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Czelusniak Funeral Home marks 100 Years 

New Owners carry on Stetzer Funeral Home 
Tradition in Morristown

1918 he purchased the Brewley Boarding 
House at Main and Hill Streets. Stetzer 
transformed the building into the beautiful 
landmark funeral home that it is today.

MORRISTOWN,TN— For 
more than a century, Stetzer 
Funeral Home has been 
guided by two very impor-
tant principles: respect and 
integrity. In fact, it was 
these virtues that drew Ste-
phen Bales and J.B. Gulley
to purchase the fi rm when 
it became available in 2007. 
Bales and Gulley are proud 
of their funeral home’s well-
earned reputation of car-
ing, personal service and 
are dedicated to serving the 
families of the Morristown 
area in the same manner.
 Stetzer Funeral Home was 
established by Martin Hen-
ry Stetzer, a son of German 
immigrants. Th e undertak-

er and embalmer left his position at Hall 
& Donahur Funeral Home in Knoxville, 
TN to start his own business in Morris-
town. After trying two other locations, in 

NORTHAMPTON,MA— Czelusniak Funeral Home in 
Northampton, Massachusetts is proudly celebrating 100 
years of service this year. Th e funeral home has been at 
its current location at 173 North Street since 1950.
 Built in 1900, the white three-story converted home 
is beautifully sited in this quiet Connecticut River Val-

ley neighborhood. Inside, a neutral palette, accented 
with classic furnishings creates a very welcoming atmo-
sphere. The first floor features numerous seating areas, 
two chapels, and an informal, comfortable setting for 
funeral planning. The second floor houses the firm’s 

CONTINUED ON PAGE A2
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Publishers of the Funeral Home & Cemetery Directory, Buyer’s Guide and Funeral Home & Cemetery News
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Industry Associations 
respond to Earthquake 
in Haiti

See Page A42

Please visit 
www.nfda.org/haiti for the 

latest news and information 
on Haiti; this Web page will 
be updated daily, or as new 

information becomes available.

Joe Sehee of the Green 
Burial Council responds to 
Richard Santore’s December 
article “Shades of Green: We 
should be concerned with our 
environment!”

See Page A16

ICCFA CONVENTION

& EXPO
Look for this Exhibitor Designation

More information about the 
Convention and Keynote Speakers 

begins on Page A38
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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 Runaway

Circumstances:  Both photos are of Yansis. 
She may still be in the local area. Her ears 
and right eyebrow are pierced.

Date of Birth:  8/16/1986
Date Missing:  5/5/2002

Missing From: 
Miami, Florida

Age at Disappearance:  15 Yrs
Age Now:  23 Yrs

Sex:  Female
Race:  While/Hisp

Height:  5’0”
Weight:  90 lbs

Hair:  Black
Eyes:  Brown

YANSIS MASSIEL JUAREZ

Endangered Runaway

Circumstances:  Alondra was 
last seen on September 28,2008. 
She has two birthmarks on her 
left eye.

Date of Birth:  1/29/1992
Date Missing:  9/28/2008

Missing From:
Atlanta, Georgia

Age at Disappearance:  16 Yrs
Age Now:  17 Yrs

Sex:  Female
Race:  White/Hisp

Height:  5’1”
Weight:  120 lbs

Hair:  Brown
Eyes:  Brown

ALONDRA FLORES

Date of Birth:  9/16/1991
Date Missing:  11/12/2008

Missing From:
Anderson, South Carolina

Age at Disappearance:  17 Yrs
Age Now:  18 Yrs

Sex:  Male
Race:  White

Height:  5’10”
Weight:  150 lbs

Hair:  Brown
Eyes:  Brown

JOSHUA GARRETT

Circumstances:  Joshua was last 
seen at home on November 12, 
2008. He may be in the Charles-
ton, South Carolina area.

Endangered Runaway

Correction

Czelusniak Funeral Home 
marks 100 Years Continued fr om Front Page

offices as well as a private living room 
for its families. Other features include 
the casket selection room, and family 
lounge with children’s recreation area.
 Fourth generation funeral director and 
owner Jay Czelusniak takes pride in 
the funeral home and wants families to 
feel more like they are in a home rath-

er than a business.  He strives to keep 
the building updated, as well as staying 
current with the latest in funeral indus-
try offerings. Dedicated to serving the 
families of this diverse, rural economic 
center, the firm provides professional, 
personalized celebrations of life, tradi-

 Th e article “Stardust 
Art offers Memorial 
Keepsakes on Can-
vas” on Page B5 of 
the January 2010 is-
sue incorrectly listed 
the phone number for 
Stardust Art. Th e cor-
rect phone number is 
608-756-1425. Th eir 
webs i te  address  i s
www.stardustart.net.

CONTINUED ON PAGE A13
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SATISFACTION GUARANTEED
Please call ( 864)346-4777

634

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 En-
terprises, Inc. She was the co-founder of Accord Inc. and has been 
involved in grief and bereavement training and services for the 
past twenty-two years. She has an Associate Degree in Nursing 
from the University of Kentucky Extension Program and a Bachelor 
of Arts degree in Psychology from Bellarmine College in Louisville, 
KY. Sherry is a nationally certifi 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 Specialist.
 She has been a featured speaker for numerous organizations in-
cluding the National Funeral Directors Association and the Asso-
ciation for Death Education. 
  She can be reached by email at  sherry@newleaf-resources.com. 
Visit New Leaf Resources and Sherry Williams Enterprises, Inc. at 
www.newleaf-resources.com

Th e Gift ofTh e Gift of
 Aftercare Aftercare

 Today, as I sit looking out my window at the beautiful 
falling snow and am feeling the eff ects of 17 degree weath-
er on my bones, I can only be encouraged by the fact that 
Spring is just around the corner. Indeed by the time you get 
this, Spring is only 48 days away and this brings thoughts 
of what you can do to welcome a breath of fresh air, the 
blooming of plants and the symbols of new life. 
 For those who are grieving, however, Spring is not always 
as pleasant in its coming as it is to us. Th ey are often feel-
ing like they would just like to pluck the tops off  the cro-
cus and daff odils as they rise from what once was frozen 
ground. How dare things be light and airy and full of color 
and life when I am feeling so broken, alone and isolated? 
Th e grieving are feeling the emotions of their grief and are 
often afraid if they let go the pain they will lose the mem-
ories they shared with their loved one. Whenever I try to 
explain this to people I am reminded of something Rob-
ert Anderson wrote in his book I Never Sang for My Father, 
“Death ends a life, not a relationship.”
 Spring is a very good time to reach out to your commu-
nity and present options that will help people grow through 
their grief experience. Th is is a time that you can help those 
you serve and those in your community develop a new ap-
preciation for the simple sustaining gifts of life like a Spring 
breeze, blooming fl owers, singing birds, kind friends and the 
joys of life. Th is is a good time to think about sponsoring 
or co-sponsoring a seminar for the bereaved that will em-
power them to use their grief experience to evaluate what 

eral service organizations. You might go to a college or a 
church and consider co-sponsoring an educational pro-
gram for the community. You might also talk to your lo-
cal beautifi cation organization and see if they want to help 
with a project. You just have to be creative. You have stay 
very visible in the community in today’s market to even 
maintain your level of business much less grow your busi-
ness. When the crocus start popping through the snow 
and the daff odils begin to sprout you should have already 
begun your plan. Don’t wait until we are once again facing 
the throws of winter to say, “Oh, I was going to do that, 
but time got away from me.” Start planning now.

has meaning for them. It is a good time to help grievers explore 
the values they have and determine what in life is important to 
them. It is a time to look at how they have become who they 
are because of the relationship they had with the person who 
died. Spring is a time that people can learn that they can grow 
through their grief.
 Spring is also a time that many of you do your burials from 
the winter season when the ground was too hard to open a 
grave. Th is is a good time to sponsor a program at the cem-
etery. It is a time that you can provide or begin a new ritual 
that will help people say goodbye to their pain and hello to 
a life fi lled with the memories of the person who died. You 
can provide a speaker and serve light refreshments as lives are 
honored and cherished and provide information about how 
to develop a new appreciation for what can emerge from the 
space that was created by the loss.
 You might want to consider sponsoring a cemetery beau-
tifi cation day. Invite the families you serve, some service 
groups like the scouts, and service clubs in local high 
schools or colleges to come to the cemetery and clean up 
the debris left over from winter and even consider planting 
fl owers if allowed to make the cemetery more beautiful. 
You can serve refreshments, have some music and make 
it an event that celebrates life. 
 You might consider sending a card to the families you have 
served with some “forget me not” seeds with a note that says 
something like “as we move into a season of renewed growth 
it is our hope that you will let the blooms of these fl owers re-
mind you of love that will never be forgotten.” 
 You don’t have to do anything elaborate to make an impres-
sion in the hearts of those who grieve. Even a simple note or a 
phone call can be very meaningful, so you can aff ord to reach 
out. If a very tight budget is causing you concern, think about 
co-sponsoring an event with other agencies or businesses. Th e 
cemetery project could be done by you, the cemetery, and sev-

Bopp Chapel takes delivery of two 
Eagle Ultimate Coaches

Linville Memorial Funeral Home 
opens in Alabama

KIRKWOOD,MO— Jones Coach Sales
congratulates Louis H. Bopp (Left) 
and Richard C. Mueller, Jr. (Right), 
of Bopp Chapel in Kirkwood, on the 

delivery of two new 2010 Eagle Ulti-
mate Funeral Coaches. Making the de-
livery is Tommy Jones (Center) of Jones 
Coach Sales.

TALLASSEE,AL— Linville 
Memorial Funeral Home
has opened for business. 
Th e fi rm off ers complete 
funeral services, including 
church, graveside, and cre-
mation services. Th ough 
the fi rm is currently in a 
temporary location, Brad 
Linville is able to furnish 
any services necessary for 
any funeral. 
 Brad said, “Our mission 
is to serve families when 

they need us and to pro-
vide professional, well or-
ganized, quality person-
al services at a fair price.  
Whether you are con-
cerned about customs, re-
ligious rites or family tradi-
tions, we will ensure your 
family’s wishes are respect-
fully honored.”  Brad also 
stated, “We are proud to 
be an authorized Brown-
Service funeral home.”  
 Th e staff  of Linville Me-

morial Funeral Home is 
always available to answer 
any questions concerning 
funerals, costs, planning 
and preplanning.
 Th e caring, compassion-
ate staff  of Linville Memo-
rial is ready to serve fami-
lies 24 hours a day, 7 days a 
week.  Th ey can be reached 
at (334) 283-8380 or at 
their temporary location, 
1409 Gilmer Avenue, Tal-
lassee, AL 36078.

PO Box 5159
Youngstown, OH 44514

Fax 1-800-321-9040
press_releases@nomispublications.com

www.nomispublications.com

Send Us Your 
News!
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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

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 above) .................  7.99 box

Battery 
Operated 

Cadaver Lift
Model M678

Cadaver Storage Racks
...2, 3, 4, & 5 Tier CapacitiesModel T3624

Laminated Body 
Storage Board

Model T3626HS 
Stainless Steel 

Body Tray

Model T3603 
Carrier Chassis Tray

Hydraulic Embalming 
Carrier-Model 600025  
Carrier w/Model 
T3603 Tray

Flush Embalming 
Station Model 
1036-13

Model M300
Portable Aspirator
Lightweight design for 
general suction, 1/8 hp 
motor, up to 22 Hg vacuum 
and includes suction 
regulating valve

Portaboy Mark V
Embalming Machine

Economy Refrigerator
Model 1036-R114EC

 
 

 are operational.
 

 steel construction. 

w/rolling  
 

 storage boards.
 

 accommodate larger cases.

Please call for other  
styles & capacities. 

Stainless Steel
Embalming Station
Model 1036-9M

MORTECH MANUFACTURING INC.
411 NORTH AEROJET AVENUE, AZUSA, CA 91702

FAX (626) 334-1704

Complete
Water Control Unit
Model 1036-1

 
or right versions)

SPECIAL PRICING
$4,699.00 + freight

Plastic Body Boards
Set of 3
Only $ 129.00 per set

LW5500 Scissor 
Sharpener

sharpening
100% diamond abrasive
Only $89.00

Disposable Headrest
head and arm rest

Only $ 25.00 per case 
24 per case

Headrest Molded plastic, 

Only $ 33.00 each

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

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

19 Gauge
3.0” long .. $2.25 ea

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

Pall Bearer Gloves
Only $ 11.99 

per dozen

Post-Mortem Thread

Only $ 23.00 each

Only $ 11.00 each

Stainless Steel 
Hypodermic Needles
Luer Hubs with long lasting points

Plastic Undergarments
Clear, S - XL for most items

 .......................  $ 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

 ...............$ 10.00 ea
Free ground shipping on plastic 

undergarments orders over $300
Continental US ONLY 

DISTRIBUTOR&
MANUFACTURER
of Premium Mortuary Equipment-Family Owned
and Servicing the Industry for over Twenty Five Years

Email us at: info@mortechmfg.com
website: www.mortechmfg.com

Call us at: (800) 410-0100
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ATTENTION EMBALMERS
FOUNTAIN NATIONAL ACADEMY’S 1ST BIENNIAL

INTERNATIONAL EMBALMING AND RECONSTRUCTIVE SURGERY 
CONFERENCE FOR PROFESSIONAL EMBALMERS

AUGUST 5-8, 2010
HOLIDAY INN CONVENTION CENTER

SPRINGFIELD, MISSOURI, USA

Attendance is accepted on a fi rst-come, fi rst-served basis and is limited to the fi rst 300 registrations.
It is open to all licensed or qualifi ed embalmers and apprentice embalmers. 

Mortuary Science  Students are accepted based on space availability 
Save on fees and insure space availability by registering early!

The entire conference is focused on Embalming and Specialized Reconstructive Surgery Techniques 
The Conference Theme is “The Value of Open Casket Viewing”.

 
In addition to Mr. Fountain’s presentations he has hand picked 11 additional Speakers from across 

the United States, Canada, England, Ireland and South America. 

 Approximately 20 Table Top exhibits will display only items related to Embalming and Reconstructive Surgery
In addition to the 12 hand-picked speaker’s presentations, 

exhibitors will be allowed to conduct 30-minute sessions to discuss specifi c products and product capabilities.
  

Sponsored and Hosted by:
Vernie R. Fountain, Founder, Embalmer, Reconstructive Surgery Specialist, CFSP 

Fountain National Academy of Professional Embalming Skills
2211 West Norton Road, Springfi eld, Missouri 65803, United States of America

Phone: 417-833-5130
For more conference and registration information please e-mail: vrfountain@earthlink.net 

Jarvis Incinerator Co., Inc.

PO Box 1146
Lowell, MA 01853

 Quality service since 1876

Specializing in refactory brickwork.
Based in Northeast = less travel 

and cost to you.

Phone: 617-957-6092
Fax: 978-458-5816

www.jarvisincinerator.vpweb.com

LOWER COST CREMATORY REPAIRS

SALES         SERVICE         REPAIR         SPARE PARTS
We repair all crematory makes and models

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

DIRECT MAIL – 
Still Going Strong!

 Despite all the discussion about how effective 
Facebook or Twitter or other various networking 
sites can be at “reaching out and touching some-
one”, nothing can beat direct mail. 
 Direct mail may not be as sexy as radio, cable tele-
vision, community presentations or the internet. 
But the bottom line is it works and can definitely 
save your advertising budget a bundle of money. 
Direct mail continues to be number one when it 
comes to proving return on investment. No other 
media comes close to offering the very real and 
tangible benefits direct mail does. 
 In the 25 years I have been employed in the fu-
neral profession, I dare say that American funeral 
homes have sent millions of pieces of mail with 
an eye towards increasing and/or retaining mar-
ket share through the offering of prearranged and 
prepaid funerals. Needless to say, billions of dol-
lars have been riding on the success or failure of 
these mailings. 
 With all this riding on coordinating and doing a 
direct mail campaign the question begs to be asked, 
“What’s the key to success when doing a mailing”? 
Actually there are many keys and they are outlined 
for you below.

 When strategizing your next direct mail campaign 
make sure you have a clearly defined campaign goal. 
Do you want to build your businesses brand aware-
ness? Generate pre-need leads? Promote a new service 
and/or merchandise offerings? Once you have decid-
ed on your goal, determine how many responses you 
need to make the campaign successful and then dili-
gently track the results.
 When conducting a mailing, decide how many piec-
es you want to send out. What are the demographics 
and psychographics of the specific target audience you 
wish to reach? What zip codes in your service do these 
individuals reside? Make sure you mail out enough 
pieces to reach everyone. A good rule of thumb for 
most market sizes today is between 3,000 and 8,000 
pieces to start. Understand at the outset how much 
you need to financially invest in your mailing cam-
paign. 
 Make sure that you purchase your mailing list from 
a reputable list provider. One that offers you the mail-
ing criteria options you need to pin point target the 
specific audience you wish to reach with your mes-
sage. Make sure you mailing list is scrubbed of all 
those you do not need to reach and/or or do not wish 
to reach. 
 The Direct Marketing Association (The DMA) has 
available a Deceased Do-Not-Contact List (DDNC). 
The DDNC has been established for the sole purpose 
of removing deceased individuals from commercial 
marketing lists. 
 The list is available to non-member companies so 
they may take advantage of the service. The DDNC 
list will include the deceased individual’s name, ad-
dress, phone number, and e-mail address. The infor-
mation will be placed on a special do-not-contact file, 
which will be updated monthly. Friends, relatives, and 
caregivers of deceased individuals are encouraged to 
register the information on The DMA’s Consumer 
Assistance Site at: http://preference.the-dma.org/cgi/
ddnc.php. Funeral directors, hospitals, doctors’ of-
fices, and others are also encouraged to provide this 
Internet link to the bereaved. For more information 

on DMA Consumer Assistance initiatives, please 
visit www.dmaconsumers.org.
 The best way to guarantee the success of your 
direct mail campaign is to personalize it with a 
follow-up telephone call. Personal follow-up calls 
can increase your response rates by nearly 50 per-
cent. When calling consumers, though, be highly 
aware of the national Do Not Call list and require-
ments. 
 Of course, the results produced by any direct 
mail campaign are dependent on the general eco-
nomic environment, the marketplace, the service, 
the mailing list, the offer made and other factors. 
Most mail campaigns, without a telephone follow-
up call will return a one half to one percent reply 
card return rate. 
 If it has been awhile since you did your last com-
munity direct mail campaign, get busy and get one 
developed and on the street today. The economy is 
recovering and 2010 will be a good year to spread 
the good news about your business and all it has 
to offer.

Veterans & Family Memorial Care announces 2009 
Cell Phones for Soldiers Results 
SANIBEL,FL— Th e results have been tabulated. Over 800 
exclusive Veterans & Family Memorial Care Providers in 
45 states participated. Th e total number of old cell phones 
collected from May 2009, when Cell Phones for Soldiers
began tracking the collections, thru December 2009, is 
6,244. Th is translates into nearly half a million free call-
ing time minutes for our heroes overseas. 
 “Our strategic partnership with Cell Phones for Soldiers 
continues to be a tremendous success” said Mark Davis, 

CEO & founder of Veterans & Family Memorial Care. 
“Our nationwide network of over 800 family owned fu-
neral homes are committed to giving every soldier serving 
overseas a much needed connection to their loved ones 
back home. Many of our Providers have spearheaded the 
collection drive by enlisting their local VFW, American 
Legion & Vietnam Veterans of America posts to support 
the collection eff ort. Th ey have also invited local hospices, 
churches, synagogues and other civic groups to participate 
as well.”
 Th e top fi ve funeral home collection centers were Lane 
Funeral Homes, Youngstown, OH with 934 phones col-
lected, Craig Funeral Home, St. Augustine, FL with 458 
phones collected, Bartolomeo & Perotto Funeral Home, 
Rochester, NY with 300 phones collected, Beecher & 
Bennett Funeral Home, Hamden, CT with 250 phones 
collected and Heff ner Family Funeral Homes with 249 
phones collected. 
 “Our goal for 2010 is to collect 15,000 old cell phones 
which will provide one million free calling time minutes 
for the troops abroad,” said Mark Davis. 
 As the United States continues to prosecute the War on 
terror, across the nation, Americans continue to display 
their pride and patriotism to a degree not witnessed since 
the World War II era.
 Every VFMC public relations and community outreach 
initiative is designed with one goal in mind, which is to 
stimulate a response or action. Th e action is taken by all 
members of the community, not just veterans. Exclusive 
VFMC Providers become a catalyst for the community to 
demonstrate support and appreciation of our veterans and 
active duty military. 
 VFMC creates unique opportunities. People visiting a 
funeral home for reasons other than a funeral have a to-
tally diff erent perspective. Each visitor is an opportunity. 
Th ey will perceive the funeral home in a totally diff erent 
light. Th e VFMC mission is to infl uence public percep-
tion and perception is paramount.
 VFMC membership includes an exclusive geographic 
territory, marketing tools and materials including: bro-
chures, press releases, ad copy, membership certifi cates, 
branding recognition, participation in the VFMC Public 
Relations and Community Outreach programs, a listing 
and link in the Veterans Funeral Home Directory and 
much, much more. For information about becoming the 
Exclusive VFMC Provider in your area please visit Veter-
ansFuneralHomes.com or call toll free (877) 770-6791. 
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E M B R A C E  T H E
CREMATION DIVISION

CREMATION CASKETS

O P P O R T U N I T Y

Masters of Illusion     
 Cardboard Never Looked So Good.

Carte Veneer™ Cremation Caskets, A Great Choice!
Carte Veneer™ Lightweight represents the powerful combination of beautiful wood veneer over  

cremation-friendly cardboard! Funeral professionals from across the country are hearing every 

day how cremation consumers are demanding a dignified yet practical offer when it comes to 

their casket selection. The Carte Veneer™ series, tested at over 500lbs, is fast becoming the 

Industry’s #1 CHOICE IN CREMATION CASKETS. Matthews Cremation understands the sensitive 

balance for attractive yet affordable products that support funeral professionals in the marketing of  

services. To see firsthand its incredible real wood appearance and major marketability, visit our  

website at www.matthewscremation.com or call 1-800-752-4744 to locate your nearest 

Carte Veneer™ casket distributor.

Westford Walnut

Classic Cherry

Colerain Pine

CREMATION CHOICES
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OVERSIZED MORTUARY COTS              

CHURCH TRUCKS

PREMIER Funeral Supply Inc.

PRICES SUBJECT TO CHANGE.

PRICES DO NOT INCLUDE S&H.

PATENT PENDING

The Very Best 
All Stainless Steel
Embalming Table
on the Market!
Everyone else gives

you an 18-gauge

stainless steel top

with aluminum base.

We give you a 100%
304 stainless steel 
table with a thicker 

16-gauge top and 

a 14-gauge base 

at a much better price!

EASY ASSEMBLY
90% ASSEMBLED

OUT OF BOX

THE BEST PROPORTION OF SIZE & WEIGHT ON THE MARKET!

$957

$475 950 LB
CAPACITY

750 LB
CAPACITY

QUALITY &  VALUE AT A REASONABLE COST
CREDIT CARDS ACCEPTED

CEMETERY LOWERING 
DEVICES ON SALE NOW!

DOUBLE-LOCKING
SIX INCH WHEELS

TOP FEATURES CONVEX SURFACE
WITH SIDE TROUGHS

DESIGN COPYRIGHTED

BRUTE II®           MADE IN THE USA! TRUE USA QUALITY!

MANUAL $1567
HYDRAULIC $1997

1000 LB
CAPACITY

PH 561.602.3330  FX 352.458.4613  www.premierfuneralsupply.com

SUPERIOR
QUALITY! 
★★★★★★

NOT MADE 
IN CHINA

MULTI-LEVEL MORTUARY COTS $1350            

 With certifi cations as a Laughter Leader, Funeral Celebrant, Grief 
Services Provider and Grief Management Specialist, Nancy Weil is 
uniquely qualifi ed to bring new perspectives and new ways to help 
clients heal from the pain of grief as well as reduce stress for pro-
fessionals in the industry. As Director of Aftercare at Mount Calvary 
Cemetery in Buffalo, NY, Nancy has developed one of the most 
comprehensive aftercare programs of any cemetery in the country 
in order to support families following the death of a loved one. 
 A professional public speaker, Nancy brings her passionate in-
terest in the healing qualities and therapeutic benefi ts of laugh-
ter to groups across the country through her company The Laugh 
Academy. Nancy’s latest project is a collaborative scientifi c inquiry 
into the relationship between the use of humor and laughter 
while coping with the death of a loved one. She has also devel-
oped a DVD, Bandages for Your Heart, with techniques that can 
help ease the pain of grief immediately. 
 You can contact Nancy at nancyw@mountcalvarycemetery.com 
or visit her website at www.thelaughacademy.com.

By Nancy Weil

Unique

Defi nition: Being without a like or equal; unmatched; un-
equaled; unparalleled; single in kind or excellence; sole. 

 You are unique and so is your business. Once you 
recognize this, then you can begin to develop a mar-
keting plan that differentiates you from all of the 
others. We are in the business of assisting families 
when a loved one dies. Whether we do this through 
making pre-arrangements, at-need funeral and buri-
al assistance or with bereavement support programs, 
there is little thought as to how we offer these ser-
vices in a way that is uniquely ours. 
 What is your story? How did you get into this busi-
ness? What drew you into a field that few would 
enter? Was it a family run business and you just fol-
lowed the generations before you? Was it a calling 
to serve others? Or did you just fall into it through 
a series of choices that led you to the field? Each 
of us has a story to tell. I have heard some of them 
when I ask the question to fellow cemeterians or 
funeral directors. Each is fascinating and gives a 
fresh perspective into the “why” we do what we do. 
One person sold caskets nationally and was weary 
of being a road warrior and wanted a job closer to 
home. The cemetery offered just that. Another was 
in the monument business and when the industry 
changed, he went back to school to become a fu-
neral director. Another is the fourth generation in 

his family funeral home. My story? I interviewed for 
a job opening in cemetery sales and discovered what I 
was meant to do.
 By taking a moment and returning back to those ini-
tial decisions that led you to this vocation, you will 
reconnect to your passion for the industry. This is not 
a job, it is a calling. The hours are too long, the emo-
tional toll too high and the rewards oftentimes more 
personally fulfilling than monetary to regard this as 
just a job. So why you? Why now? Why after all of 
these years do you continue to show up? Your story 
allows you to tap into what makes your approach to 
your clients special. No one else can offer what you do. 
You know this intrinsically, now embrace this aware-
ness and use it to build your business.
 You see, you have no competition if only you can 
offer what you do. Since no one else can give clients 
what you can, then you can move forward knowing 
that you will serve your clients in such a way that they 
will never price shop, switch to another funeral provid-
er or choose to skip the funeral and burial all together 
and just keep their loved one’s cremains at home with 
them. Ridiculous? Of course. The reality is that our 
customers are doing just that. Why? Because we do 
not remind them of the value of what we offer both 
at time of need and in making pre-arrangements. We 
don’t let them know what we can provide that no one 
else can. We know how valuable we are, but we forget 
to tell the most important people – our current and 
potential clientele. Go ahead and toot your horn, it 
is not pride, but facts when you educate others as to 
why a funeral and final burial place are such an im-
portant step in their grief process. Give them the why 
they need your services; tell them the what you offer 
and, most importantly, allow them to know who you 
are. 
 No one really cares about what we do, until they need 
us. At that point they finally begin to realize how com-
forting it can be to have someone guide them compas-
sionately through making final arrangements and of-
fering support services beyond the day of the funeral. 
Be that someone by offering unparalleled service. Meet 
their needs? No! Anyone can do that. Exceed their needs 

and impress them with your authentic compassion 
and professionalism. 
 Create a marketing plan by first determining the 
attributes that sets your company apart. What is 
your niche? Your unique traits and offerings? De-
velop a PR campaign around this theme. Open the 
yellow pages and your clients can find a funeral di-
rector, crematory or cemetery. Become the search 
destination by creating and emphasizing what you 
offer that no one else can. Extended calling hours? 
Special events? Whatever it is, make it newsworthy. 
Send out press releases, submit stories and photos 
to local newspapers, invite the local news stations 
to your community memorial services and other 
events. Experts will tell you, free press is the best 
form of advertising and you get covered by offer-
ing something different, something unique. There 
is no doubt that you are “single in kind or excel-
lence”, so use it to create some buzz, attract new 
clients and excel in what you do best – serve those 
who are in need. 

Changing Changing 
Lives Lives 
Th rough Th rough 
LaughterLaughter

Lori Family Mortuary 
opens in Santa Maria, 
California

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

SANTA MARIA,CA— After over 35 years of owning 
multiple mortuaries, Roger and Gina Lori have decid-
ed to establish one more funeral home in Santa Maria: 
The Lori Family Mortuary. Roger and Gina intend 
to keep the Lori family tradition at the new facility by 
committing to guard the dignity and privacy of the fami-
lies they serve. Th ey project fair prices for any family to 
aff ord, and no family will be turned away.  Roger and 
Gina Lori agree that it is important to keep the prices 
low and the quality of service high. 

Th e Lori’s have always catered to out of town funeral 
directors. Roger Lori is a master embalmer with over 
35 years experience and realizes the importance of per-
fectly embalmed remains. Th e Lori’s always ship in a 
timely manner and they can also arrange for ship-ins 
and cremations for out of town directors.
 For more information, contact Lori Family Mortu-
ary, 915 East Stowell Road, Suite C, Santa Maria, CA, 
93454. Phone: (805) 922-5880, fax (805) 922-5882, 
e-mail lorifamilymortuary@yahoo.com or visit www.
lorifamilymortuary.com.
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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

2008 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

* Spanish Versions Available

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
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Angels at Rest LLC

A Children’s Casket Company

Wellington  Style
Available in 4 Sizes

12” – 18” – 24” – 31”

574-286-6962
www.angelsatrest.org

Going home after a funeral  
can be tough.
Going home to paperwork  
can be even tougher.
The Executor’s Toolkit builds your business by 
building relationships with the families you serve. 
Branded with your logo, this kit helps families close 
an estate, protect against identity theft and reduce 
estate fraud. Your reputation extends beyond the 
service…ensure your support continues by providing 
The Executor’s Toolkit. 

Call 888-829-8362 today for your FREE DVD  
and see how you can add value and revenue  
to your business.

www.InevitableExodusInc.com

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 Organizations.
 He has written numerous articles on the subject of taxation, funeral 
and cemetery law.
 The subject discussed in this article and future articles resulted from 
the questions from readers. If you have any questions about the topics 
covered in this column or in obtaining professional assistance, please 
contact the author  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 writes articles for CB Legal Publishing Corporation also 
publishes the Release Form Kit, which was prepared by the author and 
has been recently updated and revised by the author. This Kit contains 
Release and Hold Harmless forms for Funeral Homes, Cemeteries and 
Crematories to use in situations where it has re-solved a complaint 
with a customer, and wants to be sure that there will be no further 
action by the customer or their relatives. The forms can be purchased 
on a custom basis with your business name and addressed preprinted 
at the top of each form. Call Cheryl Lapin and she will send you an 
order form that contains the current prices. See the number below. 
 The author also writes more extensive articles on subjects of inter-
est to the industry in the newsletter Cemetery & Funeral Business 
and Legal Guide published by CB Legal Publishing Corporation. 
Subscriptions to the combined Guide cost $110 per year for ten is-
sues on different topics, new subscribers are usually eligible for intro-
ductory rates. Anyone interested in subscribing can contact Cheryl 
Lapin, at the address of CB Legal Publishing Corporation, P. O. Box 
1327, Northbrook, Illinois 60065-1327, and fax to (847) 509-1027 or 
call (847) 509-0501. Please ask about new subscriber rates.

LegalLegal
 Speak Speak

FTC Issues 
Opinion on 

Waterproof Vault 
Representations

 Since the FTC Funeral Rule was enacted, the FTC Staff  
responds to requests about interpretations by issuing Ad-
visory Opinions. Recently, the author inquired whether 
an ad by a funeral director that was placed in a local pa-
per in a Midwestern state violated Section 453.4(e)(2) 
of the Funeral Rule which prohibits claims that “funeral 
goods have protective features or will protect the body 
from gravesite substances, when such is not the case”
 Th e advertisement was in response to a vault sales pro-
gram by a local cemetery and it was represented in the 
ad that consumers could buy “a quality VAULT that is 
waterproof and had a warranty in writing” that costs “less 
than you paid for a plastic or concrete box.”
 Th e FTC Staff , in its opinion, indicated that the Funeral 
Rule did prohibit claims about caskets and burial vaults 
being airtight, watertight or off ering special protection 
against the elements or being waterproof, if the claims 
were not true. Th e opinion further noted that even if the 
funeral provider were merely repeating a claim of a man-
ufacturer about protective features the funeral provider 
could be held liable for making a false or unsubstantiated 
claim if the manufacturer’s claim was not true. Th is view 
is based on the concept that the funeral provider that re-
peats a claim is deemed to have adopted the claim as their 
own under Section 453.4(e)(2) the Funeral Rule.

 Th e FTC Staff  did end the opinion with the usual dis-
claimer that the views expressed are those of the staff  that 
while they have not been reviewed, approved or adopt-
ed by the Commission, they do represent the views of 
the FTC Staff  charged with enforcement of the Funeral 
Rule. Th e opinion letter also noted that Staff  Funeral 
Rule opinions are routinely posted on the FTC website 
at http://www.ftc.gov/bcp/conline/edcams/funerals/staff  
opinions.shtm. Accordingly, any reader that wishes to 
view the full letter can do so at that location. 
 Th e implications of this opinion, in the author’s view, 
are clear. First, the Funeral Rule applies to untrue pro-
tective claims. Second, funeral providers should be very 
careful about repeating claims by manufacturers about 
protective features unless the funeral provider is sure 
that the claims are true. 

Th e Standard of Care and the 
Embalming Report

By Shun Newbern, CFSP, BS

Shun Newbern

 Embalming reports should be a schedu led practice 
by every funeral establishment. There is a tremendous 
value to embalming a deceased for an open casket fu-
neral service. It bears repeating, it is an exceptional 
technique that is mastered over a period of time. The 
embalming report allows the embalmer to paint a de-
piction of their remarkable work.
 More often today, at the time of death a family may 
have the means to hire an event planner for the funeral 
details or do many of the tasks involved themselves. 
However, only an embalmer can properly embalm their 
loved one. The report reflects that the procedures used 
are within the normal standard of care (the practical 
measures a mortuary or embalmer would follow in a 
given circumstance). 
 When dealing with a legal matter that involves em-
balming failure or complications, embalmers must look 
at several essentials that will result in the best results. 
The dynamics range from: the use of soft water, co-
injection additives, adequate time, quality preservative 
chemicals, and skill of the practitioner. This is a short 
list that will support the best results in embalming; 
nevertheless, if the embalmer does a poor analysis of 
the decedent’s condition 
prior to embalming, the 
results can be appalling 
to all involved. I have had 
the opportunity to work 
with the plaintiffs and the 
defendants where the em-
balming report that was 
prepared by the embalmer 
made the details very ap-
parent or very vague.
 In the capacity of a con-
sultant or an expert wit-
ness for either side, when 
consulting for embalm-
ing problems one of the 
first questions I ask of 
the attorney, “Did the 
embalmer in this case prepare an embalming report?” 
Most funeral home managers and embalmers failed to 
understand that some complaints may not come into 
litigation for many years. The embalming report cap-
tures the situation and helps to recall the pre and post 
actions by the embalmer that can be forgotten over a 
period of time. Based on the region that the embalmer 
is from, he or she may embalm 25 decedents a year or 
several thousand a year for more than one mortuary. 
Another observation: whether the embalmer can recall 
the procedures, for the lack of a report, the plaintiff at-
torney has complete knowledge of the decedent’s age, 
weight, post-mortem exam or not, and all the other 
identifying features. 
 An embalming report is prepared before the proce-
dure begins. The report aids as a learning and measur-
ing tool of any known or unknown conditions evalu-
ated. During and after the embalming the report is 
updated concerning changes, improvements and prob-
lems that may occur prior to the disposition (this in-
cludes ship outs and cases shipped to you). One of the 
primary actions for good results is the use of quality 
embalming chemicals. Another is adequate time to 
carry out the procedure. 
 Support procedures may become questioned by the 
family or management at any time. At the same rate, 
hastening and quick procedures are not an option when 
quality is primary. An ongoing challenge that loved ones 
and management places on embalmers is to quickly pre-
pare decedents for visitation or service, in less than 24 
hours, without considering the serious consequences. 
 The consequences include, but are not limited to 
premature decomposition, improper preservation of 
internal organs, purge from nasal openings, leakage 
from sutures or intravenous sites, and wrinkling of 
facial features from edema. The named problems can 
be observed, prevented and repaired when given the 
proper time to do so before the loved one is dressed 
and placed in the casket to provide the family with op-
timal and favorable results. Has hastened embalmings 
become the standard?
 Based upon a reasonable degree of the science and 
the art of embalming certainty, a minimal of 48 hours 
can be adequate for minor restorative condition and 72 
hours can be adequate for major restorative treatments. 
When confronted with litigation, don’t fi nd yourself at 
a deposition table without an embalming report. 
 Shun Newbern, CFSP, BS is an embalmer, a national speaker and con-
sultant on relatable issues. He can be reached at shunnewbern@aol.
com or visit www.shunnewbern.com.

1-800-321-7479

Customize 
Your Direct 

Mail 
Program
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Designer Urns 

Handcrafted 
Solid Wood Urns 

           High Quality Urns at Affordable Prices                
Supplying Funeral Homes & Mortuaries since 1988 

 
 

              To Order Call:  (800)400-URNS(8767) 
                      Or email us at:  service@urnsofdistinction.com 
 
 
 
                 Call Now for a free Catalog 
                           We are also Distributors for Elegante Brass 

              COUPON COUPON 

USE CODE: YB0210 when you order.  Offer expires 
3/10/10.  All special offers subject to payment within 30 
days of order date,  after 30 days full prices apply. 

$15.00 OFF 
One Full Size Urn 

#2100 
$109 

#3000 
$119 

#2200 
$119 

#500 
$109 

#925 
$109 

#2400 
$119 

#2350 
$109 

#2900 
$98 

#2700 
$119 

#2800 
$98 

#1500 
$75 

#1200 
$69 

#1100R 
$59 

#1700 
$35 

J.B. Smith Funeral Homes receive their 
Cadillac Coach

MAPLEWOOD,MO— John Jay Hardy, 
president of J.B. Smith Funeral Homes, 
takes delivery and receives the keys to his 
Cadillac Coach from Joe Molina of Roy-

al Coachworks, Inc., St. Louis, MO. J.B. 
Smith Funeral Homes have two locations 
in the metropolitan St. Louis area, one in 
Maplewood and another in Fenton, MO.

New 
Providers 
join 
Veterans 
Funeral 
Care’s 
Rapidly 
Expanding 
Network 
CLEARWATER,FL— Vet-
erans Funeral Care is 
proud to announce that 
the following have joined 
its ever-growing network 
of providers. 

Sisson Funeral Home, 
Gladwin MI; Lee-Ram-
say Funeral Home, Pin-
conning MI; Wilming-
ton Burial & Crema-
tion, Wilmington NC; 
Davenport Family Fu-
neral Home, Barrington 
IL; Davenport Family 
Funeral Home ,  Crys-
tal Lake IL; McLaugh-
l in  Twin  Ci t i e s  Fu-
neral Home, Niceville 
FL; Sturtevant Funer-
al Home,  Portsmouth 
VA; and Bennetts Creek 
Chapel, Suffolk VA.
 As members of Veter-
ans Funeral Care, these 
funeral homes will offer 
value packaged cremation 
and burial services to vet-
erans and their spouses.
 Established in Clear-
water, Florida in 2000, 
Veterans Funeral Care 
currently consists of 100 
providers throughout 39 
states—and that num-
ber continues to grow. 
The network’s mission is 
to help funeral provid-
ers grow their business 
by offering veterans spe-
cialized funeral services 
at a reduced cost. They 
are also endorsed by The 
American Legion of In-
diana which is their Na-
tional Headquarters.
 To find out how you 
can become an exclusive 
Veterans Funeral Care li-
censee, contact Russ Ca-
ble at 1-800-467-7850 or 
visit www.VeteransFuner-
alCare.com

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
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PRINT-A- PLATE L.L.C.
AMERICAN PATENT PENDING

TIRED OF THE OLD WAYS?
READY FOR SOMETHING NEW?
Let Print-A-Plate modernize your method of making plates 

for urns, caskets, grave markers, and vaults.

1-888-663-6050

You can create a beautiful marker for the next family that needs your professional service. 
Give them that personal touch. They will remember and thank you for it!

www.printaplate.com

CALL TODAY! 1-888-663-6050USA PATENT PENDING
12/176,609

• Uses Your Computer And Laser Printer
              • Attractive And Durable
                      • Easy And Economical

Our system is completely FREE 
with your fi rst order of plate materials

The Power of a Personal Touch

NOW 
INTRODUCING

OUR NEW
BRONZE CASKET PLATE

All plates available 
in your choice of 

GOLD OR SILVER

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

Backyard 
Burials

And do-on’t throw the past away
You might need it some other rainy day
Dreams can come true again
When everything old is new again

–Peter Allen

 Should Michael Jackson have been buried at his home 
at Neverland Ranch in Santa Barbara, California? He 
could of. Th e restrictions are high, but with his money 
and infl uence it might of happened. But we don’t know 
the future intent of the property.
 When the economy went bad and cemetery prices rose 
accordingly, people have begun to look for less costly al-
ternatives than conventional cemeteries.
 Th e idea of reverting back to our forefather’s concept of 
staying with your land, permanently, becomes attractive. 
When economic woes hit, people turn to what previous 
generations did to survive such economic downturns.
 Everything old became new again. 
 Th e Boone County Commissioners of Missouri had 
never had a request for a family cemetery until William 
J. and Th omas C. Harrison asked that a portion of their 
90 acres be deeded as a family cemetery. Suggestions were 
made as to how to fund perpetual care. Boone County 
already is trustee to two fallen cemeteries. 
 Joan Graham, 80, of Michigan, owns a horse ranch in 
Metamora that she thought would be an ideal place to 
be interred. She picked out the place, beneath a favorite 
tree. 

He discovered that this land contained 22 graves. After a 
$40,000 expense and a section of this land, he went on 
to watch 88 homes built; some next to the newly discov-
ered cemetery. 
 It is convenient not to relate the downside of home buri-
als. Th e thought of being in your yard forever is a roman-
tic one, but rarely a practical one.
 How long does a family usually maintain ownership 
of parcels of property? 20 years maximum? When Dad 
is buried there and Mom becomes ill and most move in 
with children in a far city, what becomes of Dad back on 
the farm?
 “Oh we’ll never sell the farm,” is easily said but let us 
review recent history of this. 
 Th e other dilemma is the zoning of this burial and what 
it means to the property value. Some states require that 
the grave be surveyed and recorded permanently as a cem-
etery. Th erefore any future buyer will see that part of their 
purchase is a stranger’s burial site. Th is is not a positive 
selling point. Some states require endowing the grave site 
for perpetual care regardless of the family’s future plans.
 In these days of family home and family farm foreclo-
sures, home burial should be regulated as someone else 
will have to deal with this one time romantic idea gone 
wrong.

All that I am will feed the trees
And little fi shies in the sea
When radishes and corn you munch
You may be having me for lunch…

–In Dead Earnest, written by Lee Hays

 She explained to National Public Radio about oak 
trees. “Th ey have deep taproots; wouldn’t it be nice 
if that oak tree would reach my remains and the tree 
would take nourishment from that? And it’s kind of 
like I never died, really. I just morphed into a tree or 
something.”
 Morphing into a tree is less a worry than being buried 
near a water source. Many municipalities have obvious 
problems with that.
 When Pastor Ewing Marietta’s 18 year old son Marcus 
tragically died in an automobile accident, a parishioner 
suggested he bury his son on the Uniontown, Penn-
sylvania church environs. His interment took place on 
parish grounds and now the church has been cited and 
is facing fi nes. Zoning requires cemeteries to be 50 acres 
and a county exemption allows for a cemetery only on 
10 acres or more zoned agricultural. Th e church land 
is only 5 acres. Th e question must be asked when the 
pastor moves on to a new parish, what about his son?
 “New” professions begin to emerge as new fads are 
born. Death midwives, who prepare the body for a 
home funeral and presumably a home burial, are now 
available. 
 A woman in Littleton, Colorado is asking whether 
she can bury her not yet deceased husband under some 
shady pines on their property. Why?
 “So I wouldn’t have to go anywhere, I could walk out 
in the backyard or I could have coff ee with him in the 
morning”, Annette Wilson told the CBS4 in Denver.
 In June 2009, the New York Times reported the grow-
ing interest in home funerals and at home burials. Th e 
paper reported on the funeral of Nathaniel Roe, 92, 
of Peterborough, New Hampshire. Mr. Roe’s family 
washed him, dressed him in his tweeds, laid him in bed 
for the family to bid him adieu and buried him on his 
farm in a grove, along a favorite walkway. 
 In June 2007 the New York Times printed another story 
which was not mentioned in the June 2009 story. 
 Th e 2007 story tells about 118 acres in Hall County 
Georgia, bought by a developer to sell lots to builders. 

Bateaste opens funeral 
home in Natchez
NATCHEZ,MS— Ken Bateaste, a 2002 graduate of the Fu-
neral Services Technology program at Mississippi Gulf Coast 
Community College’s Perkinston Campus, opened Bateaste 
Memorial Funeral Home in Natchez in August. 
 Originally from McComb, Bateaste worked for more 
than three years with Webb Funeral Systems in Natchez 
as the general manager. He also worked all over Missis-
sippi and Louisiana doing trade embalming for various 
funeral homes. “During that time, I became very familiar 
with the funeral homes in both states,” he said. “I saw that 
there was a real need in Natchez and thought that would 
be a good place to off er a quality service.”
 He said that funeral services involve more than people think. 
“We do everything from preplanning funerals for those who 
like to arrange it ahead of time to transporting a loved one 
from the morgue, arranging the burial with the cemetery or 
at a family plot, and everything that falls in between. Caring 
for the living members of the family and showing proper re-
spect for the deceased are important as well.”
 Bateaste said that if things go well in Natchez, he plans 
to open another location in a few years. “As the popula-
tion grows, so does the need for funeral homes. I enjoy 
knowing that I am helping people navigate this diffi  cult 
experience, and I hope that I can make it easier for them 
and off er them some solace in that their loved one received 
the best care possible.” 
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One of the fi rm’s two chapels

Visitor seating area

Bob Czelusniak Jay Czelusniak

over operations and ran 
the undertaking com-
pany with John and Ed-
ward. Under Frank’s di-
rection, they expanded 
and opened a storefront 
in the neighboring town 
of Northampton in 1930. 
Keeping with the fam-
ily tradition, Frank’s son, 
Robert “Bob” Czelus-
niak, also joined the fam-

Czelusniak Funeral Home 
marks 100 Years Continued fr om Page A2

ily business. He owned 
the firm until passing the 
reins to his son Jay. Bob 
and Jay work at the fu-
neral home with manager 
and funeral director Chris 
Powers and four part-
time associates.

tional and nontraditional 
services, cremations, and 
green services.
 Cze lu sn i ak  Fune r a l 
Home was founded in 
1910 in Easthampton, 
Massachusetts by Walen-
ty Czelusniak, who raised 
his three sons, Frank, John
and Edward, around the 
funeral business. When 
Walenty died, Frank took 
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CROWNE

We buy 
pre-need

burial Rights
contracts

CROWNE

24 N. Bryn Mawr Ave. #295  
Bryn Mawr, PA  19010-3304
866-492-1031   610-643-4833

www.crownefin.com

We buy 
pre-need

burial Rights
contracts

Discover the advantages  for your cemetery

CROWNE
FINANCIAL SOLUTIONS, LLC

�  �  �

We buy 
pre-need

burial Rights
contracts

Understanding the needs 
of our industry

All purchases subject to credit and underwriting approval

I Got Mine At
www. easterncasket.com

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

By Gary Finch

OSHA OSHA 
 Compliance Compliance

Respirator exemption • — to gain this exemp-
tion, several things are necessary. First, you 
must have monitored your preparation room 
and be within the Permissible Exposure Limits 
(PEL). Second, you must not have a policy that 
requires employees to don respirators. Third, 
you must distribute Appendix D (Respirator 
Standard) to any employee that might choose 
to don a respirator. 
In-house regulated waste treatment•  — this 
exemption is state sensitive. In states that allow 
it, you have the right to use chemicals to render 
regulated waste safe, so that it can be disposed 
of as ordinary trash. Incineration is another 
method most states allow. 

 When asserting these and other OSHA exemp-
tions, state the exemption you are claiming in your 
written program and state the basis of your claim. 
Taken as a whole, these exemptions tend to make 
compliance a lot easier.
 “What’s Up With This” is the name of our new email report. 
It is free to anyone that wants to receive it. To register, go to 
www.kisscompliance.net and click on “What’s Up With This”. 
The focus is on OSHA and the death care industry. 

OSHA Compliance Exemptions

 There isn’t a lot that surprises me these days. One 
of the things that used to surprise me was how fed-
eral OSHA enforcement varied from state to state. 
I thought if the IRS taxed us according to which 
state we lived in, it would cause a revolution. Now 
I see that Congress has given an exemption to Ne-
braska that other states do not have. Thank Sena-
tors Harry Reid and Ben Nelson for that. 
 It means residents of the other 48 have to pay more 
so that those two states can pay less. It seems a bit 
unfair but so far, no revolution. Anyway, it got me 
to thinking about OSHA exemptions. The differ-
ence in OSHA exemptions is that they apply to the 
entire country as opposed to just 49 states. Let’s re-
view some of these exemptions.

First Aid exemption • — the first aid box does not 
necessarily indicate that this is your first aid sta-
tion. Perhaps it is just a band-aid box. You have 
the right to designate a nearby hospital or emer-
gency clinic as your company first aid center. Do 
this in your written programs. 
Recordkeeping exemption • — small businesses 
with less than eleven employees can take a record-
keeping exemption on filing Form 300. Funeral 
homes even have an SIC exemption. Neither ex-
emption applies if OSHA selects your company 
to participate in their annual survey.
Formaldehyde monitoring exemption • — funer-
al homes that have tested and are under the Ac-
tion Level (0.5 PPM on the 8 hour monitoring) 
can take an exemption on periodic monitoring. 

Finding New Profi ts in a Down Economy

Canady Joins Board of 
Green Burial Council

By Timothy Miles

Timothy Miles

 It doesn’t take a post graduate degree in Economics to 
know that the economy is still lagging. It’s in the news ev-
ery day and it shows up on the P&L statements of most 
businesses, small and large, in America today. Despite the 
fact that people will keep dying at an increasing rate, the 
funeral industry isn’t exempt from the recession’s squeeze 
on revenues and profi ts. With no quick end to the coun-
try’s economic woes in sight, the challenge faced by fu-
neral homes today is in fi nding creative ways to generate 
more revenues and more profi t per funeral despite grow-

 Th e news isn’t all bad however. It’s a natural tendency 
that most families want to pay proper respect to their 
recently departed loved ones. It’s also natural that as 
one skimps on the funeral, an opening is created for the 
discussion about aftercare products. After all, it’s one 
thing to scrimp and save on a funeral where much of 
the investment will not be visible in a year or two and 
a lasting tribute to a loved one is a great way to reinvest 
some of that savings in a lifetime memorial tribute. In 
short, the aftercare market off ers funeral homes another 
opportunity to satisfy an existing and clearly identifi ed 
need and at the same time off ering their clients an op-
portunity to fi nd satisfaction during a diffi  cult time. 
 Of course, the key to eff ectively marketing aftercare 
items falls directly within the other overlooked profi t 
opportunity, the internet and your website. Are you uti-
lizing your website to its maximum potential? If not, 
you are leaving money on the table every month. A 
properly designed and operated website will make your 
phone ring with phone calls from qualifi ed and inter-
ested buyers while generating income through the sale 
of products you don’t have to inventory or deliver. 
 It’s a digital world and every day more and more 
customers are choosing their vendors, whether it 
be a plumber or an electrician or a funeral home, 
through the internet. Done right, your website is a 
calling card, an effective advertisement and a shop-
ping kiosk where you can generate profits as people 
can purchase a variety of memorial products be they 
clients of yours or not. 
 In challenging times, it’s the fl exible and adaptive that 
survive and thrive. Now is not the time to leave poten-
tial profi ts unclaimed. Now is the time to adapt to the 
new future in our industry and to mine for new profi ts 
in aftercare and the internet. 
 Timothy Miles has been an entrepreneur for 35 of his 43 year career. 
He has worked as a business and management consultant for a wide 
variety of industries specializing in turn-arounds and developing new 
marketing strategies. Timothy has been involved with the relationship 
between business and the internet for the past 15 years and for the 
past two years has been developing Patchwork Memorials. Timothy’s 
website is at http://www.PatchworkMemorials.com. He can be reached 
at 320-310-0117. 

ing competition from non-
traditional sources and the 
growing frugality of the 
American consumer. 
 When searching for ex-
tra profi ts, the most logical 
place for funeral directors 
to look is the most under-
utilized market opportuni-
ties in the entire industry, 
the internet and aftercare. 
As the funeral industry has 
evolved over the years, the 
industry has worked cre-
atively and diligently to dis-

cover new ways to increase revenues and margins generated 
from the funeral service while many funeral homes have 
yet to fully explore the profi t potential available through 
the full utilization of their websites. At the same time, most 
haven’t even begun seriously looking into how to increase 
their profi ts by expanding the services they off er their cli-
ents into the aftercare market. 
 A common sense approach will lead you to the same 
conclusion. As is with any products, consumers, faced 
with budgetary concerns when arranging a funeral will 
fi rst look to save money by buying a less expensive casket 
from your line or they might look at Walmart or online 
to save a little additional money. At the same time, they 
are likely to scrimp on the actual services as well in order 
to reduce their overall cost. Regardless, their frugality is 
going to be negatively refl ected in your bottom line. 

SANTA FE,NM— The 
Green Burial Council has 
added Joe Canaday to its 
board of directors. Joe is 
the manager of Hippen-
steel Funeral Home in
Lafayette, IN and founder 
of the Green Burial Society 
of Indiana. He is also re-
sponsible for spearheading 
the eff ort to create a green
cemetery, the Preserve at 
Spring Vale, which was 
recently recognized by the 
State of Indiana for its con-
servation value.
 Joe joins other sever-
al leaders from the field 
of funeral service on the 
board of the GBC. Th ey 
include Barb Milton, VP 
of Flanner-Buchannan; 

Paul Rahil, President of 
Matthews Cremation Di-
vision; Mike Mithchell, 
VP of Staffen-Mitchell 
Funeral Home of Chelsea, 
MI; and Paul Bauman, VP 
of the Champion Compa-
ny.
 The GBC (greenburi-
alcouncil.org) is a non-
profi t organization work-
ing to make burial more 
meaningful, simple and 
sustainable. Th ey are the 
standard bearer for eco-
friendly deathcare in North 
America represented by ap-
proved providers from 300 
(and growing) cemeteries, 
funeral homes, cremation 
disposition programs, and 
product manufacturers.
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V er si ón  di spon i bl e en  espa ñ ol  

    
Multiple Companies     
& Locations 
CRM - Contact           
Relationship Manager 
Aftercare & Pre-Need  
Scheduling 
Forms Production 
Memorial Folders         
& Cards 
Survivor Management 
with Mail Merge 
Trust Management 
Trade Services 
Cremation Management 
Interment Management 
Digital Mapping 

 
 

Compre he nsive  Fune ra l &  Pre - ne e d ma na ge me nt     
solut ions ma de  simple  for a ny busine ss size  

Pre-Need Lot Sale 
Management 
Accounts Receivable          
Management 
Financing & Payment       
Schedules 
Export to QuickBooks        
& Excel 
Collection Manager  
Imaging storage 
Commission Structure       
Management 
Dynamic Report    
Generator Manager 

Elegante’s proudest achievement 
is available in five finishes with 
matching keepsake and necklace 
pendant. This collection is a funeral 
director’s dream — combining 
unique styling with greater profit 
potential.

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
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Richard D’Andrea 
honored at 21st Annual 
Children’s and Family 
Bereavement Dinner 

WOODBURY,NY— On Fri-
day, April 23, Hospice Care 
Network (HCN) will hold 
its 21st Annual Children’s 
and Family Bereavement 
Dinner at Land’s End in 
Sayville, NY to benefi t its 
Children’s and Family Be-
reavement Program. Th e 
event will honor Richard 
D’Andrea for his excep-
tional support and com-
mitment to Hospice Care 
Network and signifi cant 
involvement in the Long 
Island community. 
 At the young age of 
38, Mr. D’ Andrea has 
touched numerous lives 
with his selflessness and 
his compassion. He is a 
graduate of Sayville High 
School, Providence Col-
lege and The American 
Academy McAllister Insti-
tute of Mortuary Science. 
Mr. D’ Andrea volun-
teers his time and sup-
port to countless organi-
zations and charities in-
cluding serving as board 
member of Mercy Center 
Ministries, the Kenneth F. 
Stein Scholarship Foun-
dation, Able-to-Aviation, 
the Bill Zeller Memorial 
Scholarship Foundation, 
and Nassau-Suffolk Fu-
neral Directors Association. 
He is a past president of 
the Kiwanis Club of Say-
ville. Mr. D’Andrea is the 
owner and operator of 
Raynor & D’Andrea Fu-
neral Homes and resides 
in Sayville with his wife 
and three children. 
 Recognizing that grief 
is a shared experience, 
Hospice Care Network 
embraces the family unit 
and partners with them 
individually and collec-
tively on their journey to-
wards healing. The Fam-
ily Bereavement Program 
is one of the many pro-
grams of care offered by 
Hospice Care Network. 
Through individual and 
family counseling, peer 
interaction, education and 
advocacy, Hospice Care 
Network offers a safe place 
where children can hope 
and families can heal. 
 Hospice Care Network 
(HCN) is a nonprofit or-
ganization that has served 
patients and their fami-
lies in Nassau, Suffolk 
and Queens counties with 
care and compassion since 

1988. HCN utilizes an ap-
proach that cares for the 
total person, addressing 
the physical, emotion-
al and spiritual needs of 
patients and their fam-
ilies. Care is provided 
by an interdisciplinary 
team of physicians, nurs-
es, social workers, home 
health aides, dietitians, 
pastoral care providers, 
bereavement counselors 
and trained volunteers. 
HCN, a member of the 
North Shore-LIJ Health 
System, is committed to 
the highest quality care 
and is accredited by the 
Joint Commission on Ac-
creditation of Healthcare 
Organizations (JCAHO) 
as meeting the highest 
standards expected in the 
field.  For more informa-
tion, visit www.hospice-
carenetwork.org or call 
1-800-2-HOSPICE. 

Richard D’Andrea
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Premium Hardwood Pet Cremation Urns

. Figurine Urns

. Photo Urns

. Horse Urns

. Doghouse Urns

. Celtic Cross Urns

. Lifesize Figurine Urns

. Marble Vase Urns

. Velvet Bags

. Burial Markers

Forever Pets
1-888-450-7727
FREE Wholesale Catalog

www.foreverpets.com
Family owned and operated

since 1996

★ High Quality Velvet Interiors

★ Custom Piping Trim

★ Service Branch Emblem  
On Head Panel

★ Service Branch Chrome  
Emblem on Lid Exterior

★ US Flag Emblem at Both Ends

★ Stars on Front and Back

★ Service Flags and Accessories  
are also Available Upon Request.

Other Models Available

Honoring Those Who Served

In Response to 
“Shades of Green: We should be concerned with our environment!”

Published December 2009, page A24

Lewis and Ferguson Funeral Home 
purchases 2010 Eagle Lincoln Coach

VISIT OUR ALL NEW WEBSITE! 
New Look! Expanded Features! Improved Online Directories!
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FUNERAL HOME & CEMETERY NEWS
Th e New

Family Owned and Operated since 

Previously published as the YB News.

By Joe Sehee

 I called Richard Santore the other day after reading his ar-
ticle on green burial, which recently appeared in this publi-
cation. Th ere were a few things in need of correction.
 As is often the case when men of Italian descent sort out 
diff erences, we spent much of the time engaging in a spir-
ited discussion that might to a casual observer just seem 
like yelling. I’ve participated in plenty of these sorts of ex-

disputes the negative externalities of conventional death-
care, questioning the veracity of widely reported statis-
tics, which he incorrectly attributes to the Green Burial 
Council. Th e data were actually compiled by Mary Wood-
sen; a science writer employed by Cornell University. Ms. 
Woodsen’s fi gures have been vetted by academic research-
ers, leading industry trade associations as well as some of 
the most reputable media outlets in the country. It would 
seem that a more appropriate response for an educator 
like Mr. Santore would have been to identity the entity 
responsible for the calculations and attempt to understand 
the logic/assumptions/sources behind them.
 According to Mr. Santore, “Th e Green Burial Consil (sic) 
claims there are 22,500 cemeteries in the United States.” No-
where can it be found that any representative of the GBC 
ever made such a claim. After further review, Mr. Santore 
acknowledged to me that this information was actually pub-
lished by another entity with no ties to the Council, but a 
similar sounding name -- Green Burial Pittsburgh.
 Mr. Santore’s assertion that the green burial movement 
is “protesting” the use of embalming is also incorrect. As 
leaders in the eff ort to make available eco-friendly death-
care practices/products, the GBC has been careful not to 
diminish any mode of post-mortem preparation, end-of-
life ritual, or form of disposition including conventional 
ones. For the record, the Green Burial Council has never 
called for banning embalming; only that nontoxic options 
for preservation, sanitation, and restoration are made avail-
able to families as is done on 97% of the planet. We don’t 
apologize for generating consumer demand for more en-
vironmentally responsible funeral service, and especially 
not for the economic incentives this has created for our 
network of approved providers.
 We’re also told by Mr. Santore that “cemetery legislation 
protects natural burial preserves in perpetuity from future 
development.” In no state or province however, is any law 
in place that would prevent a green burial ground from 
devolving into something else, which is why having an 
entity like the Council providing stop-gap governance is 
so critical for upholding the ecological/aesthetic promises 
being made to families and preventing yet another black 
eye for the deathcare industry.
 But Mr. Santore’s biggest error in judgment is infer-
ring that burial vaults are somehow green since they’re 
manufactured from “earth friendly” materials – a line of 
thinking that would allow gasoline and plutonium to be 
similarly categorized I suppose. And since formaldehyde 
is found in nature as Mr. Santore tells us, perhaps it too 
ought to be regarded as “natural” despite the chemical’s 
cancer causing qualities. Th e truth is that burial vaults, 

changes before, usually with 
uncles at family gatherings. 
Th ey are for the most part 
benign and on rare occasion 
lead to the fl inging of morta-
della. Sometimes they actu-
ally provide for a teachable 
moment. My conversation 
with Mr. Santore offered 
the latter. And I felt it was 
worth sharing with others 
who may have similar mis-
understandings about the 
emerging market for eco-
friendly deathcare and the 
role of a trust provider like 
the Green Burial Council.
 For those of you who are 
not familiar with us, the 
GBC (greenburialcouncil.
org) is a nonprofi t organiza-
tion working to make buri-
al more meaningful, simple 
and sustainable. We’re the 
standard bearer for eco-
friendly deathcare in North 
America represented by 300 
(and growing) approved 
providers including funeral 
homes, cemeteries, crema-
tion disposition programs, 
and product manufactur-
ers. We’re stewarded not by 
fear mongers as Mr. San-
tore suggests, but by lead-
ers from the environmen-
tal community as well as 
the deathcare industry who 
understand the opportuni-
ties green burial provides to 
bring families back to fu-
neral service and the ben-
efi ts it off ers our planet. 
 In his article, Mr. Santore 

SANDY HOOK,KY— Jones Coach Sales congratulates Mark and Theresa Lewis
of Lewis and Ferguson Funeral Home in Sandy Hook on the delivery of their 
2010 Eagle Lincoln Funeral Coach.

CONTINUED ON PAGE A18



Page A17 FEBRUARY 2010 FUNERAL HOME & CEMETERY NEWS S ec ti on  A

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

800-777-3151
We gladly accept Visa and MasterCard

Some Handy Supplies
You Never  Th ink About...

1-800-777-3151

Quilted Casket Cover
Top quality protective cover 

that will last for many years.

Assorted colors.

$39.50    4-$36.35

Casket Dust Covers
3-Ply/Frost   175/Roll

Many diff erent uses for 

this handy item.

$88.50 roll

“Shell-Shine”
Casket Polisher/Cleaner

Specially formulated for caskets. 

Leaves no residue, spots or streaks!

$7.50    6-$6.25    12-$5.80    

“Pull-Out” Spot Remover
Our “Work Horse” spot remover. 

Dries to a powder... 

brush away stains & rings

$13.25    3-$12.10

“Erado-Sol” Stain Remover
Biological & Chemical

Even removes blood! 

2 oz. bottle 

$3.25

“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 903-641-0383  E-Mail: dermapro@wtrt.net

www.derma-pro.com

Add Thumbies to your keepsake center.

If you had only 
one keepsake 
to offer...

...this is it.
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as with metal caskets, will never be regarded as environ-
mentally sustainable due to the energy/carbon emissions 
associated with manufacturing these products. For Mr. 
Santore to suggest otherwise is irresponsible and sets up 
any cemeterian/funeral director heading his advice for 
backlash from the growing part of the public seeking to 
reduce its carbon footprint.
 As I’ve publicly stated on a number of occasions, just be-
cause a company sells SUVs doesn’t mean that it shouldn’t 
make available fuel effi  cient vehicles. In fact, most do 
nowadays. But no car dealer would dare claim that a gas 
guzzler is as eco-friendly as a hybrid – or eco-friendly at 
all for that matter. Th ey know they’d lose credibility, just 
as anyone in funeral service would if they defended con-
ventional deathcare as being as environmentally sound 
as green burial as Mr. Santore seems to believe.
 Every industry that has tried to credibly reach out to 
eco-conscious consumers has benefi ted by utilizing a 
trust provider like the GBC to allow the public to believe 
in – and often willingly pay a premium for – the green 
practices/products it off ers. And fi rms that have taken 
the lead in becoming more environmentally responsible 
have come to be grateful for eco-certifi cation entities that 
can provide them with third party oversight, just like the 
owners, players and fans of a football team appreciate 
having ground rules, referees and a level playing fi eld.
 Th e Green Burial Council is not working against the 
deathcare industry. We were founded, in part, to demon-
strate that there are decent people in funeral service who 
can be counted on to off er green burial and authentically 
embrace a new ethic rooted in transparency, accountabil-
ity, and ecological responsibility – not such an easy task 
given the damage that has been done by those in this fi eld 
who for many years tried to make cremation seem like 
something less than a dignifi ed form of disposition and 
embalming as legally required for a funeral. Articles like 
Mr. Santore’s make our work that much more diffi  cult. 
But they won’t stop us from our mission.
 Joe Sehee is the Executive Director of the Green Burial Council 
(greenburialcouncil.org) and a Senior Fellow with the Environmental 
Leadership Program.

Stewart Enterprises reports results for Fourth 
Quarter and  Fiscal Year 2009 
NEW ORLEANS,LA— 
Stewart Enterprises, Inc. 
has reported its results for 
the fourth quarter and fi s-
cal year ended October 31, 
2009. 
 The Company reported 
net earnings for fi scal year 
2009 of $35.7 million, or 

erated $85 million in oper-
ating cash fl ow, refi nanced 
our revolving credit facility 
and reached our lowest net 
debt level in more than 10 
years, with $305 million 
outstanding as of October 
31, 2009.”
 Mr. Crawford conclud-
ed, “For fiscal year 2009 
we are very pleased with 
the amount of cash gen-
erated and by the positive 
trends we are experiencing. 
Despite the diffi  cult mar-
ket conditions in 2009, we 
continued to invest in our 
infrastructure and our peo-
ple to achieve our long-term 
strategic vision. Our funer-
al homes and cemetery op-
erations remain strong, our 
‘Best in Class’ initiative is 
paying dividends and we 
look forward to producing 
positive results in fi scal year 
2010 and beyond.” 
 The Board of Directors 
has declared a quarterly 

$.39 per diluted share, com-
pared to a net loss of $3.7 
million, or $.04 per diluted 
share, for fi scal year 2008. 
For the quarter ended Oc-
tober 31, 2009, the Com-
pany reported net earnings 
of $5.9 million, or $.06 per 
diluted share, compared to 
a net loss of $35.6 million, 
or $.39 per diluted share for 
the quarter ended October 
31, 2008. 
 Thomas J. Crawford, 
President and Chief Exec-
utive Offi  cer, stated, “Th e 
current economic environ-
ment and overall industry 
conditions have been a chal-
lenge throughout fi scal year 
2009. We have responded 
to the tough economy by 
keeping our long-term goals 
in mind, and we have gen-
erated momentum as the 
year has progressed with 
positive trends in many 
metrics in the fourth quar-
ter over previous quarters 
of this year. We have con-
tinued to invest in new 
technology, our people and 
processes to position the 
Company to grow and be-
come more effi  cient as the 
economy improves. We in-
creased our common stock 
dividend rate by 20 per-
cent and repurchased $83 
million principal amount 
of our convertible notes in 
the open market at a sub-
stantial discount. We gen-

cash dividend of $0.030 per 
share. Th e dividend was pay-
able on January 28, 2010 to 
holders of record of Class A 
and Class B Common Stock 
as of the close of business on 
January 14, 2010.
 Complete information 
can be found at Stewart 
Enterprises website http://
www.stewartenterprises.
com. Founded in 1910, 
Stewart Enterprises is the 
second largest provider of 
products and services in the 
death care industry in the 
United States. The Com-
pany currently owns and 
operates 218 funeral homes 
and 140 cemeteries in the 
United States and Puerto 
Rico. Th rough its subsidiar-
ies, the Company provides 
a complete range of funeral 
merchandise and services, 
along with cemetery proper-
ty, merchandise and services, 
both at the time of need and 
on a preneed basis. 
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www.baymemorialsbabycaskets.com

Funeral Service and the New Economy, Ain’t Th at A Joke!
By Richard A. Santore

 All over newspapers, magazines, TV infomercials and 
the internet we keep hearing about the New Economy. 
Buy my (whatever) to protect yourself in the “New 
Economy”. We can re-educate you for the future, in 
the “New Economy”. We can do all kinds of wonderful 
things for you, as you adjust to the “New Economy”. 
But first you have to give them a big bunch of your 
money. Money you can ill afford to give away. All are 
scam artists promising you success and salvation. The 
simple truth is there is no economy. People and busi-
nesses are hurting and these scam artists are taking ad-
vantage of them while these people and businesses are 
clutching at straws trying to survive. 
 All too many times I have heard, “Oh, you’re a funeral 
director, you’re in an inflation proof business, people 
are always dying.” Yeah, people are always dying but 
the funeral industry is far from inflation proof. While 
a funeral can qualify as a necessity purchase it most 
definitely can also qualify as a luxury purchase. So it’s 
not too hard to see funeral homes are falling on hard 
times as their clients are searching for less expensive 
ways to honor their loved ones.
 To understand what you can do to improve your po-
sition in the marketplace also requires you to take a 
history lesson.
 Early in the 1960’s Robert Waltrip found himself 
forced to drop out of college to run the family busi-
ness when his father died. Bobby had a dream, not 
satisfied to merely running the family funeral home 
he wanted to expand and operate a chain of funeral 
homes and with little less than a lot of chutzpah Ser-
vice Corporation International and a dynasty was 
born. At about this same time, Paul Hamilton of Des 
Moines, Iowa started International Funeral Service
and the race for consolidation was on. The ensuing 
years also brought out many imitators, most of which 
lacked Waltrip’s dream but were merely there looking 
to put funeral home packages together for resale.
 The “Funeral Rule” created in the 1970’s taught 
funeral directors, that sundry items that they gladly 
gave to grieving families was no longer permitted. The 
FTC’s position was and is “no one gives anything away 
and if you are, you’re inflating your prices to compen-
sate for what you are giving away”. In essence funeral 
directors began charging for things they have never 
dreamed of charging for in the past. Now, if I may, 
I would like to digress just to say, prior to the FTC 
Funeral Rule, when a family selected a casket every-
thing else was included from prayer cards and memo-

rial folders right down to the hearse and limousine to 
the cemetery or crematory.
 The 1980’s brought about the emergence of Stew-
art Enterprises and The Lowen Group as major 
competitors of SCI as well as a young upstart stock-
broker from the Chicago Corporation who was look-
ing for that niche market he could develop, which he 
found in funeral service. Thanks to that stockbroker 
funeral service was now being touted as a growth in-
dustry and the consolidation began in earnest. Fam-
ily funeral businesses were popping up all over the 
auction blocks and being sold to the highest bid-
der. Independent funeral directors who swore they 
loved the family business started by their grandfa-
ther more than life itself and more than their first-
born were holding out to sell to the highest bidder. 
The upshot of all this was, funeral homes were being 
sold at inflated prices and the new owner (the cor-
porate consolidator) was forced to raise prices and 
cut back on service to grieving families in order to 
meet their financial obligations. It is also important 
to note they closed many properties within market 

CONTINUED ON PAGE A24
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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 nation-
wide helping them build revenues by creating greater sales opportuni-
ties through the use of sales intelligence and marketing alignment.

 February, the month that we celebrate Valen-
tine’s Day, is one of those great times of year 
that we take a moment to celebrate our love. 
Sadly it is also the day that so many in our 
communities further realize that their Valen-
tine is unable to receive or send a message or 
gift of love. Thankfully it is also a moment 
that can allow one to further understand how 
their love continues to be a part of their heart 
and their life.
 This Valentine’s Day I am hoping that you 
will help your families connect with those they 
love that have passed on by giving them the 
opportunity to create and share. Please con-
sider inviting your widows and widowers to 
your funeral home and cemetery to share their 
memories and how those they love continue 
to be a part of their lives.
 Set a simple table with some coffee, tea, a 
snack or two, and invite your guests to bring 
photos, letters, and their love’s favorite pastries 
or snack. Sit down together and let the conver-
sation flow. Allow those who are finding their 
hearts’ path to healing share their journey and 
help one another celebrate Valentine’s Day in 
a new and memorable way.
 Consider providing a journal or beautiful 
blank card to each of your guests. As they 
chat and remember help your families con-
nect with each other and those they love who 
are now departed. Then, when the moment 
feels right, give each of your guests their gift 
and take a bit of time to be quiet, reflect, and 
write their Valentine’s Day message to those 
they love above. 

 Then let one woman’s grief support group 
inspire you. This group has found the most 
amazing way to help their members grow in 
their understanding of how their love continues 
to be a part of their life. They celebrate every 
holiday and anniversary by helping those they 
miss most give them a gift. An amazing tradi-
tion we found out about last month when this 
woman rang our family to tell us how her late 
husband had given her the most perfect gift 
this past Christmas and how opening her Merry 
Christmas From Heaven brought such a smile 
to her heart.  
 This leads me to ask you to help your guests 
do more than remember, share, and celebrate 
their love for those who are now departed. I 
would like to ask you to have your guests re-
flect on and share how their love continues to 
be a part of their lives. What are the things and 
moments that are bringing them their greatest 
peace? What is helping them find their smile 
again? Then when the moment feels right ask 
them to write a letter of love to themselves from 
the one who now lives in their heart.
 Thank you so much for considering helping 
your families find a new way to celebrate Val-
entine’s Day. 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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Excerpt from… 353 More Great 
Ideas to Exceed the Service 

Expectations of your Families

By Todd W. Van Beck

Todd W. Van Beck

VALUE ADDED SERVICE IDEAS

Give fl owers from staff  to family of every service.1. 
Service Merchandise Complete Coordinated 2. 
Packages.
Offer every family Gene link.3. 
Provide free Notary Services.4. 
Expanded Personalization – Cap panels, engrav-5. 
ing, comers, theme caskets, vaults, etc.
Sponsor grief seminars.6. 
Grief Counselor is available to all at-need fami-7. 
lies at no charge.
Magnetic Picture Boards.8. 

Answer  our  own 9. 
phones 24 hours a 
day.
More elaborate Me-10. 
morial Folders in-
cluding Photos.
We customize Me-11. 
morial Folders and 
Acknowledgment 
Cards.
Provide food books, 12. 
funeral signs and 
chairs to family res-
idence.
Greatly expand se-13. 
lection of funeral 
stationery.
Deliver flowers for the family following the ser-14. 
vice.
Serve ice cold water at the graveside.15. 
Provide Care Notes.16. 
Assist families with all insurance if assigned or 17. 
not.
Give family bookmarkers with photo.18. 
Encourage family participation in service – speak-19. 
ing, closing casket.
Provide Memorial Candles made of flowers from 20. 
funeral.
More expanded merchandise selection for burial 21. 
and cremation.
Give Memorial Tributes with photo for Family.22. 
Offer Family Assistance Extended Pay program.23. 
Started training for all staff on job responsibilities 24. 
at funeral and practice our procedures.
Give bud vase to every family.25. 
Offer a reception room to families for after the 26. 
service.
Now provide flowers and markers for conve-27. 
nience to family.
Provide Funeral Home Ladies Auxiliary.28. 
Provide Funeral Home Aftercare Coordinator.29. 
Give every family a glass bowl keepsake.30. 
Create the “Caring Team”.31. 
Began a Family Satisfaction Program.32. 
Encourage Hobby Items to be included.33. 
Offer Celestis Program.34. 
Tape/Record Services for family.35. 
Added Family Limousine.36. 
Post Service Follow up visits.37. 
Provide Reception Room for after funeral gath-38. 
erings.
Give Comfort Baskets to each family.39. 
Offer to Video Tape the service.40. 
Send Grief Counseling Booklets to family after 41. 
funeral.
Began an Aftercare program.42. 
We deliver to the family residence all personal-43. 
ization memorabilia following services.
We give an ATIRA Photo Plaque of the deceased 44. 
to each family and have it displayed at the visi-
tation.
Remodeled a room into a children’s lounge.45. 
Continuing Family Contact Program.46. 
Complete the Register Book in script.47. 
Improved our phone answering etiquette.48. 
Provide food trays, ice and Food Register to fam-49. 
ily residence.
We use two tents at graveside rather than just 50. 
one.
Tree of Remembrance Holiday Program.51. 

CONTINUED ON PAGE A23
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“Finest in Funeral Fashions”
•  Independently Owned • Same Day Service Available

• Over 75 Years Service to Funeral Homes

BURIAL DRESSES AND MEN’S SUITS
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Brushed Nickel colored Brass 
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the creative property of 
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authorized re-sellers only.
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Attend the industry’s fastest-
growing convention & expo.
If you can attend only one 

national event, make it this one!

Register now at 
www.iccfaconvention.com

Hotel reservations: 888-421-1442Marketing to 
women: Learn the 
secrets from the 
founder of Pink 
Magazine

pinkmagazine.com

GENEVIEVE 
BOS

KEYNOTE SPEAKERS

KEN 
GRONBACH

Generational 
marketing: How 
to profit from 
the demographic 
storm

kgcdirect.com

TARA 
HUNT

Community 
marketing: 
Build your social 
network with 
social capital

horsepigcow.com

Facebook may not 
be the answer: 
Finding the right 
online fit for your 
company

zefrank.com

ZE 
FRANK

RHONDA 
HARPER

The customer of 
tomorrow:  
Original research 
on the funeral 
service market

rtmj.com

NICK 
MORGAN

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

publicwords.com

EDUCATIONAL 
TRACKS

Competing as an 
independent

Cremation 
arranging

Event planning

Sales and 
marketing

Serving the Latino 
community

Green funerals and 
burials

Implementing new 
technologies

Embalming

Choose among 50+ speakers and 84 hours of educational sessions on today’s most relevant topics, including:
Hosting Receptions: 
A Caterer’s “Insider” Advice
F&B minimums. Cost++. 
Guarantees. Overages. Catering 
contracts can be confusing and 
nerve-racking to the uninitiated. Troy Wood, 
CMP, director of catering and convention 
services at the Grand Hyatt San Antonio, 
will share an inside perspective on catering 
contracts, including questions you need 
to ask, expectations you should have and 
clauses you can negotiate to ensure your 
events are a success.

Tearing Down the “Slowly Going Out of 
Business” Sign
Michael Schoedinger runs 
one of the largest and most 
successful funeral firms in 
central Ohio. Come hear how 
his organization has undertaken a shift in 

its 150-year-old culture to ensure that it 
remains relevant to today’s families. 

Pet Loss Best Practices
Nancy Lohman, CCFE, Lohman 
Pet Cemetery and Cremation, 
Daytona Beach, Florida, 
provides exclusive opportunities 
for pets and people to be together. Learn 
the special events and unique products 
which you can use to attract community 
participation to your pet loss firm as well as 
your traditional funeral home or cemetery.

Techniques for Handling 
Tissue Gas
Tissue gas presents unique 
challenges for embalmers. In 
this two-hour intensive session, 
you’ll learn from Mark E. Fisher, M.E. Fisher 
Funeral Home Inc., Newport News, Virginia, 

how to identify tissue gas and how to skillfully 
and confidently embalm the remains in 
preparation for an open-casket viewing.

Good to Great Funeral Homes
Rod Attwell of Connelly–
McKinley, Edmonton, Alberta, 
will analyze our profession using 
concepts from Jim Collins’s 
best-selling business book “Good to Great.” 
Among the principles he’ll explore are: good 
is not a friend of great; facing the facts 
about where you currently stand; putting the 
“who” before the “what”; and simplicity is key.

Customized Approaches to 
“Latino” Marketing
Dr. Francisco E. Solis, San 
Antonio College, San Antonio, 
Texas, will provide an overview 
of the Latino populations in the U.S., 

including the crucial distinctions between 
immigrant vs. non-immigrant groups, 
statistics on where various populations 
came from and ways you can customize 
your approach toward them. In addition, 
you’ll take home a valuable handout of 
Hispanic funeral and burial terms.

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

See the full program at  
www.iccfaconvention.com!

 

Conejo Mountain Funeral Home now offers Online Grief Counseling 
CAMARILLO,CA— Online grief support and live coun-
seling is now available 24 hours a day through the re-
designed Conejo Mountain Funeral Home, Memo-
rial Park and Crematory website. By visiting www.
conejomountain.com, anyone can access a grief spe-
cialist seven days a week.
 Conejo Mountain is the first funeral home in Ven-
tura County to offer online grief support to all mem-
bers of the community regardless if they have ever used 
funeral services at Conejo Mountain. Any member of 
the public is welcome to use the new online grief sup-
port system.
 “We understand that losing a loved one can bring out 
deep emotions, and those feelings of hurt and loss can 
occur at any time, day or night,” said Bob Boetticher 
Jr., managing partner of Conejo Mountain. “Giving 
our community an opportunity to chat with someone 
online when they need someone to talk to is our way 

of helping others grieve and cope, especially during 
the holiday season.”
 The funeral home also is offering another online 
service through email. “Letting The Sun Shine In,” is 
a free email message service that will deliver daily af-
firmations to subscribers that provide encouragement 

Shine In” email message, users should go to www.
conejomountain.com and click on Grief and Healing. 
There is a nominal fee to access a grief specialist for 
online counseling.
 For more information call 805-482-1959 or email 
wecare@conejomountain.com.

and gentle reminders of 
the recovery process fol-
lowing the loss of a loved 
one. 
 “What we have done is 
offer a tremendously pow-
erful resource that is only 
a click of a mouse away 
for those who need it the 
most.” said Boetticher.  
 To register to receive a 
daily “Letting The Sun 
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 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

Pet Cremation (Part 3)

 Along with zoning, approval from the appropri-
ate local, regional or state environmental agency is 
also required. Like human cremation equipment, 
USEPA exempts pet cremation equipment from fed-
eral permitting requirements. With the exception 
of Texas, the approval process for a pet cremator is 
the same as for human. In Texas, human cremation 
equipment is a registration process, which is typi-
cally completed in about 30-45 days. The installa-
tion of pet cremation equipment though requires a 
permit application to be submitted and this takes 
anywhere from 90 to 180 days to process and ap-
prove. Your equipment manufacturer will prepare 
the proper forms and provide the supporting tech-
nical information for you to sign and submit to the 
appropriate environmental agency. 
 From a regulatory standpoint, you’re done.
 Now let’s talk about equipment. Remember that 
the focus of this article is on pet cremation not large 
scale animal incineration. But, pet crematories must 
be prepared to handle batch cremations from veteri-
narians for families who do not want their pet’s re-
mains returned. A mistake many new pet cremation 
providers make is to underestimate the demand for 
this service and for pet cremation in general. They 
often purchase equipment that is too small for their 
needs, causing delays, visible emission problems and 
excessive wear and tear on the refractory lining. 
 Smaller cremators are ideal for cremating one pet 

CREMATION DIVISION

at a time and for batches loads up to 300 pounds. 
Make certain the unit you are considering is ad-
equate to handle your market needs.
 The next size up in pet cremators usually has a 
second primary or main burner. This allows the 
operator to place a pet under each burner, dou-
bling its capacity and speed. This style of crema-
tor also allows the operator to process more crema-
tions by extending the hours of operation without 
overheating the cremator. And it cremates faster 
and more fuel efficiently, allowing the facility to 
service more veterinarians, both in terms of indi-
vidual cremations and larger batch loads because 
of its increased capacity.
 Pet cremators are available in many different siz-
es. Make certain you conduct adequate research 
on your market to identify and understand your 
customers, their needs, the growth opportunities, 
and the level of competition just as you would for 
any other business venture, then size your equip-
ment needs accordingly.
 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. 

Ask About Our FREE SAMPLE CHAIR Program

CChairs For All Purposes Shipped Worldwide
www.churchchair.com oor call 800-331-5411

AMERICAN OWNED - AMERICAN MADE - AMERICAN PARTS Financing Available
®

A LEADER IN FUNERAL HOME SEATING FOR 24 YEARS
Comfort - Durability - Elegance - Value

Design Stacker II Design Double Pew IITM TM TM

Grand Design    Tall TM

Recyclable

Chairs

99%

Photo courtesy of Henderson and Son's Funeral Home, Rome, GA

TM

5296

First Call Littleton 
Mortuary Transport now 
Open
AMELIA,OH— Jesse Little-
ton announces the opening 
of his removal service, First 
Call Littleton Mortuary 
Transport. Th e fi rm off ers 
funeral homes affordable 
and reliable transportation 

of human remains to the 
Cincinnati, Ohio area.
 Carrying on the Littleton 
family tradition of respect 
and professionalism, Jesse 
is proud to off er this ser-
vice allowing funeral direc-
tors to “take the night off ” 
as well as save on wear and 
tear on their vehicles. He is 
the grandson of Barth and 
Carol Littleton and the son 
of Roger and Laurie Little-
ton. His family has owned 
and operated Littleton 
Funeral Home in Sabina, 
Ohio since 1905.  
 For more information, 
call (513)502-3370, email 
at jesse@ firstcallmortu-
arytransport.com, or visit 
fi rstcallmortuarytransport.
com. Th e fi rm’s address is 
388 Chapel Rd., Amelia, 
OH 45102.

Jesse Littleton

NOW 
IN

STOCK!

THE 
2010 
EDITIONS

Call 
1-800-321-7479
or visit

www.nomispublications.com

Order Today!
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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

Hear Every Word

Portable Wireless PA Systems

AC and Battery Operated

Use Indoor or Outdoor

System MA-101A System MA-705PA 

systems starting 
under $200

System MA-707PA 

Portable Sound Systems For Memorial Services

Wired & Wireless Pa Sytems

Contact your local Church & Chapel representative for details

 

Name _______________________________________________
Address  ____________________________________________

 _____________________________________________
City ________________________________________________
State ________________________Zip ____________________
Phone  ______________________________________________
Signature  ___________________________________________

Return To:

PO Box 5159
Youngstown, OH 44514

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

Master Card, Visa,  American Express 
and Discover Orders:

SUBSCRIPTIONSUBSCRIPTIONFUNERAL HOME & 
CEMETERY NEWS

FUNERAL HOME & 
CEMETERY NEWS

ANNUAL 
SUBSCRIPTION

 $20.00 Subscription

 $40.00 First Class

 $50.00 Canada & Mexico 
 $65.00 Outside North America 

Excerpt from… 353 More Great Ideas to Exceed 
the Service Expectations of your Families Continued fr om Page A20

IMPROVING THE ARRANGEMENT CONFERENCE
 
1. Finalize payment at time of arrangement to relieve 

family.
2. Encourage personalization of services and mer-

chandise.
3. Take off  coat to make family more comfortable.
4. Work to encourage questions.
5. Remove desk and replace with dining room table 

– more comfortable for families.

6. Greatly expanded merchandise selection and per-
sonalization options.

7. Improved convenience for families by adding fl ow-
ers and markers.

8. More selection of folders, cards, and register 
books.

9. Allow more time for arrangements conference.
10. Off er to make arrangements at home.
11. Provide bilingual personnel.

CONTINUED ON PAGE A24
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MarkThomas

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

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

  

Chapel Craftand

The new Chapel Craft 
Victory Urns are now 

available.  Hand-thrown by our 

master potter in our new ceramic 

studio these urns are in a class by 

themselves. Shown from left to right 

are the Solace, Riviera and Cresta; on 

top is the Lyrica.  These and dozens 

more are in the Spring 2010 catalog.

VIVIAN FASHIONS
V & F BURIAL GOWNS

Designer and Manufacturer of Burial Gowns
www.burialgown.com

The look of Eternal Life & Beauty

114-31 Farmers Blvd., St.  Albans, NY 11412
 Tel: 888-456-0266 Cell: 646-296-9657
 Fax: 718-465-7596 Offi ce: 718-479-3040

 

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

By John A. Chew

 As we move into a new dimension of human body 
preservation, it is important to remember that the 
term embalming is a specific technique. The mis-
nomer is to relate natural and man induced mum-
mification which is not embalming but a preserva-
tion process associated with the removal of water 
from the tissue at the cellular level.
 Embalming is in part removal of water with the 
replacement of reactive chemicals that change the 
consistency and the ability of cells to interact creat-
ing life processes. Total death occurs when oxygen 
is depleted and the organelles within the cells cease 
to function. (Organelles are a specialized part of a 
cell that performs a definite function.)
 Organelles are complex proteins which are capable 
of introducing chemical changes in the organelles 
without being changed themselves. As mentioned, 
our concern is the development and use of environ-
mentally safe non-toxic, non-volatile, practitioner 
friendly, enzymatically neutralizing agents which 
activate retardation (neutralization) through tem-
perature change. 
 This, of course, is done by cooling the body prior 
to the introduction of a pre-injection formulation 
naturally or by refrigeration. The internal vascu-
lar wash interacts with the hematin released by the 
breakdown of the hemoglobin at the capillary level. 

Th e Basics of 
21st Century 
Embalming 
Technology 

(Part 4)

This disperses and carries fragmented blood and 
neutralized digestive enzymes allowing for inter-
mittent drainage. This action decreases the rate of 
degradation.
 After cleaning the body surfaces and clearing the 
vascular network, a special purpose neutralizer 
must be injected. Sixteen ounces per 50 pounds 
of body weight using between five and eight PSI 
with a rate of flow of 12.8 ounces per minute as 
a starting point. The amount of special purpose 
fluid should be based on estimated original body 
weight.
 The original pre-analysis provides a diagnostic 
criterion and reiterates the importance of cogni-
tive information which is incorporated into ev-
eryday practices of body preservation. Retention 
of non-toxic chemicals within the body effectively 
prevents/retards the chemical and physical changes 
that occur following death. 
 What will exist and be the same following a death 
is only limited information as to the cause of death. 
Medications and special treatments are not made 
available to the practitioner. 
 When we look at the multi-purpose methodology 
as it relates to temporary preservation in preparing 
a body for visitation, we must return to the basics 
of life and death and the overall physiology of the 
life cycle and the implications of enzyme action.

Funeral Service and the New 
Economy, Ain’t Th at A Joke!

areas and established centralized service facilities 
to reduce expenditures. And, most important of all 
we learned funeral services is not a growth indus-
try. A growth industry is an industry which is grow-
ing earnings and/or revenue faster than the overall 
market. Growth industries usually contain a large 
number of growth stocks investments such indus-
tries are usually suitable for investors who are willing 
to accept larger risk in exchange for the possibility 
of larger returns. The problem with funeral service 
is the consolidator’s only means of growing was to 
continually buy funeral homes; there is no internal 
industry growth. As a whole the industry is depen-
dent on the death rate.
 In the beginning independent funeral directors 
scoffed at the consolidator’s practice of raising their 
prices on service and merchandise “sell to a consoli-
dator and the first thing they do is raise prices.” And, 

Continued fr om Page A19

CONTINUED ON PAGE A25

Excerpt from… 353 More Great 
Ideas to Exceed the Service 
Expectations of your Families

Continued fr om Page A23

12. Have a “can do” attitude.
13. Very carefully explain and give full disclosure to 

all expenses.
14. Take more time to listen to families’ needs to be 

able to customize our service to them.
15. Introduce the family service counselor during the 

arrangement conference and explain their role.
16. Create an open forum discussion rather than a 

question and answer session.
17. Make our funeral arrangements in the middle 

Selection Room.
18. Go over everything TWICE and always pause for 

questions.
19. Approve ability to adapt.
20. Streamline Paperwork.
21. Offer more Options to Families.
22. Use Family Assistance.
23. Complete the printed Obituary for the family to 

approve before end of arrangements.
24. Rearrange the furniture to provide more com-

fortable setting.
25. We communicate to families our desire to help 

them after the service as well.
26. Improved merchandise presentation ARS rooms 

and slat walls.
27. Stress personalization.
28. Training sessions for our arranging directors to 

give them better skills and more confidence.
29. Lots of conversation before arrangements be-

gin serve coffee – get them comfortable and re-
laxed.

30. Use a more compassionate approach.
31. Complete all paperwork before arrangements 

end.
32. More interactive conversation with the family.
33. Listen – accommodate – say “yes”.
34. Created an arrangement checklist for family to 

sign.
35. Practice on presenting payment options and 

terms.
36. Involve more than one director in arrange-

ments.
37. Sincerely thank every family for the honor they 

have allowed in serving them.
38. If I do not know why the family has selected 

our funeral home, I politely ask them.  I need to 
know.

39. Complete all financial arrangements at arrange-
ment conference – there’s never a more appro-
priate time.

40. Simple – put the pen and paper down and listen.  
What you hear enables you to provide a more 
meaningful funeral.

41. We have done two email arrangements this 
year.

42. Provide a folder for all necessary papers for fam-
ily to take with them at end of arrangements.

43. Include photo of casket and vault selected.

CONTINUED ON PAGE A27

welcomes industry news!

Send us any press release related to your 
fi rm which would be of interest to your 
fellow industry professionals. All press 

releases are published free of charge and 
at the discretion of the publisher. Be sure 

to include any photographs. 

Staff additions... Staff promotions...
Graduates... Apprenticeships... 

Remodeling... Moving... New Ideas...
Community Service Projects...

Anniversaries... Obituaries... Etc.

Send to:

Funeral Home & Cemetery News
PO Box 5159, Youngstown, OH 44514

Fax 1-800-321-9040
press_releases@nomispublications.com

www.nomispublications.com

FUNERAL HOME & 
CEMETERY NEWS
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Funeral Directors Research, Inc.
AMRA  INSTRUMENT, LLC

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

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

WEB DIRECT GIFT & PRICING

TM
®

www.amrainstruments.com
www.preproomdirect.com

THE FAN MAN, INC.

Fans   Calendars   Urns
Register   Books   Dresses

Advertising Specialties

John Mannion

“WHATEVER YOU NEED”

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

www.iccfasupplylink.com 

PO BOX 5790, Ventura, CA 93005-0790 
(800) 252-3444 • FAX: (805) 650-6444

www.triplehcompany.com

Triple H 
Company

Independently
Owned and Operated

by the Original
Hepburn Family 

Since 1950.

ULTRA Flip-Top 
Plastic Urns

Brown

Black

Light Gray

®

• Snap Locking Hinged Lid, 
Strongest of It’s Kind

• 24 to a Case
• Over 230 Cu. Inches
• Cardboard Mailer Available
• Bag and Tie Included
• 8.25”D x 6.5”W x 4.5”L

Cemetery, Crematory and Mausoleum Supply

PROVEN 
IN USE

Cremation Association of  North America
Supplier Member

 

 

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 Email Files
  One Time Usage or Multiple Usage Available

 SELECT: SORT BY:
 Funeral Homes State
 Cemeteries County
 Crematories Zip Code 

And More...

Customize Your
Direct Mail Program

Customize Your
Direct Mail Program

1-800-321-7479
CALL FOR COUNTS & COSTS TO CUSTOMIZE YOUR MAILING PROGRAM

TODAY!

Database Files
Reports     

Mailing Lists  
Email Addresses

Database Files
Reports     

Mailing Lists 
Email Addresses 

www.nomispubl i cat ions . com

Funeral Service and the New 
Economy, Ain’t Th at A Joke!

Continued fr om Page A24
gradually greed began to set in, “if the consolidator 
can charge that much so can I,” along with reduced 
service. No, you say! “We provide all the service a 
family could possibly want.” True, but only at a price! 
Think about what happened. When you cut back on 
service, families are going to question what they want 
or need. And let’s stop blaming “Baby Boomers” be-
cause they think differently than their parents, they’re 
the ones caught up in the “New Economy”. 
 Think about this. You and your spouse decide it’s 
time for new living room, dining room or bedroom 
furniture. You are going to visit all of the local fur-
niture stores, you are going to take along a floor plan 
of the room; you may even decide to travel to facto-
ry showrooms to find the perfect furniture for your 
room. This whole shopping process can take you 
anywhere from one or two weeks to several months 
and you are going to spend anywhere from 5 to 10 
thousand dollars for furniture you are going to look 
at and use for the next 20 years. I ask you, is it right 
to expect a family to come into your casket show-
room, spend the same amount of money, select a 
casket within minutes and then charge them extra if 
they want visitation for an extra day?
 Is there a solution to all this? Yes! Adjust some of 
your service charges, take a hard look at your casket 
pricing, do those things that will encourage a family 
to see value in the services you provide.
 Prior to Consolidation and prior to the “Funeral 
Rule” the industry philosophy was “good embalming 
means repeat business” and “memory picture” was the 
catch phrase funeral directors used when explaining 
closure upon the death of a loved one.
 I can make you no promises that this will make a 
difference in your business, but I can tell you that 
the concept of memorialization and funerals without 
visitation has been growing for the past 40 years and 
nothing changes over-night. What is important is, it 
is a starting place to encourage families back to the 
value of funeral service.
 Richard A. Santore is the President and founder of Practicum 
Strategies. Practicum Strategies is an approved provider of Continuing 
Education in every State that accepts Online and home-study con-
tinuing education courses for funeral professionals. Richard can be 
reach by email at Richard@pshomestudy.com or 800-731-4714 Visit 
Practicum Strategies website at www.pshomestudy.com. 
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For complete advertising rates in the Funeral Home & Cemetery Directory

contact Nomis Publications, Inc.

800-321-7479 • Fax 800-321-9040  • E-mail kim@nomispublications.com

www.nomispublications.com 

PO Box 5159 • Youngstown, Ohio 44514

The Funeral Industry’s #1 Trade Directory

That’s  when Your Ad
will be working for you!

24/7
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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

Call 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

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 Mar 20, 2010
For Promo Pricing - Reference YB210

• no soap? no water? no towels? NO PROBLEM!
• instantly kills the germs, not your hands!
• unique, effective, gentle formula helps soften hands 

without leaving a sticky residue
• provides broad-spectrum antimicrobial activity, killing 99.9%

of harmful microorganisms in 15 seconds

GBG FOAMINGTM INSTANT HAND SANITIZER

7 oz. can $8.50 ea 12/cs $91.00 cs
wall mount $7.00 ea

• 5qt capacity with automatic shut off to prevent overfilling
• tamper resistant lid
• FREE locking cabinet with purchase (while quantities last)

SHARPSTAR IN-ROOM SHARPS
CONTAINER AND LOCKING CABINET

$8.00 ea 20/cs $148.00 cs

PREMIUM MORTUARY GARMENTS
All mortuary plastic garments are made of heavy gauge leak-proof vinyl with heat sealed
seams for strength and durability. Vinyl is soft, pliable (never brittle), strong and dependable.
Garments are cut full for ease of use. Available in clear or white.

UNIONALLS - ADULT COVERALLS

S 31.00 dz
M 33.00 dz
L 34.00 dz
XL 36.00 dz

PANTS

S 27.00 dz
M 29.00 dz
L 31.00 dz
XL 33.00 dz

CAPRI PANTS

S 55.00 dz
M 60.00 dz
L 64.00 dz
XL 68.00 dz

STOCKINGS

S 27.00 dz
M 29.00 dz
L 31.00 dz
XL 32.00 dz

SLEEVES

packaged in pairs
27.00 dz

S 128.00 dz
M 136.00 dz
L 145.00 dz
XL 153.00 dz
2XL 166.00 dz
3XL 174.00 dz

• polyethylene material with 6 straps for easy lifting
• tear-resistant bag holds up to 300 lbs.
• suitable for cremations

MEDIUM WEIGHT DISASTER BAG

adult 12 mil envelope zip, 36” x 94” 6/cs $167.00 cs

• 2 layers of 3 mil PE film laminated to 1000 denier scrim 
reinforcement material (equiv. strength to 12 mil vinyl)

• dual style zipper pulls to facilitate opening/closing without 
“zipper tear-out”

• includes BBID-KIT consisting of toe tag, exterior tag, personal
effects ID tag, red biohazard tag and yellow contamination tags

• complies with EPA burn restrictions and OSHA regulation 3130

CHLORINE FREE, NON VINYL CREMATION BAGS

adult envelope zip, 36” x 96” 24/cs $289.00 cs

• 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 101-H HYDRAULIC OPERATING TABLE

adult 8 mil center zip - 36” x 94” 10/cs $96.00 cs
adult 8 mil envelope zip - 36” x 94” 10/cs $96.00 cs

HEAVY DUTY VINYL - IMPORT BODY BAGS
• holds up to 200 lbs. • #8 heavy duty, rustproof nylon zipper
• dual zipper pull to facilitate opening/closing and locking bag
• electronic heat sealed construction for OSHA reg 3130 compliance
• w/BBID-KIT: resealable, self adhesive ziplock pouch for paperwork,

1 red biohazard tag, 1 yellow contamination tag, and 3 white ID tags

WOW! 
That’s a
savings of15%

 

 

The Boston Prayer Card Company

Prayer Cards • Portrait Cards • Acknowledgments • Bookmarks

Just Call: 1-800-PRAY-FOR (800-772-9367)
Phone: 781-749-5214 • Fax: 781-749-4794

E-mail: bpcc@bostonprayercard.com
www.bostonprayercard.com

SERVING THE FUNERAL PROFESSION FOR OVER 15 YEARS 

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

We have over 
400 

religious and
 non-religious 

card selections in 
stock at all times!

We can                 
create virtually              
anything your 
families may 

want!

We ONLY work 
with Funeral 

Homes!

IMPROVING THE VISITATION

1. Serve coffee.
2. Encourage use of families’ music.
3. Insure sufficient staff for large visitations.
4. Define roles and responsibilities to staff working 

a visitation and practice.
5. Arranging director at first viewing.
6. Counsel family about any conditions with the 

deceased to prepare them before first viewing.
7. Magnetic Picture Boards.
8. Display any family heirlooms or hobby items.
9. Take great care in flower display arrangement – 

make sure flower shop has family flowers to fu-
neral home in time.

10. Provided family longer private time for first view-
ing.

11.  More flexibility in visitation hours for conve-
nience of families not funeral home.

12.  Candle from Funeral Home lit at visitation.
13.  Provide coffee, donuts, and cookies.
14.  Handing out Memorial Folders and spending 

more time visiting.
15.  Use greeter at register book.
16.  Insure family is completely satisfied.
17.  Manager meets with every family at some point 

during visitation.
18.  Improved the quality of our visitation staff.

Excerpt from… 353 More Great Ideas to Exceed the 
Service Expectations of your Families Continued fr om Page A24

19. Keep staff working not sitting in office.
20.  Encourage pre need to attend visitations.
21.  Greet visitors at the door, offer to take coats, and 

lead to register, give them memorial folder and 
take to visitation room.

22.  Increased the number of times we personally 
check on family.

23.  See to it that one of our principal funeral direc-
tors is hosting the visitation during the most vis-
ible time – more exposure to the public for our 
key personnel.

24.  Display Memory Book and Candle listing pay-
ing tribute to deceased that we have conducted 
services for in the past.

25.  Placed children’s books and videos in lounge.
26.  Placed a tall stool chair in visitation room so per-

son can greet people but still be sitting.
27.  On large visitation we have staff direct parking 

lot.
 Todd W. Van Beck is one of the funeral profession’s most pro-
lifi c authors and presenters. From simple staff development at the 
smallest funeral 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 direc-
tors, cemeterians and clergy. His extensive training and experience 
spans over 35 years at every level of the funeral and cemetery pro-
fession and the church. For more information or to contact Mr. Van 
Beck visit www.vanbeckseminars.com. 

VISIT OUR ALL NEW WEBSITE! 
New Look! Expanded Features! Improved Online Directories!

WWW.NOMISPUBLICATIONS.COM

FUNERAL HOME & CEMETERY NEWS
Th e New

Family Owned and Operated since 

Previously published as the YB News.

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

Awards of ExcellenceAwards of Excellence
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.

 At 94 years of age, William F. Boyd, Sr. is one of 
the nation’s oldest funeral directors. It has been an 
honor to recognize his commitment to the funeral 
service profession and as a loving spouse, father and 
grandfather. As a young man, William Boyd consid-
ered himself a dedicated mortician. Then came the 
funeral that laid him low—and made him a master of 
the craft. He had worked with his father for 11 years, 
stood beside him as he discussed arrangements with 
distraught parents and dazed widows. He thought 
he understood the anguish people brought into the 
family funeral parlor. 
 When his hero, Elmer F. Boyd, died on a winter’s 
day in 1944, William Boyd never consoled the same 
way again. “I thought I was empathizing with them,” 
he recalled in a near whisper. “But I didn’t realize, 
until my father died, what was happening. That void, 
that vacancy makes all the difference in the world.” 
Generations of Greater Clevelanders have felt that 
enriched sensitivity. Throughout the region’s black 
community, E.F. Boyd & Son Funeral Home and 
Crematory came to stand for compassion and com-
mitment, a certainty as sure as death. 
 Boyd, one of the longest-serving funeral directors 
in America, calls his life’s work a public service and 
a privilege. He figures he has buried “quite a number 
of thousands” of people in a career spanning 75 years. 
He may know more about death than anyone living. 
He shyly acknowledged that he has not given a lot of 
thought to his own passing, though he knows it can-
not be far away. He’s 94. But he’s ready for the end, 
he said confidently. While facing mortality daily, he 
lived a remarkable life. 
 On a recent afternoon, Boyd arrived at the fam-
ily flagship, at East 89th Street and Cedar Avenue 
in Cleveland, Ohio in a snazzy blue blazer with the 
Boyd insignia scripted above the breast pocket. He 
pushed a walker into a bright chapel warmed by 
stained-glass windows, having driven himself from 
his home in Beachwood. Boyd is contentedly semi-
retired. His children and grandchildren run a busi-
ness that includes three funeral homes, a crematory 
and 60 full-and part-time staff. But the patriarch still 
drops by and even works an occasional funeral. 

Funeral Service Couple of the 
Year: William and Mary Boyd

William F. Boyd, Sr. Mary Webster Boyd

 William F. Boyd, Sr. and Mary Webster Boyd give us 
lessons in love, commitment, determination and dedi-
cation that last a lifetime
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FIRST CLASS 
SUBSCRIPTION 

FASTER DELIVERY 

CALL TODAY
TO ORDER YOUR

Only $4000 per year!
(12 issues)

1-800-321-7479

FUNERAL HOME & 
CEMETERY NEWS



Page A29 FEBRUARY 2010 FUNERAL HOME & CEMETERY NEWS S ec ti on  A

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

or contact your Messengerline
or Hilton Funeral Supply

representative

Low  Cost, 
High Impact: 

You’ll love 
the response 

from 
your families.

 416

 

Revised Removal Manual: A Standard of Distinction
HUNTINGTON BEACH,CA— Th e funeral director re-
ceived a call from a woman reporting a residence death. 
She stated, “My baby died here at home. You must come 
and get my baby boy right away, he is dead.” Naturally 
the mother was upset and irate at the loss of her son. 
She was crying so intensely that the director decided to 
obtain the home address, go comfort the mother and 
get the other vital information at the home during the 
removal. Based on the limited information, he and his 
assistant loaded the fi rst call car with an infant removal 
case for the removal. Upon arrival at the residence, to 
their surprise the baby boy was a 250 pound 30 year old 
male–the grieving woman’s only child. 
 We must be prepared for anything on every fi rst call. 
Shun Newbern, CFSP is the author of a practical man-
ual on removal protocol. Th ere is no other publication 
on the subject that is as complete and up-to-date in its 
coverage on decedent care and transportation. Th is guide 
covers traditional practices as well as some new trends.
 Shun Newbern, CFSP founder of Shun Newbern & 
Associates, is well respected in the funeral service as a 
speaker, consultant and licensed professional. Th e fi rm 
has recently revised a practical removal manual, Estab-
lishing a Standard of Excellence in the Removal Procedure. 
After receiving many litigation cases relating to removals 
and decedent identifi cation issues, it was time to repub-
lish this unique manual. Th e purpose of the manual is 
to improve the standards of performance. It is created to 
save funeral homes of all sizes from litigation and head-
aches, as a result out of a lack of improperly training of 
the mortuary staff . With the increase in direct cremation, 
green burials and transports by non-license persons this 
manual expounds on the need for personal protection 
equipment and other issues. Th e practical manual covers 
various types of decedent removals, the dangers of conta-
gious pathogens, and understanding OSHA standards. 

 Some funeral establishments have used the guide as 
their primary operations and procedure manual. This 
newly revised edition is much easier to read and use. 
This edition is no longer coiled, it is seamed together 
for endurance and durability. The ideas and techniques 
will be deemed useful into the protocol that exist to-
day. It is essential for anyone that is new to the busi-
ness, such as students and apprentices. Shun New-
bern, CFSP is a graduate of the San Francisco College 
of Mortuary Science and the University of LaVerne. 
He is the California Ambassador for The Academy of 
Professional Funeral Service Practice (APFSP), a cur-
rent member of Epsilon Nu Delta Mortuary Fraternity 
and the American Society of Embalmers. For more in-
formation on placing orders visit www.shunnewbern.
com or email shunnewbern@aol.com.
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September 27, 2005 in 
recognition of their cen-
tennial anniversary by the 
late Honorable Stephanie 
Tubbs Jones, on behalf of 
the 10th congressional 
District, with the state-
ment, “Their existence is 
a true testament to fam-
ily values and dedication 
and the continuing legacy 
of the American Dream. 
The descendants of El-
mer and Cora Boyd have 
answered the call with self 
determination, creativity, 
faith and responsibility”. 
 H i s  c h i l d r e n  h a v e 
stepped forward to help 
carry the load. William 
“Pepper” Boyd Jr. is now 
the CEO of Boyd & Son. 
Daughters Marcella Boyd 
Cox and Marina Boyd 
Grant along with hus-
band Owen Grant are top 
executives. Grandchildren 
Victoria Boyd and Lisa 
Taylor, the fourth gen-
eration, are also enjoying 
their career in funeral ser-
vice. 
 I n  t h e  p a s t ,  t h e 
Boyd’s helped an older 
man deal with changes in 

Continued fr om Page A28Funeral Service Couple of the Year: William and Mary Boyd
 His ninth decade finds 
him spry, charming and 
curious. He still plays golf 
and serves on community 
boards. He reads the Wall 
Street Journal and The 
Plain Dealer daily. This 
day, he lamented that the 
economic crisis is hurt-
ing “my people,” meaning 
black people. 
 Boyd’s sense of com-
munity was forged early. 
He came out of Glenville 
High School in 1933 into 
a Depression and went 
to work for his father, 
Elmer, who started the 
family business in 1905. 

the beautiful Mary Web-
ster, the love of his life, 
and for years she answered 
the phone when it rang at 
their bedside at night and 
passed the call to her hus-
band, who was soon out-
side starting the hearse 
and keeping in mind that 
death has no clock and 
when you get the call, you 
must always be ready to 
answer. That marriage is a 
test of staying power, love 
and commitment in a re-
lationship. Mary Webster 
Boyd has been involved 
in many community, civ-
ic, and social affiliations 

while enjoying her role 
as wife, companion and 
funeral director as well as 
mother and grandmoth-
er. The couple recently 
celebrated 70 years of 
marital bliss and were ac-
knowledged under “Love 
& Happiness” in the Oc-
tober 5-12, 2009 edition 
of Jet Magazine for their 
outstanding marriage.
 Boyd enjoys a certain 
elite status, “like a little 
celebrity,” in his commu-
nity He also has a passion 
for civic and social obliga-
tions. He chaired the first 
Freedom Fund Dinner of 
the Cleveland NAACP in 
1959 and served as vice 
president of the Cleve-
land School Board in 
the 1960s to name just a 
few. 
 William and Mary can 
boast and take it a lot 
easier knowing that the 
third and fourth genera-
tions have stepped up to 
the plate and answered 
the funeral service call 
and are doing one heck of 
a fantastic job. The Boyd’s 
have a few Academy Award 
Oscars on the shelf. Hav-
ing some of the nation’s 
top VIP and Celebrity 
Funeral Services recog-
nized around the world 
has its perks. A tribute 
to the Boyd Family went 
into the United States 
Congressional Record on 

With his business and his 
health failing in 1938, El-
mer Boyd made his son a 
proposal. He would buy 
a new headquarters if his 
son William would run it. 
William Boyd knew what 
that meant. His father 
saw the mortician trade 
as a calling, a service to 
the community and to 
God. “He was asking me 
if I would shoulder that 
responsibility,” Boyd re-
called. “I’m 23. That’s 
when I made the commit-
ment.” 
 He assumed the life his 
parents knew. He married 

the black community that 
raised his ire and broke his 
heart. In 1995, with street 
violence killing off young 
black men, the Boyd’s 
raised bi l lboards that 
warned of “The Mourning 
After” a senseless death. 
The public-service cam-
paign sparked discussion 
and soul-searching in the 
black community. Today, 
Boyd Funeral Homes are 
known for hosting memo-
rable funerals customized 
with personal touches. 
 “He has the pastor’s 
touch,” said the Rev. Mar-
vin McMickle, the pastor 
of Boyd’s Antioch Bap-
tist Church, across Cedar 
Avenue from the funeral 
home. McMickle felt that 
touch four years ago when 
Boyd helped to bury his 
mother. “This is rough, 
emotional work,” he ob-
served. “It takes a strong 
person. But also a very 
caring and compassion-
ate person. He’s not just 
a business person. He’s a 
preserver of a remarkable 
family tradition.” 
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Funeral Service Couple of the Year: 
William and Mary Boyd
 Boyd has watched the 
business change, and of-
ten for the better. Pre-ar-
rangements have become 
common as people are 
more comfortable talking 
about death, he observed. 
But cremations are more 
common too, and Boyd 
does not like what he sees 
as a trend toward quicker 
funerals. He believes that 
grieving needs to be giv-
en time and ceremony. 
“That’s when you commit 
yourself to the living,” he 
said. 
 With some reluctance, 
he has begun to look to-
ward the day when his 
earthly life ends, when he 
lies in a Boyd casket. “It’s 

amazing how you build 
an immunity to thinking 
about that. I can’t explain 
it,” he said. “I’m becom-
ing very self-conscious of 
it now. Each day is like a 
bonus.” And he smiled, 
his face aglow in the sunlit 
chapel.” I have tried to do 
the best that I could for 
my family, for my church 
and for my community,” 
he said. “And when that 
time comes, I can feel I 
left nothing undone.” 
 Th e 100 Black Women 
of Funeral Service Orga-
nization is honored to be 
affi  liated with the historic 
Boyd Family and deeply 
honored to recognize Wil-
liam F and his devoted 

loving wife Mary Boyd as 
our 2009 Funeral Service 
Couple of the Year for 
their commitment to each 
other, their family, and 
the funeral service pro-
fession. They have truly 
served God’s purpose for 
mankind. May God con-
tinue to bless their mar-
riage and funeral service 
Ministry in Cleveland, 
OH. A very special thank 
you to daughter Marcel-
la for sharing the family 
history, news articles, TV 
interviews, as well as all 
the updates on her par-
ents well-being and health 
throughout the year. We 
are so proud of our funeral 
service couple of the year.
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by Capt. White. Th e grand prize of a four hour fi sh-
ing trip went to David Midolo. Dean Wise and Louis 
Hebbelinck were given an unattended ash scattering 
which comes with photos journaled by Capt. White. 
Last, Christopher Voccia was awarded a $25 gift cer-
tifi cate for a lunch at a restaurant of his choosing.

NEWSNEWSEducational
CONTINUED

FINE Mortuary College hosts Captain Brad White 
from New England Burial At Sea

The Atlantic Sea Shroud for full body burial is shown to Marsha 
Wise (Left) by Captain Brad White.

(L to R) Christopher Voccia and Louis Hebbelinck won prizes 
from Capt. White.

(L to R) David Midolo and Capt. White. David won the grand 
prize at the talk. 

NORWOOD,MA— FINE Mortuary College, LLC: 
A Private Two Year College in Norwood, MA hosted 
a lecture, slideshow and examination of a model new 
pouch, the Atlantic Sea Shroud, for full body burials at 
sea. Captain Brad White of New England Burials at 
Sea explained that the new shroud was designed after 
examining records over 200 years old which described 
how the body was wrapped and weighted down. Th e 
students were fascinated that cannon balls made in 
Whitman, MA are currently used as the weights. Fam-
ilies and friends of the deceased can accompany the 
remains–which can be ashes or full body–on the ships 
which sail not only off  the coast of New England but 
also down the middle Atlantic seaboard. 
 Th e names of three FINE students and Dean Mar-
sha Wise were drawn from a hat and awarded prizes 
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The Foresight Companies, LLC holds 
their fi rst Aftercare and Outreach 
Program Seminar

(L to R) Tim Livingston, Owens Livingston Mortuary; Kevin Owens, Owens Livingston Mortuary; Dan 
Isard, The Foresight Companies; Beverly Brown, Hiers-Baxley Funeral Services; Hope DeJarnett, Higgins 
Funeral Home; and Tim Copeland, Copeland Funeral Home, Patrick Fitzgerald, Fitzgerald Funeral Home.

PHOENIX,AZ— Daniel 
M. Isard, President of the 
The Foresight Compa-
nies, LLC announced the 
company successfully con-
cluded a two day seminar 
for funeral home owners 
and managers to explain 
the benefits and how to 
conduct Aftercare and 
other outreach programs. 
“This is a program that I 
wanted to conduct for 21 
years, since I first learned 
of the concept of After-
care,” Dan Isard said. “We 
did this first two day pro-
gram by invitation only 
and had five firms attend 
this program which went 
into the reasons that every 
funeral home and cem-
etery should be conduct-
ing these programs, how 
to do them, how to plan 
for them and what the ef-
fect of these programs are 
upon the business, staff, 
community and attend-
ees,” he added.
 The program was held 
on December 10 and 11 
at the Doubletree Hotel 
in Scottsdale, AZ. Firms 
attended from as near as 
northeast Arizona to as 
far away as Florida and 
New York state. Beverly 
Brown from Hiers-Bax-
ley Funeral Services in 
Ocala, FL said, “Excellent 
seminar; I would recom-
mend it highly. My only 
complaint is that I would 
have enjoyed one more 
day learning from Dan’s 
excellent advice and expe-
rience.” Tim Livingston
from Owens Livingston 
Mortuary said “I am im-
pressed with the excellent 
information I walk away 
with after attending any 
one of Dan Isard’s semi-
nars.” 
 During the two days of 
programming Isard iden-
tified over 60 different 
programming ideas the 

NEWSNEWSEducational
CONTINUED

CONTINUED ON PAGE A34
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attendees can implement. 
These programs fell into 
categories he identified 
as Global, Large, Mid-
Sized, Boutique, One on 
One, and Reverse pro-
gramming. Video pod-
casts are being produced 
and will be available on 
the web site www.thefu-
neralcoach.com. Attend-
ees left with a workbook 
that had information and 
forms to allow them to 

successfully plan their 
own programs when they 
get home. Furthermore, 
it is anticipated that the 
company will post a blog 
and virtual lending library 
for those attendees to 
share their successes and 
failures. “We want this to 
be a community of busi-
nesses that understand 
the importance of helping 
people survive the loss of a 
loved one,” Isard said. “In 

Continued fr om Page A33

The Foresight Companies, LLC holds their fi rst 
Aftercare and Outreach Program Seminar

the future we will allow 
attendees to share their 
stories and planning doc-
uments with each other 
through our web site kind 
of like a lending library. If 
you donate a form or pro-
gram document you can 
get one of your choice,” 
he explained.
 Unfortunately the tim-
ing of the program was at 
a time when it conflicted 
with some people’s sched-
ules so we have decided 
to present the seminar 
again the end of March,” 
said Susan Ralston, the 

program’s administra-
tor. “People can go to the 
company web site at www.
f4sight.com and get in-
formation about the next 
time this is being offered,” 
she added. The Foresight 
Companies, LLC is locat-
ed in Phoenix, AZ and is 
one of the nation’s lead-
ing financial and man-
agement consulting firms. 
Dan Isard is the author 
of four books and hun-
dreds of articles and has 
address funeral and ceme-
tery meetings throughout 
North America.
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and their communities as a whole – both in the near term and down the road.  
It’s the right thing to do.

David Gordon,  
Meadow Hill 
$50,000 supporter
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MKJ’S Seminar Speakers explain how 
to get the most out of Business in 
Challenging Times 

MKJ Seminar Speakers. Clockwise from top: Robert J. Prout, Dan 
Stevens, Marilyn Jones Gould, Glenn H. Gould, David Nixon, and 
Troy Blake. Center is Ken Banks.

LARGO,FL— MKJ Marketing will host an impressive line-
up of speaking authorities who will discuss how to make the 
most of your business in challenging times. Th e seminars will 
be held on February 8 – 11, 2010 at the Westin Riverfront 
Resort in Beaver Creek, CO and on March 8 – 11, 2010 at 
the Ritz-Carlton Beach Resort in Naples, FL. 
 Ken Banks, retail marketing expert and renowned 
speaker will be the keynote presenter.
 With over 30 years of retail marketing experience as 
the head of marketing for retail giants such as Pets-
Mart, Circuit City, Eckerd Drugs and more, Ken’s 
expertise and dynamic motivational speaking abilities 
will provide funeral professionals with the tools on 
how to immediately strengthen their brand. Branding 
through staff and services will increase new business 
and strengthen loyalty from past client families. 
 Marilyn Jones Gould, President of MKJ Marketing 
states, “In such a challenging business environment, we 
understand how important it is to learn immediate, ac-
tionable tactics from our seminars. After this seminar, 
each participant will be able to apply the information 
learned to their business and overcome the economic 
hardship that most funeral homes and cemeteries are 
facing.”
 In addition to Ken Banks, there will be six dynamic 
speakers including Dan Stevens, funeral business con-
sultant with over 35 years experience in all phases of 
buying, operating, selling and consulting; David Nixon 
of Nixon Consulting specializing in funeral business ac-
counting; Robert J. Prout, Funeral Director and Owner 
of Prout Funeral Home Inc., and leader in green fu-
neral services; Troy Brake, Marketing Group Director 
of Batesville Casket Company and expert on research 
fi ndings of imported caskets; Glenn Gould, CEO of 
MKJ Marketing and renowned funeral business mar-
ket research analyst; and Marilyn Jones Gould, Presi-

At what price point does • 
lower prices overcome 
buying American?
What’s the profi tability • 
of reception services?
What’s the profi tability • 
of green funerals/natu-
ral burials?
Selling memorialization • 
as the cremation rate in-
creases.
Creating productive • 
managers.
Upgrading cremation • 
sales.
Ways to improve your • 
website.
PR programs that appeal • 
to consumers.

 MKJ Marketing is pleased 
to have two sponsors for 
the seminars – Th e Whit-
more Group specializing 
in insurance and personal 
liability coverage for the fu-
neral service profession and 
Meadow Hill Company, 
the producers of Th umb-
ies® and Buddies® memori-
alization jewelry. For more 
information or to register 
for these seminars, visit 
www.mkjmarketing.com 
or telephone MKJ at 888-
655-1566. 

dent of MKJ Marketing 
and sought after trainer 
and marketing expert for 
the death care profession.
 The speakers will cover 
topics such as:

The impact of price • 
guarantees on pre-need 
sales.
Can pre-need be sold • 
without freezing the 
price?
Do casket imports im-• 
prove profi ts?
Do import fees com-• 
pare to lower priced US 
caskets?

1-800-321-7479
CALL FOR COUNTS AND COSTS
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Database Files  •  Reports  •  Mailing Lists  •  Email Addresses



Page A36 FEBRUARY 2010FUNERAL HOME & CEMETERY NEWS S ec ti on  A

 

800-442-3060 • 718-641-5350 
Fax: 800-531-7272 • 718-641-5743

api@abigal.com • www.abigal.com 

u
]
®

One Convenient Source for 
Quality Funeral Products

YOUR FUNERAL HOME
123 Main Street

Anytown, USA 12345
(718) 641-5350

Y
O

U
R

 F
U

N
E

R
A

L
 H

O
M

E

V
A

L
U

A
B

L
E

S
 O

F
:

1.2.3.4.

Jewelry Bags 
Burgundy Velour Bag 
with tie string  51⁄2"x 4"

25 – $102.00
50 – $112.50
75 – $123.00

100 – $131.25

100 500 1000
No Imprint on Back $ 42.00 $ 87.00 $ 117.00
With Imprint on Back $ 63.00 $ 107.00 $ 138.00

windshield sticker
With pressure sensitive adhesive strips. 
Available in Purple, Yellow and Orange.

hanging windshield card
Die-cut to fit rearview mirror, available in Orange.

UNIVERSAL 
DONATION ENVELOPE

Printed Two Colors • Actual size 65/16" x 27/8"

MASS CARD BAG

11” X 7” X 17”
With or without your imprint

Life Appreciation 
Training announces 2010 
Schedule of Weekend 
Intensive Trainings

PIMS Students sponsor 
Annual Christmas Drive 
for the Needy 

PIMS Students (L to R) Casey Whoolery, Brent Hamilton, Dionna 
McQuaid, and Rudee Dilick.

Natalie Cohn presents canned hams for the food baskets.

NEWSNEWSEducational
CONTINUED

NORTH BAY VILLAGE, 
FL— There are 26 Life 
Appreciation Weekend 
Intensive Trainings sched-
uled in the United States 
and Canada, from Janu-
ary 2010 to July 2010. 
The Training Mission is 
to empower just ten fu-
neral directors at a time 
with a proven system to 
consistently create pow-
erful personalized funer-
al events.
 Each weekend Training 
begins Friday at 7:00 pm 
for two hours. On Sat-
urday The Training con-
tinues with breakfast as a 
group and concludes after 
dinner. Sunday breakfast 
at 8:00 am; the Training 
concludes no later than 
3:30 pm.
 The dates are as follows: 
February 20-21, Marina 
Del Rey, CA; February 
27-28, College Park, GA; 
February 27-28, Prince-
ton, NJ; February 27-28, 
Palm Springs, CA; Febru-
ary 27-28, Honolulu, HI; 

March 6-7, Vancouver, 
BC; March 20-21, Cin-
cinnati Blue Ash, OH; 
March 20-21, New Or-
leans, LA; March 20-21, 
Calgary, AB; March 2-28, 
Charlotte, NC; April 3-4, 
Coraopolis, PA; April 10-
11, Mendota Heights, 
MN; April 10-11, Okla-
homa City, OK; April 
10-11, Charleston, SC; 
April 17-18, Toronto, 
ON; April 24-25, Bos-
ton, MA; May 8-9, Syr-
acuse, NY; May 15-16, 
Little Rock, AR; May 
22-23, San Diego, CA; 
May 29-30, Key West, 
FL; June 5-6, Denver, 
CO; June 12-13, Tuk-
wila, WA; June 19-20, 
Ottawa, ON; and June 
26-27, Brookfield, WI. 
 For detailed informa-
tion, cost, dates, locations 
and hotel information 
please contact Life Appre-
ciation Training at 305-
420-6744 or Visit their 
new website at www.life 
appreciation.com/dev. SEE ARTICLE ON PAGE A37
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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.

The Mark
of a Leader 

For membership information, contact  Gary Forston
International Memorialization Supply Association

P.O. Box 425 • West Bend, WI  53095 
800-375-0335      www.imsa-online.com

IMSA Members
Ace Caskets
Aeon Manufacturing Company, Inc.
American Cemetery Supplies, Inc.
American Cemetery/Mortuary 
   Consultants
Arcadian Memorial Products-Quick 
   Crete Pr
Architectural  Stone Imports,Inc.
Axiom Business Systems PTY LTD
B & L Cremation System
Batesville Casket Company
Biondan North America
Biondan S.P.A.(Italy)
Carrier Mausoleums Construction,Inc.
Cemetery  Development Assoc. Inc.
Cemetery Funeral Supply Company
Cemetery Planning Resource Alliance
Christy Vault Company
Church & Chapel Metal Arts, Inc.
Clark Grave Vault Company
Cold Spring Granite Memorial Group
Conrad Pickel Studio Inc.
Crematory Manufacturing & Service, Inc.
Cressy Memorial/Crowne Vault 
   Company
Custom Air Trays
Dakota Granite Company
Doric Products
E.C. Wesner Associates, Inc.
Eagle’s Wings Air
Ecoffins USA
Eickhof Columbaria, Inc.
Elberton Granite Assn., Inc.
Ensure-A-Seal, Inc.
Everlasting Granite Memorial Co., Inc.
Facultatieve Technologies
Forston & Assoc.
Franklin Wrap, LLC
Genereal Sealants, Inc.
Granite Resources Corporation

Grever & Ward, Inc.
Halo International Corp
Hamlin Hydraulic Lift Company
Heirloom Bible Publishers
Heritage Flower Company
Holland Supply, Inc.
I.C.C.F.A.
Ingram Construction Co., Inc.
Insight Books
J. Stuart Todd Architects
Jack Goodnoe Cemetery 
   Planning & Design
Joseph B. Sankovich & Assoc.
Kates-Boyleston Publishing
Kelco Supply Company
Kootenay Monument Company 
   Incorporated
KNF Flexpak Corporation
Koppenberg Enterprises, Inc.
Kryprotek
Lecon, Inc.
Matthews Bronze
Matthews Cremation Division
McCleskey Mausoleum Assoc.
Mekus Studios, Ltd.
Memorial Business Systems, Inc.
Mid Atlantic Contractors, Inc.
Mullen Construction Company

Nomis Publication, Inc.
Norvell Tent-Puckett Supply Co.
Pontem Software
Ralph J. D’Amato Jr.Cemetery 
Designer
Rock of Ages Corporation
Rossato Giovanni S.r.l.
Sheer Asset Management 
Sinner Brothers, Inc.
Spardy Solutions, Inc.
Star Granite Company., Inc.
States West Cemetery Services
Suhor Industries, Inc.
Techni Serve, Inc.
The Barre Granite Association, Inc.
The Dodge Company, Inc.
The Landplan Design Group, Inc.
The Tribute Companies
Trigard
Triple H Company
U.S. Metalcraft Company
U.S. Cremation Equipment
Undergroundhumor.Com
United Memorial Products,Inc.
Vast Data Concepts, LLC
Western Sequoia Corporation
Wilbert Funeral Services

When you see the IMSA logo on a badge at a tradeshow, 
on a booth, or in an ad, you know you are dealing with a 
leader in the memorialization industry.  Please patronize 
the IMSA company members that suport the industry.

PIMS Class #141 elects 
Offi cers

PITTSBURGH,PA— Students 
from Pittsburgh Institute of 
Mortuary Science (PIMS) 
recently held the school’s an-
nual Christmas Food Drive 
for the Needy. Th is was the 
27th year for the Christmas 
drive which was initiated by 
faculty members M. Roger 
Walker and Joe Marsaglia. 
PIMS students brought-in 
non-perishable food items, 
clothing and toys which were 
delivered to a local church for 
distribution to needy fami-
lies. In addition, monetary 
contributions were made by 
local funeral homes and busi-
nesses which were used to 
purchase canned hams and 
other food items. Th is year, 
a record breaking 413 food 
baskets were prepared.
 A formal delivery of the 
food baskets, clothing, and 
toys was made to the Fourth 
Presbyterian Church. Pitts-
burgh Bureau of Fire provid-
ed a fi re truck and personnel 
to escort Santa and students 
to a local church. As well, 
Pittsburgh TV Channel 4 
was also on hand to cover the 
event and the story was aired 
on the 6:00 p.m. news.
 PIMS class #141 student 
Brent Hamilton was dressed 
as Santa and the students 
formed a human-chain to 
unload the items into the 
church. Th e students, faculty 
and staff  express their sincere 
thanks to all those who were 
a part of this year’s event.

(L to R) Rudee Dilick, president, Justin Benson, Vice-president, 
Erin Maser, Secretary, Terry Tate, Treasurer, and Eva Masters, 
Class Representative.

Secretary, Terry Tate of Ty-
rone, PA was elected Class 
Treasurer, and Class Repre-
sentative Elect is Eva Mas-
ters. Congratulations to the 
newly elected offi  cers and 
students of Class #141.

PIMS 
Annual 
Christmas 
Drive for 
the Needy

NEWSNEWS
Educational

CONTINUED

PITTSBURGH,PA— Students from Pittsburgh Institute 
of Mortuary Science (PIMS), Class #141, recently elected 
their class offi  cers. Rudee Dilick of Freeport, PA was elected 
Class President; Class Vice-president is Justin Benson of 
Canonsburg, PA, Erin Maser of Pittsburgh was elected Class 

Continued fr om Page A36

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



Page A38 FEBRUARY 2010FUNERAL HOME & CEMETERY NEWS S ec ti on  A

COACH NAMEPLATES
 SATIN POLISHED
1.5” Letters ALUMINUM ALUMINUM

16” Bar, 12 spaces  $39.50 $43.00
26” Bar, 20 spaces $48.00 $53.00
36” Bar, 29 spaces $63.00 $69.00

2” Letters 
16” Bar, 9 spaces $44.00 $48.50
26” Bar, 14 spaces $54.50 $60.50
36” Bar, 20 spaces $71.50 $78.00

3” Letters
16” Bar, 8 spaces $54.50 $60.50
26” Bar, 13 spaces $65.50 $72.50
36” Bar, 18 spaces $80.00 $89.00

4” Letters
16” Bar, 6 spaces $59.50 $66.50
26” Bar, 8 spaces $71.50 $79.50
36” Bar, 12 spaces $89.00 $98.00

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

Car License Plates
also available

NAMES UNLIMITED CORP.
P.O. Box 464   Caledonia, OH 43314

Phone: 877.776.6263
Email: info@NamesUnlimitedCorp.com
Web: www.NamesUnlimitedCorp.com

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

STERLING,VA— The most 
successful companies con-
stantly ask themselves, 
“Where do we go next?” 
Never has that question 
been more relevant for 
cemeteries, crematories 
and funeral homes.
 The International Cem-
etery, Cremation and Fu-
neral Association’s 2010 
Convention & Exposi-
tion, March 10-13 in San 
Antonio, Texas, has been 
designed to help attend-
ees determine their “Next 
Step” as they strive to 
meet the needs of a rapid-
ly changing marketplace.

ICCFA 2010 Convention & Exposition: Helping 
Companies determine their Next Step

NEWSNEWSAssociation

Rhonda Harper Genevieve Bos

Ze Frank Dr. Nick Morgan

Ken Gronbach Tara Hunt

raises the bar yet again,” 
said Program Chair Nan-
cy Lohman, CCFE, of 
Lohman Funeral Homes, 
Cemeteries and Crema-
tion in Daytona Beach, 
FL. “Our keynote speak-
ers will share expertise on 
our industry’s future con-
sumers and what we need 
to know to succeed, and 
our educational tracks 
will drill deeply into top-
ics that are vital for busi-
ness owners and managers 
who are grappling with 
their companies’  next 
step.”
 Keynote addresses in-
clude:

The Customer of Tomor-
row :  Rhonda Harper, 
chief executive officer of 
Real Truth Marketing 
and Joy and a former vice 
president of marketing 
and strategy for Walmart 
Stores Inc./Sam’s Club 
will offer original market 
research and analysis re-
garding how companies 
within our profession 
should position them-
selves today to reach the 
customer of tomorrow.

Secrets of Marketing to 
Women: Genevieve Bos, 

 The Convention offers 
the most extensive selec-
tion of sessions ever as-
sembled within the pro-
fession, with 84 hours of 
programming developed 
within 10 educational 
tracks. Among the six key-
note presentations, speak-
ers will offer expertise that 
is not only customized for 
the profession but in some 
cases represents original 
market research commis-
sioned by the ICCFA spe-
cifically for this event.
 “Not all conventions are 
created equal, and this 
year’s ICCFA Convention 

co-founder and publish-
er of PINK, a magazine, 
website and events firm 
catering to professional 
women, will share her in-
sights on how to connect 
with this key demograph-
ic group.

Facebook May Not Be the 
Answer: Renowned Web 
guru Ze Frank will exam-
ine how death care com-
panies can project them-
selves online in ways that 
are appropriate, produc-
tive and effective.

Authentic Communica-
tion: Dr. Nick Morgan, 
communication coach 
and author of two books 
on public speaking and 
networking, will share 
lessons on communicat-
ing with authenticity and 
charisma.

How to Profit from the 
Demographic Storm: De-
mographic  researcher 
and author of “The Age 
Curve” Ken Gronbach
will analyze the cemetery, 
cremation and funeral ser-
vice profession through 
the lens of shifting de-
mographics and offer di-
rection on how businesses 

CONTINUED ON PAGE A39

FIRST CLASS 
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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

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

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

¶ VISA ¶ MasterCard ¶ Discover ¶ American Express

2361 Horseshoe Drive, West Bloomfi eld, MI 48322
(800) 453-1199  •  FAX (248) 737-9296

info@abbottandhast.com  •  www.abbottandhast.com

 

ICCFA’S Cremation Coaching Center announces 
Cremation Arranger Certifi cation Program

NEWSNEWSAssociation
CONTINUED

need to evolve to survive 
and thrive.
 Building Your Social Net-
work Through Social Capi-
tal: Tara Hunt, a commu-
nity marketing specialist 
and author of the widely 
acclaimed business book 
“The Whuffie Factor,” 
will discuss the explosion 
of social media and how 
businesses can tap into 
its power to build lasting 
networks and communi-
ty.
 Educational breakout 
tracks include:  Event 
Planning; Cremation Ar-
ranger; Competing as an 
Independent; Managing 
for Success; Technology; 
Green Services; Market-
ing to the Latino Com-
munity; Embalming; Pet 
Loss Services; and Sales 
and Marketing.
 For complete program 
details and registration 
materials, visit www.ic-
cfaconvention.com.

STERLING,VA— The IC-
CFA Cremation Coach-
ing Center will offer its 
Cremation Arranger Cer-
tification Program as part 
of the 2010 ICCFA Con-
vention & Exposition, 

March 10-13 in San Anto-
nio, Texas. The program, 
which features education-
al sessions led by industry 
leaders, will take place on 
Saturday, March 13.
 Attendees who partici-
pate in the program will 
be awarded a Cremation 
Arranger Certification as 
well as six hours of con-
tinuing education cred-
its. Six one-hour sessions 
will provide training on 
how to arrange and cre-
ate meaningful tributes 
and memorialization for 
cremation families and 
how to best communicate 
those options to them.
 “The 2010 Cremation 
Arranger Certification 
Program has been refined 
to include fresh, up-to-

date information vital 
to the success of today’s 
funeral establishments,” 
said Julie A. Burn, CCrE, 
CSE, director of crema-
tion services for the IC-
CFA. “A new hands-on, 
interactive session will 
help to improve commu-
nication skills, and a ses-
sion led by ICCFA’s spe-
cial cremation counsel, 
Poul Lemasters, will ad-
dress the many cremation 
liability issues the indus-
try faces when working 
with cremation families.”
 For more information on 
the program, visit www.

iccfaconvention.com. For 
information on the Cre-
mation Coaching Center 
and to access its many re-
sources, visit www.crema-
tioncoach.com.
 Founded in 1887, the 
ICCFA is the only inter-
national trade association 
representing all segments 
of the cemetery, crema-
tion, funeral and memo-
rialization profession. Its 
membership is composed 
of more than 7,400 cem-
eteries, funeral homes, 
crematories, memorial de-
signers and related busi-
nesses worldwide.

ICCFA 2010 
Convention: 
Helping 
Companies 
determine 
their Next 
Step

Continued fr om Page A38
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STYLISH MATCHING TIES
FOR  PROFESSIONALS

ANY SIZE GROUP OR ORGANIZATION

www.tiesforyou.com

           Phone: 877-770-TIES (8437)
                  Fax: 276-466-3474
E-mail: customerservice@tiesforyou.com

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

1-800-423- 5901
www.scaranoshipping.com

 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.

ANSWERS ON PAGE A44

ACROSS
1. Degree of 

brilliance
3. Sign of third 

degree burn
4. Upper changer of 

the heart
5. Reduces swelling
7. Sign of second 

degree burn
9. God of 

embalming
10. Lower chamber of 

the heart
11. Sign of fi rst 

degree burn

DOWN
2. Causes swelling
4. God of Islam
6. Islam religious 

building
8. Yellowish 

complexion

PFDA Honors Veterans with Holiday Remembrance 

PFDA President Dr. Clifford DeBaptiste (center) places wreath in State Capitol Rotunda at Wreaths 
Across America ceremony honoring veterans and members of the armed forces on December 7, 2009.

HARRISBURG,PA— On December 7, the Pennsylvania 
Funeral Directors Association joined other states and the 
District of Columbia in honoring veterans with a remem-
brance wreath laying ceremony at the Pennsylvania State 
Capitol.  Organized in 1891, PFDA is one of the largest 
state funeral directors’ associations in the nation, and a 
member of the National Funeral Directors Association.

 Th e ceremony in the Ro-
tunda of the State Capitol 
featured: Senator Andrew 
Dinniman, Member of the 
Senate Veterans Aff airs and 
Emergency Preparedness 
Committee; State Repre-
sentative Barbara McIlvaine 
Smith; State Representative 
Harry Readshaw; Sergeant 
Amber Blanton, Pennsylva-
nia National Guard; Major 
General Jessica L. Wright, 
Adjutant General, Penn-
sylvania National Guard; 
Frank Mills, Sr., State Com-
mander, Veterans of For-
eign Wars; Floyd Turner, 
II, Pennsylvania Sons of 
the American Revolution; 
Major Max Furman, Chap-
lain, Pennsylvania Army 
National Guard; Buglers, 
Members of the Red Rose 
Honor Guard and Tioga 
Honor Guard; Flag Folding 
by Elmer Huels and Edwin 
Calhoun, Tioga County 
Honor Guard; Dr. Clif-
ford DeBaptiste, President 
of PFDA; Dean Wetzler, 
Jr., Chair of the event; and 
Walt Burnett, State Coordi-
nator and members of the 
Pennsylvania Military Fu-
neral Honors, who posted 
the national and state colors 
to honor all the current and 
fallen veterans of the Com-
monwealth.
 More than 150 dignitar-
ies and representatives from 
various veterans’ organiza-
tions, state veterans who 
have served throughout the 
world and members of the 
armed forces along with 
their families, Civil Air Pa-
trol, funeral directors, state 
legislators and the general 
public participated in the 
event.  
 According to PFDA Pres-
ident Dr. Cliff ord DeBap-

tiste, “Th e Pennsylvania Fu-
neral Directors Association 
is honored to participate 
in this important national 
eff ort to remember those 
who have given the ulti-
mate sacrifi ce for our free-
dom.  Honoring our veter-
ans is the highest privilege 
aff orded to any soldier, air-
men, sailor marine.”
 Th e Wreaths Across Ameri-
ca story began over 15 years 
ago when Worcester Wreath 
Company of Harrington, 
Maine found themselves 
with an excess of wreaths 
nearing the end of this hol-
iday season.  Seeing an op-
portunity to make a diff er-
ence, arrangements were 
made for the wreaths to be 
placed at Arlington Na-
tional Cemetery.  Over 
that period of time, Worces-
ter Wreath has donated 
more than 90,000 wreaths 
which were placed by vol-
unteers in a wreath-laying 
ceremony each December 
at Arlington.
 Wreaths Across America 
is a non-profit organiza-
tion formed in 2006 as part 
of the Worchester Wreath 
Company’s commitment 
to honor veterans buried in 
Arlington National Ceme-
tery.  In 2007, the tradition 
became a national effort 
and for the fi rst time, cer-
emonial wreaths were do-
nated to 24 veterans’ cem-
eteries on foreign soil and 
aboard U.S. ships sailing on 
all seven seas at Christmas. 
 On December 12, 2009 
with the support of indi-
vidual donors around the 
country, the project will 
place remembrance wreaths 
on thousands of veterans’ 
graves at more than 230 
state and national ceme-
teries.  Four cemeteries in 
Pennsylvania will be re-
ceiving wreaths:  Indian-
town Gap National Ceme-
tery, Philadelphia National 
Cemetery, National Cem-
etery of the Alleghenies-
Bridgeville and Pennsyl-
vania Soldiers and Sailors 
Home Cemetery-Erie.
 More information about 
the program held on De-
cember 7, 2009 can be 
obtained by contacting Jo 
Ann Borsic at the Penn-
sylvania Funeral Directors 
Association at 800-692-
6068.  Information about 
the national program can 
be found at www.wreath-
sacrossamerica.org.
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Previously published as The National Yellow Book of Funeral Directors,
Cemetery Directory and Catalog of Funeral Home and Cemetery Supplies

2010 EDITIONS — ORDER TODAY!
Publication Date November 2009

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

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 $4000
ONLY
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(Memories of Jack’s Recipes)
Original Recipes from Dottie and Jack Frediani 

Shared by Kate Frediani-Gorman 
Cremation Products Inc. 

800-837-0701
www.cremationproductsinc.com

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

MONTE CRISTO SANDWICH

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

 Combine eggs, milk, salt and pepper in a shallow dish. 
Place one slice each of turkey, ham and cheese on 4 bread 
slices. Top with remaining bread slices. Dip both sides of 
each sandwich into the egg mixture. Place sandwiches in a 
large skillet coated with cooking spray over medium high 
heat. Cook 3 minutes on each side until sandwiches are 
golden. Sprinkle with powdered sugar. Serve sandwiches 
with sauce.
 Sauce: Combine ¼ cup red currant jelly, 2 Tbs. Dijon 
mustard, 1 Tbs. orange juice and 1 Tbs. water in small 
saucepan over low heat. Cook until jelly melts.

QUEEN VICTORIA SOUP
Fannie Farmer Cookbook (early edition)

1 Tbs. butter
1 Tbs. fi nely chopped onion 

Cook slowly in a deep pan until 
the onion is yellow then add:

1/3 cup chopped mushrooms
1 cup diced celery

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

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

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

Good Eating!

Memoires des Memoires des 
choix des Jacquechoix des Jacque
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NFDA, FSF and CANA: Earthquake in Haiti

needs of the Haitian people. NFDA staff is working 
closely with government officials to determine the 
type of assistance needed from the funeral service 
community and when it might be safe to travel to 

BROOKFIELD,WI— The members of the National 
Funeral Directors Association (NFDA) join with 
the world community in expressing their heartfelt 
sympathies to those affected by the earthquake that 

 TO MAKE A CONTRIBUTION:
Online: Visit the FSF Website, www.funeral• 
servicefoundation.org, and click on the “Make 
a Donation” link at the top of the page to make 
a secure contribution via PayPal. Donors should 
indicate their contribution is for the “Haiti Re-
lief Fund” in the comments section of the Pay-
Pal donation form.

By phone: Call the foundation offi ce toll-free • 
at 877-402-5900 to make a contribution via 
credit card.

By mail: Mail a check, payable to the Funeral • 
Service Foundation, to: Funeral Service Foun-
dation; 13625 Bishop’s Drive; Brookfi eld, WI 
53005-6607. Donors should indicate their con-
tribution is for the “Haiti Relief Fund” on the 
memo line of the check.

devastated the island na-
tion of Haiti on Janu-
ary 12. The Cremation 
Association of North 
America (CANA), pur-
suant to action by the 
CANA Board of Direc-
tors, has announced that 
CANA is encouraging 
members to support the 
Haitian relief effort es-
tablished by the National 
Funeral Directors Asso-
ciation and the Funeral 
Service Foundation.
 N u m e r o u s  N F D A 
members continue to 
express their interest in 
traveling to Haiti to as-
sist with DMORT oper-
ations and to help local 
funeral directors preserve 
the dignity of those who 
died. Members should not self-deploy to the affect-
ed areas as conditions are severe; participating in a 
coordinated response with a government or aid or-
ganization will make for an effective response to the 

Haiti. In the meantime, 
NFDA members inter-
ested in volunteering in 
Haiti should call the as-
sociation at 800-228-
6332.
 “Many CANA mem-
bers have inquired about 
how they can help with 
the relief effort following 
the earthquake in Haiti, 
and the CANA Board is 
encouraging members to 
support the FSF-NFDA 
effort,” said CANA Pres-
ident Bill McQueen . 
“We can more effective-
ly serve the urgent need 
for supplies and sup-
port in Haiti by working 
with the previously an-
nounced program rath-
er than to create a new 

program. We are particularly pleased that contribu-
tions to the FSF-NFDA program will be used for 
humanitarian efforts, including, if possible, funding 
for mortuary affairs efforts.”
 NFDA has partnered with the Funeral Service 
Foundation (FSF) to accept donations to support 
relief efforts in Haiti. 
 Contributions to the Haiti Relief Fund will be 
used for humanitarian efforts, including, if possible, 
funding for mortuary affairs efforts.
 Assistant Secretary for Preparedness and Response 
Dr. Nicole Lurie (U.S. Department of Health and 
Human Services) exclusively invited NFDA to take 
part in a conference call to discuss medical dona-
tions related to the Haiti disaster relief effort. NFDA 
also participated in a conference call with the U.S. 
Department of Health and Human Services Infra-
structure Protection Program to further discuss re-
lief efforts.
 Finally, the FBI issued several reminders to the 
public to help them avoid fraudulent solicitations 
purportedly for a charitable organization and/or a 
good cause. NFDA advises its members to follow 
these FBI guidelines, which include:
 Do not respond to any unsolicited (spam) incoming 
e-mails, including clicking links contained within 
those messages. Be skeptical of individuals represent-
ing themselves as surviving victims or officials asking 
for donations via e-mail or social networking sites. 
Verify the legitimacy of nonprofit organizations by 
utilizing various Internet-based resources that may 
assist in confirming the group’s existence and its 
nonprofit status rather than following a purported 
link to the site. Be cautious of e-mails that claim to 
show pictures of the disaster areas in attached files 
because the files may contain viruses. Only open at-
tachments from known senders. Make contributions 
directly to known organizations rather than relying 
on others to make the donation on your behalf to 
ensure contributions are received and used for in-
tended purposes.
 In addition, funeral directors should not contact 
Haitian funeral directors about shipping bodies once 
communication is restored. Haitian funeral directors 
in the affected areas have their own struggles now, 
and cannot accept bodies at this time. For more in-
formation, visit www.nfda.org.

Please visit www.nfda.org/haiti for the latest news and information on Haiti; 
this Web page will be updated daily, or as new information becomes available.
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No side panels Build a van floor
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SAVE MONEY!

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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The Leading Cremation 
Arrangement Web Site 
Owner to speak at CANA 
Symposium

Michael Watkins, CFSP, named NFDA Senior Vice President of Operations
BROOKFIELD,WI— Michael J. Watkins, CFSP, has been 
named senior vice president of operations of the National 
Funeral Directors Association (NFDA). In his new role, 
Watkins will oversee the Member Services Division, the In-
ternational Relations Department, and the association’s inter-
nal operations, which includes the Accounting, Information 
Technology and Human Resources departments.
 Watkins most recently served as executive vice president of 
Palm Mortuary in Las Vegas, NV. Th roughout the past 26 
years, Watkins’ professional experience in funeral service has al-

lowed him to work with funeral homes throughout the country. 
He has interacted with fi rms of all sizes (from less than 100 calls 
to more than 7,000 calls annually); fi rms that operate in urban 
and rural settings; and funeral homes where a majority of client 
families desire burial to fi rms where most desire cremation.
 “I am eager to help NFDA continue to grow and improve,” 
said Watkins. “Our members’ focus is on providing the best 
possible service to each family that walks through their doors. 
On any given day, however, there are a multitude of additional 
issues – FTC and OSHA compliance, human resources, in-
surance and property liability, adherence to federal and state 
laws and regulations – that are critical to the operation of their 
business. I want to use the experience I have gained in this 
profession to seek new ways to make our members feel sup-
ported by their national association, allowing them to focus 
on doing what they do best – serving the bereaved.”
 “Th e diversity of Mike’s experience, as a funeral director 
and in an administrative capacity, refl ects the diversity of NF-
DA’s membership and makes him an outstanding addition 
to this association’s staff ,” said NFDA CEO Christine Pep-
per, CAE. “Regardless of the position he has held – whether 
he was dealing directly with grieving families, or helping to 
develop the skills of those who serve families – Mike’s cen-
tral focus has always been to seek new ways to enhance the 
experience of the bereaved. I am confi dent his skills will help 
NFDA strengthen its outreach to members.”

 NFDA is the world’s leading funeral service association, serving 
19,000 individual members who represent more than 10,200 
funeral homes in the United States and internationally. From 
its headquarters in Brookfi eld, WI, and its Advocacy Division 
offi  ce in Washington, DC, NFDA informs, educates and advo-
cates to help members enhance the quality of service they pro-
vide to families. For more information, visit www.nfda.org.

LAS VEGAS,NV— America’s most successful Cremation Ar-
rangement Web site owner, Buddy Phaneuf, will speak on “E-
Commerce and the Cremation Customer: Why You Must Sell 
Cremations From Your Web Site” at the Cremation Association 
of North America and National Funeral Directors Association 
Cremation Symposium in Las 
Vegas on February 17.
 Phaneuf ’s Web site, www.
csnh.com, which lets At-need 
and Preneed families select 
services and merchandise, fi ll 
out paperwork and pay online, 
sold well over a half million 
dollars in revenue in 2009. 
 “Th ere is no other Web site 
in the U.S. that comes close 
to generating the amount 
of revenue that Buddy’s site 
does,” says Michael Turk-
iewicz, owner of Funeral-
Net, the largest provider of 
custom Web sites to inde-
pendent funeral homes in 
America. “But, there are a 
lot of people who have been 
watching Buddy for some 
time, and are now doing 
what he does with great suc-
cess,” Turkiewicz said. 
 One of those is Blair Nels-
en, whose www.virginiacre-
mate.org sold nearly $60,000 
in preneed in its first nine 
months of operation this past 
year, Blair Nelsen said.
 Phaneuf was the fi rst person 
to bring a Web site to market 
that allowed families to com-
pletely arrange online. He has 
consulted with more than a 
dozen fi rms, assisting them in 
setting up cremation societies 
and e-commerce based web-
sites in the funeral industry. 
Phaneuf’s Web sites have won 
awards for design and creative 
use of technology, both local-
ly and nationally. He has also 
been featured in a 2005 Busi-
ness Week Magazine article on 
How To Use the Internet To 
Boost Sales. 
 Phaneuf received his under-
graduate degree in operations 
research from the University 
of New Hampshire, and his 
MBA in finance from the 
George Washington Univer-
sity.  Prior to working in fu-
neral service, he was a senior 
management consultant with 
Deloitte and Touche in Wash-
ington, DC focusing on tele-
communications and tech-
nology strategies.
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Funeral Directors Research, Inc.
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623 N. Tower (P.O. Box 359)
Centralia, WA 98531
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WEBCASTING CENTRAL

 For more information contact Colin 
at: 1-866-851-5809

www.webcastingcentral.com

Prices from

$70
per broadcast

• Provide Live & Archived Service Webcasting
• Viewing Over Password Protected Web Pages
• No Monthly Minimums or Contracts Required

Internet Broadcast Services From Your 
Chapel, Church & Cemetery

NFD&MA selects St 
Maarten for the 2010 
House Meeting 

The Triumph Group LLC partners with the NFD&MA
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CANTON,MI— Th e Triumph Group LLC, at the Annual 
Board of Directors Meeting in Atlanta, GA,  partnered with 
the National Funeral Directors and Morticians Association 
(NFD&MA) to provide business consulting, executive training 
and succession planning services to its members. Allen Siverls, 
President and CEO of Th e Triumph Group, LLC, will make 
available to NFD&MA’s membership, funeral home business 
management services, as well as succession planning and busi-
ness valuation services.  In addition to this, Mr. Siverls will be 
hosting a series of training seminars aimed at strategically po-
sitioning funeral homes to grow and thrive in the future.  Th e 
focus of this partnership will be to strengthen the fi nancial and 
long term viability of NFD&MA’s member fi rms to enhance 
the transfer of intergenerational wealth.   A key component of 
this relationship is to foster the continuation of existing fi rms, 
by matching them with individuals who can insure the con-

tinuation of their business, when there is no successor.
 Mr. Ernest Adams, President of the NFD&MA says, “I am 
very excited about this partnership and hope it will assist our 
members with planning more eff ectively for the future.”  Mr. 
Hall Davis, past President and current Chairman of the Board 
says, “My theme as President was Proper Planning Produces 
Prosperity, and this partnership will enhance the prosperity of 
many of our members.”
 Th e Triumph Group L.L.C. is a funeral home management 
consulting company that specializes in “Enhancing Funeral 
Home Value through Strategic Solutions.”  TTG focuses on 
increasing funeral home profi tability, staff  training and devel-
opment, business coaching, strategic planning and succession 
planning.  Allen Siverls, MBA, CFSP has been in the funeral 
industry for 25 years and his prior experience includes: Presi-
dent and Chief Operating Offi  cer of a 17 fi rm multi state ac-

quisition company, Director 
of Sales Training and Business 
Development for Milso-York 
Casket Company, Territory 
Manager and Team Leader for 
Th e Strategic Markets Task 
Force for Batesville Casket 
Company.
 He is an instructor teaching 
Small Business Management 
at his Alma Mater, Pittsburgh 
Institute of Mortuary Science, 
and received additional Ex-
ecutive Business Training at 
Th e Wharton School of Busi-
ness, Th e University of Chi-
cago, Th e American Man-
agement Association, The 
American Society of Training 
and Development, Th e In-
ternational Business Brokers 
Association and Toastmasters 
International.
 Mr. Siverls is available for 
speaking engagements, busi-
ness coaching and consult-
ing, he may be reached at 
(313) 610-2065 or e-mail 
him at asiverls@thetriumph-
group.net.

DECATUR,GA— As the industry continues to have its chal-
lenges, the National Funeral Directors and Morticians 
Association is committed to providing education, train-
ing, and collaboration to keep its members on the cutting 
edge of technology. “TSA: What does it mean?” “Are you an 
authorized International Shipper?” “What is the Red Flag 
rule?” “What are the burial customs in St Maarten?” Th ese 
are only a few of the workshop titles scheduled during the 
2010 NFDMA House Meeting to help you answer, “YES” 
to the question, “Is your funeral home compliant?” 
 NFD&MA is also excited to expand its borders inter-
nationally and work with other countries who seek em-
balming procedures and education. Th ere will be ample 
time to discuss customs and traditions internationally in 
the most relaxed, comforting, scenic environment. Often 
referred to as the crossroads of the Caribbean, St. Maarten 
is located at the northern end of the Lesser Antilles, ap-
proximately 150 miles southeast of Puerto Rico.
 Grab your passport, throw a few summer things in the 
luggage, and meet us in St Maarten at Sonesta Maho 
Beach Hotel and Casino April 24-28, 2009. 
 For more information visit www.nfdma.com or call 
1-800-434-0958.
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Bachman, Kulik & Reinsmith Funeral Home
1629 W Hamilton St.
Allen  PA  18102

Bachman, Kulik & Reinsmith Funl Home PC
225 Elm St
Emmaus  PA  18049

Bass-Smith Funeral Home & Crematory
334 2nd St NW
Hickory  NC 28601
basssmithfhome@charter.net

Bass-Smith Granite Funeral Service
106 S Main St
Granite Falls  NC 28630

Berge-Pappas-Smith Mortuary
40842 Fremont Blvd
Fremont  CA 94538
www.bergepappassmith.com
info@bergepappassmith.com

Boardman-Smith Funeral Chapel
800 South Grand Ave W
Springfi eld  IL  62704
www.boardman-smith.net
bsfc@sringnet.com
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CHARLES EDWARD BEHR of Clearwater, FL died De-
cember 17, 2009 at the age of 63. In 1972 he was gen-
eral manager for two Miami funeral homes when they 
were bought by Service Corporation International. 
He went on to work for SCI, buying and operating 
Moss-Feaster Funeral Home in Clearwater and the 
National Cremation Society in 1990.

GENE CATRETT of Atlanta, GA died December 16, 
2009 at the age of 86. He worked at the H.M. Pat-
terson Funeral Homes in Atlanta for 30 years, pre-
viously working for funeral homes in Columbus and 
South Georgia.

JOHN M. CRAIG of Elizabeth Township, PA died Jan-
uary 2, 2010 at the age of 53. A graduate of the Pitts-
burgh Institute of Mortuary Science, he was a former fu-
neral director with William H. Craig Funeral Home, 
Inc., McKeesport, PA.
Courtesy Clem’s Livery Service, Pittsburgh, PA.

JOSEPH J. DELLAVECCHIA, JR. of West Chester, PA 
died December 6, 2009 at the age of 64. In high school 
he worked at the Perri Funeral Home, and later at the 
Oliver H. Bair Company in Philadelphia. In 1971 
he graduated from American Academy McAllister In-
stitute of Funeral Service in New York, NY and served 
his internship at the Goldstein’s Funeral Home in 
Philadelphia. In 1974 he and Mr. Perri established 
a funeral home in Upper Darby, PA, and in 1977 he 
purchased the Lawrence J. Reilly Funeral Home of 
West Chester, which became the DellaVecchia, Reilly 
& Smith Funeral Home, Inc. and then the DellaVec-
chia, Reilly, Smith & Boyd Funeral Home, Inc. He 
established the Chester County Crematory, LLC in 
West Chester in 2009. He was a member of the Na-
tional, Pennsylvania and Chester County Funeral Direc-
tors Associations, as well as the Cremation Association 
of North America.
Courtesy Cremation Association of North America, Chicago, IL.

ELMER JOHN “SCOTTY” JORDEN of Gainesville, FL 
and formerly of Columbus, KS, died December 18, 
2009 at the age of 93. A graduate of the Kansas City 
School of Embalming, he and his wife owned a funeral 
home in Seneca, KS until 1947, and purchased the 
Catlett Funeral Home in Columbus, in 1949, which 
they owned and operated, as Jorden Funeral Home, 
for 30 years.

MARGARET L. “PEG” KAHLE of Emlenton, PA died 
December 29, 2009 at the age of 95. She was long 
time president of the Emlenton Cemetery Compa-
ny and maintained hundreds of obituaries and cem-
etery records.

PATRICIA K. McDERMOTT of McKees Rocks, PA died 
January 3, 2010 at the age of 55. A fourth generation 
funeral director and a graduate of Pittsburgh Institute 
of Mortuary Science, she was owner and operator of 
McDermott Funeral Home in McKees Rocks and 
Kennedy, PA.
Courtesy Clem’s Livery Service, Pittsburgh, PA.

ELLEN FISCHER SAUNDERS of San Antonio, TX died 
December 27, 2009 at the age of 105. She and her hus-
band operated a funeral home in San Antonio. At 25, 
she became one of the first women licensed in Texas 
as an embalmer and funeral director. 

AVIS SEEDERLY of Columbiana, OH died December 
10, 2009 at the age of 97. In 1948 she and her hus-
band established Seederly Funeral Home in Columbi-
ana, which became Seederly Beilhart Funeral Homes
of North Lima and Columbiana, and later Seederly-
Mong & Beck Funeral Home. 

her mortician’s license in 
1952. For nearly 57 years 
she served families in the 
Chicago area through 
Kersey-McGowan-Mor-
sell Memorial Chapel. 
She was honored as a Liv-
ing Legend and an hon-
orary life member of the 
100 Black Women of Fu-
neral Service at the Na-
tional Funeral Directors 
and Morticians Association
Convention in 2007.

EUTOPIA MORSELL SIMMONS of Chicago, IL died 
January 8, 2010 at the age of 91. A 1950 graduate of 
Worsham College of Mortuary Science, she earned 

are continued on the 
following page.

Death Notices��
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JOSEPH E. COLLETTE of Lancaster, OH died January 
6, 2010 at the age of 71. He worked at The Frank E. 
Smith Funeral Homes, Lancaster.

KENNETH W. HARN, JR. of South Baltimore, MD died 
December 14, 2009 at the age of 67. He had recently 
retired from McCully-Polyniak Funeral Home, where 
he had been a funeral director’s assistant and chauf-
feur for 48 years.

HERMAN LATHAN of Jackson, AL died December 28, 
2009 at the age of 89. He was a retired self employed 
funeral director with Lathan Funeral Home in Jack-
son, Chatom and Grove Hill, AL. He started working 
in 1949 at Woodson Furniture and Undertaking. He 
purchased half interest in the funeral home in 1961, 
and his son purchased the other half in 1968. He was 
granted lifetime honorary membership of the Alabama 
Funeral Directors Association in 1990.

GARLAND LLOYD LOCKART of Moweaqua, IL died 
December 27, 2009 at the age of 91. A graduate of 
the College of Mortuary Science in St. Louis, MO, he 
had a funeral service career that spanned 50 years. He 
worked for Dawson and Wikoff Funeral Home in 
Decatur, IL, becoming its general manager in 1962. In 
1971 he became resident manager of the Moweaqua 
Dawson & Wikoff Funeral Home. He was active in 
the Illinois Funeral Directors Association, holding several 
offices including president in the 1990-1991 term. He 
was the recipient of the National Funeral Directors As-
sociation Governor for Outstanding Service Award to 
the Illinois FDA and was also recognized as a Good-
will Ambassador. 

MADELINE S. MASTERS of Palatka, FL died Decem-
ber 17, 2009 at the age of 93. In 1953, she and her 
husband bought the Witt Funeral Home in Palatka 
and established the Masters Funeral Home. 

JOHNNY E. PHILLIPS of 
Waynesville, NC died 
January 2, 2010 at the 
age of 79. He gradu-
ated from Gupton Jones 
Mortuary School and 
served his apprentice-
ship at Garrett Funer-
al Home, where he re-
mained and enjoyed a 
career of 56 years.

JUDITH C. RALPH of Plantation, FL died December 
22, 2009 at the age of 69. A graduate of Miami-Dade 
Community College, she and her husband founded T.M. 
Ralph Plantation Funeral Home in 1965. 

ROY A. SUMNER of Valdosta, GA died December 18, 
2009 at the age of 71. He was owner and operator of 
Sumner Funeral Home, currently Music Funeral Ser-
vices, in Valdosta from 1976 to 1996.

or email mlc@mlcusa.net

 

FREDERICK WILLIAM 
MEYER, JR. of Indianap-
olis, IN died January 1, 
2010 at the age of 85. 
From 1953 until 2004, he 
was the owner and devel-
oper of a number of cem-
eteries and funeral homes 
throughout the Midwest 
and South. He was a char-
ter member and the fi rst 
President of the Pre-Ar-
rangement Interment Asso-
ciation of America, Inc. He 
was also a past President of 
the Indiana Cemetery Association and the Cemetery Asso-
ciation of Tennessee. He was affi  liated with the National 
Association of Cemeteries, and the American Cemetery As-
sociation. He also served as an advisor to the Veterans’ 
Aff airs Committee of the United States Senate. 
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If you have an Obituary  you would like 
to see listed here, send information to:

P O  B o x  5 1 5 9 ,  Yo u n g s t o w n ,  O H  4 4 5 1 4
F a x  1 - 8 0 0 - 3 2 1 - 9 0 4 0
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Selling your families’ online tributes to third party marketers not only hurts your families
and your communities, but can seriously jeopardize the future of your business.

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

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

Take back control of your copyright-protected notices
and obituaries from newspapers, and third party search
schemes. Call us today to see how easy it is to get or
convert your current website to the solution that 
everyone is raving about.

Book of MemoriesTM Ground-
breaking memorial websites
and personalizable stationery

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

Add Applications as needed

Replaces your current website

Convert your existing website 
in minutes

Market Drivers: Your access 
to other Internet markets and
profit

Serve competitors’ families

New revenue streams

*Guaranteed Approval
We’ll establish the budget plan that works
best for you regardless of credit standing
so you can start putting the IMS to work

for you today.

Contact us for a free demo.  1.866.748.3625
www.MatthewsIMS.com

Thanks to you, she can 
still get to know grandma.

$1,695*

Take control of your families’ online tributes with the profession’s
only integrated WebSystem and Professional Tribute Generator.
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