes Directory” a widely used resource 
on the VFMC website, www.VeteransFuneralHomes.com. 
Th e listings are classifi ed by State and County and linked 
back to the respective funeral home’s website. Each fi rm re-
ceives VFMC’s “Proudly Serving Th ose Who Have Proudly 
Served” brochures for distribution in the funeral homes as 
well as VFW, American Legion and Viet Nam Veterans of 
America Posts. Hospice Social Workers nationwide have 
embraced the VFMC Clients Bill of Rights. Th ey perceive 
VFMC Providers to be experts on Veterans Burial Benefi ts, 
and rightly so. VFMC Providers nationwide have been in-
vited to speak to Hospice Social Workers to discuss these 
benefi ts. In addition VFMC Providers have an opportunity 
to participate in many community outreach and public re-
lations programs designed to stimulate and increase at-need 
case volume and preneed sales. 
 VFMC Providers are all family owned and operated and 
range in size from small fi rms serving 40-50 families per 
year to big fi rms with multiple locations serving hundreds, 
even thousands of families per year. Funeral home owners 
that would like to be considered to become an Exclusive, 
Certifi ed VFMC Provider should visit the VFMC website 
at www.VeteransFuneralHomes.com and click on “Become 
a Provider” or call toll free, (866) 770-6791.
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www.VeteransFuneralHomes.com

Increase Revenue
Grow Market Share
Stimulate Community 
Awareness
Drive Visitors to your Website

Is your firm the 
“Veterans Funeral Home” 

in your community?

The most inexpensive, 
cost-effective way to: 

Become a VFMC “Exclusive” 
Certified Provider Today!

 

Introducing “Customizeable”

Serving the Funeral Industry Since 1987

A Dozen reasons Why!

Funeral
Procession Tags

1.  Drivers simply hang from Rear View Mirror

3.  Personalize with decedent information and DIRECTIONS
4.  Extreme COST EFFECTIVENESS
5.  Use with or without Flags and Cones

8.  Non-metallic surfaces not an issue

6.  You don’t have to install anything beforehand
7.  You don’t have to remove anything afterward

9.  No storage requirement - Print them when you need them

2.  Detachable Funeral Home “business card” is part of tag

10.  We provide FREE SOFTWARE and templates to print them

11.  Maintain a database of directions to anywhere

12.  Available in Gray, White and Electric Green

1020 Highland Avenue  Bethlehem, PA 18018    Tel 800-364-1509  Tel 610-694-8855  FAX 610-974-8419  www.myriaddata.com

Now - ask yourself - Why Not?
A nickel apiece! That’s 20 cars for a dollar!

Professionally die-cut and perforated tags come two to a sheet. Paper is suitable for both inkjet
and laserjet printers.  Each tag measures 4 1/4” x 10 3/4”.  Available either with “FUNERAL”
already printed on the front side (Gray or Electric Green) or totally blank on both sides (Gray,
Electric Green and White). FREE software with minimum purchase.

(Introductory Offer, Use Coupon Code YB0209)
PLUS 10% OFF!

Pre Printed
Blank*
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DIRECTIONS TO:
Park View Cemetery

Anthony T. AvarelliAnthony T. AvarelliAnthony T. AvarelliAnthony T. AvarelliAnthony T. Avarelli
1938 ~ 2009

Drive 150 yards, then park on grassy area
on RIGHT SIDE ONLY.  Gravesite can be
seen at top of hill facing South.

Barcross Funeral Home
2000 Ravene Avenue

Clearfield Hills, NJ  46457
673-773-8099

Hang On Rear View Mirror
(Side facing Driver)

-  Right on Clearview Blvd

-  Take Route 72 North

-  Cemetery 1/2 mile on left

-  Bear Right off Exit 11B

Call 800-364-1509

 . . . at www.memorialmaster.com

� Blank Memorial Stationery
� Memorial Printing Software

� Laminating Pouches

� FREE Samples

Face toward front of car Face toward driver

Heritage Family Funeral 
Services promotes Renee 
Lockhart

Bass Patton Dean and 
Toberman-Dean Funeral 
Homes purchase Eagle 
Ultimate Coach

Martin J. 
Buck is 
recertifi ed 
as CFSP

HILLSBORO,IL— Butler Coach Company would like 
to thank Bass Patton Dean Funeral Home of Hills-
boro, IL and Toberman-Dean Funeral Home of Cof-
feen, IL for the purchase of this Cadillac Eagle Ulti-
mate Funeral Coach. Pictured with their new funeral 
coach are Todd Dean and his wife Lora Dean, both of 
the Bass Patton Dean Funeral Home and Toberman-
Dean Funeral Home.

ELIZABETHTON,TN— Re-
nee Lockhart, Chief Fi-
nancial Offi  cer of Heri-
tage Family Funeral Ser-
vices, Inc. of Elizabeth-
ton, has been promoted 
to the position of Vice-
President and CFO of the 
company. “Renee has been 
with Heritage for nineteen 
years and has served our 
company well,” according 
to Richard Tetrick, Presi-
dent and CEO of the fi rm. 
“She is most knowledge-
able about the company 
in general and knows all 
of the intricacies of our 
fi nancial operations. She 
is respected by all the as-
sociates of our company 
and has certainly earned 
this promotion.” 
 Renee is a graduate of 
East Tennessee State Uni-
versity in Johnson City, 
with a Masters Degree in 
Accounting. She serves 
as a Director of the East 
Tennessee State University 
Alumni Association and is 
a member of the College 
of Business and Technol-
ogy Hall of Fame, Class 
of 2003. Renee was rec-
ognized by the Tri-Cities 
Business Journal in 2000 
as being one of the 40 
business leaders under the 
age of 40. She and her hus-
band, Jess Lockhart, are 
members of the Gateway 

Renee Lockhart

Baptist Church where Re-
nee serves as church trea-
surer. 
 Heritage operates funeral 
homes in Tennessee, Vir-
ginia and North Carolina, 
along with a crematory 
and several cemeteries.

CHARITON,IA— Martin 
J. Buck, CFSP of Chari-
ton, IA, has recently qual-
ified for recertification of 
the designation of Certi-
fied Funeral Service Prac-
titioner (CFSP) by the 
Academy of Professional 
Funeral Service Practice. 
Martin J. Buck, CFSP is 
also a Lifetime Member of 
the Academy.

SEND US 
YOUR 
NEWS!

PO Box 5159, Youngstown, OH 44514
Fax (800)321-9040

press_releases@nomispublications.com

Welcomes news of the industry.  
Send us information on your fi rm today!

FUNERAL HOME & 
CEMETERY NEWS
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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

McCord
“The Original” Infant Casket & Vault

* Sizes 12”, 18”, 30”, 36”, & 48”

* Vaults proportional to caskets

* High-Impact  Polystyrene 
 8,200 psi Flexural Strength

t h e  p r e p a r a t i o n  r o o m  s p e c i a l i s t s

 Design
 Products
 Ventilation
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n
 

d s t l i m i t e d . c o m    i n f o @ d s t l i m i t e d . c o m

Call today for a 
free brochure.

877.832.6898     

 

BioSeal
®

Systems
Heat Sealed Foil Casket.

#858-569-9868 • info@bioseal .com • www.bioseal .com

• No odor, vapor, gas or fluid can escape the pouch

• Easily opened and resealed for inspections

• Generates less than 1% residue upon incineration

• Will perform as a temporary or permanent burial casket

• Seal • Contain • Store • Ship with Confidence

Complete isolation and infection control solutions—protects you and your facility.

Visit www.bioseal.com
formore information today.

INFECTION CONTROL • ODOR CONTROL • VAPOR/FLUID CONTROL • PATHOGEN CONTROL

Absolute containment.

 

Continued fr om Page A14
Williams Funeral Directors has been reinventing 
Funeral Service since 1885

 In 1999, M. D. Wil-
liams, IV passed away, 
and Cecil and Kyle con-
tinued as trustees and 
corporate off icers .  In 
2008, their father, Mar-

ion D.  Wil l i ams,  I I I 
passed away. Currently, 
M. D. Williams, IV ‘s 
son, Craig, and D. Cecil 
Williams, II ‘s son, Jus-
tin, and daughter Whit-

ney are working as the 
fifth generation in Wil-
liams’ 124 year old fam-
ily business.
 The Wil l i ams fami-
ly oversees the care and 
maintenance of sever-
al local cemeteries, and 
offers markers through 
Williams Monument 
Company. The descen-
dants of M. D. and Jas-
per continue to serve the 
entire Garland area on 
various boards, commit-
tees and as members of 
many organizations. 
 After much delibera-
tion and planning, Wil-
liams Funeral Directors 
built  and moved into 
their current location in 
2003. Situated adjacent 
to Garland Memorial 
Park, an additional nine 
acres are being developed 
into cemetery property. 
Property acquisitions and 
plans are currently un-
derway to expand Wil-
liams Funeral Directors 
into multiple locations.

 Over 120 years in busi-
ness allows them to truly 
know their families; what 
is important to them, 
what they want, what they 
expect, and how they are 
best able to anticipate, 
meet and exceed their ex-
pectations. The new fa-
cility is twice as spacious, 
and designed to provide 
for everyone’s personal 
tastes and choices.
 Williams Funeral Direc-
tors facility encompasses 
over 25,000 square feet, 
and is built from hand-cut 
Austin Cream Stone, hand 
selected and patterned to 
evoke a feeling of the Tex-
as Hill Country. With its 
facade of stucco, a stand-
ing seam steel roof, mas-
sive use of glass, sprawl-
ing nature and elaborate 
landscaping, there is little 
reminiscent of a tradition-
al funeral home. Comfort, 
convenience and purpose 
were the driving forces be-
hind the unique design.  
Although very large in 
space, the interior space 
is very warm and comfort-
able. Unique architectural 
details abound, providing 
interesting blends of con-
temporary and tradition-
al design. Extensive use 
of rock, tile, marble and 
granite give the feeling 
of strength; while the use 
of warm woods, design 
arches, rich fabrics and 
textures, and soothing 
artwork softens the envi-
ronment. The new facil-
ity is very open and light 
with high ceilings and the 
widespread use of large 
windows. Custom stained 
glass enhances many ar-
eas, and soft, dramatic 
up lighting provides un-
derstated elegance to any 
gathering. Versatile uses 
of multiple areas provide 
choices and options to the 
families they serve.
 Along with the beau-
tiful chapel, Williams 
Funeral Directors offers 
both expansive and in-
timate family gathering 
areas. They often com-
pletely “transform” an 
area of the building to al-
low personalized tributes 
to their families’ loved 
ones. They have a fully 
equipped kitchen avail-
able for catered services, a 
museum to explore gene-
alogy and the area’s histo-
ry, a convenient memorial 
gift and floral shop, and 
a children’s room to as-
sist parents while attend-
ing services or visiting 
families. The conference 
room is available to small 
community organizations 
that may need a meeting 
space.
 Williams Funeral Direc-
tors state of the art facil-
ity allows families to cus-
tomize their loved one’s 
funeral service and visita-
tion. Large video screens 
in the chapel are used for 

CONTINUED ON PAGE A27
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SALES • SERVICE • REPAIRS • SUPPLIES

 JOHN RAGGETT
Vice President

P.O. BOX 4087 • 9828 ARLEE AVE.
SANTA FE SPRINGS, CA 90670

Offi ce: (562) 222-BURN
(800) 396-2254 • Fax: (562) 222-2880

Cell: (562) 755-1244
www.americancrematory.com

“SERVICE IS EVERYTHING”

 

 

Continued fr om Page A16

Kwanza Blessings and 
Special Recognition for 
E.F. Boyd Funeral Home 
readies them for the 
New Year
employment to over 60 families, off ering compassionate 
and professional funeral services to families from every 
walk of life in our community. 
 When entering a tribute to the family into the United 
State Congressional Record on September 27, 2005, in 
recognition of their centennial anniversary, the late Hon-
orable Stephanie Tubbs Jones extorted the following: “Four 
generations have made possible the successful continuation 
and expansion of E. F. Boyd & Son Funeral Home for 100 
years. On behalf of the people of the 11th Congressional 
District, I wish to commend E. F. Boyd & Son Funeral 
Homes, Inc. on their 100th anniversary. Th eir existence 
is a true testament to family values and dedication, and 
the continuing legacy of the American dream.”
 For information regarding the Nguzo Saba Awards visit 
www.deuteronomy83cafe.com. 

Continued fr om Page A26
Williams Funeral Directors has been reinventing 
Funeral Service since 1885

video tributes, with flat 
panel displays available 
throughout the building 
for additional viewing. 
The custom music system 
is wired throughout the 
building, and can accom-
modate a soloist as well as 
a full instrumental band 
or choir. Each visitation 
room is equipped with 
independent audio visual 
capabilities, so families 
may play DVDs, home 
movies, and music of their 
choice during visitations. 
 Their service area in-
cludes a wide variety of 
diverse cultures.  Wil-
liams embraces all of our 
community, and they are 
known for their ability to 
easily accommodate the 
most specific of requests.
 “I don’t know what I 
want; I just know what 

I don’t want.” Cecil Wil-
liams hears it all the time. 
“Today’s funeral consum-
er has different expecta-
tions than the generation 
before them, yet they 
may not know exactly 
what they do want. At 
Williams Funeral Direc-
tors, we strive to make 
each family’s experience 
as meaningful to them as 
possible. With the family’s 
input, we can provide a 
truly unique and memo-

rable service that honors 
the life and legacy of their 
loved one.” 
  “Special touches make 
the difference between 
funerals of the past, and 
today’s celebrations of 

CONTINUED ON PAGE A28
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Visit our NEW website www.gburnscorp.com 

  First class service by caring, trained funeral professionals   
  sensitive to your needs and the needs of the families you serve. 
  Owned and operated by a Licensed Funeral Director and  
  NHFDA Executive Board Member. 
  Providing personalized service to hundreds of funeral directors  
  and funeral industry professionals throughout North America. 
  ALL CALLS ANSWERED LIVE IN THE UNITED STATES! 
  Complete customization with exceptional attention to detail. 
  Same day setup available with NO CONTRACTS! 

 
AAwarded the 2008 Award of Excellence for Outstanding Service  
by The Association of TeleServices International and The Canadian Call Management Association 

wwww.alwaysoncall.com 

AAlways On Call 
ANSWERING SERVICE, LLC 

  CARING. COMPASSIONATE. COMMUNICATIONS. 

((800) 974-5197 

 

 

 

Wendy B. Hellum, CFSP and 
Barbara Alice Price Brown

Women of DistinctionWomen of Distinction
The 100 Black Women of Funeral Service 
honor our female funeral professionals 
who have impacted the profession in their 
respective communities, their state and 
on the national level. They have accept-
ed the challenges of being a female in 
a non-traditional profession in one of 
this nation’s most demanding indus-
tries. They have exhibited profession-

alism, 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.100Blackwomenoffuneralse
rvice.com or email Hundredbwfs@
aol.com.

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

Distinctive women of funeral service focus 
on family legacy, education and community 

involvements to guide their faiths for success.

Wendy B. Hellum Barbara Alice Price-Brown

Wendy B. Hellum
 Life is not always that easy when you’re single, beauti-
ful, talented and on the “Who’s Who” list of the most 
distinguished women in the state of Tennessee. There’s 
your daily job, overseeing the operation of three funer-
al homes, events to attend, conferences and meetings 
to make, being a social butterfly involved with galas 
and inaugural events in Washington, DC, as well as 
building and planning your dream home that’s fit for 
a queen, makes for a long day.
 “Her list goes on and on, and if you know our Wen-
dy Hellum of Murfreesboro, TN, this is no exaggera-
tion,” states President Dottie Hector. She is constantly 
on the move, shaking hands, sharing hugs and kisses 
and moving from session to session at the NFDMA 
Convention with the biggest smile you’ve ever seen. 
You’re real special if you’re in her Fab 5, which is really 
a Fab 50, because her cell phone and address book is 
her lifeline.”
 Wendy Hellum, owner of the Hellum’s Funeral 
Homes is truly the First Lady of Tennessee. If it’s go-
ing on in the state of Tennessee, she can give you all 
the details. She is a fantastic business professional and 
third generation funeral home owner. Her no-nonsense 
business-wise father, the late J.C. Hellum. Jr., who 
attended John A. Gupton College, knew he wanted to 
secure the best education and life style for his beloved 
daughter. It was a generational move for her to go to 
a four-year institution, get a quality education, and 
then go back to mortuary school and secure a second 
Associate Degree in Mortuary Science. She then be-
came licensed as a funeral director and embalmer and 
took her place in the family business. Her father al-
ways emphasized the importance of having your own 
license and not depending on anyone else’s license to 
run your business. He considered it most important 
that you sign your own name and your own license 
number on each and every document. Mr. J.C. Hel-
lum, Jr. died in 1982 and the torch was passed on.
 Running the business was not a problem for Miss 
Hellum. Wendy was dedicated, honest, and possessed 
great character and family values. She has always strived 
for excellence in everything she has done. Her parents 
made sure she understood the importance of the fam-
ily business and how important the families were that 

CONTINUED ON PAGE A34

Continued fr om Page A27

life,” said Cecil. “Today’s 
funeral director must not 
only strive, but achieve 
and surpass the consum-
er’s expectations. The eco-
nomic concerns of late 
have altered what people 
are willing to spend. It is 
vital that we still provide 
a memorable tribute to 
their loved ones within 
their financial boundar-
ies. Many things that we 
do on a daily basis cost 
nothing, but mean the 
world to our families. 
There is no price on car-
ing attention, and sat-
isfying our customers’ 
needs.” 
 Cecil emphasizes, “The 
real difference in funeral 
service is the experience of 
your staff, the knowing of 
your community, and the 
attention you pay to what 
the consumer wants.”

Williams Funeral Directors 
has been reinventing 
Funeral Service 
since 1885
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www.BehrensDesign.com
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than just 

architecture
(It’s Solid Planning)

 

 

American Mortuary 
Service opens in St. Louis

Epting Funeral Home 
opens in Fayetteville 

City of Colorado Springs 
Cemetery is seeking 
Business Alliance

FAYETTEVILLE,AR— Epting Funeral Home has expanded 
into two locations. As of January 1, 2009 a second loca-
tion at 28 South College was opened to serve the Fayette-
ville, Arkansas area. 
 Epting Funeral Home opened their fi rst location in March 
2008 in Bentonville, AR and quickly saw the need for an-
other location in the Fayetteville area. Th e Eptings specialize 
in church services, graveside 
services, and cremations.
 Epting Funeral Home 
is owned and operated by 
Ricky and Iris Epting. 
Ricky has been a licensed 
funeral director serving 
families for over ten years. 
He is a 1996 of graduate of 
Rogers High School and a 
1998 graduate of North-
west Arkansas Communi-
ty College in Bentonville. 
He has a degree in Busi-
ness Management. Ricky 
is a member of the Rogers 
Noon Lions Club, where 
he serves on the Board of 
Directors. Also he is a past-
president of the Northwest 
Arkansas Funeral Directors 
Association. 
 Visit the fi rm’s website at 
www.eptingfuneralhome.
webs.com

ST. LOUIS,MO— American Mortuary Service opened 
its doors on December 17, 2008 in Arnold, MO, a 
suburb of St. Louis. The owners are Tim and Rober-
ta Rader.
 Tim is a 1984 graduate of Eldon High School in El-
don, MO, and a 1986 graduate of the Mid-America 
College of Funeral Service in Jeffersonville, IN. Tim is 

an active member of the 
Shinakah Masonic Lodge. 
Tim is experienced in all 
aspects of embalming 
and transporting human 
remains, having been li-
censed for over 20 years 
in the state of Missouri.
 American Mortuary Ser-
vice is located at 4107 
Jeffco Boulevard in Ar-
nold, just off of the I-55 
highway. The prepara-
tion room is state of the 
art and is able to accom-
modate the needs of any 
funeral home. Ameri-
can Mortuary Service is 
a firm believer in using 
only quality fluid and the 
use of humectants in the 
preparation of remains.
 American Mortuary Ser-
vice can be reached toll 
free at 888-868-0388.

COLORADO SPRINGS, 
CO— Th e City of Col-
orado Springs, through 
its Cemetery enterprise, 
is seeking to gauge pri-
vate sector interest in 
potentially forming a 
business alliance(s) for 
the delivery of death 
care related services and 
products.
 Letters of Interest doc-
uments for project R08-
156SE are available at 
the City Contracting 
Office, 30 South Ne-
vada Ave., Suite 201, 

Colorado Springs, Col-
orado, 80903. You may 
preview these docu-
ments at our website: 
www.springsgov.com/
contracting. The City 
of Colorado Springs en-
courages participation 
of small, disadvantaged 
and/or women-owned 
business enterprises in 
regard to this notice. 
For further informa-
tion, contact Sandy El-
liott, Contracting Spe-
cialist at (719) 385-
5275.
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Time may be only a 
moment so keep a 
memory

Necklace Urn Pendants

for an Everlasting Keepsake.

Urns hold a portion  of the cremains.

Sterling Silver and Gold pieces instock.

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

877-303-3144

CREMATION KEEPSAKES

The Original Lynch Carnation  Boutonniere
“Little Things Mean A Lot”

455 N. Cherokee Street
Muskogee, OK 74403
www.lynchsupply.com

800-777-3151

We gladly accept Visa and MasterCard

White
$60.00 gross

$58.00 gross (3 or more)

Red
$76.00 gross

$74.00 gross (3 or more)

For over 50 years the Lynch Carnation Boutonniere 
has been the choice of funeral professionals 
everywhere. In today’s competitive climate, 
now more than ever, the added touches you 
offer make an important impression with each 
family you serve.

Each carnation is carefully handmade from 
life-like “siltex” material, providing a boutonniere 
that looks absolutely real, is easy to use and 
very affordable.

Packed one gross to a box. 
Call us today to order or for a free sample.

1-800-777-3151

Same appeal. No big deal.
If you’ve seen a Trigard burial vault, you’ll know what 
we mean when we say that they have a definite appeal.  
Beautiful finishes, a wide variety of personalization options 
and strength and quality throughout make the Trigard line of 
burial vaults an attractive lineup, to say the least. 

But don’t let these impressive full-size vaults overshadow 
their more diminutive counterparts. Trigard urn vaults 
are every bit as durable and attractive as their bigger  
siblings, in a package that’s less than half the size. Which is  
important—because when it comes to your customers,  
appeal really is a big deal.

800.637.1992
www.trigard.com                                                           

®

Nature’s Passage offers Sea Burials

Captain Lars Hedstrom

AMITYVILLE,NY— Na-
ture’s Passage, America’s 
trusted sea burial service, is 
transforming the traditional 
burial paradigm by perform-

ing sea burials that protect 
and improve the Earth’s en-
vironment and are less costly 
to consumers yet more prof-
itable for America’s funeral 

homes. Sea burial operations 
are conducted at the highest 
levels of Naval and Maritime 
Sea Burial traditions with 
an ethical, logical and spiri-
tual awareness of death that 
encourages and embraces 
a deep humanistic passion 
that honors the passing of a 
human soul with reverence, 
respect and distinction.
 Nature’s Passage, an inter-
net company, is a division of 
Hedstrom Yachting Opera-
tions, Inc., Amityville, NY. 
For the past fi ve years un-
der the leadership of Cap-
tain Lars Hedstrom, Unit-
ed States Merchant Marine, 
Nature’s Passage has success-
fully performed burials at 
sea through an ever growing 
network of affi  liated USCG 
licensed captains located in 
all major seaports along the 
Atlantic and Pacific coast 
lines of the United States, 
Gulf and Great Lake States, 
Alaska and the Hawaiian Is-
lands. Nature’s Passage is the 
only sea burial service that 
has airborne and seaborne 
ash scattering capabilities 
and it is the only commer-
cial maritime corporation 
that performs full-body cas-
keted and or shrouded buri-
als at sea. 

Chris Krause, Deputy 
Director of Plans and Op-
erations at Nature’s Passage 
says, “We’ve learned the vast 
majority of our clients don’t 
live near the ocean but often 
live many hundreds of miles 
inland, yet they desire to be 
buried at sea. Accordingly, 
we’ve been able to develop 
affi  liate relationships with 
strategically located funeral 
homes all across America 
that allow us to say, ‘geogra-
phy be damned’—no matter 
where you’re located, Na-
ture’s Passage will fi nd a way 
to provide sea burial services 
for anyone who desires to be 
buried at sea.”
 Nature’s Passage seeks af-
fi liations with America’s fu-
neral homes. Th is strategic 

alliance will grow both busi-
nesses’ ability to provide the 
most comprehensive funeral 
services at very competitive 
prices. Affiliated funeral 
homes can off er the most 
advanced, eco-friendly and 
comprehensive funeral op-
erations in the industry.

 What’s in the future for 
Nature’s Passage? “Our pri-
mary objective,” says Cap-
tain Hedstrom “is to pene-
trate the American market 
and become not only the 
largest, but the most com-
prehensive and most prof-
itable maritime death care 
operation in the United 
States.” 
 Captain Hedstrom states, 
“Three key time-sensi-
tive socio-economic fac-
tors drive Nature’s Passage. 
First, Members of the US 
Navy and Merchant Ma-
rine who served in World 
War II, plus America’s post 
war ‘baby boomers’ are com-
ing ‘of age.’ Their deaths 
are a progressive phenom-
enon that must be consid-
ered well into the foresee-
able future. Nature’s Pas-
sage is positioned to exploit 
this phenomenon. Second, 
America is experiencing an 
economic recession that 
promises to fundamentally 
reconstruct the American 
dream and our way of life. 
In the days, months and 
years ahead, Americans will 
look for ways to dramati-
cally cut costs all across life’s 
spectrum. Although a prior-
ity, funeral and burial costs 
are not exempt from reces-
sionary pressures. In the days 
ahead, burials at sea will cer-
tainly emerge as a reason-
ably priced and ecologically 
signifi cant method of inter-
ment. Th ird, as the public 
becomes more aware of the 
pragmatic, economic and 
ecological benefi ts derived 
from burials at sea, Nature’s 
Passage and their affi  liates 
expect to see an exponential 
surge in activity.”
 “Nature’s Passage has big, 
bold and bright plans for 
future growth.” says Hed-
strom. “Here are two death 
care concepts that I believe 
need to change for the better 
and will rapidly lead us into 
the future.” 
 First. Provide sea buri-
al services to municipali-
ties charged with managing 
– Potter’s Fields. Nature’s 
Passage plans to expand 
its scope of operations to 
assist the management of 
America’s municipal potter’s 
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TSA Compliant

 1980 CENTERS AVE. LAKE HAVASU CITY, AZ 86403

 

Preserving the value of funeral service is not all about selling more casketed funerals or full-service cremations. 
It is about educating consumers about what funeral service professionals can do to help families celebrate the 
lives of the people they love and lost.
Ask us about the success that more than 2,000 funeral home owners have enjoyed as a result of their 
partnership with Homesteaders.
Call 800-477-3633 or log on to homesteaderslife.com to contact the account executive serving your area.

”“

... to preserving the value of funeral service.

Continued fr om Page A23

Th e Millennial Connection: 
Conclusion
Leading and Inspiring the Next Generation

Implement the Fun Factor. Th e Fun Factor is the op-2. 
portunity for us to be involved with the profession 
outside the funeral home. It’s the conferences, con-
ventions and association meetings. It might be par-
ticipating in workshops or certifi cation programs to 
broaden our skill range. It can be something as small 
as providing a subscription to a trade magazine or as 
big as giving time off  to attend a young funeral direc-
tor’s outing. Whichever way you incorporate the Fun 
Factor, it will help Millennials become excited about 
being in the funeral profession. 
Involve us to inspire us. Involve a Millennial by asking 3. 
for their ideas and opinions as well as incorporating 
their skills and innovation. We have a strong desire to 
help grow your business.

 It has been my goal in writing this series of Millennial 
Connection articles to help you see Millennial funeral di-
rectors as a true asset to the funeral profession. Today’s 
workplace is not the same as it was in the 70’s. It’s very 
diff erent, four generations diff erent to be exact. I encour-
age you to embrace our diff erences and use our strengths 
to your full advantage. Lead and inspire us to ensure the 
satisfaction of your families and build the legacy of your 
funeral home.
 Lacy Robinson, CFSP is a goal-oriented, impatient multitasker who 
can’t seem to pull herself away from creating funeral service groups 
on Facebook. Lacy is also known as a MILLENNIAL MORTICIAN holding 
a Kentucky Funeral Director/Embalmer’s license. She’s the Professional 
Development Trainer for Aurora Casket Company presenting continu-
ing education programs on the local, state and national level.

Nature’s Passage offers Sea Burials
fi elds. How? By encouraging 
America’s city managers to 
out-source to Nature’s Pas-
sage the mission of burial 
operations for their com-
munity’s indigent. “Our vi-
sion for the effi  cient and ef-
fective management of pot-
ter’s fi elds embraces a con-
cept of cremation and the 
interment of ashes at sea as 
a modern and ecologically 
viable alternative to tradi-
tional in-ground burials and 
the expenses of cemetery 
management. We’ll save all 
concerned a lot of money.” 
Hedstrom claims.
 Second. Provide sea burial 
services to the Department 
of Veterans Affairs. Cap-
tain Hedstrom asserts, “As 
it stands today, the Depart-
ment of Veterans Aff airs is 
struggling to meet its obliga-
tion to honor the passing of 
America’s veterans. Because 
the Department of Defense 
has focused its resources in 
support of America’s wars on 
terror, the VA simply doesn’t 
have the resources to honor 
the passing of America’s vet-
erans with the dignity, pride 
and honor once provided in 
the past. We intend to pick 
up the slack by off ering fam-
ilies of deceased veterans a 
full-military-honors funeral 
at sea.” Hedstrom says he 
hopes to enter into an exclu-
sive contractual relationship 
with the DOD and VA to 
perform burials at sea for the 

military’s indigent veterans. 
 Hedstrom doesn’t want 
to end there, “Expansion 
of our operations into Eu-
rope and China and espe-
cially into South Central 

Asia, where predominant 
religions require cremation 
and burial at sea as the pre-
scribed method interment, 
are certain to produce fi -
nancial rewards.”

 If you share enthusiasm for 
these bold and innovative 
sea burial concepts and de-
sire additional information 
how an affi  liation with Na-
ture’s Passage will grow your 
business, visit www.nature-
spassage.com then contact 
Captain Hedstrom at 800-
407-8917.

Continued fr om Page A30
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Removal Roller Bed
Fits various sized vehicles  and 
will accommodate infant and 
child caskets.

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

 Length Width Weight
 82" 22" 24 lbs 
 87" 22" 25 lbs
 92" 22" 26 lbs 

Bier Pins sold 
separately

DNR INDUSTRIES LIMITED

• Fine-tune your understanding of today’s Baby Boomer
consumer

• Utilize the decisive effects of the new DEER consumer
relations method

• Employ innovative pre-need lead generation strategies
• Help families unlock financial resources to acquire

services they desire
• Operate your business in a sharper, leaner, more

profitable manner

Whether you’ve been in funeral service for years or are just
beginning, nobody offers you more complete

funeral service enrichment training!

Learn How You Can:

SERVICE EXCELLENCE
STARTS WITH TRAINING!

THE ACADEMY
To learn more call (800) 331-6270
or visit www.theoutlookgroup.com

 

Simplicity...
simply
affordable
The Simplicity Urn Series

NEWMAN BROTHERS INC.
5609 CENTER HILL AVE. CINCINNATI, OH 45216

TEL: (513) 242-0011 • FAX: (513) 242-0015 • TOLL FREE: 800-447-1072
e-mail: newman@supern.com • www.newmanbrothers.com

“Family owned and operated since 1882”

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

 

Green Burials Latest of Many Options Offered by 
Flanner and Buchanan Funeral Centers
INDIANAPOLIS,IN— Preparations are now underway 
for the off ering of yet another burial option from Flan-
ner and Buchanan Funeral Centers and Washington 
Park Cemetery Association: the fi rst Indianapolis area 
natural burial ground certifi ed by the National Green 
Burial Council.
 In the spring of 2009, green burials will begin to take 
place at Kessler Woods, a secluded fi ve-acre space located 
on the northern side of Washington Park North Cem-
etery, 2702 Kessler Boulevard, West Drive. Flanner and 

same time. Green burial is not viewed as a disposal 
method for the deceased.” 
 With 14 funeral centers and seven cemeteries, Flan-
ner and Buchanan and Washington Park are the larg-
est privately held cemetery and funeral complex with a 
natural burial site in Indiana, according to Joe Sehee, 
Executive Director of the Green Burial Council. 
 “Flanner and Buchanan is one of the most well re-
garded fi rms in this industry,” Sehee added. “Th ey have 
connected this idea to the fact that they are known for 

Kessler Woods at 
Washington Park 

North Cemetery Set 
to Open in Spring

Buchanan Funeral Centers, as well as the 
Washington Park Cemetery Association, 
are now both certifi ed by the Green Burial 
Council. Th e Council, a national organi-
zation dedicated to the advancement of 
green burials across the U.S., certifi es fu-
neral centers and cemeteries that meet its 
standards. Also in the spring, Barb Milton, Vice Presi-
dent, Community Relations, Buchanan Group, will 
present a public seminar on green burials.
 Situated as it is, nestled in a secluded part of the 
cemetery, Kessler Woods is positioned to grow, as the 
demand for green burials increases, according to Ted 
Mau, President, Washington Park Cemetery Associa-
tion. “At Kessler Woods, we are offering either a wood-
ed area or one with prairie grasses and flowers native 

always standing for serving families in 
the manner they choose. Th is embracing 
of eco-friendly death care is yet another 
example of the options they off er fami-
lies.”
 Location types for green burials can 
vary. Th e Green Burial Council certifi es 

three – low impact, natural, and conservation. “We are 
off ering our families a natural burial ground,” Mau said. 
“Th e acreage that will be available, starting next spring, 
will have both a wooded area and one that is blanketed 
with prairie grasses and fl owers native to Indiana.”
 To qualify for natural burial in Kessler Woods, some 
basic stipulations must be met. Th ese include the use 
of a biodegradable burial container such as a wood cas-
ket or shroud and the preservation of the body without 
formaldehyde-based embalming. 
 Kessler Woods will not have a formal, manicured appear-
ance, but will be maintained in its natural rustic state.
 Kessler Woods, on land that had been farmland many 
generations ago, is in a rustic setting, accessed by a gravel 
road that leads from the main part of the cemetery. 
 “Th is new green burial site goes along with the con-
servation and natural preservation eff orts we have been 
involved in for years with such groups as Keep India-
napolis Beautiful, Indianapolis Downtown Inc., in the 
tree-planting eff orts of the city and state, as well as our 
own Gift of Life program, where Flanner and Buchan-
an plants a seedling in the Hoosier National Forest in 
memory of every person whose funeral is handled by 
the fi rm,” Milton said. 
 “We have already planted hundreds of trees in our 
cemeteries,” she added. “Our motto for a long time has 
been ‘Community, Commitment, and Compassion.’ 
Th e natural burials embrace our belief in conservation 
and preservation. Much like we facilitated cremation 
for our Indiana consumers in 1904, Flanner and Bu-
chanan is poised to facilitate natural burial for our en-
vironmentally committed Indiana families from today 
forward.”
 “We anticipate the number of green burials to grow 
each year,” Mau said. “It’s interesting that, in one sense, 
it’s a very old-fashioned way to bury someone, yet it’s 
now become one of the most recent trends.” According 
to the Green Burial Council, green burials are a grow-
ing trend across the country. 
 For further information, visit www.fl annerbuchanan.
org or www.greenburialcouncil.org. 

to Indiana,” added Mau. 
 “Green burial prefer-
ences do not exclude tra-
ditional funeral service 
options such as a cha-
pel service or visitation. 
It simply requires differ-
ent alternatives, prod-
ucts, and time sensitivity,” 
said Milton. “All Flanner 
and Buchanan Funeral 
Centers are Green Buri-
al Council-certified and 
fully equipped to meet 
these specific needs for 
Kessler Woods,” she add-
ed. “With a facility lo-
cated adjacent to Kessler 
Woods, a family funeral 
procession would find it 
a comfortable walk to the 
burial site.”
 “Th ese are premium buri-
al options,” Mau said. “Re-
spect and dignity are a key 
role in green burials, just 
as they are in any other 
kind. Kessler Woods will 
be considered a natural 
place for burials that are 
dignifi ed and off er earth-
friendly options, all at the 
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www.FuneralNet.com • 1-800-721-8166
©2006 Adfinity

in English and
en Español.

Marshall’s Funeral Homes’ 
new web site speaks 
to the community…

When Marshall’s Funeral Homes decided to target the Hispanic community in the Washington, D.C.
metropolitan area, they turned to FuneralNet for help. FuneralNet redesigned the funeral home’s
web site, adding 10 new pages and a web audio feature in Spanish. 

By reaching out to the Spanish-speaking community, Marshall’s Funeral Homes has greatly
expanded its web site audience—and created the opportunity for an explosion in new business. 

Does your web site speak the language? You could easily double or triple your audience with just
one phone call to FuneralNet. 
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Call for a free catalog

1-800-648-0641

Funeral Directors Research, Inc.
AMRA INSTRUMENT, LLC

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

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

WEB DIRECT GIFT & PRICING

TM
®

www.amrainstruments.com
www.preproomdirect.com

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! 

C&J Financial, LLC
an affiliate of Security National Life Insurance Company

CJ
F$

175 Jester Parkway
Rainbow City, AL 35906

fastfunding@securitynational.com
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they served. Wendy states, 
“My dad was my role 
model and mentor. He 
instilled great values and 
nuggets to live by and run 
the business. He and my 
grandfather invested in 
the communities that we 
served and when families 
know that, it gives them a 
reason to come back and 
also to come to you for 
important advice, because 
they have confidence and 
trust in you with impor-
tant decisions that affect 
their lives. Our commu-
nities are small, and we 

CONTINUED ON PAGE A35

nessee State University in 
Murfreesboro, where she 
received a Bachelor of Sci-
ence Degree, and follow-
ing her father’s advice, she 
attended Jefferson State 
Junior College in Bir-
mingham, AL. There she 
received her Associate De-
gree in funeral service and 
the rest is history.
 Wendy is the current 
owner and operator of the 
Hellum Funeral Homes 
of Tennessee. Wendy is 
proud of having served on 
the prestigious Rutherford 
County School Board, 
where she has helped to 
provide the leadership to 
a learning environment 
conducive to the area’s 
student’s highest learning 
and achievement levels. 
She worked intensely to 
communicate with oth-
ers, the goals of the school 
system for their business-
es, community and fam-
ily support to attain their 
goals and then putting 
policies in place to mea-
sure the effectiveness of 
their programs.
 Wendy is very partial 
to a few involvements 
that we must list, which 
includes the Regulato-
ry Board of Funeral Di-
rectors and Embalmers, 
Delta Sigma Theta So-
rority, Inc., Epsilon Nu 
Delta Mortuary Frater-
nity, Inc., the NAACP, 
Middle Tennessee State 

affair, and her beautiful 
daughter Chairmaine and 
sons were simply wonder-
ful.
 Barbara is right at home 
in Baltimore, although 
she was raised in Phila-
delphia, PA where she re-
ceived her primary and 
secondary education. Her 
brother John Price oper-
ates a successful funeral 
firm there in the City of 
Brotherly Love. She at-
tended St. Joseph College, 
Cheney State University 
and Eckels College of Mor-

come in contact with each 
other on a daily basis. We 
are all family and share 
so many events in each 
other’s lives. It’s not like 
you’re living in Chicago, 
Detroit, Los Angeles or 
New York City. Our first 
firm was established in 
1934 by my grandfather 
the late J. C. Hellum, Sr. 
he loved the business and 
knew it was the right fam-
ily business for his son 
back then.” 
 Wendy  B .  He l l um, 
CFSP, is a distinguished 
graduate of Middle Ten-

University Alumni As-
sociation, Tennessee State 
Funeral Directors Associa-
tion, NFD&MA, INC., 
and the 100 BWFS, Inc., 
where she has received an 
Award for Excellence as 
well as the 2008 Woman 
of Distinction Award and 
also Appreciation of Out-
standing Service from the 
order of the Eastern Star. 
The Women of Funeral 
Service are proud to hon-
or Wendy B. Hellum. 

Barbara Alice Price 
Brown
 It was such a wonder-
ful surprise in the spring 
of 2008, when I was able 
to make an unexpect-
ed visit to the William 
Brown Community Fu-
neral Home  in Balti-
more, MD. I had received 
so many recommenda-
tions and letters regard-
ing the great service that 
they provide, I had to 
visit them and tour the 
facility. To my surprise, I 
caught the family in and 
busy as bumblebees. That 
didn’t stop them from giv-
ing me the VIP treatment. 
The visit started with lots 
of hugs and kisses and 
the camera started flash-
ing. Barbara Alice Price 
Brown is so accommodat-
ing and she allowed me to 
tour and shared the his-
tory of the funeral home. 
Her firm is truly a family 

tuary Science in Philadel-
phia. Eckels is no longer 
there, but it has a rich his-
tory of its trained gradu-
ates in the profession. It 
is also the school that my 
late father-in-law, Max 
W. Starks, II attended 
and spoke about with so 
much pride whenever we 
discussed mortuary pro-
grams. 
 Barbara and her entre-
preneurial husband Wil-
liam are the owners of the 
William C. Brown Com-

Your Firm could 
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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.

1-888-450-7727

Call now to receive our
* FREE Wholesale Catalog * Copyright ® 2007 FPI. All Rights Reserved 

 

Subscribe Today!
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www.mortuarymanagement.com
U.S. 1 year $39

2 year $65
   3 year  $91
 Foreign* 1 year $46

2 year $77
*United States funds please
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munity Funeral Home, 
PA, in Baltimore, with 
a second location in Ab-
erdeen, MD. She is the 
proud mother of Barbara 
Charmaine, William, Jr., 
and Christopher Brown 
who assist in the fami-
ly owned businesses and 
help serve both of their 
location communities. It 
was very natural for the 
kids to get involved. I 
learned about Charmaine, 
many years ago because 
she attended mortuary 
school with my godson 
Demetrius and they were 
great friends. He often 
said she was talented and 
gifted and would make a 
wonderful funeral direc-
tor. He was right. She is 
a wonderful fit for the 
family business and the 
new generation brings so 
much to funeral service 
when they are on track to 
keep the legacy alive.
 Barbara Brown loves 
working with children 
and youth. She under-
stands that they are our 

Continued fr om Page A34Women of Distinction: Wendy B. Hellum, CFSP and Barbara Alice Price Brown
Church in Essex, MD. She 
is a member of the Funer-
al Directors and Morticians 
Association of Maryland, 
Inc. Barbara is a visionary 
and was the fi rst woman 
to be President in the local 
morticians association of 
Maryland. She has served 
Baltimore and Maryland 
and is a mover and shaker, 
having served on the Board 
of Directors of several or-
ganizations and as chair-
person of the scholarship 
committee that allowed 
her to make a diff erence in 
the profession. Barbara was 
featured in Who’s Who in 
Cambridge, as one of the 
industry’s leading profes-
sionals. 
 As a member of the 
NFDMA, she has served 
as District II Governor 
for the states of Mary-
land, Virginia and the 
District of Columbia. She 
understands that women 
give a special sensitivity 
to funeral service and al-
ways gives an encouraging 
word to those with ques-

tions about the profession. 
She’s excited about our 
Lottie K. Weldon Men-
toring Program that as-
sists students and interns 
entering the funeral edu-
cation programs around 

future and it’s important 
to invest time and energy 
in them. She spends time 
encouraging, listening to 
them, communicating 
and giving good advice. 
She makes sure they un-
derstand the importance 
of a good education, set-
ting goals for themselves, 
and that “failure is not 
an option.” Barbara says, 
“We must take an extra 
step and invest in our 
children’s future and be 
a role model and mentor. 
They look for someone 
to direct their paths and 
guide their decision mak-
ing process.” 
 Because of Barbara‘s in-
sight for our youth, she 
is loved and highly re-
spected by her commu-
nity leaders and the fam-
ilies she serves and works 
with. Her funeral service 
colleagues respect her for 
the time she invested in 
children.
 Our Baltimore Woman 
of Distinction is a mem-
ber of St. Stephen AME 

the country, puts them 
with professional men-
tors and is always avail-
able to lend her efforts to 
our future licensed pro-
fessionals. Barbara Brown 
leads by example and ed-

ucation is a high priority. 
We salute Barbara A. Price 
Brown of the William S. 
Brown Community Fu-
neral Home leading the 
way as a “2008 Woman 
of Distinction.”
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MESA,AZ— Mesa Com-
munity College Mor-
tuary Science Program 
is proud to announce 
the class offi  cers for Tau 
Chapter of Sigma Phi 
Sigma for the 2008-09 
academic year. Seated is 
President Ethan A. Buel-
er. Standing (left to right) 
are: Secretary Michelle 
Garcia, Treasurer Neil 
Ford, and Vice-President 
Heidi Eason.

by other anatomy classes 
and various EMT/Para-
medic continuing edu-
cation classes, not only 
from throughout Arizona 
but also from many of the 
surrounding states.
 Mesa Community Col-
lege is one of the few pro-
grams that teach all as-
pects of funeral service in 
their stand-alone, state-of-
the-art facility located on 
the Williams Campus in 
Southeast Mesa, Arizona. 

Mesa Community College Mortuary 
Science Program

 Members of the Mortu-
ary Science Program Class 
of 2009 proudly display 
their Matthews Crema-
tor Operator Training 
certifi cations. Th e class, 
taught by Dr. Thomas 
R. Taggart, is off ered ev-
ery fall using the Power 
Pac II cremation unit that 
was purchased from Mat-
thews International and 
installed as part of the 
program in 2005.

 Members of the Sigma Phi Sigma 
Tau Chapter of Mesa Community 
College Mortuary Science Program 
participate in a pre-game tailgate 
festival before the annual Home-
coming football game. Various stu-
dent organizations and campus de-
partments had information tables 
and also hosted games for kids. Th e 
Mortuary Science students sold their 
Class of 2009 t-shirts to help raise 
funds for the organization’s yearly 
activities. Th e students also hosted 
the “Body Bag Drag” race with man-
nequins in body bags. A great time 
was had by all attendees.

 Some members of the 
Mortuary Science Class of 
2009 work with instructor 
Dr. Thomas R. Taggart in 
the dissection of the ana-
tomical cadavers used by 
the program. The cadavers 
are used in Anatomy and 
Embalming class. They 
are also available for use 

Th e Williams Campus is 
home to ASU Polytechnic 
University, Chandler-Gil-
bert Community College, 
Mesa Community Col-
lege, Embry Riddle Flight 
School and the University 
of North Dakota Flight 
School. Th e campus is one 
of the few off ering housing 
and dormitory facilities 
where a student can earn 
an Associates, Bachelors, 
Masters and Doctorate de-
gree on the same campus.
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Carol 
Thomas 
Williams 
receives 
Doctor of 
Education 
Degree

PIMS Students sponsor Annual 
Christmas Drive for the Needy

Epsilon Nu Delta Annual Osiris for 
2009 to be held in Arizona

By Francine Ross-Roden

WASHINGTON,DC— Epsilon Nu Delta 
Mortuary Fraternity will meet for their 
annual Osiris Friday, February 27 – Sun-
day, March 1, 2009 in Phoenix, AZ, the 
home of this year’s host, Nu Chapter.
 Pre-Osiris activities will take place on 
Thursday, February 26, 2009 with a golf 
outing and an evening dinner planned 
for early arriving participants. CEU 
classes will take place Friday morning 
with the Board Meeting after lunch. 
The official Osiris will take place on 
Saturday and will conclude after Sunday 
morning worship at the Bethesda Baptist 
Church, where our National Chaplain, 
Rev. James Preston serves as Pastor.

 We want to see members from all Six 
Regions gather in Arizona not only to 
conduct the business of Epsilon Nu 
Delta, but to see old friends as well as 
meet new ones. The Double Tree Suites 
at Sky Harbor Airport in Phoenix is 
the host hotel. Members of E.N.D. 
may register by contacting the Gener-
al Secretary at our national headquar-
ters: Epsilon Nu Delta Mortuary Fra-
ternity, Inc., C/O: Soror Lynn Arm-
strong-Patterson, CFSP, 3718 22nd 
Street NE, Washington, DC 20018 or 
contact her at the office at (202) 529-
5579 email contact; THEENDINC@
aol.com. 

Dr. Carol Thomas Williams

ATLANTA,GA— Con-
gratulations to Dr. Car-
ol Thomas Williams, 
on her Doctor of Educa-
tion Degree from Geor-
gia Southern University, 
on December 12, 2008. 
Dr. Williams is the Na-
tional Education Direc-
tor of the National Fu-
neral Directors and Morti-
cians Association, Inc., an 
instructor for the Gup-
ton Jones College Funeral 
Service Education Pro-
gram in Decatur, GA, as 
well as a graduate of the 
Jack N. Averitt College of 
Graduate Studies. She is 
co-owner of Carl Wil-
liams Funeral Directors
of Atlanta, GA with her 
husband Carl Williams, 
both of whom are mem-
bers of Epsilon Nu Del-
ta Mortuary Fraternity. 
Her Dissertation Study 
was “Th e Paradigm Shift 
of African American Fu-
neral Custom: Looking 
through the Lens of Oral 
History and Consumer 
Culture.”

PIMS student Dan Crist as Santa

PIMS Students at the Christmas Food Drive

PITTSBURGH,PA— Stu-
dents from Pittsburgh 
Institute of Mortuary 
Science (PIMS) recently 
held the school’s annual 
Christmas Food Drive for 
the Needy. This was the 
26th year for the Christ-
mas drive, which was ini-
tiated by faculty members 
M. Roger Walker and Joe 
Marsaglia. 
 PIMS class 138, 139 
and 137/138 ASB stu-
dents donated non-per-
ishable food items, cloth-

to the area needy. PIMS 
class #138 President Dan-
iel Crist was dressed as 
Santa and the students 
formed a human-chain 
to unload the items into 
the church. Following 
the delivery of food bas-
kets to the church, Santa 
and several students made 
an appearance at the Re-
habilitation Institute of 
Pittsburgh where they 
entertained children and 
patients. PIMS students, 
Distance Education On-
line students, faculty and 
staff express their sincere 
thanks to all those who 
were a part of this year’s 
event.

ing and toys. In addition, 
monetary contributions 
were made by PIMS Dis-
tance Education Class 
#1014 students, local fu-
neral homes, and busi-
nesses which were used 
to purchase canned hams 
and other food items. 
This year, a record break-
ing 412 food baskets were 
prepared.
 A formal delivery of the 
food baskets, clothing, 
and toys was made to a lo-
cal church for distribution 
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British Institute of Embalmers, North American 
Division, elects David G. Hicks as Chairman

STERLING,VA— Th e International Cemetery, Crema-
tion and Funeral Association has hired Julie A. Burn, 
CCrE, CSE, as director of cremation services to lead the 
association’s cremation-related program development, ef-
fective December 31.
 Burn was formerly cremation services manager for Wilbert 
Funeral Services, Inc. in Forest Park, IL. A frequent speaker 
at many industry-related meetings and conventions, she is a 
professor at the ICCFA University College of Cremation Ser-
vices and is chairman of the ICCFA Personalization Com-

NEWSNEWSAssociation

David G. Hicks

CINCINNATI,OH— At its annual general meeting, the 
North American division of the British Institute of Em-
balmers (BIE) elected as their chairman David G. Hicks, 
MBIE, CFSP. Hicks, who has broad experience in the fu-
neral industry, is Embalming Sciences Chair at Cincinnati 
College of Mortuary Science.
 Transferring the chain of command to Hicks were Robert 
J. Inman, FBIE and Robert G. Mayer, Jr., FBIE, CFSP, the 
only two living BIE Fellows in the United States. Th e meet-

jects. Membership in BIE allows embalmers to practice the 
science of embalming in other countries. 
 David Hicks has been involved in funeral service since 1992. 
A graduate of the Cincinnati College of Mortuary Science, and 
with a Master’s of Science Education from Capella University, 
he is licensed in both Ohio and Kentucky. Before accepting the 
position as the Clinical Lab Manager at CCMS, he worked as 
a funeral director/embalmer. Currently, he serves as the Chair 
of Embalming Sciences at CCMS where he teaches in such 
areas as embalming theory, restorative art and clinical labs. 
 “I am honored to hold this 
position and to share the 
friendship and company of 
such esteemed embalmers 
as Bob Inman, Bob Mayer 
and Nelson Hayes,” com-
ments Hicks. “I look for-
ward to meeting new people 
and helping in the continued 
success of the BIE in years 
to come.” In addition to his 
role as Chairman of the BIE 
North America, David is Sec-
retary of the Ohio Embalmers 
Association, past president of 
the Greater Cincinnati Fu-
neral Service Association, and 
a member of American Society 
of Embalmers and Academy of 
Professional Funeral Service 
Practitioners.
 Information about BIE and 
BIE,NA is available at www.
bioe.co.uk and www.bieam-
erica.com.

ing, held in Orlando, FL, was 
attended by a number of in-
dustry notables, including 
John P. Tempest, National 
President of the BIE, from 
England; officers of BIE, 
NA: Tim Borden, MBIE 
(Immediate Past Chairman) 
and Nelson Hayes, MBIE, 
CFSP (Secretary); as well as 
guest speaker Benjamin R. 
Whitworth, MBIE, of Dor-
set, England.
 British Institute of Em-
balmers, including its 
North American division, 
supports and oversees continuing education opportuni-
ties on such topics as implications of infectious disease, 
advanced embalming techniques and other technical sub-

ICCFA hires Julie A. Burn 
as director of Cremation 
Services 

Julie A. Burn

mittee, which conducts the 
annual Keeping It Personal 
(KIP) Awards program.
 “Th e addition of a ‘crema-
tion czar’ is the next logi-
cal step in the evolution of 
the ICCFA, which contin-
ues to lead the evolution of 
the industry as a whole,” 
said ICCFA President Mark 
Krause, CFuE. “Whether we 
are cemeterians, funeral di-
rectors or cremationists, our 
biggest challenge is promot-
ing tribute ceremonies and 
memorialization among our cremation clients. Julie Burn is 
an outstanding educator and is one of the most well recog-
nized experts on cremation issues in North America. She is 
the right person at the right time to build on the ICCFA’s 
current cremation programming and to ensure our members 
have the tools they need to meet the demands posed by cre-
mation now and into the future.”
 Burn worked for Wilbert Funeral Services from 1991 to 2008. 
She started out as manager of funeral service communications 
before being promoted to a regional manager position in 1996 
and to the cremation services manager position in 2000.
 She has served as supplier liaison to the board of directors of 
the Cremation Association of North America and as a member 
of the National Concrete Burial Vault Association’s Marketing 
Committee. Burn holds the designations of Certifi ed Crema-
tion Executive and Certifi ed Supplier Executive from the IC-
CFA and the designation of Associate Certifi ed Preplanning 
Consultant from the National Funeral Directors Association.
 Founded in 1887, the ICCFA is the only international 
trade association representing all segments of the ceme-
tery, cremation, funeral and memorialization profession. 
Its membership is composed of more than 7,200 cemeter-
ies, funeral homes, crematories, memorial designers and 
related businesses worldwide.
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 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.

Klicker’s Klicker’s 
 Krosswords Krosswords

Learning does not have to be a Learning does not have to be a 
chore, it can even be fun!chore, it can even be fun!

By Ralph L. Klicker, Ph.D.

n a l t r a n s f e r w x g e

i o n e k i u c y t e i c o s

c f i c v u o l m k r f m k t

o i g t e a d k u y z f o e u

n s x p a s y g b s n a k n w

o h e v a l t a t a w s i m l

s t m s k g u o v f a l g u a

t a c a k s i c r c a a y v g

a i v j l h b l i t c d g p y

s l b s v o e b e t a d n y x

c r u b b k b r j e r y t i d

o s h v a m a u o k v a t f m

x l x b a l z h s y l a y y s

e t m m v o i d c b c k q b o

i y i n g z t d e e h s n a b

1. _ _ _ _ _ _ _ _ _ _ _ _ : 
Union between bones

2. _ _ _ _ _ _ _ _ _ _ : 
One-sided contract

3. _ _ _ _ _ _ _ _ _ : 
Separates sanctuary 
from nave

4. _ _ _ _ _ _ _ _ : 
Long dead relative

5. _ _ _ _ _ _ _ _ : 
Pie

6. _ _ _ _ _ _ _ _ : 
Removal

7. _ _ _ _ _ _ _ : 
Wailing female spirit

8. _ _ _ _ _ _ _ : 
A single community

9. _ _ _ _ _ _ : 
Rigid container

10. _ _ _ _ _ _ : 
Jewish procession

11. _ _ _ _ : 
Islamic leader

12. _ _ _ _ : 
Agreement of no 
legal eff ect

LACFDA hosts Annual 
Holiday Dinner 

By Shun Newbern, CFSP

LOS ANGELES,CA— Los Angeles County Funeral Di-
rectors Association Offi  cers and Board of Directors held 
their Annual Holiday Dinner on December 10, 2008 at 
the renowned Proud Bird Restaurant in Los Angeles. As 
members and guests gathered, over 100 toys were collected 
for the Los Angeles Children’s Hospital. A 50/50 raffl  e was 
held; the winner donated $100 in addition to the 50% of 
the raffl  e that was donated to the hospital.
 Th e event was fi lled with holiday songs and karaoke fun. 
Th e Douglass Family Mortuary donated the exquisite 
centerpieces that added to the festive décor. 
 Th e Master of Ceremonies, Chanell O’Farrill, President 
of LACFDA introduced offi  cers, board members, past 
presidents and various guest offi  cials. Afterward, Todd 
Beckley, Past-President of CFDA, gave a moving homi-
letic invocation. 
 Th e LACFDA 2008-2009 Offi  cers are: President, Chanell 
O’Farrill, Vice President, Todd Beckley, Secretary, Sam El-
lis, and Treasurer, Sean Douglass. Th e Board of Directors, 
one year term, are: Bill Hawkins, Kathleen McLaughlin, 
and Ralph Torres; two year term: Jill Glasband, Mer-
rill Meff ord and Mike Boyko; three year term: Gail Val-
entine-Taylor, Kathryn Spalding and Shun Newbern, 
CFSP. Th e LACFDA offi  cers and directors would like to 
thank the various suppliers and professional services for 
their tremendous support in 2008. 

MKJ presents Green 
Opportunity Seminar 
with ICCFA Convention
LARGO,FL— You see the 
green movement all around 
you; restaurants serving sus-
tainable food, recycling, hy-
brid cars, water conservation 
in hotels, and a new presi-
dent with a $250,000,000 
bill for “green energy” ini-
tiatives. We all know “green” 
is a popular movement and 
we know consumers want 
to be “green,” but how 
do you translate that into 
your funeral or cemetery 
business? 

Joe Sehee, the found-
er of the Green Burial CONTINUED ON PAGE A41

Council and recognized 
authority in funeral ser-
vice on the topics of green 
funeral and natural burial, 
and MKJ Marketing, the 
recognized leader in death 
care industry marketing, 
are presenting the “Green 
Opportunity” seminar in 
conjunction with the IC-
CFA convention to be 
held on April 20, 2009 at 
the Mandalay Bay Resort 
Hotel in Las Vegas. Th is 
seminar event is endorsed 
by the ICCFA.

NEWSNEWS
Association

CONTINUED 
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Selected to sponsor Ira Byock, M.D. Keynote 
Speaker at ADEC Conference

Chautauqua County 
Funeral Directors 
Association elects new 
President 

DEERFIELD,IL— The As-
sociation for Death Ed-
ucation and Counseling 
(ADEC) will hold its 31st 
Annual Conference April 
15-18 in Dallas, TX; and 
Selected Independent Fu-
neral Homes will be par-
ticipating in the event. Th is 
year, for the fi rst time, Se-
lected is sponsoring one 
of the keynote speakers at 
the conference, Ira Byock, 
M.D.
 Dr. Byock will discuss 
“Dying in America: The 
Nature of Suffering and 
the Nature of Opportunity 
Th rough the End of Life.” 
He is a noted author, the 
director of Palliative Medi-
cine at Dartmouth-Hitch-
cock Medical Center in 
Lebanon, NH, and a pro-
fessor at Dartmouth Medi-
cal School. He has been in-
volved in hospice and pal-
liative care since 1978.
 “Selected Independent 
Funeral Homes is mak-
ing a coordinated eff ort to 
reach out to ADEC mem-
bers to build awareness and 
mutual cooperation,” said 
Executive Director of Se-
lected, Rob Paterkiewicz. 

conference. If you or some-
one on your staff  is inter-
ested in this unique oppor-
tunity, please contact the 
Headquarters offi  ce of Se-
lected Independent Funeral 
Homes at your earliest con-
venience.
 For more information about 
the ADEC conference and an 

“ADEC is the premier or-
ganization promoting ex-
cellence in death education, 
care of the dying and grief 
counseling. And members 
of Selected represent the 
fi nest independent funeral 
homes in North America 
and around the world. It is 
important that these pro-
fessionals understand each 
other and work together to 
best serve the needs of be-
reaved families.”
 In addition, Glenn P. 
Taylor, President of Se-
lected Independent Fu-
neral Homes for 2009 and 
President of Glenn Funer-
al Home in Owensboro, 
KY, will conduct a work-
shop during the conference 
about funeral service and 
memorialization options. 
Other members of Select-
ed also will plan to partici-
pate in the conference to 
learn more about the work 
ADEC is doing and serve 
as goodwill ambassadors for 
Selected.
 Invitations have been sent 
to all Selected member 
fi rms in proximity to Dal-
las, encouraging them to 
participate in the ADEC 

excerpt from the most recent 
issue of The Bulletin news 
magazine, including an in-
terview with Rev. William 
G. “Bill” Hoy, D.Min., FT, 
a Selected consultant and 
ADEC member, please visit 
http://www.selectedfuneral-
homes.org/news/announce-
ments.html.

 Th e seminar program will 
begin at 8:30 a.m. on Mon-
day the 20th. Th e seminar 
program will have four 
segments. Glenn Gould, 
CEO of MKJ Marketing, 
will open with a program 
outlining the projected 
scope of the “green” burial 
business based upon con-
sumer attitudes data de-
rived from research studies 
conducted by MKJ Mar-
keting. 
 Because much of the sup-
port for green services is 
from people that presently 
prefer cremation, the green 
market represents a net 
gain for funeral homes and 
vendors. “Green” consum-
ers will purchase more in 
merchandise and services 
than the average cremation 
consumer presently does. 
 Joe Sehee will follow with 
a program that builds on 
the presentations he has 
been making nationally at 
state conventions. He will 
focus on what being green 
and natural entails, and 
how to accomplish it. Ac-
cording to Joe, “Th ere are 
shades of green every death 
care company can accom-
plish. Becoming environ-
mentally friendly is a pro-
cess, not an all or nothing 
dilemma.” 
 Marilyn Jones Gould, 
President of MKJ Market-
ing, will discuss how MKJ 
clients have benefi ted from 

the public relations op-
portunities that can result 
from becoming a certifi ed 
green funeral home. 
 Th e seminar is sponsored 
by Champion Fluids and 
the casket division of Mat-
thews. Sponsorship oppor-
tunities are still available 
for any vendor interested 
in participating in this 
program. Each sponsor-
ing company will have an 
opportunity to introduce 
their environmental prod-
uct off erings in 30-minute 
presentations. 
 Th e seminar will end at 
3:30 p.m. in time to al-
low seminar attendees to 
participate in the ICCFA 
opening ceremonies and 
cocktail reception on the 
exhibit fl oor.
 MKJ has two other semi-
nars scheduled for the fi rst 
quarter of 2009: MKJ’s 
annual ski seminar will be 
held at Beaver Creek, CO, 
February 9-12, and the 
annual marketing seminar 
will be conducted in Na-
ples, FL, March 9-12. As 
the sponsor of MKJ Mar-
keting’s 2009 seminars, 
Th e Whitmore Group al-
lows MKJ to off er the high-
est quality programming in 
the death care industry. 
 For more information on 
MKJ’s 2009 seminar off er-
ings, visit www.mkjmar-
keting.com or telephone 
888-655-1566.

MKJ presents Green 
Opportunity Seminar 
with ICCFA Convention

Continued fr om Page A40

DUNKIRK,NY— On November 24, the Chautauqua 
County Funeral Directors Association selected its new 
president. Gabriel G. Johnson, LFD will assume the re-
sponsibilities of the association for the remainder of 2008 
and in 2009.
 Johnson is a lifelong native of Chautauqua County and is 
a graduate with honors from Simmons Institute of Funeral 
Service, where he is past president of Sigma Phi Sigma, the 
college’s funeral directing fraternal organization. Johnson 
has studied throughout the state, where he has countless 
hours learning new ways and strategies for coping with an 
unexpected death and has to attend many seminars deal-
ing with new embalming and restorative art techniques.
 Johnson has spoken throughout the county on funeral 
directing and ways to deal with grief after a death. He is 
actively involved as a co-founder of Northern Chautauqua 
County Healing Your Heart From Grief Support Group 
Hospice. He spends time volunteering throughout the 
community and has served on many local committees 
throughout the county.
 Johnson resides and is a funeral director/licensed man-
ager at the family owned and operated Gardinier-Colletti 
Memorial Home, Dunkirk, as well as the Larson-Timko 
Funeral Home, Fredonia. Johnson will aggressively pursue 
the ideals of the organization in his upcoming term. He 
will be looking forward to working with his colleagues.
 Joining the newly elected president are Vice President/
Continuing Education Chairman Paul Harris and Sec-
retary/Treasurer Warren Riles.
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www.eagleswingsair.com

Your “One Call” solution for 

Human Remains Airline Reservations

We are the travel agency for funeral service.

 Access to all Airline Schedules

 Time Savings

  Proactive Monitoring

 At NO Additional Cost
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36” Bar, 12 spaces $89.00 $98.00

Choose a standard style or we duplicate your letter
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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
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NFDA Endorses CCR America to assist Funeral 
Homes with Debt Collection
BROOKFIELD,WI— The 
National Funeral Direc-
tors Association (NFDA) 
recently entered into a 
new endorsed-provider 
partnership with CCR 
America, LLC ,  a  na-
tional collection agency 
that works exclusively 
with funeral homes. This 
partnership offers NFDA 
members a money-sav-
ing pricing structure for 
CCR America’s servic-
es as it works to collect 
debts during these chal-
lenging economic times. 
The company also works 
in select countries outside 
of the United States.
 CCR’s exclusive focus on 
the funeral service profes-
sion has lead to a proven 
track record of collect-
ing debts from families 
that have lost a loved one 
while preserving a funer-
al home’s reputation and 

relationship with fami-
lies. CCR’s gentle ap-
proach to funeral home 
collections has resulted 
in above-average results 
– up to 80 percent of the 
total amount recovered is 
returned to clients.
 CCR offers  a  broad 
range of collections-re-
lated services, including:

Skip Tracing and As-• 
set Determination: As 
part of the collection 
process, CCR will lo-
cate the person respon-
sible for payment of 
the debt and determine 
their ability to pay by 
confirming employ-
ment,  banking and 
property ownership.
Comprehensive Re-• 
porting: CCR provides 
real-time, online cli-
ent status reports via 
its Website. CCR also 
provides a client ac-

knowledgement re-
port at the beginning 
of the process, account 
progress reports and 
a closed-account re-
port after collecting 
the debt.
Legal  Consultants : • 
While CCR is typi-
cally able to collect 
an account without 
involving an attor-
ney, when necessary, 
their network of at-
torneys can assist with 
accounts that require 
litigation.
Cred i t  Repor t ing : • 
CCR is a member of 
the country’s two larg-
est credit-reporting da-
tabases, Trans Union 
and Equifax, and will 
report the debt to these 
entities.

 CCR also offers col-
lection services in Can-
ada, Mexico and Puerto 

Rico. NFDA members 
can call their personal 
NFDA member servic-
es representative at 800-
228-6332 (internation-
al members should call 
+262-789-1880) for more 
information about CCR 
and their debt-collection 
services.
 NFDA is the world’s 
leading funeral service as-
sociation, serving 19,500 
individual members who 
repre sent  more  than 
10,000 funeral homes 
in the United States and 
internationally. From its 
headquarters in Brook-
field, WI, and its Advo-
cacy office in Washing-
ton, 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.

There’s no better way
There’s no better way

To show them you care
To show them you care

Than to surprise them
Than to surprise them

With our sweet little bear

    
Funeral Director   

   I lo
ve my
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and return to: 

Nomis Publications, Inc.
PO Box 5159

Youngstown, Ohio 44514

Phone 800-321-7479 

Fax 800-321-9040 
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When Uncle Harry passed away out of the country, his family
was anxious about the time it would take to bring him home.
But Inman Shipping Worldwide’s timely handling of all the
details–at one low price–brought the family peace of mind. 

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

UNCLE HARRY
NEVER Had Very
GOOD T IMING.

1605 Merwin Ave., Cleveland, OH 44113 • 1-800-321-0566
www.inmanshippingworldwide.com

Inman’s exclusive
Trans-Containaire™
shipping unit.
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OGR leads the way to “Learning the Score, 
Measuring Success” at 2009 Annual Conference

NEWSNEWSAssociation
CONTINUED

ST. LOUIS,MO— It’s one thing to attend meetings, lis-
ten to speakers and network with attendees. The real 
test of a meaningful conference experience is whether 
you take away measurable ideas and tools that help 
bring those lessons learned to fruition.
 The aim of the International Order of the Golden 
Rule’s (OGR) 2009 Annual Conference, “Learning 

Independents 
Gain from Ideas, 

Networking, 
Business Savvy 

the Score, Measuring Success,” being 
held April 22-25 at the Gaylord Opry-
land Resort & Convention Center in 
Nashville—“The Music City”—is all that 
and more. Attendees will be treated like 
Opryland royalty, with sumptuous recep-
tions, fun-filled events, and peer-tested 
educational and networking exchanges that will leave 
them excited and prepared for the future and the pos-
sibilities that lie ahead.
 “If you thought last year’s conference was cutting-
edge, you’ve seen nothing yet,” said Jeffrey S. Wag-
es, Board member and 
chair of OGR’s Educa-
tion/Meetings Commit-
tee. “This year’s meeting 
will set an even higher 
standard, combining fresh 
ideas and practical busi-
ness components that will 
not only instruct, but in-
spire. You will not want to 
miss it!”
 A wide range of topics 
and speakers are planned 
to motivate, inform and 
address the latest issues 
and advances in funer-
al service generally, and 
the independent funeral 
home in particular. In 
her insightful keynote, 
“What Matters Most: 
The Heart’s Desires in 
Life & Death,” Ann Bas-
tianelli, president and 
chief executive officer of 
Anthology Consulting, 
will reveal the secrets of 
one-of-a-kind business 
leaders; how they can be 
adapted to funeral service; 
and how people’s choices 
in life affect their deci-
sions about death, funer-
als and memorialization. 
The sess ion,  “Under-
standing Today’s Boom-
er Consumer,” by Chris 
Kuhnen ,  LFD, CPC, 
CMS, marketing director 
of The Outlook Group, 
will show how significant-
ly different the boomer 
generation is from pre-
vious generations; what 
this means to your busi-
ness; and how to discover 
this dynamic and pros-
perous market’s unique 
wants and needs. In his 
presentation “If Warren 
Buffet Owned a Funeral 
Home: Wealth-Building 
Strategies You Can Use,” 
Alan Creedy, president 
of Trust 100, will explain 
how to apply Buffet’s 
principles to the funeral 
business, including a les-
son on how cash works; a 
crash course in account-
ing; understanding finan-

cial reports; maximizing the value of your business 
and personal net worth; and more. And in the con-
ference’s closing session, “Taming the Talent Revolu-
tion: A Decade of Opportunity,” Edward E. Gordon, 
Ph.D., owner and founder of Imperial Consulting 
Corporation and author of The 2010 Meltdown, will 
offer his optimistic message based on years of research 

and international consulting experience 
as he shows how communities can make 
current businesses more competitive and 
attract new start-ups.
 The schedule will also include three 
panel discussions: a Pre-need Panel: “The 
Status of Today’s Pre-need”; a Green 

Burial Panel: “Organic Options for Funerals and Me-
morialization”; and a NextGen Panel: “Looking For-
ward: The Funeral Profession of Tomorrow”; as well 
as a Golden Services Supplier Forum: “Improving 

CONTINUED ON PAGE A44
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Your Bottom Line.” Each 
of these inventive sessions 
will confront—and clar-
ify—issues that can per-
plex the most seasoned 
funeral professional. Two 
members-only discussion 
sessions will round out 
the educational program. 

 An Auction for Educa-
tion: Giving Unto Others 
will benefit OGR’s Awards 
of Excellence Scholarship 
Fund, which assists stu-
dents pursuing a mortu-
ary science degree. Auc-
tion items will range from 
a week at a vacation prop-
erty, to a golf weekend, to 
one-of-a-kind items such 
as a collectible or a spe-
cialty basket. And a pre-

 But this conference will 
not only be intellectually 
challenging for attendees, 
it will touch them emo-
tionally, offering activities 
that reflect the Golden 
Rule, with the celebrated 
OGR family spirit echoed 
throughout the meeting.

conference Golf Tour-
nament: Advocating for 
Independents will raise 
funds for OGR’s Inde-
pendent Advocacy Fund. 
Other social networking 
features of the conference 
include the Wednesday 
evening Welcome Recep-
tion and Saturday night’s 
gala President’s Recep-
tion/Annual Banquet and 
Installation. 

 Awards will be presented 
at two functions. A lun-
cheon on Friday will rec-
ognize winners of OGR’s 
2008 Exemplary Service 
Awards, the new Golden 
Rule Awards for advoca-
cy, community service, 
innovation and the Sup-
plier of the Year, and the 
Awards of Excellence and 
National Family Appre-
ciation Month Student 

Writing Contest scholar-
ships. A ceremony hon-
oring the winner of the 
2008 Golden Light Award 
will follow the Saturday 
night Board Installation.
 Other conference high-
lights include an Open-
ing Session on Thursday 
morning with remarks 
by President Guy Lin-
nemann, CFSP; Member 
Milestone certificate pre-
sentations; and a Memo-
rial Tribute. Plus, a Sup-
plier Showcase on Thurs-
day and Friday will of-
fer several opportunities 
for members to conduct 
business one-on-one with 
Golden Services Suppli-
ers, peruse their product 
lines and learn about their 
services.
 Attendees will be eligible 
to earn up to 15.0 CEUs 
in states where approved. 
OGR’s room block at the 
Gaylord will be held until 
March 31, 2009. Attend-
ees save when registering 
by the March 16, 2009, 
SaverRate deadline. Call 
(800) 637-8030 for infor-
mation or visit www.ogr.
org.
 As “The Voice of the 
Independent  Funera l 
Home,” the Internation-
al Order of the Golden 
Rule (OGR) is one of the 
world’s largest profes-
sional associations of lo-
cal, family owned Golden 
Rule funeral homes whose 
members are dedicated 
to offering reliability, fair 
pricing, and dignified, 
caring service to families. 
OGR is headquartered in 
St. Louis. Contact: Janet 
Protzel, director of com-
munications, (800) 637-
8030, jprotzel@ogr.org.

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

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

FUNERAL HOME & 
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Farnsworth  Gowns
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WILLIAM A. BRADLEY of Tequesta, FL and formerly of 
Chatham, NJ, died December 25, 2008 at the age of 101. 
In 1933, he registered as an apprentice to Robert Mason, 
at his funeral home in South Amboy, NJ. In 1935, Bill 
received his licenses as a funeral director and embalmer, 
having completed his technical training at the Renouard 
Training School in New York in 1931. He worked at the 
Martenis Funeral Home from 1935 until 1943 when he 
opened his fi rm, Wm. A. Bradley, Funeral Director in 
Chatham, which is still in operation as Wm. A. Bradley 
& Son, Funeral Directors. His son Richard R. Brad-
ley carried on the family profession for over 30 years and 
now it is under the leadership of his grandsons, Scott W. 
Bradley and Christopher J. Lisewski with other facili-
ties in Union, Springfi eld, and Whippany. He was the fi rst 
President of the Morris County Funeral Directors Associa-
tion and served as President of the New Jersey State Funeral 
Directors Association in 1969. He was instrumental in the 
passage of the New Jersey laws governing funeral service 
and cemetery regulation.

DONALD MAURICE “DON” CARTER of Hinesville, GA 
died December 29, 2008 at the age of 63. A graduate of 
Gupton Jones Mortuary College in Atlanta, he was co-owner 
with his brother and nephew, of Carter Funeral Homes 
in Hinesville. He was a member of the Georgia Funeral 
Directors Association and the National Funeral Directors 
Association.

SYLVESTER J. “CY” DERNBACH, JR. of Sturgeon Bay, WI 
died December 20, 2008 at the age of 70. He graduated 
from Val Beyer’s Institute in Milwaukee, WI and appren-
ticed at Lyndahl Funeral Home in Green Bay, WI. He 
worked for Davis Mortuary in Sturgeon Bay for two years 
before returning to Lyndahl Funeral Home in 1965. In 
1973 he returned to Davis Mortuary, purchasing the fu-
neral home in 1989. In 2001 he sold the funeral home 
to Todd Huehns and continued as funeral director with 
Huehns Funeral Home.

MICHAEL E. HILGEFORT of Bellevue, PA died January 5, 
2009 at the age of 43. His funeral service career saw him 
working at H. Samson Inc., H. P. Branch Funeral Home 
Inc. and Burton L. Hirsch Funeral Home Inc., in the 
Pittsburgh, PA area.
Courtesy Clem’s Livery Service, Pittsburgh, PA.

SHARON S. LUCAS of Vernon Hills, IL died December 
22, 2008 at the age of 59. She was a member of the staff  
of the Casket and Funeral Supply Association of America in 
Lake Bluff , IL. 

VICTORIA OLIVER of West Philadelphia, PA died De-
cember 24, 2008 at the age of 63. For 34 years, until her 
retirement in 2000, she was the offi  ce manager for Terry 
Funeral Home in Philadelphia. 

HARRY PEARSALL of Mt. Pleasant, MI died December 13, 
2008 at the age of 82. He was a funeral director at W.L. 
Case Funeral Home, Saginaw, MI and Pearsall Funeral 
Home, Bay City, MI.

MELVIN LEE SAVAGE, SR. of Pine Bluff , AR died Novem-
ber 30, 2008 at the age of 59. He was a licensed funeral 
director for Henson Mortuary in Pine Bluff .

RALPH TURNER of Decatur, GA died December 28, 2008 
at the age of 88. He was owner of A.S. Turner & Sons Fu-
neral Home, founded by his father in 1903 in Decatur. A 
graduate of the Cincinnati School of Embalming, he was 
active in the National Funeral Directors Association, where 
he served as National Secretary and was a past President 
of the Georgia Funeral Directors Association.

CAROLYN WILSON of Anderson, SC died January 1, 2009 
at the age of 67. She was a 20-year employee of the Mc-
Dougald Funeral Home in Anderson.

Death Notices
Send obituary information to Funeral Home & Cemetery News, PO Box 5159, Youngstown, OH 44514  • Fax (800) 321-9040 • E-mail info@nomispublications.com
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JACKIE HUBA will show you how to increase 
market share by turning your customers 
into “evangelists.” Check out Jackie’s 
word-of-mouth marketing blog at www.
churchofthecustomer.com.

JOHN MOORE will then share his insight, as 
one of the masterminds behind the Whole 
Foods and Starbucks brands, on how to act 
small even when your business gets big. Read 
more about John’s branding expertise at 
www.brandautopsy.com. 

DEAN LINDSAY will offer proven ways 
to make great first impressions, create 
lasting connections and build long-term 
relationships. Learn more about Dean’s 
marketing strategies at www.deanlindsay.com.

SCOTT GINSBERG will discuss how to 
differentiate yourself from your competition so 
you can GET noticed, GET remembered, and 
GET business. Tune in to get advice from “The 
Nametag Guy” for increasing “mind share” at 
www.nametagtv.com.

DOUG GOBER will define the elements that 
comprise your brand and then examine each 
one in depth, offering advice and examples of 
how to distinguish yourself from others in the 
industry and in your marketplace.

107 Carpenter Drive, Suite 100  |  Sterling, VA  20164  |  1.800.645.7700  |  www.iccfa.com

Mandalay Bay Resort & Casino

The industry association that keeps growing!

ICCFA UNIVERSITY
Mid-South Convention Center • Tunica, Mississippi
Finally, you have a way to reach out to those families who say  
“I don’t want a funeral” or  “I just want a cremation” and help them  
find meaning and value in planning final tributes and memorialization. 
 

College of 21st Century Services 
Discover how to deliver meaningful, memorable services for families that don’t want a “traditional” 
funeral or burial. Includes:

brought to you by leading experts Doug 
Manning and Glenda Stansbury of the In-Sight Insitute
A morning with renowned industry educator, author and grief counselor Alan Wolfelt, Ph.D., 
sponsored by Batesville Casket Co.

with extras such as food service, 
graveside themes, exceptional veterans tributes and more, all taught by some of the most successful 
cemetery and funeral professionals in the world.

College of Cremation Services 
The largest growth market in our industry today is cremation. The only question is, will the 
trend veer toward or away from tributes and memorialization? The only program of its kind, the 
College of Cremation Services shows you how to influence the trend in your market.

—Arrange and create meaningful tribute services and memorials.
—Understand the business and liability aspects of cremation and how 

best to ensure your cremation operations comply with the industry’s best practices.
—Provided in concert with Matthews Cremation Division; includes a 

12-chapter Operations Manual.

Additional ICCFA University Colleges:

Plan now to join us at ICCFAU 2009! Visit www.iccfa.com for complete details.

Manning

Stansbury

I have been a funeral director/
embalmer for 13 years and 
have attended numerous 
continuing education classes 
and conferences, and not one 
has been as exciting, informative 
and productive as this one. I am 
so excited about everything I 
learned. 

—Amey Stuart-Garza
Laurel Oaks Memorial Park 

& Funeral Home
Mesquite, Texas 

What a unique opportunity to be
surrounded by a wealth of 
knowledge in all aspects of our 
profession.

—Kim Kojan
Miller-Jones Mortuary & 

Crematory
Sun City, California

2009
MUSIC LICENSES

All three licensing agencies for just $248!
With no additional membership fees, this is 
the lowest price available to the industry! 
Details: www.iccfa.com/music 
or call 1.800.645.7700.

Natural
selection in our

industry will ensure

prosperity for those

cemeteries, crematories and

funeral homes that adapt to

their markets—and extinction

for those that don’t. 

This is the only convention that

provides you with a vantage

point on the future and

detailed how-to advice

on evolutionary

marketing tactics to
grow your
business.

ALL FOR JUST $410
VISIT WWW.ICCFACONVENTION.COM OR CALL 1.800.645.7700 FOR COMPLETE DETAILS.

$410 rate is the ICCFA member rate if you register by March 13. Non-members may register before March 13, pay $570 and receive one free year of ICCFA membership!

T H E  B E S T  V A L U E  I N  T H E  I N D U S T R Y !

The most fun and 
fastest-growing

Expo in the industry.
As always, you’ll 

enjoy FREE food and 

beverages during all 
Expo hours.

CremationArranger Certification Program—the only suchcertification program in the industry—with dozensof ideas for creatingmeaningful, memorablecremation tributes!Included freewith yourregistration.

Funeral

directors:

Earn up to

18 CE hours at 

one conference!
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Judaica
Through the Ages

JEWISH
CALENDAR

800-413-4455

The Judith Roth Studio Collection is not affiliated with any other company or association.
To receive these calendars, your signed order form must be sent directly to our company.

Plus 15¢ each for shipping & handling
99¢

each

These upscale promotional calendars will reflect the quality of service you provide to your families.

Your personalized information is shown at the center of your calendar.

Each calendar has twelve museum quality reproductions.

There are absolutely no other required charges. Really.

Catholic and Nature Calendars Also Available in Spanish

Size of calendar closed 11”x 8 3/4” •  Size of calendar open 11” x171/2”

CALENDARS
Promotional

the art of
KEITH MALLETT

BLACK
HISTORY

CALENDAR

2010

2010

CATHOLIC CALENDAR

o

CHRIST
LIGHT OF THE WORLD

TWELVE

MASTERPIECES

4 C

FPO

The Judith Roth Studio Collection
The world's highest quality promotional calendars

 


