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We spin the wheel — you win a prize!

EVERYONE IS A 
WINNER WHEN YOU 
VISIT OUR BOOTH #410
AT ICCFA IN LAS VEGAS

EVERYONE IS A 
WINNER WHEN YOU 
VISIT OUR BOOTH #410 
AT ICCFA IN LAS VEGAS

PROUD SPONSOR

Briggs Funeral Home Celebrates 100 Years 

Garrity Funeral Home Upholds Fine Tradition 

DENTON,NC— J. Briggs, Inc. has cause to celebrate. 
100 years have passed since Rex Furniture Company 
and Briggs Funeral Home began as the Piedmont 
Furniture Company, “Dealers in Furniture and Un-
dertaking Supplies”, in 1910. W.W. Russell and B.I. 
Harrison, the company’s founders, made furniture and 
coffi  ns for the community until 1917, when they began 

off ering embalming services, which were typically done 
at the residence of the deceased, and changed the com-
pany’s name to Rex Furniture and Undertaking.
 In 1919, the company was sold to Carl A. Hoover. 
Mr. Hoover, a graduate of Brown’s School of Embalm-
ing in Raleigh, served his community as a highly re-

PRAIRIE DU CHIEN,WI— Garrity Funeral Home, lo-
cated in a scenic river valley in Southwest Wisconsin, 
began in 1946 when Robert Garrity became a partner 
in Otteson and Garrity. In 1972, Garrity became the 

sole proprietor of the business and built a new facility at 
704 South Ohio Street, where the Garrity Funeral Home 
continues to serve the community. Robert Garrity and 

CONTINUED ON PAGE A25

CONTINUED ON PAGE A10

See “Slack and Wallace Funeral Home 
Opens in South Point” on Page A22

Richard L. Slack 
and Beth A. 
Wallace-McNearney 
opened the funeral 
home. Although the 
fi rm is brand new, they 
have over 40 years of 
combined experience. 

See “Gendron Funeral & Cremation 
Services acquires Hawkins Funeral 

Home and Crematory” on Page A16

“Th e Hawkins Family 
provided caring, 
quality service for over 
50 years. It continues 
to be a pleasure 
working with them to 
ensure the success of 
this transition.”

See “Mama Goose Urns provides 
Exceptional Durability and 

Personalized Service” on Page B4

Family owned 
Mama Goose Urns 
makes exceptional 
urns and keepsakes, 
manufactured on 
site and poured extra 
heavy to provide a 
sturdy product.

See “Heaven’s Gain Expands Products 
Carrying Baby Urns” on Page B8

Priding itself on 
personalized service and 
quick response for quality 
products, Heaven’s Gain 
specializes in burial 
products for pregnancy 
loss or preemie death.
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HAVE YOU SEEN THESE CHILDREN?HAVE YOU SEEN THESE CHILDREN?
The photographs below have been provided by the National Center for Missing and Exploited Children. 

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

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

Missing

GABRIEL CLAXTON

Circumstances: Both photos shown are of 
Gabriel. He is biracial; Gabriel is Hispanic and 
White. His ears and right eyebrow are pierced. 
Gabriel may use the last name Balderas. 

SPECIAL NOTE: Th is case was initiated pursuant 
to 42 U.S.C. § 5779. Th e individual pictured on 
this poster was reported missing when he or she was 
between the ages of 18 and 20. Law enforcement has 
entered this case in the FBI National Crime Information 
Center database and has asked NCMEC to disseminate 
this poster.

Date of Birth:  6/2/1991
Date Missing:  11/11/2010

Missing From: Tulsa, Oklahoma
Age at Disappearance:  19 Yrs

Age Now:  19 Yrs
Sex:  Male

Race:  White/Hisp
Height:  5’9”

Weight:  168 lbs
Hair:  Brown
Eyes:  Hazel

Non Family Abduction

LAURYN DICKENS

Circumstances: Lauryn was last 
seen September 7, 2010. She may 
be in the company of an adult fe-
male. Lauryn was last seen wearing 
a brown onesie with a pink fl ower 
and pink dots. She has a skin rash 
on both forearms and inner knees.

Date of Birth:  11/24/2009
Date Missing:  9/7/2010

Missing From: Memphis, TN
Age at Disappearance:  9 Mos

Age Now:  1 Yr
Sex:  Female
Race:  Black
Height:  1’9”

Weight:  17 lbs
Hair:  Black
Eyes:  Brown

Endangered Missing

PAIGE VALISA JOHNSON

Circumstances: Both photos shown are 
of Paige. Her ears, tongue, and navel are 
pierced and she has highlights in her hair.

Date of Birth:  8/29/1993
Date Missing:  9/23/2010

Missing From: Covington, KY
Age at Disappearance:  17 Yrs

Age Now:  17 Yrs
Sex:  Female
Race:  White
Height:  5’1”

Weight:  110 lbs
Hair:  Lt. Brown

Eyes:  Brown

Your Funeral Home 
or Cemetery could be 

on the front cover of the 

Funeral Home &Funeral Home &
Cemetery DirectoryCemetery Directory

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

SEND TO 
FRONT COVER

c/o Nomis Publications, Inc
PO Box 5159

Youngstown, Ohio 44514

TO SUBMIT -
Include your fi rm’s name, address, phone 
number(s) and name of contact person on 
your company letterhead, along with your 
photograph or line drawing. Include a short 
description of your facility.

Submit Your 
Submit Your 

Firm!Firm!

VFMC Providers make Operation 
Valentine a Huge Success
SANIBEL,FL— The message is a simple 
one, “Thank you so much for what you 
do, we always need you.” That is just 
one of the many sweet messages from 
the heart of a child to a soldier overseas 
in Veterans & Family Memorial Care’s
Third Annual Operation Valentine. 
 Participating Veterans & Family Me-
morial Care providers nationwide spon-
sor VFMC’s annual Operation Val-
entine. The project is simple 
and meaningful, according 
to Mark Davis, founder 
and CEO of VFMC 
and its parent 
company Val-
Mark Memori-
al Group. “Stu-
dents and indi-
viduals through-
out communities 
nationwide write 
messages to the 
troops on hand-
made Valentine 
ca rds ,  cut -out 
hearts, or whatever they like and we 
make sure that they are delivered to our 
brave men and women serving overseas. 
Our troops are far away from their loved 
ones and friends so they really want to 
know that people back home appreciate 
them. Care packages are one thing, but 
this is a real morale boost.”

Scott A. Hebert, Fletcher Funeral 
Homes, Gardner, MA, stated, “I am sim-
ply amazed at the community reaction to 
VFMC’s Operation Valentine. The val-
entines keep pouring in. We are sending 
in hundreds of cards that schools, church 

groups and many individual families 
created for the troops. This has been a 
very successful project and we have had 
some really great press. We received over 
a hundred new valentines this morning 
alone! We are in a very rural communi-
ty about an hour northwest of Boston 
and we have nearly five hundred valen-
tines being sent out to our local men 
and women who are serving. I am hope-
ful that these endeavors will continue 
to flourish as we keep promoting sup-

port of our 
t r o o p s . 
The news-
paper  i s 
c o m i n g 

b a ck  t o -
m o r r o w  t o 

take some photos 
of all the valen-
tines before they 
get shipped off.”
 Wendy Butner, 
Fry and Prickett 
Funeral Home, 

Carthage, NC, raved, “We shipped out 
over 400 cards from the elementary 
schools where we serve! The students 
were so excited to have the opportu-
nity to be a part of this exciting proj-
ect! Looking forward to the next event 
that we can be involved in.” 
 There are currently over 900 family 
owned and operated exclusive VFMC 
Providers in 48 states throughout the 
U.S. To learn more about becoming the 
VFMC Provider in your area visit Veter-
ansHonored.com or call toll free (866) 
770-6791.

FUNERAL HOME & FUNERAL HOME & 
CEMETERY CEMETERY NEWSNEWS
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800-413-4455

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

Plus 15¢ each for shipping & handling
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CALENDARS
Highest Quality Promotional

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

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

There are absolutely no other charges. Really.

2011-2012
5772

The Symbolism
of Judaica

JEWISH
CALENDAR

the art of
georgette Baker

BLACK
HISTORY

CALENDAR

2012

2012

CATHOLIC CALENDAR

o

THE

MADONNA

TWELVE

MASTERPIECES

4 C

FPO

Catholic Calendar Also Available in Spanish
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By Sherry L. Williams 

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

Th e Gift ofTh e Gift of
 Aftercare Aftercare

  Spring is on its way, at least we hope. Th is has been a 
pretty tough winter on all of us. Th e United States has had 
one of the snowiest winters ever and we are all ready for 
the sunshine. With the onset of March, we set aside time 
to honor the earth. Earth Day is fast approaching and it is 
a time everyone will be focusing on ways to keep our envi-
ronment clean and be eco-friendly. 
 As you come out of your winter doldrums, why not think 
about ways to promote earth day. Many of you are now 
providing eco-friendly caskets and are promoting environ-
mentally friendly paper products. Everyone is talking about 
going green and saving the world. 
 But as a funeral director, how can you really promote that 
concept. Many of you might feel uncomfortable advertis-
ing that you provide green funerals. It’s not an easy topic 
to talk about. You can get in to all kinds of questions and 
some not very comfortable to answer like; what kinds of 
fl uids you use, are the vaults and caskets eco-friendly, what 
do you do with human fl uids and on and on. I don’t blame 
you if you don’t want to go there. However, there is some-
thing you can do that shows you promote a healthy envi-
ronment. 
 Consider sponsoring a poster contest, essay contest or sci-
ence/community project in your community. Go through 
your school system and get the science teachers to encourage 
participation in the contest by teaching eco-friendly issues 
in their class during the month of March and have students 

Your actual cost for this kind of thing is minimal. You will 
have the cost of the prize which might be a savings bond, 
cash, a special gift like a Kindle, or IPod. You might even 
be able to get a couple of prizes donated by other sponsors 
which is a good way to network with other businesses in 
your community. You may have to pay for some adver-
tising, but you can divert some of the advertising you al-
ready have in your budget to this project, so that expense 
should be minimal. If you use your community almanac 
or activities page, you can get advertising for free. You can 
get public service ads on the radio and local TV so there 
are ways to decrease your advertising costs. 
 And then there is your time. Th is will be your biggest 
expense. Time is where you need to involve your staff . Get 
them involved in the planning. If you have an aftercare 
coordinator, let this be a project they overlook. Th e most 
important thing about a project like this is the commit-
ment to see it through and taking the time to cover all 
aspects of the project so that you get maximum exposure 
in your community. You just have to think this through, 
follow-up and hold people accountable for their assign-
ments.

create a poster, project or essay on saving the environment and 
why it is important. 
 To do this, you need to talk with the school principals, the 
science teachers and counselors in your schools about the proj-
ect. You might also enlist the help of the Rotary or Kiwanis or 
any other service agency in the community to help promote 
the concept and to help with prizes. You can get your local 
television stations to promote the project as well. 
 Determine your criteria. Spell out what the contest is about. 
Explain it clearly and provide instructions for when the essay, 
poster or project should be ready, where it is to be sent. You 
might even have the posters and projects on display in your 
funeral home. Th is would get people in the community in-
volved and it would get people inside your funeral home. You 
can even have the judging there and provide a reception with 
refreshments at your funeral home. 
 Pick some high profi le judges including yourself or someone 
from your staff . Consider getting a local TV or radio personal-
ity to be a judge as well. Make a big deal out of this. Th ink it 
through, you can really promote the whole concept of saving 
the earth and promote your business at the same time. 
 Maybe doing Earth Day doesn’t give you enough time to 
plan something like this, so, pick another day another project 
or issue. It might be drinking and driving. It might be some-
thing about promoting a safe prom (which is just around the 
corner) but pick an issue that will inspire your youth and your 
school teachers so you have buy in.
 Promote the contest in the local papers and in the schools. 
Put up your own poster about the contest in the schools, in 
church lobbies, bank lobbies and in local groceries etc. Th is 
is about creating community awareness around a special issue 
and making you and your business the one in the spotlight for 
bringing the issue out in to the open so people are aware of it 
and so something positive is done as a result of it. 
 Th ere is no better way to be involved in your community. 

S-15
Palm Leaf

500 1000 2500 5000

.55 .43 .36 .34Lithographed Series

Priced Each

888-800-0335  615-453-0335   Fax: 615-453-9644    www.sumtotalfuneralsupplies.com

Price includes full four-color process stock 
pictures on coated front, and on the back,

a one color imprint on white,18-point board.
Imprint Area: 7"x 6³⁄₄", allow 1¹⁄₄"x 4"in
center for handle placement. Copy back side only.

23rd Psalm

Lord’s
Prayer

Word How to Use
the Bible

Dove

Priced Each 250 500 1000 2500
Bookmarks .39 .29 .19 .13

 www.sumtotalfuneralsupplies.com

Inquire
About Our

Custom Fans
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FREE
Shipping
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National Mortuary Shipping has 
named Co-Owner

Hall Funeral Chapel purchases new 
Superior Coach

Angela Berwald

CLEVELAND,OH— National Mortuary 
Shipping (NMS) is proud to announce 
Angela Berwald has been named as an 
owner of the company. She will join Diane 
Smith who has been owner since 2006.
 Angela has been with NMS for nearly 
25 years and has worked alongside funer-
al directors to assist families dealing with 
out-of town deaths. Her 
long-standing reputation 
in the industry has been 
built on her commitment 
to deliver exceptional ser-
vice and eff ective results 
for her clients.
 “Angela has been named 
co-owner because she 
has been such an integral 
part of National Mortu-
ary Shipping’s contin-
ued growth,” said Diane 
Smith, CEO and owner of 
National Mortuary Ship-
ping.  

 Since its inception in 1981, Cleveland-
based National Mortuary Shipping has 
been the trusted name in experienced, de-
pendable shipping when dealing with the 
death of a loved one. NMS off ers removal 
services, international shipping, removal 
and embalming, livery, direct cremation, 
graveside services, disinterment and oth-

er services. Its mission has 
been to assist hometown 
directors with out-of-town 
deaths. Th e philosophy has 
been to provide depend-
able, professional and ef-
fi cient service by empha-
sizing quality, trust and 
communication with its 
clients. NMS staff  is avail-
able 24 hours, every day of 
the week to fulfi ll clients’ 
needs. For more informa-
tion, visit www.natlmor-
tuaryshipping.com or call 
800-321-0185.

EFFINGHAM,IL— Randy Hall of Hall 
Funeral Chapel, Inc. in Effi  ngham takes 
delivery and receives the keys of his Supe-

rior Cadillac Crown Sovereign Commercial 
Glass Coach from Joe Molina of Royal 
Coachworks, Inc., St. Louis, MO.

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

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

EVERYDAY 
MORTUARY 
PRODUCTS
get 10% off
online purchase only*

use coupon# YB402
h

h
FREE SHIPPING FOR THE 

600025 EMBALMING CARRIER 
online purchase special only*

use coupon # YB401
h

h
FREE SHIPPING FOR THE 

1036-1 WATER CONTROL UNIT 
ONLINE PURCHASE ONLY*

use coupon # YB400
h

Plastic Body Boards 
Set of 3 Only $ 135.00 
per set 

Disposable Headrest
Styrofoam, disposable sturdy, 
head and arm rest
Only 
$25.00 per case 
24 per case

Headrest  
Molded plastic, sturdy, reusable    
Only $38.00 each

Pall Bearer Gloves
Quality, Cuffed, White
Small - XL 
Only $12.75 
per dozen

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

19 Gauge
3.0” long .. $2.05 ea

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

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

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

Stainless Steel 
Hypodermic Needles
Luer Hubs with long 
lasting points

Post-Mortem Thread
Cotton, White /
Brown, 1 lb. 
Only $21.50 each
Polyester, White, 4 oz.
Only $10.70 each

Premium Gloves
S - XL  10 bx/case  100/bx 
Latex PF 
Textured ............. $76.00 case
 $8.40 box 
Nitrile 
Powder-Free ... $120.00 case
(Shown above)  $13.25 box

Three Piece 
Sterilization Sets
Solid Pan, Perforated 
Pan & Cover
20.75” x 12.75” x 4”H
Only $79 each
12.75” x 10.375” x 4”H 
Only $45 each

SPECIAL PRICING
ECONOMY REFRIGERATOR 1036-R114EC 
$4,899.00

Two Body Roll-in Refrigerator
Model 1036-R115

Cadaver Storage Racks
...2, 3, 4, & 5 Tier Capacities
Available with or without casters

7011 PORTABLE 
CREMATION RACK

...2, 3, 4, & 5 Tier 
Available

Model T3624
Laminated Body 
Storage Board

Model T3626HS 
Stainless Steel 
Body Tray

Model T3627 
Transfer Board

*ALL FREE SHIPPING DISCOUNTS APPLY TO ORDERS  
SHIPPED WITHIN THE CONTINENTAL US ONLY 

DISTRIBUTOR&
MANUFACTURER
of Premium Mortuary Equipment • Family Owned
& Servicing the Industry for Over 25 Years
(800) 410-0100

Need additional storage?
CALL MORTECH & ASK US ABOUT 

OUR CUSTOM WALK-INS

Email us at:  
info@mortechmfg.com
Call us at: 
(800) 410-0100
FIND OVERSTOCK & INTERNET  
ONLY SPECIALS ONLINE AT:
WWW.MORTECHMFG.COM

M678 Battery Operated 
Cadaver Lift

Stainless Steel
Embalming Station
Model 1036-9M

Flush Embalming Station 
Model 1036-13

WE CARRY INSTRUMENTS-CALL US or GO ONLINE 
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By Christopher Kuhnen

A ProactiveA Proactive
ApproachApproach

to Advanceto Advance
Funeral Funeral 

PlanningPlanning

Sales Referrals (Part 1)
Th e Lifeblood of Pre-Need Professionals

 If you are pre-need sales professional and you are not routinely 
asking for and receiving sales referrals then this column has been 
written especially for you. I will outline just exactly what a sales 
referral is and why most pre-need sales professionals are afraid to 
seek them.
 Th e basic defi nition of a sales referral is this: Sales Referral 
(REF): A self-generated and/or personally developed sales pros-
pect whereby the prospect’s name is intentionally solicited from 
a past and/or current sales client, other sales lead, family, friend, 
co-worker and/or other personal/professional acquaintance. 
 To be successful in pre-need sales you need to build strong, posi-
tive, lasting relationships with your clients and prospects. Period! 
Developing personal, quality relationships with people who trust 
in you and your service, who are willing to refer you, talk posi-
tively about you, recommend you, and actively and/or personally 
open doors for you. Th ese relationships will make a huge diff er-
ence between your ultimate career success and failure. 
 Pre-need sales entail fi nding people to talk with about your 
unique off erings. It’s about selling these off erings to those you 
talk with. Th e more people you see, the more people you sell. 
Th e more people you sell, the higher your income. Th e higher 
your income; the higher your personal and career satisfaction.
 A big plus to asking for and obtaining referrals is that they gen-
erally have a very high closing ratio, which for some counselors 
who have really perfected the art of constantly seeking and ask-
ing for referrals, is as high as 90 percent. Th is is because referrals 
are highly valid and add credibility to your reputation. 
 Referrals are a multi-win proposition. Everyone in the cycle 
comes out a winner.
 You benefi t because: 

It’s easier to get quality sales appointments and “make the • 
sale”.
Th e sales cycle is usually shorter and much more enjoyable.• 
Th e sales you make are often larger and your business is more • 
profi table.
Your clients are more loyal and 4.5 times more likely to give • 
you more referrals.
A female client will refer up to 28 individuals if she is happy • 
with her experience, while a happy male client will refer an av-
erage of 13. (Source: “Winning the Toughest Customer: Th e 
Essential Guide to Selling to Women,” Delia Passi)

 Your clients and centers of infl uence benefi t because:
Th eir decision to use you is validated.• 
Th ey become a HERO to others. Th ey look good in others’ • 

eyes!
Th ey receive even better service and attention from you.• 
Th ey enjoy helping you succeed and benefi t from your suc-• 

cess.
Your new clients benefi t because:

Th ey feel more comfortable with you from the very start of • 
the relationship.
Th ey get the benefi t of your valuable and caring advice and • 
service.

Why Don’t Pre-Need Specialists Ask for Sales Referrals More 
Often?
 Here are some thoughts on the question by Mr. Bill Cates, re-
nowned referral coach and instructor. Pre-need specialists make 
certain mistaken assumptions about the referral process that often 
prevents them from being able to fully leverage their client rela-
tionships. 
 Most pre-need specialists fear that asking for referrals will dam-
age the relationship they have created with their client. Of course, 
like most fears, this one is a ghost; it appears real, but isn’t. 
 Assumption No. 1: Th e damage threshold 
 Th ere is a concept called the “damage threshold”: You think that 
X behavior will damage the relationship, but you’ve never actually 
done it. “It’s imagining the worst possible scenario that never hap-
pens.” Th at’s a great way to look at it. Th is imagination (or fear) 
holds one back from more eff ective action. “Go out there and 
fi nd out what the damage threshold is. Until you determine that, 
you’ll never be as proactive as you can be.” “Have fun doing it. Th e 
more fun you have, the harder it will be to fi nd that threshold. In 
the meantime, you’ll be collecting a ton of referrals.” A wise man 
once said, “You never know how far you can go until you go too 
far.” Here’s the bottom line: Asking for referrals, especially with my 
four-step method, will almost never hurt your client relationship. 
Th e worst thing that will happen is that you won’t get a referral, 
but you’ll plant a powerful seed that will likely bear fruit later. 

Assumption No. 2: I’ll blow the sale 

 Christopher Kuhnen is Vice President of Marketing and 
Corporate Communications for The Outlook Group, Inc., 
Franklin, Ohio. 
 He has 25 years experience in the fi eld of funeral directing, pre-
arrangement planning and training. He also has considerable ex-
perience in public relations, marketing, consumer and business 
to business sales. He is a trusted advisor to those in the death 
care industry. As an insider into excellence Chris provides com-
prehensive consultation, education and positive support to fu-
neral directors nationwide to help them coordinate and develop 
their business strategies.                                                                                                             
 Christopher is a Kentucky Licensed Funeral Director, Life 
Insurance Agent, Certifi ed Preplanning Consultant (CPC), In-
Sight Institute Certifi ed Celebrant and Certifi ed Marketing 
Specialist. He can be reached at (800) 331-6270 or ckuhnen@
theoutlookgroup.com.

 Another powerful mistaken assumption is that by asking for re-
ferrals, you’ll blow the sale, and your client will ask for their check 
back. Th e truth is, when a client has made a decision to do busi-
ness with you, their perceived value of you is at a high point. Th is 
is one of the best times to ask for referrals. I promise you, nobody 
is going to ask for their check back or decide not to do business 
with you as long as you don’t get too aggressive in your request. 

Assumption No. 3: I’ll look unsuccessful 
 Many reps fear that asking for referrals makes them look less suc-
cessful. My response is, “It depends on how you ask.” If you ask 
in the old-school manner by telling clients you get paid through 
referrals or by saying something like, “I’m trying to build my 
business and I need your help,” then I could see how that might 
make you seem less successful. 

Assumption No. 4: People feel uncomfortable being asked for refer-
rals 
 Now, some people feel uncomfortable being asked for referrals. 
Th ere’s a term for this in psychology known as “projection.” We 
hold a certain belief or feeling about something, and our psyche 
projects that “truth” on to someone else. We feel uncomfortable 
asking for referrals, so we assume others would feel uncomfort-
able being asked. 
 Not everyone will give us referrals. Our job is to identify the 
people who will without hurting the relationships with those who 
won’t. You don’t need all of your clients to give you referrals. You 
just need enough of them to. When you have a soft, yet proven 
method for asking for referrals, you can ask just about every client 
you have and not worry about damaging the relationship you’ve 
established with them in any manner. 
 Next month I will outline a very simple and straightforward 
process you can use to obtain quality sales referrals from those 
you meet.
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The new supersized Brute Magnum® series sets the industry’s new 
standard in maximum value operating tables. Deep, wide troughs 
mean no more getting wet, no more arms hanging over the table. 
See why the Magnum is superior in the comparison chart below:

 COMPARISON BRUTE MAGNUM  FERNO 102 & 103
 AMERICAN-MADE YES YES
 CONVEX TRAY YES YES
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 LENGTH                   80 INCHES    SAME                                            
 WIDTH 33, 36 OR 38 INCHES     30 INCHES                                           
 LOAD CAPACITY 1,250 LBS. 600 LBS.                                                     
 FOOT/HEAD IND ADJ YES    YES                                                   
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Essential Planning Group to provide 
Preneed Master Trust Administration 
to Directors Preferred Funeral Fund 
BEAVERTON,OR— Es-
sential Planning Group
(EPG), a leading provider of 
preneed funeral trust third 
party administration (TPA) 
services, announced that it 
has signed agreements to 
provide TPA for Directors 
Preferred Funeral Fund
(PACM/DPFF), a New 
York State preneed master 
trust founded in 2010 by 
Private Client Asset Man-
agement, Inc. 
 Essential Planning Group 
off ers a comprehensive range 
of funeral, cemetery, and 
cremation pre-arrangement 
services, including Ameri-

can Funeral & Cemetery 
Trust (AFCTS), across 17 
states. EPG will provide da-
tabase and records manage-
ment, billing, report gener-
ation and distribution, and 
client support services for 
PCAM/DPFF, drawing on 
its sophisticated software 
and systems capabilities de-
veloped and honed specifi -
cally for the death care in-
dustry. 
 “AFCTS’ expertise is serv-
ing the diverse needs of the 
broad range of individuals 
and entities that comprise 
a master trust,” said Craig 
Martin, AFCTS President. 
“We look forward to imple-
menting our advanced ca-
pabilities at PCAM/DPFF, 
in support of their commit-
ment to the highest levels 
of effi  ciency, accuracy, and 
compliance.” 

Joe Downey, PCAM/
DPFF chief executive, said, 
“We believe the pre-need 
market is best served by our 
use of an independent, ob-
jective service provider.” Mr. 
Downey, a Certifi ed Finan-
cial Planner™ and Chartered 
Financial Consultant, has 
been in the fi nancial services 
business since 1989. He was 
a Vice President at Fidelity 
Investments, managing $1.2 
billion, before founding Pri-
vate Client Asset Manage-
ment, a registered invest-
ment advisor in the state of 

New York. “Our expertise in 
the funeral industry and in 
investments,” Mr. Downey 
continued, “combined with 
EPG’s proven capabilities as 
a TPA, off ers a competitive 
new off ering to the NY pr-
eneed funeral market. And 
healthy competition always 
benefi ts the consumer.” 
 The Essential Planning 
Group, founded in 1993, is 
a leader in the fi eld of Master 
Trust and Th ird Party Ad-
ministration for the funeral, 
cemetery, and cremation ser-
vices industry. EPG’s nation-
wide client base encompass-
es independent death care 
providers, state associations, 
and financial institutions 
utilizing EPG’s services that 
include American Funeral 
& Cemetery Trust Services 
(AFCTS), National Cem-
etery Endowment Care 
Trust Services (NCECTS), 
American Prepaid Crema-
tion Service (APCS), and 
Worldwide Travel Protec-
tion Plan. Th e AFCTS Mas-
ter Trust also provides third 
party administrative services 
to state funeral director as-
sociations, fi nancial institu-
tions, and death care indus-
try master trust organiza-
tions. 
 For additional informa-
tion call Craig Martin, 
800-769-9363 or visit 
www.TheEssentialPlan-
ningGroup.com.



Page A7 MARCH 2011 FUNERAL HOME & CEMETERY NEWS S ec ti on  A

 Mama Goose Urns
www.mamagooseurns.comwww.mamagooseurns.com

Owned & Operated by
Marion Borgfjord

&
Maureen Ellard

Toll Free 877-214-4555Toll Free 877-214-4555

Premium Hardwood Pet Cremation Urns

. Figurine Urns

. Photo Urns

. Horse Urns

. Doghouse Urns

. Celtic Cross Urns

. Lifesize Figurine Urns

. Marble Vase Urns

. Velvet Bags

. Burial Markers

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

www.foreverpets.com
Family owned and operated

since 1996

 

Taking back
control.

Register your firm online today at ObitsForLife.com or contact us at 1-866-748-3625 to learn more. 

Introducing ObitsForLife;
Introducing a revolutionary approach to a death notice positing site. This site is commercial free, 
and specifically designed to be controlled by funeral professionals to not only regain control of 

obituaries, but have the ability to communicate consistent and professional messages of your firm.

This solution is fully-integrated within all FrontRunner solutions but also available to any funeral home as 
a stand-alone system. Our industry proven approach is designed to be a one-stop shop for newspaper

communications, legal firm directory, organizational tools, and so much more. Take back control.
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Messinger Mortuaries leads VFMC Providers in 
donating 1 Million Free Calling Minutes for Cell 
Phones for Soldiers
SANIBEL,FL— Veterans & Family Memorial Care Pro-
vider, Messinger Mortuaries of Scottsdale, AZ collected 
over 2000 old cell phones, more than any other VFMC 
Provider pushing VFMC past their 2010 goal of pro-
viding our troops overseas with 1 million free calling 
minutes. VFMC providers are the offi  cial funeral home 
drop off  centers for Cell Phones for Soldiers, a 501c3 non-
profi t. In 2010 VFMC providers nationwide collected 
18,692 old cell phones which translates into 1,121,520 
free calling minutes for our heroes overseas.
 “On November 16 we participated in another annu-
al Scottsdale Chamber of Commerce Showcase event,” 
said Patricia Underhill of Messinger Mortuaries. “Th is 
brought together a number of exhibitors and hundreds 
of attendees. It is a major event in this town. Th is year we 
“themed” our presentation around the VFMC/CPFS pro-
gram. Well, we could not have selected a better theme, be-
cause we walked off  with the Best of Show Trophy for this 
year (the top prize). And, the cell phones are still pouring 
in. Th is group of ours really networks the message!
 “Without the inspiration and dedication of Mark Davis 
and VFMC we may not have become recognized for this 
important level of community service. Wherever the mes-
sage is presented, the response is immediate and amazing. 
Th is is especially true demographically in a metropolitan 
area that boasts a large number of active and retired mili-
tary personnel. We are genuinely proud that our fi rm is 
a Veterans & Family Memorial Care Provider.”
 “We’re asking Americans to support our troops by 
donating their old cell phones, providing families with 

phones to provide our troops overseas with two million 
free calling minutes. To fi nd a drop-off  location near you 
visit VeteransHonored.com and click on the Veterans Fu-
neral Provider Network menu tab. Below are the Top 10 
VFMC Cell Phones for Soldiers collection locations.
 Messinger Mortuaries, Scottsdale, AZ – 2132 cell 
phones; Charles F. Snyder Funeral Homes, Lancast-
er, PA – 689 cell phones; 
Heffner Family Owned 
Funeral Homes, York, 
PA – 672 cell phones; Bi-
can Bros. Funeral Home, 
Cleveland, OH – 439 cell 
phones; Ward Wilson 
Memory Hill Funeral 
Home, Dothan, AL – 426 
cell phones; Murray Me-
morial Mortuary, Mur-
ray, UT – 423 cell phones; 
Chamberlain Huckerie-
de Funeral Home, Lima, 
OH – 360 cell phones; 
Sharp Funeral Homes, 
Fenton, MI – 353 cell 
phones; Heritage Funer-
al Service, Lynchburg, 
VA – 350 cell phones; and 
Brasco & Sons Funeral 
Home, Waltham, MA – 
341 cell phones.

a much-needed connec-
tion to their loved ones 
overseas,” says Mark Da-
vis, founder of Veterans 
& Family Memorial Care 
and CEO of VFMC’s par-
ent company, ValMark 
Memorial Group. “Our 
strategic partnership with 
Cell Phones for Soldiers 
continues to be extremely 
rewarding. I would like to 
thank each and every par-
ticipating VFMC Provider 
and especially Jim Vick-
ers, Patricia Underhill 
and the staff at Messinger 
Mortuaries for their phe-
nomenal effort in helping 
us crush our 2010 goal.” 
I am proud, honored and 
privileged to be associated 
with such a great group of 
funeral home owners and 
their staff.” 
 People in communities 
nationwide can donate 
their old cell phones to the 
cause at any one of the over 
900 VFMC provider fam-
ily owned funeral homes 
in 49 states nationwide. 
VFMC’s goal for 2011 is 
to collect enough old cell 
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 With certifi cations as a Laughter Leader, Funeral Celebrant, Grief Ser-
vices Provider and Grief Management Specialist, Nancy Weil is uniquely 
qualifi ed to bring new perspectives and new ways to help clients heal 
from the pain of grief as well as reduce stress for professionals in the 
industry. As Director of Aftercare at Mount Calvary Cemetery in Buf-
falo, 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 interest 
in the healing qualities and therapeutic benefi ts of laughter to groups 
across the country through her company The Laugh Academy. Nancy’s 
latest project is a collaborative scientifi c inquiry into the relationship be-
tween the use of humor and laughter while coping with the death of 
a loved one. She has also developed a DVD, Bandages for Your Heart, 
with techniques that can help ease the pain of grief immediately. 
 You can contact Nancy at nancyw@mountcalvarycemetery.com or 
visit her website at www.thelaughacademy.com.

By Nancy Weil

Connecting
 “Th e Internet is becoming the town square for the global 
village of tomorrow.” –Bill Gates
 
 We are all connected in this business. Our common 
bond is the desire to help families who have had a loved 
one pass away. Whether you are on the funeral side of it 
or the cemetery side, each must work together smoothly 
and professionally for the sake of the families we serve. 
Th rough this work we get to know one another person-
ally – at least in the town in which we live. I answer the 
phone every day at the cemetery and interact with the 
same group of funeral professionals. I chat with them 
when they come into our offi  ce. I greet them when I see 
them at the grocery store. In our town, we all get to know 
one another. I would think it is the same in the town in 
which you live and do business as well.
 But what about everyone else? Do you know people in 
other cities, states or countries? Perhaps you have been 
at conferences and met interesting people and, maybe 
you have even kept in touch with some of them. Possi-
bly you have read an article that moved you to reach out 
to the writer and tell them your thoughts. Have any of 
you just stopped by a funeral home or cemetery when 
on vacation in a new town? 

ever I need a little advice. Th ere is no business competition 
and so it is a win/win/win for everyone. I learn, they learn 
and our clients get an even better experience with us than 
before. 
 I propose that we get a conversation started. You can 
“friend” Nomis Publications on Facebook and easily fi nd 
one another. You can Google funeral directors or cemeteries 
in another town and just pick up the phone and call them 
to say, “Hi.” You can attend a convention and meet with 
other incredible people. You can e-mail, Facebook, Skype, 
call or tweet me and we can get to know one another better. 
All I am suggesting is that you fi nd a way to connect – after 
all you will be meeting some of the greatest folks around. 

Nancy Weil can be found via:
E-mail: nancyw@mountcalvarycemtery.com

Facebook: Th e Laugh Academy
Skype: Nancy.Weil

Phone: 716-892-6600
Twitter: @nancyweil

Changing Changing 
Lives Lives 
Th rough Th rough 
LaughterLaughter

 I have done all of these things and more. I fi nd that the 
more people I get to know in this fi eld, the more inspired 
I get at the incredibly cool folks who call this industry their 
own. People who are passionate about the things they do 
each day. People with stories to tell of families they have 
served and unusual things that have occurred while doing 
so. People with interests and hobbies outside of the job that 
fascinate me. We are an amazing bunch of people!
 It is important that we cultivate these relationships for sev-
eral reasons. First of all, it helps us in our personal develop-
ment and professional growth. We do not feel so alone, as 
not many people understand the nature of our work. It also 
allows us to better serve our clients. I have had to call col-
leagues in towns across the country seeking information on 
grief support programs for a family member of a loved one 
we just interred. I am also able to make a new friend in ev-
ery town I visit, just by calling one of you (if I haven’t done 
this yet, just wait – your turn will come!) 
 In today’s technological world, there is no reason not to 
connect. I have discovered cemeteries and funeral homes 
on Facebook. I have e-mailed with a funeral director in Tai-
wan. I am now set up to Skype and have face to face chats 
with people around the world. We no longer need to get 
on a plane in order to connect. We can tweet, post, blog, 
poke, IM, Skype, text, e-mail, snail mail or just plain call 
anyone we want. With more ways than ever before to fi nd 
one another, why wouldn’t we? 
 I can already hear you saying, “Nancy, I don’t have time to 
get everything done now, much less to connect with people 
I don’t know.” Really? You can’t spare ten minutes or less to 
start a conversation with an industry peer? Your business 
depends upon these conversations. Each time I have an in-
teraction with a colleague, I learn new ideas and ways to do 
business. We share common practices and ways to enrich 
our programs and expand our customer base. I learn from 
real world experience what works and what doesn’t work. I 
hear it from those who have tried and succeeded and those 
who have tried and failed. I willingly share my information 
and they do the same for me. Best of all, the relationship 
that forms is lasting. I can call on my “new friend” when-
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Bio-Specialists LLC 
Expands business 
territory and partners 
with funeral homes
GORHAM,ME— Bio-Spe-
cialists, LLC, profession-
als in trauma and crime 
scene cleanup, has expand-
ed its coverage area to in-
clude Eastern Massachu-
setts. “Within the past 
few months we have been 
called upon by numerous 
families and businesses in 
the greater Boston region 
to provide decontamina-
tion services. We are re-
quired to abide by all state 
and federal regulations 
regarding bio-hazardous 
waste removal, therefore a 
great deal of research went 
into this decision. After a 
few trial runs, we found we 
could safely and effi  ciently 
extend our coverage area to 
include this region.” says 
Rob Simmons, Operations 
Manager for Bio-Special-
ists. This expansion will 
mean an increase in work-
force in order to maintain 
their excellent customer 
service capabilities. A new 
satellite offi  ce is being pur-
sued in Brookline, MA and 
was scheduled to be open 
in mid-February. A new 
local number has been es-
tablished for Massachusetts 
customers. Th e new num-
ber is 617-247-9111.
 Additionally, while Bio-
Specialists LLC is not di-
rectly associated with any 
individual funeral home, 
they have partnered with 
several funeral directors 
allowing the funeral in-
dustry to provide a wid-
er range of services to 

their customers. Th ey are 
pleased to be working with 
the following establish-
ments: Hobbs Funeral 
Homes of South Portland, 
ME, Dolby Funeral Cha-
pel of Windham, ME, F.J.
Higgins Funeral Home
and Cremation Services
of Roslindale, MA and 
Watson, Neal, and York 
Funeral Home of Cor-
nish, ME. Bio-Specialists 
is looking to expand their 
funeral home partnership 
program and looks for-
ward to working with all 
directors within their cov-
erage area.
 Bio-Specialists, LLC is 
the leading company in 
Maine, providing trauma, 
crime scene and bio-haz-
ardous clean up and mit-
igation services. Th e per-
sonnel properly deal with 
the containment, removal 
and disinfection of blood 
borne pathogen hazards 
from scenes of homicide, 
suicide, traumatic inju-
ry or undiscovered death. 
Bio-Specialists responds 
quickly to cases of injury 
or death 24 hours a day, 
compassionately, safely and 
professionally cleaning and 
restoring each scene to its 
pre-incident state.
 For more information, 
please contact Executive 
Director William York or 
Operations Manager Rob 
Simmons at (866)331-
7731, fax (207) 839-7969, 
or e-mail wyork@bio-spe-
cialists.com.

Customize Your Direct Mail Program
Call 1-800-321-7479
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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.
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Glenn McMillen joins 
Stewart Enterprises’ 
Corporate Development 
Team

Glenn G. McMillen

JEFFERSON,LA— Stewart Enterprises, Inc. has announced 
that Glenn G. McMillen has joined the Company’s Corporate 
Development team to focus on acquisition opportunities.
 “Our strategic platform includes growing our business 
through acquisitions,” Stewart Enterprises President and 
Chief Executive Offi  cer Th omas J. Crawford said. “Add-
ing resources to accomplish this objective further dem-
onstrates our commitment to identifying and evaluating 
acquisition opportunities in 2011 and beyond.”

 During his more than 40-
year business career, Mc-
Millen has served in senior 
management positions with 
several companies, includ-
ing serving as Senior Vice 
President for Service Cor-
poration International
and Vice President of Fred 
F. Groff  Funeral Homes in 
Lancaster, PA. He is also a 
past president of both the 
National Funeral Directors 
Association and the Penn-
sylvania Funeral Directors 
Association.

 “We are delighted to have Glenn with his experience, knowl-
edge and industry relationships choose to join our team. His 
unique experience operating and growing death care businesses 
both domestically and abroad brings signifi cant added value 
to our corporate development eff orts. He understands all as-
pects of the business, he knows the people, and he will focus 
on fi nding the right acquisition opportunities for us to con-
sider,” said Stewart’s Senior Vice President of Corporate De-
velopment and Investor Relations Martin R. de Laureal.
 Founded in 1910, Stewart Enterprises, Inc. is the second 
largest provider of products and services in the death care 
industry in the United States, currently owning and op-
erating 218 funeral homes and 141 cemeteries. Th rough 
its subsidiaries, the Company provides a complete range 
of cemetery, funeral and cremation options, available both 
at the time of need and on a preneed basis.
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By Atty. Harvey I. Lapin

 Harvey I. Lapin, P.C., is a member of the Illinois Bar and Florida Bar. He 
is a member of the faculty at the John Marshall Law School in Chicago 
and is presently teaching the subject of Tax Exempt Organizations.
 He has written numerous articles on the subject of taxation, funeral 
and cemetery law.
 The subject discussed in this article and future articles resulted from 
the questions from readers. If you have any questions about the topics 
covered in this column or in obtaining professional assistance, please 
contact the author  c/o Harvey I. Lapin, P.C., PO Box 1327, Northbrook, 
IL  60065-1327. Phone (847)509-0501 or fax to (847)509-1027.
 The author writes articles for CB Legal Publishing Corporation also 
publishes the Release Form Kit, which was prepared by the author and 
has been recently updated and revised by the author. This Kit contains 
Release and Hold Harmless forms for Funeral Homes, Cemeteries and 
Crematories to use in situations where it has resolved a complaint with 
a customer, and wants to be sure that there will be no further action 
by the customer or their relatives. The forms can be purchased on a 
custom basis with your business name and addressed preprinted at the 
top of each form. Call Cheryl Lapin and she will send you an order form 
that contains the current prices. See the number below.  
 The author also writes more extensive articles on subjects of inter-
est to the industry in the newsletter Cemetery & Funeral Business and 
Legal Guide published by CB Legal Publishing Corporation. Ten issues 
on different topics are published on an annual basis. 
 Special Announcement: Future Issues of the Cemetery & Funeral 
Business and Legal Guide will be available in an electronic PDF version 
beginning January 1, 2010. The Subscription price will be $99.00 per 
year. CB is offering a special introductory rate of $75.00 to readers of 
Funeral Home & Cemetery News until April 1, 2011. Readers that wish 
to subscribe at the special introductory rate should indicate they read 
this offer and send a check in the amount of $75.00 payable to CB 
Legal Publishing Corporation along with the name of the subscribing 
individual and the email address to be used.

LegalLegal
 Speak Speak

Avoiding FTC 
Sting Operations (Part 2)

 Th e author discussed in part 1 of this column that 
the FTC Funeral Rule has been in eff ect since 1984 
and that all funeral providers should be aware of its 
requirements. It was also mentioned that the FTC 
from time to time conducts sting operations to check 
on funeral providers in various areas of the coun-
try and the manner these undercover operations are 
conducted was reviewed. Some of the areas for vio-
lations were also reviewed, including the primary 
one of failing to provide a consumer with a copy of 
the General Price List immediately when they visit 
your facility. 
 A second primary area for a violation is if the GPL 
and other forms required by the Funeral Rule are not 
in compliance with the requirements. Another area 
for violations that was mentioned was the failure to 
provide casket price information in the proper for-
mat and at the appropriate time. Since there is a tre-
mendous amount of information available from the 
FTC, industry associations and private sources about 
the requirements for these forms, there really is no 
excuse for the failure to comply. 
 Th e author also reviewed the FTC’s procedures for 
notifying of a violation and the options that were 
provided to avoid having the FTC fi le a lawsuit 
against an alleged violator and attempting to im-
pose a penalty of $16,000 for each violation. Th e 

regular basis. Some funeral providers provide ev-
ery employee with a checklist that has to be fi lled 
out for every customer and any inquiries. Also, 
advise them to be wary of a shopper, because it 
is likely the shopper will be checking on compli-
ance for the FTC or a state agency that may also 
have jurisdiction.

 Th ere are consulting companies in the industry and 
local, state and national associations that can provide 
assistance, but in the fi nal analysis it is up to each fu-
neral provider to make sure their own business is in 
compliance.

major option is to participate in the FROP Program 
sponsored by the NFDA for 3 years, enter into a Con-
sent Degree with the FTC and pay a fi ne based on .8% 
of the funeral provider’s average gross sales for 3 years. 
Since none of these alternatives are particularly attrac-
tive, the best course of action for any funeral provider 
to establish and maintain an FTC Rule Training and 
Compliance program designed to avoid potential vio-
lations.
 Th e author recommends that the following be imple-
mented:

Make sure that you have obtained the latest up to 1. 
date information about the requirements of the 
FTC Funeral Rule. Th e FTC.gov website has exten-
sive information available about the Funeral Rule, 
including a copy of the Funeral Rule and Guide-
lines to follow. Most local, state and national in-
dustry trade associations also have extensive mate-
rial available.
Check the requirements for the Forms and Disclo-2. 
sure and review your own forms to make sure they 
are in compliance. Some of the industry trade as-
sociations provide a review service to confi rm that 
forms are in compliance or you can consult profes-
sionals familiar with the industry to provide assis-
tance on preparation of the forms and determin-
ing their compliance with current requirements. 
Be careful not to borrow another funeral provid-
er’s forms as they may not be in compliance. Also, 
forms should be reviewed on a regular basis at least 
annually.
Train and retrain your employees about the require-3. 
ments of the Funeral Rule. Again there are outside 
consultants that can provide training programs and 
some of the local, state and national industry associa-
tions can provide information and assistance.
Monitor your employees to be sure they are carefully 4. 
complying with the requirements. Some of the au-
thor’s clients have conducted their own sting opera-
tions and discovered to their dismay that some em-
ployees became lax in following the requirement.
Remind your employees about the requirements on a 5. 
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his wife, Marion Garrity, operated the business until his 
death in March of 1997 when his son, Michael Garrity, 
took over as funeral director and owner. Under Michael’s 
guidance, the facility underwent a substantial addition 
and renovation project which was completed in 2001. In 
2004, the fi rm suff ered a loss with the death of Marion 
Garrity, an integral part of the daily operations. How-
ever, Michael and his wife, Wendy Garrity, have hon-
ored and upheld the fi ne tradition begun by Michael’s 
parents. Th eir slogan, “A stranger is just a friend that we 
have yet to meet” underscores their commitment to pro-
vide the level of attention and individualized care of a 
small business, with the facilities and resources of a large 
fi rm. Th is philosophy has served them well, as the family 
owned and operated business has continued to provide 
excellent service, for all faiths, in Southwest Wisconsin 

Garrity Funeral Home Upholds Fine Tradition

and Northeast Iowa for two generations.
 Th e Garrity Funeral Home may be reached by phone 
at (608)326-2212 and additional information is avail-
able at their website, an excellent resource of funeral 
planning information and family support resources, at 
www.garrityfuneralhome.com.
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Global Mortuary Affairs expands service throughout Mexico 

Bell Mortuary takes 
delivery of new Coach

INDIANAPOLIS,IN— Jeff  Bell takes delivery of his new 
Federal Coach Cadillac Oval Window Unit purchased 
from John Muster of Muster Coaches, Calhoun, KY. 
Bell Mortuary and Crematory of Indianapolis is a fam-
ily owned funeral home with two locations and off ers liv-
ery to other fi rms in the region.

David Patterson

DALLAS,TX— David Patterson, CFSP, owner/operations 
director of Global Mortuary Aff airs (GMA), and its affi  li-
ate Global Mortuary Logistics (GML), has announced the 
expansion of their repatriation service, which now includes 
shipping and ground transportation throughout Mexico. Pat-
terson believes that in order to maintain a reputation built on 
personalized services and a relentless pursuit of excellence, they 
must continue to off er superior service their clients have come 
to expect, and with the changing economy, off er them the 
ability to deliver human remains door to door in Mexico.
 Funeral directors have found that shipping into Mexico 
presents logistical problems due to embargoes, available car-
go space, limited airlines/airports, and the lack of reliable 
ground transport into Mexico. Global Mortuary Aff airs and 
its affi  liate Global Mortuary Logistics have established a net-
work throughout Mexico, allowing ground or air shipping 
anywhere into the country of Mexico, or out of Mexico back 
into the United States. 
 “Mexico is our neighbor, so repatriation service has always 
been a part of our business,” Patterson explained, “and with 
ground transportation to and from Mexico, we can now 
better serve the funeral directors needs.” Patterson empha-

sized, “funeral directors will 
fi nd arranging funeral ser-
vices in Mexico will become 
less cumbersome to plan for 
fi nal disposition in Mexico 
with our door to door ser-
vice. Also, funeral directors 
will fi nd fewer travel delays, 
faster delivery time, no wor-
ries about reserving space on 
an aircraft, nor spending ad-
ditional travel time to and 
from any airport in Mexico. 
Th e result of the door to door 
delivery is a savings of time and money for the family.”
 Global Mortuary Aff airs/Global Mortuary Logistics also 
off ers repatriation services to many other countries, includ-
ing, El Salvador, Philippines, Cambodia, Canada, Greece, 
South and Central America and Israel, to name a few. A call 
to GMA will begin the process of collecting the proper paper-

work, translation, acquiring any apostilles, and handling all 
consulate matters, setting fl ights and/or arranging for ground 
transportation worldwide. For more information about In-
ternational Shipping and more please call 877-216-2708 or 
email at drpatterson@globalmortuaryaff airs.com or on the 
web at www.globalmortuaryaff airs.com.
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By Steven Palmer

 Steven Palmer entered funeral service in 1971. He is an honors 
graduate of the New England Institute of Applied Arts & Sciences. 
He has been licensed on both coasts, he owns the Westcott Funeral 
Homes of Cottonwood and Camp Verde, AZ. Steve offers his obser-
vations 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 steve@westcottfuneralhome.
com or through his website at www.westcottfuneralhome.com or on 
Facebook.

ObservationsObservations

Terror and 
Tributes in Tucson

 Anyone with a gun can go out and commit an act of terrorism, 
even without a political affi  liation.

–Aaron McGruder 

 Terrorists do not have to come from certain foreign coun-
tries. Terrorists do not have to be of some certain religion. 
Terrorists do not have to have a political agenda. Th ey only 
need to accomplish one goal: to put terror in the hearts and 
minds of a great population.
 Jared Lee Loughren did that on January 8, 2011 in a shop-
ping mall in Tucson. Seriously deranged, unchecked by most 
around him, this 22 year old was allowed to terrorize a shop-
ping mall, a city, a state and the nation. 
 We will not fully understand the motives behind this mas-
sacre of good people, gathered peacefully in the fi nest tradi-
tion of American heritage, to meet and discuss concerns with 
their elected offi  cials civilly and respectfully. 
 Th ere seems to be fewer congress members that would go 
out to meet and greet the public in the way that Represen-
tative Gabrielle Giff ord’s did. She should be praised for that. 
I understand the new concerns for safety but the terrorists 
win if we say this American ritual must end due to this act. 
 Th e greatest attribute to the citizenry was the immediate 
response to this happening. People put themselves in danger 
and went to help complete strangers not knowing the risks 
involved. Th ese brave members of our society will forever 
show terrorists that you can hit us but we will fi ght and pro-
tect our fellow citizens, because, under attack, we become 
one against you.
 Th e deep breath of the country has been taken. We have 

take this newly elected student council member to meet her 
congressional representative. Her neighbor will always be mis-
takenly haunted by guilt as she couldn’t save her even though 
she herself was torn by several bullets in the attempt to save 
Christina.
 Impromptu memorials appeared at the University Medical 
Center where the victims were transported, at Representative 
Giff ord’s Tucson offi  ce and at the Safeway market where the 
shooting took place. Th e medical center had thousands of 
items that fi lled sixty boxes when it was fi nally dismantled. A 
5,000 link paper chain was constructed from strips of paper 
bearing message from the public. Giff ord’s offi  ce had messag-
es with the handprints of children. People are trying to fi nd 
a way to express their feelings, fi nd support and make sense 
of the senseless as it should be when a death (or deaths) oc-
curs. 
 Th at’s what terrorists do: destroy our comfort of everyday 
life. Th ey kill and maim without regard to accomplish their 
own inner purpose, whatever it may be. 
 What they cannot kill is our love and concern for each other 
and our resolve to not allow these insurgents to destroy our 
pursuit of a constructive life without fear.

 Th ese men and women remind us that heroism is found not 
only on the fi elds of battle. Th ey remind us that heroism does not 
require special training or physical strength. Heroism is here, in 
the hearts of so many of our fellow citizens, all around us, just 
waiting to be summoned – as it was on Saturday morning. Th eir 
actions, their selfl essness poses a challenge to each of us. It raises 
a question of what, beyond prayers and expressions of concern, is 
required of us going forward. How can we honor the fallen? How 
can we be true to their memory?

–President Barack Obama, 
January 12, Tucson memorial service

sent our wounded to the hospital for physical repairs, the 
psychological damage still to be evaluated. We pay trib-
ute to the fallen, good people doing proud work whether 
as congressional staff  members or good citizens exercising 
their civil rights by meeting their elected offi  cial.
 Th e fallen range from 9 to 79; all citizens should recall 
their lives and this moment in history. We are the victims 
for this viscous attack, they are the rightful martyrs. It is our 
obligation to know them and remember them to ensure 
that an act of a deranged gunman does not lessen us as a 
society. We reject this act, we standby and honor our fallen. 
We will be better and stronger for this painful event.
 “Dorwan Stoddard, 76, made me a better person,” said his 
relatively new wife Mavy. When shots rang out, he dived 
down and covered his wife. He died and she suff ered three 
bullet wounds. 
 “He died for me and I have to live for him,” she told those 
gathered at his funeral.
 Judge John M. Roll, 63, the district judge took the op-
portunity to see his friends staff er Ron Barber and Gabby 
Giff ord on a Saturday morning. A onetime victim of death 
threats himself, his actions at the moment of the shooting 
saved Ron Barber’s life. He pushed the staff er down and 
received a fatal bullet in the back.
 Newly engaged Gabe Zimmerman, 30, Rep. Giff ord’s 
director of community outreach, was going to help Gif-
ford and the others when fatally shot. His legacy will be his 
service to the community and his encouragement to others 
to do the same.
 Phyllis Schneck, 79, moved from homes in Towaco and 
Green Pond section of Rockaway, New Jersey to enjoy the 
warmth of Tucson when her husband retired. Known for 
her macaroni and cheese and quilt making, this republican 
took this opportunity to meet and get to know her demo-
cratic congress person.
 Dorothy Morris, 76, and her husband George went to 
visit their congress member. When the gunfi re ended Dor-
othy was dead at the scene and her husband was sent to 
the hospital. “She was a beautiful person. We all loved her 
very much,” said Bonnie Royle, her friend. 
 Th e most heartbreaking of all was nine year old Chris-
tina Taylor Greene. A neighbor who adored her off ered to 
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Alvie Coes Funeral Home observes 25 Years of 
Service in Georgia

UNADILLA,GA— Alvie 
Coes Funeral Home was 
established in 1983, in the 
small community of Un-
adilla in South-Central 
Georgia by Alvie Coes, Jr. 
LFD/NP and his late wife 
Elizabeth Redd Coes. Th e 
building, located at 1398 
Pine Street, underwent ex-
tensive renovation to trans-

area that will seat over 50 
people. Additionally, they 
provide an overnight room 
with handicap accessible re-
strooms and bathing facili-
ties. Th e 1.3 acre grounds 
provide plenty of oppor-
tunity for the expansion of 
this vibrant business.
 Alvie Coes, Jr., owner and 
managing director, Alvie 

Alvie Coes Funeral Home. Clockwise from top left: Alvie Coes, Jr., Elizabeth Redd Coes, Alvita Coes Lewis, and Alvie Coes, III.

form the one time storage 
facility and night club/res-
taurant into the gracious 
facility currently in opera-
tion. Th e facility consists 
of a spacious lobby, two 
business offi  ces, an arrange-
ment/conference room, a 
casket selection room, an 
embalming and preparation 
area, and a chapel/viewing 

Coes III, and Alvita Coes 
Lewis off er custom servic-
es, in accordance with the 
wishes and traditions of ev-
ery client, at aff ordable pric-
es. For 25 years they have 
operated their business with 
compassion, always keep-
ing in mind their motto “A 
Family Serving Families in 
Time of Need”.

ATTENTION:  SEND US YOUR NEWS
PO Box 5159, Youngstown, OH 44514

Fax (800)321-9040 • press_releases@nomispublications.com
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 Gary Finch is a licensed funeral director and embalmer in Texas. 
He founded Compliance Plus in 1992. Today, they represent over 
700 funeral homes and cemeteries in 37 states. Compliance Plus 
also serves as an advisory consultant for the International Order of 
the Golden Rule. For more information on Compliance Plus visit 
www.kisscompliance.net. Contact Gary by phone  at (800) 950-
1101 or by e-mail at gfi nch@kisscompliance.net. 

By Gary Finch

OSHA OSHA 
 Compliance Compliance

recordkeeping than they do. For example, Construc-
tion businesses are not exempt from completing the 
OSHA injury and illness log. 
 Some funeral homes use programs that were initially 
written for healthcare. While healthcare workers face 
many of the same hazards that embalmers do, we are 
not healthcare. Th eir regulations are more stringent. 
Healthcare does not get the record keeping exemption. 
Funeral homes are classifi ed as a retail service industry. 
We have less red tape. We have more exemptions, but 
this only matters if you know who and what they are, 
and know the best way to take advantage of them. 
 In infectious waste generation, treatment, segrega-
tion, pick-up, and disposal, our industry is spending 
$20,000,000 annually. Some mid-sized funeral homes 
are paying $3,000 to $5,000 a year. You might say that 
is the cost of doing business. Is it really? Many simi-
lar sized fi rms are paying nothing, and are in perfect 
compliance with OSHA, the CDC, EPA, and their 
state. Th ey even get awards for this because they lessen 
the carbon footprint. Th is is an actual case of a green 
workplace generating savings for the employer.
 These differences exist in every industry sector. 
Th ose who pay extra tend to think other people get 
the breaks. Th e truth is, the breaks are available to 
anyone. Th ey simply have not bothered to learn the 
rules or invest in someone who can show them a bet-
ter way. Be assured. Th ere are better ways.

When One Has No Idea Where 
Th ey Are Going, Any Road Will 

Lead Th em Th ere
 Few employers have 20/20 vision on regulatory mat-
ters. When it comes to understanding OSHA regula-
tions, many would test out as legally blind. Th ey have 
no idea which federal department OSHA is under. 
Th ey can’t defi ne CFR (Code of Federal Regulations) 
and they cannot defi ne the term “standard”. 
 Th e consequences of not knowing regulations that 
specifi cally impact your business can vary. OSHA states 
that on their injury and illness log that provides data 
to OSHA and BLS, employees spend a lot of time and 
money. 2,967,237 hours and $136,753,120 are the 
costs estimated by OSHA. 
 How much time do funeral homes spend on that same 
report? I don’t know the exact fi gure, but I can tell you 
that funeral homes have an exemption. Th e only time 
they are required to complete this form is if they are 
informed by mail that were selected to participate in 
a Labor Department Survey. In that case, the notifi ca-
tion would come early and the forms would be mailed 
to you. In all other cases, completing this form is un-
necessary. While this is true, a signifi cant number of fu-
neral homes do not know it. Th ey spend a fair amount 
of time each year completing, posting, and mailing this 
form to OSHA. 
 Th at’s just one area. Th ere are a signifi cant number of 
funeral homes that have written safety programs that 
were initially developed for the Construction Indus-
try. Funeral homes are classifi ed as General Industry. 
We have less stringent standards, less red tape, and less 
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So You Want To Be a Funeral Director

Jane Ludlow

 During my 16 years in the funeral profession, things 
have changed. More important than the changes are the 
things that have remained the same and are a backbone 
of the profession you and I have committed to. Th ese 
are what I would ask you to remember not just this 
morning but every day of your meaningful career.

Death is scary and mysterious for most people.
There are 12,544 books on Amazon.com trying to ex-
plain the enigma of death and dying. You have been 
embalming bodies for the past 12 months, so the fear 
and mystery of death have subsided for you. But let 
me tell you this: for 16 years I have seen people watch 
their children, parents, husbands and wives, brothers 
and sisters die. It is never easy for them and they are 
always frightened. You are here to ease their fear. This 
task should be as important to you as choosing the 
right fluids for embalming. 
 You need to reassure them that it is okay to be afraid, 
but that with some good sleep, the company of their 
family, a shower and something to eat, their fear will 
dissolve into a need to act and a desire to get something 
done. Th e fear that they had will be replaced by a desire 
to work at recovery. And when this happens, you will 
see the second thing that hasn’t changed in years:

Everyone dealing with the death of someone they 
love feels a need to keep their mind and hands busy.
Th e moment someone dies, the family feels they have 
to get to work on the funeral arrangements. It is a pro-
cess that gives them a sense of control at a time when 
they feel control has been out of their reach. To most 
it makes no diff erence which day it is. But the truth is 
that even in this day and age, there is very little a fu-
neral director is able to fi nalize on a Sunday or outside 
of traditional business hours. Florists are closed, print-
ers are closed, the casket company will ask you to leave 
your order on their voice mail. Th e cemetery offi  ce is 
closed; priests and ministers are usually unavailable be-
cause of Sunday morning and evening services. While 
you are able to send a notice into the newspaper, until 
dates and times are confi rmed with the minister and 
the cemetery, the death notice can’t be fi nalized. 
 Although there is little to be done, let me assure you, 
it will be imperative that you come in to the funeral 
home on a Sunday to make arrangements. Your family 
needs you to be there. If they are like most families that 
have held vigil watching a life end, they are now fac-
ing the horrible realization: “I don’t know what to do.” 
You are the one they turn to for guidance. You will take 
an oath to care for them. You will make it possible for 
them to feel as if they have some control. And for this, 
I promise you, they will be grateful. Th is brings me to 
the third thing that hasn’t changed in years:

When someone dies, the family needs a funeral di-
rector. They do not need a funeral planner or a grief 
coach. Not a caterer, event planner or concierge. They 
need a funeral director. You need to direct them with 
your knowledge and understanding. You have been 
here before; chances are they have not. They need 
someone who has the ability and the calm confidence 
to come into a room where a dead person is lying and 
earn their trust. Assure them that you know what the 
next step needs to be and that you will help them make 
decisions and get through the upcoming days. They 
don’t know what to do. Direct them. They are going to 
pay you a non-declinable service fee. Serve them. Give 
them their money’s worth. Show them how to take one 
step. Then show them how to take one more. Before 
they realize it you will have started them on their way. 
You will have directed them toward their healing. You 
will have lived up to your oath. You will have acted as 
a funeral director. 
 What I want to say to all of you graduating today is 
that our profession is necessary. Our profession is im-
portant. Our profession is commendable. You should 
be proud of your accomplishment in graduating from 
Cincinnati College of Mortuary Science and proud 
that you are entering a profession that holds so much 
respect. You are getting ready to embark on a career in 
the “Death Care Industry.” Most will believe you are 
caring for the dead. We know that you are caring for 
the living. 
 Jane Ludlow is a licensed Funeral Director and Embalmer. A 1996 
graduate of the Cincinnati College of Mortuary Science, she is em-
ployed by Thomas-Justin Funeral Home in Cincinnati, where she also 
manages its Kenwood location. She has been dually licensed since 1997 
and earned her designation of CFSP in 2006. She is an adjunct instruc-
tor at CCMS and sits on its CAP Committee. Additionally, she serves on 
the Mortuary Response Team, Legislative Committee and the Scholastic 
Assistance Committee with the Ohio Funeral Directors Association 
and serves as the Treasurer for the Greater Cincinnati Funeral Service 
Professionals Association. 

By Jane Ludlow

 Licensed funeral director and embalmer Jane Ludlow delivered the commencement ad-
dress to the graduating class of her alma mater, Cincinnati College of Mortuary Sci-
ence. In it, Ludlow shares with the class advice that can serve as reminders to any death 
care professionals who serve grieving families. Below is an excerpt.
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Green Burial Council 
Collaborating with FTC to 
combat Greenwashing 

The Conference Board of Directors 
welcomes Mark Riley

Mark Riley

FAY E T T E V I L L E , A R — 
Mark Riley has been ap-
pointed to the Board of 
Directors of the Interna-
tional Conference of Fu-
neral Services Examining 
Boards. Mr. Riley will fi ll 
the chair of District 7 Di-
rector, representing Loui-
siana, New Mexico, Okla-
homa, and Texas.

 Mr. Riley is the Execu-
tive Director of the Okla-
homa Funeral Board and 
has over 15 years of expe-
rience in the funeral in-
dustry. He has excelled as 
a funeral home manager, 
a funeral director, and an 
embalmer. He graduated 
with Summa Cum Laude 
honors from the Univer-

sity of Central Oklahoma
in 2001.
 The International Con-
ference of Funeral Ser-
vice Examining Boards is 
headquartered in Fayette-
ville, Arkansas. Founded 
in 1904, the membership 
of Th e Conference is com-
posed of funeral service 
licensing and regulatory 
agencies throughout the 
United States and Canada. 
For more information on 
Th e Conference, visit www.
theconferenceonline.org.

Director, Joe Sehee. “If we 
don’t demonstrate an abil-
ity to agree to verifi able 
standards and police our-
selves in this area, govern-
mental intervention may 
not be far off .”
 And what does green-
washing look like in the 
fi eld of funeral service? 
 According to the FTC’s 
recently published “Green 
Guidelines,” it could be 
the use of the “free of ” la-
bel, which according to 
the agency “may be decep-
tive if...the item has sub-
stances that pose the same 
or similar environmental 
risk as the substance not 
present.” Several manufac-
turers of “formaldehyde-
free” embalming fl uid, for 
example, have recently be-
gun marketing their prod-
ucts as suitable for green 
burial despite contain-
ing other hazardous/toxic 
chemicals regulated by the 
U.S. Occupational Safety 
and Health Administra-
tion (OSHA) and/or not 
providing fully disclosed 
material safety data sheets 
detailing the ingredients 
in these fl uids.
 Another form of green-
washing, according to the 
FTC, is the use of “un-
qualified environmental 
claims that are diffi  cult or 
impossible to substanti-
ate,” such as the promo-
tion of a product as “sus-
tainable” or “biodegrad-
able” when such attributes 
are not independently ver-
ifi ed in any form or fash-
ion. A number of caskets, 
urns, and even some burial 
vaults, are now being mar-
keted in such a manner.
 GBC Executive Director 
Joe Sehee co-presented the 
webinar with Laura Koss; 
an attorney with the FTC’s 
Bureau of Consumer Pro-
tection. For more informa-
tion email info@greenburi-
alcouncil.org or call 888-
966-3330.

SANTA FE,NM— Th e Green Burial Council (GBC), 
the leading environmental advocacy group working 
with the funeral service industry, sponsored a free we-
binar on March 1st in conjunction with the U.S. Fed-
eral Trade Commission designed to educate funeral di-
rectors, cemetery operators, and product manufacturers 
about growing problem of “greenwashing.”
 “Like other industries, funeral service is now seeing 
a number of empty or confusing promises made by 
providers and manufacturers regarding ‘green’ or ‘eco-
friendly’ practices and products,” said GBC Executive 

WWW.NOMISPUBLICATIONS.COM
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“Quite Possibly
America’s Finest

Line of  Professional
Cosmetics”

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

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

www.derma-pro.com

 

Great Program

  Great People

     Great Place

April 1-3, 2011
Hotel Monaco, Alexandria, VA

To register or receive details call 800-228-6332 or 
visit www.nfda.org/pwc

Gendron Funeral & Cremation Services Inc. acquires 
Hawkins Funeral Home and Crematory 

(L to R) Top Row: Daniel Keating, William “Bill” Savino, Michael Gendron, and Paul Gendron. Bottom 
Row: Tiffany LaBar, Melanie Gendron, and Tristan Gendron.

SARASOTA,FL— Com-
prehensive service, conve-
nience and an overriding 
focus on compassion are the 
hallmarks that best describe 
Sarasota County Florida’s 
newest funeral establish-
ment. Located at the inter-
section of Fruitville Road

and North Lime Avenue in 
Sarasota, Gendron Funeral 
& Cremation Services Inc. 
is proud to have the oppor-
tunity to serve the Sarasota 
market by its acquisition of 
the former Hawkins Fu-
neral Home.
 “Th e Hawkins Family pro-
vided caring, quality service 
to the community for over 
50 years at this location. It 
continues to be a pleasure 
working with them to en-
sure the success of this tran-
sition,” said funeral director 
Michael Gendron. “We in-
tend to respect this proud 
heritage and build upon it. 
Th is location will remain 

dedicated to guiding fami-
lies and honoring life. We 
will renew the commitment 
to be a community resource 
and will use this hallmark as 
the step to advance future 
business growth.”
 The new location of 
Gendron Funeral & Cre-
mation Services Inc. joins 
their existing facility located 
in Fort Myers. Th e Sarasota 
chapel is located just min-
utes from the bay and the 
beautiful downtown, which 
is known as Florida’s Cul-
tural Coast.
 Th e mission statement for 
the funeral home is simply, 
“Families fi rst.” As a local-
ly managed establishment 
with caring staff , Gendron 
Funeral and Cremation 
Services Inc. strives to con-
sistently surpass each fam-
ily’s expectations. By utiliz-
ing a small-town approach, 
families receive extraordi-
nary service, compassion & 
professionalism, but do not 
sacrifi ce value. A full spec-
trum of memorial options 
are offered and arrange-
ments range from simple 
cremation to a traditional 
funeral with full honors. 
 This facility includes a 
merchandised selection 

room, family conference 
area, spacious chapel suit-
able for visitations and me-
morial services, two viewing 
and reception rooms along 
with a fully equipped prep-
aration area and crematory. 
Gendron Funeral and Cre-
mation Services Inc. is also 
outfi tted to perform servic-
es at locations away from 
the funeral home and can 
assist families in arranging 
out-of-state funerals and 
committals.
 While Gendron Funer-
al & Cremation Services 
Inc. may be new to Sara-
sota, their commitment 
to providing the very best 
service at a diffi  cult time is 
not. Collectively, the staff  
has over 100 years experi-
ence in making and execut-
ing funeral arrangements. 
Gendron Funeral and Cre-
mation Services, Inc. ap-
preciates the opportunity to 
help its neighbors whether 
planning a funeral or sim-
ply answering questions. 
Th e same holds true for our 
colleagues in the death care 
industry. Please know we 
stand ready to assist all fu-
neral homes in meeting the 
needs of their families when 
a death occurs in Florida.

Service Corporation 
International Increases 
Quarterly Cash Dividend
HOUSTON,TX— Service Corporation International
(NYSE: SCI), recently announced that its Board of Direc-
tors has approved a quarterly cash dividend of fi ve cents 
per share of common stock. Th e quarterly cash dividend 
represents a 25% increase from previously declared divi-
dends of four cents per share of common stock per quar-
ter. Th is quarterly cash dividend is payable on April 29, 
2011 to shareholders of record at the close of business on 
April 15, 2011. While the Company intends to pay regu-
lar quarterly cash dividends for the foreseeable future, all 
subsequent dividends, and the establishment of record 
and payment dates, are subject to fi nal determination by 
the Board of Directors each quarter after its review of the 
Company’s fi nancial performance. 
 Service Corporation International is North America’s 
largest provider of deathcare products and services. At De-
cember 31, 2010, they owned and operated 1,405 funeral 
homes and 381 cemeteries (of which 218 are combination 
locations) in 43 states, eight Canadian provinces, the Dis-
trict of Columbia and Puerto Rico. For more information 
please visit www.sci-corp.com. 

SEND US YOUR NEWS!

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

press_releases@nomispublications.com
FUNERAL HOME & 
CEMETERY NEWS

We welcome news of the industry. 
Send us information on your fi rm today!
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Jarvis  Incinerator Co., Inc.

PO Box 1146

Lowell, MA 01853

Quality service since 1876

Your refractory brickwork specialists.

We sell and install new

Human and Animal Crematories.

Phone: 617-957-6092

Fax: 978-458-5816

www.jarvisincinerator.vpweb.com

LOWER COST CREMATORY REPAIRS

SALES         SERVICE         REPAIR         SPARE PARTS

We repair all crematory makes and models

                                  

®

            UMcCord®

  
 U Child Caskets & Vaults  U      U Faithful Friend 

®  
 “The Original Casket & Vault Combo”                    PET CASKETS 
       Sizes 12”/ 18   / 21”/ 24”/ 30”/ 36”/ 42” & 48”                  12”/ 22”/ 28”/ 34”/ 40”/ 52” & 18”Octagon  

         
 

  1 - 8 0 0 - 7 8 2 - 8 2 4 9        1 - 8 0 0 - 5 6 7 - 7 3 8 7  
 

Independent & Family Owned Since 1945  
 

HUwww.mccordcasketsandvaults.comUH         HUwww.faithfulfriendpetcaskets.com 
 

                                     We Ship World Wide                                    

”

 

 

The Funeral Diva Membership 
grows to over 200 Members 

PHILADELPHIA,PA— Fu-
neral Divas can be found 
all over the world, from 
the United States to Aus-
tralia. The Funeral Diva 
social group launched in 
October of 2010 and it 
has grown to over 200 
members. Funeral Diva 
membership is free and is 
growing simply because 
they celebrate all women 
in funeral service. Funer-
al Divas hold fun filled 
events like retreats and 
weekend getaways. Funer-
als Divas, Inc. realizes the 
need to relax and just have 
fun. Members are saying 
that the Funeral Diva so-
cial group is a much need-
ed source of inspiration 
and encouragement.
 A Funeral  Diva is  a 
strong, confident and suc-
cessful woman who works 
in the funeral service in-
dustry. She is not ashamed 

of her career. She is proud 
to serve hurting families. 
She can be an embalmer, 
funeral director or em-
ployee at a funeral home, 
or a grief counselor, casket 
sales woman or apprentice 
embalmer. She is a woman 
who supports all women 
in funeral service. Sim-
ply put, the Funeral Diva 
loves her career in funeral 
service.
 Funeral Diva’s purpose 
is to encourage and uplift 
every woman in funeral 
service with annual re-
treats, meetings, continu-
ing education, e-newslet-
ters, a mentorship pro-
gram and so much more. 
Funeral Divas, Inc. is also 
well known for our prod-
ucts, including clothing, 
mugs, tote bags, bumper 
stickers and umbrellas.
 Eternal Enterprises, Inc. 
is the parent company 

of Funeral Divas, Funer-
als Today Magazine, the 
Helping Hurting Hearts 
Network and First Gen-
eration Funeral Directors 
Association. Funeral Diva 
was founded by Muneer-
ah N. Warner, funeral 
director and owner of the 

Warner Funeral Home 
in Philadelphia, PA. To 
join Funeral Divas or pur-
chase products visit www.
FuneralDivas.com, www.
Facebook.com/Funeral-
Divas or email Funeral-
Divas@EternalEnterpris-
esInc.com.

FIRST CLASS 
SUBSCRIPTION FUNERAL HOME & 

CEMETERY NEWS

Call 1-800-321-7479
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Large Baby Bier/Cremation 
Altar as the base of the 

Urn Carrier, offers 
multi-purpose functionality.
The enclosed Urn Carrier 
provides a way to present 
the cremains in a more 
formal manner for the 

funeral service.

Urn
Carrier

 robertsanddowney.com

Your authorized Howard Miller, Hekman and Woodmark dealer.

Argenta, IL 62501 • 800-331-9093

 

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

1-800-992-1925  |  CustomAirTrays.com

© Custom Air Trays

YOUR WORST-CASE SCENARIO...WOULD HAVE NEVER HAPPENED 
WITH OUR AIR TRAY. IT’S TESTED TO WITHSTAND 1,000 LBS.

Stewart Enterprises Announces Management 
Changes

Funerals Today Magazine Featuring 
Mortuary Science Students 

NEW ORLEANS,LA— Stewart En-
terprises, Inc. (Nasdaq:STEI) an-
nounced that Th omas J. Crawford, 
President and Chief Executive Of-
fi cer and director of the Company, 
has notifi ed the Board of Directors 
that he will retire from the Com-
pany eff ective at the Company’s an-
nual shareholders’ meeting sched-
uled for April 7, 2011. Th e Board 
has accepted that decision and ap-
pointed Th omas M. Kitchen, the 
Company’s Senior Executive Vice 
President and Chief Financial Of-
fi cer, and a director, to succeed Mr. 
Crawford as President and Chief Ex-
ecutive Offi  cer.
 Mr. Crawford advised the Com-
pany that his decision to retire was 
due to his acceptance of a call to 
serve as a Mission President for the 
Church of Jesus Christ of Latter-
Day Saints, where he will preside 
over a group of approximately 600 
young missionaries of the Church 
over the course of a three-year 
term beginning July 1, 2011. Ad-
ditionally, Mr. Crawford notified 
the Company that continued dif-
ferences with the Chairman of the 
Board over the day-to-day imple-
mentation of the Company’s strate-
gic plan relating to the relative focus 

given to different components of 
the plan, staffing levels and person-
nel, contributed to his decision. 
 Mr. Kitchen joined Stewart’s Board 
in February 2004, became Chief Fi-
nancial Offi  cer in December 2004, 
and became Senior Executive Vice 
President in March 2007. From June 
2006 until Mr. Crawford’s appoint-
ment in March 2007, Mr. Kitchen 
served as acting Chief Executive Of-
fi cer. Prior to joining the Company, 
Mr. Kitchen served as Chief Finan-
cial Offi  cer and a director of Avon-
dale Industries, Inc., one of the na-
tion’s largest shipbuilders, during 
the period in which it was an inde-
pendent public company. He also 
served as Avondale’s President from 
1999 until 2002, after Avondale was 
acquired by Litton Industries, Inc., 
and then Northrop Grumman. Af-
ter his service at Avondale and before 
joining the Company, Mr. Kitchen 
was an investment management con-
sultant. 
 Mr. Crawford stated, “Tom Kitch-
en and I have worked side by side 
for nearly four years to develop and 
pursue the exciting new business 
strategies being executed at Stewart 
Enterprises today and I look for-
ward to working with him to ensure 

a smooth transition. I am delighted 
for Tom and, as a shareholder, know 
that the Company couldn’t be in 
better hands. It has been a privilege 
and honor for me to lead the Com-
pany’s talented employees, who ded-
icate themselves every day to serving 
families with the best possible care 
at their time of need.” 
 The Company also announced 
that the Board of Directors has ap-
pointed Lewis J. Derbes, Jr. to 
succeed Mr. Kitchen as Chief Fi-
nancial Officer. Mr. Derbes was 
appointed Senior Vice President 
of Finance in July 2008, and has 
served as Secretary and Treasurer 
since May 2005. Prior to joining 
the Company, Mr. Derbes served as 
Chief Financial Officer of Conrad 
Industries, Inc., a publicly-traded 
company engaged in the construc-
tion and repair of marine vessels, 
from 2002 through 2004. 
 Mr. Kitchen stated, “Tom Craw-
ford is leaving Stewart Enterprises 
better than it was when he got here. 
I intend, together with our employ-
ees, to build on our successes and 
to continually improve our service 
to families, our opportunities for 
our employees, and value for our 
shareholders.”

PHILADELPHIA,PA— Fu-
nerals Today is taking 
their partnership with 
mortuary students to a 
new level by including 
them on their website 
and featuring the articles, 
mortuary schools and the 
funeral home they are as-
sociated with in the new 
digital magazine. Funerals 
Today subscribers enjoy 
reading the life journey 
of mortuary science stu-
dents, sharing the voyage 
from student to successful 
licensed funeral director.

Funerals Today is the go-to 

guide for the elderly com-
munity and their families 
seeking change, innova-
tion, progress and life mak-
ing decisions regarding fi nal 
tributes. Th e fi rst magazine 
geared toward educating 
families about the funeral 
service industry, the goal is 
to educate, enlighten and 
entertain every day.  
 Be sure to visit www.Fu-
neralsTodayMag.com for 
breaking news on celeb-
rity deaths. While on the 
site browse celebrity video 
memorials, read featured 
articles, find grief resourc-

es, subscribe, advertise, 
or sign-up for the free e-
newsletter.

Eternal Enterprises, 
Inc. is the parent compa-
ny of Funerals Today Mag-
azine, the Helping Hurting 
Hearts Network, Funeral 
Divas™ and First Genera-
tion Funeral Directors As-
sociation. Muneerah N. 
Warner is the CEO of 
Eternal Enterprises, Inc., 
Editor-In-Chief of Funer-
als Today and the funer-
al director/owner of the 
Warner Funeral Home
in Philadelphia, PA. 

ADVERTISING WORKS
FUNERAL HOME & 
CEMETERY NEWS
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C&J FINANCIAL, LLC can HELP! 
C&J’s FAST FUNDING program is your answer to eliminating the 

hassle and cash flow delay in processing insurance death claims. 

Fast Funding Benefits
Reduce administrative costs 

Eliminate accounts receivable 
Funding within 24 hours of verification 

Death Certificate not required prior to funding 
Beneficiary cash advances available 

Very competitive factoring rates 
Deal with only one company for all your assignment cases 

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

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

CJ
F$

800.785.0003
www.snlfastfunding.com

fastfunding@securitynational.com

 

 
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

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!

Every effort has been made to keep our ad error free.We reserve the right to correct any errors that may occur.

March Specials
Prices Good Through Apr 20, 2011

For Promo Pricing - Reference YB311800-959-9160

for OSHA recommendations, visit
our website www.southlandmed.com

• designed to detect overexposure
• includes prepaid analysis

8 Hr $65.00 ea
15 Min $65.00 ea

FORMALDEHYDE MONITORS

• designed to detect overexposure
• gives results immediately in house

8 Hr $45.00 ea
15 Min $45.00 ea

IN-HOUSE FORMALDEHYDE MONITORS

HALF & FULL FACE

RESPIRATORS & ACCESSORIES

• low profile half face respirator
designed for visibility

• full face respirator features a large
hard coated scratch resistant lens

half face respirator, S - L $18.00 ea
full face respirator, S - L $140.00 ea
multi-gas, fits both half and full face $12.50 set
hepa filters, fits both half and full face $10.50 set
respirator storage bag, 14” x 16” clear $5.50 ea

adult size 36x90 center zip 5 mil $60.00 cs
adult size 36x90 envelope zip 5 mil $70.00 cs
adult size 36x90 center zip 9.5 mil $85.00 cs
adult size 36x90 envelope zip 9.5 mil $95.00 cs

• 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

SAFESKIN STERLING NITRILE®

POWDER-FREE GLOVES

regular cuff, packaged 100 pr/bx, 10 bxs/cs $196.00 cs
extended 12” cuffs, packaged 50 pr/bx, 10 bxs/cs $149.00 cs

• non-corrosive, ready-to-use “Alcohol Free Formulation”
• convenient, fast-acting, multi-purpose, broad spectrum 

disinfectant/deodorizer for environmental surfaces

SANIZIDE PLUS® DISINFECTANT SPRAY

32oz spray bottles 6/cs $45.00 cs
gallon refill 4/cs $72.00 cs

PRODUCT - 8 oz pump 12/cs $55.00 cs
PRODUCT - 16 oz pump 12/cs $97.00 cs
FOAM - 7.5 oz 12/cs $55.00 cs
SPRAY - 8 oz 12/cs $49.00 cs

Southland Medical’s new

Saves You Even More!

savings!That’s a15%

savings!That’s a15%

savings!That’s a10%

• impervious fabric 
• tear proof knee high protection 
• skid resistant soles
• fits up to men’s sz 13

SMC HIGH TOP BOOTS

50 pr/cs $106.25 cs

• impervious fabric
• skid resistant w/polyolefin resin coating
• serged seams with elastic at opening
• one size fits all

SMC ANKLE SHOE COVERS

100 pr/cs $87.00 cs

• sealed vinyl construction to retain all fluids
• packaged 10/cs w/outer poly bag for belongings

SMC BODY BAGS

Is 
March Your 
Compliance 

Month?

Is 
March Your 
Compliance 

Month?

• no drying alcohol; non-irritating,
non-allergenic, non-sensitizing

• moisturizing for hands and skin with 
natural botanical ingredients

• PRODUCT has the appearance and characteristics of 
lotion, while the SPRAY and FOAM are from liquid

Dispensers and additional sizes available online
at www.southlandmed.com

FRESH PROTECT® SKIN

SANITIZER - NO ALCOHOL

Foundation Partners 
Group rings in the New 
Year announcing the 
affi liation with a premier 
South Carolina Firm
TAMPA,FL— Foundation 
Partners Group, LLC is 
proud to announce that 
Th ompson Funeral Home 
of West Columbia, SC, 
with locations in Lexington 
and West Columbia, has 
chosen to join the Founda-
tion Partners’ family.
 “ Thompson Funera l 
Home has served families 
in the greater Columbia 
area since 1928 and has a 
great reputation for out-
standing service,” says Steve 
Shaff er, “We are thrilled to 
be teaming up with John 
and Blake Th ompson in 
this endeavor. It is an honor 
to have individuals of their 
reputation and a fi rm their 
size join our group this early 
in our development.”
 “Th e addition of their fi rm 
in one of the key geographic 
areas we currently operate 
in and are targeting for fu-
ture growth is another great 
step for our company.” add-
ed Jim Price, “We believe 
that as other owners con-
sider their succession plan-
ning options, they’ll fi nd 
that Foundation Partners 
has the capital and experi-
ence to off er them the best 
platform for continued, 
quality growth with the feel 
of a family fi rm.”

 Th ompson Funeral Home 
proudly serves over 500 
families each year from 
their two exceptionally 
appointed and convenient 
locations. John Th ompson 
has operated the funeral 
homes, started by his fa-
ther, since 1972 and along 
with Blake, his son, will 
be continuing to serve the 
community in partnership 
with Foundation Partners.
 “In Foundation Part-
ners, we saw partners with 
extensive experience in 
the industry, a signifi cant 
amount of opportunity for 
growth and a culture that 
we felt comfortable with,” 
said John Thompson.
 Foundat ion Par tners 
Group, LLC, with i ts 
home office in Tampa, 
was established in June of 
2010 and operates 24 fu-
neral homes and 5 cem-
eteries in thirteen states. 
If you would like to learn 
more about Foundation 
Partners Group and how 
we can help with your suc-
cession planning needs, 
please contact Paul Haar-
er at 813-225-4680 or by 
email at phaarer@founda-
tionpartners.com or visit 
our website at www.Foun-
dationpartners.com.
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CONVENTION & EXPO
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By Kristan Dean 

 In 2000 Kristan Dean began working with her family to bring 
Merry Christmas From Heaven® to all who need the gifts’ mes-
sage of Comfort, Love, and Faith. Today she is the Vice President 
of Marketing and one of the primary members of her family’s 
Bereavement Ministry.  
  Thanks, in great part, to the thousands of funeral directors and 
retailers nationwide who make Merry Christmas From Heaven® a 
part of their communities, countless numbers of families reach out 
to their family every year. Their bereavement ministry helps families 
realize that those in Heaven live forever in our hearts. Their love is 
with us always.    
 Prior to Mooney TunCo, Inc. Kristan worked with companies nation-
wide helping them build revenues by creating greater sales opportuni-
ties through the use of sales intelligence and marketing alignment.

 Can you believe that Spring is in the air? Th at makes 
March the perfect time to fi nd a golf clinic or, even better, 
ask yourself, “How can my funeral home and or cemetery 
help your community improve their golf game?”
 Wondering why we are chatting about golf? Th e an-
swer comes from Andrew Clark, the Director of Op-
erations and Licensed Funeral Director for Hiers-Bax-
ley Funeral Services in Ocala, Belleview, Th e Villages, 
and Chiefl and, Florida and their marketing adminis-
trator, Lavonda Smith, who told me about one of the 
most unique events I have ever heard of: Th e Golf Tips 
clinic and Memorial Park tour hosted by Hiers-Baxley 
Funeral Services at their cemetery, Th e Highland Me-
morial Park, in Ocala, Florida.
 Wondering how you can play golf in a cemetery? Well, 
Highland Memorial Park is not your typical cemetery. Ac-
cording to Hiers-Baxley, Highland Memorial Park “con-
tinues the traditions of the 19th century, when cemeteries 
became, not only places of mourning, but also places for 
those wanting to experience…a beautiful park.” Picture 
fi fty acres of “beautifully manicured grounds, majestic 
oaks, a sparking-clear pond with lush landscaping,” and 
you have Highland Memorial Park.
 Still think we are talking about golf? Sorry, what I 
am trying to explore here, by sharing some of the ways 
Hiers-Baxley reaches out to the families and communi-
ties they serve, is how people need us to do more than 
provide funeral, cemetery, crematory, and aftercare 
services. Th ose we serve and want to serve need us to 
reach out beyond our walls and fences to bring people 
together, so that they may create connections and build 
relationships with us and each other.
 Hiers-Baxley’s Golf Clinic does more than help peo-
ple correct their slice. Th e clinic is just one of the ways 
Hiers-Baxley’s community care director, Beverly Brown, 

brings people to the park to experience the beauty of the 
grounds, connect with the people of Hiers-Baxley, and 
explore what may be their fi nal resting place.
 Wondering what else you can do to bring people to-
gether in fun ways to connect with one another and 
consider the possibility of building a relationship with 
you? Beverly just may have your answer: start a club, 
or better yet, start more than one.
 Th e Hiers-Baxley Health Matters walking club does 
more than take a stroll. Th ey reach virtual destinations; 
by meeting once a week, pedometers in hand, walkers 
count the steps they would take to reach destinations 
such as the beaches of Sarasota and once there the group 
celebrates reaching their goal by going out to lunch.
 Looking to start a club that allows members to sit 
down? Hiers-Baxley’s Scrappy Angel Quilters commu-
nity club gets together weekly to chat, create, and pro-
mote “interest in quilting and related topics.” More than 
quilters, with the help of Hiers-Baxley, these angels use 
their talents to connect and give to others—by making 
and donating the quilts given to the veterans honored 
at Hiers Baxley’s Champions of Freedom Appreciation 
Luncheon this past November. 
 Ready to do more? Consider partnering with charita-
ble organizations to create fun events that bring people 
together to support groups that they believe in. Look-
ing for ideas? Surprise Heirs-Baxley has a few including: 
hosting cookouts, lunches, and cake decorating contest 
where they supply the venue and refreshments and the 
charity brings the guests.
 I cannot wait to hear how Hiers-Baxley inspires you 
to make Spring the season that you grow your relation-
ships with your community. Please give me a ring at 
781-331-5308 or, if you prefer, email me at kristan@
mooneytunco.com.

Let’sLet’s
 Chat Chat

Question: Should People 
Ponder Death?

By Todd Van Beck

Todd Van Beck

 Do people ponder much anymore? Do people stop 
and take time to ponder the deep issues of life? Do 
people spend time pondering their own mortality and 
what their eventual death will mean to others? Do peo-
ple sit back and look at the sunset and simply ponder 
the meaning of it all? Sure they do – sometimes, but 
not like they have done in the past.
 There was a time when the dominant departments of 
any university were the departments of philosophy and 
theology. There was a reason why these two particu-
lar departments reigned over the medical, law, liberal 

arts, etc. The reason was 
simple: philosophy and 
theology education forc-
es the learner to think. A 
person can’t be subjected 
to philosophy or theology 
without thinking, with-
out pondering the ques-
tions of life. Questions 
like, what is justice? What 
is good and evil? What is 
existence? What is educa-
tion? What is immortal-
ity? What is knowledge? 
What is life and death?
 Upon accepting the phil-
osophical quest, come the 

answers and conclusions which lay the foundational 
groundwork for a person’s ability to think and pon-
der life’s big questions throughout their entire lives. At 
times the quest can be irritating and disconcerting, but 
the quest can and does result in one of the most valu-
able and healthy components – the ability to think.
 This article is not going to change any university cur-
riculum and I suspect that my personal grief over the 
fall from grace of the departments of philosophy and 
theology in most universities is a grief I will just have 
to live with. I suspect that the number of meaningless 
and thoughtless emails I get everyday will never end, 
and I suspect that living in “The Age of Anxiety” is just 
my fate. However as a funeral professional, as someone 
who has devoted a lifetime of work concerning the big 
life issues of death, grief and bereavement, this lack of 
pondering life’s issues and particularly pondering the 
big issue of death captures my attention and I have 
some observations to make.
 It is more difficult to be a funeral professional now 
than in any time in the history of our great profession. 
Difficulties abound and much of the difficulties are 
created by people not pondering the life issue of their 
own death. Death is either important or it is not. There 
is no middle ground. For those people who I have en-
countered who take a caviler attitude to death and to 
their own death, I have found that they have simply 
not pondered and thought the subject out – they just 
react. Here is an example.
 I was doing a Hospice seminar one day and I asked 
this very reasonable question: “What kind of a funeral 
do you want when you are dead?” The group looked 
at me with an expression of surprise, fear, confusion, 
and apprehension. Then one of the nurses proclaimed 
“I want a party. I want people to have fun. I want food 
and booze. I don’t want any sadness.” The group unan-
imously approved of the “party” approach to dealing 
wisely with human loss. I sat their looking at her and 
knew in my heart that she had never once pondered 
seriously or thought out carefully the big subject of her 
or others mortality – and she was a Hospice nurse!
 As I have aged, my political skills have lessened and 
I take risks with people that I would never have con-
sidered 20 years ago. I looked at this Hospice nurse, 
who is a mighty skilled nurse and mighty fine person, 
and asked, “Do you want a party with fun and laughter 
when your child is killed?” She just stared at me with a 
blank look on her face and I knew that she had never 
once ever considered the effects of how a person dies 
once in her life. After the seminar was over, she and 
I were still buddies and she told me that she thought 
she ought to give this subject some careful pondering 
– and again she was a Hospice nurse!
 Here is another example of the absence of pondering 
death. Over the past 30 years I have been blessed to 
have presented seminars to over 10,000 clergy across 
the United States and Canada. I have every conceiv-
able religion represented in those seminars – ranging 
from High Church Episcopal to the country preacher 
who bites the head off a chicken to get the service start-
ed. I have found over the years that in order to bring 
unity to all this religious diversity, I always ask at the 
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Delivering What Others Promise 

International Logistic Services, INC.

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.

For inquiries please contact us at:
www.ilogistics.com

(800) 842–0213
(718) 723–5151

 

Some say you get what you pay for.
We say you should get MORE.

Assistance is always a phone call away.

 

Ervina White Beauford Continues to 
serve as a community resource

PHILADELPHIA, PA— Quality service 
and community ties are common themes 
in today’s competitive business environ-
ment. Ervina White Beauford has made 
them the foundation of her business, Er-
vina White Beauford Funeral Service, 
and her efforts to embrace and educate 
her community are bearing fruit.
 Since opening their business in April 
of 2006, Beauford and 
her husband, Robert L. 
Bennet, have seen many 
families struggling to af-
ford traditional funeral 
services due to lack of in-
surance, planning, or ne-
glecting paperwork. Too 
often, they have seen fam-
ily members at odds be-
cause of a lack of written 
instructions or preplan-
ning. In response, Beau-
ford began conducting 
seminars in the churches 
throughout her commu-
nity focusing on financial 
options, preplanning, and 
the process of planning a 
funeral. During the course 
of her educational semi-
nars, Beauford recognized 
another need and realized 
that she could be of fur-
ther service. She began to 
distribute health informa-
tion to combat the rising 
number of deaths from 
heart disease and diabe-
tes in her community. 
Her commitment to be-
coming a community re-
source, and the quality of 
her professional services 
have built her small busi-
ness up from answering 
only four calls in 2006 to 
serving over seventy fami-
lies last year.
 Ervina White Beauford 
was born and raised in 
Philadelphia. She is an 
alumnus of the University 
of Pittsburgh and worked 
for the U.S. Postal Ser-
vice for twenty years. In 
2003, she graduated from 
Northampton Area Com-
munity College with an As-
sociate’s Degree in Mortu-
ary Science. After a state 
required one year intern-
ship, she was licensed as a 
funeral director in Penn-
sylvania and later pursued 
her license in New Jersey 
as well. She is a member 
of the National Associa-
tion of University Wom-
en Philadelphia Chapter, 
National Funeral Directors 
Association, National Fu-
neral Directors and Mor-

ticians Association, Quaker State Funer-
al Directors Association Eastern District, 
Pennsylvania Funeral Directors Associa-
tion, Pennsylvania Association of No-
tary Publics, West Oak Lane Business 
Association, and is the president of the 
Alpha Theta Chapter of Epsilon Nu Delta 
Mortuary Fraternity.

CONTINUED ON PAGE A26 
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 Ron has been with the Matthews Cremation Division, consisting 
of Industrial Equipment & Engineering (IEE) and ALL Crematory 
(ALL) for 20 years. 
 He is a certifi ed crematory operator trainer and has trained thou-
sands of crematory personnel through both Matthews’ and CANA’s 
Crematory Operator Training and Certifi cation Program. Ron has 
published numerous cremation related articles and is a frequent 
speaker at industry trade shows and meetings. 
 With over 100 years of combined experience and nearly 3000 
installations, the Matthews Cremation Division is acknowledged 
world wide as the foremost experts in the cremation industry set-
ting standards in cremation equipment design, manufacture, ser-
vice and supplies. This column is dedicated to the further education 
of cremationists, funeral directors, cemeterians and other industry 
professionals.

Cremation Cremation 
 Issues and  Issues and 
 Answers Answers

By Ronald Salvatore

An Alternative to 
Flame Based Cremation 

(Part 3)
 We left off last month with a brief explanation 
of the Alkaline Hydrolysis process and some of 
its advantages.
 Another benefit of Alkaline Hydrolysis is the 
lack of mercury emissions. We know that flame 
based cremations are a very minor source of mer-
cury, especially when compared to dental offices 
(approximately 7 times higher) and residential 
households (approximately 10 times higher). 
The reality is though that the public often ig-
nores facts, and when trying to obtain zoning 
approval for a flame based system, objections 
based on mercury emissions can be difficult to 
overcome.
 With Alkaline Hydrolysis, the dental amal-
gams are left intact after the process is completed 
and no mercury vapor is released to the atmo-
sphere. 
 Along with no mercury emissions, another en-
vironmental benefit of Alkaline Hydrolysis is the 
elimination of Criteria Pollutants (particulate 
matter, carbon monoxide, nitrogen oxides, sul-

CREMATION DIVISION

fur dioxide, lead and ozone) from the burning 
of the casket. With Alkaline Hydrolysis a cas-
ket is not used. Now, not only are we eliminat-
ing emissions from the casket itself, but we also 
don’t have the emissions from the consumption 
of energy (natural gas or LP gas) needed to burn 
the casket, further reducing overall levels.
 In essence, Alkaline Hydrolysis can be viewed 
as a “greener” alternative to traditional flame 
based cremation. Whether it will become a vi-
able alternative to flame based cremation is hard 
to determine. As with most things, the consumer 
will decide. But, for those looking to minimize 
the impact their passing has on the environment, 
Alkaline Hydrolysis may be the answer.

 

Slack and Wallace Funeral Home Opens 
in South Point

Slack and Wallace Funeral Home

1902 Horse-Drawn Hearse in the Slack and Wallace Lobby

freshments, and tours of 
the newly renovated facil-
ity, completed just eight 
days before, consisting 
of; a 150 seat chapel, two 
visitation rooms, a family/
children’s lounge, and a 
spacious lobby containing 
an aquarium and a 1902 
horse-drawn hearse.
 Although the funeral 
home is brand new, they 
have over 40 years of com-
bined experience. Mr. 
Slack has worked in the 
funeral business for 38 
years. He graduated from 
Ohio Valley University
before attending the Pitts-
burgh Institute of Mortu-
ary Science. He served his 
apprenticeship at Leavitt 
Funeral Home in Park-
ersburg, WV. After his 
apprenticeship, he was 
employed by Leavitt Fu-
neral Home for 6 years. In 
1978 he moved to Chesa-
peake, OH where he was 
employed at Schneider 
Funeral Home, where he 
stayed, on and off, until 
2007.
 Mrs. Wallace-McNear-
ney is an alumnus of Mar-
shall University and grad-
uated from the Cincin-
nati College of Mortuary 
Science in 2005. While 
serving her apprentice-
ship, she worked with Mr. 
Slack at Schneider-Grif-
fin Funeral Home from 
October 2005 – February 
2007. She then moved to 
Florida and worked for 
Edgley Cremation Ser-
vices and Crime Site Res-
toration, before returning 
to Huntington in 2009 to 
work for the Schneider-
Griffin Funeral Home as 
a Funeral Director/Em-
balmer until June 2010.

SOUTH POINT, OH— Rec-
ognizing the need for a fu-
neral home in the grow-
ing community of South 
Point, Richard L. Slack
and Beth A. Wallace-Mc-
Nearney opened the doors 
of the Slack and Wallace 
Funeral Home on the 15th

of January, 2011 with an 
Open House attended by 
over 400 people from the 
tri-state area. The guests 
were treated to food, re-

 Both Mr. Slack and Mrs. 
Wallace-McNearney are 
very active in their com-
munity and were pleased 
to receive such a warm 
welcome for their new 
business. Mr. Slack is a 
member and former pres-
ident of the Greater Law-
rence County Chamber 
of Commerce and the 
Chesapeake/Rome/Proc-
torville Lion’s Club. He is 
also a former member and 
past chief of the Chesa-
peake Volunteer Fire De-
partment. Mrs. Wallace-
McNearney is a member 
of the Greater Lawrence 
County Chamber of Com-
merce and serves with 
Hospice of Huntington 
as a Patient Volunteer and 
as a Pet Th erapy Volunteer 
with her dog, Zoe.
 Slack and Wallace Fu-
neral Home is located at 
802 Solida Road in South 
Point, Ohio. They may be 
reached by telephone at 
(740)894-4321, or by fax 
at (740)894-4323. 
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Stacking Pew/Chairs
WHY COMPROMISE!
You can have the fl exibility 
of chairs and still have the 
appearance of pews. Choose 
from eight unique models, 
three different sizes, hundreds 
of colors and even metal or 
wood frames.

CHANCELLOR REINTRODUCES 
THE CASKET CHAIR!

The casket chair allows family members 

to  remain close to a loved one at the 

initial viewing or during a long visitation.

For a free catalog call 800.626.5659 or visit 

us on the web at www.funeralchairs.com

Chancellor Mfg, Inc.
P.O. Box 1457, 420 West Garnett Street, Gainesville, TX 76240

To learn more, please visit

800-827-5151           www.messengerstationery.com

Turn a special photograph into a timeless heirloom 

that can be enjoyed for generations to come with 

Canvas Art Portraits from Messenger. 

from

Art Photo Collage featuring
Peaceful Retreat by Thomas Kinkade

Portrait Print of loved one

Promo Code: 8092

Offer your families beautiful canvas reproductions of a 
favorite photograph – delivered in time for the memorial service! 

Or, for a unique remembrance, families may select our 
Art Photo Collages which artistically combine a 

loved one’s photograph with compelling art that coordinates 
with Messenger Stationery Products. 

These too are available in time for the service!

 

Would you follow you?
By Shun Newbern, CFSP

 An effective leader dis-
plays f ive transparent 
communicat ion ski l l s 
through consistency of 
character. This would ap-
ply to the president of a 
professional trade orga-
nization, regional man-
ager, mortuary manager, 
preparation supervisor 
or grounds foreman. The 
purpose of this article is 
to hone your skills to be 
the kind of leader that 
you would want to follow. 
Would you follow you?

Shun Newbern

Exemplify Values: 
Credibility 
 The best of employees are not look-
ing for a place to work; they are search-
ing for a cause to join an organization. 
They will be attracted to strong values, 
but they will be put off if they do not 
see leaders or managers modeling those 
values. The adage is so true that “actions 
speak louder than words.” Leaders must 
be purposeful and strategic; they must 
always be seeking genuine opportunities 
to act out core values, thus giving those 
values high visibility. John F. Kennedy 
stated that, “Leadership and learning are 
indispensable to each other.” We must 
always be open to learn 
and grow. Those who in-
sist on values and fight for 
what they believe will be 
found to be reliable. 
Uphold your agree-
ments: Trust
 Integrity is based on a 
consistency among be-
liefs, words and actions. 
My most favorite defini-
tion of integrity is what 
we do when no one else 
is watching. Picture two 
circles, one representing 
what a leader believes in 
and what he says, and the 
other representing what 
a leader actually does. 
When these two circles 
are nearly concentric – al-
most perfectly aligned – a 
leader is adhering to his 
moral values. When the 
circles begin pulling apart, 
a leader’s integrity is slip-
ping. If the circles totally 
separate, the leader will 
find himself looking in 
the mirror with much re-
gret. Leaders should nev-
er make promises lightly. 
In essence, if actions con-
sistently match words, 
trust is gained. Follow-
ing through is not always 
cheap – it may cost you 
inconvenience, perhaps 
some personal resources, 
and some sacrifice.
Show Emotion: 
Authenticity 
 Leaders have heart. They 
try not to wear it on their 
sleeve, but they allow it 
to instill their workdays 
with genuine desire. Peo-
ple will suspect an emo-
tionless leader of being 
only partially invested in 
the vision and mission. 
In the Art of Leadership, 
Max DePree said “Leader-
ship is much more an art, 
a belief, a condition of the 
heart, than a set of things 
to do. The visible signs of 
artful leadership are ex-
pressed, ultimately, in its 
practice.” Effective leaders 
must be passionate about 

their vision, the future of 
their organization and the 
people that they oversee. 
When a leader allows fol-
lowers to see indications 
that they are either joyful 
or sorrowful, the com-
munication is perceived 
as authentic. 
Give Copious Praise: 
Likeability
 Do you not know that 
praise moves people? Be-
ing copious with praise is 
the best way to win fol-
lowers. People naturally 

want to be appreciated and they crave 
encouragement. It is rare to find any 
person who complains of receiving too 
many accolades in life. Therefore, lead-
ers should certainly not withhold praise 
from their people. I like how Donald H. 
McGannon defined leadership, “Leader-
ship is action, not position”. When an 
individual does well, the credit should 
follow. The leader will be admired for it 
and will gain the advantage of likability 
when communicating with his people.
Take note: Respect
 Th is nugget of truth is hard to swal-
low, but it is profoundly true: successful 
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 John A. Chew is a Funeral Service Education Specialist, Con-
sultant, Tutor, Thanatogeneticist, and a Licensed Funeral Direc-
tor and Embalmer. He is a retired former Associate Professor and 
Director of Funeral Service Education at Miami Dade Community 
College as well as the Institute for Funeral Service Education and 
Anatomy at Lynn University (1967-1997). He is presently Director 
of Education at Embalmers Supply Company, Recinto De Ciecias, 
Medicic, UPR, ESCO/OMEGA, and the Academy of Restoration 
and Embalming.

By John A. Chew

 In Basics 16, I established an initial criteria in 
which we can address some of the variable condi-
tions associated with the modes of death. We know 
that no two remains are alike. Each presents vari-
able postmortem changes which are directly or in-
directly related to the various death processes. 
 In the majority of deaths, the embalmer has no 
information concerning the actual cause of death. 
The course of treatment is based on general cogni-
tive knowledge and experience. This begins with 
how we visualize the body and the use of our natu-
ral senses.
 We are not privy to the medications/drugs admin-
istered in the treatment of the deceased prior to his/
her death. There are drugs used in chemotherapy 
which may interfere with the chemistry used in the 
embalming process. In some cases, a greater concen-
tration of preservation chemical may be required to 
achieve various degrees of firmness. 
 Certain diseases cause postmortem pathological 
changes within the cellular structure of the body 
and interfere with the embalming process. Knowl-
edge of these postmortem conditions provides the 
embalmer the opportunity to vary the treatment.
 The average body, as previously mentioned, was 
5’8” weighing 128 pounds with an average moisture 
content of 75%. If we remove the moisture hypo-
thetically we would have 26 pounds of receptive and 

Th e Basics of 
21st Century 

Temporary 
Preservation 

Technology 
(Part 17) 

non-receptive tissue. Subtracting the non-receptive 
tissue (bone) which is approximately 5 pounds, we 
would have 21 pounds of receptive tissue.
 It is important to establish a neutral solvent by 
adjusting the Ph prior to formulating the preser-
vation solution. In Case 2 we observe generalized 
discolorations in the face and body. Using digital 
pressure, I have noted various blood discolorations, 
some stains and some simple discolorations iden-
tified by the blanching effect. This indicates the 
necessity for flushing the vascular network with 
a pre-injection solution prior to use of fixatives/
preservatives agents.
 The starting point is indicated by the pre analy-
sis of the embalmer. The amount injected would 
be determined by visual observations. The initial 
injection would be16 ounces of concentrate to 48 
ounces of solvent injected against closed drainage 
for a period of 30 minutes to several hours. Drain-
age may alternate until clearing is apparent. At this 
point, a minus 1% formulation should be injected 
against closed drainage.
 Step-up injection follows the pre-injection until 
the preservation process is complete.
 Part 18 will deal with edema.
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Inman Shipping Worldwide 
Signs Service Agreement 
with Eagle’s Wings Air 

The New Shipping 
Model Emerges

Robert Inman Marilyn Nixon Frank Kaiser

CLEVELAND,OH— Inman 
Shipping Worldwide, fu-
neral service industry ship-
ping leader, has announced 
that the Eagle’s Wings Air
team of experienced airline 
professionals will manage 
the air transportation por-
tion of the traditional ship-
ping transaction on behalf 
of their fi rm. Th e agreement 
immediately strengthens 
Inman Shipping World-
wide’s current service of-
fering by introducing pro-

Special affi liation benefi ts Eagle’s Wings Air offers:
Eagle’s Wings Air pre-pays the airline charges at time of booking, thereby • 
eliminating COD requirements and off ering Inman clients 15 day terms

Eagle’s Wings Air proactively tracks the air transportation of the deceased • 
from departure to arrival, and works with the airline to resolve problems 
if they arise

Staff ed by former airline employees and led by a former airline logistics • 
executive, Eagle’s Wings Air leverages air transportation and aviation se-
curity expertise to the benefi t of Inman’s funeral home clients

active shipment tracking 
for human remains at no 
additional cost to Inman’s 
current and future funeral 
home clients.
 According to Robert In-
man, founder and CEO 
of Inman Shipping World-
wide, “I have been serving 
our funeral home clients for 
over 30 years and I’m proud 
of the fact that Inman Ship-
ping Worldwide has been 
an innovator within our in-
dustry. After many months 
of due diligence and care-
ful planning, we are con-
fi dent that a new shipping 
model has arrived through 
our partnership with Eagle’s 
Wings Air.”
 Established in 2007, Ea-
gle’s Wings Air (EWA) is 
the leading provider of air 
transportation management 
services to North American 
funeral homes and shipping 
services. Through a cen-
tralized customer service 
center, EWA leverages pro-
prietary software and their 
knowledge of airline opera-
tions to fi nd the best fl ight 
itinerary, make the reserva-
tion, and proactively mon-
itor progress from start to 
fi nish; thus delivering time 
savings and peace-of-mind 
to their funeral service in-
dustry clients.
 “Th e airline industry has 
been passively serving the 
death care community for 
too long. Frank Kaiser and 
the EWA team recognized 

this fact and developed a 
system to manage the air 
transportation process, to 
the benefit of our entire 
industry. Together, Inman 
Shipping Worldwide and 
Eagle’s Wings Air form the 
new standard for shipping 
human remains anywhere 
in the world,” adds Marilyn 
Nixon, president of Inman 
Shipping Worldwide.
 Frank Kaiser, president 
& CEO of Eagle’s Wings 
Air, remarks, “As a neutral 
provider of air transporta-
tion management services, 
our team has successfully 
served the shipping seg-
ment since our business 
launch over three years ago. 
EWA’s agreement with Mr. 
Inman and his company 
is an important milestone 
for not only Eagle’s Wings 
Air, but is also a signifi cant 
event within both the fu-
neral service and airline in-
dustries. We are humbled 
by the opportunity to serve 
the shipping segment’s mar-
ket leader and offer new 
value to Inman’s shipping 
clients.”
 For additional informa-
tion on Inman Shipping 
Worldwide, visit www.in-
manshippingworldwide.
com or telephone Robert 
Inman at 800-321-0566. 
For information on Eagle’s 
Wings Air visit www.ea-
gleswingsair.com or tele-
phone Frank Kaiser at 866-
550-1392.
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Precious  Memories has no affi liation with Meadow Hill (Thumbies).

Since the ancient Romans, the benefits and strength of concrete structures have 
been evident. With exceptional design and quality construction, you’ll find many 
still intact centuries later.

Today, Wilbert combines this timeless wisdom with modern materials – patented 
polymers and plastic reinforcements – that funeral professionals understand result  
in the strongest burial vaults available.

Once buried, Wilbert concrete vaults are designed to remain intact if accidentally 
bumped by excavation equipment and are less prone to buoyancy in high water 
conditions. And the moist underground environment is conducive to the concrete 
retaining its strength… providing added peace of mind for the family and the 
funeral professionals who recommend Wilbert brand vaults.

Contact your Wilbert representative to find out why our concrete burial vaults 
stand the test of time.

Uncompromised quality.  Peace of mind.  Personalized memorials.  
It’s the Wilbert Way. 
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Wilbert.  
Quality that stands the test of time.

 

1914 Receipt from Piedmont Furniture Company for a casket 
and undertaking accessories.

ond location, the Candor 
Funeral Home in 1973. 
Jack Briggs and his wife, 
Joan Carroll Briggs be-
came the sole owners of 
the business in 1980, ac-
quiring a third location 
in Troy, NC. The Briggs 
family purchased David-
son Funeral Home, Inc. 
in Lexington, NC in 1989 
and sold an interest to a 
Davidson employee, Lar-
ry Morrison. In 1999, a 
second Davidson loca-
tion was built in the rapid 
growth area of northern 
Davidson County near 
Winston-Salem, NC.  In 
2001 the Briggs family 
along with Larry Morri-
son purchased Piedmont 
Funeral Home in Lexing-
ton from Service Corpo-
ration International. In 
1998 the Briggs Family 
purchased Carter Funeral 
Home, Inc. in Rocking-
ham and Ellerbe and sold 
an interest to an employ-
ee, Gary Overcash.
 Rex Furniture Com-
pany and the Briggs Fu-
neral Home continue to-
day in their original loca-
tions and may be the only 
remaining company in 
North Carolina that op-
erates as a funeral home 
and furniture store, a once 
common combination.
 The Briggs family busi-
ness, J. Briggs, Inc., has 
continued to grow along 
with the Briggs fami-
ly’s commitment to serv-
ing the community. Jack 
Briggs, an alumnus of 
High Point College, has 
served as president of the 
North Carolina Funeral 
Directors Association and 
as the North Carolina Pol-
icy Board member on the 
National Funeral Direc-
tors Association for 3 years. 
Additionally, he is a mem-
ber and past president of 
the North Carolina Board 
of Funeral Service. He has 
served the community as a 

Briggs Funeral Home Celebrates 100 Years Continued fr om Front Page 

spected funeral director, embalmer, retail merchant 
and public servant for the next 28 years. In 1937, Mr. 
Hoover and his son Charles C. Hoover, who joined 
the business in 1936, converted a Salisbury Street resi-
dence into the Hoover Funeral Home and built a new 
brick building to house the furniture store. In 1947, 
Carl Hoover died and left his son, a 1930 graduate of 
the Cincinnati School of Embalming, to continue their 
legacy until Charles’ death in 1968. Charles’ widow, 
Ruth J. Hoover, sold the business to Mark Lanier
and Jack Briggs in 1970.
 Jack Briggs began working for the Hoover family in 
1959. Mr. Briggs dusted furniture, washed hearses, sold 
and delivered furniture, conducted funerals and was on 
call for ambulance service, a community service provid-
ed by Briggs until 1977. With his partner, Mr. Lanier, 
the Lanier and Briggs Funeral Home purchased a sec-

past District Governor of Lions International and has 
served 20 years, including 12 as chairman, on the Da-
vidson County Board of Education. Also, since 1976, 
he has served as a director of First Bancorp, a publicly 
traded bank holding company.
 Joan Briggs, a graduate of Appalachian State Univer-
sity, was a public school librarian before obtaining her 
funeral directors license in 
1989. She is very active 
in the community. She 
has served on the boards 
of Hospice of Davidson 
County, American Red 
Cross, United Way of Da-
vidson County, Mountain 
Vista Health Park, Thom-
asville Medical Center 
Foundation and David-
son County Community 
College Foundation. Ad-
ditionally, she is a mem-
ber and past president of 
the Denton Ladies Civi-
tan Club.

Daniel L. Briggs, son 
of Jack and Joan Briggs, 
resides in Lexington and 
serves as vice president 
of the family business, 
spending most of his time 
at the Davidson and Pied-
mont locations. He is an 
alumnus of Wake Forest 

University and graduated with honors from Gupton-
Jones College of Funeral Service in 1997. Currently, he 
serves on the board of directors of Uptown Lexington, 
Inc., Lexington Memorial Hospital, and the Lexing-
ton Area Business Development Board of NewBridge 
Bank. He is a former chairman of the Lexington Area 

CONTINUED ON PAGE A31 
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By Elleanor Davis Starks, CFSP, 
Founder and Executive Director of the 100 BWFS, Inc.

The 100 Black Women of Funeral Service celebrates 17 years of Excellence 
in 2010 and proudly presents the American Legacy in Funeral Service, 
which salutes African American Funeral Establishments that are over 100 
years old and still operating around the country. We have found a total of 
38 fi rms established as early as 1833 through 1910. They will be induct-
ed in the First Historic African American Funeral Home Hall of Fame, in 
conjunction with the 86th year organizational 
celebration of the National Funeral Directors 
and Morticians Association, Inc., our parent 
organization, at their 73rd Annual Convention 
in Fort Lauderdale, FL. Many of these historic 
fi rms are currently being run by third, fourth, 
fi fth and sixth generation family members as 
well as highly qualifi ed management teams 
who are continuing the legacy of dedication, 
professional care, family values and determi-
nation to serve those in need – the same val-
ues of their founders more than 100 years 
ago. Enjoy a stroll down memory lane with 
the 2010 honorees to the Hall of Fame.

2010 African 2010 African 
American American 

Funeral Home Funeral Home 
Hall of FameHall of Fame

 “Progress is the activity of today, 
and the assurance of tomorrow must, 

for the sake of permanence, have its roots 
embedded in yesterday.”

Scarborough and Hargett 
Funeral Home

Durham, North Carolina
 For Scarborough and Hargett Funeral Home, Inc., 
the motto, “A Dignified Service in a Sympathetic Man-
ner” is more than just a commitment to customer ser-
vice. It is a powerful reminder that there was once a 
time when the disparity in racial treatment affected 
every aspect of life, including death.
 Late last century, a young black man from Kinston 
named J.C. Scarborough, Sr. was witness to an event 
that motivated him to enter the undertaking business and 
inspired the motto of his future business. In his youth, 
Mr. Scarborough worked for a prominent black grocer 
named Wiley Lowery. When Mr. Lowery died, the only 

funeral service in Kinston used a horse-drawn hearse for 
whites and a horse and wagon for blacks. Although his 
friends appealed for the dignity of a hearse for the well 
respected businessman, the funeral director refused. Mr. 
Scarborough vowed to correct this inequality.
 Soon after, Mr. Scarborough was introduced to anoth-
er prominent black Kinston businessman, J.C. Hargett. 
Impressed with Scarborough’s work ethic and tenacity, 
Hargett took Scarborough under his wing, sent him to 
Kittrell College, and helped him secure a rural mail route, 
going so far as to supply the horse and buggy required.
 It was during this period that Mr. Scarborough and 
Mr. Hargett’s daughter, Daisy E. Hargett, were mar-
ried. Hargett’s desire to see the couple prosper led him 
to help his son-in-law realize his dream of establishing 
a funeral home for black people.
 The Scarborough and Hargett firm began with a fa-
cility on Queen Street in Kinston. Because the prac-
tice of embalming was spreading during this period, 
in 1905, with Hargett’s assistance, Mr. Scarborough 
attended the Renouard Training School for Embalmers
in New York City. Mr. Scarborough was the only black 
member of the 27 student class.
 After graduation, Scarborough was persuaded to 
move his business to Durham. In 1925, after moving 
several times, the company moved to 522 East Petti-
grew Street, where it remained for 40 years.
 It was during this time that Daisy Scarborough passed 
away, leaving her husband/business partner and two 
children, John Clarence Scarborough, Jr. and Er-
nestine Scarborough, behind. Mr. Scarborough lat-
er married Clydie Fulwood, a teacher who shared his 

CONTINUED ON PAGE A28

 Robert Bennett was born in Wadesboro, NC, where 
he began his career in the 6th grade at the knee of Mr. 
E.T Lugo of Lugo Funeral Home in Bluefield, West 
Virginia. Mr. Bennett graduated from Bluefield State 
with an Associate Degree in Natural Science and earned 
his Associate Degree in Mortuary Science from Fay-
etteville Technical Community College. He is licensed in 
North Carolina as a Funeral Director and Embalmer 
and in the Commonwealth of Pennsylvania as a Fu-
neral Director. Mr. Bennett is a member of the Penn-
sylvania Funeral Directors Association.
 Ervina White Beauford Funeral Service is located at 
2134 Stenton Avenue, Philadelphia.

Continued fr om Page A21

Ervina White Beauford 
Continues to serve as a 
community resource
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Save the Date
MARCH 20 ͳ 23, 2011

WHERE WILL IT TAKE PLACE?
Commonwealth Insti tute of Funeral Service and 

Nati onal Museum of Funeral History in Houston, Texas

WHAT’S GOING ON?
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Students, Interns, Funeral Home Administrative Staff, 
Funeral Service Suppliers & Program Directors, Cemeterians, 

Cremati on Arrangers & Crematory Staff 

If your profession is funeral service and you want to be seriously empowered 
and ready to Network with the “Best of the Best” Women in the profession and 

you’re ready to step it up a notch, please don’t miss this great event. 
Mark your Calendar – Houston, TX – March 20-23, 2011. 

We do big in Texas! Group rates available for Staff  from the same fi rm or business. 
For more informati on email HundredBWFS@aol.com

Watch your email for monthly updates!  

www.100blackwomenoff uneralservice.com
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Alex P. Inser

Which occurred on Monday, August 10, 2011

A private cremation was held

on Wednesday, August 11, 2011
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ALEXA P. INSERSeptember 27, 2010RESURRECTION PRAYERMost merciful Father, we commend ourdeparted into your hands. We are filledwith the sure hope that our departed willrise again on the Last Day with all whohave died in Christ. We thank you for allthe good things you have given during ourdeparted’s earthly life. O Father, in yourgreat mercy, accept our prayer that theGates of Paradise may be opened for yourservant. In our turn, may we too be com-forted by the words of faith until we greetChrist in glory and we are united with youand our departed. Through Christ ourLord. Amen.

FIREMAN’S PRAYER
When I am called to duty, God, whenever flames may rage, give

me strength to save some life, whatever be its age. Help me embrace
a little child before it is too late, or save an older person from the hor-
ror of that fate. Enable me to be alert and hear the weakest shout, and
quickly and efficiently to put the fire out. I want to fill my calling,
and to give the best in me, to guard my every neighbor and protect
his property. And if, according to my fate, I am to lose my life, please
bless with your protecting hand my family, friends and wife.

F. F. ALEX P. INSER

MARCH 1, 1952 — AUGUST 1, 2012

Memorial Mass
to celebrate the life of

Casket Plate

Class photo from Renouard Training School for Embalmers

Scarborough and Hargett Funeral Home Continued fr om Page A26
dedication to public ser-
vice. Soon after, the Scar-
borough family celebrated 
the birth of a daughter, 
Edythe S. Williams, and 
two grandchildren, J.C. 
Scarborough III and Pe-
ter Malone Stanford.

 The Scarborough family 
has upheld the tradition of 
“A Dignified Service in a 
Sympathetic Manner” for 
three generations, and is 
today under the supervi-
sion of J.C. Scarborough, 
III and his wife, Queen B. 
Scarborough. Mr. Scar-
borough is a member of 
Alpha Tau Boule-Sigma 
Pi Phi Fraternity, Epsi-
lon Nu Delta Mortuary 
Fraternity, Kappa Alpha 
Psi Fraternity, Masonic 
Doric Lodge #28, and is a 
current member and past 
national president of the 
National Funeral Direc-
tors and Morticians Asso-
ciation.

 In 1965, under the in-
fl uence of urban renewal, 
Scarborough and Hargett 
Funeral Home moved to 
919 Fayetteville Street for 5 
years before moving to their 
present location at 923 B 
Old Fayetteville Street.

Continued fr om Page A23
leaders are slow to speak. 
Th ey give people an op-
portunity to openly and 
frankly express their ideas, 
frustrations and observa-
tions. Th ey ask open-end-
ed questions; take notes, 
listen more and talk less; 
they request input and 
feedback. In mortuaries 
today, this is the type of 
leader that the cream-of-
the crop employees are 
searching to collaborate 
with. Dr. Martin L. King, 
Jr. greatly indicated that, 
“Th e key word is respect”. 
If the leader is multi-task-
ing as someone is speaking 
to them, they are not lis-
tening. Th ey deserve your 
full attention. Listening is 
not submissive. It requires 
leaders to take notice, take 
notes and then take action. 
It is important to imple-
ment people’s ideas when 
possible and clearly ex-
plain when the suggestions 
cannot be acted upon. 
 Communication is one 
of the most important 
elements of leadership. 
Communication is so ger-
mane that it can result in 
a well-planned high pro-
filed funeral service. Poor 
communication can cre-
ate a service that is ap-
palling and full of legit-
imate complaints from 
everyone involved. How 
well we communicate as 
leaders will significantly 
determine the response of 
those who follow us. One 
of the best ways for lead-
ers to begin on improv-
ing their communication 
skills is to take an honest 
look and ask, “Would I 
follow myself?”
 Shun Newbern, BS, CFSP is 
an embalmer and funeral direc-
tor with the Rose Hills Memorial 
Park and Mortuary in Whittier, 
CA. He is the President of Los 
Angeles County Funeral Directors 
Association and the President 
of Nu Chapter, Epsilon Nu Delta 
Mortuary Fraternity, Inc. In addi-
tion to be a full-time embalmer, 
he is a national speaker, consul-
tant, publisher and expert wit-
ness on relatable issues. He can 
be contacted by visiting www.
shunnewbern.com or at shun-
newbern@aol.com.

Would you 
follow you?

1-800-321-7479
CALL FOR COUNTS AND COSTS

Customize Your 
Direct Mail Program
Database Files

Reports  
Mailing Lists

Email 
Addresses
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Question: Should People Ponder Death?

CONTINUED ON PAGE A31

beginning, two introductory questions. 
First is, “How many of you went to a 
theological seminary?” Second question, 
“How many required courses in psychol-
ogy of grief and bereavement counseling 
did you have to take to graduate?” The 
vast majority of my clergy audience has 
usually graduated from theological semi-
nary, and almost the total majority of my 
clergy audience confess they took NOT 
ONE course, required or elective, in the 
psychology of grief and/or bereavement 
counseling to graduate.
 Once we have set this common expe-

rience then we are off with important 
information that has been thought out 
and pondered concerning death, grief 
and bereavement, and most of the clergy 
respond that they had no idea this in-
formation was available – and the big-
gest surprise of all the information came 
from, of all people, the undertaker.
 I have found it so interesting that the 
average funeral director has five times 
the amount of academic information 
and training concerning death, grief 
and bereavement than the average clergy 
and/or nurse have. I have also discovered 
that once the “grief ” door is opened, 
these people are absolute sponges for any 
well thought out information concern-
ing death, grief and bereavement. They 
are so appreciative and will make com-
ments like “We should have gotten this 
in nursing school” or “We should have 
had this information in seminary.” Is it 
not interesting that the one place that 
this huge life subject is ignored is in the 
department of theological studies? 
 For years attempts have been made to 
make curriculum proposals to seminaries 
and most often times the attempts have 
failed miserably. As one of my clergy 
chums said to me at lunch one day, af-
ter yet another failed attempt to capture 
the seminaries’ attention, he said “Todd, 

this stuff just does not rate 
high on the seminaries’ ra-
dar screen.” 
 This young clergyman 
had graduated at the top 
of his class; he was bright, 
talented, and gifted for 
ministry. However on the 
day of his first funeral he 
was a psychological train 
wreck. He had no infor-
mation, he had thought 
little about the subject of 
death and its meaning, 
and he was clueless con-
cerning the psychology 
of human loss – and it 
showed. He came into my 
office, literally grabbed 
me by the lapels of my 
suit and burst out “You 
tell me exactly what to do 
and don’t send me down 
the primrose path.” I felt 
terribly sorry for him. He 
was more upset about the 
funeral than the bereaved 
family was.
 Given that the depart-
ments of philosophy and 
theology are not what 
they once were, that there 
is really no place where a 
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List helps to update the Funeral Home 
and Cemetery Directory. If your Mailing 
Label IS NOT CORRECT your firm’s 
listing in the Funeral Home and Cemetery 
Directory may be incorrect. 
Send your mailing label 
along with changes and 
phone number to:
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Chamber of Commerce and past president of the Cen-
tral Carolina Civitan Club and the Lexington Jaycees. 
In February, 2011 North Carolina Governor Beverly 
Perdue appointed Daniel Briggs to one of three board 
seats on the North Carolina Alcoholic Beverage Con-
trol Commission. In addition to his membership in 
the National Funeral Directors Association and the 
North Carolina Funeral Directors Association, where he 
served as a past chairman of the NCFDA Political Ac-
tion Committee, he was appointed by Governor James 
B. Hunt to the Davidson County Board of Social Ser-
vices for two terms.

Continued fr om Page A25

Briggs Funeral Home 
Celebrates 100 Years

Continued fr om Page A30
Question: Should People Ponder Death?

CONTINUED ON PAGE A32

person can ponder their own mortality with valuable 
information, it falls to you and me – funeral people.
 It falls to you and me simply because we have the 
information. We are more educated and experienced 
than any other professional person in the community 
concerning death, grief and bereavement. We possess 
observed expertise – nobody in any community has 
experienced variety of the death and grief experience 
more than you and me. Even Hospice professionals 
have clear limits as to their activities. No Hospice that 
I am aware of has ever dealt with the sudden death of 
a murder, suicide or auto accident, but funeral people 
do all the time. 
 Here is a good question: If the funeral director does 
not tell his/her story about pondering and arriving at 
carefully thought out decisions about death – WHO 

WILL? In fact, in my experience I believe firmly that 
the funeral home and the cemetery are the last two 
visible, tangible signs and evidence in any communi-
ty which attests to the true fact that the death rate is 
100%.
 In my 40 plus years of working in this profession, I 
have been witness to families making some of the big-
gest and totally avoidable mistakes simply because they 
are death illiterate – not ignorant – but illiterate due 
to having never seriously 
pondered or thought this 
subject out. I have seen 
many people with a wave 
of their hands say things 
such as “When I am dead 
I don’t care what you do” 
or “When I am dead if 
you do this or that I am 
going to come back and 
haunt you.” This last one 
almost always stimulates 
a laugh which totally re-
directs the attention of 
the group from the task 
of seriously pondering 
this big subject. These are 
thoughtless remarks and 
cause living people prob-
lems. 
 If people ponder and 
think, these positions can 
easily be proved to be ri-
diculous – yet you and I 
contend with this death 
illiteracy and death im-
maturity constantly and 
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I believe it is getting even more frequent given the 
pressure to be happy, carefree, beautiful, wealthy, suc-
cessful, and so on. Death, grief and bereavement do 
not stand a chance when compared to these illusions 
about life unless death, grief and bereavement has an 
advocate – and the advocate is you and I – our story, 
our life work, our mission.
	 I have discovered in my work that when people 
cross the threshold from death anxiety to death inter-
est great things can happen – but I have also found 
that the vast majority of people need a guide, and 
that guide is us. No one in the community is better 
versed and experienced at simply talking about the 
ponderous subject of death than is the funeral direc-
tor. I have discovered that people truly want to ex-
press themselves in a serious way concerning the sub-
ject of death but too often they revert to thoughtless 
comments and humor when they are caught unaware 
as was my friend the Hospice nurse who wanted the 
“party.” Many times they are rewarded by group sup-
port which laughs the serious subject off.
	 In the end my Hospice nurse friend and I did have a 
thoughtful conversation concerning her own funeral 
and what that experience could to mean to her fam-
ily, and she decided on her own after thinking the 
subject out that probably noise makers and balloons 
would not be in the best interest of those who were 

of total human freedom to feel and embrace an ur-
gency to live life now, and to use that wisdom to live 
one’s life to the fullest in the here and now because 
we never know when our lives will end. 
	 As funeral professionals it is our responsibility to 
stand up and talk about death, grief and bereavement 
– no one is better equipped to do it in any commu-
nity – we can look to no one else to do it for us. Any-
time I am asked to give a tour of the funeral home 
and the person making the request says “We will be 
there only an hour” I simply nod my head and say 
“of course” knowing full well I won’t be home be-
fore 10:00 p.m. because the questions alone will last 
three hours! Once the pondering begins it seems to 
have no end – and that is a marvelous contribution 
of our profession to the community’s thinking pro-
cess about their own mortalities and deaths. No place 
better to talk about death than in a mortuary – and 
no one better equipped to talk to about death than 
the funeral director – just makes sense.
	 Pondering and thinking about the big questions of 
life is undeniably a valuable way to spend time. From 
this thinking process comes the lessening of anxiety 
which leads the way to a mature discussion process 
and hence well thought out conclusions. This is a real 
possibility and the funeral director and funeral home 
and the cemetery all have the assets right now to ac-
complish this. Should we not continue in the future 
to accomplish this vital task? Good question.
	 Anyway that is one old undertaker’s opinion.

grieving her death. 
	 Individuals who ponder 
death – after time and 
thought arrive at a con-
clusion which changes 
their daily lives. When 
a person embraces and 
explores the undeniable 
truth that they will some-
day be dead and that they 
really have no idea when 
this will happen, the con-
clusion is not despair or 
fear or even anxiety – the 
conclusion is the wisdom 

A public service message from the U.S. General Services Administration.

Equals total 
government connecting.

PART 
INFO 
GETTING

PART 
IDEA
SHARING

PLUS

USA.gov is your offi cial source for federal, 
state and local government information. From 
Social Security to product recalls, it’s the 
place to get the info you need and to share 
your ideas and opinions. To make your total 

government connection, visit USA.gov.
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IT WAS.

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

Unfortunately for Uncle Harry, seeing the Eiffel Tower was a
heart-stopping experience. Fortunately for his family, for one
low price, Inman Shipping Worldwide was there to handle
all the details of getting Uncle Harry back home. 
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NEWSNEWSEducational
Kates-Boylston, CANA and Matthews hold Crematory Operators Conference

CONTINUED ON PAGE A35

Mike Nicodemus, chairman of CANA’s Crematory Operators 
Certifi cation Conference, will help attendees in Philadelphia im-
prove their cremation operations.

Get Certifi ed by CANA at the Crematory 
Operators Conference. Head to Philadelphia 

to Network, Discover and Profi t

WALL,NJ— The Cremation Association of North 
America and Matthews Cremation Division in co-
operation with Kates-Boylston Publications will hold 
a special, redesigned Crematory Operators Certification 
Conference on June 9, 2011, at Loews Philadelphia Ho-
tel in Philadelphia.
 “This conference is not just for crematory operators, 
but for any death-care professional,” said Thomas A. 

knowledgeable experts in the cremation industry as 
to how you can avoid a lawsuit.”
 The redesigned conference includes more informa-
tion for owners, managers, funeral directors and opera-
tors. With litigation issues becoming more important 
by the day, there will also be a bevy of information on 
what you need to do to avoid lawsuits and protect the 
well being of your firm. A section devoted to crema-
tion startup and return on investment has also been 
added and is exclusive to this conference. 
 Speakers at the crematory certification program in-
clude: 

Chris Farmer formerly served as the counsel for 
Service Corporation International. He has handled 
investigations for employers throughout the Unit-
ed States. He has also managed a large international 
docket of state and federal funeral home and cemetery 
matters including professional liability, negligence, in-
tentional acts, and deceptive trade practice claims.

Michael Nicodemus is chairman of the Crematory 
Operator Certification Program and the manager of 

cremation operations at Hollomon-Brown Funeral 
Homes, which has 10 locations in Virginia. He has 
performed or assisted in cremating more than 5,000 
decedents. He is a board member at Pittsburgh Institute 
of Mortuary Science and is the author of the Cremation 

Parmalee, editorial di-
rector of Kates-Boylston 
Publications. “The in-
creasing cremation rate 
poses business challenges 
for everyone, and know-
ing how to avoid lawsuits 
tied to improper crema-
tory management and 
finding new ways to serve 
families better is becom-
ing more important by 
the day.”
 “Cremation litigation is 
at an all-time high, and 
the monetary settlements 
being paid out by funer-
al homes and crematories 
are reaching epic num-
bers,” said Mike Nicode-
mus, chairman of CANA’s 
Crematory Operator Cer-
tification program and 
one of the speakers at the 
conference. “The certi-
fication conference will 
give you an opportunity 
to hear from the most 
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PIMS holds 142nd 
Commencement Exercise

PIMS announces Deans List 

NEWSNEWSEducational
CONTINUED

PIMS Students sponsor Annual 
Christmas Drive for the Needy

PIMS Students at the Food Drive

Santa is conveyed in a Fire Truck to deliver the food baskets.

PITTSBURGH,PA— Stu-
dents from Pittsburgh 
Institute of Mortuary 
Science (PIMS) held the
school’s annual Christ-
mas Drive for the Needy. 
Through the generosity of 
local funeral directors and 
funeral homes, PIMS stu-
dents were able to put to-
gether over 400 food bas-
kets for the area needy.
 In addition, countless 
amounts of clothing and 
toys were also collected. 

Pittsburgh Bureau of Fire 
dispatched a fire truck to 
the school to escort Santa 
(PIMS student Mark Hall) 
and the students to a local 
church where the items were 

distributed to the area needy.  
Th e PIMS Christmas Drive 
has been an ongoing tradi-
tion since its initiation by 
faculty member M. Roger 
Walker in 1979.

PITTSBURGH,PA— Pittsburgh Institute 
of Mortuary Science (PIMS) is pleased to 
recognize the following students who have 
been placed on the Dean’s List for the fall 
trimester ending January 21, 2011.
 Th is academic honor goes to those full-
time students who have achieved a grade 
point average of 3.50 or better in this tri-
mester of studies.  
 From class #142: Ralph Fuller of Pitts-
burgh, PA, Stacey Groeneveld of Kenai, 
Alaska, Alexander Kepner of Wheel-
ing, WV, and Porcelain Rollins of Am-

bridge, PA.  
 From class #143: Jeffrey Barb of Par-
sons, WV, Theresa Boal of Western-
port, MD, Jason Brinker of Latrobe, 
PA, Mary Eaton of Pittsburgh, PA, 
Mark Hall of North Bloomfield, OH, 
James Kiriazis of Austintown, OH, 
Breanne Radin of Mainesburg, PA, 
Randi Strunk of Pittsburgh, PA, Kate 
Swenson of Pittsburgh, PA and Chris 
Wertman of Shade Gap, PA.   
 Congratulations to PIMS honor students 
on their academic achievement.

PITTSBURGH,PA— Pittsburgh Institute of Mortuary Sci-
ence (PIMS) held its One-Hundred Forty-Second Com-
mencement exercise on Friday, January 21, 2011 at the Cal-
vary Episcopal Church. Th e graduating class, their families 
and friends were welcomed to the formal cap and gown cer-
emony by PIMS president Eugene C. Ogrodnik. Th e com-
mencement address was delivered by William B. Schleifer
who delivered an inspirational address entitled “Refl ections of 
40 Years and Beyond.” Mr. Schleifer is the current president 
of the Pennsylvania Funeral Directors Association and owner of 
Maloy-Schleifer Funeral Home in Duquesne, PA. 
 Th e Funeral Service Oath was administered by Barry T. 
Lease, and the graduating class was presented by Dr. Jo-
seph A. Marsaglia, Dean of Faculty and Students. Dean 
Marsaglia also recognized Class Faculty Advisor Barry T. 
Lease for his guidance and devotion. 
 Candidates to receive the Diploma in Embalming and 
Funeral Directing are: Lisa Baas of Kalamazoo, MI, Bev-
erly Carp of Grindstone, PA, Joshua Cecil of Hundred, 
WV, Jacob Clevenger, Cum Laude, of York, PA, Carl 
Daniels of Big Spring, TX, Alice Davis of Monongahe-
la, PA, Nicole Davis of Alliance, OH, Shannon Evans of 
Coloma, MI, Ralph Fuller, Summa Cum Laude, Student 
Senator of Pittsburgh, PA, Julie Gordon of Elensburg, 
WA, Stacey Groeneveld of Kenai, AK, Daniel Kennedy
of Johnstown, PA, Marcella Kirkland of New Kensing-
ton, PA, Rhianne LaQuatra of Coraoplois, PA, Dionna 
McQuaid of Ambridge, PA, Summer Minteer of Fom-
bell, PA, Eleanor Olson of Klamath Falls, OR, Porcelain 
Rollins of Ambridge, PA, Sarah Tassone-McAlee of St. 
Marys, PA, Chance Waters of Pittsburgh, PA, Jonathan 
Weaver of Knox, PA, Th omas Weimer of Connellsville, 
PA, Brandon Whetsell of Albright, WV, Casey Whool-

CONTINUED ON PAGE A35
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We offer Christian and Jewish caskets, 
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DirectFuneralProducts.com

e.

0

eralProducts.com

DISTRIBUTION PARTNER

The best of both worlds.
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• And So Much More!

To learn more contact us at 1-866-748-3625 or online at MatthewsSolutions.com
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who, through qualities of 
leadership, professional 
conduct and good citizen-
ship, best typifi es the ideals 
of the student body. Th e 
John Rebol Award was pre-
sented to Ralph Fuller who 
had maintained the high-
est scholastic average for 
the school year 2010-11. 
Th e William J. Musmanno 
Memorial Award was pre-
sented to Brent Hamilton
in recognition of his out-
standing ability, attitude, 
commitment and achieve-
ment in the clinical setting. 
Th e Pierce Chemical/Royal 
Bond Award was presented 
to Ralph Fuller in recog-
nition of his outstanding 
ability, commitment, at-
titude and achievement in 
the areas of restorative art 
and cosmetology. Michael 
Kuruc, representative from 
the Pierce Chemicals/Roy-
al Bond company was on-
hand to present Ralph with 
a plaque and a complete 
cosmetic kit. 
 Ten percent of the gradu-
ates 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 stu-
dents who have displayed 
outstanding merit in schol-
arship and who have con-
ducted themselves as good 
citizens of the schools they 
attended. Th e recipients of 
the Mu Sigma Alpha Award 
are: Lisa Baas, Jacob Clev-
enger, Stacey Groeneveld, 
Th or Hoff er and Carolyn 
Th ompson. 
 At the conclusion of the 
ceremony, student senator 
Alexander Kepner gave his 
closing farewell remarks and 
classmate Porcelain Rollins
lead the congregation in the 
traditional singing of Amer-
ica the Beautiful.
 Best of wishes to all the 
graduates as they begin their 
funeral service careers. 

PIMS holds 142nd 
Commencement Exercise

ery of Glassport, PA, Randy Wilday of Bryant Pond, ME 
and Lindsay Zeigler of Connellsville, PA. 
 Candidates to receive the Associate in Specialized Tech-
nology Degree, Funeral Service Arts and Sciences are Kev-
in Barnett of Carrollton, OH, Brittany Bittenbender of 
Clarks Summit, PA, Melanie Crisswell of Erie, PA, Paul 
Eason of Warsaw, MO, Stacey Tunie-Edmond of Jeff erson 
Hills, PA, Brent Hamilton of Ridgeley, WV, Th or Hoff er
of Greensburg, PA, Karen Burton-Horstman of Erie, PA, 
Mark Horstman of Erie, PA, Alexander Kepner, Summa 
Cum Laude, Student Senator of Wheeling, WV, Wayne 
Meadows of Omar, WV, Stephanie Peterson, Summa Cum 
Laude, of Bozeman, MT, David Pray of Port Royal, PA, 
Deanna Robinson of Pittsburgh, PA, Carolyn Th ompson
of Pittsburgh, PA, Dawn Page-Th urmond of Pittsburgh, 
PA and Kelly Walter, Student Senate, of Altoona, PA. 
 Graduates receiving the Associate in Specialized Business De-
gree, Funeral Service Management are: Kietsa Moore Brown
of Warren, OH, Joseph Tanner of Arnoldsburg, WV, Kaity 
Uhl of Pittsburgh, PA and Alicia Young of Corry, PA.
 Special Awards were also presented at the commence-
ment. Th e Memorial Award was presented to Alexander 
Kepner who was chosen by his classmates as the student 

Continued fr om Page A34

Kates-Boylston partners with CANA and Matthews 
for Crematory Operators Conference Continued fr om Page A33
Operations Manual published by CANA and Kates-
Boylston. He has been retained as an expert witness 
in numerous litigation cases throughout the United 
States.

Ron Salvatore is a certified crematory operator train-
er and has been with Matthews Cremation Division
for more than 20 years. He’s trained more than 2,000 
crematory personnel in the proper operation and main-
tenance of cremation equipment. He also works closely 
with Matthews’ engineering department on new prod-
uct development, development, environmental permit-
ting and various environmental issues.
 This special, redesigned program will include infor-
mation on: litigation, principles of combustion, cre-
mation and the environment, incinerator design/crite-
ria, basics of operation, instructional video, handling 
and exposure control, how other countries approach 
cremation, how to work with local officials to address 
zoning problems, and much more. 
 Learn more and register by visiting www.katesboyl-
ston.com/cremation or e-mail tparmalee@katesboyl-
ston.com for more information. You can also call 732-
730-2586.
 Kates-Boylston Publications publishes American Fu-

neral Director and American Cemetery magazines as 
well as Funeral Service Insider. The company has been 
helping funeral professionals succeed and serve since 
1877. Visit www.katesboylston.com for more infor-
mation.
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e-mail: newman@supern.com • www.newmanbrothers.com

“Family owned and operated since 1882”
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Continuing Education Seminar held at 
A.H. Peters Funeral Homes

West Virginia FDA 
to hold All Hazards 
Management Symposium

NEWSNEWSEducational
CONTINUED

(L to R) Brent Ludwig, Rebecca Peters, Matt Smith, Linda Clyne-Fletcher, CFSP, Bruce Calder, man-
ager and Rick Genther.

Manager Bruce Calder volunteered as a model for Matt Smith.

WARREN,MI— Bruce 
Calder, manager of the 
A.H.  Peters  Funera l 
Homes, Warren Location 
brought Matt Smith of 
Frigid Fluid Co. in to give 
in-house continuing edu-
cation to the embalmers.  
Topics for the seminar were 
Embalming the Difficult 
Case – Keeping the Casket 
Open, Massive Trauma and 
Reconstructive Surgery, Set-
ting Features and Creating 
the Smile.  Th e three hour 
program included high res-
olution power point slides, 
videos and airbrush dem-
onstrations.   Bruce himself 
volunteered his face as a live 
model.  He received a true 
California tan.     
 A.H. Peters Funeral Home 
is recognized for their pur-
suit in learning and striv-
ing to be a leader in their 
community and profession.  
For questions about private 
seminar training programs 
with Matt Smith, please 

contact John at 866-708-
8586 or fi nd him on Face-
book at “Smith Bros” and 
join the group “Embalmers 

Who Care.” Matt’s training 
program was sponsored in-
part by mor-bid.com and 
the Frigid Fluid Co.

HUNTINGTON,WV— Th e Tenth Annual All Hazards 
Management Symposium will be held April 5-7, 2011 
at the Tri-State Fire Academy in Huntington. Th is pro-
gram has been designed to meet the needs of all persons 
and agencies involved with multiple death disaster plan-
ning and management. Th e focus of the program will be 
learning through the shared experiences of our peers during 
disaster operations. Th e interdisciplinary nature of disaster 
management and planning is refl ected in a program which 
supports cross fertilization and topical in depth discussions 
among all responsible organizations: coroners/medical ex-
aminers, funeral directors, fi re/EMS, law enforcement, 
health care and other voluntary and governmental organi-
zations and agencies. Speakers will include actual disaster 
incident commanders, and the practical aspects of disaster 
management are emphasized. 
 Th e in-depth studies will also include Continuing Ed-
ucation Credit. CEUs have been applied for from West 
Virginia Board of Funeral Service Examiners, Ohio Board 
of Embalmers and Funeral Directors, Kentucky Board of 
Embalmers and Funeral Directors, and Maryland Board 
of Morticians and Academy of Professional Funeral Service 
Practice. 
 Th e interdisciplinary symposium is sponsored by West 
Virginia Funeral Directors Association, Tri-State Fire Acad-
emy, West Virginia Medical Examiner, West Virginia Board 
of Funeral Service Examiners, Cabell-Huntington Hospi-
tal Education Department, West Virginia Association of 
County Health Departments and West Virginia Sheriff s’ 
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. 

FIRST CLASS 
SUBSCRIPTION 

 FASTER DELIVERY 

1-800-321-7479FUNERAL HOME & 
CEMETERY NEWS
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www.sudburybrass.com

Chapel Supplies
Solid Brass Items

Mausoleum Vases
Custom Engraving
Engraved Plates
Electrified Items

Other Products for  
Funeral Homes

Call or email us for more information on 
these and other products.

1-800-535-6571
sudburycustomerservice@earthlink.net 

Sudbury Brass Goods
P.O. Box 505723

Chelsea, MA 02150
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781 -321-0071

Trail Blazers 

Please patronize the IMSA company members that support the industry. 
International Memorialization Supply Association

P.O. Box 425 • West Bend, WI  53095-0425 • www.imsa-online.com

IMSA Members

Aeon Manufacturing Company, Inc. 
American Cemetery Supplies, Inc.   
American Cemetery/Mortuary Consultants
American Funeral Financial LLC  
Architectural Stone Imports, Inc. 
Axiom Business Systems

B&L Cremation System 
Batesville Casket Company 
Begin Bronze Urns
Biondan North America

Carrier Mausoleum Construction, Inc.
Casket & Funeral Supply Assoc. of America 
Cemetery Development Association, Inc.    
Cemetery Funeral Supply Company 
Cemetery Management Solutions
Cemetery Planning Resource Alliance
Christy Vault Company 
Church & Chapel Metal Arts, Inc. 
Clark Grave Vault Company 
Cold Springs Granite Memorial Group 
Conrad Pickel Studio Inc. 
Crematory Manufacturing & Service Inc.
Cressy Memorial/Crowne Vault Company 
Custom Air Trays 

Dakota Granite
Doric Products

E.C. Wesner Associates, Inc.
Eagle Granite Company
Eagle’s Wings Air 
EDA Land Planning 
Eickhof Columbaria LLP 
Elberton Granite Association, Inc.  
Ensure-A-Seal 
Everlasting Granite Memorial Company, Inc.

Facultatieve Technologies 
Forston and Associates 
Franklin Wrap, LLC  

Granite Resources Corporation 
Grever & Ward, Inc. 

Halo International Corp. 
Hamlin Hydraulic Lift Company
Heart to Heart LLC 
Heirloom Bible Publishers 
Heritage Flower Company
Holland Supply, Inc. 

I.C.C.F.A.
Ingram Construction Company, Inc.
Inman Shipping
Insight Books
Inspired Artisans 

J. Stuart Todd, Inc. 
Jack Goodnoe Cemetery Planning & Design
Jacobs
Joseph B. Sankovich & Associates 

Kates-Boylston Publishing 
Kelco Supply Company
KMI Columbaria
KNF Flexpak Corporation 
Koppenberg Enterprises, Inc. 
Kryprotek/Norwalk Vault Company 

Lecon, Inc. 

Matthews International Corporation
McCleskey Mausoleum Company  
Mekus Tanager, Inc. 
Memorial Business Systems, Inc. (MBS, Inc.)
Memory In My Heart, Inc.
Mid Atlantic Contractors, Inc. 
MortuaryMall.com 

Nomis Publications, Inc. 
Norvell Tent-Puckett Supply Company  

Paradise Pictures
Pontem Software
Premier Columbaria 

Ralph J. D’Amato Jr. Cemetery 
   Planning & Design 
Rock of Ages Corporation 
Roquemore Marble & Granite 
Rossato Giovanni S.r.l., Italy

Sinner Brothers, Inc.
Spardy Solutions 
Star Granite Company, Inc. 
States West Cemetery Services 
Suhor Industries, Inc. 

Techniserve, Inc. 
The Dodge Company, Inc.
The Roosevelt Investment Group 
The Tribute Companies 
Trigard
Triple H Company 

U.S. Metalcraft 
U.S. Cremation Equipment  

Vast Data Concepts 

Western Sequoia Corporation
Wilbert Funeral Services 
WithumSmith&Brown, PC

Zontec Ozone Generators

IMSA Members are the companies 
that you have come to rely on to supply 
quality products and services to the 
memorialization industry.  You can 
also turn to them first for solutions and 
innovation.  Come see “what’s new” at 
national and state conventions, or visit 
us on the web at www.imsa-online.com.

 

SCI Launches National Scholarship Program

Google & Social Media 
Training for Funeral 
Directors held again by 
FuneralDirectorCEUs.com

NEWSNEWSEducational
CONTINUED

Robin Heppell

VICTORIA,BC,CANADA— Funeral Futurist, Robin Heppell
off ered two approved, Internet-related, funeral home focused 
continuing education programs on January 27, 2011. Th e 
courses were attended by members all across North America. 
A general feeling was that “Live Online” events are convenient 
for attendees especially in the busy times funeral professional 
fi nd themselves in.
 Heppell off ers two 3 hour sessions namely, Social Media & 
Funeral Service: Making Sense of Facebook, Twitter and YouTube

 “Google is where you want 
your funeral home to be seen 
- It is essential that you are 
found in the places people 
are searching” Heppell stated. 
“In terms of Social Media, I 
am constantly fi nding deeper 
ways for relationship building 
- Th e Internet is an evolving 
community. Our relation-
ship building principles have 
not changed - we just need 
to apply those principles to 
where our client families are 
today.”
 Robin Heppell, CFSP, com-
bines his expertise in technol-
ogy and preneed, his formal 
business knowledge and his 
deep-rooted legacy in the fu-
neral profession so that he can 
help funeral homes be more 
competitive, more profi table, 
and provide the best possible 
service for the families they 
serve. Th rough his consulting 
fi rm, FuneralFuturist.com in 
Victoria, British Columbia, 
he assists funeral directors 
throughout North America 
embrace and incorporate in-
novative strategies and tech-
nologies. For more informa-
tion and future seminar dates 
visit www.FuneralDirector-
CEUs.com. You can also fol-
low Robin at www.Funeral-
Futurist.com.

and Understanding Google: 
Th e External & Internal Eff ects 
on Your Funeral Home, based 
on research, training, testing, 
and actual case studies from 
funeral homes over the past 
four years.

HOUSTON,TX— Service Corporation International
(SCI) is pleased to announce the company’s National 
Scholarship Program will award $45,000 in scholarships 
to students currently enrolled in one of the 56 accredited 
mortuary colleges in the U.S. 
 “SCI is honored to contribute to the education of those 
unique individuals who are pursuing a rewarding career in 

funeral service,” said Steve Tidwell, vice president of Main 
Street market operations for SCI. “Creating this scholar-
ship program is our way of reaching out to students so 
that we can continue to professionally develop, train and 
mentor conscientious service-minded professionals for a 
future in funeral service.”
 SCI will award up to 15 $3,000 scholarships to 2011 ap-
plicants. To be considered, applicants are asked to submit a 
written essay and video expressing their personal views on the 
current issues facing the funeral industry. Th irty fi nalists will 
travel to Houston to meet with a distinguished group of ad-
visory board members who will then select the 15 winners. 
 All travel arrangements will be provided for fi nalists. In-
terested applicants should apply no later than March 25, 
2011. For more information on the SCI National Schol-
arship Program or to request an application, email SCIs-
cholarships@sci-us.com.
 Service Corporation International (NYSE: SCI), headquar-
tered in Houston, Texas, is North America’s leading provider 
of deathcare products and services. At September 30, 2010, 
we owned and operated 1,405 funeral service locations and 
382 cemeteries (including 218 combination locations) in 
43 states, eight Canadian provinces, the District of Colum-
bia and Puerto Rico. Th rough our businesses, we market the 
Dignity Memorial® brand which off ers assurance of quality, 
value, caring service and exceptional customer satisfaction.

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

Fax (800)321-9040
press_releases@nomispublications.com
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COACH NAMEPLATES
 SATIN POLISHED
1.5” Letters ALUMINUM ALUMINUM

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

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

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

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

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

Car License Plates
also available

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

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

Epsilon Nu Delta Mortuary Fraternity,  Inc.
Nu Chapter presents a 2 Day 

Embalming and Restorative Art Conference
in Los Angeles, CA

Thursday, April 28 and Friday, April 29, 2011

Sessions will include:
Massive Head Trauma

New Techniques for Restoration after Tissue Procurements
The Embalmers Tool Kit for the Prep Room

Reducing and Restoring Eye Swelling
Lessons from the Egyptian’s

The Value of the Open Casket
*Approved for 12 CEUs by The Academy of Professional Funeral Service Practice and several state boards.

Additional information and discounted registration can be found at
http://embalmingseminar.eventbrite.com

Host – Shun Newbern
Chapter President

Dr. Edith Churchman Frank WaltonVernie Fountain

Speakers will include the following and many others

Florida State College holds 2010 Pinning for Graduates

NEWSNEWSEducational
CONTINUED

(L to R) Front Row: Jeffrey Ricks, Kaitlin Kirby, Cassie Clevenger, Valerie Glover, Leola Baldwin, Mary Dennard, Seana Schoo, 
Prof. Robin Wright, and Melissa Tillman. Back Row: Johnny Brown, Earnest Cooks, Rakisha Pickett, James Bowen, Wanda 
Stephens, Pearle Stephens, Frank Washington, and Douglas Hasley.

Mary Dennard receives the award for having the Highest GPA 
from Roy Weimert, Faculty Director.

Kaitlin Kirby receives the award for Best Restorative Art project 
from Professor Anthony Walton.

tional Board Examination. 
The guest speaker was 
Representative Charles 
(Chuck) Chestnut, LFD, 
and State of Florida Rep-

JACKSONVILLE,FL— Roy 
C. Weimert, Faculty Di-
rector announced the Fu-
neral Services Program 
held their 2010 pinning 
ceremony December16, 

in the auditorium of the 
North campus of Flori-
da State College at Jack-
sonville. Th ere were six-
teen graduates who were 
awarded pins, and recit-

ed a commission to prac-
tice ethical funeral ser-
vice Mary A. Dennard
received a certifi cate for 
having the highest total 
GPA in all her scholas-
tic work. Kaitlin R. Kir-

by received an award for 
having the best Restor-
ative Art project. Melissa 
Tillman, Douglas E. Has-
ley, Seana A. Schoo, and 
Mary A. Dennard have 
taken and passed the Na-

resentative for District 23. 
His address to the student 
was integrity and ethics 
in the practice of funeral 
service.

Do you have a new 
Email Address or Website?

LET US KNOW!
1-800-321-7479

info@nomispublications.com
FUNERAL HOME & 
CEMETERY NEWS
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Time may be only a 
moment so keep a 
memory

Necklace Urn Pendants

for an  Everlasting Keepsake.

Urns hold a portion of the cremains.

Sterling Silver and Gold pieces in stock.

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

877-303-3144

CREMATION KEEPSAKES

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

www.mortuarymanagement.com
U.S. 1 year  $39

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

2 year $77
 *United States funds please

¶ VISA ¶ MasterCard ¶ Discover ¶ American Express

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

info@abbottandhast.com  •  www.abbottandhast.com

 

Kates-Boyston to hold Cemetery Directors Conference in June

NEWSNEWSEducational
CONTINUED

Barb Milton will share strategies on how cemeterians can in-
corporate “green” and pet sections at this year’s Cemetery 
Directors Conference in Philadelphia.

 Discover the steps you 
need to take to boost prof-
its at an event featuring 
some of the nation’s top 
cemeterians, planners and 
thinkers. Organized by 
Kates-Boylston Publi-
cations, the publisher of 
American Cemetery mag-
azine, you’ll walk away 
knowing: how to maxi-
mize the value of your 
cemetery business; ways 
to profitably incorporate 
green and pet burial sec-
tions; how to use space 
effectively and profitably; 
tips on how to use tech-
nology to improve busi-
ness operations; master 
planning techniques that 
incorporate new memo-
rialization options; meth-
ods to boost advanced 
sales; and much more.
 Join top experts at the 
exclusive Loews Philadel-
phia Hotel. The confer-
ence features:

Michael Bohner, gen-
eral manager of Seren-
ity Meadows Memorial 
Park, Funeral Home and 
Crematory in Riverview, 
FL, provides guidance so 
you can develop an ef-
ficient company culture 
and boost business opera-
tions.

Daniel R. Cable, princi-
pal with EDA Land Plan-
ning, a landscape archi-
tecture firm specializing 
in cemetery master plan-
ning and design, teach-
es you how to develop 
a comprehensive master 
plan to make awkward 
spaces profitable, incor-
porate fresh memorial-
ization options and make 
landscapes more appeal-
ing.

Chris Farmer, general 
counsel for CANA, shares 
secrets on how to avoid 
lawsuits and how to re-
spond to plaintiffs. Tak-
ing simple steps can mean 
the difference between a 
small settlement and one 

that can put you out of business. Get the knowledge 
you need when you attend our conference.

Dan Isard, founder and president of The Foresight 
Companies, provides proven strategies to help you 
boost the value of your cemetery, slash costs and get 
the most out of your people. He’ll guide you step by 
step when you come to Philadelphia.

Barb Milton, vice president of community relations 
with Buchanan Group, provides unique and innova-
tive solutions so you can incorporate “green” and pet 
sections responsibly and profitably. Don’t let these op-
portunities pass you by; learn from an expert!
 William R. Shane, executive vice president and chief 
financial officer of StoneMor Partners, shares lessons 
learned from building a $215 million business in a 
never-before-seen presentation. Learn leadership tech-
niques and how to manage company finances from this 
death-care veteran.
 Visit www.katesboylston.com/cdc for more informa-
tion and to register or call 800-500-4585. Visit www.
katesboylston.com/cremation to learn how you can also 
attend the Crematory Operators Certification Confer-

ence, being held June 9, at the same hotel.
 Kates-Boylston Publications publishes American Fu-
neral Director and American Cemetery magazines as well 
as Funeral Service Insider. Th e company has been help-
ing funeral professionals succeed and serve since 1877. 
Visit www.katesboylston.com for more information.

Build a Strategic Plan to Boost Cemetery Profi ts: 
Head to Philadelphia to Learn Proven 

Strategies to Serve More Families

WALL,NJ— Cemetery professionals throughout the 
country are already signing up for the Cemetery Di-
rectors Conference, June 10, 2011, in historic Phila-
delphia.
 If your business is being interrupted by the transient 
nature of families, the increasing cremation rate and 
the demand for varied options, you are not alone. Learn 
strategies from experts to improve business operations 
even during these tough times.



Page A40 MARCH 2011FUNERAL HOME & CEMETERY NEWS S ec ti on  A

THE FAN MAN,  INC.

Fans   Calendars   Urns
Register   Books   Dresses

Advertising Specialties

John Mannion

“WHATEVER YOU NEED”

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

bankersadvertising.com/thefanman

 

 Ralph L. Klicker, Ph.D., has authored the books A Student Dies, A School Mourns...Are 
You Prepared? and Kolie and the Funeral.  He has also written the textbooks Funeral Direct-
ing & Funeral Service Management and Ethics in Funeral Service, and his newest textbook 
Restorative Art & Science.
 Dr. Klicker is founder and president of Thanos Institute, which offers funeral directors 
home study courses approved throughout the United States and Canada for continuing 
education credit for their license renewals.
 For information, contact him at Thanos Institute, PO Box 1928, Buffalo, NY 14321, 
(800)742-8257 or send an e-mail to Thanosinst@aol.com.

ANSWERS ON PAGE A44

Klicker’s Klicker’s 
 Krosswords Krosswords

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

By Ralph L. Klicker, Ph.D.

ACROSS

1. Ritual garments

4. One who inherits

6. Building containing 
crypts

7. Vehicle procession

11. Placing cremains in urn

DOWN

2. Property of deceased

3. Disinterment

5. Permanent cessation of 
all vital functions

8. To accompany

9. Hinge cover

10. One’s relatives

12. Space in columbarium 

Matt Smith hosts First MS International Training Program

NEWSNEWSEducational
CONTINUED

(L to R) John Smith, Airbrush Instructor, Tennessee; Luke Rogers, 
Michigan; Paolo Von Felten, Switzerland; Brent Ludwig, Michigan; 
and Matt Smith, Instructor.

(L to R) Paolo Von Felten of Switzerland receiving the International 
certifi cate of training from Matt Smith, MS International Training 
Program Lead Instructor.

(L to R) Larry Russell of Arkansas receiving the Certifi cate of 
Course Completion.

OXFORD,MI— Matt Smith hosted the fi rst MS Inter-
national Training Program. Students were John Smith
of Tennessee, Larry Russell of Arkansas, Luke Rogers
and Brent Ludwig of Michigan and Paolo Von Felten
of Switzerland. John Smith also co-instructed the air-
brush portion of the week-long class. 
 Th e intense training program was spread over eight 
days (January 14-21) consisting of Power Point presen-

tation, Embalming, Restorative Art and Reconstructive 
Surgery, Dressing and Casketing and Airbrush Cosmet-
ics. Th e focus of this training program stressed “Open 
Casket Viewing” and the pleasant viewing experience 

for the families we serve. Th e goal of the training pro-
gram is to instill a higher standard of body preparation. 
As professionals we need to constantly and consistently 
strive at becoming better in the “back room”. 
 With the MS training program students have a great 
opportunity to hone their skills and learn new and ad-
vanced ways to prepare even the worst of cases and also 
learn how to create the “Smile” for a natural expression. 
Paolo Von Felten received an International Continuing 
Education Certifi cate and Larry Russell was awarded the 
Completion of Training Certifi cate. Larry has attended 
four previous classes, two of which were hands-on res-
toration training in Arkansas and Missouri where he as-
sisted in two major reconstructive surgery cases. Luke 
and Brent received the Airbrush Training Certifi cate. For 
more information on these intense courses please contact 
Matt Smith 866-774-4746 or fi nd him on Facebook ‘Th e 
Smith Bros’ and join the Embalmers Who Care group.

FIRST CLASS 
SUBSCRIPTION 

FASTER DELIVERY 

CALL TODAY TO ORDER YOUR

Only $4000 per year!
(12 issues)

1-800-321-7479

FUNERAL HOME & 
CEMETERY NEWS



Page A41 MARCH 2011 FUNERAL HOME & CEMETERY NEWS S ec ti on  A

SALES • SERVICE • REPAIRS • SUPPLIES

“We Repair “We Repair 
All All 

Makes & Models”Makes & Models”

“SERVICE IS EVERYTHING”™

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

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

www.americancrematory.com
john@americancrematory.com

 Funeral Directors Research, Inc.
AMRA INSTRUMENT, LLC

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

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

WEB DIRECT GIFT & PRICING

TM
®

www.amrainstruments.com
www.preproomdirect.com

Toll Free 1-888-792-9315    Email tr@funeralsourceone.com
 Funeral Source One.comFuneral Source One.com

Why wait? With Funeral Source One, all items are in stock and ship same day! NO LEAD TIME!
Call or Email to order! www.funeralsourceone.com

– Includes the following –

FOLDING 
DRESSING TABLE $999.00

Hydraulic Embalming/
Operati ng Table
Foot Pedal Control, NO HANDS!

$2,985.00

3 Year Mfg. 3 Year Mfg. 
WarrantyWarranty

Each

(Gray Top)
NEW!

Church Trucks
$519.99

Bronze, Silver, or Gold

Church Truck
Drapes
$319.99

Mortuary Cots

$1,199.00

Zip Up Cot Pouches
Gray, Black, Navy, and Burgundy

$259.99 Each

First Generation Funeral 
Directors Association 
introduces Chapter Chair 
Compensation Benefi ts 

New Orleans Embalmers 
and Associates elects 
Offi cers

CANA’s 2011 Crematory 
Operators Certifi cation 
Program

Allegheny County FDA 
installs Offi cers for 2011

NEWSNEWSAssociation

PHILADELPHIA,PA— First Generation Funeral Direc-
tors Association is off ering chapter chairs compensation 
and benefi ts for their dedicated service. Chapter chairs 
have launched new chapters in their local areas and we 
want them to reap the rewards of their hard work. For a 
full description of the compensation program please visit 
their website and consider starting a chapter in your area. 
First Generation Funeral Directors Association is launch-
ing local chapters globally. First Generation Funeral Direc-
tors may become a member and enjoy all member benefi ts 
even if they are not part of a local chapter. Chapter chair 
guidelines, requirements, benefi ts and compensation plans 
are available on our website www.FGFDA.org. 
 Th e FGFDA has three types of membership: student mem-
berships, fi rst generation funeral director memberships and 
supporter/sponsor memberships. Member benefi ts include 
bi-monthly chapter meetings with guest speakers, a sub-
scription to Funerals Today Magazine, bi-monthly confer-
ence calls featuring experts in the funeral industry, biennial 
conferences, monthly newsletters, discounts on Funeral Diva 
products and retreats, discounts on Funerals Today Magazine
advertisements and conventions and more.
 Th e FGFDA is full of networking opportunities, resourc-
es and business growth strategies. Th ey can design a step-
by-step, cost-eff ective plan for you to achieve optimum 
ongoing productivity.
 As First Generation Funeral Directors you have the power 
to lead the way and leave a legacy. You’ve already become 
the fi rst, why not take your career to the next level? First 
Generation Funeral Directors Association is leading the 
way and leaving a legacy.

Eternal Enterprises, Inc. is the parent company of First 
Generation Funeral Directors Association, Funerals Today 
Magazine, Funeral Divas and the Helping Hurting Hearts 
Network. Please visit www.FGFDA.org or email FGFDA@
EternalEnterprisesInc.com. You may also ‘Like’ us on Fa-
cebook or join us on LinkedIn.

NEW ORLEANS,LA— Th e 
New Orleans Embalmers 
and Associates, formerly 
the New Orleans Embalm-
ers Association, elected its 
officers for 2011-2013. 
Outgoing president Ali 
Burl, III (member since 
1999) passed the gavel to 
Irvin Fulton, Jr. (1966) 
who was elected presi-
dent. In addition, Vic-
tor Dawson (2001) was 
elected vice president, Cal 
K. Johnson (1986) secre-
tary, Michael A. Peterson
(1999) treasurer, Naomi 
ChaJua Diggs  (1995) 
chaplain, Henry Jones
(1974) sergeant at arms 
Edna Frank (2009) par-
liamentarian and Norman 
Smith (1969) historian. 
 In addition to being a fu-
neral service practitioner 
at Charbonnet-Labat-
Glapion Funeral Home, 
President Irvin Fulton, Jr. 
enjoys the pleasure of cul-
tivating orchids and caring 

for his mother. He has been 
a member of the Orchid 
Society for over 15 years. 
One of the notable people 
he serviced was the late 
Mahalia Jackson. He also is 
a member of the Zulu So-
cial Aid and Pleasure Club, 
where he was inducted into 
its Hall of Fame, and is a 
parishioner at St. David 
Catholic Church.
 The New Orleans Em-
balmers Association was or-
ganized on August 8, 1945. 
Th e objective and purpose 
of the organization is, “To 
foster the improvement 
of economic conditions 
among relationships with 
funeral directors of the city 
of New Orleans; to render 
mutual aid and protection 
between embalmers and 
undertakers.” Th is unique 
organization of owners and 
employees became the envy 
of the state for its dedica-
tion to the men and women 
of its profession.

Crematory Training 
for Today, Protecting 

You for Tomorrow
CHICAGO,IL—Th e Crema-
tion Association of North 
America and Matthews 
Cremation Division have 
scheduled dates and loca-
tions for the acclaimed Cre-
matory Operators Certifi ca-
tion Program (COCP). In 
one day, students will gain 
extensive knowledge – tech-
nical, scientifi c and legal – 
all of which is constructive 
towards future business de-
velopment.
 During certifi cation train-
ing, the following topics 
will be covered: Incinera-
tor Terminology, Principles 
of Combustion, Cremation 
and the Environment, In-
cinerator Criteria and De-
sign, Basics of Operation 
and Diffi  cult Cases, Gen-
eral Maintenance and Trou-
bleshooting, as well as Cre-
mation and Funeral Home 
Litigation. Plus, two new 
additions have been added 
to the 2011 program: Prob-
lem Solving 101and Ask the 
Attorney.
 Th e Crematory Operators 
Certifi cation Program is de-
signed to provide death care 

professionals of all back-
grounds and levels of ex-
perience with a thorough 
knowledge of the practice, 
the risks, and the proactive 
measures one can take to 
have a prosperous crema-
tion practice. Ensure the 
safety of your employees 
and help protect your busi-
ness by registering your cre-
mator operators for this im-
portant program.
 In 2011, CANA and Mat-
thews Cremation Division 
off er the following oppor-
tunities to attend: April 
1, John A. Gupton College, 
Nashville, TN; April 15, 
Kansas City Community 
College, Kansas City, KS; 
June 9, Kates-Boylston
COCP, Philadelphia, PA; 
and October 22, Pre-con-
vention COCP, McCor-
mick Place, Chicago, IL.
 For more information and 
to register for the COCP Ex-
perience, visit www.crema-
tionassociation.org, or call 
CANA at 312-245-1077.

WILMERDING,PA— Th e Allegheny County Funeral 
Directors Association (ACFDA) recently installed of-
fi cers for 2011. Th e newly installed offi  cers are: Presi-
dent – Paul J. Urban, Savolskis-Wasik-Glenn Funer-
al Home, Munhall; Vice-President – Rose Carfagna 
Au, Ralph Schugar Inc. Funeral Chapel, Shadyside; 
Secretary – Karen West-Butler, West Funeral Home, 
Pittsburgh; and Treasurer – Jeff rey L. Maist, John F. 
Slater Funeral Home, Inc. Brentwood.
 Also installed, to begin three-year terms on the 
Board of Trustees, were: Anthony J. Bekavac, Paul 
Bekavac Funeral, Elizabeth; Karen West-Butler; 
and Stephanie Doriguzzi, Patrick T. Lanigan Fu-
neral Home, Turtle Creek.
 Continuing on the Board of Trustees are: Johnpaul 
Bertucci, Giunta-Bertucci Funeral Home, Arnold; 
Steven M. Bones, Anthony M. Musmanno Funeral 
Home, McKees Rocks; Kevin R. Dieterle, Readshaw 
Funeral Home, Inc., Carrick; Stephen D. Gilbert, 
Cieslak-Tatko Funeral Home, Brentwood; William B. 
Schleifer, Maloy-Schleifer Funeral Home, Duquesne; 
and Immediate Past President, Mark L. Donato, Eng-
lish Funeral & Cremation Services, Inc., Oakmont.
 Also honored at that meeting were Mr. Donato as 
outgoing President and Wayne D. Collins, Savols-
kis-Wasik-Glenn Funeral Home and Lynn Teck as 
outgoing trustees.
 ACFDA is the largest county-level funeral directors 
association in Pennsylvania, and has more members 
than some state-level associations. Organized in 1895, 
this voluntary association strives to promote the high-
est standards of professionalism and public service. In 
addition to member services, ACFDA provides con-
sumers with information, referrals, grief seminars, Th e 
Highmark Caring Place – A Center for Grieving Chil-
dren, a grievance resolution process and an organized 
volunteer eff ort to aid during disasters.

1-800-321-7479
CALL FOR COUNTS AND COSTS

Customize Your 
Direct Mail Program
Database Files
Reports  
Mailing Lists
Email 
Addresses
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(Memories of Jack’s Recipes)
Original Recipes from Dottie and Jack Frediani

Shared by Kate Frediani-Gorman 
Cremation Products Inc. 

800-837-0701
www.cremationproductsinc.com

ROAST POTATOES 
WITH WINE AND ONIONS

2 Tbs olive oil
1-2 large onions, sliced 
3 garlic cloves, sliced 
10 small red potatoes 
½ tsp salt 
Freshly ground black pepper to taste 
1 cup white wine 
1 Tbs chopped parsley (optional)

 Preheat oven to 450º F. Heat the olive oil over 
moderately high heat in an ovenproof roasting pan 
or skillet just large enough to hold the potatoes in 
a single layer. Add the onion and garlic and sauté 
until the onion softens, about 3 minutes. Add the 
potatoes, salt and pepper. Sauté 5 minutes, then add 
the wine and transfer the pan to the oven. Bake, 
uncovered until the potatoes are tender and most 
but not all the wine has evaporated, about 35 min-
utes.
 When potatoes are cool enough to handle, cut 
them in half. To serve, reheat the potatoes and on-
ions and toss with parsley. Makes 4 servings.

 Instead of corned beef and cabbage, let’s serve up an 
Irish Stew this St. Paddy’s Day. We’ll use lamb instead 
of “sheep!”

IRISH STEW

1½ lbs lamb stew meat
4 cups water
1 medium onion, sliced
½ cup cubed turnip
2 Tbs flour
½ tsp each, dried thyme, marjoram and 

rosemary, crushed 
½ tsp pepper
1 tsp salt
2 tsp olive oil
2 cups sliced, peeled potatoes
½ cup sliced carrots
2 Tbs fat-free milk
3 Tbs minced parsley

 In a Dutch oven, brown lamb in oil over medium 
heat. Add water; bring to a boil. Cover and sim-
mer for 1 hour. Add potatoes onion, carrot, turnip 
and seasonings. Bring to a boil. Cover and sim-
mer for 30 minutes or until vegetables are tender. 
In a small bowl, combine the flour and milk until 
smooth; stir into stew. Add parsley. Bring to a boil; 
cook and stir for 2 minutes or until thickened.

Good Eating!

Memoires des Memoires des 
choix des Jacquechoix des Jacque

 

Air Tray y

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

Call Now to Order: 800-664-8365 

Wood Base Shipping Containers 
ATA Certified/Tested 

Minimum Qty: 3Combo Tray Three Sizes 
Available 

IPPC Stamp 
Available 

 

 

Finger Lakes FDA to 
hold Mini-Convention 
with Educational 
Opportunities

Selected Independent 
Funeral Homes Honors 
Schoedinger with 
Inaugural NextGen 
Award at Annual SeminarITHACA,NY— Th e Finger Lakes Funeral Directors As-

sociation will be sponsoring a Mini-Convention March 
29-30, 2011 at the Harbor Hotel in Watkins Glen, NY.
 Th e agenda begins on Tuesday morning with the Keynote 
Speaker, Master Embalmer and Restorative Artist Vernie 
Fountain, CFSP, discussing Embalming and Reconstruc-
tive Techniques for Trauma Cases. After lunch there will be 
two additional speakers. Bonnie McCollough will present 
“What We Know… Th e Past, Present and Future of Fu-

neral Service” followed by 
Th omas W. Fuller present-
ing Chemical Suicide: Mor-
bid Trends, New Risks.
 Wednesday morning will 
begin with Cindy Craig dis-
cussing Cemetery Law and 
Crematory Law, and Mat-
thew P. Binkewicz present-
ing Grief and Bereavement 
Among Children: Oppor-
tunities and Challenges. 
Wednesday’s sessions also in-
clude presentations by Mary 
Ellen Luker on Succession 
Planning, James Meaney on 
Guidance and Recourses for 
Completing the Death Cer-
tifi cate, and Peter Wallin
with 7 Habits of Highly Suc-
cessful Funeral Directors.
 For more information, or 
to register for this event, 
visit www.fi ngerlakesfuner-
aldirectors.org or call 607-
272-2821.

Michael S. Schoedinger

DEERFIELD,IL— Selected Independent Funeral Homes
has named Michael S. Schoedinger of Upper Arlington, 
OH, the 2011 recipient of its prestigious NextGen Profes-
sional of the Year Award during the opening night reception 
of the group’s annual seminar, held at the Westin Casu-
arina Resort and Spa in Grand Cayman. Th e award carries 
with it, in addition to recognition in front of the recipient’s 
peers, a $500 cash prize and a physical award. Th e award 
is designed to specifi cally spotlight career achievements, 
community and organization involvement and the achieve-

ments of funeral profession-
als under the age of 50.
 Selected Independent Fu-
neral Homes created the 
NextGen group (former-
ly known as Under-Forty) 
to encourage professionals 
who are in the earlier stages 
of their career and to recog-
nize their achievements and 
unique needs in a special 
way. Th e group meets an-
nually at a four-day seminar 
fi lled with educational and 
networking opportunities. 
According to the letters of 

support submitted with the nomination, the bar has been 
set high with the award’s fi rst recipient. 
 Schoedinger is currently President of Schoedinger Funeral 
and Cremation Services in Columbus, OH, where he serves 
as a licensed funeral director and embalmer and also heads 
up the company’s public relations, advertising and marketing 
initiatives and is heavily involved in community relations. 
 “For six generations, the Schoedinger family has tried to 
serve others with compassion and excellence.  Th is award is 
an affi  rmation that we are doing good things,” said Scho-
edinger.
 Among his many achievements, Schoedinger was winner 
of the Business First 40 Under 40 Award and the United 
Way Young Philanthropist Award. He currently serves on 
the boards of the Young Presidents Organization, Junior 
Achievement (past president), American Red Cross (past 
president), First Community Church, Senior Indepen-
dence and the Family Business Center of Central OH. 
Schoedinger resides in Upper Arlington with his wife, 
Lisa, and their two children.
 “I am honored to receive this award in its inaugural year,” 
said Schoedinger. “Th ere are so many people within the Nex-
tGen group who are worthy, and being a member of Selected 
in and of itself means that I’m surrounded by the fi nest people 
in the funeral industry.” 
 Th e NextGen Professional of the Year Award is one of sev-
eral programs of Selected Independent Funeral Homes, a 
worldwide professional association of independent, locally-
owned funeral homes founded in 1917. In order to be eli-
gible for the award, applicants must be an active employee 
of a Selected member fi rm (domestic or international) and 
under the age of 50 by the annual deadline. By creating the 
program, Selected hopes to promote and motivate the next 
generation of professionals engaged in the funeral industry.
 “We are so excited that Michael is the very fi rst recipient of 
the NextGen Professional of the Year Award,” said Robert J. 
Paterkiewicz, Executive Director of Selected Independent 
Funeral Homes. “He has accomplished so much already in 
his career that I have no doubt he will be an inspiration to 
all those who follow in his footsteps.”
 In addition to the networking and educational opportuni-
ties available at its annual seminar, NextGen members also 
engage in an active Facebook group and an electronic discus-
sion group, both available to NextGen members exclusively. 
More information on Selected Independent Funeral Homes 
and NextGen can be found on its all-new website at www.
selectedtrust.org.
 Founded in 1917 as National Selected Morticians, Selected 
Independent Funeral Homes (www.selectedfuneralhomes.
org) is the world’s oldest and largest association of indepen-
dently owned funeral homes. Members of the association are 
expected to operate according to specifi c standards and best 
practices in order to provide the public with reliable, high-
quality funeral services and funeral-related information.

NEWSNEWSAssociation
CONTINUED
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STYLISH MATCHING TIES
FOR PROFESSIONALS

ANY SIZE GROUP OR ORGANIZATION

 www.tiesforyou.com

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

Nearly 900 family owned funeral homes 
in 46 states are driving traffic thru their 

front doors and creating new opportunities 
by participating in VFMC’s Signature 

PR Campaigns and Strategic Marketing 
Partnerships. They have become the catalyst 
for their communities to show their support 
and honor veterans and active duty military.

 Is your firm “The Veterans Choice”sm?

Learn more by visiting: 
www.VeteransFuneralHomes.com

or call toll free: (866) 770-6791

“
”

Hi Mark, just wanted to update you on the annual 
VFMC Operation Valentine initiative-our local T.V. sta-
tion has been running Public Service Announcements 
all week promoting Operation Valentine, and our local 
newspaper ran a story about it. We are extremely 
proud to be an Exclusive VFMC Provider.
–Cheryl A. Smith of E. Merril Smith Funeral Home

“
”

Mark, the annual VFMC Sweaters for Veterans initia-
tive has been a huge success for us. In addition to 
collecting upward of 300 sweaters, we have written 
several preneed contracts, all with new veteran fami-
lies in the last week alone. There is no question that 
working the VFMC PR Campaigns is working for us.
–Bill Hindman, Hindman Funeral Homes 

in 49
early 1000

www.VeteransHonored.com

“

“

“ “I have had an amazing response to Stockings 
for Soldiers from churches, boy scout troops, 
girl scout troops and the local high school! 
This is defi nitely going to become an annual 
event. Thanks!

  – Scott A. Hebert, Owner of 
     Fletcher Funeral Homes, Gardner, MA

Stockings for Soldiers has been a phenomenal 
success!! A fantastic concept, deserving recipients, 
and a PR home run! We are proud.

  – Jeff Barnhart
      Barnhart Funeral Homes, Greensburg, PA

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

1-800- 423-5901
www.scaranoshipping.com NO CASKET SALE

Family Owned & Operated

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

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

• One guaranteed price, call for area quote, without the
  risk of hidden charges, add-ons or extra fees. 

NFDA’s 2011 Professional Women’s Conference: 
Great People, Great Program, Great Place

Funeral Service Comes 
Together for NFDA’s 2011 
Advocacy Summit 

NEWSNEWSAssociation
CONTINUED

BROOKFIELD,WI— To support the growing number of 
women in funeral service, the National Funeral Directors 
Association (NFDA) will bring funeral directors, vendors, 
educators, students and highly-respected presenters togeth-
er at its 2011 NFDA Professional Women’s Conference, 
April 1-3, at Hotel Monaco in Alexandria, VA. 
 Incorporating a unique format that fosters long-last-
ing friendships and generates a wealth of new ideas, this 
year’s NFDA Professional Women’s Conference leads off  
with “Who Killed the Funeral?” Presented by Jacquelyn 
Taylor, CFSP, executive director of the New England 
Institute at Mount Ida College, this eye-opening presen-
tation will address mounting evidence that mainstream 
deathcare providers are in danger of becoming irrelevant 
in the 21st century and provide attendees with novel 
solutions to take control of their destiny. 

 Including the ever-popular round table discussions, 
attendees can look forward to these additional confer-
ence sessions: 

“Embalming Litigation,” featuring • Melissa Johnson 
Williams, CFSP, American Society of Embalmers. Dur-
ing this informative presentation, attendees will get an 
overview of embalming litigation cases and learn how 
to protect their business from potential lawsuits.
“Creating Your Personal & Professional Legacy by • 
Becoming CEO of Your Entire Life,” featuring Kris 
Cavanaugh, Shift Inc. Participants in this workshop 
will discover a simple fi ve-step process to begin culti-
vating a CEO mindset and learn how to create a pro-
fessional and personal legacy.

 To benefi t women in funeral service and kick-off  the 
networking festivities, April 1 is Funeral Service Founda-
tion Fund Day. Following a welcome reception, attend-
ees can tour Washington, DC’s landmarks by moonlight. 
Lit up by the night sky, these monuments off er a breath-
taking view of the history of our country. Registration 
for this optional event is $65 per person, which includes 
tour, refreshments and donation. A portion of the net 
proceeds from this event is tax-deductible and supports 
the Women in Funeral Service Fund or the NFDA Pro-
fessional Women’s Conference Scholarship Fund. 
 The NFDA Professional Women’s Conference reg-
istration fee is $449 for NFDA members; $599 for 
nonmember, licensed funeral directors; $449 for non-
funeral directors. Second registrants from the same 
organization are $399. Registration for mortuary sci-
ence students is $60. Registration fees increase after 
early-bird deadline of March 1. NFDA must receive all 
conference registrations by March 11. For more event 
information or to register, visit www.nfda.org/pwc or 
call 800-228-6332.
 Th e Funeral Service Foundation annually awards schol-
arships to attend the NFDA Professional Women’s Con-
ference; the scholarship covers registration and includes 
a $500 travel stipend. Visit www.funeralservicefounda-
tion.org for more information about scholarship oppor-
tunities for this year’s conference.
 NFDA has arranged for a special room rate of $135, 
plus tax, at Hotel Monaco Alexandria. To take advan-
tage of this group rate, attendees should call 800-368-
5047 or 703-549-6080 and mention the “NFDA Pro-
fessional Women’s Conference.” All hotel reservations 
must be made by March 4.
 Th e 2011 NFDA Professional Women’s Conference 
is generously supported by The Dodge Company and 
Nomis Publications.

BROOKFIELD,WI— Rep-
resentatives from the Na-
tional Funeral Direc-
tors Association (NFDA), 
Cremation Association of 
North America (CANA), 
National Funeral Direc-
tors & Morticians As-
sociation (NFD&MA), 
KAVOD – Independent 
Jewish Funeral Chapels 
and Selected Indepen-
dent  Funeral  Homes 
(SIFH) will come togeth-
er with one voice in the 
nation’s capital during the 
2011 NFDA Advocacy 
Summit to advance impor-
tant federal issues impact-
ing funeral homes, small 
business and those they 
serve. Th e 2011 Advoca-
cy Summit will take place 
March 9-11 at the Renais-
sance Mayfl ower Hotel in 
Washington, DC.
 Members from these 
five associations will dis-
cuss the following issues 
with their congressional 
representatives: repeal-
ing Section 9006 of the 
new healthcare law which 
requires every business, 
charity and local and state 
government entity to issue 
1099 forms to any indi-
vidual or corporation that 
provides $600 or more in 
services or merchandise 
annually; codification of 
the Supplemental Security 
Income exclusion for irre-
vocable funeral and burial 
trusts; and reintroducing 
the “Bereaved Consumers 
Bill of Rights Act,” which 
Congress did not have 
time to act on before its 
previous session ended.
 In addition to issues 
briefings and lobbying op-
portunities with members 
of the U.S. House and 
Senate, NFDA will be in-
viting several guest speak-
ers. Potential presenters 
include: 

Newly-elected members • 

of the House of Repre-
sentatives: Rep. Steve 
Southerland (R-FL). 
An NFDA member and 
CEO of Southerland 
Family Funeral Home 
in Panama City, FL; and 
Rep. Randy Hultgren 
(R-IL). While not a fu-
neral director, Hultgren 
is very familiar with 
funeral service, as his 
family owns and oper-
ates NFDA-member 
fi rm Hultgren Funeral 
Home in Wheaton, IL.
Representative from • 
the Transportation of 
Security Administra-
tion (TSA) who will 
provide an update on 
its pilot program to test 
screening methods for 
human remains. 

  Attendees will also learn 
the best approaches for 
interacting with mem-
bers of Congress to ensure 
productive meetings. For 
more event information 
or to register, visit www.
nfda.org/advocacysummit 
or call 800-228-6332.
 NFDA is the world’s 
leading funeral service as-
sociation, serving 18,500 
individual members who 
represent more than 9,900 
funeral homes in the Unit-
ed States and internation-
ally. From its headquarters 
in Brookfield, WI, and 
its Advocacy Division of-
fice in Washington, DC, 
NFDA is the worldwide 
source of expertise and 
professional resources for 
all facets of funeral ser-
vice. Through education, 
information and advoca-
cy, NFDA is dedicated to 
supporting members in 
their mission to provide 
families with meaningful 
end-of-life services at the 
highest levels of excellence 
and integrity. For more 
information, visit www.
nfda.org.
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Cemetery Management • Security

Resident Caretakers

Grave Digging & Disinterments

Monument Setting, Cleaning & Repairs

Cemetery Planning & Construction

Lawn Mowing & Landscaping

Snow Plowing

           United  States 
Cemetery Services, LLC

40 Harvard Street, New Britain, CT

860-832-8415

Servicing New England for Over 20 Years

        

Complete Cemetery Services

Visit our NEW website www.gburnscorp.com

G. BURNS CORPORATION
Removable Silhouette Landau Bars

and Removable Name Plates

Call Don McClintock 1-800-465-7718

No side panels Build a van floor

NO BLIND SPOT

Bars are durable laser cut 18-gauge stainless steel.

SAVE  MONEY!

Capital City Funeral Directors 
Association honored by Hallmark 
Caring Place 

ICCFA conducts Cremation Arranger Certifi cation 
Program at Worsham College of Mortuary Science

NEWSNEWSAssociation
CONTINUED

CAMP HILL,PA— On 
Thursday, January 6, 2011 
the Capital City Funeral 
Directors Association
was honored by The Hall-
mark Caring Place for their 
participation and help in 
their 5th Annual Parade 
of Trees (Hallmark’s Fund 
Raiser) that was held at 
the Radisson Penn Har-
ris Hotel & Convention 
Center during the month 
of December. The Capi-
tal City Funeral Directors 
Association sponsored 
and decorated a Christ-
mas tree. The associa-
tions’ tree theme for this 
year was, “Children And 
Their Pets.” One elemen-
tary school from every 
county of the member-
ship was contacted and 
asked to have the children 
make up ornaments with 
this theme. The following 
funeral homes contact-
ed the following schools 
who helped make the or-
naments.

Allen Dugan, Dugan 
Funeral Home, Shippens-
burg and Bendersville, 
Bendersville Elementary 
School; Sally Myers of 
David Myers Funeral 
Home, Newport, New-
port Elementary School; 
Paul T. Lochstampfor of 
Lochstampfor Funeral 
Home, Inc., Waynesboro, 

STERLING,VA— The International Cemetery, Cre-
mation and Funeral Association provided Cremation 
Arranger Certification to 120 students at Worsham Col-
lege of Mortuary Science in Wheeling, IL, in Decem-
ber. This was the first time this certification program 
was administered to mortuary science students; it is 
typically available through the College of Cremation 
Services at the ICCFA University each July. 
 In completing the certification program, students 
received six hours of training on how to arrange and 
create meaningful tributes and memorialization for 
families who select cremation as well as how to best 
communicate the many options available to them.
 “ICCFA’s commitment to the future of our profes-
sion includes contributing to the educational pro-
cess by providing specialized training to better serve 
today’s consumer,” said Mark Krause, CFuE, presi-

ilies, the better prepared they will be in making a 
positive difference in the future of our profession,” 
said Karl Kann.
 The next Cremation Arranger Certification program 
will be held as part of the College of Cremation Ser-
vices, ICCFA University, July 22-27, 2011, in Mem-
phis, TN. Students at that program also will receive the 
ICCFA’s Cremation Administrator Certification and 
Cremation Operator Certification. Details and regis-
tration materials will be available in March at www.
iccfaconvention.com or by calling 1-800-645-7700.
 Founded in 1887, the ICCFA is the only interna-
tional trade association representing all segments of 
the cemetery, cremation, funeral and memorialization 
profession. Its membership is composed of more than 
7,500 cemeteries, funeral homes, crematories, memo-
rial designers and related businesses worldwide.

and William Peagon of 
Mu s s e l m a n  Fu n e r a l 
Home, Lemoyne, North-
side Elementary School, 
Mechanicsburg. The fu-
neral directors picked up 
the ornaments and deco-
rated the tree at the Radis-
son Penn Harris where 
it was on display for the 
month of December. A to-
tal of over $5,000.00 was 
raised from this project to 
benefit the Caring Place
 Capital City Funeral Di-
rectors Association is the 
local group of funeral di-
rectors of the Pennsylva-
nia State Funeral Direc-
tors Association comprised 
of members from Adams, 
Cumberland, Franklin, 
Fulton, and Perry Coun-
ties. The role of the Fu-
neral Directors Associa-
tion exists to inform and 
educate the funeral direc-
tor, the public and gov-
ernment about the value 
of funeral service and li-
censed funeral directors 
on a pre-need, at need and 
post-need basis in addi-
tion to self-regulate their 
profession on a local and 
statewide basis.
 The Hallmark Caring 
Place champions the cause 
of grieving children by 
creating awareness of their 
needs, providing programs 
for them and their fami-

lies, and empowering the 
community to effectively 
support them. 
 The first Caring Place 
facility opened in Pitts-
burgh in 1997 with the 
late Fred Rogers. Since that 
time, the program has ex-
panded across Pennsylva-
nia, with additional facil-
ities in Erie, near Harris-
burg, and in Warrendale.
 Thousands of commu-
nity members are helped 
by the Caring Place each 
year at no cost through 
their peer support group, 
education, consultation, 
and referral services. The 
Harrisburg Caring place 
is available to those in 
the Central Pennsylvania 
area.
 In addition on Thursday 
evening the new slate of 
officers were elected to the 
board of directors of Capi-
tal City Funeral Directors. 
Newly elected officers in-
stalled were President - 
Kyle Knipe of Malpezzi 
Funeral Home, Mechan-
icsburg; Vice President 
– Paul Lochstampfor of 
Lochstampfor Funeral 
Home, Inc., Waynesboro, 
Secretary Lynn Ronan of 
Ronan Funeral Home, 
Carlisle and Treasurer Sal-
ly Meyers of David Myers 
Funeral Home of New-
port.

dent of Krause Funer-
al Homes and Crema-
tion Services, Milwau-
kee, WI. Krause is the 
ICCFA’s liaison to the 
American Board of Fu-
neral Service. He served 
as an instructor for the 
Worsham certification 
sessions along with Ernie 
Heffner, CFuE, presi-
dent of Heffner Funeral 
Homes & Crematory, 
York, PA, and Julie A. 
Burn, CCrE, CSE, direc-
tor of cremation services 
for the ICCFA.
 Worsham College Pres-
ident Karl Kann  and 
Vice President Stepha-
nie Kann said they were 
extremely pleased to be 
the first mortuary col-
lege to offer students the 
cremation arranger cer-
tification program. “The 
more we can educate our 
students on how to ad-
dress the wants and needs 
of today’s cremation fam-
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AUTOPSY EXPERTS
OF AMERICA, LLC

Over 37 years of   Experience
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(Shipped Flat)
In Pairs

NO – IFS ANDS or BUTS
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FOB Indianapolis, Indiana.
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Death Notices
Send obituary information to Funeral Home & Cemetery News, PO Box 5159, Youngstown, OH 44514  • Fax (800) 321-9040 • E-mail info@nomispublications.com

��

STEVEN W. CASHMAN of Lowell and formerly of West 
Newbury, MA died February 1, 2011 at the age of 68. He 
purchased the Elliott Funeral Home in 1968, renaming it 
Elliott-Cashman Funeral Home. In 1975, he merged with 
Paul C. Rogers Family Funeral Home, and he remained 
active there until 1982. He served as a counselor at Puritan 
Lawn Memorial Park in Peabody for 12 years before retir-
ing in 2000.  He attended Suff olk University and graduated 
from the New England Institute of Funeral Service in 1967. 

ROBERT H. “BOB” CRAPO formerly of Taunton, MA died 
January 23, 2011 at the age of 71. He worked at Dagen 
Funeral Home in Taunton for 17 years before opening 
Crapo Funeral Home. Th e Funeral was later bought out 
by the Hathaway’s, renaming the fi rm Crapo-Hathaway 
Funeral Home. He was a graduate of Th e New England 
Institute of Applied Arts and Sciences, where he earned his 
degree in the funeral industry.  He was a member of the 
Walker-Blake Graveyard Restoration Association.

LAURENCE GODFREY “SKILKY” EATON of Needham, MA 
died January 9, 2011 at the age of 83. He was fi fth generation 
and former president of Eaton Funeral Home in Needham. 

PAUL J. FREIMUTH of Kellnersville, WI died January 20, 
2011 at the age of 78. He served as a member of the cemetery 
committee for St. Joseph and St. Wenceslaus Cemeteries
for 30 years. He was president from 1982 until 1999. 

WALTER KERSEY of Auburndale, 
FL died January 8, 2011 at the age 
of 88. He founded Kersey Funeral 
Home with his partner Herb Peyer 
in 1950. In 1951, he bought out his 
partner, assuming control of Kersey 
Funeral Home with his wife Kath-
erine. Th ey operated the business 
until their retirement in 1990. He 
was a graduate of the Gupton-Jones 
College of Mortuary in Nashville. 

RICHARD A. “DICK” LITTLE JR., of Littlestown, PA died 
January 13, 2011 at the age of 79. He was the third gen-
eration owner and operator of Little’s Funeral Home in 
Littlestown. He graduated from Pittsburgh Institute of 
Mortuary Science on 1972. He was a member of the Tri-
County Funeral Directors, National Funeral Directors Associ-
ation and the Pennsylvania Funeral Directors Association. 

PORTER LORING, JR. of San Antonio, TX died January 14, 
2011 at the age of 82. In 1954, he entered the family business, 
at Porter Loring Mortuary, with his father who died in 1955. 
In 1986, he created the Bereavement Care Program providing 
support groups and grief counseling to anyone in the San Anto-
nio community. He was past president of the National Selected 
Morticians (later renamed Selected Independent Funeral Homes), 
a member of both the Academy of Professional Funeral Service 
Practice and the Texas Funeral Directors Association.

JAMES F. REID of Toledo, OH died January 8, 2011 at the 
age of 93.  He began with an entry level position at Superior 
Casket Company in Toledo, where he became a salesman 
and eventually an owner.  He worked for several casket com-
panies in Illinois and Indiana before joining the Chicago 
Casket Company. In 1968, he and his son formed James 
Reid and Son Casket Company, known today as Reid Cas-
ket Company. He served the industry for 70 years.  

JOSEPH F. RUFFENACH of 
Philadelphia, PA died January 
11, 2011 at the age of 80. His 
father, Victor, opened what 
is now Joseph. F Ruffenach 
Funeral Home in 1928, he 
was supervisor from 1951 
until 1969, and owner until 
1995. He was a graduate of 
Dolan College of Embalming 
in 1951. 

HERBERT A. UTZ of Pittsburgh, PA died January 16, 2011. 
He worked at Beinhauer Funeral Home until his retirement 
in 1988. He attended Cleveland School of Mortuary Science. 
Courtesy Clem’s Livery Service, Pittsburgh, PA. 

HERBERT G. “HERBIE” WACHHOLZ of Princeton, WI died Jan-
uary 20, 2011 at the age of 80. He was a third-generation funeral 
director at Wachholz and Sons Funeral Home for 56 years. A 
graduate of the Wisconsin Institute of Mortuary Science, he was a 
member of the Wisconsin Funeral Directors Association.

BLANCHE LUCILLE SPARROW 
RIVERS of New Bern, NC died 
December 28, 2010 at the age of 
105. She was treasurer for her late 
husband, Bishop “B.S.” Sin-
gleton Rivers’s business, Rivers 
Funeral Home, Inc. (currently 
operating as Rivers-Morgan Fu-
neral Home) for 77 years. She 
was an active member of the La-
dies Auxiliary of the North Car-

olina Funeral Directors and Morticians Association and the 
National Funeral Directors and Morticians Association.
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STAKMORE • P.O. Box 309 Elm Street • Owego, NY 13827

STAKMORE
The folding chair with the permanent look.

FLEXIBILITY, COMFORT, VALUE—
three words that are synonymous with
the quality folding chairs STAKMORE,
the INDUSTRY LEADER, has been
manufacturing since 1922.

CHOICES—the key word describing the numerous chair styles,
wood finishes and upholstery options offered by STAKMORE.

STAKMORE offers a seating option that provides client comfort,
service flexibility and compliments your interior decor.

Contact your funeral supply distributor today to learn more
about STAKMORE's product offerings.

For a list of funeral supply distributors contact our corporate
offices. Phone: 607-687-1616; Fax: 607-687-0049; E-mail:
customerservice@stakmore.com

®

®
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Johnson Consulting knows how 
to buy or sell a funeral  business. 
But, did you know that we can 
provide a source for loans too? 
We know the funeral profession. 
And because of that, we know 

that those who have the smarts to 
operate a business don’t always 

have the money. Sometimes 
getting the money is as easy  

as contacting the right people.

Securing a loan doesn’t have to 
be impossible.   Not when you start 
with the right place. Contact us and 

let our loan-sourcing experts get 
you one step closer.

“A Total Solutions Company”   
Mergers & Acquisitions  •  Valuations  •  Accounting  

Management Services  •  Financing  •  Customer Surveys

888.250.7747
8095 N. 85th Way, Scottsdale, AZ 85258  

Visit our website today & sign up for our free newsletter. 
www.johnsonconsulting.com
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