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The Seger Funeral Home Chapel

ATKINSON,NE— Seger Fu-
neral Home has been serv-
ing families in their times of
need for more than seventy
years. With their mortuary
located just forty miles from
the South Dakota border, all
their funeral directors are li-
censed in both Nebraska and
South Dakota.

Leo F. Seger founded the
firm in Broken Bow, Ne-
braska in 1939. Seger sold
the firm and returned to his
hometown of Atkinson in
1941. He then opened Seger
Funeral Home in the A.T.
Hart building on the corner
of State and Main Streets.
Shortly after, he purchased
the competing firm owned
by E.J. Kilmurry and became
the only funeral home in At-
kinson. In 1956, Leo built
the funeral home’s current
location at 302 West State
Street and moved the busi-
ness there.

In 1961, Leo’s son, Paul
F. Seger, became licensed
and joined the firm. When
Leo passed away the follow-
ing year, Paul took over as
owner and operator. Paul’s

son, Leo P. Seger, was li-
censed in 1985 and joined
him in the family business.

-

The A.T. Hart

In 2004, Leo purchased
Seger Funeral Home from
Paul. Joining Leo and Paul
are licensed embalmer and
manager, Darrel D. Leisy,
who has worked for the firm
since 1979, and secretary,

Patricia J. Skrdla.

g TR L i it
building in 1908

Leo is very proud of his fam-
ily’s legacy of funeral service.
He notes that his son Paul
A. Seger will graduate from
mortuary school in May and
his nephew Joshua Goss-
man is also a licensed funeral
director in Nebraska.

Falvo Funeral Home serves Families for
Four Generations

ROCHESTER,NY— Joseph
Falvo founded Falvo Funeral
Home in 1926 in Rochester,
New York. Its original location
was on Ontario Street on the
city’s north side. He later estab-
lished funeral homes on Lake
Avenue and on Woodward
Street before constructing the
firm’s present location at 1395
N. Goodman Street.

In 1961, Joseph passed the

business on to his sons, Rich-

Falvo Funeral Home in Webster

Falvo Funeral Home in Rochester

ard and Arthur. The two
ran the funeral home until
1995, when Richard’s sons,
Mark, Michael, and Chris
took over. In 2006, Chris’

son Richard joined the firm.
Falvo Funeral Home also has
a location at 1295 Fairport
Nine Mile Point Road in
Webster, NY.
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HAVE YOU SEEN THESE CHILDRERN?

The photographs below have been provided by the National Center for Missing and Exploited Children.
Please help locate these children by posting in your lobby, office, on your bulletin board, etc.

FUNERAL HOME & CEMETERY NEWS Section A

Your Firm
could be pictured on the

Missing Endangered Runaway | Endangered Runaway front cover of the
HEATHER RIGGIO AMBER JOSE FEDERICO
ELIZABETH CATES NIETO Funeral Home &

Cemetery Directory

Pyperal HomE s f

Date of Birth: 2/3/1988
Date Missing: 4/11/2004
Missing From:
Columbia, Tennessee
Age at Disappearance: 16 Yrs
Age Now: 22 Yrs

Date of Birth: 12/13/1994
Date Missing: 1/24/2008
Missing From:
Chicago, Illinois
Age at Disappearance: 13 Yrs
Age Now: 15 Yrs

Date of Birth: 3/11/1987
Date Missing: 5/6/2007

Missing From:
North Miami Beach, Florida

Age at Disappearance: 20 Yrs Sex: Female Sex: Male
Age Now: 22 Yrs Race: White Race: White/Hisp TO SUBMIT - o,
Sex: Female Height: 5'5” Height: 517 Include your firm’s name, address, phone
Race: While Weight: 100 Ibs Weight: 140 Ibs number(s) and name of contact person on
Height: 5’17 Hair: Brown Hair: Black your company letterhead, along with your
Weight: 120 lbs Eyes: Hazel Eyes: Brown photograph or line drawing. Include a short

Hair: Brown
Eyes: Blue
Circumstances: Both photos shown are of Heather.

description of your facility.
Circumstances: Amber was last

seen on April 11, 2004. She may

Circumstances: Jose may still
be in the local area, or he may
have traveled to Mexico.

SEND TO

be in the company of an adult
male. Amber may still be in the
local area or she may travel to
Georgia or Texas.

She was last seen on May 6, 2007. Heather has a tat-
too of a Chinese star on her lower back and a tattoo on
her ankle. Her ears and lip are pierced. Heather was
last seen wearing a pink top, jeans and high heels.

Published Monthly by:
Nomis Publications, Inc.

PO Box 5159, Youngstown, OH 44514
1-800-321-7479 FAX 1-800-321-9040
www.nomispublications.com
info@nomispublications.com

NOMIS

PURIICATIONS. INC.

FUNERAL HOME &
CEMETERY NEWS

Subscription: United States $20.00 - Canada/Mexico $50.00
Circulation 21,000 per issue. Overseas rates available.
Deadline for Press Releases: sth of the Previous month.
Advertising: Display Ad rates sent upon request. Classified and Shipping Directory rates published in each
issue. All advertising must be received by the sth of the previous month.

Due to the vast amount of sources, the publisher is not responsible for the content of any news
articles or advertisements. Nor is the publisher responsible for any loss of revenue by failure to insert
an advertisement. The contents of any advertisement submitted for publication are only the publisher’s
responsibility if the error is made by the publisher’s typesetting department, and then only to the ex-
tent of the typesetting charges. Advertisers are responsible for adhering to individual state regulations
regarding advertising. The contents of any news article submitted for publication is subject to editing
and is published at the sole discretion of the publisher. The publisher reserves the right to refuse any
news article or advertisement. The contents of this publication may not be reproduced, in whole or part,
without the exclusive consent of Nomis Publications, Inc.

Founder: Chester E. Simon
Editor: Margaret (Peggy) Rouzzo  Owner: Lucy A. McGuire

MONTHLY FEATURES

Classified AdS.....ccoiuiiiiieieiiiee e B17
Shipping DIr€CtOry .....cooeeeeiiieeeiee e B15
Calendar Of EVENTS........cooiiiiiieiiiiiiiiee e B4
AsSOCIation NEWS ..........ooiiiiiiiiiiiiiiiiee e A41
Deaths ... A46
Educational NEeWS..........coiiiiiiiiiiiie e A35
SUPPLIErS NEWS ...t B1
COLUMNS:
A Proactive Approach to Advance Funeral Planning......... A6
Changing Lives Through Laughter by Nancy Weil ............ A8
Cremation Issues and ANSWETS.........ccoovueeeaiieeeiieeeeiieenns A22
JONN AL CheW ......ooiiiii e A24
Klicker's KroSSWOIAS ..........ceiiiiiieiiieeeiiie e e A40
Legal Speak by Atty Harvey | Lapin .........cccccceeviieneennnen. A10
Let's Chat by Kristan Dean...........ccccoviieiiiiiiiiiicciiieee A20
Memoires des choix des Jacque............cccccccvuviinierennnnns A42
Observations by Steven Palmer............cccccociiiiiieiiieenn. A12
OSHA CompliaNCe .....coeeeieiiiiiieeeeiiiieee e A14
The Gift of Aftercare ... A4
NOTICE

The FUNERAL HOME AND CEMETERY NEWS is now sent in two parts. Section A, which
includes pages A1-A48 and Section B, which contains the Classified Advertising and
consists of pages B1-B24. If you do not receive both sections please call 1-800-321-7479
or email info@nomispublications.com.

© 2010 by Nomis Publications, Inc. ISSN 1944-1126

Funeral Home & Cemetery News Online at www.nomispublications.com

ONLINE DIRECTORIES

US & International Funeral Homes ¢ Supply Companies
Cemeteries * Pet Memorialization Companies
Trade Associations ¢ Plus Much More...

www.nomispublications.com

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

PIMS to
present
Spring
Con-Ed
Seminar

PITTSBURGH,PA— Gene
Ogrodnik, President & CEO
of Pittsburgh Institute of
Mortuary Science is pleased
to announce its Spring Con-
tinuing Education Event en-
tided 2010-PIMS Best Prac-
tices 101. This all day seminar
sponsored by Pierce Chemi-
cals/Royal Bond and PIMS
will feature Robert G. Mayer,
author of the only authorita-
tive resource on embalming
entitled Embalming: History,
Theory , Practice, now in its
4th Edition, a Pittsburgh na-
tive and widely known and re-
spected speaker, and William
“Ziggy” Zwicharowski, who
directs the renowned Port
Dover Mortuary Service.
Ziggy is also a widely sought
speaker as he enlightens fu-
neral directors and embalmers
about the services provided to
the “fallen servicemen,” truly
American heroes.

The seminar will be held
at the PIMS Special Events
Center on Friday, March
19, 2010.

Application for approval for
6 continuing education units
has been made to Pennsyl-
vania, West Virginia, Ohio,
Maryland, New York and the
Academy of Professional Fu-
neral Service Practice. Break-
fast, lunch, and all course
materials will be included
for attendees. For enrollment
information contact PIMS
at 412-362-8500 or email
pims5808@aol.com.

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

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

West Virginia FDA
to hold All Hazards
Management Symposium

HUNTINGTON,WV— The Ninth Annual All Hazards Man-
agement Symposium will be held April 20-22, 2010 at the
Tri-State Fire Academy in Huntington. This program has
been designed to meet the needs of all persons and agencies
involved with multiple death disaster planning and manage-
ment. The focus of the program will be learning through the
shared experiences of our peers during disaster operations.
The interdisciplinary nature of disaster management and plan-
ning is reflected in a program which supports cross fertiliza-
tion and topical in depth discussions among all responsible
organizations: coroners/medical examiners, funeral directors,
fire/EMS, law enforcement, health care and other voluntary
and governmental organizations and agencies. Speakers will
include actual disaster incident commanders, and the practi-
cal aspects of disaster management are emphasized.

On April 21* Vernie R. Fountain of Fountain National
Academy of Professional Embalming Skills, Springfield,
MO will present Mass Fatality Management Response Train-
ing. This condensed course will discuss a myriad of response
tasks, and issues, that arise and identify management strate-
gies, policies, procedures and methods to create an effective,
organized and coordinated operational response. In addition,
Mr. Fountain will conduct presentations that will identify spe-
cific techniques that can be implemented to embalm, restore
(on some disaster fatality cases) and otherwise prepare disaster
fatalities. He will teach some of his special techniques to ac-
complish restoration of traumatic injuries. A specific Prepa-
ration and Repatriation of Human Remains Plan, written by
M. Fountain will be discussed.

The in-depth studies will also include Continuing Educa-
tion Credit. CEUs have been applied for from West Virginia
Board of Funeral Service Examiners, Ohio Board of Embalm-
ers and Funeral Directors, Kentucky Board of Embalmers and
Funeral Directors, and Maryland Board of Morticians and
Academy of Professional Funeral Service Practice.

The interdisciplinary symposium is sponsored by Wesz Vir-
ginia Funeral Directors Association, Tri-State Fire Academy,
West Virginia Medical Examiner, West Virginia Board of
Funeral Service Examiners, Cabell-Huntington Hospital Ed-
ucation Department, West Virginia Association of County
Health Departments and West Virginia Sheriffs” Association.
For registration information, contact Tri-State Fire Academy
at (304)522-2006, Robert D. Carpenter at (304)525-8121,
or John D. Reed at (304)847-2454.
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Catholic Calendar Also Available in Spanish

ANGELS &
ARCHANGELS

TWELVE
MASTERPIECES

2011
CATHOLIC.CALENDAR

JEWISH TS/ Biack
CALENDAR = HISTORY

CALENDAR

@ L e A Va0t

2010-2011
STH

Americaty’ Judaica : ) L THEYART OF
| T E A\ BRPRILEARRISON

Puvomational

CALENDAR
99°.

Plus 15 each for shipping & handling

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

There are absolutely no other charges. Really.

* Size of calendar open 11"x17 12"

800-413-4455
The Judith Roth Studio Collection

The world's highest quality promotional calendars

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

Size of calendar closed 11”x 8 3/4”
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More Sizes, Colors A
&l Panels Available

H00-535-8667

www.cherokeechildcaskets.com

International Air Transport of Human Remains

We work with licensed funeral homes and mortuaries to
move human remains out of JFK (Kennedy) and EWR
(Newark) airports to over 370 destinations worldwide.

« Full Airfreight Service, Including Routing, Booking,
Documentation, Tracking, and Special Requirements

« Fully Licensed IATA Freight Forwarder
« TSA Approved Indirect Air Carrier (IAC)
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Colonial Dames adopt Historic Cleveland Cemetery

CLEVELAND,OH— The historic East Cleveland Town-
ship Cemetery is approximately 12 acres of land situated
in University Circle on East 118th Street having been for-
gotten by some Clevelanders and unknown to the major-
ity. It has been surrounded by urban legend for decades
and embroiled in litigation since its founding on August
31, 1859. Today there are over 17,000 people that have
been laid to rest within its gates, many of whom were in-

International Logistic Services, INC.
DELIVERING WHAT OTHERS PROMISE

strumental in creating the
Cleveland we know today
and who followed Moses
Cleaveland to the Western
Reserve. There have never
been any racial, ethnic nor
religious lines drawn in the
cemetery, despite its date
of origin. On August 31,

ship Cemetery celebrated
its 150th anniversary. The
Foundation obtained ownership of the
cemetery in June 2003 from the Cities of
Cleveland, Cleveland Heights and East
Cleveland and has turned a previously ne-
glected historical Cleveland landmark into
its most up and coming Shining Star.
Three years ago 7he National Society of
the Colonial Dames of America (NSCDA)
in Ohio launched a campaign to raise
$10,000 for the East Cleveland Township
Cemetery’s endowment fund. The Colonial
Dames are known across the country for
promoting our national heritage through
historic preservation, patriotic service and
educational projects. The NSCDA founded
in 1891, is an unincorporated association
of 45 Corporate Societies with over 15,000
members. The Society’s corporate head-
quarters is located at Dumbarton House,

Colonial Dames local chapter President Lucy (Grosvie)
2009 Fast Cleveland Town-  co0ley addresses the Dames and Trustees of the Foundation,
recognizing everyone's efforts to maintain the history of the
United States of America.

presented an update on the status of the
renovation and preservation process at the
cemetery. After the presentation the Co-
lonial Dames local chapter President Lucy
(Grosvie) Cooley and State President, Sally
Connelly announced to the East Cleveland
Township Cemetery Foundation Trust-
ees at the Tavern Club on Prospect that
they had successfully raised the $10,000
donation. The donation from the Colo-
nial Dames has been received and is being
placed in the Foundation’s endowment
fund at the Cleveland Foundation.

The cemetery is located at 1621 East
118th Street, which is just North of Eu-
clid Avenue. For more information please
contact Nancy Adams at 216-536-7432 or
adamsnancy@ectcf.org.

For inquiries please contact us at:

www.ilogistics.com
(800) 842-0213
(718) 723-5151

DC (www.nscda.org).

a Federal period museum in Washington,

Tell Them You Saw Their Ad

On November 6, 2009 East Cleveland
Township Cemetery Trustee Nancy Adams FUNERAL HOME & CEMETERY NEWS

The Gift o
Aftercare

By Sherry L. Williams

My sister just called me and was very upset. Her surrogate
mother and a woman she had loved and cared for over the
past fourteen years had died. She was most upset by the treat-
ment she had received from the funeral director. Here is how
the story goes.

Her friend had pre-arranged to be cremated and taken to New
York to be buried with her husband. Now, my sister and this
woman had retired and were living in Florida, so the cremated
remains were going to have to be shipped to New York, which is
one of the issues.

My sister had never dealt with making arrangements when the
final disposition was cremation. So, when she went to the funeral
home to talk with them about what needed to be done to make
sure her friend’s wishes had been carried out, she asked the funeral
director what was involved. She wanted to know what was going
to happen to this person she loved like a mother and here is the
answer she got when she asked what happens when someone is
cremated.

The funeral director said, “We will put her body in a card-
board box, drive it to the crematory and they will burn it
up.

Somewhat dismayed, she asked what they did with the cre-
mated remains, and he said, “They will be put in a box about
the size of a shoebox or smaller and we will take them to the
post office and mail them first class to the cemetery. They
will dig a hole in her husband’s grave and put them in there
with him.”

My sister then asked if there was a way to see her friend and
say goodbye and the response was, with a sigh, “T'll see what I
can do.” After a few minutes the funeral director came back and
said she could see her friend now and he took her to the back
hall outside a room marked prep room and her friend was on a
stretcher, with a sheet over her, no hair combed, no cleaning her
up or anything. She was just the way she was when he picked her
up at the hospital. She stood there and touched her, cried and was

asked if she was through now by the funeral director.

They went back into the office and my sister asked if there
was any kind of service or way to invite her friends to a re-
membrance service. The funeral director told her she could do
something on her own at home or something, but they were
going to take her friend to the crematory that afternoon.

She asked if there was another way that the cremated re-
mains could be sent to New York because she couldn’t stand
the thought of sending her friend through the mail. The re-
sponse was, I can give them to you and you can figure out what
you want to do with them. After a few minutes, she asked if
he could hold them there at the funeral home until she could
plan a trip to New York and plan some kind of funeral for her
friend. He said, “I guess we could do that for you” and with
that he said, “we really don't have anything else we have to do
here today, so you can go home now and we'll get busy.”

She left, came home and called me crying. She asked if that
was how funeral directors always handled cremation and if it
was, why they were like that. She went on to say that this man
was very cool, not a bit concerned about how she was feeling
about her friend and that she felt like he just wanted to fill out
the paper work and get her out of there.

I explained that not all funeral directors are like this and that
this man was probably afraid of or uncomfortable with crema-
tion. She asked why and wanted to know if it was because he
didn’t get as much money.

With that, I took a breath and said, “A lot of funeral directors
are afraid of cremation because people don't get a chance to say
goodbye and that interferes with the grieving process.” She as-
sured me that this was not this mans motive. She thought he
was all about money.

I went on to say, unfortunately, many funeral directors feel
that cremation is cutting into their opportunities to sell what
is called a traditional service with a casket, viewing and service.
I also explained that this man had missed the opportunity to
serve you and perhaps get you to return to his funeral home if
you ever had the need by not asking questions and providing
you with some options to remember and memorialize your
friend.

How would you have responded to my sister? Would you
have asked the right questions?

+ Would you like a private viewing for her friends here?
Would you go on to explain that she could rent a casket for
that purpose so that would help her hold down her cost? If

not, would you like to see her before we take her to the
crematory? I can get her ready so you can spend some
time with her. And when you had her ready, would you
have taken her to a place with a chair where she could
just sit with her a friend for a while?

+ Would you like some Memorial Cards with your friends
photo to send out to family and friends?

+ Would she like for them to create for her a Video Tribute
with photos she could supply so she could show them at
a memorial service?

+ Would she like for them to help her with a memorial
program to celebrate her friends life?

+ Would she like to see urns that her friends cremated re-
mains could be put in because the usual container when
it comes back from the crematory can seem cold and it
is often difficult to embrace the fact that a person’s body
and the perception of their life comes back in a small
cardboard or plastic box?

I might also ask you now to consider how you would have
explained cremation when she asked you what happens when
someone is cremated.

My friends, this is true, it really happened. I am not making
this up, I wish I were. What are you doing about the grow-
ing number of cremations? How are you responding? Are
you asking the right questions? Are you offering options? Are
you servicing this funeral just like any other? If no, I chal-
lenge you to do some soul searching and some staff training,
because no family should ever be treated in this manner, not
if you want funeral service to survive.

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

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

She can be reached by email at sherry@newleaf-resources.com.
Visit New Leaf Resources and Sherry Williams Enterprises, Inc. at
www.newleaf-resources.com
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Economy Beﬂ'iyerator 1036-R114EC

T
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e Units ship fully assembled, e The interior is provided w/

simply plug it into an outlet
and they are operational.

e All quality stucco

i S4,699 00 +

freight

rolling racks & high density
plastic storage boards.

¢ 30” wide door opening to
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of Premium Mortuary Equipment-Family Owned
and Servicing the Industry for over Twenty Five Years

MCustom]Cabinets
S for'your:facility,

19 1

~ Flush|Embalming Station

.-

Viodel 1036-

galvanized steel accommodate larger cases.
construction. « Add optional casters for |
¢ 30” wide door opening to  mobility M C let
odel M300 omplete
accommodate larger cases.  pjegge call for other styles Portable Aspirator 3 Water Control Unit
& capacities. Lightweight design for \ Model 1036-1
. s e 8 (bl n e /
Series 7030 Mortuary and includes suction or right versions)
;
Rack Systerns ] reguiating valve
] i b
| | § MarkIVorV — ~ |
Embalming i
| Conveniently Machine
stores caskeéts
Stainless Steel
Embalming Station
Model 1036-9M
Model T3624 '
Lammated Bod
Storage Boar
Battery
Operated
Cadaver Lift
Model M678
Model T3626HS
Stainless Steel
Body Tray
Model T3627
Transfer/Storage
Board
§= & IStainIess Steel
== nstruments - —
—_— -i*-—F=_:_. S _H‘.
PP — Dressing Forceps ¢ ) 4]
. 6.0” long............. $3.95 ea fy ™
Stainless Steel 8.0” long............. $7.95 ea =
Hypodermic Needles . 10.0° | $10.95 e —
Luer Hubs with long lasting points §Y1V5500 Scissor 200G e 32 CEl (0
20 Gauge 13 Gauge . arpener Scissors
15" long "%_65 ca 45" long _25.50 ca glasgcxtlpderq?rments T\r/]vo step process Ends: Sharp-Sharp, 6.5” 10Ng ..o $4.95 ea
25" long..$1.95ea 8.0”long..$7.95ea Three Piece EE, & = 2L e et e sharpening . Sharp-Blunt, Blunt-Blunt
10.0"long $8.95ea  Sterilization Sets gﬁ;r?t?Ja;Ekéi ------------------- % 1(2)-88 Zg 100% diamond abrasive  5.5” long............ $3.95 ea gt::?g%f)?r&?;
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3.5”long..$4.25ea 5.0"long..$5.75ea 20.0” x 12.0” x 4’H StOCKINGS....veveeeecereereeennen $3.00 ea ' - 39 B acconooncen 229 &
4.0”long..$495ea 6.0"long..$6.75ea Only $79 each SIEEVES....ceoeeererieras $2.00 ea . vl
5.0” long..$5.75 ea 12.75” x 10.375” x 4”H  Infant Unionalls............... $10.00ea - Yt
6.0” long .. $6.75 ea Free ground shipping on plastic
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Disposable Headrest
Styrofoam, sturdy, disposable
head and arm rest

Only $ 25.00 per case
24 per case

Only $45 each

v

Headrest Molded plastic,
sturdy, reusable-

Only $ 33.00 each

MORTECH MANUFACTURING INC.
411 NORTH AEROJET AVENUE,

AZUSA, CA 91702

TEL (626) 334-1471 » FAX (626) 334-1704

undergarments orders over $300

Continental US ONLY Plastic Body Boards

Flowmeter
Monitor and control flow of
arterial injections

Only $169.00 each

Set of 3
Only $ 129.00 per set

L
Post-Mortem Thread

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

Polyester, White, 4 oz.
Only $ 11.00 each

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

Pall Bearer Gloves
Quality, Cuffed, White

Only $ 11.99

per dozen

™ (800) 410-0100
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The Very Best —ET

Embalming Table
on the Market!

90% ASSEMBLED

Everyone else gives OUT OF BOX
you an 18-gauge

stainless steel top

with aluminum base. -t

We give you a 100% o f =
304 stainless steel :
table with a thicker
16-gauge top and

a 14-gauge base

at a much better price!

MULTI-LEVEL MORTUARY COTS $1350 |

MADE IN THE USA! TRUE USA QUALITY!
: B | — ' m
All Stainless Steel “

EASY ASSEMBLY
— . 1000 LB
ﬁ CAPACITY

MANUAL $1567 |
HYDRAULIC $1997 \J

TOP FEATURES CONVEX SURFACE
WITH SIDE TROUGHS

]
DOUBLE-LOCKING =
SIX INCH WHEELS ﬁ-—* 1
andy L

PATENT PENDING

CEMETERY LOWERING

DEVICES ON SALE NOW!

v OVERSIZED MORTUARY COTS
: - - THE BEST PROPORTION OF SIZE & WEIGHT ON THE MARKET!
e Double-tubed for strength e Straps and cover included

$957

SUPERIOR

190 LB

CAPACITY

QUALITY!

CHURCH TRUCKS [ReRefalellalel

¢ 5" no-stooping, fully locking chromed wheels

NOT MADE

Z \ v ’ e Double support bars e Only 5"deep when folded
Ufa \ \d ATYT P N CHINA
DESIGN COPYRIGHTED d $47 5 CAPACITY  CREDIT CARDS ACCEPTED
PRICES SUBJECT TO CHANGE.

QUALITY ¢ VALUE AT A REASONABLE COST

PRICES DO NOT INCLUDE S&H.

PH 561.602.3330 ¢ FX 352.458.4613 ¢ www.premierfuneralsupply.com

WWW.NOMISPUBLICATIONS.COM
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By Christopher Kuhnen

How to Pick a Pre-Need
Marketing Company

Earlier this year I had the good fortune to attend the
1CCFA Wide World of Sales Conference in New Orleans.
If you have never attended such an event, I highly rec-
ommend it. Several attendees approached me during the
conference and asked me the following question: “How
Do I Pick The Right Pre-Need Marketing Company to
Serve My Funeral Home™?

10 answer this question, I solicited the guidance of Mr.
Tyler B. Anderson. Tyler is the Regional Development
Director for the Outlook Group, Inc. in the Wisconsin
and Greater Chicago region, working with numerous
independent-family owned funeral homes. Tyler would
love to hear from you. He can be reached at: tander-
son@theoutlookgroup.com.

If you are considering using the services of an in-
dependent pre-need sales and marketing company to
work with your funeral home in developing and/or
further enhancing your pre-need program, you need
to do your homework.

Here are some key questions a funeral home owner
should ask any marketing company you are consid-
ering partnering with:

+ Will the marketer engage in a process to learn my busi-
ness and uncover my unique needs?

« Will the marketer design a program that will be struc-
tured to specifically compliment / enhance the culture
and reputation of my funeral home? If so, how will they
accomplish this?

¢ Is the marketer providing a tailored program paired
with proven systems and processes that are backed by
in the field results and testimonials?

+ What training / education / ongoing support programs
does the marketer provide? (Not the insurance and/or
trust provider, the marketer themselves)

+ Is the methodology / philosophy of the marketer fo-
cused on educating your families to make informed de-
cisions or just on “selling’ your families”?

« What is the educational process the marketer uses to
train counselors to take a family through the funeral
preplanning process? Do they offer continuing educa-
tion and support?

+ How is the educational process consistently reinforced
and refined for improvement?

« What lead sources will the marketer advocate work-
ing and are they working multiple sources simultane-
ously?

 Does the marketer provide a Lead Tracking / Lead Gen-
eration database to measure the results of a counselor’s
activity and effectiveness? Does this system also measure
and track all marketing program effectiveness?

+ Is the marketer focused on creating a LONG TERM
mutually beneficial partnership or are they interested
in just “putting contracts on the books”?

+ What does your gut instinct tell you about the market-
er? Do they instinctively feel right to you or are there
lingering questions?

Carefully review any “marketing agreement” between
yourself and the marketer. It is important to ensure every-
thing is plainly spelled out in writing as you have agreed.
The duties and responsibilities of all parties should be clear-
ly outlined. Do not agree to and/or sign anything you are
not completely comfortable with.

MARCH 2010
Helping Survivors
Manage by Kat Reed

SAINT PAUL,MN— Following the funeral, after everyone
has left and you return to the empty residence of the de-
parted, where do you begin? Begin Here: Helping Survi-
vors Manage by Kat Reed delivers practical everyday assis-
tance to the people left behind after a death. It is a hands-
on user’s guide to help individuals (survivors) manage the
day-to-day tasks after a death. It features spiral binding for
ease of use, pockets for keeping loose papers, checklists,
calendar pages for follow-up, and tips on delegating.

Everyone dies. Such a blatant statement might be shocking, but
it is nonetheless true. There are countless organizations around
the world that offer grief support, but none provides the prod-
uct that Helping Survivors Manage offers. Helping Survivors
Manage was created on the foundation of most new ventures: a
void in the market. They hope to fill that need with their expe-
rienced team of subject matter experts—those who have been
through it, as well as funeral directors, hospice, health and death
care professionals—to help others through this difhcult time.

Kat Reed has over 25 years experience in the financial/business
world. Her background in bookkeeping and office management
gives her the unique ability to address both the details and the
big picture. She has been a hospice volunteer and has an affin-
ity for the elderly. She became interested in the issues survivors
face when both her parents died in a thirteen month span.
This book arose from Kat’s own work helping her predomi-
nantly deaf father manage her mothers affairs when her mom
died. Kat and her dad wondered how people manage all these
tasks when they don't have a family or support system.

For more information, contact Helping Survivors Manage,
PO Box 16058, Saint Paul, MN 55116. Phone 612-293-6407.

Visit www.HelpingSurvivorsManage.com.

Always ask for a list of client references. Take the time
to contact and speak with those they have and/or are cur-
rently serving. How do they feel about the marketer and
the services they provide?

Working with a reputable pre-need sales and marketing
company can be a very good thing for your funeral home.
They can offer you tools and techniques found nowhere
else in the funeral industry today. Make sure you do your
homework about the company before entering into a busi-
ness relationship. Once you are in agreement work right
alongside them to make your pre-need program the best
it can be.

It may take a little time to fully get your program where
you want it to be and that’s OK. Be patient, supportive
and follow their advice. Rome wasn't built in a day. Qual-
ity, professional, sustainable pre-need programs are not
developed overnight. There is a lot of strategic integration
of thought, process and personnel that must take place in
a proper timeframe to get your program moving in the
right direction!

Want to know more? Contact me at tanderson@theout-
lookgroup.com.

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

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

He has presented numerous continuing education, advertising,
marketing and pre-need seminars to a variety of national, state and
regional funeral associations. Chris can be reached at (800)331-
6270 or ckuhnen@theoutlookgroup.com.
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Veterans ChoicesM
Funeral Homes score a
Bullseye with VFMC's
“Operation Valentine”
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SANIBEL,FL— The message
is a simple one. “Thank you
so much for what you do.
We always need you.” Thats
just one of the many sweet
messages from the heart of
a child to a soldier overseas
in a project called “Opera-
tion Valentine”. Thousands
of Valentine cards were sent
to our heroes overseas by the
exclusive Veterans & Fami-
ly Memorial Care Providers
participating in VEMC’s an-
nual “Operation Valentine”.

‘The project was simple and
meaningful, according to
Mark Davis, founder and
Chief Executive of Veterans
& Family Memorial Care.
Students and people in the
community wrote messag-
es to the troops on Valen-
tine cards, cut-out hearts,
or whatever they liked, and
VEMC Providers nation-
wide made sure they were
delivered to soldiers in Iraq,
Afghanistan and other places
around the world where U.S.
troops are stationed. “The
mission was to write a mes-
sage on them, say thank you,
tell a little about themselves,
and wish the troops a Happy
Valentine’s Day,” said Mark.
“They’re away from loved
ones so they really want to
know that people back home
appreciate them. Care pack-
ages are one thing,” he added,

“but this is a morale boost.”

Feedback from the exclusive
VEMC Providers that partic-
ipated in “Operation Valen-
tine” included this message
from Joseph Floyd of Oli-
ver-Floyd Funeral Home,
Greenville, OH. “Justa quick
note to let you know we en-
listed three of our elementary
schools to help with the Op-
eration Valentine. We were
able to send 427 valentines
for our troops. It makes you
proud to be an American
with such caring children
showing their support for our
troops.”

In addition, this message
came from Rob Crouch of
Crouch Funeral Home,
North East, MD. “We enlist-
ed the help of two schools in
our area and received 446 val-
entines to send to our troops.
We are proud to be able to
participate in these wonder-
ful programs. Isnt it fabulous
that we can show our unwav-
ering support for those that
protect our country so well.

Thanks.”

Beavdiful 8 Abfordable Memorials

There are over 800 family
owned funeral home provid-
ers in 45 states and Guam that
are exclusive, certified Veter-
ans & Family Memorial Care
Providers. For more informa-

Terrybear’

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

tion visit, www. VeteransFu-
neralHomes.com or call toll

All urn designs © 1994-2010 Terrybear;-Inc. Terrybear is a registered trademarkof Terrybear, Inc. Heart Keepsakes are patent protected.

free: (866) 770-6791.

SOUT
MEDI

SAFESKIN
LAVENDER NITRILE

HLAND
CAL

CORPORATION

800-959-9160

UNISEAL LATEX

March Specials

Prices Good Through Apr 20,2010
For Promo Pricing - Reference YB310

SAFESKIN STERLING NITRILE®

HigH Risk GLOVES 1‘

Powber-FREE GLOVES

* 3 mil - “latex like" fit - chemical resistant - latex free

« thinner, superior alternative to vinyl yet 60% stronger

* non-sterile « ambidextrous « single-use « beaded cuffs

- textured - packaged 150 pr/box in sizes XS-XL
—_

© bty Buy 9 boxes ~ get 1 free!

ﬂ 10bxs/cs  $176.00 cs

NEW! CHurRcH TRuck DRAPE
FOR FERNO MoDEL 87

N
ltem!

+ 15 mil - high tensile strength « economical gloves
« non-sterile » ambidextrous « single-use * extended 12" cuffs
« textured - available in sizes S-2XL

packaged 25 pr/bx, 10 bxs/cs

+ NO frame required

« folds up and expands with truck

« great way to dress up older trucks

+ available in: forest green, burgundy, black,
navy blue, royal blue, charcoal, and light grey

$350.00 ea

PorTi-Boy MARK V EMBALMING MACHINE

* 4 mil - “latex like"fit « stretch nitrile for excellent fit and feel

* high tactile sensitivity  great value - get more per box!

+ chemical resistant « latex free « non-sterile « ambidextrous

+ single-use * beaded cuffs « textured + available in sizes XS-XL
regular cuff, packaged 75 pr/bx, 10 bxs/cs $148.00 s
extended 12" cuffs, packaged 50 pr/bx, 10 bxs/cs ~ $749.00 cs

$85.00 cs

ARM POSITIONERS E s
* lightweight, economical styrofoam defbogﬁ’gft e 1
positions arms in casketing L ' 5 4?(5 $2 9);) 0cs B

*7"Lx2-1/2"Wx3"H

56/cs  $18.00 cs
WAasHABLE BLOCKADE GOWNS
* washable one ply with poly cottonback® | tie-neck  $28.00ea $256.50 ¢s
+ fluid resistant fabric shield XL tie-neck $30.00ea $265.50cs
« breathable to reduce heat buildup L snap-neck $30.00ea $265.50cs
+ extended length, back ties and knit cuffs XL snap-neck $32.00ea $274.50cs
« available individually or 12/cs 2XL snap-neck $33.50ea $292.00 cs

*this fabric has stain and fluid resistant properties; therefore,
bleaching should not be necessary and is not recommended.

e

WasHABLE CoMFORTEASE™UNISEX SCRUBS

« two year full warranty - units repaired at no charge, including freight
charges and a loaner if needed

+0 - 80 pounds pressure flow rate, 0 - 1 gallon per min. at your discretion

+ 3.5 gallon jar fluid capacity

« powerful high-speed 1/5 hp quiet, smoother running motor

+ solid state timing pulsator, for long lasting maintenance free reliability

MarkV 24-1/2"x15"x 15"

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

$2,455.00 ea @

« available in: S-3XL,11 colors; 4x and 5x, 5 colors (call for details)

ONE-Pocker Scrus Tors

« v-neck, reversible pullover top

 left breast pocket w/set-in sleeves
S-XL $72.70ea 4XL $18.65 ea
2L $15.25ea 5XL $20.35ea
3XL $76.95 ea

. i |
65% polyester 35% cotton ComfortEase™ fabric ‘o w}gﬂ ; 1 5 %
savings of

DRAWSTRING SCRUB PANTS
« reversible drawstring pants
with matching ties
SXL $713.55ea 4XL $21.20 ea
2L $16.10ea 5XL $23.75ea
3XL $78.65 ea

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!
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Contact CK directly at 888-304-3457

www.ckmemories.com

or contact your M. essengerline

or Hilton Funeral Supply
representative

Low Cost,
High Impact:

You'll love
the response

from

your families.
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Historic Brooklyn Cemetery gets Tech Savvy:
Green-Wood Cemetery launches New Blog

BROOKLYN,NY— Brook-
lyn’s historic Green-Wood
Cemetery has announced
the launch of its new blog —
Green-Wood Discovery — cre-
ated to provide visitors, art
enthusiasts, photographers
and historians with fre-
quent updates on new dis-
coveries, photos, restoration
projects, events, tours and
landscaping changes that
together make this Nation-
al Historic Landmark one

of New York City’s most
intriguing and remarkable
visitor destinations. The
blog Green-Wood Discov-
ery is authored by Cem-
etery Historian Jeff Rich-
man and can be viewed by
visiting www.greenwood-
discovery.org,.
“Green-Wood Cemetery
is a microcosm of the his-
tory of our City and the
nation,” said cemetery pres-

ident, Richard J. Moy-

Roberte & Downey

robertsanddowney.com

Carrier

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

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

For over twenty years

with superior quality handcrafted

Chapel Equipment QM

Argenta, IL 62501 * 800-331-92093

v, ] Fﬂ;ﬂfﬁd_“‘:lﬂrrjl

is all about family f Jf‘j o, /

and this year we're \x_

The funeral busmess

L

x_‘:-
"--.-. Ta.
x-,_.,_,x,? E

staying home with ours as we await the birth

of our fourth grandchild. See you next year!

Rick and Elizabeth Roberts, owners of Roberts & Downey,
have been supplying the funeral industry

hardwood chapel furniture, on a custom built to order basis.
Your authorized Howard Miller, Hekman and Woodmark dealer.

lan. “Countless individu-
als whose contributions
helped shape our history
are interred here, alongside
some of the finest examples
of 19th and early 20th Cen-
tury sculpture and architec-
ture found anywhere. The
discoveries here at Green-
Wood are endless. We hope
that this new blog will in-
spire new guests to visit and
old ones to return while
providing people across the
world with yet another ven-
ue to share their remarkable
Green-Wood Cemetery sto-
ries and knowledge.”

Mr. Richman added, “This
blog gives me an opportu-
nity to share some of Green-
Wood’s most exciting news
and developments. Wheth-
er it’s the discovery of an
unmarked grave of a Civil
War hero, a recent monu-
ment restoration, a new
planting, or a new educa-
tional exhibit or tour, you
will find news of it here.
I have learned amazing
things from people around
the world who shared their
knowledge about Green-
Wood and its permanent
residents. I hope this blog
encourages more people to
become involved with our
many interesting projects.”

Mr. Richman, a practic-
ing attorney for 33 years,
was introduced to Green-
Wood Cemetery, quite by
accident when, more than
three decade ago, he pur-
chased some photos of the
historic cemetery at an an-

tique photography show.
Intrigued, he soon took a
photography tour of Green-
Wood, and admits his life
changed. He became a fre-
quent visitor and 15 years
ago became even more in-
volved, conducting research
about its history.

After leading educational
tours at Green-Wood and
authoring the quintessential
volume on the Cemetery,
Brooklyn’s Green-Wood
Cemetery: New York’s Bur-
ied Treasure, Jeff became
the full-time historian in
May 2007. He has also
authored Final Camping
Ground, a book document-
ing the Cemetery’s seven-
year Civil War project that
resulted in the discovery
of gravesites for more than
4,000 Civil War soldiers
and veterans, both North
and South.

Established in 1838,
Green-Wood Cemetery
is built on 478-acres and
boasts extraordinary works
of 19th century art and ar-
chitecture. Home to hun-
dreds of famous historic fig-
ures in New York City his-
tory, Historic Green-Wood
Cemetery offers many tours
of its facilities and also of-
fers concerts and events to
the public throughout the
year. It was designated a Na-
tional Historic landmark by
the US Department of the
Interior in 2006. For more
information about Green-
Wood Cemetery visit www.
greenwoodcemetery.org.

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

Through
 aughter
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By Nancy Weil

What Can I Say?

“I know this is hard,” we say as we shake our client’s hand.
“Tam so sorry for your loss,” we add sympathetically. We bury
their dead and move on to our next client. We don't expect
to see them again until their next loss or perhaps when they
attend a friend’s funeral at our funeral home. We bury the
dead and move on to the next. We say the “right” things, of-
fer comfort for a moment and then disappear from their lives.
The question begs answering, “Are we doing enough?”

We connect with a person during the most difficult time
in their lives. We work with them when they are at their
most vulnerable, when their brains are not fully functional
and their hearts ache. Our clients turn to us for guidance
and support for the few days following the death of their
loved one. We become the rock they can rely upon. Yet, their
grief continues on past the day of the funeral and burial.
We must continue to be present, able and willing to help
them with their grief.

How well do you understand the grief process? Outside of
your own personal experiences and your interactions with
clients, have you read literature or research studies, taken
courses or otherwise prepared yourself to handle your cli-
ent’s grief? Beyond the latest cremation figures or the new-
est casket models, the trends and the fads that come and go,

is the one common factor beneath everything we do...grief.
Yet many in our industry do not truly grasp how to best help
those in need, because they don't really understand grief.

Our business model should be built around this unifying fac-
tor. If we can meet their needs before their time of need, and
we can be there a¢ their time of need, then shouldn’t we also
be there after the death has occurred? By educating ourselves
about bereavement we can develop a plan of action.

Simply put, your business should be offering some type of
aftercare programming. Continuing the relationship into the
months ahead makes good business sense. Reaching out once
the initial fog has lifted is welcomed and appreciated by your
customers, whether they respond or not. Even if they never attend
a grief support program or memorial service, simply knowing
that you care makes a difference to that person. Send a letter of
sympathy with a hand written personalized note on it. Better
yet, pick up the phone and give them a call and ask if there is
anything else you can do. One funeral home in our area sends
out a staff member to the home of the next-of-kin to visit, ask-
ing if they received good service from their staff and lets them
know about their aftercare programs. A short visit that makes
all of the difference for their business, because complaints are
handled immediately, changes made based upon customer
feedback and pre-need planning is gently introduced. If you
think you don’t have time to follow up, just wait and you will
have lots of time on your hands when your competitor walks
away with your clients.

Another simple way to offer bereavement support is to have
reading materials, DVDs and audio CDs available for your
customers to borrow or keep. Why would you want them to
go to the library or the internet to find what you can already
offer? Isn't it better to stay connected by making available the
support information your families may need? Make up a fly-
er with your suggested reading list broken down by category.
Have links to grief websites available on your website. Create a
flyer listing all of the grief support services in your area. Make
it easy on the bereaved to find the information that can pro-
vide comfort and support.

Create opportunities to bring past clients together
through community remembrance services, information-
al seminars and other events. Host a concert, a walk or a
coffee get together. Bringing people together who are at
different stages of grieving, lends support to the newly be-
reaved and allows those further along the path to realize
how far they have come and offers them the opportunity
to reach out to others. Make sure your staff is present at
these events to greet those they have served and to answer
questions that may arise.

“Please let me know if there is anything else that I can
do,” is a statement that can be said with the knowledge
that with a little planning, some education and a desire
to help, you can be there for your clients beyond the day
of the funeral. “Let me tell you about our grief support
programs” is a much better statement than a weak, “My
deepest sympathies.” Which would you rather say?

I'am offering to anyone who requests it a free copy of my book-
let, A Brief Exploration of Grief. Read it yourself and share it with
your clients. For those who would like, | can also send you one of
our grief support packets that we send out to all of the families
we serve.

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

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

You can contact Nancy at nancyw@mountcalvarycemetery.com
or visit her website at www.thelaughacademy.com.
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The “Classz'f” (remator

PERFORMANCE BEYOND EXPECTATIONS

BUILT to exacting
quality and safety
standards and
backed by a

two-year limited

warranty, the

fuel efficient
“Classic”

outperforms
every other
cremator in its
price range. Take a
look at some of the

performance benefits
the “Classic” offers!

Exceptional standard
features combine with
professional expertise
to deliver the
product and
service you
demand.
Unsurpassed in
customer support,
you can rely on
U. S. Cremation
Equipment’s
“Classic” to provide
years of trouble-free

operation.

Model US 100
“Classic” Cremator

CLASSIC PERFORMANCE CLASSIC FEATURES

* Cremate up to six bodies in a 10-hour work day * Power charging door /dual hydraulic cylinders
* Complete cremation every 60 - 90 minutes * Primary chamber viewport

* No cool down required between cremations * Secondary chamber temperature recorder

* Designed to cremate obese cases up to 800 Ibs. * Color touch screen control — standard

* Fully automatic PLC operating system * Powder coat finish with stainless steel trim

Visit us at booth
# 352 at the =
ICCFA Convention Cremation

March 1-13 in San .
Antonio, Tx Eqmpment
et Al

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




SATISFACTION GUARANTEED
Please call (864)346-4777
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Brunswick Memorial Home wins

- | "Best Funeral Services of Central

EAST BRUNSWICK,NJ—
Brunswick Memorial
Home has been voted the
2009 Best of Central Jer-
sey for Funeral Services by
the Home News Tribune and
MyCentraljersey.com. The

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 providi
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.
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www.lInevitableExodusinc.com

ng

INEVITABLE EXODUS INC.

THE EXECUTOR’S TOOLKIT™ ‘

New Jersey” Award

Brunswick Memorial Home

award, as voted on by the
readers via write-in submis-
sions, recognizes Brunswick
Memorial Home for being
the “Best of the Best” in
funeral services in Central
New Jersey.

Brunswick Memorial
Home has been locally
owned and family operated
in the paper’s publishing re-
gion for nearly thirty years
and in 2009, the staff served
families from more than 15
religious backgrounds. It is
a member of the prestigious
International Order of the
Golden Rule, through which
it constantly solicits and re-
views family feedback as a
cornerstone of providing
not only the best possible
service, but also identifying
new trends and unique ways
to better respond to the di-
verse families it serves.

Peter Kulbacki, manager,

was unaware of the compe-

tition, but humbled by the
results, “It is a great honor
to have those that we have
worked with and around to
recognize our dedication to
each family.” He added, “I
am privileged to have an
exceptional staff that shares
my commitment both to
easing the time after a loved
one passes away and to con-
tinually finding ways to im-
prove ourselves.”

Readers of the publica-
tions had the opportunity
to vote on the awards dur-
ing the summer and fall of
2009. Each voter had the
opportunity to place one
vote per category, for a total
of ten votes on the awards.

More information on
Brunswick Memorial
Home, which is located
in East Brunswick, New
Jersey, can be accessed at
www.BrunswickMemori-
alHome.com.

9. the obligation to provide customers with a statement of ser- 6. The effective date of COA is March 1, 2010, but some of
vices; the prior laws are not repealed until March 1, 2012, so it
10. a prohibition on requiring cash-only payments; appears that some licensees may be required to continue
11. the requirement to comply with consumer protections; and to be licensed with a different agency and be required to
P eﬂ 12. the requirement to post signs that advertise the DFPR con- file annual reports.

sumer complaint phone number.

Some of the other provisions of COA are listed in the sum-

"The author is the General Counsel to the Illinois Cemetery and
Funeral Home Association (ICFHA) and actively assisted the ICF-
HA and its Lobbyist with information and suggestions that were
provided to DFPR staff and members of the legislature and staff.
The explanation of ICFHAS position opposing the enactment of
COA can be found on the ictha.org website with a link to COA.
There also is a short concise summary of COA and a chart that
summarizes the various provisions of the law.

While ICFHA worked with the executive branch and the legis-
lature to remove some of the more onerous provisions proposed in
earlier drafts of COA in the final analysis it was determined that
ICFHA could not support the enactment of the new law. The rea-
son, as stated on the website, is that:

“...ICFHA determined that the final legislation still contained
unduly onerous provisions, and that it would not be in the best
interests of Illinois consumers. ICFHA therefore formally opposed

mary of key provisions on the ICFHA website. Unfortunately,
due to political concerns the enactment of COA was rushed
through the state legislature and it is probable that there will be
additional legislation to clarify some of the problems. However,
in the final analysis it is expected that the enactment of COA
and its enforcement will cause many of the smaller cemeter-
ies in Illinois to go out of business. In addition, there is very
litdle in COA that would have prevented the alleged criminal
activity by the four Burr Oak employees that caused the in-
vestigation, hearings and the enactment of this law.

Hllinois
Legislature enacts
New Cemetery Law

The Illinois Legislature enacted a new law regulating cemeter-
ies in response to Burr Oak Cemetery. The new law that is titled
the Cemetery Oversight Act (COA) can be located currently on

the Legislature site on the State of Illinois website as Public Act  the legislation.”

096-0863 or under Bills and Resolutions as HB 1188. COA Some of the key requirements that are onerous or could be oner- Harvey I. Lapin, P.C., is a member of the lllinois Bar and Florida Bar. He
consists of 213 pages of new provision that was signed into law  ous still in COA are: is a member of the faculty at the John Marshall Law School in Chicago
on January 18, 2010. COA will now be administered by the 1. Separate licenses are now required for the cemetery manager 219 s presently teaching the subject of Tax Exempt Organizations,

Illinois Department of Financial and Professional Regulation
(DFPR)

Some cemeteries are fully exempt from the law and some are
partially exempt. The fully exempt cemeteries are family buri-
al grounds, inactive cemeteries that have had no burials for 10
years and no care funds and small cemeteries that do less than
25 burials a year and do not maintain care funds. Partially ex-

and customer service employees of the cemeteries that are not
fully or partally exempt, in addition to the licensing of the
cemetery entity that was previously required. Independent
contractors that perform work as a cemetery manager or pro-
vide customer services are required to be licensed. Cemetery
workers must provide the cemetery with a “workers statement”
and a copy is provided to DFPR.

He has written numerous articles on the subject of taxation, funeral

and cemetery law.

The subject discussed in this article and future articles resulted from
the questions from readers. If you have any questions about the topics
covered in this column or in obtaining professional assistance, please
contact the author /o Harvey . Lapin, P.C., PO Box 1327, Northbrook,
IL 60065-1327. Phone (847)509-0501 or fax to (847)509-1027.

The author writes articles for CB Legal Publishing Corporation also
publishes the Release Form Kit, which was prepared by the author and
has been recently updated and revised by the author. This Kit contains

empt cemeteries' are religious cemeteries, governmental cemeter- 2. 'Licensed .oemeteries are required to p.rovide proof of liabil.ity Release and Hold Harmless forms for Funeral Homes, Cemeteries and
ies and cemeteries that have less than 25 burials a year over the insurance in an amount to be determined by Rules and with  Crematories to use in situations where it has re-solved a complaint
last two-year period and do not maintain care funds. provisions for the benefit of consumers that may not be ob- ~ With a customer, and wants to be sure that there will be no further
The partially exempt cemeteries are basicallv exempt from most tainable action by the customer or their relatives. The forms can be purchased
P 4 P ay ptir ) . . . . . ona custom basis with your business name and addressed preprinted
of COA, but they do have to comply with the following: 3. There are annual reporting requirements of information thatis 4t the top of each form. Call Cheryl Lapin and she will send you an
1. possible investigation and mediation by (DFPR”); unknown at this time because it will be determined by Rules.  order form that contains the current prices. See the number below.
2. the new duty of care, or adequate maintenance; 4. A new database will be developed and cemeteries will be re- esIht?J atﬁ??r: ;Li?rywir :ﬁsh? arglvesﬁ;r?vgear;tlectlgrsyog ISELLJJEJ'SrCatIS gl]:slir:wtteesr;
3. the obh.gatlon to maintain a map or plat; qum?d to provide extensive 1nfor.mat10n in ad.dmon to that and Legal Guide published by CB Legal Publishing Corporation.
4. the burial record requirement; required to be provided to the Vital Statistics in connection  Subscriptions to the combined Guide cost $110 per year for ten is-
5. whistleblower protections for their employees; with burial permits. sues on different topics, new subscribers are usually eligible for intro-
6.  the obligation to make entries into the database; 5. DFPR has extensive investigative and enforcement powers over ~ dUCtoy rates. Anyone interested in subscribing can contact Cheryl
he oblieati .. index of burials: i d ies includine the ri . Al Lapin, at the address of CB Legal Publishing Corporation, P. O. Box
7. theo 1gat10n to maintain an index or burials; 1censed cemeteries inclus 1ng e l'lght to 1Mpose pen ties up 1327, Northbrook, lllinois 60065-1327, and fax to (847) 509-1027 or
8. the obligation to enforce traffic controls; to $10,000 for each violation. call (847) 509-0501. Please ask about new subscriber rates.
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Let’'s face it—
it's a jungle
out there.

There is no shortage of

technology companies

trying to sell you more and

more individual solutions; all

claiming to help your business.
Unfortunately, they forget that time is
money, and money is your money.

The real impact of having to deal

with individual technology compa-

nies only adds layers and layers of

up front costs, ongoing costs of mul-
tiple support, licensing and upgrade
fees, steep learning curves, and having
to endure the real fear of whether your
current technology supplier will still be
around in the morning.

Thankfully, in the face of today’s economy,
decline in death rates, spike in cremation
rates, eroding margins, and the continued
change in society’s values, there emerges a
single all-in-one solution designed to

help increase efficiencies, reduce

costs and increase revenues.

FUNERAL HOME & CEMETERY NEWS Section A4

To excel in today’s market, you don't need all the solutions;
you need all the solutions in one.

Your world
has just changed.

Welcome to the Revolutionary
IMS, the most
> .comprehensive
strategic initiative
ever conceived for funeral
professionals. It can single-handedly
replace all of your existing funeral home
technology solutions and help you
grow new market share and increase
revenues in ways you never thought

possible.

It provides you with all the tools
and is built on a platform that allows
you to rapidly respond to any
competitive challenges. Best of all,
it has been designed by funeral
directors for funeral directors,
something you will immediately

notice and appreciate.

Contact us to day to see how this revolutionary new integrated
system can not only help you survive, but excel in today's changing market.

®
=

FrontRunner IS

P ROFESSIONAL

For more information or a free demo, contact us at 1-866-748-3625 e FrontRunnerPro.com
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“the shorter the supply line the better off you are”

Faneral Deinectons Research, Juc.

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

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

WEB DIRECT GIFT & PRICING
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Gilbert “Gib” Parthemore receives Rotary Club Award

HARRISBURG,PA— Gilbert
J. Parthemore, vice presi-
dent and supervisor of the
Parthemore Funeral Home
and Cremation Service in
New Cumberland received
the Robert D. Hanson Ro-
tary Excellence Award for his
continued work in helping
the Rotary Club of Harris-

THE DEATHCARE INDUSTRY’S LEADING WNLINE

BRINGS YOU

(=

burg reach the Clubs strategic
community service goals.

The Excellence Award is
named in honor of Robert D.
Hanson’ dedication to Rotary
on the local and regional lev-
el. Hanson had been an active
member of the Rotary Club
of Harrisburg for more than
three decades.

(L to R) Steve Parthemore, Joanna Parthemore, Chris Parthemore,
Gilbert Parthemore, Gib Parthemore, Sondra Parthemore and Dr.
John Judson of the Rotary Club.

Your complete source for Obitua
industry trends, products and news!

L 288N
Funeral Resource Center.

Tributes,

® Free Obituary System

(can easily be added to any website)

® Funeral Webcasting Service
(from $40 a broadcast, plus equipment)

® Free online Classified Ad postings

® Vendor Marketplace (with online ordering)

.

*® Memorial DVD program (order online)
* Simulated Oil Portrait Program

(with 24 hr delivery)
® Latest News
® Funeral Comics
® and much more!

Visit Today: www.ExpressionsTributes.com

In his community life,
Parthemore has been active
in service and leadership roles
of the Rotary Club of Har-
risburg for 17 years. He has
served on the board of the
Rotary Club of Harrisburg
and the Red Land Senior
Citizen Center. He has served
his community as president
of the West Shore School
District Board of Directors
where he served as a director
for eight years. Parthemore is
a member of numerous Ma-
sonic organizations and the
Knights of Columbus.

In his professional life,
Parthemore has been a part of
the family owned business for
more than 25 years with his
father and two brothers. He
is a graduate of Cedar Cliff
High School with a bachelor’s
degree from West Virginia
University and mortuary sci-
ences degree from Cantons-

ville Community College in

Baltimore. He is licensed in-
surance agent and is also cer-
tified to perform eye recovery
by Will’'s Eye Hospital, Phila-
delphia.

Rotary International is a
volunteer organization with
over 32,000 clubs in more
than 200 countries conduct-
ing humanitarian programs
that address today’s issues,
such as hunger, poverty, and
illiteracy. The 1.2 members
donate their expertise, time,
and funds to support local
and international projects.
The Rotary Club of Harris-
burg was the 23rd club in the
world to be organized.

Tell them
you saw
their Ad

FUNERAL HOME &
CEMETERY NEWS

By Steven Palmer

Disaster
Dysfunction

“The conditions in which bodies are being buried is not respecting

the dignity of these peaple.

—Max Beauvoir, Haiti’s Main Voodoo leader, educated at City
College in New York and at Sorbonne in Paris

Archbishop Joseph Serge Miot of Haiti was in his diocese of-
fices, housed at the Port-au-Prince Cathedral on January 12 at
4:53 PM when the 7.0 earthquake struck. The falling rubble
killed the Archbishop whose body was recovered two days lat-
er.

An open casket visitation was held and about two thousand
attended the Funeral Mass. Haitian President Rene Preval was
also present. The 63 year old cleric was laid to rest in Lilavois
Cemetery.

He was one of the few, of the estimated 150,000 dead, who

had a properly scheduled funeral service.
Louis Banatty;, a broadcaster, businessman and US Marine, who
hasahome in Punta Gorda, Florida, died in the earthquake and
is interred in a stranger’s backyard in Haid. His wife Chantal
told the Miami Herald that she wants to bring him back to
Florida.

“No box, no sheet, no nothing. They dug a hole and buried
him in the ground like that.”

At least she knows where he is.

Tens of thousands have been taken to mass graves with families
not knowing where their missing family members are.

Luvie Netus, 76, attended a graveside service for her cousin’s
husband. She told the Miami Herald, “Traditionally we are not
animals, we have funerals. Funerals are important to Haitians.
We expect a coffin and a Mass.”

Haiti’s nine million population practice some sort of voodoo.
Many reportedly believe that voodoo and their Christianity can
coexist.

The Republic of Haiti, a Caribbean country; 10,714 square

miles, is the poorest country in the Western Hemisphere.

After the initial rescue operations it was apparent that those
killed in the earthquake needed to be dealt with. The govern-
ment sent out equipment to scoop the dead from the streets

and cleared destroyed buildings and the dead contained there-
in and took them off for mass burial with the rubble they died

in.

“We just collect them like this” a dump truck driver told the
Wall St. Journal as he pointed to the back of his truck loaded
with decedents and structural debris.

Titanyen, about 20 miles north of Haiti’s capital has been a
cemetery for years. Now it is a dumping ground for the quake’s
dead as are several other areas on the road between the capital

and the cemetery.

Mass outdoor cremations are also being performed. Crema-

tion is not generally accepted in Haiti.

In Port-au-Prince, frustrated survivors have put up barricades
of bodies and rubble to protest the slow distribution of aid.
The reason for the rush to bury this problem is the worry of

disease and epidemic.

In his blog “Jurisdynamics,” University of Louisville Dean
and Professor Jim Chen writes, “Seen in this light, mass burial
is almost invariably wasteful, and in the extreme cases cultur-
ally abominable. It treats victims of disaster as a public health
threat, and public officials gripped by fear-or motivated by

nothing more complicated that an understandable desire “to

do something”- routinely dispose of victim’s bodies with little

or no regard for their families. At a minimum, the efforts put
into mass burial divert resources from survivors in their great-

est hour of need.”

Chen thinks that mass burial, as a matter of public health
policy, is unnecessary. He writes that unsafe food and a lack
of access to safe water, lack of facilities for personal hygiene
and safe sanitation arrangements are much more of a threat

to the public.

Why is the United States not helping in the recovery and identi-
fication of these victims? The host government must ask for assis-
tance. Humanitarian aid was accepted. The Haitian government
has taken control of the mortuary response and has not requested or
authorized any government or private organization to assist in any
way. DMORT (Disaster Mortuary Operational Response Teams)
sent assessment teams in the beginning in the anticipation of be-
ing called and at this writing have sent another assessment team
to attempt to locate and repatriate American fatalities. The Na-
tional Funeral Directors Association has been in constant contact
with US leaders to offer assistance and has attempted to contact
all three of Haiti’s funeral homes that were lost in the earthquake.
Donations of equipment have been collected for Miami funeral
homes who serve Haitian families to be shipped to recovery work-
ers in Haiti. NFDA’s Funeral Service Foundation has been collect-
ing funds through their “Haiti Relief Fund.”

Port-au-Prince businessman and chairman of the charity Food
for the Poor Daniel Rouzier has hired backhoes to dig trench
graves so that the victims can at least be laid to rest with some
dignity.

“You have to understand that it is completely un-Haitian to
dump bodies like this.” Rouzier told the Los Angeles Times, “We
have extreme respect for the dead. And these people deserve a
decent burial.”

After the burial a priest performed last rites and Rouzier placed
holy water on the graves.

“Now is not the time to point fingers,” Rouzier said, “Now is
the time to make things right.”

“Our first concern has to be the living and not the dead.”

—Gabriel Verret, economic advisor to the Haitian president

Haitis religions, especially the “voodoo priests” see the mass

burial as complete desecration. Many believe in zombies, dead
bodies brought back to life by supernatural forces could tor-

ment the living,.

The religions in Haiti are mostly Christian, traditionally Ro-
man Catholic, but Protestant religions, mostly fundamental,
are increasing in popularity. Reportedly more than half of

Steven Palmer entered funeral service in 1971. He is an honors gradu-
ate of the New England Institute of Applied Arts & Sciences. Licensed
on both coasts, he owns the Westcott Funeral Homes of Cottonwood

and Camp Verde, AZ. Steve offers his observations on current funeral

service issues. He may be reached by mail at PO Box 352, Cottonwood,
AZ 86326, by phone at (928)634-9566, by fax at (928)634-5156, by
e-mail at westcott@commspeed.net or through his website at www.
westcottfuneralhome.com.
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By: Continental Computer

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

Products:

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

The Crematory Manager
The Aftercare Manager
Reepsake Publisher
Memorial Designer 3

Accounting Software
Hardware

3 Spanish Versions Available

Contact Us

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

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

CONTINENTAL
COMPUTER CORP.
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AMERICAN PATENT PENDING

PRINT-A-PLATE L.L.C.

NOW
INTRODUCING
OUR NEW

All plates available
in your choice of
GOLD OR SILVER

USA PATENT PENDING
12/176,609

Our system is completely FREE
with your first order of plate materials
e Uses Your Computer And Laser Printer
e Attractive And Durable
e Easy And Economical

The Power of a Personal Touch

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

www.printaplate.com

BRONZE CASKET PLATE

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!

CALL TODAY! 1-888-663-6050
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Hathaway & Clark
Funeral Home adds

New Staff

LOUISVILLE,KY— Hath-
away & Clark Funeral
Home, Inc. is pleased to an-
nounce the addition of sev-
eral new staff members.
Georgia M. Hampton
has joined the staff as a new-
ly licensed funeral director
and embalmer; Robert A.
Grevious as funeral direc-
tor and embalmer; Wanda
O. Grevious as funeral di-
rector; Tracy Tyree as ap-

prentice embalmer and L.J.
Tyree as an associate.
Hathaway & Clark Fu-
neral Home is a family
owned business that has
been operating since 1901.
As Louisville’s oldest Black
owned and operated funer-
al service provider, Hatha-
way & Clark will continue
to serve the community
with care, compassion and

affordability.

Mike Pearson purchases
Jenkins & Newman
Funeral Home

/

By Gary Finch

Preparation Room Sign-in

Sheet Doesn’t Help with OSHA

Some funeral homes have non-employees sign a pre-
pared statement prior to entering their preparation
room. More often than not, this statement was initial-
ly developed by an association or other support group.
Before a beautician, trade embalmer, pathologist or
some other outsider can enter, they must sign the state-
ment.

The statement is essentially a hold harmless clause.
The original intent of this document is to clarify to
OSHA that those who sign it are not employees of the
firm. Therefore, the employer has no obligation to of-
fer them safety training, personal protective equipment
or the free Hepatitis B vaccination series.

Intent aside, OSHA does not recognize broad hold
harmless clauses. This is not to imply that the state-
ment has no value. Indeed it might serve to insulate
the employer in a separate and unrelated liability case.
As to OSHA, it has no value. In some cases, such as
when the employer inserts a “hold harmless” clause into
OSHA’s “Hepatitis B Vaccination Disclaimer”, it might
render the statement invalid and cause the employer to
be cited and fined.

Thus, from an OSHA perspective, these signed state-
ments certainly do not help the employer. Furthermore,
they are unnecessary. OSHA standards are clearly in-
tended to govern minimum safety procedures set by the
employer for the employee. The people asked to sign
“entry statements” are not company employees.

Funeral homes sometimes view beauticians, part
time embalmers, and even housekeepers as gray areas.
Actually, OSHA has published guidelines as to how
they distinguish a true independent contractor from
an employee.

The OSHA method for determining an indepen-
dent contractor is not the same as that used by the
IRS. OSHA does not care if the outside contractor
was issued a 1099 or not. They will ask if the outside
contractor offers services to the public. Do they of-
fer services to other funeral homes or to just this one?
Here, a retired embalmer or beautician working part
time for one funeral home may get issued a 1099, but
OSHA considers them a part time employee if they
just work for one firm.

As a part time employee, if it is determined that they
are exposed, they are entitled to the same safety con-
siderations and benefits as an exposed full time em-
ployee. This is the area where the funeral home em-
ployer should rightly focus. Funeral homes would be
well served by determining which outside contractors
pass this test and which do not. It’s not about having

signed entry statement disclaimers.

"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.

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

Sharon and Mike Pearson

COLEBROOK,NH— Mike Pearson, LFD, a graduate
and faculty member of FINE Mortuary College, LLC:
A Private Two Year College, and his wife Sharon have
purchased the Jenkins & Newman Funeral Home in
Colebrook, NH.

Mike joined the funeral home in 2001 as an apprentice,
and graduated from FINE in Norwood, MA in 2005.
Mike has taught distance education courses at FINE from
his home in New Hampshire for over four years.

When asked about the purchase, Mike said, “We're
very happy to have a family-owned business, and to be
able to stay in Colebrook, We're here to help people
when they need us the most.”

FINE is thrilled for the Pearsons and happy to have
him join the other FINE graduates who have bought
and are successfully managing funeral homes around
New England.

Reinsel Funeral
Home purchases new
Cadillac Coach

‘- '. A L 3

m' : _T o 4
e &
_—

bow

¥

OIL CITY,PA— Joseph
Reinsel, owner of Re-
insel Funeral Home &
Crematory in Oil City,
is shown recently taking
delivery of his new 2010
Cadillac Eagle Coach from

Phil Cauvel of American

Coach Sales, Cleveland,
OH. Phil Cauvel is the
Eagle Coach representa-
tive for American Coach
Sales in Western Pennsyl-
vania and Eastern New
York State. He resides in
Titusville, PA.
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Mark Davis speaks Deathcare on his New Blog, MyLlLifelnDeath.com

SANIBEL,FL— I guess you can say that Mark has been
around the block a couple of times when it comes to his
34 year career in the death care industry. He was 18 years
old back in 1976 when he first cut his teeth working for
one of SCI’s largest funeral home groups at the time, Riv-
erside Memorial Chapels in Miami, FL. Today, he is the
founder and CEO of Veterans & Family Memorial Care,
a public relations and branding company with over 800
family owned funeral home providers in 45 states.

In his blog Mark will express his thoughts, ideas and in-
sight on the people, topics and issues of the day as they re-
late to the “business of death”. He will share many bizarre
experiences and encoun-
ters and will rant about his
niche marketing philosophy,
branding techniques, and
the value added services that
are reshaping the industry.

Mark will share his journey
through the death care indus-
try which began by prying a
deceased 80 year old man o
a toilet in a Miami Beach 3rd
story walk-up. He will talk
about bootstrapping a start-

' up funeral home, growing it
Mark Davis to nearly 700 cases per year
and then selling 10 years later, all in one of the most competitive
business environments in the country. He will discuss his meet-
ings and negotiations with SCI top dogs Bob Waltrip and Bud
Hunter when they made an unsolicited and unsuccessful run
at buying his business. He will speak about the collapse of the
deal to merge his funeral business with one of the nation’s larg-
est Hospices, and how he was just 24 hours away from changing
the face of the funeral industry. Mark is an industry visionary,
innovator and entrepreneur with a dogmatic work ethic and an
unusual and sometimes unpopular point of view.

Over the course of his career Mark has seen and experi-
enced much. He has met with, and talked with everyone from
backhoe operators to architects and funeral home owners to
corporate CEO’s. He has sold millions of dollars in preneed
funeral and cemetery contracts and has developed lead pro-
grams and PR campaigns. He's trained countless numbers
of funeral directors, salespeople and funeral home staff. He
has been privileged to have collaborated and consulted with

Register Books
RB325 6NPC Hunting
RB326 6NPC Fishing

Size: 10"x 7"

Matching acknowledgments and service records
Size: 515" x 814" (unfolded)

AC-325L (Hunting) features“Thank you sincerely” verse.
AC-326L (Fishing) features “Your kind expression” verse.
Blank service records are available 2up & micro-perfed.
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PH: 800-851-4046

Available at

ICCFA BOOTH #332

Box sets and computer interiors are also available.

Acknowledgments are packed in 25's with white envelopes

BASS-MOLLETT

FAX: 800-664-9726
www.bass-mollett.com
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some of the best in the business and has had the misfortune
of crossing swords with some of the worst. Recently, Mark
was honored to have been invited and attend an Executive
MBA class on Entrepreneurial Business Valuation at the Uni-
versity of Pennsylvania’s Wharton School of Business.
Mark has personally arranged thousands of at-need funerals
and has sold everything from direct cremation to the Marcel-
lus Masterpiece. He has shared tears with parents who have lost

young children and has been the cause of tears during preneed
sales presentations (criers are buyers). Mark has arranged fu-
nerals for Catholics and Jews, Muslims and Buddhists, Italians
and Chinese, fallen heroes, celebrities, politicians and mobsters
as well as his own family and friends. He’s a funeral director’s
funeral director, a highly respected mentor and a fearless, enig-
matic leader. In the business of death, Mark has just about seen
and done it all. Please visit Mark at www.MyLifeInDeath.com

A Life. A Loss. A Tear.™

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.

BRAS ?COMPANY

800.252.7277
www.EleganteBrass.com
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What's your vault type?

Finally, choosing a burial vault is simple,
with a personal touch.

Everyone's personality type is unique,
and we all deserve to have a burial

vault that reflects our individual lives.

Trigard’s  Personal Touch program

removes the intimidation factor,
clears the way for confident decisions
and leaves only good choices. The
program asks your families a series
of basic questions about their loved
one in order to select the perfect
personalized vault according to their
answers, also allowing them to choose

styles, colors and appliqués.

PERSONAL TOUCH

A Touch Screen Guide to Selecting a Burial Vault

Sk Call us at 800.637.1992
TR
» & ;

or visit www.trigard.com

J for more information.

Patent Pending. Copyright © 2010 Greenwood Inc.
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Restland Coppell Chapel design is
Warm, Beautiful

The grand lobby of Restland Coppell Chapel

COPPELL, TX— Newly con-
structed Restland Coppell
Chapel located in Coppell,
Texas, celebrated its grand
opening last year. J. Stuart
Todd, Inc. designed the new
facility for Stewart Enter-
prises, Inc. It is a beautiful
12,000-square-foot building
utilizing the Texas Hill Coun-

try Style, consisting of native
stone, masonry and metal
standing seam roofing,

“This facility blends beauti-
tully with the Coppell com-
munity and we are proud to
offer caring, quality service
from another Restland facil-
ity,” said Manager Jill Hef-
ner. Restland Coppell Cha-

Sandra Clark Funeral
Home purchases new

Lincoln Hearse

—

DALLAS, TX— Sandra Clark of Sandra Clark Funeral Home,
Dallas took delivery of her new Lincoln Hearse with oval win-
dow feature. Sandra is an active member of the National Funeral
Directors and Morticians Association. The hearse was purchased
from Muster Associates, Inc. of Calhoun, KY.

New Providers join
Veterans Funeral Care’s
Rapidly Expanding

Network
CLEARWATER,FL— Veter-

ans Funeral Care is proud
to announce that the follow-
ing have joined its ever-grow-
ing network of providers:
Whelan Schwartz Funer-
al Home, Reading PA and
Prasser-Kleczka Funeral
Homes, Milwaukee W1I.
Established in Clearwater
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 providers grow their
business by offering veter-
ans specialized funeral ser-
vices at a reduced cost. They
are also endorsed by The
American Legion of Indi-
ana which is their National
Headquarters.

To find out how you can
become an exclusive Veter-
ans Funeral Care licensee,
contact: Russ Cable at 1-800-
467-7850 or visit www.Vet-
eransFuneralCare.com.

pel is the second facility with
the Restland name, known
since 1957 as offering excep-
tional service to the families
of north Dallas.

The facility is on the grounds
of Rolling Oaks Memorial
Center, which also features
a 2,000-square-foot outdoor
pavilion, 1,800-square-foot
columbarium and landscaped
burial grounds, all designed
by J. Stuart Todd, Inc.

The cemetery is on a beau-
tiful piece of property with
rolling grassy meadows and
natural oak trees through-
out. The exterior of Restland
Coppell Chapel is a com-
bination of brick and Aus-
tin stone, giving the facility
a comfortable, residential
look. A large porte-cochere
guides guests to the main en-
trance. The entryway leads to
a grand lobby, the welcom-
ing focal point of the funeral
home, with its natural wood
cathedral ceiling and stone
fireplace extending from
floor to ceiling. Natural light
flows in from the plentiful
windows, adding warmth to
the facility’s atmosphere.

The two large staterooms
can easily be converted into a
chapel with seating for more
than 150 guests. The chapel
is equipped with a full audio/
video system, bringing up-to-
date technology to Restland
Coppell Chapel. A public
coffee lounge complete with
a kitchen provides space for
catered receptions.

JST Interiors enhanced
Restland Coppell Chapel’s in-
terior with functional design
and vibrant earthen colors of
rust and green to compliment
the building’s ambiance.

In addition, as an added
convenience for families of
loved ones and funeral pro-
fessionals, the funeral home
contains an onsite crematory
which includes a private area
for the family.
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Who was that masked man?
By Mark Lohman

Oh, those thrilling days of yesteryear when the Lone
Ranger and Tonto would sweep into someone’s life fix
the problem and ride off unassumingly into the sunset
and onto their next adventure. 'm guessing that the peo-
ple who were helped by these heroes, never wanted to see
them again: unless, of course, they had another crisis.

“I hope I never see you again.” To a jilted lover, these
words are devastating. To an anguished parent of a way-
ward child, these words cut to the core of their very soul. To
a funeral director, it’s just
another day. Hopefully, we
never take these words per-
sonally. That is, of course,
unless we deserve them.

We enter someone’s life
when they are broken, be-
reaved and bewildered. We
experience emotions they
may have never revealed
to anyone else. They have
exposed their vulnerability
and entrusted us with their
feelings and their tears. We
are what they need us to be, when they need us and for
as long as they need us. Then, they want us to go away
until they need us again.

This became a reality to me a while back when I took
care of a lovely lady. Her son Bill worked in some type
of outdoor occupation and seemed very rough and rug-
ged. As he warmed up in the arrangement conference
he got a little melancholy and teary. We held a beautiful
service for her in our chapel, then out to the national
cemetery. I very ceremoniously put on white gloves and
carried her urn to the table for the service, then back
to the hearse for the burial. Bill had little control over
his emotions and thanked me profusely for the care I
gave his mother and the way I handled her urn. I was
the best thing since sliced bread.

Lest you think I am even remotely patting myself on
the back, please read on.

Several months later I saw Bill and his wife in Wal
Mart. I went out of my way to follow him and re-
connect. After all, I put on gloves and made a big
deal out of his mom’s service. I was the greatest thing

"':1

Mark Lohman
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ATTENTION EMBALMERS
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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 first-come, first-served basis and is limited to the first 300 registrations.
It is open to all licensed or qualified 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 specific 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, Springfield, Missouri 65803, United States of America
Phone: 417-833-5130
For more conference and registration information please e-mail: vrfountain@earthlink.net

since, well, you know. I called his name and he turned
around. “Bill” I said. He looked at me like he didn’t
know who [ was. “I’'m Mark from the mortuary. I took
care of your mom a few months ago.” I was expect-
ing a gushing of praise and thanks and tickertape and
handshakes and gratitude. Maybe even a statue of me
in his front yard.

You know that feeling you have when you are sitting
in the middle of the intersection, by yourself, because
you thought the light turned green? Nowhere to turn

Hear Every Word

Portable Sound Systems For Memorial Services

and nowhere to hide. Kind of like the same feeling when
you say hi to someone that you think you know, only to
realize they aren’t the person. This was Bill. He almost
looked insulted that I would single him out in public.
It wasn’t that he didn’t remember me. He remembered
me all too well. I brought it all back to him; the tears,
the emotions, the loss and the vulnerability. He was po-
lite, but that was about it. No conversation, no nothing.

I quickly retreated, found my wife and stayed close.
CONTINUED ON PAGE A18
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Funeral Service Foundation to report Research Findings

BROOKFIELD,WI— From the consumers’ perspective, most fu-
neral homes are pretty much all the same. All funeral homes offer
burial, cremation and pre-planning services, they carry an inven-
tory of caskets, vaults and urns, and they offer similar forms of
personalization. Even facilities tend to be very similar within a
community. So at the most fundamental level, the greatest differ-
ence between funeral homes are the individuals that work there.

G. BURNS CORPORATION

Removable Silhouette Landau Bars
and Removable Name Plates

No side panels Build a van floor

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

Call Don McClintock 1-800-465-7718

Visit our NEW website www.gburnscorp.com

Market research consistently reports that the second most often
volunteered reason given by consumers for preferring a funeral
home is knowing or liking someone on the staff.

In recent years mortuary school classes have become in-
creasingly divergent,

+ Some students are right out of high school while oth-
ers have graduate degrees.

« Some students have never worked in a funeral home
while others have spent their entire lives working in
funeral homes.

« Some students are in their second career while others
have never held a full time job.

Because the mortuary students have such divergent back-
grounds, some students are better prepared for work in a fu-
neral home than others. The best funeral directors, whether
recent graduates or experienced funeral directors, often mi-
grate to larger funeral businesses for better benefits, regular
hours and other forms of compensation.

Smaller volume funeral businesses are often faced with lim-
ited choices when hiring funeral directors. This factor con-
tributes to lower pay for these individuals, which contributes
to many recent mortuary school graduates leaving the profes-
sion early in their career.

Because qualified individuals serving as funeral directors is
fundamental to the health and prosperity of the funeral pro-

fession, the Funeral Service Foundation commissioned a
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comprehensive research study to investigate the Recruitment
and Retention in the death care profession. The objective of
this comprehensive study is to learn funeral directors’ atti-
tudes toward work and career, how people are recruited into
the profession and the factors that contribute to their suc-
cess in the profession. Also, how the recruitment process can
be improved to attract more and better-educated students to
mortuary schools.

The FSF Board of Directors believes that smaller volume,
independent funeral firms, which represent the foundation of
funeral service, will benefit the most from attracting more quali-
fied individuals into mortuary schools. Accomplishing this is a
matter of elevating the profession’s efforts to attract people.

Information for this study was collected from:

+ Working Funeral Directors

+ Funeral Home Owners and Managers

* Mortuary School Administrators

* Mortuary School Students

+ Adults age 18-29, including college students and graduates

The study was conducted from December 2007 through
June 2009.

In addition to the Recruitment and Retention study, the
ESF also funded a study by Dr. Thomas Shaw, a licensed
funeral director with practical work experience and an in-
structor in the Southern Illinois University Mortuary Program.
The purpose of Dr. Shaw’s project was to study personality
and workplace characteristics that would contribute to the
development of a personality matrix to be used in identify-
ing individuals that will derive intrinsic rewards from helping
families through the loss of a loved one.

The Recruitment and Retention study also considered the
results of a study conducted by the New York Funeral Direc-
tors Association to determine the work satisfaction and reten-
tion of licensed funeral directors.

‘The Foundation wants to share the research findings with
the Death Care Profession.

The Funeral Service Foundation Board of Directors believes
the research findings must be promulgated to the profession
for the research project to be a success. This will be accom-
plished through a series of articles published in the death
care industry publications. The articles will be compiled into
a book that will summarize the research study procedures;
present the research findings relative to the personality types
most likely to find funeral director work rewarding and the
best places to find these individuals. The book will include
interviewing and selection tools to assist the interviewer and
the applicant in identifying the applicant’s personality traits
that would contribute to their long-term success and satisfac-
tion with a career in funeral service. The interview tool will
include the questions derived from Dr. Shaw’s study.

In addition to the published articles and book, the Funeral
Service Foundation is making the findings available as a pro-
gram for conventions and conferences. The Funeral Service
Foundation Board of Directors based upon a competitive re-
quest for proposals selected Glenn Gould. Glenn will author
the articles and book, and is available to make presentations at
state and national association conventions and conferences.

‘The Funeral Service Foundation (FSF) is a national public
grant making organization with a mission to raise awareness
of the important work of the funeral profession, and to pro-
vide resources for:

+ Career and professional development
+ The support of funeral service and allied professions
 DPublic awareness and education

‘The FSF works on behalf of all aspects of death care, includ-
ing independent and corporate funeral service, the vendor
community and to the lives of the individual families served
by the profession.

Funeral Service Foundation grants are available to those
within the death care industry, as well as organizations that
work in concert with the goals of funeral service, primarily
in the areas of grief and bereavement support.

For more information on the FSF “Recruitment and Reten-
tion” research project contact the Executive Director of the
Funeral Service Foundation, Celi Clark Haga, at cclarkhaga@
funeralservicefoundation.org or telephone 877-402-5900.

Who was that masked man?

Continued from Page A17

I 'was a cop for twenty years before I found this profession.
They taught us in the academy that if you recognize a fel-
low officer out in public, away from work, let him be the
first to acknowledge you. We never knew if someone was
working undercover and we might ruin an operation.

Sorry Bill. Next time, I won’t blow your cover, and I defi-
nitely won’t take is personally.

Hi ho Silver, away.

Mark Lohman (FDR 3147) is a licensed funeral director with England
Family Mortuary in Temecula, California. He spent 21 years as a police
officer before retiring and finding his new found passion in the funer-
al profession. Mark loves meeting with families and adding a person-
al touch to every service. He lives in Murrieta, California with his wife
Peggy. They have five children and two grandchildren.
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Remembering when I first entertained the notion of getting in-
volved in the Death Care Industry flushes me with an overwhelm-
ing sense of growth and accomplishment. Growing up in a family
that owned and operated funeral homes, it was not a far stretch to
consider. I attended my first state convention in 1991, shortly after
graduating from Gupton-Jones College of Funeral Service in At-
lanta, GA. What an overwhelming arena. There were men, every-
where, dressed in dark suits and all sporting a distinguished air about
themselves. Their conversations included a myriad of topics related
to their practices in funeral service. Sure, there were a few women
sprinkled throughout the scene, mostly wives. For the most part I
was in a man's world and it was apparent. This was probably one
of the most intimidating scenes of my, young, 20 years of life.

Now, nearly twenty years later, I remember those days often.
When speaking with other women in funeral service, I frequent-
ly make the comparison from then to now. The past two de-
cades have seen a measureable transformation in funeral service.
Women are entering this profession at a rapid rate. As for licens-
ing, women are almost equal in numbers. Be it succession or her
nurturing interest, women have been thrust to the forefront of
the Death Care Industry. From funeral home owners and opera-
tors to chairpersons and members to National and State boards,
women have established a notable presence. Actively function-
ing in the offices of state associations, industry Fraternities, sales,
marketing and many other aspects of this industry, her profes-
sional talents, for the most part, have been embraced.

As personal testimony, succession was the ultimate lure. Shortly
after graduating from college, I received a summons from my
grandparents to relocate and “help” with the family businesses,
two funeral homes. Now a third generation funeral director and
embalmer, my founding grandparents having passed away, I find
myself the part owner and operator of the funeral home. I knew
from early onset, this would be my life’s calling.

My professional commitments have afforded me the opportu-
nity to travel across the country making the acquaintance of many
within this industry. Amusingly enough, as women, the story is
oftentimes somewhat similar. It was not the initial profession of
choice, but the loss of a founder or owner created a need. There
is a common understanding amongst women that we serve and
function in a profession that has long been led by our male coun-
terparts. It is also understood that although this to no fault of any-
one, we must work hard to overcome perceptional challenges on
a daily basis. I find that many women are now carrying on the
family funeral business when a husband, father or, like myself,
grandfather has passed on. I am grateful that my grandfather saw
the need to get me in place long before his passing. I was prepared,
experienced and accepted in his absence. This is not always the
case for some women. Women in the Death Care Industry are
met with the same, familiar, professional challenges of the “every-
day” working woman. In conversations throughout the country,
women express some levels resistance when functioning in lead-
ership roles of the industry. In some areas, it is still revered that
men are to take charge of all funerals and women should reframe
from leadership over their male counterparts.

I have heard from women of incidents where they, as own-
ers, managers and licensed directors, have been nudged and en-
couraged to allow their male employees take lead on the funeral

because it is more acceptable.

sitions have expressed re-
sistance from their male
counterparts. A dogmatic
approach is non-effective,
but so is uncertainty. Be
prepared to stand on your
leadership values.

. Don't get caught up in

“power struggles” Don't
allow someone else’s ego
to lead you astray. Know
your role and your re-
sponsibilities.

. Consider your physical

appearance. Your profes-
sional attire should be just

Carole Jones Banks

that “professional”. It’s difficult for anyone to respect you,
or your authority, if your appearance is a distracter and does

appropriately warrant it.

. Avoid verbal (and physical) confrontations. Be clear on

points. Take caution to limit dialogue that is not healthy to
the situation. If a verbal situation appears to escalate, seck a
tactful exit by ending the conversation.

. Avoid criticism that is not helpful or constructive. Do not

give, nor accept, criticism if it fails to remedy a deficiency in a
respectful manner. Again, I encourage you to seek a tactful exit
from any conversation that becomes potentially volatile.

. Grow, Grow, Grow. Always seck to stay on top of this pro-

gressive industry. Know what's working and what's not. Grow

your skills and seek to improve.
. Maintain a healthy and professional relationship with your

male counterparts. Avoid personal relationships that can turn

Fixed p

sour. Keep lines of com-
munication open by con-
veying, clearly, your pro-
fessional expectations pro-
fessionally. Identify your
prospective roles and do
not allow boundary lines

to become obscured.

. Don’t be Defensive. As

women, we sometimes as-
sume that our male coun-
terparts prefer not to be
under the reign of a female.
This presumption is not al-
ways the case. Don't predis-
pose yourself to conflict by
building walls with antici-
patory stereotypes and ex-
pected behaviors. There are
men who, not only respect
but appreciate women in
this industry and they will
work diligendly to give the
best of themselves-no mat-
ter who is in charge.

No need to call for changing prices!
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“Perspectives” Gender and Ethics in the Industry (Part 1)

t us for more
information or

FHEE Llll'\r”'!(i'-. J.‘:‘!'

Page A19
By Carole Jones Banks, LED/EMB

10. Work. Don't Sweat the Small Things, just Work. Remember,
you are in the Death Care Industry because you care about
others. The family at hand is the first and foremost concern.

Whenever possible, lend consideration to these ten steps. Your
day will be less stressful, your work relationships enhanced, and
ethically, you will be appreciated, respected and a noted value to
the death care industry. Conflicts, of anyone’s fault, only impede
performance. Working to minimize them will create a productive
work environment. Women, have you ever wondered how the
mind of your male counterpart in the death care industry works?

Isityou? Is it him? Or, maybe, it’s just two different points of view

that, with a cohesive approach in understanding, create ONE

GREAT PHILOSOPHY INTHE DEATH CAREINDUSTRY.

In the next edition Shun Newbern, CESP, BS will observe a male

view of “Perspectives”, Gender and Ethics in the Industry.

Carole Jones Banks is an embalmer, third generation operator of Jones
Unity Funeral Home, Monroeville, Alabama, member of the Alabama
Board of Funeral Service and Instructor at Bishop State Community College,
Department of Funeral Service. She can be contacted at cbanks@bishop.edu
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Although some may agree, the
majority of women I've spoken
with feel strongly that their cre-
dentials, experience and desire
afford them the same roles as
any other professional. For
years, men have exclusively
been the expected provider of

(805) 650-6944 «

Tniple # Company
PO. Box 5790

Ventura, CA 93005-0790

(800) 252-3444

Fax (805) 650-6444

—m www.triplehcompany.com

service to the grieving commu-
nity. Do we as women play a
role in our acceptability and
gained respect? That’s a de-
bate for another day. We can,
however, offer positive means
to create and foster a healthy
work environment. Here are a
few tips on how, as professional
women in the death care in-
dustry, we can gain and main-
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tain the professional respect of

their counterparts:

1. Always strive to be the
best at whatever it is you
are doing. As with any
profession, you should
strive to put forth your
best efforts, without tak-
ing shortcuts and accept-
ing sub-standard results.
This will encourage pro-
fessional respect.

2. In leadership, be willing
to listen to ideas of others
but be confident enough
to make the final decision.
Women in leadership po-
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Preventive Methods for Body Mix-Ups

One of the most heart wrenching moments is when the family
turns to you and says, “That is not my loved one.” As funeral pro-
fessionals, our first thought is that “This family is going through
the grief process, before accepting their loss.” And the second
thought is “Oh not again, that darn apprentice embalmer has
managed to disfigure another face.” We have all had to respond
to a family who has made similar statements. It is not an easy
task. Over the past year there have been multiple situations in the
media concerning a mix up at the hospital or medical examiner’s
office, but there are resolutions to prevent a horrendous event.

More recently a mortuary in Denver, Colorado had a dece-
dent mix up involving two decedents that were in their care
—an in house error. How does that happen? What is the duty
of care and the standard of care concerning the removal and
quality control management of the funeral home? As an expert
consultant and witness, I have supported the plaintiff and the

S ey

By Kristan Dean

Today while I watch the snow fly I realize that
when this article comes out it will be March. Time
to get ready for Spring: the season of growth and
new beginnings, the time of year when so many
begin to plan and get ready for gardening. It is the
perfect time for you to help families create their
own memory garden or, if you are able, to build a
Community Memorial Garden to celebrate all their
loved ones” memories.

The question is can you dedicate a space in the
yard of your funeral home or cemetery to a garden
where the families you serve and those in your com-
munity can visit and possibly spend time tending?

Will you consider Angela England’s suggestions,
in her article “Creating a Special Memory Garden”
from suite101.com. She recommends “using their
birth month plant.” These are twelve flowers that
include: January - Carnation, February - Violet,
March - Daffodil, April - Daisy, May - Lily of the
Valley, June - Rose, July - Larkspur, August - Gladi-
olas, September - Aster, October - Calendula (the
Marigold), November - Chrysanthemum, and De-
cember - Narcissus (the Daffodil).

Wondering what you can plant this early in the
season? Consider reading Darlita Arnold’s article
“What do I Plant in March” from Q&ATimes at
http://www.theqandatimes.com/artman/publish/ar-
ticle_549.shtm. She writes that March is “an opti-
mum time to plant many perennials, trees, shrubs,
evergreens, cool season vegetables, perennial herbs,
and cold tolerant annuals.”

Want to celebrate National Nutrition month?
Plant a vegetable garden. Looking for a place to
start? Consider Darlita’s advice: “Cool season veg-

etables must get established and do most of their
growing before warm temperatures arrive.” She
notes that March is the best time to plant “broc-
coli, Brussels sprouts, cabbage, carrots, cauliflower,
kale, leeks, lettuce...and turnips.”

Just remember to consider your climate and frost
season before planting your first seed. This makes
your local garden shop one of the best places to get
advice.

Not able to dedicate space at your funeral home
or cemetery? No worries. There are numerous ways
that you can help bring this idea to life. Is there a
community garden in your area? Consider asking
its members to dedicate a small part of their garden
to this project. No community garden? Ask your lo-
cal garden shop if they might be able to help secure
and care for a small garden.

Not able to facilitate a community garden? Con-
sider helping individual families plant their own.
Send the families you serve a note with packet of
seeds of the flower that symbolizes the birth month
of the one they love. If you are able to do a bit more
consider inviting members of your community to
a “seed swap” where you can give each family seeds
for the plant you see in their garden. Looking for
help putting the seed swap together? Enlist your lo-
cal garden shops and landscapers.

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.

In 2000 Kristan Dean began working with her family to bring
Merry Christmas From Heaven® to all who need the gifts’ mes-
sage of Comfort, Love, and Faith. Today she is the Vice President
of Marketing and one of the primary members of her family's
Bereavement Ministry.

Thanks, in great part, to the thousands of funeral directors and
retailers nationwide who make Merry Christmas From Heaven® a
part of their communities, countless numbers of families reach out
to their family every year. Their bereavement ministry helps families
realize that those in Heaven live forever in our hearts. Their love is
with us always.

Prior to Mooney TunCo, Inc. Kristan worked with companies nation-
wide helping them build revenues by creating greater sales opportuni-
ties through the use of sales intelligence and marketing alignment.

By Shun Newbern, CFSB BS

defendant in these issues and most of the time the mortuary
felt that they are too small to be concerned about toe tags and
identification bands. That is frightening.

Personal relationships of trust are very valuable. The late Presi-
dent Nixon made it most clear when he said “Trust, then verify.”
Those that are releasing loved ones to the mortuary can get it
wrong, from the convalescent home, hospital, another mortuary
and also the coroner/medical examiner. The mortuary removal
staff must verify the ID to every possible extent, not just the tag
that is on the outside of the pouch. Once the body arrives into
the mortuary, the funeral director and the embalmer must con-
tinue the verification process.

How many disasters have
we experienced in the United
States that signify the amazing
risk of having a dead body in
our care? Funeral homes catch
on fire, have floods, go bank-
rupt, get invaded by thieves,
are destroyed/damaged by
acts of God and so on. There
was a case in California where
the mortuary had multiple vi-
olations over a period of time
that led to the establishment’s
license being revoked, which
obviously resulted in imme-
diate closure of the business.
The county coroner was notified to retrieve the decedents un-
til the next of kin was notified, then the nightmare continued
- most of the bodies had no form of identification.

You must verify the ID at every possible level, particularly if
there is a direct cremation or direct burial. When should the
family or the next of kin identify their loved one? Wow, you
ask such good questions. Often in the funeral profession, there
are conditions that are very poor and are a great challenge (ask
any embalmer they will tell you). Those conditions include,
but are not limited to, facial trauma from an accident, edema
from sustained life support, a gunshot wound to the head, or
lacerations to the face and hands. When the loved one arrives
into our care, is when we are aware of these conditions. Com-
munication with the family is a must in every arrangement to
determine the families’ expectations after embalming.

Great customer service begins with great listening skills.
Hearing is one thing, but listening and mentally absorbing the
thoughts as someone is speaking is another thing. They may
say, “She loved her long flowing hair” and not thinking that
under the bandages the hair was shaved due to cranial surgery.
“He was known for his mustache and distinguished sideburns”
a family might recall, however the trauma has disfigured the
decedent. By listening to their expectations you can support
them by offering an identification. This is often very unpleas-
ant for a grieving person to observe poor conditions before or
after embalming; however, it articulates the required time and
skill that the embalmer needs to sanitize, preserve and attempt
to restore the decedent. If families really understood the dedi-
cation that is involved in embalming, they would have a bet-
ter understanding of its value.

The family should be informed and given multiple options to
identify the decedent when they are in the care of the funeral
home. Have the next of kin give written consent, to personally
identify or to designate a representative to identify their loved
on a video monitor, private room identification or by photo.
If they accept or deny the option to ID, document that de-
cision. This resolution can also be used to build trust in you,
and the art of embalming to provide the best possible memory
picture. At this stage they can observe the amount of trauma,
see any possible problems that can result, give instructions for
facial hair, hair styles, and most importantly build trust that
the mortuary has the correct loved one.

Written expressed permission should be obtained prior to tak-
ing photos before performing embalming of problematic condi-
tions. If the family cannot be contacted prior to taking photos,
a detailed embalming report should be prepared explaining the
decedent’s condition before, during and after the procedure.
Preparing an embalming report for non-embalmed cases is also
good. At this phase the embalmer can document surgical scars,
tattoos, eye color, amputated limbs, etc. as ways of identifica-
tion. The next of kin should be informed of your efforts to reach
them prior to taking photos. We should always be truthful in
business. Lying can be taken as “willful misconduct.” This un-
acceptable behavior to deceive the family is never tolerable.

The open casket does not act as a form of closure, but it is
a part of the acceptance of the death, toward the path of the
grief process. The open casket helps the family confront the
reality of death. The truthfulness of our profession lays in part
in our efforts to do our best to serve our families. Identifica-
tion has not been verified until the next of kin personally sees

their loved one, because seeing is believing,

Shun Newbern, CFSP, BS, is an embalmer for Rose Hills Mortuary, Whittier,
CA. and expert witness. He serves as an expert witness, consultant and speak-
er on relatable issues. Shun has revised and reprinted a practical training man-
ual “Establishing a Standard of Excellence in the Removal Procedure” that has
been implemented worldwide in funeral practices. He can be reached at shun-
newbern@aol.com or visited at www.shunnewbern.com.

Shun Newbern
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Grand Opening of St. James Funeral

Home South

ST. JAMES,NY— Despite frigid tempera-
tures, the day was bright, sunny and filled
with joyful warmth as the Maher family
opened the doors to St. James Funeral
Home South, a labor of love more than
two years in the making.

A crowd of 1000 lined up outside on
January 9, 2010 as Kenneth Maher Sr.,
along with his wife Betty and children Ken
Jr. and Kerry, welcomed each guest and
proudly showed them into the state-of-the-
art building, now the largest
funeral home in all of Suf-
folk County, Long Island.

As a bagpipe player fin-
ished a hauntingly beauti-
ful solo to honor the Ma-
her’s Irish heritage, master

Family’s dream
becomes reality as
largest funeral home
in Suffolk County
opens its doors

of ceremonies Brother Fran-
ciscus Rowles welcomed the
gatherers. Fr. Gerald Ces-
tare prayed with poignant
words: “Dearest Father in
heaven, we ask that You
bless the Maher family. So
many times they have stood
with us in our grief. They
have dried our tears and
healed our wounds. They
are no strangers to grief,
yet their powerful witness
and example of faith have
strengthened us.”

In his remarks, Ken Sr.
told the crowd: “You have
entrusted your loved ones
to us for all these years. You
have become our families,
and we are so grateful for
the love you have shared
with us. This is not our fa-
cility; it is dedicated to all
of you.” Indeed, the hand-
painted arch above the en-
tryway speaks from the
family’s heart: “Welcome to
our home.”

Kerry and Ken Jr. both expressed their
heartfelt thanks to everyone, with Kerry say-
ing, “My sister was such a big part of turning
this into a reality. We will always be here for
you, as you have been here for us.”

Ken Jr. noted that the input of the com-
munity was key to the planning of the new
building. “We thank you for telling us what
you've hoped for and needed for the near-

ly 40 years that we have served you in our
CONTINUED ON PAGE A29
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Consumer guide.

Visual reference.

Wilbert's Cremation Choices* Catalog has been honored the past five years for its
outstanding content and intuitive design, both within and outside of the industry.

An indispensable tool for funeral

To receive your complimentary

Ken Sr. tearfully acknowl- - renie

edged the one person miss-
ing from the crowd: Aely-
sche Maher, Ken and Bet-
ty’s daughter, who passed
away on Oct. 4, 2007.

“Aelysche was very in-
volved in our dream of
opening this new build-
ing,” said Ken. “I know she
is with us here today.” Betty
added, “You have humbled
and amazed us with your
support and love, through
good times and bad. We
love you all.”

professionals, the consumer focus

of the catalog helps educate families -

about cremation and illustrates the

importance of tribute in celebrating & i

a life and coping with grief.

There may be other cremation
product catalogs available, but why

copy of the 2010-2011
Cremation Choices catalog,
contact your local Wilbert
Licensee or email your request
to more-info@wilbertonline.com

settle for imitation? It's about choices. Cremdﬁon Cﬁﬁices

Cremation Choices.

Exclusively byW
ilbot:
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Take Advantage
of Your
Casket & Supplier
Discounts!

Insurance Assignment Claims Paid

WITHIN 24 HOURS OF VERIFICATION!

Reduce Your Receivahles!

BETA CAPITAL CORP.

CALL TOLL-FREE: (800) 430-793%
Fax: (757) 488-1315
Visit: www.betacapitalcorp.com
John Hudson - Marketing Director

(L to R) Cremations America Business Partners Gus Camacho, Jr.
and Nolbert Sedefio.
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Front of the Business and Entrance

The Arrangement Office

CORAL GABLES,FL— With over
20 years experience in the funeral
industry working for major funeral
homes in New York City and Mi-
ami, Gustavo “Gus” Camacho Jr.
has decided to venture on his own
and specialize in Direct Cremations
in Miami. Gus Camacho Jr. and his
new business partner, his father-in-
law, Nolbert Sedefio, have opened a
Direct Disposal Establishment of-

The Lobby of Cremations America

fice in Coral Gables.

“Everyone that’s been in this busi-
ness has seen the changes from tra-
ditional funerals to more accep-
tance of cremation, whether for fi-
nancial reasons or the preference of
the dearly departed,” said Mr. Ca-
macho. “Cremations have increased
dramatically in the past decade and
we have to service the needs of the
industry and our community.”

Cremation

Answers

By Ronald Salvatore

Matthews

CREMATION DIVISION

Internal Identification

Recent Headlines:

“Connecticut Funeral Home Accused of Crema-
tion Mix-up”

“Family Says Funeral Home ‘Lost’ Their Mother’s
Body”

Mistakes like these are not as infrequent as we
would like to believe, and are often the result of
sloppy paperwork, inattention to detail, invalid
assumptions, poor internal communication and,
most importantly, the lack of specific, written pol-
icies and procedures for the identification of the
deceased while in the care of the funeral home or
crematory..

These mistakes are horrific for the family and an
absolute nightmare for the funeral home or cre-
matory owner. Even if ultimately proven that the
mistake was not that of your firm, but say of the
hospital, coroner or other, do you think for a mo-
ment that the retraction or follow-up article (if
there is one) absolving you and your company will
make the front page of the local paper? Regardless
of who is ultimately responsible, your business and
reputation will suffer, and you will have to defend
yourself and this is costly.

The importance of ensuring that the deceased is
properly identified and tracked from the moment
the body is picked-up and brought to the funeral

home or crematory, to the point of burial or crema-

The Direct Disposal Establish-
ment has been named Cremations
America, LLC in memory of Mr.
Camacho’s late grandmother, Ma-
ria ‘America” Ortiz.

Mr. Camacho and Mr. Sedefio are
fully dedicated to the responsibility
that comes with this difficult pro-
fession. They are ready to serve the
community in which they work as
well live.

Issues and

tion and the subsequent returning of the remains
to the family cannot be over emphasized. Every
funeral home and crematory needs to have an es-
tablished system of procedures that ensures proper
identification regardless of size and volume.

In my 20 plus years in the cremation industry,
I have seen many different identification systems
within crematory facilities, but in funeral homes
the norm seems to be a simple marker board with
the name of the deceased, the casket or container,
place of service but little other information. Few
have any type of identification on the deceased
other than maybe a tag from the hospital.

To establish an identification system for your fu-
neral home or crematory, start by contacting oth-
ers in your state and review what they do. Most
will be glad to share with you their internal iden-
tification procedures along with the rationale be-
hind their decisions. Next month we’ll begin to
build our own identification and tracking system

that you can also use as a guide.

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

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

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

With over 100 years of combined experience and nearly 3000
installations, the Matthews Cremation Division is acknowledged
world wide as the foremost experts in the cremation industry set-
ting standards in cremation equipment design, manufacture, ser-
vice and supplies. This column is dedicated to the further education
of cremationists, funeral directors, cemeterians and other industry
professionals.

Carmon Community
Funeral Homes and Grief
Specialist introduce “New
Day Counseling Center”

Debbi Knox and John C. Carmon

AVON, CT— After the death of a family member or friend,
the grief can become overwhelming. But many don’t know
where to turn for bereavement support. That's why Carmon
Community Funeral Homes is expanding its follow-up care
programs by introducing New Day Counseling Center.
New Day Counseling Center is a partnership between the
Carmon family and staff and Debbi Knox, MS, MFT, a Cer-
tified GriefRecovery® Specialist and Family Therapist. The new
center is located next to Carmon Funeral Home & Family.
“We created this new program with Debbi Knox to meet
the bereavement needs of families that our family and staff
serve in our nine Greater Hartford locations, and we in-
vite anyone else in Connecticut who is seeking support
after the death of a loved one to take advantage of this
resource,” explains John C. Carmon, CFSD, President of
Carmon Community Funeral Homes and a past President
of the National Funeral Directors Association and the Con-
necticut Funeral Directors Association. The family-owned
funeral homes have been serving Connecticut for 64 years.
“For more than a decade, we have offered support pro-

grams for adults, teens and children through Marys Place,
CONTINUED ON PAGE A32
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Aaron and Burney Bivens Funeral Home is a New Venture in Orange Park, Florida

ORANGE PARK,FL— Bur-
ney Bivens, a practicing at-
torney, joined his son, Aar-
on, in mortuary school in
2006 before the father and
son team opened a funeral
home in Orange Park in Au-
gust 2009. Mr. Burney Biv-
ens maintains his law office,
established in 1982, while
holding the title of Funeral
Director in Charge for the
new venture.

The Messrs. Bivens began
their planning process in
2005. Wanting to have a vis-
ible presence and convenient
location, they scouted their
town and settled on a vacant
hardware store on one of the
city’s thoroughfares. In time,
they expanded their vision,
demolished the building and
erected a new 14,500 sq. ft.
facility.

Interestingly enough the
entire venture became father/
son throughout: Aaron and
Burney Bivens; Thor Hei-
nrichs Architect father and
son, Thor and David; and
Duncan Stuart Todd who
had been in business with
his architect father, the late J.
Stuart Todd. Aaron Bivens is
all in favor of families work-
ing together.

The preparation room was
entrusted to the expertise of
Duncan Stuart Todd, Ltd.,
the Preparation Room Spe-
cialists. The Bivens had giv-
en much thought to the prep
and dressing rooms and sub-
mitted their ideas to DST
who was able successtully to
incorporate them into a total
Premier Source design plan.

Mr. Aaron Bivens, Manag-
ing Funeral Director, com-
ments on the ease of use of
all of the equipment in the
3-station embalming room.
He calls special attention to
the cabinetry and safety fea-
tures such as the overhead
body and table wash, emer-
gency shower and swing
away eye wash which he
appreciates. “They are there
for use if needed,” he com-

Aaron and Burney Bivens Funeral Home

ments, “but not in the way.”
“The ventilating system is
great and the separate dress-
ing room with overhead lift
is very functional,” he con-
tinues.

The Bivenses are proud of
their new funeral home with
its chapel holding 180 per-
sons and two viewing rooms
that can open to accommo-
date large gatherings or serve
two viewings with 85 visi-
tors at the same time.

A published article in a lo-
cal newspaper quotes Bur-
ney Bivens, who is Afri-
can-American, as saying he
wants to dispel the idea that
the new funeral home will
serve primarily the black
community. “We will serve
the entire community with
the same high degree of pro-
fessionalism and commit-
ment as we have done over
the past 27 years in the law
practice.”

Burney Bivens has served
the North Florida region
in various capacities, most
recently as a trustee at Bet-
hune-Cookman College, and
a member of the Penney Re-
tirement Community Board
of Directors. He is a veteran
of the U.S. Navy and U. S.
Marine Corps.

Aaron Bivens was graduat-
ed from Bethune-Cookman
College with a bachelor’s de-
gree in business administra-
tion. He has an associate’s
degree in funeral service from
Florida Community Collegein

Jacksonville and is a member

= esSeal

SYSTEMS

of the National Funeral Di-
rectors Association.

Aaron and Burney Bivens
Funeral Home is located at
529 Kingsley Avenue, Or-
ange Park, Florida 32073.
Telephone 904-264-1233.
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Burney Bivens in the new preparation room.
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New England Cremation Supply Co.
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Stradling to purchase Roseboro Funeral Home

(L to R) Standing: Janice Stradling and Tom Stradling. Seated: Jennifer Stradling, James Stradling,
Matt Stradling and Nicole Stradling. (Photo by Lulubelle Photography)

DENVER,CO— One of the Ephrata area’s
longest-running businesses is currently
ironing out a deal that would greatly ex-
pand its territory.

Stradling Funeral Homes Inc., a fami-
ly-owned company which has branches in
Ephrata and Akron, has announced it is
purchasing the Roseboro Funeral Home
in Denver.

The family-owned Roseboro Funeral
Home has been a fixture in Denver, serving
the community for more than a century.

“We know the Roseboro family very well
and we know the facility very well,” said G.
Tomlinson “Tom” Stradling ITI, owner of
Stradling Funeral Homes. “What we like
about it is that it's a small community, fam-

successful.
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The Basics of
21 Century
Embalming
(Preservation)
Technology
(Part 5)

By John A. Chew

Multi-purpose temporary preservation is a process
that involves the replacement of natural fluids in the
body. This is carried out by injecting a neutralizing
formulation which inactivates the digestive enzymes
at the cellular level. This allows a flexible time line
for visitation up to six days with a possibility of as
many as nine days. This time line is being studied
and tested for a typical visitation period and the
Green burial movement.

When we disrupt the natural degradation phenom-
enon, we slow down the natural chemical metabolic
processes. This disruption also slows down the nat-
ural physical changes and is the basis of alternative
technology as part of the funeralization offering
(visitation).

Variable factors such as temperature, Ph, body
mass and chemical saturation of the tissue are all
important considerations for temporary preserva-
tion. A part of this equation is the interaction with
potential intrinsic and extrinsic hazardous micro-
bial digestive enzymes. In many cases, refrigeration
may not be available so an air conditioner which
has a low temperature control range of between 35
and 60 degrees F may meet the need in cooling the
body prior to preparation.

Enzymes are very fragile due to their specific inter-
action during life. These same enzymes are respon-

sible for the autolytic destruction of the cells at
death. By artificially cooling the body, the practi-
tioner is simulating natural algor mortis (the cool-
ing of the body to its surroundings).

At this point, we can observe that following death
many human bodies do not undergo radical visual
changes for 10 days. This can be due to many vari-
able factors such as seasonal environmental condi-
tions.

Decomposition begins at the time total molecu-
lar activity ceases. This varies at the cellular level.
Multi-purpose chemical composition is formulated
to interact on contact with the cells that make up
the tissues and disrupt, not eliminate the various
modes of the decomposition process.

Multi-purpose technology is based on long es-
tablished fundamental concepts and practices used
by many licensed practitioners. The idea being to
establish a well-balanced approach to temporary
preservation and to meet current needs of the pro-
fession and environmental concerns.

We must remember that all recommendations are
proven and tested starting points for the preser-
vation process. The sum total is to provide a safe
working place for you the practitioner, to meet
the emotional needs of the public and the envi-
ronmental needs of mother earth.

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.

ily business that’s run a lot like ours is.”

The facility, located at 533 Walnut St., will
be called the Roseboro Stradling Funeral
and Cremation Services Inc., Tom said.

“It won't be a separate entity, it will be in-
corporated into our business,” he said.

The decision to keep the Roseboro name,
Tom said, was to honor the service and
hard work of the owners who made it so

“There’s alot of respect for Ralph and Ann
(Roseboro) and the legacy they have there,”
he said, referring to the current owners.

George T. Stradling Jr. started Stra-
dling Funeral Homes of Akron in 1953 to
provide services to the community. Tom,
George’s son, joined the business in 1970

and was instrumental in
opening a second location
in Ephrata in 1977.

Now, the two branches are
owned and directed by Tom,
with assistance from three li-
censed funeral directors, his
sons, James and Matthew,
and Daryl E. Steele.

Adding to the family atmo-
sphere is the work of Tom’s
wife, Janice, and Jamey’s
wife, Jennifer, who keep
the busy business running
smoothly. Matt’s wife, Ni-
colle, will also join the staff
when she becomes an em-
ployee this spring.

Tom said that although
Steele is not an official fam-
ily member, he has been an
integral part of the funeral
home for 16 years. Jamey,
as James is known, has been
with the funeral home for
more than eight years and
Matt has been with the com-
pany for six.

Jamey, the eldest son, will
be the supervisor of the new
Denver location, but all four
directors will serve families
at the three facilities. Jamey
said much of what people
have come to expect from
the Roseboro family will re-
main a fixture of the funeral
home.

“The real difference is our
personalities,” he said. “It’s
not that we do anything
different, were just going
to incorporate our service
styles.”

“The truth is, when fam-
ilies call upon us they tell
us what they want,” Tom
added. Tom said Ralph and
Ann will be “connected on
a limited basis” to the fu-
neral home even after the
Stradlings take over.

By Karen Shuey
“Ralph’s main goal here is

retirement, but at the same
time he wants to stay busy.
And we'll be here to keep
him busy,” Jamey said with
a smile.

Ralph Roseboro was con-
tacted last week for com-
ment concerning the sale
of the funeral home but de-
clined to make a statement.

To make the connection
to the neighborhood even
stronger, Jamey and his fam-
ily will move into the Den-
ver area in the future.

The Roseboro family has
operated its funeral home
since 1959, when E. Louis
Roseboro bought the busi-
ness from his father-in-law,
Harry M. Mellinger.

Louis Roseboro owned the
funeral home until his retire-
mentin 1972, when his son,
Ralph, assumed ownership.

Ralph and Ann’s son Mi-
chael had been the majority
owner of Roseboro Funeral
Home, but was convicted
of murdering his wife, Jan,
in July. He is currently serv-
ing a life sentence in the state
prison system. Tom said he
made contact with Ralph “a
while ago” to let him know
the Stradlings were interest-
ed in purchasing the funer-
al home. But, it was only a
few months ago that Ralph
decided to take Tom up on
their offer.

Tom said bringing a fellow
family-owned company into
the fold will help his own
family business thrive. He
said the opportunity to ac-
quire a new branch was es-
pecially appealing because of
the impact it will have on the
survival of the business.

“Jamey and Matt will be
partners here at the new lo-
cation—that’s our future,”
he said. “I'm in a very good
position right now because I
can share the load with my
sons.

“We feel that our dedica-
tion to service and our car-
ing and compassionate atti-
tude has allowed us to grow,”
he added. “And, with the ad-
dition of both my sons we
need to grow—that’s part of
it.”

Traditionally, Tom said,
residents who live in a cer-
tain geographic area will
gravitate toward a funeral
home close to their roots
when selecting a business
to handle after-life arrange-
ments.

“One of the reasons we're
doing this is to reach out
to families in that area,” he
said.

Tom said his own family’s
involvement in the business
helps reach that goal. But, he
added, many might be sur-
prised to hear that he didn’t
push his kids to follow in his
footsteps.

Both Jamey and Matt
initially took a differ-
ent path. Jamey attended
school in the Midwest at
Minneapolis Communi-
ty College to become a
licensed chemical depen-

CONTINUED ON PAGE A34
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“To Serve the Living: Funeral Directors
and the African American Way of

Death” by Suzanne E. Smith

CAMBRIDGE,MA— In To
Serve The Living: Funeral
Directors and the African
American Way of Death,
Suzanne E. Smith sheds
light on an intriguing as-
pect of African American
history: the importance
of the “homegoing” cere-
mony a funeral represents
and the significant support
role the funeral director has
played in African Ameri-
can life.

For African Americans in
the era of Jim Crow, death
was never simply the end
of life, and funerals were
not just places to mourn.
Smith illustrates what roles
death and funerals have
had in African Americans’
long quest for racial equali-
ty and segregation to secure
their foothold in Ameri-
ca’s capitalist marketplace.
With the dawning of the
civil rights age, these entre-
preneurs were drawn into
the movement to integrate
American society, but were
also uncertain how racial
integration would affect
their business success.

From antebellum slavery
to the twenty-first century,
African American funeral
directors have orchestrated
funerals with dignity for
the dead and their loved
ones. As entrepreneurs in
a largely segregated trade,
these men and women were
among the few black indi-
viduals in any community
who were economically in-
dependent and not behold-
en to the local white pow-
er structure. The financial
freedom they achieved gave
them the ability to support
the struggle for civil rights
and, indeed, to serve the
living as well as bury the
dead.

“By getting the dead
where they need to go,
the living get where they
need to be,” said Thomas
Lynch, author of 7he Un-
dertaking: Life Studies from
the Dismal Trade. “This
deeply human pilgrimage
is at the center of Smith’s
book on African American
funeral directors and their
frontline service to the na-
tion’s journeys from slav-
ery and civil war, through
Jim Crow and ‘separate but
equal’ marketplaces—the
sad and violent, heroic and
hopeful history of race rela-
tions and civil rights.”

10 Serve the Living tells
the fascinating story of
how African American fu-
neral directors have been
central in the fight for free-
dom and have had as much
to offer the living as the
dead.

Suzanne E. Smith is As-
sociate Professor of Histo-
ry at George Mason Uni-
versity. 1o Serve the Living
is published by Belknap
Press of Harvard Univer-
sity Press, visit www.hup.
harvard.edu.

TO SERVE THE LIVING

AFRIC AN AMERICAN WAY DOF DEATH

Memorial Register Book

Closed: 8.25" x 10"

| Promo Code: 7966

800-827-5151

Page A25

—— Some Handy Supplies
You Never Think About...
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Quilted Casket Cover
Top quality protective cover
that will last for many years.
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Many different uses for
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$88.50 roll
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We gladly accept Visa and MasterCard
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MORGAN CITY,LA— Jones Funeral Home of Mor-
gan City purchased a new 2010 Dodge Van/First Call
Car. The delivery was made by Muster Associates,
Inc. of Calhoun, KY.

MarkThomas and Chapel Craft

eltic Bronze Cross Urn
Exclusive Chapel Craft design

made of cast brass, hand finished and
hand engraved. Large urn includes a
free flannel urn bag and Tree of Life
certificate. Keepsake size is available.

antos Ceramic Victory Urn
SHand thrown by our master potter
in our new ceramic studio, each urn
features a solid hardwood lid. Victory
urns include a free flannel urn bag and
Tree of Life certificate.

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

To order call: 800-437-2635

www.markthomasco.com

AIR-FLITEM

Beyond Excellence
Since 1973

Air Trays

From $3995

Cremation Containers

From $9.00

Quality, Service and Value

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

www.air-flite.com

1-800-752-5251
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Jones Funeral Home
takes delivery of new
First Call Van
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Awards 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. i

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

Tyra Butler: The Secret Weapon
of Funeral Service Marketing

Change comes in all shapes and sizes and is a constant
in today’s world, impacting both our professional and our
personal lives. Sometimes there are small adjustments that
we need to make in our businesses and how we present
ourselves and the product we represent. Then there can
be significant changes where we can plot our course and
keep our business plan in place.

Tyra Butler knows how to help us think through our
decisions, and help us plan how we will do it. It could be
something we have never done before and we are step-
ping out on faith, or it could be a most challenging type
of change because we have not reached the pivot point of
success that we know we want to achieve and are very de-
serving of. She would tell you a “little by little” principle
will apply and it’s comfort-
ing to know that she will be
with you side by side.

It is no mistake that the
100 BWES Award Com-
mittee selected Tyra But-
ler, Director of Market De-
velopment for Matthews
Casket Company, as the
2009 International Funer-
al Service Business Entre-
preneur of the Year at the
NFDA International Con-
vention in Boston. MA.

Tyra is a funeral service
professional with a vision
for every client that she
serves. Every business and every owner is unique and
treated as such by her and each one has a special vision
that she qualifies with them. She gets them ready for the
Matthews Vision to bring them to the next level.

“Without readiness, my clients are simply not prepared
to occupy the future state of their business and I want
them to accept that level of success I am trying to take
them” Tyra states. “It would be too easy to go back to
business as usual — because the foundation is missing and
the foundation for the old way is already well established.
With a strong relationship, we are building a foundation
together. My clients are ready to move forward, to make
changes in their funeral service business that will sustain
them as we move forward to bringing in better products,
education about the products and how they can use me-
morialization and our products to produce the best ser-
vices available for every family that needs to be served.”

Tyra Butler is a woman who transcended the marketing
field in funeral service and always has an indispensable
idea for your business. She is a superb and effective team
leader and motivator for change and goes out in the field
with a 200% effort to make your business better than
you thought it could be. If you don’t believe me just ask
Victor and Lola March of the March Funeral Home in
Baltimore or Sammie or Cheris Congo in Wilmington,
DE, just two of her successful Matthews Casket Com-
pany clients in the United States. Or just ask Taiwo Un-
gunsola of Nigeria or Crisma Henriquez-Ramirez of
the Netherlands Antilles who trust her in their interna-
tional firms trying to move to the next level of success in
funeral service and always hitting her up with Whom?
What? Why? When? Tyra is helping them and so many
more to become incrementally more successful in the fu-
neral service industry.

Tyra Butler

CONTINUED ON PAGE A31
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Rhodes United Fidelity
Funeral Home takes
delivery of new Dodge
First Call Van

NEW ORLEANS,LA— Rhodes United Fidelity Funer-
al Home of New Orleans took delivery of their new
2010 Dodge Van/First Call Car, sold by Muster As-
sociates, Inc. of Calhoun, KY. Rhodes United Fidel-
ity Funeral Home serves from three locations in New

Orleans, Algiers and Baton Rouge, LA.
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How do I Approach my Many
Priorities as a Manager/Leader?
By Bruce Clinton

Managers of people (leaders) have many responsi-
bilities and wear many hats. Sometimes it is difficult
to get through the daily needs-based responsibilities
in order to focus on the leadership responsibilities of
a manager. Here is a suggested list which prioritizes
management and leadership responsibilities. You may
find this list challenging or surprising at first. These
have been validated by many managers and leaders over
the years, who have realized their role was to build a
team capable of achieving the business goals.

1. Stabilization: “Read the dials” as if you were driv-
ing a car — make sure your unit is stable and ca-
pable of meeting its business obligation. If you
were a restaurant manager you may look at certain
things: clean up from previous day, staff in place
to carry out daily functions, parking area cleaned
or plowed and supplies for day’s menu in place etc.
— you get the idea. If any of these indicators elicit
a problem, you need to take appropriate action to
stabilize the situation- once this is done you can
move ONto your next
priority.

2. New Hire Training:
A new person cannot
provide a return on
the investment until
they are trained. As
a professional lead-
er you need to know
where they are in their
development process
and get them up to
speed as soon as pos-
sible.

3. Team Development
and Communica-
tions: There are reg-
ular meetings that need to take place with your
staff and you need to plan for and conduct them
on a regular scheduled basis.

4. Team Staffing: If you are a new manager this may
move up the ladder in priorities. The responsibil-
ity to recruit and select people for your team is a
high priority often overlooked by managers. For
example: an understaffed team has a high oppor-
tunity cost in lost or unrealized sales revenue.

5. DPersonal one on one meeting with staff members:
The highly productive people often are taken for
granted and one may think... he/she is doing fine.
I will spend time with...he/she is not productive.
Retention is important — especially with highly
productive people- spend time with the winners
— they have the capacity to give your team high-
er returns. Don’t be surprised if they leave your
company if you don’t invest your time and en-
ergy in them.

6. Personal Production: You are not developing your
team, if this is your only priority. It may be nec-
essary, but it needs to fall into proper sequence of
where you are in building your team. If personal
production takes up all of your time than these
other important roles of leadership are not tak-
ing place.

Conclusion: These responsibilities, with the excep-
tion of stabilization, may not need to be done every
day. However, there will be many days when several of
these priorities are worked and a few rare days when
all priorities are touched. Remember, manager/leaders
have to switch their focus from themselves to thinking
about team development in order to achieve goals: the
process of recruiting, selecting, developing, managing
and motivating a group of people into a highly pro-
ductive unit. It is necessary to balance your leadership
role with personal production. Management requires

a commitment to leadership- it’s more than a title.

Bruce G. Clinton is the founder of BusinessWise, LLC (www.busi-
ness-wise.com), an executive coaching and consulting firm, which
specializes in helping privately held business and professional prac-
tice owners with the challenges associated with growth and tran-
sition. He is also the co-founder of ASearch, LLC (www.asearchllc.
com), a retained executive search firm, which uses a unique organi-
zational development approach to remove the risk and doubt from
hiring key people. He has over 35 years of consulting and executive
coaching experience and is an author and speaker.

Bruce is a graduate of Hobart College with a dual major of
Economics and Psychology. He has a MBA from the University of
New Haven and has been awarded RCC (Registered Corporate
Coach) & Registered Business Coach (RBC) designations and is a
Life Member of World Association Business Coaches (WABC). He
and his wife, Susan, have five children and four grandsons and re-
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original location,” he said. “All of your suggestions are in-
side this building.”

What is inside the brand-new 10,500 sq. ft. facility
is a rare combination of traditional design along with
modern ingenuity that will enhance the ability of every
mourner to participate in the memorial services, regard-
less of their size.

The facility features five separate chapels of varying siz-
es, but the unique design enables two pairs of four of the
chapels to be combined, to accommodate larger services.
An outdoor courtyard is also accessible from each chapel.
The overall effect is soothing, personal and uplifting.

“Our architect, Marc Mancini, accomplished an amazing
feat with his wonderful design,” said Ken Sr. “The rooms
feel so intimate and private, yet they also have the abil-
ity to open up to serve the needs of bigger crowds. It’s the
perfect mixture of serenity and practicality.”

Mancini, a guest at the opening, despite the fact that this
was his first funeral home design (though he’s done hun-
dreds of buildings of all kinds during his career) had the
family’s full confidence, said Ken Jr. “He listened to our
input, and came up with a more imaginative design than
we thought was possible. We're thrilled with every aspect
of the design, from the small to large details.” DeBlasio
& Capo Build & Design of St. James took each facet of
MarK’s design and brought it to fruition in this beautiful
constructed building.

Indeed, every detail meshes perfectly with the building’s
overall design, from the intricately designed woodwork in
deep cherry tones, to the burgundy and gold carpeting,
leather chairs, and fireplaces that grace each chapel. Much
of the furniture is from the family’s collection of antiques
and fine period pieces from Long Island’s treasured his-
torical homes.

“It was important to us to feature Long Island’s heri-
tage,” said Kerry, a member of the Nassau-Suffolk Funeral
Directors Association, as well as the board of the St. James
Chamber of Commerce. Among the pieces are several from
the Cenacle Sisters of Ronkonkoma, including a beautiful
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Grand Opening of St. James Funeral Home South

stain-glassed window near the office that is dedicated to
Aelysche. Modern touches are also incorporated, includ-
ing a flat-screen TV in every chapel.

The children’s room is especially near and dear to the
Maher family. Built in honor of their daughter, who was a
teacher at Saltzman East Memorial, “Aelysche’s Classroom”
is a bright and cheery place for young children to gath-
er during a memorial. Decorated with favorite children’s
characters like Clifford, Tinkerbell, Arthur, The Cat in the
Hat and the Letter People the room will allow children to
color and play, so that they’ll remain entertained during
what can be a trying time for them and their parents.

“Aclysche was an amazing teacher,” said Deanna Andriotti, a
close friend of Aelysche’s and recent teaching graduate, who
helped draw the charming characters on the walls. Andriotti
was a sixth grader when Aelysche was teaching sixth grade
at Saltzman East Memorial, and became her helper. “I kept
going back to her class even when I was in high school,”
she said. “She’s the reason I became a teacher, and I feel her
here, in this room. She would have loved it.”

Among the many visitors to the grand opening was
Martin Kohler, president of the Nassau-Suffolk Funeral
Directors Association, a friend of the family for 26 years.
As he looked at the dozens of family photographs lin-
ing the hallways, with photos going back to Ken Sr. and
Betty’s childhoods, Kohler smiled broadly. “This place is
absolutely beautiful,” said Kohler. “The Mahers are such
an asset to the community, and the fact that they’ve built
such an amazing place is a real testament to their hard
work and dedication.”
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Continued from Page A21

Located at 829 Middle Country Road in St. James, St.
James Funeral Home South is the first funeral home on
Long Island in the new millennium that was built from
the ground up, rather than as a re-do of existing build-
ing. Now the largest funeral home in Suffolk County, the
10,500 facility is owned and operated by the Maher fam-
ily, who will continue to run their original location, at 551
Route 25A in St. James. For more information, including
photographs or a tour of the building, please contact Ken-
neth J. Maher or Kerry Maher, 631-584-5200, or email
stjamesfuneralhome@yahoo.com
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Tyra Butler: The Secret Weapon of Funeral Service Marketing

Tyra Butler feels that women have secret
weapons, opportunities to deploy their spe-
cial strengths, and the ability to adapt talents
typically thought to be men’s domain in fu-
neral service. She will tell you it’s about level-
ing the playing field in a work world that has
not brought out all the wonderful ideas and
talents of women. It starts with education, a
woman’s most powerful secret weapon, and
they are bringing it to the workplace in their
business of funeral directing and they are al-
ways open to creative and trend setting ideas
and changes.

Tyra is a visionary and she uses it as a help-
ful tool in serving her fantastic families. She
has strong interpersonal and communication
skills and she uses them at every opportunity
she can to help everyone accomplish the suc-
cess they are looking for in their career as fu-
neral service professionals. She has helped her
clients become internet savvy and sees them
harnessing the vast amount of information
that the internet puts at their fingertips for
their business. She is a lady for all seasons
and helps them stay on the cutting edge of
their business.

Tyra has over sixteen years of experience in
the Marketing and Merchandising industry.
Her expertise was developed during many
years in the Apparel Division with the Sara
Lee Corporation where she served on a vari-
ety of national marketing and merchandising
programs. She joined the Doody Group Inc,
a Matthews Company, as a merchandising
consultant in the death care
industry, primarily with the
company’s largest client in
Paris, France. She brings this
great work experience and
work ethic to her job on a
daily basis.

Tyrais currently the Direc-
tor, Market Development
with a focus on business de-
velopment, the design and
implementation of market-
ing programs and the co-
ordination, public relations
and development of events
that strengthen the broad
brand strategies of the York
Division. In communicat-
ing the company’s overall
marketing goals, she works
to ensure that the company’s
efforts reflect demographic
and socio-economic trends
and keep pace with national
marketing trends. With the
acquisition of the York Cas-
ket Division by Matthews
International, Inc. the na-
tion’s leading provider of
bronze cemetery and mar-
keting products, she relo-
cated to the corporate of-
fices in Pittsburgh, PA. She
is a graduate of LSU with a
BS Degree in Marketing and
studied Mass Communica-
tion at Loyola University in
New Orleans.

As a part of her consistent
commitment to leadership,
education, mentoring and
her community, she is in-
volved in numerous orga-
nizations, boards, develop-
ment and marketing com-
mittees near and far. One
special interest of Ms. But-
ler is being an avid art col-
lector, consultant and lec-
turer of Early 20" Century
African American Art with
a focus of Harlem Renais-
sance Artist and artists of the
WPA Project. She has served
as the secretary of the Urban
League of Pittsburgh and a
board member and market-
ing chair for the new August
Wilson Center for African
American Culture, Execu-
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tive Director for the York Childrens Foun-
dation, serves as a consultant for the 100
BWES Annual Scholarship Committee and
is instrumental in the selection of the Mat-
thews Casket Annual Scholarships to the 100
BWFES and works to select the finest funeral
students in the nation.

Tyra is very involved but she also takes time
for mentoring opportunities and relations
because she knows that mentoring relation-
ships are important for all organizational
members, but understands they are essential
for women. You might ask with this busy
schedule, why take time for mentoring? She
will not hesitate to tell you that “A mentor
is that one person who can guide you, help
you, take you under his or her wing, and
nurture your career quest. A mentor is of-
ten in a position youd like to be in and has
the clout and connections to guide one to a
similar position. They must have good chem-
istry and be willing to share stories with the
mentees on how to climb to success. They
must make a long term commitment and a
deep-seated investment in ones future.”

We are so lucky to have Tyra Butler in our
corner because she brings so much experi-
ence and expertise to the table. So many
women have succeeded in their careers and
reached a position of influence because they
have been mentored by our 2009 Interna-
tional Funeral Service Business Entrepreneur
of the Year. She’s a quiet and gentle leader
who brings tenacity and work ethic wher-

ever she is. I have seen the relationships she
has in the industry and the indelible mark
she had made on the clients she serves and
the programs she presents each year for the
betterment of the funeral service industry.
She is truly a lady for all seasons and we all
can learn a lot from this marketing genius.

Page A31
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Congratulations Tyra Butler on this much
deserved honor and recognition. Our orga-
nization is better because you have taken the
time to be involved and helped us set high
standards and always inspired us to strive for
excellence in all the programs that we pres-
ent annually.
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Carmon Community Funeral Homes and
Grief Specialist introduce “New Day
Counseling Center”

A Center for Grieving Chil-
dren and Families in Wind-
sor —an invaluable resource
for hundreds in our region.
We welcome Debbi and her
experience and empathy as
we offer another option for
grieving families and indi-
viduals.”

One of the few family
therapists in the Greater
Hartford and the Farm-
ington Valley who focuses
on grief and loss counsel-
ing due to death, illness,
and life transitions, Deb-
bi Knox is certified as a
Grief Recovery Specialist
and holds a Masters de-
gree in Science, Marriage
and Family Therapy. Her
therapeutic expertise in-
cludes training in Inter-
nal Family Systems (IFS),
Trauma-Focused Cogni-
tive Behavioral Therapy,
and Sandtray Therapy —an
innovative, expressive play
tool used by children, ad-
olescents, adults, families,
couples and groups. Knox
also is a volunteer mentor
for divorcing families, a
volunteer step-family sup-
port group leader, and is a
former foster parent.

“New Day Counseling
Center is a comfortable
place of hope and healing
for people who have expe-
rienced a loss by offering
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them support, counseling
and therapy,” Debbi Knox
says. “There are many dif-
ferent types of loss and we
can provide extra support
and guidance through a
challenging time, or help
people who are just ready
to move in a new direction
in their lives.”

Knox was drawn to a ca-
reer in grief and bereave-
ment counseling after per-
sonal experiences influ-
enced her. Within a peri-
od of two years, both her
mother and grandmother
were diagnosed with can-
cer. But while her mother’s
condition was improving,
Knox’s grandmother was
dying. Some of her family
faced this fact, while others
did not. “During this diffi-
cult period, I learned first-
hand the value of commu-
nicating about illness and
death with those you love.
It helped me tremendously
in coping with the situa-
tion and with the emotions
we experienced after my
grandmother died. Unfor-
tunately, the members of
my family who could not
deal with the situation at
that time are still struggling
somewhat today.”

New Day Counseling
Center is designed in a
warm living room-like set-
ting. There is an area for
creative expression for peo-
ple of all ages, which in-
cludes art supplies, games,
and music and relaxation
CDs. Knox appreciates the
fact that, “people have dif-
ferent grieving styles, and
while it may be too difh-
cult and painful for some
to express in words, they
might communicate more
easily through the arts.”

Knox offers personal and
group-setting counseling
sessions at reasonable fees.
A community lending li-
brary is located in the Cen-
ter, offering books and re-
sources on grief work and
bereavement, childhood
grief, and inspirational lit-
erature for all ages.

Starting in February, on-
going peer bereavement
support groups are be-
ing offered for individu-
als and families who have
lost loved ones. All groups
are being held in the New
Day Counseling Center of-
fices and are free of charge,
courtesy of Carmon Com-
munity Funeral Homes.

The staff and services of
New Day Counseling Cen-
ter and Carmon Commu-
nity Funeral Homes are
available to local businesses
and schools whenever they
need bereavement support.
In many cases, the shock of
losing a beloved co-worker,
teacher or student can be
just as upsetting as when
a family member dies,
whether or not the loss
is expected. Knox, fellow
counselors, and Carmon

Continued from Page A22

funeral directors are expe-
rienced in going into work-
places to provide crisis sup-
port or ongoing grief coun-
seling, whenever needed.

In addition, Knox is avail-
able to do community ed-
ucation presentations in
local retirement commu-
nities, senior centers, and
houses of worships of all
faiths.

“New Day Counseling
Center is a wonderful com-
plement to the programs
that are available at Mary’s
Place,” says Carmon. “We
know that the addition of
this important resource
will be a valuable asset to
the communities we serve.
It is our privilege to offer it
to our neighbors.”

This is only the latest in
a series of innovative pro-
grams that the Carmon
family and staff created to
provide support to people
coping with death. Decades
ago, Carmon Community
Funeral Homes developed
the region’s first bereave-
ment support groups for
widows and widowers. Now
known as “Begin Again,”
these sessions offer a safe ha-
ven for expressing feelings
of anger and frustration,
and provide how-to classes
on household responsibili-
ties. In the 1990s, the fam-
ily-owned company creat-
ed Mary’s Place, a Center
for Grieving Children and
Families in Windsor. Fund-
ed by the Carmon Family
and by donations from in-
dividuals and other foun-
dations, Mary’s Place pro-
vides a trusting atmosphere
for children and teens who
have experienced the death
of a parent, sibling or an-
other significant person,
and offers support groups
for young widows and wid-
owers.

Carmon Community Fu-
neral Homes is a 64-year-
old family-owned firm
that operates nine funeral
homes and a crematory
in North Central Con-
necticut: Carmon Funeral
Home in Windsor; Car-
mon Poquonock Funeral
Home in Windsor; Car-
mon Funeral Home &
Family Center in Avon;
Hayes-Huling & Carmon
Funeral Home in Granby;
Ladd Homestead in Rock-
ville; Ladd-Turkington &
Carmon Funeral Home
in Vernon; Nicholson &
Carmon Funeral Home
in Suffield; Samsel & Car-
mon Funeral Home in
South Windsor; and South
Green Memorial Home in
Hartford. For more infor-
mation, visit www.carmon-
funeralhomes.com or call
(860) 688-2200 or toll-free
at 1 (888) 688-8475.

The New Day Counseling
Center can be contacted at
(860) 269-0510 or www.
NewDayCounselingCen-

ter.com.
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Excerpt from... 353 More Great ldeas to Exceed the Service Expectations of your Families

IMPROVING THE FUNERAL SERVICE

Provide ice water at graveside.

Tape services for family.

Increased personnel on service whenever possible —
never less than three.

Improved our personal attention to the families.
Have clearly defined the job descriptions for every
funeral, then trained and practiced. Everyone knows
exactly what is expected of him/her.

Leave the tent at the
grave for a couple
days after the burial.
Have the family place
the Memorial Tube in
the casket.

Be sure to review the
clergy’s order of ser-
vice with the family
before the funeral.
The arranging direc-
tor handles the family
on the service.
Attention to details.
Updated our fleet, use
all of our own person-
nel and have more experienced staff.

Use stafl meetings on how to improve our funeral
services. We are always looking for ways to improve
our services and music and visitors involvement be-
cause of personalization.

Have more theme services and music and visitors in-
volvement because of personalization. This provides
the opportunity for more personal involvement and
attention on our part.

Provide podium for graveside service.

Use two way radios for parking cars.

Using lead car to lead procession and escort clergy.
Memorize people’s names and call them by their
names — family and guests — it’s so important and
makes such an impact.

Personally thank the minister, organist and soloist.
Insure that a staff member remains at the grave until
the vault is sealed.

Todd W. Van Beck

Pre-Need help has arrived

with MoblleHeIﬁ‘ |
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30.
31.

Allow family to observe closing of casket.
Practice with staff during the training.

Assign specific duties.

Encourage family to take active role in service.
Use of white gloves for Pallbearers.

Maintain Eye contact with lead Funeral Director.
Orchestrate families exiting the limos.

Offer to pick up family at home.

Start on time — never late.

Insist on Dress Code of Staff.

Cell Phones and Beepers off.

Hand out flowers at grave.
EMPLOYEE INCENTIVE IDEAS

That we serve our families to provide them with the best
death experience that is possible- It makes them feel that
they have accomplished more when a family tells you
“Thank You” for the fine service you provide.

One of the big things to
them is letting them take
credit from the family
for a job well done.

By offering trophies,
plaques, or certificates
for quality work — When
something is given it
helps the morale and
productivity of the en-
tire staff by knowing
that someone is being
recognized.

By putting the empha-
sis on the fact that we
are the leading firm in
the area and the things
we do to maintain our
lead. Everyone is a part
of our success and it will
take everyone to con-
tinue it.

Every month, we plan
on having a lunch out-
side the office, to discuss

the comfort a

lasts a ifetime.

800-788-0807 Fax 608-7

+

By 1odd W. Van Beck

other things aside from “work” issues — It is important to
allow the staff the opportunity to have some down time.
This will certainly increase productivity, morale, and create
a pleasant work environment, but more importantly, it cre-
ates something to look forward to with the employees.
CONTINUED ON PAGE A34
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Excerpt from... 353 More Great ldeas to Exceed the Service Expectations of your Families

6. Listen — listen — listen — Take interest in them as
people, not just a number!
7. All the employees agree their families are the

most important, and when someone has some-
thing going on that is important enough that
they think they need to be there, we make sure
that it will happen.

14. Eating meetings when we get together with family
and cook at the funeral home. Creating an atmo-
sphere of good people you don't mind talking to and
knowing. Fellowship promotes communication.

15. During the staff meeting I give a “Star Award”
which is the star shaped acrylic paperweight re-
ceived at last year’s manager’s meeting. This award

8. We stress family service as the most important
part of our jobs to all employees. An employee
who deals with families successfully learns and
understands this. Encouragement in this area be-
comes a non-financial issue.

9.  Itreat them weekly by buying breakfast or lunch
in appreciation for their outstanding contribu-
tions and efforts. This is effective, because what
little staff is here, all work is performed on time
and when asked to do something out of the ordi-
nary, no questions are asked, it is just done.

10. Everything we do, we do together as a team. I
pass on compliments I receive from families on
their participation and also give compliments to
them for jobs well done.

11. We need help in this area.

12. Picking up the tab for lunch, now and then. Also,
an afternoon off when quiet.

13. Lunches, dinners, barbecue get-togethers, and
sporting event tickets. Occasional afternoon off
for peace of mind break.

$
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Stradling to purchase
Roseboro Funeral Home

dency counselor. He of-
ten worked with high-risk
teens and their families.

“I think I wanted to re-
turn to family roots,” he
said of deciding to join
the family business.

Taking the background
he had gained from his
social work, Jamey said he
found a way to mix that
with the family business.

Jamey officially began
his tenure at the funer-
al home when he went
to mortuary school and
earned his license.

“Unofficially, I had been
working for the funeral
home since I was seven
and living upstairs,” he
said with a laugh.

Matt said he knew he
was destined to be in the
funeral business from an
early age. But first, he
took a detour to Towson
University in Baltimore to
earn a business degree and
went on to work in sales.
He said the people skills
he gained now helps him
counsel families that are
dealing with grief.

“Pretty much all
through my childhood
my aspirations were to
be a part of the busi-
ness one day,” he said.
Jamey and Matt officially
began their tenures at the
funeral home after they
graduated from the Pirss-
burgh Institute of Mortu-
ary Science and earned li-
censes.

Continued from Page A24
The Stradling brothers

said living in a house dur-
ing their childhood that
served as a place for fam-
ily and friends to say their
final farewell to loved ones
was unusual, but it also
provided them with some
early, unofficial training.

“I think its very difficult
for people outside of the fu-
neral industry to really un-
derstand because they deal
with death maybe three
times in a lifetime,” Jamey
said. “Growing up in the in-
dustry, things are a little dif-
ferent. Death isn’t all around
us, but the process is.”

Although their back-
ground may make them
more equipped to handle
death, Matt added that
comforting a family who
has lost someone near and
dear to their heart never
gets any easier.

“We really put our emo-
tions out there to help
people through a tough
time, but it can also be
really rewarding because
they see that and they ap-
preciate that,” he said.

“We really feel like we're
called to this, you kind
of have to be,” Tom ex-
plained. “The funeral
home is open 24 hours a
day, seven days a week.”

“There are no holidays or
days off,” Matt added with

a smile.

Reprinted  with  permission
from January 22, 2010 Ephrata
Review, part of Lancaster County
Weeklies, Inc.
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is given to an employee for a star quality that I
notice during the month. That employee uses
the paperweight on their desk for a month. This
little ceremony provides a little excitement and
is a nice way to show positive recognition.
Recognition from fellow employees, Bi-Monthly
award, and acknowledgment when an acknowl-
edgment is received from client families.

I treat them to lunch the day after a very hectic
or demanding day or two. I'll send a thank you
memo to those on a very big service. It seems to
keep them happy.

All that is needed is the satisfaction we get from
serving families.

Involving employees in the activities of the day to
day operations and seek advice from them. Keep-
ing an employee involved this way keeps them
feeling a valuable part of the organization.

We show that we genuinely care and appreciate
them by spending time talking and showing con-
cern for them, their jobs, learning about their in-
terests and their pets.

I work side by side and show them easier ways of
doing a lot of things and I have an open door pol-
icy for good work and constructive criticism.
Showing my employees the respect they deserve.
I have their respect and they have mine. I often
ask their opinions on different matters; they feel
a part of the team.

Sharing “Thank You” cards that come in from
families served.

I try to maintain a casual atmosphere while we
are not involved in a service or dealing with a
family.

We share compliments, which they may have re-
ceived with them in front of co-workers. We put
all Thank You and comment cards on our em-
ployee bulletin board.

We do not use any incentives. I would welcome
any suggestions.

We read and review all returns of our customer
surveys.

Motivational staff meetings where they are al-
lowed to voice their opinions. This helps clear
the air while building a better relationship.
Special coffee cup for the month for the one
who sells the most flowers, and a parking spot
by the door for the one with a good idea to help
cut expenses.

Set goals for rewards.

We give our employees produce from our garden
during the summer months and cards on special
occasions. We help them with personal projects
when asked.

I will cover their shift when needed to allow the
opportunity to attend functions with their fam-
ily.

I will assume any consequences when mistakes are
made or procedures are not followed. I feel them
to learn and mature with the business.

We celebrate birthdays, with lunch and cake to-
gether.

.
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Piedmont Technical College dedicates New Facility
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Participating in the dedication were, from left, Susan Timmons, vice president of educational affairs; Sissy Copeland, dean of busi

ness information technologies and public service; Dr. Jim Klauber, senior vice president; Dedrick Gantt, funeral service instructor;
David Martin, funeral service program director; L. Ruple Harley, president of the funeral service advisory board; Dr. Ray Brooks, presi-

dent of Piedmont Tech; and Ernest Adams, president of the NFDMA.

GREENWOOD,SC— The

Funeral Service Educa-
tion department at Pied-
mont Technical College
is on its way to becoming
the premier training facil-
ity for current and future
funeral directors in the

southeast with the recent
renovations to the em-
balming lab and the addi-
tion of a pet crematory.
“This has been a long
journey for us, but is has
been well worth it,” said
David Martin, funeral

NO

Class

FASTER DELIVERY

FUNERAL HOME &

CEMETERY NEWS

CALL TODAY
TO ORDER YOUR

B0 FIRST CLASS
~ SUBSCRIPTION

Only *40” per year!

(12 1ssues)

1-800-321-7479

IS

service program director
at PTC.

The new, state-of-the-
art facility was opened
and dedicated January
21, 2010. Representatives
from area funeral homes

and local, state and na-
tional officials toured the
more than 3,700 sq. ft. fa-
cility that includes an ex-
panded lab area, the addi-
tion of a body cooler, prep

CONTINUED ON PAGE A39
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PIMS celebrates Seventy Years and 140

Commencements

PITTSBURGH,PA— Pittsburgh Institute of Mortu-
ary Science (PIMS) celebrates its 70th anniversary
this year and held its One-Hundred Fortieth Com-
mencement exercise on Friday, January 22, 2010 at
the Third Presbyterian Church. The graduating class,
their families and friends were welcomed to the for-
mal cap and gown ceremony by PIMS president Eu-
gene C. Ogrodnik. The commencement address was
delivered by Mrs. Karen West-Butler who delivered
an inspirational address entitled “Ahead of the Curve.”
Mrs. West, a PIMS alum-
na, is the current owner of
West Funeral Home and
president of the Allegheny
County Funeral Directors
Association. Mrs. West
was presented a plaque by
PIMS President Eugene
Ogrodnik in recognition
of her outstanding and
devoted service to the fu-
neral industry.

The Funeral Service

PITTSBURGH,PA— Pitts-
burgh Institute of Mor-
tuary Science (PIMY) is
pleased to recognize those
students who have been
placed on the Dean’s List
for the Fall trimester end-
ing January 22, 2010. The
following students have
achieved a grade point av-
erage of 3.50 or better in
this trimester of studies.
From class #140: An-

On Head Panel

Xttt

Custom Piping Trim

High Quality Velvet Interiors

Service Branch Emblem

Service Branch Chrome

Emblem on Lid Exterior

* %

US Flag Emblem at Both Ends
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thony Lengwin of Pitts-
burgh. From class #141:
Rudee Dilick of Free-

Service Flags and Accessories

are also Available Upon Request.

Other Models Available

Contact us for more information at 800 882 5907 ¢ sales@affinitycaskets.com

Oath was administered by Mr. Barry T. Lease, and
the graduating class was presented by Mr. Joseph A.
Marsaglia, Dean of Faculty and Students. Dean Marsa-
glia also recognized Class Faculty Advisor Mr. George
Entenmann for his guidance and devotion.
Candidates to receive the Diploma in Embalming and
Funeral Directing are: Jesus Calderon of Pittsburgh,
PA, Kelsey Carlise of New Philadelphia, OH, Chad
DuBarr, class vice-president, of North Charleroi, PA,
Justin Fentress of Girard, OH, Keenan Fink of Loys-
burg, PA, India Fizer of Christiansburg, VA, Douglas
Gentry of Napavine, WA, Dawn Hagberg of Warren,
PA, Rebecca Knieper-Naessens of Chesaning, MI,
Roy Krise of Ridgeway, PA, Kristie Kunz of Poca-
tello, ID, Derek Marble of Silver Spring, MD, An-
thony Lengwin, Summa Cum Laude, of Pittsburgh,
Christopher Lucas of E. Liverpool, OH, John Martin
of Castle Shannon, PA, Jill Nelson of Belding, MI,
Lenny Perkins of Auburn, ME, Mariah Pequignot of
Milesburg, PA, Lyle Sanders of Girard, PA, Christo-
pher Schupp of Reading, PA, Tara Suther of Sykes-
ville, MD, Sean Truby, class president, of Oakmont,
PA, Andrew Tylinski of Ford City, PA, Stephanie

PIMS announces Deans List

port, PA, John Elachko
of Pittsburgh, Katherine
Kniseley of Bedford, PA,
Erin Maser of Pittsburgh,
Summer Minteer of Fo-
mbell, PA, Natalie Parks
of Pittsburgh, Rebecca
Seliga of Finleyville, PA
and Terry Tate of Tyrone,
PA. From the Associate
Degree Program class:
George Danielson-Sul-
livan of Bristow, VA.
Congratulations to PIMS
honor students on their
academic achievement.

PIMS Students Receive

Accolades

Affinity Caskets ¢ 19009 Preston Rd e Suite 215-233 ¢ Dallas, TX 75252
T: 800 882 5907 e F: 888 430 0496 ¢ www.affinitycaskets.com

DESIGN

SPECIALIZING IN
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VENTILATION

Call today
for a free brochure.

877.832.6898

dstlimited.com

DUNCAN/STUART TODD

THE PREPARATION ROOM SPECIALISTS

PITTSBURGH,PA— Four students from Pittsburgh In-
stitute of Mortuary Science (PIMS) recently received
a letter of appreciation for their assistance at a major
automobile accident. Pittsburgh Fire Chief, Darryl
Jones, sent a letter of acknowledgement to PIMS Dean
Joseph Marsaglia to express sincere appreciation to
the students whose efforts in assisting the victims was
to be commended. According to Chief Jones, “We un-
derstand that the victims were being cared for and traf-
fic was being diverted un-
til help [First Responders]
arrived...you all showed
compassion and spirit
in being more than just
concerned citizens...you
went the extra mile and
attempted to offer life
saving assistance which is
very admirable.”

PIMS class #141 stu-
dents Brent Hamilton,
Dionna McQuaid, Casey
Whoolery, and Rudee
Dilick were first on the
scene of the two car crash
involving serious injuries
at a busy Pittsburgh inter-
section near the school.

info@dstlimited.com

The students were able
to assist the injured until
the arrival of Pittsburgh
emergency medics and
police. Congratulations
to PIMS students for their
heroic actions.

Urban of Munhall, PA,
and Terry Whittington
of Montgomery, WV.

Candidates to receive
the Associate in Special-
ized Technology Degree,
Funeral Service Arts and
Sciences are: Ethan An-
nis of Dover-Foxcroft,
DE, John Brennan,
class secretary/treasurer,
Magna Cum Laude, of
Carbondale, PA, Georgia
Hampton of Louisville,
KY, Douglas Hunter of
Presque Isle, ME, Joan
Kershaw of Broadview
Heights, OH, John Lowe
of Columbus, OH, Diane
Shafer of Williamson,
WYV, and Melanie Whit-
tington of Montgomery,
WV.

Graduates receiving the
Associate in Specialized
Business Degree, Funer-
al Service Management
are: Analise Bahneman
of Pittsburgh, Teresa
Bell of Mingo Junction,
OH, Natalie Cohn of
Pittsburgh, John Harris
of Johnstown, PA, Ron-
ald Healey of Conno-
quenessing, PA, Wayne
Heavilin of Freeport,
OH, Lindsay Hill of
Greensburg, PA, Me-
lissa Johnson of Pitts-
burgh, Alicia Tucker of
St. Mary’s, PA and Katy
White of Warren, OH.

Special Awards were also
presented at the com-
mencement. The Memo-
rial Award was presented
to Dawn Hagberg who
was chosen by her class-
mates as the student who,
through qualities of lead-
ership, professional con-
duct and good citizenship,
best typifies the ideals of
the student body. The
John Rebol Award was
presented to John Bren-
nan who had maintained
the highest scholastic av-
erage for the school year
2009-10. The William
J. Musmanno Memorial

CONTINUED ON PAGE A38
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Elena Monica joins Life Appreciation

NORTH BAY VILLAGE,FL— Bill Bates, President of
Life Appreciation Training has announced the addi-
tion of Elena Monica to the Life Appreciation Staff.

Elena Monica has appeared on television in Coca-
Cola and other national commercials, movies of the
week, in theaters, and in fashion magazines from Paris
and Milan to New York and Los Angeles. Her talks
for funeral home community outreach programs and
state and national conventions and educational pro-
grams center around surviving a terminal diagnoses
and the dramatic effect on her resulting from mak-
ing her own prearrangements.

A successful model and actress, Elena shifted her ca-
reer focus in 1991, when she was diagnosed with HIV.
An HIV diagnoses in 1991 meant death. In those fran-
tic early days of her diagnoses she knew that somehow
she was going to have to accept that she was living
with a disease that was going to kill her or the rest of
her now, limited life however short or long that would
be, would be unhappy and fearful.

In her hour and one half

machine
Installs easily
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(315) 471-0934

EMBALMING FLOWMETER

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

e Determine proper pressure setting
Indicate changes in vascular resistance
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Indicate improperly inserted arterial tube
Indicate mechanical failure of embalming
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Simmons Institute

Home of the Flowmeter:
1828 South Avenue, Syracuse, N.Y. 13207

SERVICE,

inspirational presentation
there is an abundance of
good fun and laughter but

then it becomes very se-

Award was presented to
Chad DuBarr in recog-
nition of his outstanding
ability, attitude, commit-
ment and achievement in
the clinical setting. The
Pierce Chemical/Royal
Bond Award was present-
ed to Keenan Fink in rec-
ognition of his outstand-
ing ability, commitment,
attitude and achievement

PROFESSIONAL
@mn: SERVICES

Division of CNY Funeral Service

I N C.

in the areas of restor-

“My interest in funeral service began at a young age,
and | have many mentors to thank for that. Among

their most difficult times of loss.

Bob Arrington

$10,000 Donor

what syspired
you

them was my childhood neighbor; Ralph Jones, who owned the local
funeral home. After my grandmother’s death, | began visiting Mr. Jones
each day at the funeral home after school. From there my passion
for funeral service started. Mr. Jones and others opened my eyes to
the opportunity to have a servant’s heart when assisting families during

| want to show others the tremendous opportunity that exists in this profession,
and the Funeral Service Foundation allows me to do that. Supporting the
Funeral Service Foundation is my way of giving back to a profession
| love, and encouraging others to join me in it.”

Arrington Funeral Group, Jackson, TN

ative art and cosmetolo-
gy. Mr. Michael Kuruc,
representative from the
Pierce Chemicals/Royal

rious when she begins to
hammer her belief home
that every one regardless
of age needs a will and a
prearranged funeral. “It
will help you make peace
with death so you can
live more fully,” she said.
“Living with the shadow
of your own death does
another more amazing
thing,” she said. “It auto-
matically reprioritizes all
of your life issues. Things
of the heart are seen with more clarity and joy while
the material we all work so long and hard for slides
down the priority scale.”

Prearranging she said, was for her “grounding and
empowering” and opened the door to begin to move
forward in her life from devastation to victory.

For more about Elena, her availability for your pro-
gram and her speaking dates and locations contact Life
Appreciation Training at 1-305-420-6744, email bill-

bates@lifeappreciation.com or visit www.lifeapprecia-

Elena Monica

tion.com/dev.

Bond company, presented
Keenan with a plaque and
a complete cosmetic kit.
Ten percent of the grad-
uates received the Mu Sig-
ma Alpha Award which is
the honorary society es-
tablished by the National
Association of Colleges
of Mortuary Science and
gives recognition to those
students who have dis-
played outstanding merit
in scholarship and who
have conducted them-
selves as good citizens of
the schools they attended.

PIMS celebrates Seventy Years and 140
Commencements

Continued from Page A36

The recipients of the Mu
Sigma Alpha Award are:
Kelsey Carlise and Dawn
Hagberg.

At the conclusion of the
ceremony, Class President
Sean Truby gave his clos-
ing farewell remarks and
classmate Jessica Lank-
ford lead the congrega-
tion in the traditional
singing of America the
Beautiful.

Congratulations to all
PIMS graduates and best
of wishes in funeral ser-
vice.
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Piedmont Technical
College dedicates

New Facility

tables and other equip-
ment and the installation
of high-tech broadcasting
equipment. Also included
is the new pet crematory,
the first at any of the 56
accredited funeral service
programs in the country.

“We want to be a re-
source center to funer-
al service professionals
throughout the state of
South Carolina by offer-
ing continuing education
and seminars,” said De-
drick Gantt, funeral ser-
vice instructor.

“This is a unique op-
portunity we have here
at this facility,” said L.
Ruple Harley, owner of
Harley Funeral Home
and Crematory in Green-
wood and president of
the funeral service advi-
sory board. “Embalming
training is so important
to the families we as fu-
neral directors serve. We
are proud of the facility
we have here at Piedmont
Tech and the quality of
students coming out of
the program.”

Continued from Page A3S

Piedmont Tech is home
of the South Carolina
Center for Funeral Ser-
vice Education, the only
accredited funeral service
program in the state. Stu-
dents enrolled are from all
over the state as well as
western North Carolina
and parts of Georgia.

“I have to give David
and Dedrick a hand for
their efforts,” said Ernest
Adams, president of the
National Funeral Direc-
tors and Morticians Asso-
ciation. Adams also serves
as the state inspector with
the Department of Labor,
Licensing and Regula-
tion for all funeral homes
and crematories in South
Carolina. “I also want
to commend Dr. (Ray)
Brooks and the entire
college for their contin-
ued support of this pro-
gram.”

“We are looking for-
ward to what we can of-
fer students with the im-
proved facility,” said Mar-
tin. “That is what it is all
about.”
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TRENTON,NJ— The Funeral Service Class of 2010 at
Mercer County Community College in Trenton, re-
cently collected food for the “Send Hunger Packing”
program sponsored by the Mercer Street Friends Food
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Connecticut Cemetery Association installs Officers

and Directors

ANSONIA,CT— During
their annual meeting on
October 15, 2009, the
Connecticut Cemetery
Association named their
new officers and directors
for 2009-2010.

Craig S. Neal of Catholic
Cemeteries Association,
Archdiocese of Hartford,
has been elected Presi-
dent. Bronson K. Hawley
of Oak Lawn Cemetery

Association, Fairfield, has
been elected Vice Presi-
dent. Martha Smart of
Pine Grove Cemetery As-
sociation, Ansonia, will
serve as Secretary-Treasur-
er. Raymond C. Scholl of
the Milford Cemetery As-
sociation will serve as Im-
mediate Past President.
The newly installed
directors are: Craig A.
Fleming, Pine Grove

Cemetery Association,
Waterbury; Jeff Pelle-
tier, Evergreen Ceme-
tery, Watertown; Kevin
Gerckens, Mt. St. Peter
Cemetery, Derby; Rob-
ert J. Devaney, Center
Street Cemetery, Wall-
ingford; Judith Demko,
Lawncroft Cemetery,
Fairfield; and Angel Mo-
rales, Sacred Heart Cem-
etery, New Britain.

NFDA and SESAC reminds Funeral
Homes to comply with U.S. Copyright
Law, Secure Music License

BROOKFIELD,WIl— The National Funer-
al Directors Association (NFDA) was
informed by SESAC that it was sending
postcards to more than 16,500 funeral
homes throughout the country informing
owners of their obligation to comply with
U.S. copyright law by purchasing a 2010
music license authorization.

SESAC is one of three music licensing or-
ganizations in the United States, and the
second to increase its scrutiny of funeral
homes that perform copyrighted music
recently. Late last year, an inspector from
ASCAP, another music licensing agency,
arrived at a funeral home in a small town
in South Dakota during a funeral. After
determining that the funeral home was al-
lowing copyrighted music to be performed
during the funeral service, the ASCAP in-
spector gave the firm a choice: pay for an
ASCAP license for the remainder of the
year or face a copyright infringement suit
with penalties of up to $30,000. The fu-
neral home had no choice but to pay for
the individual ASCAP license. ASCAP has
since expanded its enforcement efforts to
different parts of the nation.

That individual license cost more than the
annual music license fee available through
NFDA, which gives a funeral home a blan-
ket license covering all three music licensing
organizations, SESAC, ASCAP and BMI.

Members of NFDA are eligible to pur-

NOI\}IS

PUBLICATIONS,

chase a comprehensive 2010 music license
for $223, the lowest price available any-
where. A license must be purchased annu-
ally for each funeral home location in order
for the business to be properly licensed and
in compliance with federal copyright law.

NFDA extends this exclusive pricing for
a 2010 music license to all federated state
funeral associations and Funeral and Me-
morial Information Council (FAMIC)
member organizations: nternational Order
of the Golden Rule, National Funeral Direc-
tors & Morticians Organization, Cremation
Association of North America, Selected Inde-
pendent Funeral Homes, Casket ¢ Funeral
Supply Association, Monument Builders Asso-
ciation of North America, National Concrete
Burial Vault Association, and the American
Monument Association.

To learn more about music licensing or to
purchase a license, please visit www.nfda.
org/about-nfda/membership-information
or call NFDA at 800-228-6332.

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

INC.

Database Files

Reports

Mailing Lists
Email Addresses

The Connecticut Cem-
etery Association was es-
tablished in 1942 for the
improvement of cemeter-
ies in Connecticut.
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ing, dressing and shipping.)

DISPOSABLE

(So inexpensive you never need
worry about loss from negligence
or theft; ideal for AIDS, Hepatitis
and Herpes cases.)

REUSABLE

Minumum quantities of 36 or
more; ask for special discount
rates on large quantities.) F.O.B.

shipping point.

T.C. HeadRests are offered by

the makers of internationally used

TransContainaire® Shipping Units.

AR SR

727-391 -7498

'CONTAINAIRE  INC.

3833 Darston Street, Palm Harbor, Florldu 34685
order@ranscontainaire.com

if no answer call 800-321-0566

Customize Your
Direct Mail
Program

CALL For Counts & CosTts To

CusTtomize Your MAILING PROGRAM

TODAY!
1-800-321-7479

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

Faneral Deinectons Research, Juc.

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

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

WEB DIRECT GIFT & PRICING

Expands your Cremation Business

Expands your Market Area
Boosts your Income
Brings Valued Customers
Affordable Advertising

Top Search Engines

Keeps you more Competitive

Take a Test Ride with us
for 4 months FREE
no cost and no obligation

Go to www.cremation.com/aa
or call Jill at 1-888-302-2893
to get started today!

0

cremation.com

“Drawing Cremation Customers Since 1997”

Memeoires des £

choix des Jacquelm=

(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

CHICKEN BAKED IN YOGURT SAUCE

1 Tbs minced garlic

1 Tbs minced fresh peeled ginger

1/8 tsp red pepper flakes, optional

1Y tsp ground cumin

1Y tsp paprika

12 tsp turmeric

1 Tbs chopped shallots

2 tsp chopped rosemary (or 1 tsp. dried)

Salt to taste

2 tsp fresh squeezed lemon juice

2 cups plain low fat yogurt

4 boneless, skinless chicken breasts, trimmed of all fat
1 Tbs cornstarch, dissolved in 2 Tbs cold water

Combine the garlic, ginger, pepper flakes, cumin, paprika,
turmeric, shallots, rosemary, salt, lemon juice and yogurt.
Pour mixture into a baking dish and add the chicken breasts,
turning them over to coat well with the yogurt mixtures.
Cover and refrigerate overnight or for several hours. Pre-
heat oven to 350° E Uncover the chicken and bake for one
hour. If the sauce is watery, remove the chicken and keep
warm. Pour the sauce into a saucepan and heat, adding the
cornstarch and bring to boil, then simmer for 2 minutes.
Pour over chicken and serve.
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OGR Annual Conference
to feature thought-
leaders in fine-tuning
Best Practices for
achieving Exceptional
Service, Market Share

AUSTIN,TX— The International Order of the Golden
Rule (OGR), the world’s leading professional association
dedicated to making independent funeral homes excep-
tional, will bring together leading independent funeral
home directors and death-care professionals from through-
out North America to discover ways to take exceptional
service and business practices to new heights.

OGR opens its 3-day annual conference at the world-
famous Broadmoor Resort in Colorado Springs, Colorado
April 22-24. The Broadmoor, located on 3,000 lush acres
under the shadow of Cheyenne Mountain, offers an ex-
tensive array of world-class guest amenities.

“This year’s conference, at the foot of the Colorado Rock-
ies, is designed to take independent funeral directors to
new heights by exploring a range of new opportunities,”
said Koven Brown, OGR president.

The conference will cover a number of topics with a
strong practical slant on funeral home marketing and op-
erations, and client-family service best practices includ-
ing a Diversity Panel: Hispanic Cultural Awareness and
a presentation on military funeral protocol. OGR awards
presentations will feature The Golden Light, Golden Rule,
and scholarship winners in addition to others.

Two presenters will keynote the conference: Dr. Alan
Wolfelt of The Center for Loss, who will speak on Explor-
ing the Trend of Going Around Grief Instead of Through Grief;
and Brian Grubb of The Ritz-Carlton Leadership Center,
who will speak on Legendary Service at The Ritz-Carlton.

OGR is the world’s leading independent funeral service
association. Throughout North America and around the
world, OGR is affiliated with nearly 1,000 independent
funeral homes that share common goals: exemplary ser-
vice, care and compassion to families in their time of
need. www.ogr.org.

BEEF TARRAGON

2 Tbs vegetable oil

2 Tbs unsalted butter

2 lbs beef tenderloin, cut into Y2 inch medallions
1 cup minced onions

1 Tbs minced garlic

1 cup red wine

1 Tbs Dijon mustard

2 Tbs chopped fresh tarragon leaves
1 can (13 3 oz) beef broth

2/3 cup plain yogurt

Salt and freshly ground pepper

In alarge sauté pan over medium high heat, heat
the oil with the butter until bubbling. Add the
beef medallions and sauté for 1 to 2 minutes on
each side (longer if you desire the beef to be well
done). Remove the beef to a serving platter and
keep warm.

Using the same sauté pan, combine the onions
and garlic and cook for 3 to 5 minutes. Add the
wine, mustard, tarragon, beef broth and yogurtand
stir thoroughly. Reduce the heat to medium and
simmer the sauce for 5 to 7 minutes, until slightly
thickened. Season with salt and pepper to taste.

Spoon the sauce over the beef medallions and
serve immediately. Makes 4 to 6 servings.

Good Eating!

Connecticut Funeral
Directors Association
Family Support Services
Scholarship Deadline

WETHERSFIELD,CT— Call-
ing all Connecticut high
school seniors consider-
ing a future in one of the
“helping professions.” For
the tenth consecutive year,
the Connecticut Funer-
al Directors Association
(CFDA) is accepting appli-
cations from all around the
state for its college Family
Support Services Scholarship
program.

A total of eight $500 col-
lege scholarships will be
presented — one to a student
in each of the State’s eight
counties.

The CFDA academic
scholarship awards pro-
gram supports graduating
high school seniors who are
pursuing careers in a pro-
fession that provides emo-
tional or medical support
for families. This includes
such fields as counseling,
social services, psychology,
psychiatry, nursing, medi-
cine, social work, gerontol-
ogy, and funeral service.

“Funeral directors under-
stand how important it is to
support others during dif-
ficult times, and we hope
to motivate more gradu-
ates to consider jobs where
they will provide assistance
to people in need,” explains
Funeral Director Shauna
Molloy, CFSP, President
of the Connecticut Funer-
al Directors Association.
“Our organization created
this program to encour-
age young people to follow
their dreams and consider
careers where they can help
families — just as funeral di-
rectors do every day.”

To be eligible for the Con-
necticut Funeral Directors
Association “Family Sup-
port Services Scholarship”
program, candidates must:
+ Be a high school senior

who will graduate in
June 2010;

* Bealegal resident of the
State of Connecticut;

* Be pursuing a career
that provides emotional,
medical or physical sup-
port for families. This in-
cludes such professions
as caregiving, counseling,
social services, psycholo-
gy, psychiatry, nursing,
medicine, social work,
gerontology, and funeral
service; and

+ Have maintained at least
a B grade point average
in the 10th, 11th and
12th grades.

All candidates must sub-
mit the application form
and a current high school
transcript. The application
form must be neat and leg-
ible, and filled out com-
pletely.

The Connecticut Funer-
al Directors Association is
comprised of funeral direc-
tors at more than 220 fu-
neral homes. It is commit-
ted to the promotion and
advocacy of high ethical
standards in funeral service.
This includes the develop-
ment and presentation of
ongoing professional train-
ing opportunities for prac-
titioners and educational
programs for association
members and the public.
The Wethersfield-based as-
sociation was founded in
1889.

The deadline for applica-
tions for the Connecticut
Funeral Directors Associa-
tion’s “Family Support Ser-
vices Scholarship” program
is FRIDAY, APRIL 9, 2010.
To receive an application
or ask questions about the
college scholarship pro-
gram, call the Connecticut
Funeral Directors Associa-
tion (CFDA) at (860) 721-
0234 or (800) 919-2332, or
download an application
from the organization’s web
site at www.ctfda.org.

NOI\»IS

PUBLICATIONS, INC.

FUNERAL HOME &
CEMETERY NEWS

welcomes industry news!

Send us any press release related to your firm
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
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NFDA, CANA & NFD&MA reach Historic Agreement
to lobby Congress together in 2010

WASHINGTON,DC— On November 18, 2009, repre-
sentatives of the National Funeral Directors Associ-
ation (NFDA), the Cremation Association of North
America (CANA) and the National Funeral Directors
& Morticians Association NFD&MA) met in the na-
tion’s capital to establish a unified position on key fed-
eral issues that will serve as the focus of joint congres-
sional visits during NFDA’s annual Advocacy Summit
in Washington, DC, this year.

Skip Mikell, chair of the NFD&MA Legislative Com-
mittee, facilitated the daylong meeting, during which
the group identified more than 15 issues facing funeral
service at the federal and/or state levels. After unani-
mous agreement on the top-five critical federal issues
facing the funeral service profession, the three associa-
tions prioritized those according to importance and rel-
evance to current congressional activities: Codification
of the Supplemental Security Income/Medicaid funeral/
burial exclusion; the Bereaved Consumer Bill of Rights
Act of 2009; reform of the federal estate tax; affordable
healthcare; and a tax deduction for indigent funeral/
burial costs.

NFDA, CANA and NFD&MA representatives also
agreed that focusing on a maximum of three issues
would prove most effective during the upcoming joint
congressional visits. Recognizing that the current ses-
sion of Congress might also complete some of these is-
sues, the group will therefore determine which three
top issues their collective members will discuss with
their elected officials closer to the Advocacy Summit in
March 2010.

In advance of NFDA’s Advocacy Summit, March 8-10,
the three associations will coordinate and set up state-
based delegations across their respective memberships
and schedule meetings with members of Congress. Thus,
for the first time, members of three national funeral ser-
vice associations will lobby members of the U.S. House
and U.S. Senate together and provide a powerful, uni-
fied voice on the key issues impacting funeral service.

CANA President Bill McQueen, CFSPD, said: “The
Cremation Association of North America is pleased
to participate in the NFDA Advocacy Summit and to
work with NFDA and NFD&MA to develop a united
voice on issues before the funeral service industry. Co-

ordinating our positions on legislative and regulatory
issues serves the industry and the public.”

Skip Mikell, chair of the NFD&MA Legislative Com-
mittee, said: “The NFDA Advocacy Summit provides
an opportunity to see, firsthand, how our national
government works and have a chance to participate
in the process. This year, the attendees will represent
the united voice of funeral service in America.”

Attendees at the November 18 meeting included: (from
NFDA) President William Wappner, President-elect
Patrick Lynch, Advocacy Committee Chair Pat Lanigan,
CEO Christine Pepper, Senior Vice-President — Advo-
cacy John Fitch and Director of Political Affairs Lesley
Witter; (from CANA) Executive Director John Ross;
and (from NFD&MA) President Ernest Adams; Legis-
lative Chair Skip Mikell and Billie Watson Hughes.

For more information about NFDA’s 2010 Advocacy
Summit or to register, please visit www.nfda.org/ad-
vocacysummit or call 800-228-6332.
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SCARANO SHIPPING

When you select Scarano Shipping you receive
prompt, personal service without the risk.
e First-rate, on-site embalming procedures

that ensure remains arrive from Florida
in quality condition.

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

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

24 hours a day, 7 days a week

Joe Scarano will answer your call personally!

1-800-423-5901

www.scaranoshipping.com
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ICCFA announces “Keeping It Personal” Award Winners

STERLING,VA— The International Cemetery, Cremation
and Funeral Association is pleased to announce its 2009
KIP (Keeping It Personal) Award winners, recognizing the
best in personalization in the cemetery, cremation and fu-
neral service profession.

Created by the ICCFA Personalization Committee, the KIP
program honors recipients in four categories: Best Practices/
Personal Touch; Innovative Personalized Product (suppliers
only); Most Personalized Service or Memorial; and Event.

This year’s contest drew 27 entries from across the United
States and abroad. Communications and marketing profes-
sionals from outside the cemetery and funeral service profes-
sion performed the judging.

Information on the winners is available on the ICCFA Web
site at www.iccfa.com/certifications-awards. Applications for
the 2010 KIP Awards will be available from the ICCFA this
spring. The ICCFA congratulates the winners and all who
entered the 2009 KIP Awards. The winners are as follows:

MOST PERSONALIZED SERVICE OR MEMORIAL

First Place & Grand Prize Winner
Miller-Jones Mortuary & Crematory, Sun City, CA
When Betty Billings, beloved wife and mother and admirer
of the work of painter Thomas Kinkade, passed away sud-

Still using expensive
steel cremation tags?

SHAME
ON YOU!

Do you

really need

to place ID tags
inside the
cremation
chamber?

Probably not!

Consecutively
numbered
brass tags 13¢ or less each

Low-cost Cremation |.D. Tags

L. PRICER COMPANY

Phone: 707-473-0319  Fax: 707-473-0270
P.O. Box 2034 « Healdsburg, CA 95448
Email: k.pricer@comcast.net
Web Page: http://home.comcast.net/~Ipricer

“tid b’

Answers to Klicker’s Krossword

Puzzle on Page A40

denly, her family turned to Miller-Jones Mortuary & Crema-
tory to arrange a meaningful celebration of her life. They said
that they will “always remember her in her favorite La-Z-Boy
chair adorned with Kinkade art, with her Kinkade blanket,
Kinkade painting and personal bedside poem.” Miller-Jones
arranged for all of these things to be transported to the mor-
tuary and included in the viewing presentation, with Billings
layed out in her favorite chair instead of a casket, with her
blanket and other favorite artwork near her. The family was
comforted by the innovative idea and appreciated the oppor-
tunity to create a final family photo in this setting,.

Honorable Mention
Reichmuth Funeral Homes, Elkhorn, NE

Jack Rittenhouse was a 38-year-old man whose heritage was
deeply rooted in rural life, farming and volunteer firefighting,
To memorialize him, Reichmuth Funeral Homes incorporat-
ed ears of corn, fire department emblems and miniature farm
implements into the bouquets and decorations. Reichmuth
also coordinated with various fire departments from around
the state, and 23 fire apparatus vehicles led the procession
from the funeral home to the cemetery. Rittenhouse’s local
fire department formed a corridor for the walk to the grave,
and more than 100 guest firemen formed an honor guard
near the grave. The Nebraska Fire Fighters Response Team
provided a burial flag, which was folded by six members of
the Waterloo Fire Department; two bagpipers played “Amaz-
ing Grace;” and the local 911 center issued a “last call” over
the entire system commemorating his death.

BEST PRACTICE

First Place
Eternal Hills Memorial Gardens & Funeral Home,
Klamath Falls, OR

In an effort to personalize services for every family they
serve, Eternal Hills created an extensive interview guide to
find out the life history, special events and important details
that lead to a more personalized service. A service arranger
along with an arrangement counselor plan and coordinate all
personalization and order of service with the celebrant after
he/she meets with the family. Eternal Hills uses an extensive
interview that focuses on six areas of life: family, work/pro-
fession, community involvement/clubs, hobbies, church/re-
ligion, and vacations/special activities. After this information
is gathered, a meeting is arranged with the clergy or celebrant
to parlay the specific details. The service director is the master
of ceremony introducing all participants, the order of service,
and the wow factor—the special personalization planned for
each service. In addition, Eternal Hills requires each service

arranger to be a certified celebrant.

Honorable Mention
Kranz Funeral Home, Cass City, MI
Kranz Funeral Home provides a personalized blanket with
the deceased’s name and dates and a custom-embroidered
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design specially chosen for each person. Kranz hires an em-
broiderer who goes online to the funeral home’s Web site
and reads the obituary to decide on the design. Each one is
displayed on a quilt rack during visitation. Families tell them
time and again that the design is right on target in capturing
the spirit of the deceased.

EVENTS

First Place
Speaks Family Legacy Chapels, Independence, MO

Speaks Family Legacy Chapels hosted its Fourth Annual “Lest
They Be Forgotten” Veterans Program at the Harry S. Truman
Presidential Library. The program featured the premiere of
“Vietnam—Remembered” by documentary filmmaker Larry
Cappetto; a recounting of the heroic actions of two Vietnam
War Congressional Medal of Honor recipients; a firsthand
account of the war and homecoming of the founder of the
Heart of America Stand Down Foundation; and a Huey heli-
copter that was shot down four times during the war. Speaks
Chapels also sponsored a movie presentation on public tele-
vision, a one-hour discussion on public radio, and presenting
the Cappetto movie at nursing home veterans programs.

Honorable Mention
Fu Shou Yuan Co., Ltd., Shanghai, China

The Shanghai Cancer Rehabilitation Club holds an annual
Commemoration Day in their “Forest of Hope and Love” that
they built in 2005 in the Fu Shou Yuan Cemetery. The April
16,2009, event attracted more than 900 members to remem-
ber those who have passed away. There was also a “Baptism of
Life” celebration for 50 club members to remember their five
years of “rebirth” since their cancer went into remission.

Honorable Mention
Ballard-Durand Funeral & Cremation Services, White
Plains, NY

Ballard-Durand Funeral & Cremation Services held a spe-
cial seminar with speaker, therapist, life coach and author Ron
Villano titled “Embrace the Power of Change.” The event was
free and open to the public. The funeral home garnered at-
tention via social networking and through an article in the
local newspaper about the upcoming event. MKJ Market-
ing created a newspaper ad, community poster and Web site
banner ad. About 130 people attended and learned how to
work through change and cope with the loss of a loved one.

INNOVATIVE/PERSONALIZED PRODUCT (SUPPLIERS)

First Place
Heartsong Memory Beads, San Diego, CA
Heartsong Memory Beads creates custom jewelry with cre-
mated remains infused in glass beads. Customers say they find
comfort in feeling that their loved one is always with them.

Honorable Mention
Shine on Brightly, Asheville, NC
Founded in 2008, Shine on Brightly is a group of 25 affiliated
artists who create personalized memorial art for humans and pets
in such mediums as memorial urns, jewelry, paintings, hand-
made books, glass objects, poetry, pottery, textiles and more.

Honorable Mention
Hainsworth USA, Glenwood, MD

Hainsworth USAs line of The Natural Legacy caskets and
presenters are made in the United States from British wool.
They may be used for traditional vaulted burials, cremations
and green burials, and are acceptable for Christian, Jewish
Orthodox and Muslim burials. The caskets and presenters
are available in natural or brown wool and there are options
on the embroidered plates for personalization such as deco-
rations, designs or religious symbols.

Grand prize winner Miller-Jones Mortuary & Crematory
receives a free registration to the ICCFA 2010 Annual Con-
vention & Exposition, March 10-13, at the San Antonio
Convention Center & The Grand Hyatt San Antonio in
San Antonio, Texas.

All first place and honorable mention winners will be recognized
at the Convention, in ICCFA Magazine and are being provided
promotional news releases to submit to their local media.

Founded in 1887, the ICCFA is the only international trade
association representing all segments of the cemetery, cremation,
funeral and memorialization industry. Its membership is com-
prised of more than 7,400 cemeteries, funeral homes, memorial
designers, crematories and related businesses worldwide.
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The Treatment of Those Who Died in
the Haitian Earthquake

A Joint Statement From: National Funeral Directors Association;
National Funeral Directors and Morticians Association; Cremation
Association of North America; Casket and Funeral Supply
Association of America; Monument Builders of North America

BROOKFIELD,WI— The
members of the National
Funeral Directors Associa-
tion (NFDA), the Nation-
al Funeral Directors and
Morticians Association
(NFD&MA), the Crema-
tion Association of North
America (CANA), the Cas-
ket and Funeral Supply
Association of America
(CESA) and the Monument
Builders of North America
(MBNA) express their heart-
felt sympathies to those af-
fected by the earthquake that
devastated Haiti on January
12. The associations’ mem-
bers also wish to express their
deepest concerns over the
treatment of those who died
in the earthquake.

The Haitian government
has taken control of the mor-
tuary response in Haiti and
has neither asked for nor au-
thorized assistance from any
government or private orga-
nization. The heart-breaking
images of those who died be-
ing placed in mass graves are
shocking, and the members of
NFDA, NFD&MA, CANA,
CFSA and MBNA believe the
people of Haiti deserve better.
They have lost so much and
are experiencing a variety of
emotions as they struggle to
survive; seeing people who
may be family or friends be-
ing put in mass graves only
compounds their grief.

The associations are also
worried about the fate of
American citizens and indi-
viduals with dual Haitian and
American citizenship who
died in the earthquake. As of
January 23, the Department
of State reports that the iden-
tities of 45 American citizens
who died in the earthquake
have been confirmed. How-
ever, thousands remain miss-
ing. There are concerns that
the remains of these missing
individuals may be placed
in one of the mass graves or
may forever be lost in the
rubble. The news story “Rel-
atives of Americans Missing
in Haiti Angry,” from The
Washington Post (http://bit.
ly/6snn87), sheds light on the
pain and anguish these fami-
lies are experiencing.

Said NFDA member Mi-
chael Gunderud, of Kro-
wicki-McCracken Funer-
al Home in Linden, N.J.:
“The events in Haiti have left
many funeral directors eager
to assist families ship identi-
fied remains to the United
States. We have been called
upon to fulfill a duty, yet re-
main helpless in our efforts.
Such a situation should be
addressed with aggressive
action, and it [is] disheart-
ening that [I am] unable to

perform the duty that I was
called upon to do.”

There is a tremendous will-
ingness within the funeral
service, memorialization and
mass-casualty response com-
munities in America — both
government resources, such
as Disaster Mortuary Opera-
tional Response Teams, and
private resources, such as the
hundreds of funeral direc-
tors who have volunteered
to travel to Haiti — to assist
the Haitian government with
the respectful treatment of
the dead. The members of
the funeral service, memo-
rialization and mass-casualty
communities are willing to
help the Haitian government
with all those who died in the
earthquake — regardless of cit-
izenship —so that, where pos-
sible, they can be returned to
their families for a dignified
funeral, burial and memori-
alization.

Funeral and deathcare pro-
fessionals have stepped for-
ward in a number of natural
disasters — from Hurricane
Katrina to the earthquake and
tsunami that impacted South-
east Asia — and have reunited
thousands of families with the
remains of their loved ones,
affording them the opportu-
nity to have funerals or me-
morial services. The funeral
service and memorialization
community believes it can do
this for Haiti, and all nations
that saw their citizens die in
the earthquake.

Funeral directors are en-
trusted to care for the living
through the respectful and
dignified treatment of those
who died. The outpouring of
humanitarian relief from the
United States to the people
of Haiti is to be applauded
and admired, for it is desper-
ately needed; however, in not
taking swift action to care for
those who died, this country
fails to offer a fully compas-
sionate response.

The members of NFDA,
NFD&MA, CANA, CEFSA
and MBNA call on those in
the federal government who
are leading this country’s re-
sponse in Haiti to take swift
action by urging the Haitian
government to allow the fu-
neral service, memorializa-
tion and mass-casualty re-
sponse communities in the
United States and around
the world to assist with the
respectful and dignified treat-
ment of those who died in
the earthquake.

Please visit www.nfda.org/
haiti for the latest news and
information on the mortu-
ary response in Haiti. This
Web page will be updated

daily or as new information

becomes available.

Funeral service profession-
als interested in volunteering
in Haiti may call the National
Funeral Directors Association
at 800-228-6332. NFDA
staff is collecting contact in-
formation in order to keep in-
terested parties abreast of ways
they might be able to assist
the federal government and
funeral service professionals
in Haiti, should their service
prove necessary. NFD&MA
members may call 800-434-
0958 to place their name on
their association’s volunteer
list. MBNA members may
call 800-233-4472 to place
their name on their associa-
tion’s volunteer list.
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EDMUND PERRY PALMER of Columbia, SC died Feb-
ruary 3, 2010 at the age of 74. A second generation fu-
neral director, he operated Palmer Memorial Chapel
in Columbia and Sumter, SC for 40 years. A graduate
of American Academy of Funeral Service in New York,
he was past President of the South Carolina Morticians
Association, Secretary of the Board, Vice Chair and
Chairman of the Board of Directors, District Gover-
nor of the National Funeral Directors and Morticians
Association, as well as President.

J

VIVIAN FASHIONS

V & F BuriaL Gowns
Designer and Manufacturer of Burial Gowns
www.burialgown.com
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114-31 Farmers Blvd., St. Albans, NY 11412
Tel: 888-456-0266 Cell: 646-296-9657
N Fax: 718-465-7596 Office: 71 8-479-3040f

Meet Valerie J. Wages, CFSP,
Tom M. Wages Funeral Service, LLC

ARTHUR W. JORDAN, SR. of Middletown, OH died Jan-
uary 17, 2010. A graduate of Cincinnati College of Mor-
tuary Science, he was co-founder of Hall-Jordan-Pretty
Funeral Home in Middletown. He was also a human
identification/mortuary specialist with the U.S. Air force
for nearly 40 years.

NOAH STANLEY ELKINS of Florence, AL died January
15, 2010 at the age of 85. He first apprenticed with
Brown-Service Funeral Home in Tuscumbia, AL as
a teenager. He graduated from Gupron-Jones Mortuary
College in 1947 and returned to work for Brown-Ser-
vice Funeral Home. In 1959 he and Joe Morrison Sr.
founded Morrison-Elkins Funeral Home, later Elkins
Funeral Home. He was elected Lauderdale Coroner in
1958 and reelected in 1962. He retired in 1990.

JOHN J. “JACK" HOGAN, JR. of Flushing, NY died
January 25, 2010 at the age of 71. He grew up over the
family business, the Fogarty Funeral Home, which he
operated as its President from 1960. He was also high-
ly respected in the funeral
industry, holding various
leadership positions in the
Metropolitan, New York
State and National Funer-
al Directors Associations, as
well as being a founding
member and eventual Pres-
ident of the Catholic Cem-
etery Guild of the Brooklyn
Dioceses. In 2006, he be-
came the President of the
National Funeral Directors
Association.

“This continues to be one of the most encouraging,
supportive and exceptional networking programs |
attend in funeral service.”

www.nfda.org/professionalwomensconference

500-228-6332

April 9-11, 2010  Savannah, GA

BRUCE ALLEN OVERTON
of Traer, IA died January
23, 2010 at the age of 66.
He graduated Summa Cum
Laude from the Wisconsin
Institute of Mortuary Sci-
ence and then joined his fa-
ther in the funeral business,
Overton Funeral Home in
Dysart, IA. Following his
father’s death he continued
the family business until his
retirement in 2005. He was
a longtime advocate for fu-
neral service and very active in the profession. He earned
the designation of Certified Funeral Service Practitioner
from the Academy of Professional Funeral Service, served
as President of the lowa Funeral Directors Association in
1986-87, and was President of the National Funeral Direc-
tors Association in 1995-96. Bruce was also a Past President
of the National Funeral and Memorial Information Council,
the Academy of Professional Funeral Service, and he chaired
the American Board of Funeral Service.

RICHARD CLINTON McKEE JR. of Gig Harbor, WA died
January 9, 2010 at the age of 74. He joined his son in
the family business as a funeral director for Tuell-Mc-
Kee Funeral & Cremation of Bremerton and Tacoma,
WA, until his retirement in 2009.

ROBERT “BRUCE"” ERLEWEIN of Morristown, IN died
January 20, 2010 at the age of 65. In 1996, he co-owned
Erlewein Mortuary in Greenfield, IN with his son and
daughter-in-law. He returned to college to become a fu-
neral director and worked at Erlewein Motuary until his
retirement in 2004.

JAMES DAVIS GRUBBS of Walton, KY and formerly of
Independence, KY died January 15, 2010 at the age of
73. He was owner and chairman of Chambers & Grubbs
Funeral Homes, Inc., and past president of the Funeral
Directors Association of Kentucky, and Northern Kentucky
Funeral Directors Association.

H. MICHAEL CUTLER of Council Bluffs, IA and Miami
Beach, FL died February 1, 2010 at the age of 58. He
was a graduate of Dallas Institute of Mortuary Science. A
fourth generation funeral director, he was involved with
Cutler-O’Neill-Meyer-Woodring Funeral Home until
about 10 years ago.

MICHAEL A. BARBERA of Greece, NY died January 11,
2010. He was a sales representative for the Marsellus Cas-
ket Company in Syracuse, NY from 1986 to 1997. Af-
ter Marsellus was sold to SCI, he worked for a time with
York Casket Company. He won many awards during his
career, including Rookie of the Year.

ROBERT THOMAS RANDALL of Arnold, MD died January
11,2010 at the age of 75. He was a 1959 graduate of Eckels
College of Mortuary Science in Philadelphia and began his
career that year at Tickner’s Funeral Home, later work-
ing at Gladhil Funeral Home, before joining Barranco
& Sons Funeral Home in 1971. In 1976, he became the
Maryland, Delaware, Washington and Northern Virginia
representative of The Dodge Company, retiring last year.
He had been a longtime member of Region III of Disas-
ter Mortuary Response Team (DMORT). He was a life-
time member of the Maryland State Funeral Directors As-
sociation, Virginia Funeral Directors Association, Delmarva
Funeral Service Association, the Academy of Funeral Service
Practitioners, British Institute of Embalmers and the Mary-
land State Funeral Suppliers Association.

If you have an Obituary
ou would like to see

listed here, send NO IS

information to:
PUBLICATIONS, INC.

PO Box 5159, FUNERAL HOME &
CEMETERY NEWS

Youngstown, OH 44514
Fax 1-800-321-9040
E-mail info@nomispublications.com
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NYS Funeral Directors Foundation establishes
Haitian Assistance Fund

ALBANY,NY— The New
York State Tribute Founda-
tion, the philanthropic arm
of the New York State Fu-
neral Directors Associa-
tion (NYSFDA) has estab-
lished a Haitian Relief Fund
to assist victims of this over-
whelming disaster. All New
York funeral directors, fu-
neral service suppliers and
others affiliated with funeral
service in the state are being
encouraged to donate to
this special fund. The public
is also invited to make con-
tributions to this fund.

The International Red
Cross estimates that about
three million people were
affected and the Haitian
government anticipates that
the disaster will claim be-
tween 100,000 and 200,000
lives.

According to NYSFDA
Executive Director Bon-
nie McCullough, “100%
of all donated funds will be
directed to help the Haitian
people and others there as
part of the massive relief
effort that is just now un-
derway. Although it is pre-
mature at this point to iden-
tify a specific organization
as beneficiary of contribu-
tions made to the Tribute
Foundation, we are assuring
donors that our combined
funds will be targeted in
the most effective and efh-
cient manner to ensure that
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Bonnie McCullough
they make a tangible differ-

ence.”

Ms. McCullough add-
ed that the distribution of
these funds will be deter-
mined by New York funer-
al professionals who serve
as directors of the Tribute

Foundation once a targeted
area of great need is identi-
fied.

In addition to this effort,
NYSFEDA Disaster Com-
mittee Chairman Doug
Brueggemann, confirmed
that the Disaster Mortu-
ary Response Operational
Team (DMORT) has been
alerted to be prepared for
possible activation and trav-
el to Haiti once logistics are
worked out by the Federal
Government.

The NYS Tribute Founda-
tion is a tax exempt 501(c)
(3) organization. Individ-
ual contributions are tax
deductible to the extent
allowed by law. To make
a donation to the Tribute
Foundation Haitian Relief
Effort, please call 800-291-

2629, visit tributefounda-
tion.org or mail to: 426
New Karner Road, Albany,
NY 12205.

Founded in 1889, NYSF-
DA’s mission is to promote
the highest standards of fu-
neral service to the public
and to enhance the environ-
ment in which its members
operate. Almost 900 mem-
ber firms and 3500 licensed
funeral directors who oper-
ate across the state belong
to the New York State Fu-
neral Directors Association.
In addition to maintaining
a Website at www.nysfda.
org, NYSFDA also pub-
lishes a quarterly newspa-
per column “Transitions”
and brochures which edu-
cate and inform consumers
about end-of-life issues.
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“Don’t take our word for it.
See what our clients have to say.”
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DVD-based staff training programs
to work for your firm.

B How To Handle Price Shoppers
B Cremation Arranger Training System

By renowned trainer, Marilyn Jones Gould.
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*Our success rafe

increased 30% after

using MKJ’s DVD
training system.”

-Chris Tharp
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FLEXIBILITY, COMFORT, VALUE—  STAKMORE offers a seating option that provides client comfort,
three words that are synonymous with  service flexibility and compliments your interior decor.

the quality folding chairs STAKMORE,  contact your funeral supply distributor today to learn more
the INDUSTRY LEADER, has been 554t STAKMORE's product offerings.

manufacturing since 1922,

For a list of funeral supply distributors contact our corporate
CHOICES—the key word describing the numerous chair styles,  offices. Phone: 607-687-1616; Fax: 607-687-0049; E-mail:
wood finishes and upholstery options offered by STAKMORE.  customerservice@stakmore.com

STAKMORE ¢ PO. Box 309 Elm Street « Owego, NY 13827



