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Would families accept and choose this
revolutionary option? “I discussed alkaline
hydrolysis disposition with nearly 100 cremation

families last year and
not one objected to
it,” reports owner
Jeff Edwards. “When
some families asked
whether it was possible
to delay their planned
cremation until alkaline
hydrolysis is available, I
realized this method
of final disposition
could be not just an
additional option, but
a preferred option over
fire-based cremation.”

Edwards Funeral Service
Pioneers New Disposition System

See Page A10

“The Flower Gripper is an innovative vase insert
designed to hold silk flowers, flags and balloons in
memorial vases without the mess of crumbling foam
or gravel. The Flower Gripper is 100% recyclable,
manufactured out of durable Santoprene, and, with
proper use, is designed to last for years.”

The Flower Gripper is an
Innovative Vase Insert

See Page B4

What are you Teaching
these Students? The State of
Funeral Service Education

By Kevin E. Patterson, PhD
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See Page A17

Miller Funeral Home Opens in Coshocton

COSHOCTON, OH— After months of planning and
construction, the Miller family’s dream of opening a
funeral home in Coshocton has come to fruition. The
original 1866 building, located at 639 Main Street,
has served as a bank, dentist’s office and residence be-

fore undergoing major renovations, including a 5200
square foot addition. Owner and funeral director Matt
Miller and his father, Tom Miller, worked with local
contractor SUTCO Construction in both the design

CONTINUED ON PAGE A22

Malloy & Son Funeral Home has an

GALVESTON, TX— For five generations, the family
owned and operated Malloy & Son Funeral Home has
served families in Galveston. In 1888, founder Frank
P. Malloy, an English immigrant, left his job as a fire-
man to establish a new livery stable business. At that

honored history in Galveston

time, many funeral directors began in the livery stable
service, and in 1902, Mr. Malloy expanded his business.
E.P. Malloy & Son, as the firm was known, offered liv-
ery and ambulance service, introducing the first horse

CONTINUED ON PAGE A14
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HAVE YOU SEEN THESE CHILDRERN?

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

Your Funeral Home
or Cemetery could be

Endangered Missing Non Family Abduction he f f th
PHYLICIA SIMONE REAGAN UDEN RICHARD UDEN on the tront cover of the
BARNES

Funeral Home &
Cemetery Directory

Date of Birth: 1/12/1994
Date Missing: 12/28/2010
Missing From:
Baltimore City, MD
Age at Disappearance: 16 Yrs
Age Now: 17 Yrs
Sex: Female
Race: Black
Height: 5’8”
Weight: 120 lbs
Hair: Brown
Eyes: Brown

T —
Age Progression to 22 years

Date of Birth: 5/25/1970
Age at Disappearance: 10 Yrs
Age Now: 40 Yrs
Sex: Male
Race: White
Height: 5727
Weight: 100 lbs
Hair: Brown
Eyes: Brown

Age Progression to 24 years

Date of Birth: 11/22/1968
Age at Disappearance: 11 Yrs
Age Now: 42 Yrs

Sex: Male
Race: White
Height: 5°3”

Weight: 90 lbs

Hair: Brown
Eyes: Brown

TO SUBMIT -

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

Circumstances: Phylicia was last
seen on December 28, 2010. It is
believed she was last seen wearing,
ablue pea coat with hood, turquoise
thermal shirt, blue jeans, white
ankle-high boots, with a tan purse.
Phylicia has a tattoo of a rose on her

Date Missing: 9/12/1980
Missing From: Lander, WY

Circumstances: Reagan’s photo is shown age-progressed to 22 years, Richard’s aged to 24
years. The children were last seen in the company of their mother, going to meet their adop-
tive father. The vehicle they were driving was later found abandoned and vandalized. Reagan
has a small scar on his right eyelid and has gaps between his front teeth. Richard has surgical

SEND TO
FRONT COVER

lower right leg. scars on his neck and nose.

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

Tributes.com® announce Collaboration

Tributes.com Making it Simpler for Funeral Homes to
Help Families Direct Donations to Cancer Research

BOSTON,MA— Tributes, Inc., the online
resource for local and national obituary
news, announced that it has formed a col-
laboration with American Cancer Society,
The Official Sponsor of Birthdays™, to help
streamline the ability for family and friends
to make donations to this important non-
profit when a loved one has passed away as
the result of a cancer-related illness.

Tributes Funeral Home partners, at the
direction of the families that place their
loved ones in their care, now have the abil-
ity to easily integrate direct calls-to-action
and links to American Cancer Society do-
nation forms directly into the obituaries
and Eternal Tributes they upload to the
Tributes.com database and distribute across
the Tributes Network of television media
partners. Tributes.com has also integrat-
ed additional donation links throughout
content in the popular Internet destina-
tion, which now reaches more than 1.6M
consumers monthly, providing them with
obituary news, service information and so-
cial networking tools to offer condolences
and support to grieving families.

“The American Cancer Society is pleased
to partner with Tributes.com, to provide
additional opportunities for loved ones
to communicate their wishes for memo-
rial gifts to be made to the
Society. These generous
donations will help fund
research, vital programs
and services, and preven-
tion and early detection
education as we continue

“Tributes.com couldn’t be more proud
to be teaming up with the most recog-
nized organization in the world lead-
ing the way in fighting one of the most
dreaded diseases of our time,” said Elaine
Haney, President, Tributes.com. “The
entire Tributes team looks forward to be-
ing able to do our part in helping increase
donations to this important organization
and the great work that they do.”

Tributes.com is the online resource for
current local and national obituary news,
lasting personal tributes and online com-
munity providing support during times
of loss and grieving. Through one cen-
tralized national web destination, with
over 90 million current and historical
death records dating back to the 1930s,
Tributes has made obituary and online
memorial service information easily ac-
cessible so people can come together on-
line and offline to remember and share
the treasured stories of the important
people in their lives who have passed
away. Monster.com founder Jeff Taylor
officially launched Tributes.com in Feb-
ruary, 2008. For more information about
Tributes.com, please visit our website at
www.tributes.com or contact us at me-
dia@tributes.com.

Correction: Mama
Goose Urns

There is a correction to the article “Mama Goose
Urns provides Exceptional Durability and Person-
alized Service” on page B4 of the March issue.
While the dateline for the article is Vancouver,
British Columbia, Mama Goose Urns is located
in Bentley, Alberta.

our work to create a world
with less cancer and more
birthdays,” said Terry Mu-
sic, chief mission delivery
officer, American Cancer
Society.

ONLINE DIRECTORIES

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

www.nomispublications.com
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Catholic Calendar Also Available in Spanish

THE
MADONNA

TWELVE
MASTERPIECES

CATHOLIC .CALENDAR
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CALENDARS
99°.

Plus 15 each for shipping & handling

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

There are absolutely no other charges. Really.

* Size of calendar open 11"x17 12"

800-413-4455
The Judith Roth Studio Collection

The world's highest quality promotional calendars

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

Size of calendar closed 11”x 8 3/4”
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Remembering that Family and

$14.95

www.moonlightmemoirs.com
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www.amazon.com

VeteransMemorialTributes.com
Funeral Home Affiliate Program

Memorial *

N

GREAT SOURCE OF
NEW INCOME!
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Moonlight Memoirs

Maggie Mei Lewis
Illustrated by Melody Lea Lamb - Good Times Press, LLC

Quantity/Wholesale Pricing Available

“A comforting view of an afterlife where the living are loved and watched over by the
people and animals who have left life before them.” Foreword Clarion Reviews
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Family Affair

HAMILTON,OH— Funeral
director Bob Weigel’s se-
lection as 2010 Citizen of
the Year by the chamber
of commerce in Hamil-
ton, Ohio, is more than
a prestigious award. The
recognition reflects his
history of generous com-

Friends are Forever

443-822-4258

ONE OUT OF
EVERY 4 DEATHS

THE NATION’S ONLY ONLINE:

ational Veterans Obituary Database
Each FREE death notice you submit
links to your website for service details.

* Veterans Wall of Honor
Offer families permanent Online
Memorial Tributes.
Retail Price = $195
Funeral Home PROFIT = $120

FUNERAL HOME & CEMETERY NEWS Section A
Giving Back to the Community is a

Bob Weigel

munity service to the city
he calls home. Now his
son Rob is following his
example.

Bob is a third-genera-
tion funeral director and
owner of Weigel Funer-
al Home in Hamilton,
a business started by his
grandfather. Today, he
works side-by-side with
Rob, a recent fourth-gen-
eration graduate of Cin-
cinnati College of Mortu-
ary Science. Despite the
consuming 24/7 profes-
sion, Bob has always made
the time to be involved
in important community
causes. It’s a passion Rob
picked up from watch-
ing his dad. Now both
of them embrace a “roll
up your sleeves” commit-
ment to their communi-
ty.
“Giving back has always
been a prevailing prin-
ciple in our family,” says
Rob. “I grew up think-
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Rob Weigel

ing that’s what everybody
did.” He recalls that one
of his first memories was
of his father’s campaign
for county commissioner.
And why does Bob do all
that he does? “I guess it’s
for the satisfaction,” ob-
serves Bob. “I've made a
nice living in the commu-
nity and this is my way of
giving back.”

Bob’s influence on his
community started when,
atage 26, he was elected to
the Hamilton City Coun-
cil where he served five
two-year terms. While his
first term was as a council-
man, the remaining four
were in leadership posi-
tions: two as vice mayor,
followed by two terms as
mayor. Just a few of his
other activities are the
Hamilton Rotary Club,
including a term as its
president; and the Board
of Trustees of the Westo-
ver Retirement Commu-
nity, also in Hamilton.

But Bob’s most challeng-
ing commitment came
during his time on the

CONTINUED ON PAGE A21

\Aftercare

By Sherry L. Williams

We have recently launched a new website. Dur-
ing the process of writing copy for the home page
and product descriptions I realized that I really
hadn’t done any maintenance on our old site for
quite some time. Some of the dates and informa-
tion had not been changed for five years. Pricing
was wrong and there were products and services
we no longer provided.

Have you looked at your site lately? Is it accu-
rate and up to date? Have you added information
about any new programs or services you are pro-
viding? Or have you, like me, just forgotten about
it because you were busy doing other things.

I have found it interesting that I did add new
things to my site but forgot to maintain the old.
I let information become dated and I really didn’t
keep up with changes we have made internally that
would make things easier for my clients. I hadn’t
updated my years in the business or the fact that
we were doing something different.

There’s a lesson to be learned here. Your website
cannot be stagnant. You need make sure it is up
to date. You need make sure it is user friendly and
that it is easy for someone to navigate through.
Your website, just like your funeral home, needs
to be updated and refreshed. You cannot let it get

stale-looking. Sometimes just changing the colors you
are using or adding a few new photos and updating
copy content can make the world of difference. It’s
like adding a new coat of paint or new carpet. It’s
important to remember that for consumers today, go-
ing through your website is just like walking through
your front door. They will immediately get a feel for
your image and the kind of business you conduct.
Today’s consumer is computer savvy and they form
first impressions by what they see online. The com-
puter is your new front door.

While you are at it make sure your website contains
information about all of the services you provide,
support groups, grief information, pre-arrangement
services, your library, and any other special services
or information you have available to those you serve
and to your community.

I have visited many websites for funeral homes and
find that the only way they are using the web is to
list the obituaries of those they are serving. What a
waste! Now, I’'m not saying that the obituary services
aren’t good because I truly believe they are. What I
am saying is, “Use your website to inform the gen-
eral public about the value of the funeral, the value
of ritual, and how you can help them create a cele-
bration of life that truly tells the story of a life lived
and loved.”

You may think that the website isn’t a good mar-
keting tool for you, but you are greatly mistaken. It
is the newspaper of the future. It is communication
here and now to the next generation. It is how they
communicate. It is how they become informed. It is
how they gather information to make choices. If your
website isn’t up to date and doesn’t promote you and

your services, get busy. The computer isn’t the
wave of the future. It is the wave of now.

Don'’t fall into the trap that I did. Make sure
someone is in charge of updating things and keep-
ing the information on the website accurate and
up to date. Use your computer to convey infor-
mation, to educate, and support those you serve.
You can also use your website as a way to network
with other service agencies in your community.

Don’t just think about it — do it. Get a website
that reflects your image and conveys the services
you provide. This is your new front door. Don’t
forget that it needs redecorating every now and
then too.

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

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

She can be reached by email at sherry@newleaf-resources.com.
Visit New Leaf Resources and Sherry Williams Enterprises, Inc. at
www.newleaf-resources.com
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Cremation Systems, Inc.

Family Owned & Operated Since 1985
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Phoenix II-1

Specifications:
Length: 156" « Accurate body weight is
B&L's interactive color touchscreen can.. Width: 72" essential for fuel efficiency.
« Increase efficiency & decrease fuel, Height: 96"
Features:

» Interactive Color Touchscreen Control
» Extra 46" Wide Chamber

« 1,000 Ibs Capacity

» Touchscreen Included

A recent study from the Centers for Disease
Control (cdc.gov) shows that the increase of

obesity in the United States has more than

doubled from 1980 to today. Similarly since

1980, overweight rates have doubled among

Dual Use Cooler children and tripled among adolescents. BL-25M HDW
Specifications: Now there's no reason to ship oversized Specifications:
Length: 96" cremations to your competitors, B&L's line of Length: G
o ) oversized equipment will handle obese cases e =
Height: 60" = il : : : Raised Height: 54"
» 2 regular bodies per shelf /or Features:
« 1 oversized body per shelf « Holds up to 1,000 Ibs
« Holds up to 1,000 Ibs per shelf « Lift made of 1/4" Steel
: : : « All B&L lift tables have the option
%ﬁf Ltd G %g 'wfeéatf- www.blcremationsystems.com to upgrade to a digital scale system.
or call :
1.800.622.5411

Sales@blcremationsystems.com
7205 114th Avenue North, Largo, Florida 33773 USA
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“the shorter the supply line the better off you are”

Faneral Deinectons Researnch, Juc.

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

www.amrainstruments.com

www.preproomdirect.com ™

WEB DIRECT GIFT & PRICING
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SCI selects Eagle’s Wings Air to manage Air Logistics
Program Nationwide

FORT WAYNE,IN— Ser-
vice Corporation Inter-
national (NYSE: SCI),
North America’s largest
provider of funeral, cre-
mation, and cemetery
services, recently selected

Eagle’s Wings Air (EWA)

to coordinate and manage
the air transportation of
human remains for their
more than 2,000 locations
nationwide. Eagle’s Wings
Air is the nation’s leading
provider of air transporta-
tion management services

Tnitle # Company
PO. Box 5790
Ventura, CA 93005-0790
(805) 650-6944 « (800) 252-3444
Fax (805) 650-6444

M www.triplehcompany.com

Antique Gold

PYRAMID

CREMAINS BURIAL VAULTS

@ Tongue & Groove
Connections

@ Green Velour Lined

# Strongest Urn Vault
of its Kind Original
9"x 9" x 14.5"

Cemetery, Crematory and Mausoleum Supply Since 1950

Peace White

Oversized

9"x 13"x 14.5

R

-orgina Bi-Impact Plastic

‘UTILITY URNS'

IN SIZES AND CONFIGURATIONS TO FIT ALL NEEDS
Cardboard mailers also available

“Bronze Color”
or Gray

35 x6"x9" ~ ULTRA
45" x7" x8.75 Flip-Top
Sizes up to 260 cubic inches. Plastic
= ———
1 Infant: & Child Plastic Urn
‘. - - o Black,

Brown or

Light Gray

o Secure Locking Lid
« Bag and Tie Included
©8.25'D x 6.5"W x 4.5'L

] IJ\LT" “Lk
32, 78 & 125, Gubic Inches

Sheet Bronze

Mausoleum Vases & Holders
o Gold, Oxidized and Nickel Finishes.
o Over 400 Varieties and Options Available

MAUSOLEUM VASES « MADE IN THE USA

uchass'

Princess
Design

o Solid Jewelers Bronze

U.S. Patent No.
D-319910

Urns
o Plastic Mausoleum
5 Sizes Vases & Holders.
Dozens of o Less Expensive
E Styles Zinc Ring Available
- «8,51/2"or 4
Floral o Bronze, Gold or
¢ Lawn Vases Verde Green.
Lawn Vases o Over 150 Varieties Resists UV
4 & Options. Discoloration
Q | eBgues D
,, * (¥1Y]
2" Disc Standard 1 L J
Dozens of Options Adheshive  Drill Design Buton with Bracket
Available Holder Variety of Colors & Finishes

to North American funer-
al homes.

According to Julian Da-
vis, Director of Business
Support Services at SCI,
the “transient nature” of
today’s society led the
company to call on Ea-
gle’s Wings Air for its
specialized services. “Our
staff has been coordinat-
ing the air transportation
of the deceased for thou-
sands of our client fami-
lies each year. It’s a critical
task, but it’s complicated
and demands attention to
detail.”

The unique service mod-
el for assuring the de-
pendable transportation
of human remains was
created by fourth-gen-
eration funeral director
David McComb and his
business partner Frank
Kaiser, who is an air-
line logistics professional
with experience in ship-
ping specialized cargo all
over the world. The com-
bination of logistical skill
and a strong funeral ser-
vice background led to a
business that focuses on
the actual transportation
process from tender to ar-
rival.

Eagle’s Wings Air’s pres-
ident and CEQO, Frank
Kaiser comments, “Eagle’s
Wings Air was founded
three years ago with a sim-
ple philosophy — there is
nothing more important
in the world of air logis-
tics than properly man-
aging the transportation
of the deceased. My staff
and I take this mission
very seriously, and we are
honored by the trust SCI
has placed in us.”

SCI selected Eagle’s
Wings Air specifically to
arrange, coordinate, and
monitor the transporta-
tion of the deceased be-
cause of the company’s
deep understanding of the
airline industry, and the
proprietary software they
utilize to find the best
itinerary and make the
necessary reservations.

Eagle’s Wings Air proac-
tively monitors the status of
transport from start to fin-
ish, delivering time savings
and peace-of-mind to their
funeral service clients.

For more information
on Eagle’s Wings Air, visit
www.eagleswingsair.com
or telephone Frank Kaiser

at 866-550-1392.

when they realize they bring a lot of value and are not cheesy sales

and the client feels good.

6. Change how you ask. When you have bought into your own
value, you ask with more confidence. 92% of human communi-
cation is non-verbal. Your body language, tone of voice and eye
contact will communicate this confidence.

When you have bought into your own value, you ask with true
sincerity. Can’t fake that either. If you truly want to help the peo-
ple your prospects know and care about, they will know. Then
they are far more likely going to refer you.

7. Show courage and accept that the asking may be done bad-
by at first. Easier said than done. Role playing helps a lot — make
some of your mistakes with someone in your office, a coach or a
mentor. There was a time in your life when you were willing to try
something new and fell down a few times. The Outlook Group,
Inc. — Referral Field Test team tried many different approaches,

people hitting up unsuspecting victims.
1. Face your fear of rejection and your fear of people.

a) First be honest with yourself that you do feel fear and stop
blaming other things such as not having a polished refer-
ral script, elevator speech or high-end sales materials to
hand out.

Stop listening to the bad advice of a young child. As chil-
dren almost all of us experience some emotionally painful
rejection and make some strong reactive decisions (often at
a very young age) that we never want to experience that re-
jection again. Youre an adult today. Take charge and move
forward bravely!

Focus on the other person: forget about the extra business
and focus on helping more people.

N Approacb
‘Mo Advance

Funeral
Planning

By Christopher Kuhnen 9
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Sales Referrals (Part 2)
The Lifeblood of Pre-Need Professionals

In last month’s column I outlined what a sales referral is and
why most pre-need sales professionals are afraid to seek them.
This month I will share with you how to get into the right frame
of mind to begin asking for and receiving quality referrals.

Did You Know?

* 20% of your clients will give you referrals, no matter what.

* 20% of your clients will never give you referrals, no mat-
ter what.

*  60% of your clients will more than likely provide you with re-
ferrals, if you get proactive and simply ask them. When asked,
they will provide!  (Source: Bill Cates)

Become aware of how your mistaken assumptions and limit-
ing beliefs are sabotaging your efforts to generate more and bet-
ter referrals. Take the necessary actions to remove those barriers
and start producing better results. You must truly focus on the
core of facilitating change with new habits.

‘Two things to consider:

o Asking for help actually is a sign of high self-esteem. The most
successful people I know have learned how to ask for help --
from clients as well as others —- in a way that doesn’t diminish
their “status” but, rather, enhances it.

*  When you ask for referrals, dont base the request on helping
you; instead, make it about bringing your valuable services to
others. Believe in the value and importance of offering your
services to as many people as you can.

How do you get comfortable asking for referrals? Far and away
this is the most challenging area for most pre-need specialists Do
you believe you're selling something or being pushy? Then you
will not ask. So if you want referrals, you MUST have an em-
powering mindset about asking for them.

Want one? “I'm very good at what I do and I can help people.
So I will ask those I meet for referrals of those they mentioned
and/identify during our time together because I was put on this
earth to make a difference for others.”

Here are some steps that will get you comfortable. (Note to self)
Reading this once and nodding your head will not help much!
Most people do not get comfortable without an ‘a-ha’ moment

d) Usealitte inspiration to remind yourself that you are never
alone: “The brave man is not he who does not feel afraid but
he who conquers fear.” —Nelson Mandela

2. Recognize and eliminate your barriers to asking. For most
people it comes down to:

a) Fear of looking pushy or sleazy.

b) Fear of looking unprofessional or needy.

¢) Fear you haven't provided enough value yet.

d) Fear of being rejected and hearing the word NO!

e) Fear of hurting the relationship and/or losing the sale.

f) Fear of not knowing how to get out of the conversation.

There are other reasons people don't ask and you need to figure
out why you are uncomfortable and begin to deal with it. There is
never a better time to start than today!

One thing that will help you is learning to tell the difference be-
tween aggressive and assertive. Unlike aggressive/pushy, assertive
is healthy: “I'm very good at what I do and I can help people. So
I will ask those I meet for referrals of those they mentioned and/
identify during our time together because I was put on this earth
to make a difference for others”.

3. Successful people (no matter how you define successful) are
not afraid, too shy or too cool to promote their value to others.
In other words, you are denying your prospects a great opportunity
by not asking. If you can’t believe in your own value, you should
find something else you can get passionate about. You can't fake
being your own advocate!

4. Really believe in your value by creating empowering beliefs
about asking. List at least 20 reasons why someone should do busi-
ness with you. Most people grossly underestimate how much value
they truly bring to those they serve. Nobody has time to know and
understand what you know about pre-planning. You're the expert
they want to talk to.

This is about becoming your #1 fan: “I'm very good at what I
do and I can help people. So I will ask those I meet for referrals
of those they care about because I was put on this earth to make a
difference for others”.

5. Know when to ask. You ask when the client has truly recog-
nized the value you have brought — in other words they have talked
about it in positive terms in some detail. You ask when credibility
and trust have been established and the relationship between you

and failed at each one, before we came upon the “right approach”
that is outlined in this document. Failure is not fatal. Expect to try
something new and have it feel uncomfortable for a litde while.

Have faith-keep trying! Keep moving forward inch by inch. In
short order things will begin to feel much better, smoother and
easier to you. You will achieve your goal, if you just keep trying!

8. Accept that some people will never “get” it. This isn't a recipe
for machines. Deal with it: SWSWSWSW: some will, some won,
so what, someone’s waiting. Realize that people are not saying no
to us, just no to the idea of giving us names and telephone numbers
of people to contact at this particular time. If you call them later,
after they have had a chance to think about your request, most of
the time, they will provide you with a referral or two.

9. Be patient and persistent. If youre open-minded to learn,
willing to tweak these ideas to work for you and willing to stick
atimproving your mindset, you will get more and more comfort-
able. And by the way, those three things do not come quickly for
most people so you might want to read that list again!

10. You'll discover that most of your clients will respond fa-
vorably and want to help out — if you ask.

“Practically all of life is a mental game. Our attitude directs our
minds and our minds direct us.” —Earl Nightingale

Christopher Kuhnen is Vice President of Marketing and
Corporate  Communications for The Outlook Group, Inc.,

Franklin, Ohio.

He has 25 years experience in the field 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, Certified Preplanning Consultant (CPC), In-
Sight Institute Certified Celebrant and Certified Marketing
Specialist. He can be reached at (800) 331-6270 or ckuhnen@

theoutlookgroup.com.
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e The interior is provided w/rolling racks & high density
plastic storage boards.
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Cadaver Storage Racks
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Available with or without casters

Model T3627
Transfer Board
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Model T3626HS
Stgineiess Steel Headrest
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Time may be only a
moment so keep a
memory

remation
gpsakes

Necklace Urn Pendants

w5
!

for an Everlasting Keepsake. \Q

~va
by
Urns hold a portion of the cremains. ) g
Sterling Silver and Gold pieces in stock. @
° CREMATION KEEPSAKES °

ORDERS OR CATALOG:

www.cremationkeepsakes.com

cremationkeepsakes@comcast.net
877-303-3144

FUNERAL HOME & CEMETERY NEWS Section A4

APRIL 2011

Grave Reflections by Gloria and Louis Salazar

ALBUQUERQUE, NM—
There are many reasons
people use to avoid pre-
paring for death. Unfortu-
nately, this usually means
that loved ones are left
with additional stress in a
time of heavy grief. Gloria
Montoya Salazar and her
husband, Louis Salazar,
wrote Grave Reflections to
address common fears as-
sociated with funeral plan-
ning, reveal misconceptions
about the funeral indus-
try, encourage a proactive

approach to planning for
death, and to empower and
equip the reader to make in-
formed choices. This com-
prehensive and comfort-
ing book is an informative
guide to understanding the
funeral service profession,
parts of the end-of-life ex-
perience, and preparing for
the emotional, social, finan-
cial and legal aspects of fu-
neral planning.

Gloria and Louis Salazar
are the owners of Reflec-
tions Funerals & Life Cel-

A Life. A Loss. A Tear.™

PATENT 2010

potential.

BRAS

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

Ask your funeral supplier about
America’s #1 urn line. Or call us
today, and an ELEGANTE distributor
will contact you.

S COMPANY

800.252.7277
www.EleganteBrass.com

QUALITY CAN BE AFFORDABLE

ebrations, a full-service fu-
neral home located at 2400
Washington St. NE in Al-
buquerque, New Mexico.
Louis Salazar is a 4™ gen-
eration funeral director.
Louis’ great grandfather,
Elfego Salazar, and grand-
father, Frank A. Salazar,
began serving Albuquer-
que families in 1918 at the
Garcia-Salazar Mortu-
ary. In 1946, Frank Salazar
founded Salazar & Sons
Mortuary with his sons
Paul J. Salazar and Lester
E. Salazar. Lester Salazar,
Louis’ father, apprenticed
Louis while he was still
in high school. Louis was
brought up in the tradition
of caring and compassion-
ate service that had begun
with his great grandfather’s
vision in 1918. He gradu-
ated Cum Laude with a de-
gree in Mortuary Science
from the New England In-
stitute for Applied Arts and

Sciences in Boston, Massa-

chusetts, before returning
to Albuquerque to earn his
Funeral Service Practitio-
ner’s license. In 2004, Louis
and Gloria founded Reflec-
tions Funerals and Life Cel-
ebrations with the vision of
providing unique services
that reflected the lives of the
families they served.

Gloria Montoya Salazar
has always enjoyed writing
and shares her husband’s
passion for serving fami-
lies. She is a Family Service
director, licensed with the
State of New Mexico to sell
Pre-Need Funeral Insur-
ance. She holds a bachelor’s
degree in mechanical engi-
neering, a master’s degree
in business administration-
technology management,
and is currently pursuing a
New Mexico funeral direc-
tor’s license.

For more information, or
to read an excerpt from the
book, visit gravereflections.

com or call (505)884-5777.
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By Nancy Weil

Expectations

I took my daughter and her friend to see a local theater
production of the musical Youre a Good Man, Charlie
Brown. 1 have loved this show ever since I was involved in
a production of it in high school (more than a few years
ago). I know every word to every song and have the sound-
track on my iPod. To put it mildly, I really like this musical.
Imagine then my disappointment when the curtain came
up, the first song started and I quickly realized that the six
people on the stage had everything they needed to be in
a musical, except for a voice that could stay on pitch and
acting skills! This is not a tricky musical score to master; it
is a simple children’s show. The songs are light and predict-
able. I cringed every time there was a misplaced note or a
harmony that was anything but harmonious. My daughter
was ready to leave at intermission. This was our first time
going to this particular theater. It is likely to be our last for
I have now judged all of their future shows against this one
and determined that there are better places to spend our
entertainment money.

Anyone in business understands that a sale, and future
sales from it, can be made or lost based upon the expecta-
tions of the customer. When we under-perform, the client
may go elsewhere if given the opportunity. If they must use

your services, such as in the case of a cemetery where they
have loved ones already buried, they will walk away dissatis-
fied and report their displeasure to anyone who will listen.
This may not be fair to judge a company on one interaction
with one staff member on one day, but it is what happens.
Every employee has an inherent responsibility to represent the
company in the most professional way, each and every time
he/she interacts with the public. Inattentiveness, disinterest
or rudeness is never acceptable.

The next logical conclusion is to believe that if the customer
goes away satisfled, it is a job well done. To meet their needs is
the poin, isnt it? The person has had their questions answered,
their needs fulfilled at a fair price and the deal is done quickly
and efficiently. The cemetery has sold them the property they
wanted, the wake and funeral are held without any issues and
their loved one is interred as expected. Should we pat ourselves
on the back for our performance? NO! This is not a moment
for us to applaud. Doing what we are paid to do is merely meet-
ing expectations. It is what we minimally must do in order to
retain our jobs and keep our doors open. It is like having per-
formers on stage in a musical that can carry a tune.

What we must attempt to do with every interaction is to
“wow” our client. Even those who come to us in shock and
grieving will respond to a sincere attempt to help them beyond
the expected. We must take the time to listen, to ask the ques-
tions needed in order to give the family what they really want,
not just what they asked for. Anticipating the needs of family
members that may not be present at the planning of a funeral is
appreciated. Take photos of selections, mark maps, copy burial
records of other family already interred and ask if any of these
should be e-mailed, faxed or mailed to anyone else. When ap-
propriate, send them home from the initial meeting with the
above items, a booklet or two about grief and a warm hug.
Caring breaks through the fog of grief and helps the family to
make it through one of the worst times of their lives. Yet the
idea that caring about people is a “wow” attribute is nonsense.
If you don't care about people, you're in the wrong business.
Like actors knowing their lines, caring is expected.

So what makes ita “wow” interaction? Staying in touch ona

regular basis by offering other services and programs, beyond
the day of the funeral or the day of the sale. Sending a sympa-
thy card or calling the person you helped a month or so later
and just asking how they are doing are all examples of “wow.”
Being sure to mail out a holiday card in December, walking in
a charity walk in their loved one’s memory or sending them
forget-me-not flower seeds in the spring — “wow!” Escorting
them to the grave the first time they return following the fu-
neral, mailing them information on grief support programs in
the area (including yours) or remembering the one year anni-
versary of the death — “wow!” Whatever you can do to remain
supportive and involved with the family, even when there is
no money being exchanged or profit to be made, can lead to
a “wow” moment. Take the welcomed, unexpected action and
watch as your client responds with deep appreciation. People
respond to a performance that connects them to the actors
and where they can tell that those on stage have given 110%
effort to entertain and please the audience. They reward them
with a standing ovation. If you are able to “wow” your fami-
lies, then you too, should take a much deserved bow.

With certifications as a Laughter Leader, Funeral Celebrant, Grief Ser-
vices Provider and Grief Management Specialist, Nancy Weil is uniquely
qualified to bring new perspectives and new ways to help clients heal
from the pain of grief as well as reduce stress for 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 benefits of laughter to groups
across the country through her company The Laugh Academy. Nancy’s
latest project is a collaborative scientific 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.
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S TAKMORE

The folding chair with the permanent look?®

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

the quality folding chairs STAKMORE,  contact your funeral supply distributor today to learn more
the INDUSTRY LEADER, has been 404t STAKMORE's product offerings.

manufacturing since 922,

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

STAKMORE ¢ PO. Box 309 Elm Street « Owego, NY 13827
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Edwards Funeral Service Pioneers New Disposition System

COLUMBUS,OH— When funeral home
owner/operator Jeff Edwards recently
purchased the first production unit of
the alkaline hydrolysis disposition sys-
tem manufactured by Bio-Response
Solutions, he had done his homework.
He knew he was making a responsible
investment for his business, his families
and the environment. He knew he was
selecting a process with long-term sus-
tainability. What he may not have pre-
dicted is the interest it has stimulated
among his colleagues who had heard
about this revolutionary disposition pro-

cess and were eager to learn more from
his firsthand experience.

A year ago, Edwards began research-
ing options for bringing dispositions
in-house to Edwards Funeral Service
in the German Village neighborhood of
Columbus, Ohio. Although cremation
was an obvious option, he recognized its
disadvantages. Many of his families were
resistant to fire-based disposition. Be-
cause of the Environmental Protection
Agency’s increasingly strict regulations
on mercury emissions, a mercury scrub-
ber retrofit would significantly drive up

APRIL 2011

BUILD YOUR BUSINESS!

With High-Quality, Low-Cost Marketing Materials

his expenditure. His own commitment
to the environment added to his reluc-
tance to purchase a crematory retort.
He wanted an option that families
would embrace and which made good
business sense, so he expanded his re-
search to include alkaline hydrolysis. He
remembered hearing of this “water pro-
cess” while a student at the Cincinnati

Jeff Edwards

was taught to think outside the box. The
more he learned about alkaline hydroly-
sis disposition — the only new method
of final disposition in more than 130
years — the more he recognized it met his
needs. After speaking with Joe Wilson,
CEO of Bio-Response Solutions, he felt
he was dealing with the right provider.
“Bio-Response Solutions was the only

College of Mortuary Science, where he CONTINUED ON PAGE A23
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lowed funeral providers to show consumer pictures of caskets have conducted their own sting operations and dis-
together with price information. It was also indicated that these covered to their dismay that some employees became
programs allowed funeral providers to reduce inventory costs lax in following the requirements.
and that many consumer preferred to review price information 2. Remind your employees about the requirements on
on a computer. Of course this trend has continued to increase a regular basis. Some funeral providers provide every
with the dependency by consumers on the Internet and access employee with a checklist that has to be filled out for
to information and shopping opportunities. every customer and any inquiries. Also, advise them
The FTC Staff stated in the opinion: to be wary of a shopper, because it is likely the shop-

“The purpose of the GPL, like the other remedial price per will be checking on compliance for the FTC or a
list requirements of the Rule, is to ‘enhance the operation state agency that may also have jurisdiction.
of market forces and cure the market failure. . .in the fu- There are consulting companies in the industry and
neral industry’ that was demonstrated in the rulemaking local, state and national associations that can provide
record “by giving consumers access to price information assistance, but in the final analysis it is up to each fu-
ata time and in the form which will permit them to con- neral provider to make sure their own business is in
sider price when making purchase decisions.” compliance.

“In conformity with the language of Section 453.2(b)
(2)(i), the Statement of Basis and Purpose issued when
the Funeral Rule was first promulgated states that “[t]he
casket price list does not have to be prepared as a printed

Leoal
Sﬁgeak

By Atty. Harvey I. Lapin

A Helpful FTC
Advisory Opinion

The FTC Funeral Rule has been in effect since 1984 and
all funeral providers should be aware of its requirements.
Some of the areas for violations were reviewed in the last
two columns, including the primary one of failing to pro-
vide a consumer with a copy of the General Price List im- or written list” and ‘may be displayed in other formats,
mediately when they visit your facility. Another area for such as a loose-leaf notebook with a page for each cas-
violations that was mentioned was the failure to provide ket.” The Compliance Guide similarly notes that the
casket price information in the proper format and at the Rule does not require that caskets or containers be listed
appropriate time. in any particular format or order, and that the Casket

The Funeral Rule does not require that a funeral provider Price List can be in any form as long as it contains the
give a copy of a casket price list or outer burial container list required information displayed in a clear and conspicu-
when persons inquire about funeral arrangements. The Fu- ous manner.”
neral Rule, however, provides that there are two options for “Accordingly, it is the opinion of staff that presenting
providing price information about caskets and outer burial casket and alternative container price information along
containers. Option 1 is to list the details of the caskets and with pictures of caskets offered by the funeral provider to
outer burial containers available on the GPL. Option 2 is to consumers on a computer is consistent with the Rule’s
list the range of prices of the caskets and containers on the provision permitting price information to be displayed
GPL and to indicate that detailed information is available ‘in other formats, so long as all of the information re-
at the Funeral Home. If Option 2 is followed, the funeral quired by the Rule is displayed in a clear and conspicu- that contains the current prices. See the number below
provider may use a Casket and Outer Burial Container Price ous manner.” The author also writes more extensive articles on subjects of inter-

List or it may maintain a book or chart in its display room  The requirement to give a casket price list and outer burial ~ est to the industry in the newsletter Cemetery & Funeral Business and

with that pricing information. container st or to provide the information in the book or chare L6991 Guide published by CB Legal Publishing Corporation. Ten issues

R . R . o on different topics are published on an annual basis.
There is a third Option that was confirmed in FTC Ad-  or now a computer occurs is triggered when the caskets or al-  Special Announcement: Future Issues of the Cemetery & Funeral

visory Opinion 07-09 issued on October 1, 2007 that ternative containers are shown or are being discussed. While ~ Business and Legal Guide will be available in an electronic PDF version

. . . . e > . beginning January 1, 2010. The Subscription price will be $99.00 per
a Funeral Provider may display casket and outer burial ~ different formats can be used, it is still the author’s experience year. CB is offering a special introductory rate of $75.00 to readers of

container price information on a computer, instead of a  that sometimes this procedure may not be followed. Accord-  Funeral Home & Cemetery News until April 1, 2011. Readers that wish
printed price list. The opinion was issued in response to a ingly; to subscribe at the special introductory rate should indicate they read
request that indicated over the last few years several casket 1. Monitor your employees to be sure they are carefully com- 1S offer and send a check in the amount of $75.00 payable to CB

. ; - i Legal Publishing Corporation along with the name of the subscribing
manufacturers had developed computer programs that al- plying with the requirements. Some of the author’s clients  individual and the email address to be used.

Harvey I. Lapin, P.C., is a member of the lllinois Bar and Florida Bar. He
is a member of the faculty at the John Marshall Law School in Chicago
and is presently teaching the subject of Tax Exempt Organizations.

He has written numerous articles on the subject of taxation, funeral
and cemetery law.

The subject discussed in this article and future articles resulted from
the questions from readers. If you have any questions about the topics
covered in this column or in obtaining professional assistance, please
contact the author /o Harvey 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
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Fairhaven Celebrates 100 Years and
Breaks Ground on New Mortuary

How to Use
the Bible

23rd Psalm
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Bookmarks .39
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S-867
2rd Psalm -
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The Good Shepherd The Loving Shepherd
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‘The Last Supper

Fairhaven Groundbreaking in Mission Viejo

On February 14", Marla
Noel, Fairhaven’s presi-
dent, attended a tradi-
tional groundbreaking cer-
emony that was held at the
site of the firm’s new mor-
tuary in Mission Viejo.
The 11,400 square foot
mission-style mortuary,
designed by architect J.
Stuart Todd, will occupy a
newly remodeled building
at 27856 Center Drive.

$-862
Trailsin the Sand 866
Candles/Light In The Darkness

Fairhaven Memorial Park Waverly Chapel

SANTA ANA,CA— Fairhaven Memorial Park and

Mortuary, as part of their 100™ anniversary celebration,
ry, asp y

held their first annual Sweetheart Dance in the Waverly
Gallery of the Fairhaven Memorial Park on Saturday,
February 26™. The Valentine-themed gala celebration
offered refreshments and dancing to the “swing era” mu-
sic provided by “The Founding Fathers” band.
Although Fairhaven is celebrating a century of ser-
vice, this year, there is new cause for jubilation.

The project is expected to
be completed by midsum-
mer. The new facility will
incorporate a large chapel,
well-appointed reception
area, quaint patio and a

CONTINUED ON PAGE A16
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Lithographed Series .55

Price includes full four-color process stock
pictures on coated front, and on the back,
a one color imprint on white, 18-point board.
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center for handle placement. Copy back side only.

888-800-0335 615-453-0335 Fax: 615-453-9644

1000 2500 5000
43 .36 .34

www.sumtotalfuneralsupplies.com

ANGELUS DIGITAL
DIRECTORY SYSTEMS

a s The Angelus Digital Directory is the ideal way to display announcements

S S and photos to your families. Stands and frames are made in our own plant
for exceptional quality control. Electronic products are guaranteed by us to
meet your needs. Save valuable time in answering questions and directing
visitors by using our state of the art Digital Directory.
Sizes vary so you can choose the appropriate directory
for every location.
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VISITATION
Tuesday 2 - 5 p.m.

FUNERAL SERVICE
at The Chapel 9 a.m.
St Mary's Cemetery

Contact your local Church & Chapel representative for details
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Darren Jones is recruited to Terry Funeral Home

PHILADELPHIA,PA— Darren Jones is on his way to
fulfilling a dream that began as a sixth grade student
researching career options. The Greenwood native has
been recruited to work as the operations manager for
Terry Funeral Home in Philadelphia.

Jones graduated from Piedmont Technical College in
August 2010 with his associate degree in funeral ser-
vice education. He knew from a young age that it was
what he wanted to do.

Mama Goose Urrs

www.mamagooseurns.com

— Owrneed & @ée/‘m@—
Marion Borgfjord
&
Maureen Ellard

Toll Free 877-214-4555

All Our Best to You!

Darren Jones

“Being an embalmer or a funeral director, if you take it
seriously, is somewhat of a calling,” Jones said. “You know
early on if you're going to do something like that.”

Jones graduated from Morehouse College in Atlanta
with a bachelor’s degree in business administration and

MarkThomas + Chapel Craft

he Victory Nicole Urn, part of our
Victory Urn collection, is exclusive to

planned to attend Gupron-Jones College of Funeral Ser-
vice in Decatur, GA, because it was near Atlanta. Then
he realized there was an option in South Carolina.

“Once I thought about, I thought we have a funeral
service program in South Carolina, the only one in
South Carolina, in my home town,” he said. “I’ll just
go back home for a while.”

Jones said it was the best decision he ever made.

His journey to Philadelphia continued as he enrolled
in the funeral service education program at Piedmont
Technical College. With a desire to eventually open his
own funeral home, Jones began talking to other funeral
home owners and directors as he was completing his
final semester. That’s when Dedrick Gantt, a funeral
service instructor, put him in contact with Al Wiley,
owner of Wiley Funeral Home in Baltimore, MD. In
July, Jones traveled to Baltimore to meet with Wiley
and tour his new facility. He found the trip helpful
and informative for what to expect.

But his journey had just begun.

Jones attended the National Funeral Directors and
Morticians Convention in August in Ft. Lauderdale,
FL. That’s where he met Greg Burrell.

“I met Mr. Burrell, who is the vice president of the
national convention. He will be assuming the presi-
dency in August 2011 and is looking for an operations
manager for his funeral home because he will be out
a lot of the time,” Jones said. “He and Mr. Wiley are
good friends and Mr. Wiley recommended me.”

Jones said he knows there will be many challenges
with the move to a large city. But he feels that he is
well-prepared to face those challenges, thanks to the
instruction he received while at Piedmont Tech.

Mark Thomas and is made by one of our
artists in our ceramic studio.The lid is solid
hardwood turned on a lathe, fitted to each
urn and hand finished. All of our Victory
Urns are artist-made. See them and more in

To order call: 800-437-2635

www.markthomasco.com

our Spring 2011 catalog, available now.

The Mark Thomas+Chapel Craft

Spring 2011 catalog is available now.

“This has been an excellent program and Dedrick and
David (Martin) have prepared me for what is to come,”
he said. “This is no nine to five job, but I'm ready.”

Do you have a new
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Website? Ef e
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1-800-321-7479
info@nomispublications.com

By Steven Palmer

Coroner vs.
Medical Examiner

“As Coroner I must aver, I thoroughly examined her.
And she’s not only merely dead, she’s really most sin-
cerely dead.”

—Munchkin Coroner in the Wizard of Oz

Our image of a coroner seems to be shaped from the mov-
ies or TV. We think of the Wicked Witch of the East be-
ing pronounced by the diminutive coroner in the “Wizard
of OZ” or on television we think of “Quincy” who had the
luxury of taking a week to solve one death.

Our image of medical examiner seems to be shaped most-
ly from reality. We watch news footage of a murder victim
being rolled into the large white van bearing the signage
“Office of the Medical Examiner” or we watch the medi-
cal examiner explaining how some celebrity died.

There is a growing debate on whether there should be a
universal system for death investigations. Some are calling
for the abolishment of the coroner system in favor of the
medical examiner format

What’s the difference? Lets define the two occupations.

The Encyclopedia Britannica states that a coroner (from
the Anglo-French word corouner, from coroune, meaning
crown). “An officer of a county district, state or municipal-
ity. From the 16th and 17th centuries on, the chief duty of
the coroner was to hold inquests on bodies of those believed
to have died by violence or accident or who suffered griev-
ous bodily harm. In modern times, in the United States,
the coroner is an elected official.”

Observations

The medical examiner is “an appointed medically quali-
fied officer whose duty is to investigate deaths and bodily
injuries that occur under unusual or suspicious circum-
stances, to perform post-mortems and sometimes initiate
inquests”.

The biggest argument in replacing the coroner system
with a medical examiner is the qualifications. Some coun-
ties require that the coroner be a medical doctor, some do
not. Coroners can be sheriffs, funeral directors, local mer-
chants or anyone who desires to run for the elected posi-
tion. Coroners, even when they have contracted with a
pathologist to do the autopsy, are still the ones who sign
the death certificates. Political pressures may have an in-
fluence on what they list as the cause of death.

The medical examiner is appointed by the local govern-
ing authority such as a board of supervisors. The board
can review the credentials of this medical doctor who is
usually a pathologist and many times a forensic patholo-
gist. It removes political election from the office.

The National Academy of Sciences in a scathing 2009
report supports the abolishment of the coroner system.
In 1928, they first called for its abolishment. They cite
many errors and oversights and inconsistent investi-
gations. Dr. Marcella Fierro, retired chief medical ex-
aminer of the state of Virginia, a contributing author
of the report states, “I am not anti-coroner, I am pro-
competency’ .

Dr. Frank Minyard, coroner of Orleans Parish has faced
criticism of some investigations, especially a few while in
police custody. Critics claim he is too close to police to
be objective. Dr. Minyard, who was an obstetrician-gy-
necologist before becoming coroner, has stated he doesn’'t
feel that a coroner even needs a high school diploma to
do the job. He feels that good communication skills with
families and the media are more important the high levels
of education.

Two counties are considering making the switch from
coroner to medical examiner. Kane County, Illinois board
members are studying the issue as Coroner Chuck West
faces an indictment on misconduct charges. Rock Coun-

ty, Wisconsin recently re-elected its coroner, Jenifer Keach.
However, the Rock County Board voted to replace the cor-
oner system with a medical examiner system in 2015 after
a referendum vote on the subject passed. In 2005 the board
decided to change from coroner to medical examiner but
changed their mind before it took effect. This time they let
the voters decide.

Dr. Cyril Wecht, a renowned forensic pathologist and attor-
ney (and media darling) is also a coroner (Allegheny County,
Pennsylvania). He feels both systems work.

“If that coroner understands what medico-legal investiga-
tion is all about and he/she has a forensic pathologist and
they use a forensic toxicologist, anthropologist, entomolo-
gist, criminalist, etc then the system works quite well.”

That’s a lot of ifs. The importance of competent and
thorough investigations will send the proper persons to
jail, make safety improvements to avoid future deaths and
give grieving families the answers they need to deal with
their loss.

“The medical examiner should master a specific curricu-
lum. The days when anyone with experience in handling
dead bodies can join the coroner’s office should be passé...
There are lessons to be learned from death. And because
these death events are repeated over and over again, we
must strive to understand them.”

—Dr. Thomas Noguchi, former Los Angeles County
“Coroner to the Stars”

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.
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Handley Funeral Home takes delivery
of new Cadil

lac Funeral Coach

DANVILLE,WV— Ira Handley of Handley Funeral Home, Danville, WV, with Ran-
dy Garner, Vice President of Sales for Federal Coach at the factory in Amelia, OH,
shown taking delivery of his new 2011 Cadillac Funeral Coach. The unit was sold by
Allen Smith of Barboursville, WV, an agent of Muster Coaches of Calhoun, KY. Mr
Handley operates several locations in the state of West Virginia.
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Dual Screen 24” Directory

42” Memorial Tribute Video Display

22" Digital Sign

22" Cherry
Digital Sign

Digital directory signs and tribute
video displays for funeral homes.

Now your funeral home can display announcements
that are personalized with the deceased’s photo.
Gone are the days of changing plastic letters or
printing impersonal announcements on papetr. It's
easy to create digital announcements with our
free EZ Directory Creator software. Design your
announcement online and save to the included
USB flash media drive. Insert the drive into the digital sign and turn it on.
It’s really that easy to operate. Choose from themed backgrounds to further
personalize the digital ditrectory announcement for the family. All our signs
feature commercial grade LCD screens for round-the-clock operation. For
more information visit mygvm.com or call 1-800-270-1237.

Digital Announcement Software
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1-800-270-1237 * mygvm.com

SOUTHLAND . .
MEDICAL April Specials
CORPORATION Prices Good Through May 20,2011
800-959-9160 For Promo Pricing - Reference YB411
We've expanded our line of Soaps & Disinfectants to bring you more of the cleaning supplies you need!
- SURFACE DISINFECTANTS FLoOR CLEANERS |
& T Clorox” Fresh Wipes, Lemon Scent Mr. Clean” Concentrated Item!
SIS I '
e I P& 75/canister 6/cs  $40.00cs 1 gal 3/cs $60.00 cs 5“,‘: DI'IN,ERLS, Coreless Roll Natural
{E‘ sme -4 | Lysol" foam, Fresh Clean Scent Mr. Clean® ready-to-use spray Igh Density Liner, Coreless Roll gtura”
e o8 10 gal 6micron  24"x24” 1000/cs  $25.00 cs
L 240z 12/cs $50.00¢s 320z.  12/¢s $49.00 cs . e
: e o o : o 15 gal 6micron  24"x33" 1000/cs $32.00 cs
= Lysol® spray, available in Swiffer Sweeper 15 qal g mi 27x33" 1000/cs  $40.00
ol BT — i Fresh Scent or Crisp Linen® Scent : 3/cs $48.00 cs 9 micron X 6 o0 e
| 19 12/ $85.00 Swiffer S “refill 20-30gal  13micron  30"x37" 500/cs  $40.00 cs
o New - - " © e e e ¢ ¢ B3gal Timicon  33x40° 500/ $47.00¢s
/\""e"-mv dry,32/bx 6/cs  $70.00 cs g . S ‘
- wet 12/bx 12/cs $72.00 ¢s 33 ¢qal 16 micron  33"x40”  250/cs  $34.00 cs
- ’ ' 60 gal 16 micron  38"x60” 200/cs  $45.00 cs
> HanD HyGIENE FURNITURE CLEANERS 2‘812 ZZ: 12 micon jgijg §§8§§§ iiﬁﬁz o
P s Dial® liquid soap, reqular — - High Density Liner, Interleaved Roll, Natural
Tgalrefil  4/cs  $50.00¢s Pledge” furniture polish, aerosol 56glutton 14 micron _ 43"x48"  200/cs_ $35.00¢cs
Dial* hand sanitizer 17702 6/cs  $48.00¢s oy Density Liner, Coreless Roll Black
7502, 12/cs $50.00cs Swiffer 360" Dusters, w/handles 33 gal J0mil - 33'x40"  250/cs $42.00cs
Softsoap” with aloe, Regular starter kit 12/cs $45.00¢s 33y 90mil  33"x40"  200/cs  $50.00cs
7502, 12/cs $30.00cs Swiffer” 360" Dusters refills 6/bx 55 gal JAmil - 36"x58"  100/cs  $28.00cs
Softsoap® Antibacterial™ unscented  6/cs  $68.00cs 60 gal 1.5mil  38"x58” 100/cs $44.00cs
7.50z. 12/cs  $30.00 cs 40 - 45 gal 1.5mil  40"x46" 100/cs  $58.00 cs
Super Heavy Duty Liner, Premium, Black
\ 60gal,2-Ply  135mil  38"x58" 100/cs $44.00 cs
‘ 56glutton  1.35mil  43"x47" 125/cs  $44.00 cs
1___ BatHroom CLEANERS NFW J Winpow CLEANERS !
? Comet”, industrial strength Item! Windex® =
21 0z.can 24/cs  $44.00cs 1 gal refill 4/cs  $49.00 cs o LAUNDRY DETERGENT
Clorox” toilet bowl cleaner w/bleach 32 0z.trigger spray 12/cs  $64.00 cs . igs ‘ Tide w/bleach, 95 loads
24o0z.bottle  12/cs  $34.00¢s BOET b s $76.00
sponges, 2 sided 20/cs . $25.00cs 02X &G e
Ay _Low Sups Bolt, Low Sudsing
it W '-=-‘._'_- 40 Ibs. $49.00 ea
em:.
Call for a catalog or visit us onlineat We offer a full line of:
i’“ d d - Protective Gloves - Protective Apparel - Other Apparel - Facial Protection - Prep Room Supplies - Funeral Service
WWW.SOUt anameda.com - Soaps & Disinfectants - Instruments - First Call - Coroner & Donor Service - Ferno® Mortuary Products - Church & Chapel
Ph.800.959.9160 or 714.456.9160 - Funeral Stationery - Mortuary Equipment - Crematory Products - NEW~Hair & Beauty ... and a whole lot more!
Fx.714.456.9094 « info@southlandmed.com Every effort has been made to keep our ad error free. We reserve the right to correct any errors that may occur.
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Malloy & Son Funeral Home has an

honored history in Galves
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Malloy & Son’s 1937 Packard Henney Hearse and 1935 Packard Touring Sedan

drawn ambulance in Galveston, as well as the services
of a funeral home. When Malloy’s son, Frank R. Mal-
loy, joined the firm in 1909, the Malloy family intro-
duced another first in the Galveston area, an automo-
bile ambulance. The Malloy family also put Galveston’s
first automobile hearse into service in 1918.

Mr. Malloy, with the help of his son and grandson,
Frank F. Malloy, III, opened the firm’s present facility
on August 16, 1930. Designed by Galveston architect,
R.R. Rapp, the new facility, which took four years to

By Gary Finch

Is OSHA Dead?

During the George W. Bush years, the focus of
OSHA inspections was dramatically changed. Ran-
dom (Planned) inspections were limited to industries
and sectors with the highest accident rates. This high
accident sector was to be an evolving list. If your in-
dustry did not make the first targeted list, there was
always next year. The list would evolve according to
the latest accident and illness trends.

While the list is not stagnant, some industries are
targeted every year, and there are others that never
ever make the list. The funeral industry is classified as
“Retail Service”. We are always at or near the bottom
of the accident rate scale. We always will be. The con-
struction industry, crane and derrick operators, mine
workers, and oil drilling and refining are always on
the list. They will always be near the top in accident
rates. In the sometimes group, you will find nursing
homes and other sectors of healthcare, vehicle me-
chanics, and some assembly line workers.

There were many critics of the Bush method, but
they were silenced as occupational illness and acci-
dents were lowered significantly. The only real weak-
ness was that a few sectors were not getting any in-
spections. If those industries never get inspected,
their in-house safety will deteriorate. This was going
to be corrected under President Obama’s OSHA.

They began to hire extra inspectors. It was expect-
ed that some of those would be assigned to inspect
business with low accident rates. It was important
for every industry to know they did not have a pass
from OSHA regulations. Under Obama, they also
pledged to lower the formaldehyde threshold. They

wanted the USA to correspond with stricter thresh-
olds enforced in Europe and the rest of the world.
Oh yes, lest we forget, they also promised to bring
back ergonomics. They called it: Moving the 800
pound gorilla.

So where are OSHA and the funeral industry to-
day? How are the Obama promises about chang-
ing OSHA working out? There is zit, nada, noth-
ing, zero. I don’t consider them lies. I consider it
naivety in the extreme. In a sector where George
W Bush left a huge footprint, the Obama bunch
hasn’t made a mark.

There are 33 senator seats that will be open in the
next election. Democrats hold twenty-three and
the Republicans hold only ten of those seats. You
are not going to find Democrats willing to vote on
safety legislation this year. Republicans rarely sup-
port broadening agency authority. This means that
for the crane and derrick industry, OSHA won’t
miss a beat. For the funeral industry, they need a
pacemaker and a map to even find us.

We will continue to have inspections that stem
from employee complaints. We will have inspec-
tions where the OSHA office is conducting Local
Emphasis Programs. OSHA is still the law. It isn’t
going away. For some, it is still a monster. For us,
the monster sleeps.

Quiet please — let the monster sleep.

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

Malloy & Son Funeral Home

complete and was one of the largest funeral homes in
the area, boasted several unique features, including a
car washing station in the garage and a suite of rooms
for families who wished to remain overnight.

After the deaths of Frank P, Frank R., and Frank E,
the funeral home remained in the family under the di-
rection of Evelyn Malloy, Frank R. Malloy’s wife. After
her death, the funeral home was co-owned by three de-
scendants of Frank P. Malloy until it was purchased by
Rosemary Malloy Kimbrell Hanson, a granddaughter
of the original founder. The funeral home is currently
owned and operated by Rosemary’s son, Ron Hanson,
a 4th generation of the Malloy family, and operated by
his daughter, Tiffany Hanson, a 5th generation Mal-
loy family member.

In December of 2007, after four years of restoration,
the firm introduced two classic professional cars into
service: a 1937 Packard Henney Hearse, and a 1935
Packard Touring Sedan. Both were used in the every-
day operations of the firm until they, and the funeral
home, were damaged by over six feet of flood water
from hurricane Ike in September of 2008. After nine
months of reconstruction, the facility recovered with a
few modern updates. However, the classic fleet is still
under repair.

The Malloy & Son Funeral Home is located at 3028
Broadway, Galveston, Texas. For more information,
they may be reached by phone at (409)763-2475 or

visit their website at www.malloyandson.com.
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Foundation Partners
Group welcomes 108
Year Old McDermott
Crockett Mortuary

TAMPA,FL— Foundation Partners Group, LLC is
proud to announce that McDermott-Crockett Mor-
tuary of Santa Barbara, California, has chosen to join
the Foundation Partners family.

“McDermott-Crockett proudly serves over 700 fami-
lies each year from their Santa Barbara location. The
business was established in 1906 and has continued
its long standing reputation of exemplary service to
the Santa Barbara community,” says Steve Shaffer,
President and CEO. “We are pleased to add another
well-known, quality operation to our west coast op-
erations.”

“In Foundation Partners, we saw partners with exten-
sive experience in funeral service, a significant amount
of opportunity for growth and a culture that we felt

CONTINUED ON PAGE A34
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and the tradition of your business —
to North America’s largest
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dedicated to funeral professionals.
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all from your iPhone.
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Fairhaven Celebrates 100 Years and Breaks Ground on New Mortuary
Continued from Page A11

garden overlooking the
scenic surrounding can-
yons.

On August 28% 1911,
Oliver Halsell and a few

Santa Ana businessmen

realized their vision of a
beautiful memorial park
to serve the rapidly grow-
ing population of San-
ta Ana. From its incep-
tion, Fairhaven Memo-

Merican

CREMATORY EQUIPMENT CO.

SALES « SERVICE « REPAIRS « SUPPLIES

P.O. Box 4087 * 9828 Arlee Avenue

(800) 396-2254 » Fax: (562) 222-2880

www.americancrematory.com

JOHN RAGGETT

Vice President

Santa Fe Springs, CA 90670
Office: (562) 222-BURN

Cell: (562) 755-1244
john@americancrematory.com

“SERVICE IS EVERYTHING” ™

HONORING THOSE
WHO SERVED"

rial Park, a member of
the American Associa-
tion of Botanical Gardens
and Arboreta, has been a
place of stunning beauty
and quiet reflection. Its
73 acres of lush lawns is
home to more than 1000
trees from around the
world. The grounds are
also home to several state-
ly buildings including the
historic, 1916 Fairhaven
Mausoleum and the Old
English-style Waverly
Chapel.

Today, the Fairhaven
Memorial Park and Mor-
tuary continues to pro-

astcelds

* High Quality Velvet Interiors
with Custom Piping Trim

* Service Branch Emblem
On Head Panel

% Service Branch Chrome
Emblem on Lid Exterior

* US Flag Emblem at Both Ends
* Stars on Front and Back

Other Models Available

1-800-882-5907 « www.affinitycaskets.com

Sweetheart Dance at Fairhaven Memorial Park

Fairhaven Memorial Services Staff (L to R) Marla Noel, president, Natalie Witt, events direc-
tor and Tiffany Gallarzo, vice president.

vide the highest standard
of professional mortuary,
funeral and interment ser-
vices. Additionally, they
offer an onsite crematory
and a florist quality de-
signer service. Fairhaven
Memorial Services of
Mission Viejo and the new
Mission Viejo mortuary
have a firm foundation
upon which to honor the
firm’s mission statement:
“Through personalized
service, we will remain
the first choice of Orange
County families.”
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Widest & Best Operating Table on the Market!

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:
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FOOT/HEAD IND ADJ YES YES

NO SPLASH DRAINAGE BEST AVERAGE
WARRANTY 3 YEARS* 2 YEARS
PRICE $1,597 $1800

MULTI-LEVEL COTS W/ 2-YR STRUCTURAL WARRANTY*
600 LB CAPACITY $1327 » 950 LB CAPACITY $1697

LOWERING DEVICES W/ 5-YR STRUCTURAL WARRANTY*
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What are you Teaching these Students? The State

of Funeral Service Education

As a program chair I have had funeral directors ap-
proach me at a convention and ask: “What are you
teaching these students?” My first response in the past
has been a laundry list of the curricular requirements,
and then I ask “Why?” The funeral director then tells
me all the things the graduate cannot do even though
the graduate may be in the first week of an internship,
whether or not they were a graduate of the program
at which I am employed. This article will attempt to
answer the question of what we teach in Funeral Ser-
vice Education and, by doing so, describe the State of
Funeral Service Education.

In 2009-2010, a study was conducted through Iowa
State University which studied the demographics of
students who graduated from an American Board of
Funeral Service Education-accredited Mortuary Sci-
ence / Funeral Service program in 2009. In addition
to the demographic data, the study also considered the
educational experiences in the Funeral Service / Mor-
tuary Science program and sought permission from the
graduates to access their National Board Exam scores.
The survey included graduates from 33 accredited pro-
grams throughout the country.

The results of the study were interesting in all areas
and surprising in some areas. The first area of interest
was what educators have known for some time that
students are coming to Mortuary Science / Funeral
Service education with-

By Kevin E. Patterson, PhD

uate had with cremation, cosmetizing deceased human
beings, casketing of remains, assisting with transfers of
remains, embalming with or without other students
present, assisting or observing funerals, visitations, and
working in groups.

The study found that 4% of all graduates answered
that they had NEVER completed an embalming even
though graduates are required to participate in 10 em-
balming cases as a requirement of the accreditation
standards. All of the responses came from 2 institu-
tions and none of the graduates identified themselves
as online students.

The results revealed that the vast majority of students
only learn to embalm in groups of students rather than
in personal one-on-one cases with a licensed funeral
director/embalmer. 49% of the graduates had NEVER
embalmed without other students present. This phe-
nomenon may lead to some of the criticism by profes-
sionals that graduates are not able to embalm once they
graduate. The reason this may lead to graduates not
knowing the embalming process is because the grad-
uate may never have been required to work through
all processes on his/her own without another student
giving assistance.

Other results from the survey include: 60% of all

graduates had never observed a cremation nor toured
CONTINUED ON PAGE A20
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out any prior funeral ser-
vice experience. The study
found that only 22% of
the graduates had a rela-
tive who was in the pro-
fession. The study also
found that 50% of the
graduates of Mortuary
Science programs had no
experience working in a
funeral home prior to en-
rolling in the program of
study.

A second area of interest
was the prior education of
the persons entering into
the accredited programs.
Of the 2009 graduates,
23% of the graduates pos-
sessed a Bachelor’s degree
or higher before they be-
gan the Funeral Service
program. It also revealed
that an additional 39% of
the graduates possessed at
least an associate degree
prior to admission into
the program. Together
62% of those who gradu-
ated from a Funeral Ser-
vice or Mortuary Science
program possessed a de-
gree equal to or higher
than the level required by
accreditation prior to be-
ginning the program. It
has been suggested in pre-
vious articles that the ac-
credited programs should
do a better job of recruit-
ing bachelor’s degree stu-
dents into the program.
This result demonstrates
that the programs are ad-
mitting a large number of
students (over 50%) who
already possess more edu-
cation than what will be
awarded in the program.

The study then turned
to the educational expe-
riences of the graduates.
The survey asked gradu-
ates to identify the prac-
tical experiences they had
while in the accredited
Mortuary Science / Fu-
neral Service program.
The questions included
what experience the grad-
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Funerals Today Magazine to host Convention and Expo

PHILADELPHIA,PA— Fu-
nerals Today Magazine
is hosting its first annual
Convention and Expo.
This is no ordinary funeral
convention; this conven-

FUNERAL HOME & CEMETERY NEWS Section A4

tion is for the families. As
the go-to magazine for our
elderly community look-
ing for change, innovation
and education, we have
designed this convention
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able to them when their
loved one has passed on
and in turn it will teach
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them how to honor the
lives of their loved ones in
a unique way. Everyone is
welcome.

There will be four classes
at the “Be Educated” Con-
vention. In “Beauty is in
the Eye of the Beholder”
you will learn if restorative
art is ever necessary for the
presentation of your loved
ones human remains. In
“Your Ideal Funeral” you
will learn the 5 Steps that
will guarantee your ideal
funeral. The instructor of
this class will demonstrate
how caskets are manufac-
tured and operated. You
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will also receive the Ideal
Funeral Workbook. “Sym-
pathy, Why?” will discuss
sympathy flowers, sympa-
thy food, sympathy cards
and the answers to what
you really need in order to
properly grieve. “Innova-
tion” will present the past,
present and future of fu-
nerals, from the ordinary
to the extraordinary.

The Convention and
Expo will include a silent
auction, giveaways, White
House tours, and a horse
drawn carriage. Exhibitors
include innovative casket
companies, unique flo-
rist, life celebration com-
panies and so many more.
Please visit www.Funeral-
sTodayMag.com or read
the March/April 2011 Is-
sue of Funerals Today for
registration information,
class details, exhibitor and
presenter information.

Funerals Today Magazine

is known for its unique

APRIL 2011

ability to transform the
most difficult time in
one’s life into a more open
minded experience that
will enlighten, encourage
and enhance your knowl-
edge about the inevita-
ble. Funerals Today is the
first magazine geared to-
ward educating families
about the funeral service
industry and their goal is
to educate, enlighten and
entertain every day. Indi-
vidual subscribers, funer-
al homes, nursing homes,
and mortuary schools are
just a few of the organiza-
tions and companies that
subscribe to Funerals To-
day.

Eternal Enterprises,
Inc. is the parent company
of Funerals Today Maga-
zine, the Helping Hurting
Hearts Network, Funeral
Divas™ social group and
product line and the First
Generation Funeral Direc-
tors Association.
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The Death and Funeral of Benjamin Franklin, American (Part 1)

What an understatement to say that Benjamin Frank-
lin was a unique man of many achievements! Franklin
was the only Founding Father who signed all four of
the documents which essentially created the United
States of America, namely:

1. The Declaration of Independence

2. The Treaty with France

3. The Peace Treaty with Great Britain

4. The United States Constitution

Benjamin Franklin is
also known as:

1. The inventor of the
Franklin stove —
known for its heating
efficiency

2. The publisher of the
first Masonic book in
the United States

3. The inventor of the
bifocal lens

4. The inventor of swim
fins

5. The creator of the
lightning rod

The creator of the first public library

The creator of the first volunteer fire department

The first United States Postmaster

The inventor of the carriage odometer

10. The creator of the first map of the Gulf Stream

11. The inventor of the armonica.

Franklin also helped establish the first public hospi-
tal, Pennsylvania’s first university, and a profitable fire
insurance company.

George Washington himself praised Benjamin
Franklin when he wrote in a letter to Franklin in
1789: “If to be venerated for benevolence, if to be
admired for talents, if to be esteemed for patriotism,
if to be beloved for philanthropy, can gratify the hu-
man mind, you must have the pleasing consolation
to know that you have not lived in vain.” What an
understatement, considering that the only other man
in the United States who had been a true contender
to become our new nation’s first chief executive was

Todd W. Van Beck
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By 1odd W. Van Beck

Benjamin Franklin! Had Franklin been twenty years
younger in 1789, he easily could have been the first
President of the United States.

Benjamin Franklin was born on January 17, 1706
on Milk Street in Boston, Massachusetts. He was the
tenth son of a soap and candle maker. Franklin was
baptized at the Old South Congregational Church
and, after receiving little formal education, Franklin
set out on a lifelong pursuit of self education. He set
his sights on the printing
profession and obtained
an apprenticeship with
his half-brother James.

In 1723 at the young
age of 17, after having
quarreled with James,
Benjamin Franklin left
Boston for Philadelphia,
where he would basically
reside for the rest of his
life. Franklin rose rapid-
ly in the printing profes-
sion and published 7he
Pennsylvania Gazette for
eighteen years. However
Franklin’s most success-
ful literary venture was
the annual Poor Richard’s
Almanac. It won popular-
ity in the Colonies sec-
ond only to the Bible,
and its fame eventually
spread to Europe. Here
are some gems from Poor
Richard:

* He that waits upon for-
tune, is never sure of a
dinner.

* He that lives upon hope
will die fasting.

* If you would be loved,
love and be lovable.

CONTINUED ON PAGE A30

Page A19

. Family Medical History « 2nd Opinion Autopsies ¢« Exhumation Autopsies ¢ Malpractice Autopsies

o
Z
@
a
g
5
<<
kS
b33
=]
>
3
g
2
@
<
<
s
a
8
3
[a
=
g
<<
5
i
s
@
2
4
g
<

Prompt, courteous, discreet and
professional postmortem
examination services for any
reason. Services also available for
organ/tissue retrieval, postmortem
biopsies for DNA/HIV, confirmation
of Alzheimers Disease, Asbestosis
& Black Lung Disease, efc.

AUTOPSY EXPERTS NATIONWIDE
OF AMERICA, LLC SERVICES

Over 37 years of Experience 'I -800-343-21 35 7 days
www.autopsyexperts.com

Independent

AUTOPSIES

by Board-Certified Pathologists
Licensed in Your State

« juOSeay Auy 104 saisdoiny » saisdoiny Yieaq ApoisnD-u| «

Postmortem Biopsies * 2nd Opinion Autopsies * Malpractice Autopsies « Exhumation Autopsies

International Logistic Services, INC.
DELIVERING WHAT OTHERS PROMISE

International Air Transport of Human Remains

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

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

« Fully Licensed |ATA Freight Forwarder

« TSA Approved Indirect Air Carrier (IAC)

For inquiries please contact us at:
www.ilogistics.com .
(800) 842-0213
(718) 723-5151

=

J

ACB 13-01 -2 pack ~--

« 12" x 70" -Board Glued Down Middle
* 400# Brown Kraft Bottom
10" Oyster White Lid

¢ Sold in 2 Packs, Folded Flat

&

4 ¥
4
e

$39.00

Per Pair

(Shipped Flat)
In Pairs

HEAD

NO - IFS ANDS o

1-800-220-7410

FOB Indianapolis, Indiana.
\ Manufacturer reserves right to change or modfy materials and pricing without prior notice.

WHILE
SUPPLIES
LAST

-




Page A20

Saving

Call For Up

OME PERSON can do the work of many!

Shown with NEW FREEDOM PIVOT Casketing

1000 Lir

III .'. .|. |I 't II |I |I \ || .I. ] |-.

1000 LB. Lifting Capacity

i« MORTUARY LIFT COMPANY
1-800-628-8809
www.mortuarylift.com

FUNERAL HOME & CEMETERY NEWS Section A4

a crematory; 57% had
never seen a funeral in a
religious place of worship;
62% had never observed
an autopsy; and 24% had
never been in a casket se-
lection room.

The most surprising data
came when asked about
the observation of funer-
als, visitations, and ar-
rangement conferences.
Nearly 50% of the grad-
uates responded that they
had NEVER observed an
arrangement conference.
69% stated they had never
set up or observed a visi-
tation. And most surpris-

ing of all, 38% of all 2009
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By Kristan Dean

One of my favorite Life Lessons is: The greater the chal-
lenge the greater the gift. . .all we have to do is find it. With
this in mind, plus realizing that Mothers Day is around
the corner, I ask you: How can you help those who have
experienced the greatest loss most can imagine, the death
of a child, find their gift? Sadly, there is no perfect answer.
Justas we can never truly feel the pain that is in someone’s
heart I cannot tell you what the gifts are for the mothers
in your community who have lost their children.

What I can tell you is that there a7e gifts and with your
help they can be found. I know this because the saddest
funeral I ever attended, the service for my cousin’s daugh-
ter, became one of the most loving experiences I have ever
had the privilege to witness. Her service taught me that
some spirits are too perfect for this world and the love they
bring is beyond measure.

Francesca’s first gift to her mom was being born so that
her family could hold her as they said good bye. Her sec-
ond was bringing us all together in love and faith to find
away to celebrate where she got to go by participating in
a service that helped us further understand that she will
forever be a part of our hearts and our lives.

These realizations inspired me, with the help of my family,
to write “A Gift From Heaven” as a present to my cousin
and with her blessing. “A Gift From Heaven” is now help-
ing Francesca spread her wings in hopes that the gifts she
brought to our family can serve to comfort others.

The question is: how can you help the mothers you serve
find the gifts that their children in Heaven can bring to
their lives and the lives of others? Looking for inspiration?
Dr. Joanne Cacciatore just may have your answer.

Joanne is more than the founder of the Miss Foundation
a not for profit organization that provides crisis support
and long term aid to families after the death of a child. She
is the mother of Cheyenne, who died in 1994. This pain

led Joanne “to seek out ways to keep Cheyenne’s memory
alive...to create a legacy. . .to help change the lives of oth-
ers because of her presence on this earth.”

How? Joanne “set out on various missions of random
kindness...” and .. .began to feel a sense of peace in know-
ing that Cheyenne was the reason for my enlightening.”
Today Cheyenne continues to spread her wings through
the Miss Foundation’s Kindness Project.

This project, according to www.missfoundation.org,
“reminds others that our children, and other loved ones,
are so important to us that we...extend the life and love
of our child and share it with others...a legacy of love.”
How? Participants perform random acts of kindness, “leav-
ing a card behind so that the person who benefits from
the kindness knows that someoness life and death contin-
ues to matter.” The hope is that “we can make incredible
transformations within our communities, in our families,
and in ourselves.”

This Mothers Day please join Joanne by bringing every-
one you serve together to “transform the world” in honor
of the children who now live in the hearts of their moth-
ers. Please consider hosting or becoming a part of a Miss
Foundation Mothers Day walk and/or kindness event.

For more information please visit www.missfoundation.
org. I look forward to learning about the gifts that you
help the mothers you serve find. Please give me a ring
at 781-331-5308 or, if you prefer email me at kristan@
mooneytunco.com. To learn more about the gift Franc-
esca is helping us share with the world please visit www.
merrychristmasfromheaven.com.

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

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

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

graduates had NEVER
observed a funeral as part
of their education.

I know some of you are
thinking online education
is causing this. Actually it
is not. The survey revealed
that ALL graduates who
responded that they had
completed the program
online also responded
that they had participat-
ed (at least monthly) in
embalming cases with-
out other students, they
had attended on average
more funerals than the
on-campus students, and
they had observed more
cremations, visitations,
transfers of remains and
arrangements than their
on-campus counterparts.
On average, graduates of
the online programs had
statistically more profes-
sional experience than
did their on-campus col-
leagues.

So, did the practical ac-
tivities make a difference?
That depends upon how
you measure success. Cur-
rently in Funeral Service
Education, the only na-
tional measure of what a
graduate has learned is the
National Board Examina-
tion. When the study be-
gan, this author hypothe-
sized that the more prac-
tical experiences to which
a student was exposed,
the higher the National
Board Examination score
and pass rate. The study
revealed that professional
experiences such as em-
balmings, assisting with
funerals, observing visita-
tions, etc. had no impact
on a student’s / graduate’s
National Board Examina-
tion score or pass rate.

So the next logical ques-
tion was: What did have
an impact on the Na-
tional Board Examination
score?

The study revealed that
the best predictor of suc-
cess on the National
Board Examination was
the Grade Point Average
of the graduate; the high-
er the GPA, the higher the

score and the more likely
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What are you Teaching these Students?
The State of Funeral Service Education

Continued from Page A17
the student was to pass the

National Board Exam. The
study also demonstrated
several comparisons that
resulted in a difference in
outcome on the NBE.

The first difference was
that online graduates
scored statistically high-
er on the Arts section of
the National Board Ex-
amination than did on-
campus graduates. When
the practical experiences
were measured, there were
no experiences, nor com-
binations of experiences,
including the number of
embalming or funerals
studied that produced a
higher NBE score than if
the graduate had not par-
ticipated in those practi-
cal experiences. Though
no practical experience
in the accredited pro-
grams produced a high-
er NBE score, the study
found that those who
had worked at a funeral
home prior to going to
the accredited Mortuary
Science program scored
higher on the NBE than
those who had not. Sug-
gesting that the best was
to prepare a student to
maximum scores on the
National Board Exam is
for them to work in fu-
neral service prior to en-
rolling in the accredited
program.

Another observed result
was the similarities and
differences in regionally
accredited and non-re-
gionally accredited pro-
grams. Regionally accred-
ited programs are those
programs which are ac-
countable to a higher ed-
ucation authority in ad-
dition to the American
Board. The regional ac-
crediting organizations
evaluate colleges and uni-
versities (as well as ele-
mentary and secondary
schools) to determine the
quality of the institution.
The study revealed no sta-
tistically significant dif-
ference between Mortuary
Science programs which
are regionally accredited
and those which are not
regionally accredited in
terms of National Board
Exam scores. The study
did find a difference in
the practical experienc-
es to which the students
were exposed. Those grad-
uates of regionally accred-
ited programs had statis-
tically more professional
experiences during the
program of study than
those graduates from pro-
grams without regional
accreditation. There was
also a strong correlation
between regional accredi-
tation and whether or not
a student was required
to enroll in a practicum
course which required
the student to work in
a funeral home during a

portion of the program of
CONTINUED ON PAGE A27
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Steen Funeral Home takes delivery of
new Limousine

ASHLAND,KY— Gary Broenneke of Jones Coach Sales congratulates Brian Bin-
ion and Bill Fields of Steen Funeral Home, Ashland, KY, on the purchase of their

new Eagle Limousine.

Giving Back to the Community
is a Family Affair

Board of Fort Hamil-
ton Hospital, on which
he continues to serve.
As board chair he played
a successful role in the
four-year struggle to keep
the hospital in the city. It
was this accomplishment
that earned him the 2010
Citizen of the Year award,
recognizing someone who
“left a special mark on the
city in 2010, beyond just
their normal job.” As the
largest non-government
employer — with nearly
1,100 employees — and
the only hospital in the
city, Fort Hamilton is a
cornerstone of the com-
munity. “From my days
on city council, I clearly
understood the financial
benefits of keeping those
jobs in Hamilton,” he re-
marks. “And I stood firm
on my belief that as the
12th-largest city in Ohio,
Hamilton should have a
hospital to serve its resi-
dents.”

With his father as his
mentor, son Rob shares
Bob’s commitment. While
a student at Wright State
University in Dayton,
Ohio, he became involved
in philanthropic efforts,
primarily through his fra-
ternity and the Greek sys-
tem. At Cincinnati Col-
lege of Mortuary Science
— where his father, grand-
father and great-grandfa-
ther also graduated — the
faculty selected Rob to
receive the Ohio Funer-
al Directors Association
award, honoring him for
the student leadership he
demonstrated. Today at
25, he is strengthening his
good-neighbor skills by
serving on the boards of
two organizations impor-
tant to his Butler County
community: Partners in
Prime (providing Meals
on Wheels and activities
for seniors) and the Fit-
ton Family YMCA.

“I know I'm going to be
here in Hamilton a long
time, so I want things to

be the best they can be,”
says Rob. “People need to
make that happen by giv-
ing of themselves, step-

Continued from Page A4

ping up to the plate.” As
a kid, he thought every-
one did that. “Now I real-

CONTINUED ON PAGE A26
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Miller Funeral Home Opens in Coshocton
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Cremation
Issues and
Answers

By Ronald Salvatore

Matthews

CREMATION DIVISION

- -

L -

In my 23 years in the cremation industry, I have at-
tended well over 100 zoning hearings across the coun-
try assisting funeral homes, cemeteries, vault manu-
facturing plants and other funeral related businesses
in their efforts to secure local approval for the instal-
lation of our cremation equipment. Often, these hear-
ings are placed last on the agenda so I've had plenty of
opportunities to witness hearings for other projects.

At one hearing there was a proposal to construct an
assisted living facility on a main commercial road.
Residents of a nearby subdivision objected arguing
it would increase traffic making it more difficult for
them to exit onto this road to do their shopping. No
one objected to the need, no one disagreed that it be-
longed in a commercial zone. What they objected to
was having it near them...and they won.

My point? If the general public is objecting to
something as innocuous as an assisted living facil-
ity, imagine their reaction to your proposal to have
a crematory. From personal experience I can tell you
that people are very vocal and emotional in their op-
position, organized, and prepared to do most any-
thing to ensure the project is defeated. They will
oppose a crematory project based on environmental
and health concerns, property values, traffic, noise,
emotional issues, and of course, NIMBY — Not In
My Back Yard.

If you are considering adding a crematory to your

facility and a zoning hearing is required, do yourself a
favor: don’t assume that because you have been a pillar
in the community for 20, 30 or 40 years and every-
body respects you and appreciates all you have done
for the community that you will not have opposition;
don’t assume that residents several blocks away will
not object; don't assume that your desire to provide
a much wanted and needed service to your families
will be embraced by all; don’t assume that just because
the planner or zoning officer supports the project that
the zoning board will approve it against the wishes of
your neighbors. This is especially true if it is an elected
board.

You need to assume there will be some who will op-
pose your project, and you must be prepared to address
their concerns and objections. With proper represen-
tation and preparation you have a chance to obtain
approval. If you are not prepared and are not prop-
erly represented, your chances of approval are slim at
best.

Next month we'll outline what you should do to
prepare for a zoning hearing.

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

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

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

The Miller Family

Miller's Spacious Main Lobby

Kitchen Facilities at Miller Funeral Home

and construction phases
of the project, to combine
the historic elements of
the original structure with
a modern, spacious facil-
ity to produce “Exactly
the building we needed...
a building with the details
of service in mind.”

The Miller Funeral
Home opened its doors
on January 13* with a Co-

shocton County Chamber
of Commerce after hours
event, before inviting the
public to an open house
on the 16™. Over 1000
people attended the event
which showcased the fa-
cility’s two large showing
rooms and many thought-
ful details including: a

covered entrance, spa-
CONTINUED ON PAGE A24
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Edwards Funeral Service
Pioneers New Disposition
SYStem Continued from Page A10

manufacturer with a safe, low-temperature, no-pressure
system,” Edwards points out. “Those features are im-
portant for the safety of my staff, not to mention the
huge capital and long-term maintenance inherent with
high-temperature, high-pressure vessels, pumps, seals
and steam boilers.” They were also the only manufac-
turer who had equipment that was beyond the proto-
type and testing phases.

Yet would families accept and choose this revolution-
ary option? “I discussed alkaline hydrolysis disposition
with nearly 100 cremation families last year and not
one objected to it,” reports Edwards. “When some
families asked whether it was possible to delay their
planned cremation until alkaline hydrolysis is avail-
able, I realized this method of final disposition could
be not just an additional option, but a preferred op-
tion over fire-based cremation.”

Bio-Response Solutions’ CEO has been developing
and fine-tuning low-temperature alkaline hydrolysis for
nearly a decade. “We have worked to perfect the pro-
cess and have developed a number of innovations that
allow it to be equal or superior to high-temperature,
high-pressure systems,” notes Joe Wilson. “We have
superior geometry in our patent-pending tip technol-
ogy. We are cleaner after each cycle and use fewer en-
ergy resources. We believe
we provide independent
and family-owned funeral
homes a practical, afford-
able opportunity to set up
their own disposition op-
erations, allowing them to
compete with large corpo-
rate operators.”

Edwards likes that it is
a natural and more digni-
fied method than crema-
tion. “Alkaline hydrolysis
is a clean, green, natural
process which mimics the
natural decomposition
of the body in a matter
of hours, achieving the
same result that would
take months or years with
Mother Nature,” he com-
ments. “There is no fire,

no flame, no destructive stories, sangs and experiences that
burning of the body. It’s a Arfakfe Secksent.
more dignified option.” . ;
gnl 1€ Optlon. mmmmm&
The installation 'of the « $27,000 Average Wedding vs.
Bio-Response alkaline hy- Your Final Celebration,
drolysis disposition system Allen Dave Jr.

for Edwards Funeral Ser-
vice was a simple process.
Limited floor space was Krause, CFuk
required. Existing utili-
ties were sufficient. “Jeff’s
machine was delivered, in-
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stalled and running its first Administration/
dlsp’?smon all‘m the same Dean Naney Lohman, CCFE
day,” notes Wilson. Advice frodk leadders o sound

Any surprises now that

the unit is installed and and practices,
in service? “The only sur- Classes include:

prise for me has been the

ease with which this dis- Lohman, CCFE

position method is ac- « The Future of the Funeral &
Cemetery Profession—~Are You
Prepared?, David Nixon

+ Achieve Your Goals and Deliver
Results, Gary Freytag

+ Rethink Effective Employee
Training 50 Everyone Wins, Tim

complished,” reports Ed-
wards. “The equipment
is highly automated and
comes with a 10-inch col-

or touchscreen comput- Lancaster, CCFE

er. You simply key in the + Dynamics of the Organization,

weight of the body, the Dr. Robert Taylor

time length of the pro-

button. At the end of the
process, remove the bones
from the clean, sterile,
stainless steel basket and
the system is ready for
the next disposition. It
has been a complete suc-
cess.”

CONTINUED ON PAGE A31
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21 Century
Temporary
Preservation

Technology
(Part 18)

By John A. Chew

One of the most common symptoms associated
with disease processes and death is edema. Edema
is an abnormal accumulation of fluid in the inter-
cellular spaces.

With an aging population, congestive heart fail-
ure and/or renal failure have become a major con-
cern. With renal failure, an individual will have an
increase in venous and capillary pressures bringing
about renal sodium retention.

Salts regulate osmotic pressure in the cells and flu-
ids. With some pathological conditions salts over
compensate and create edematous conditions

There is a school of thought that the use of pre-
injection fluid should be avoided due to the pos-
sibility of increasing the fluid content in the body.
When properly used, pre- injection becomes a part
of the solvent and acts as a neutralizer in preparing
the vascular system for the preservative.

Excessive fluid may be due to pathological condi-
tions and/or medications used as part of the treat-
ment of diseases. The amount of a pre-injection
fluid, when used, is minimal due to its formulation.
The most effective use is 16 ounces of concentrate
mixed with 64 ounces of solvent (water).

The pre-injection fluid is injected against closed
drainage and allowed to interact with body fluids
from 30 to 60 minutes. This is to be followed by
primary dilution of the preservative as determined
by the embalmer from pre-analysis.

The Basics of

Intermittent injection and drainage is recom-
mended with a steady increase in strength of the
preservative to flush vascular system. The number
of injections is determined throughout the treat-
ment.

At this point it may be necessary to increase the
concentration of the fluid and use its affinity for
moisture to draw the moisture from tissue. The
option is to use an edema fluid in equal amounts
to the preservative.

Edema fluids each have their own characteristics
and are specific in their action when injected into
a body. The pre-analysis at this point becomes an
ongoing analytical process because there are sup-
plemental procedures and chemicals that can be
used to treat and correct most problems.

Examination of the total body after the initial
injection begins with the head. Digital pressure
should be applied to the scalp. If the scalp feels
loose and spongy, a topical preservative gel should
be applied and covered with Saran wrap.

Part 19 will continue to examine the necessity of
follow-up treatment following initial injection of
the edematous body.

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.
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Miller Funeral Home

Opens in Coshocton
Continued from Page A22

cious main lobby, chil-
dren’s room, kitchen fa-
cilities, and an in-house
video system for recording
services.

Matt Miller, 1995 grad-
uate of Ohio University
in Zanesville, received
his Bachelors in Mortu-
ary Science in 1996 from
the Cincinnati College of
Mortuary Science and has
been a licensed funeral di-
rector and embalmer for
14 years. Mr. Miller is a
member of the Ohio Fu-
neral Directors Association,
the Coshocton Chamber
of Commerce, the Co-
shocton Elks Lodge #376
and the local Masonic
Lodge.

Valerie Miller, Matt’s
wife, works part time in
the funeral home in ad-
dition to working full
time as a sales represen-
tative for Time Warner
Cable Media Sales. She is
also active in the Coshoc-
ton Rotary Club and Co-
shocton Junior Women’s

Club.

The Millers receive part
time assistance from their
three young children,
Andrew, Madison and
Grace. Full time assis-
tance is provided by fel-
low Elks Jim Lapp and
Jim Baylor. Jim Lapp is
a 12 year veteran of the
industry and received his
Ohio State Insurance Li-
cense in October of 2006.
Jim Baylor, current Presi-
dent of the Ohio Elks As-
sociation, has served 10
years on the Board of Di-
rectors for the Coshocton
Head Start program.

The Miller Family strives
to provide meaningful fu-
nerals and options that
best suit the wishes of
the families they serve,
including cremations,
online memorials, pre-
planning and after care.
The Miller Funeral Home
can be reached by phone
at (740)622-8000, or on
the web at www.themill-
erfuneralhome.com.
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Curlew Hills Memory
Gardens welcomes New
Team Members

FUNERAL HOME & CEMETERY NEWS Section A4

Steve Harris

PALM HARBOR, FL— Cur-
lew Hills Memory Gar-
dens of Palm Harbor is
pleased to announce the
hiring of two new team
members, Steve Harris and
Bill Lyons. Both gentlemen
will serve as licensed funeral
directors for the company.
Located at 1750 Curlew
Road in Palm Harbor, Cur-
lew Hills Memory Gardens
is an independent, family-
owned funeral home, cem-
etery and crematory.

Bill Lyons, a veteran of
the funeral industry, has
been serving families as a
funeral director for over
two decades. He dedicates
himself to making a dif-
ference in the lives of the
families he helps and giving
them the attention they de-
serve. Originally from Long
Island, NY, Bill has been
married for twenty years
and has three growing sons.
Ousside of work, Bill enjoys
boating, cars and spending
time with his family.

“Curlew Hills is such a
wonderful, family-friendly
atmosphere to work in,”
states Bill. “They will do
anything to help a family
have a smooth, personalized
and positive experience in
their time of need. It’s quite
amazing and a true pleasure
to be a part of.”

Steve Harris, born and
raised in Massachusetts, has
lived in Pinellas County for
the last 25 years. Passion-
ate about his profession,
Steve is past president of
the Pinellas County Funeral
Home Association and sat on
the advisory board of the
Funeral Service Department
of St. Pete College. He has
been married for 28 years
and has two grown daugh-
ters. In his free time, Steve
enjoys golfing and cooking
and has been a chef with
Hospice.

“Working at a family
owned funeral home is ex-
tremely rewarding,” com-
ments Steve. “It’s wonder-
ful for me to be able to tru-
ly take care of the families
we serve. The level of per-
sonal care that we provide
families at Curlew Hills is
second to none and that’s
something that makes me
very proud of what I do ev-
ery day.”

“We are extremely excited
to have both these highly
qualified gentlemen join
our team at Curlew Hills,”

Bill Lyons

comments company presi-
dent and CEO Keenan
Knopke. “I believe they
will do an excellent job
in upholding the integrity
and the quality standards

CONTINUED ON PAGE A36
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American Society of Embalmers introduces Best Practice Embalming Tenets®

FOREST PARK,IL— The Executive Director and Board
of Directors of the American Society of Embalmers
have put together a document called “Best Practice Em-
balming Tenets.” This document is intended to be the
first best practices document for embalming and prepa-
ration of the deceased. Taking into account a wealth of
experience the board looked at all aspects of embalm-
ing and care of the dead to create this document. It will
continue to be updated as changes are seen within the
practice of care of the dead. The goal with this docu-
ment is to elevate the practice of care of the dead.

The American Society of Embalmers was established to
promulgate and promote excellence in the 21st century
practice of mortuary arts and science. The broad base
of membership from throughout the US and around
the world represents all facets of the embalming arts:
professional, academic and supplier. To learn more visit
www.amsocembalmers.org.

Jarvis Incinerator Co., Inc.
Quality service since 1876

PO Box 1146
Lowell, MA 01853

T T ) T @ TR

Phone: 617-957-6092
Fax: 978-458-5816
www.jarvisincinerator.vpweb.com
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American Society of Embalmers

Best Practice Embalming Tenets©

+ Treat all deceased human remains with thoughtful care, maintain dignity and show respect at all times

+ Be knowledgeable of and in compliance with, all regulatory authorities, (federal, state and local) that govern the
preparation and disposition of a deceased human remains

4+ Prioritize the use of excellent communications among all funeral professionals involved with the decedent and
family
o Authorizations for embalming and restorative art procedures must be shared with the embalmer,
preferably in writing
o Confirm the identity of the deceased prior to the commencement of any procedures

o The Preparation Room should be kept private and all local, state, and federal laws should be observed
as to its use
o Share information regarding the care of the deceased between director and embalmer
=  Obtain information about the overall condition of the remains

=  Obtain information about cause or nature of death
= Obtain the time of services to optimize best presentation
e  Ensure that adequate time is given to the embalming process
o Address and remedy problem embalming and shipping situations immediately

+ All documents, photographs and personal information about the deceased must be kept in strict confidence and
under secure storage
o Only those persons designated and authorized by the funeral establishment or family may be allowed

attendance during the preparation of a remains

o Photographs of deceased remains must never be placed on social media sites or shown in public places
to non-funeral professionals outside the educational setting

+ Respect and comply, without comment, with the wishes of the family or the deceased requesting organ/tissue
donor, hospital or forensic autopsy, or full body donation to science

+ Professional conduct will ensure that embalmers will not knowingly allow non-licensed embalmers (exception
students or apprentices, under supervision) to practice embalming and that they will not participate in
derogatory public comments about other embalmers

4+ Pursue ongoing and continuing education opportunities for the embalmer

+ Practice thorough and complete preservation of the entire remains
o Use all available embalming methods necessary: arterial, hypodermic, surface

+ Document all remains entering the funeral facility on a Preparation Care Form
o Include remains for: identification only, storage, embalming, shipped-in or shipped-out

+ Be knowledgeable of multiple methods of treating all types of embalming cases, regardless of their condition.
o Practice custodial care; monitor remains until final disposition and make corrections as needed
o Be willing to ask for assistance when needed

+ Protect yourself from any potential hazard, infectious, chemical and physical

#+ The establishment ownership and the embalming practitioner agree to have available all the necessary supplies,
chemicals, dry goods and equipment to prepare every type of embalming case

+ The preparation room and adjoining facilities will be maintained in a clean and sanitary condition

The Executive Director and Board of Directors of the American Society of Embalmers compiled these Best Practice Embalming Tenets to elevate the
formal practice of embalming throughout the profession. This document is a work in progress. As the embalming EenvironmentS changes, this

document will be updated to reflect the current practices.

Giving Back to the Community is a Family Affair
Continued from Page A21

ize how great it would be it’s important not to pre- er, Cincinnati College of the college. “We believe it

if everyone actually did
that.”

“I have enjoyed work-
ing with others equally
driven to give back to

judge the motive behind
someone’s involvement.
In my experience, it’s
usually for the right rea-

»

sons.

Mortuary Science, view
Bob and Rob as ideal ex-
amples for its students.

“Bob and Rob Weigel

absolutely represent the

is important not only to
educate our students as
funeral service providers
but also to shape them to
become leaders in the in-
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What are you Teaching these Students?
The State of Funeral Service Education

study. Not surprisingly, graduates who
enrolled in a practicum course as part
of the program had a statistically higher
number of professional activities than
those who did not enroll in a practicum
course. The specific areas where gradu-
ates had more experience if they attend-
ed a program with a practicum course
were: casketing remains, observing a
funeral, embalming a deceased without
other students present, the application
of cosmetics, touring a casket room, and
observing an arrangement conference.
In addition to the state of funeral ser-
vice education, this study provides the
only empirical data of what is being
taught to students in accredited pro-

Continued from Page A20

grams including what professional ac-
tivities are being utilized. Now, when
asked by a funeral director what I am
teaching the students, I enumerate a list
of activities we require for each gradu-
ate. Actually, I look forward to funeral
directors asking me what we teach the
students of my program, as it gives me
a great opportunity to share the many

activities we require of our graduates.

Kevin E. Patterson, PhD, is Program Chair of the
Des Moines Area Community College Mortuary
Science Program in Ankeny, lowa. The study de-
scribed in the article was the dissertation that he
successfully defended with five university profes-
sors at lowa State University, entitled “An analysis
of demographic data and educational experiences
that predict student success on the funeral service
National Board Examination.”
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Jay B. Smith Funeral Homes takes
delivery of new Coach

Molina of Royal Coachworks, Inc., St. Louis,
MO. Jay B. Smith Funeral Homes have two lo-
cations in the Metropolitan St. Louis area, one
in Maplewood and the other in Fenton, MO.

MAPLEWOOD,MO— John Jay Hardy, presi-
dent of Jay B. Smith Funeral Homes, takes
delivery and receives the keys to his Superior
Cadillac Statesman Funeral Coach from Joe
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AND SECURE YOUR BUSINESS
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maining competitive in today’s service environment requires-a new way
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Honquest Family Funeral Homes
purchase new Hearse

ROCKFORD,IL— Timothy A. Honquest,
president, along with his daughter Zoe
Marie Honquest of Honquest Family
Funeral Homes with Crematory, Rock-
ford and Roscoe, IL, proudly take deliv-
ery of their 2011 Cadillac Echelon Limit-

ed Hearse, purchased from Pat Baines of
Baines Professional Vehicles, Inc., Wheel-
ing, IL. Honquest Family Funeral Homes
have provided Northern Illinois with qual-
ity, affordably priced funeral and cremation
services for over 16 years.

VeteransMemorialTributes.com
launches Funeral Home Affiliate

Program
SANIBEL,FL— One out of every four deaths

in this country is a veteran. “This is the most
recent statistic published by NHPCO, the
National Hospice and Palliative Care Or-
ganization” said Mark Davis, CEO of Val-
Mark Memorial Group. “We have respond-
ed to the need for a Veterans specific website
dedicated to honoring the brave men and
women who have served in our Armed Forc-
es. | am proud to announce the launch of the
internet’s only website dedicated specifically
as the Veterans Wall of Honor and the na-
tion’s only National Veterans obituary data-
base.” VeteransMemorial Tributes.com is a
safe and secure place for family and friends
to share stories, post pictures, stream videos
and upload important documents honoring
the life and legacy of their hero.

“Our extensive market research has deter-
mined that the two major national obitu-
ary news websites get very low marks from
families of veterans” said Mark Davis. “What
we have gleaned from families surveyed is
that they would prefer a Veterans specific
website to record the life and legacy of their
hero.” The most common objections to
the national obit news sites are: that there
is too much clutter, unrelated content and
advertising. These sites have been described
as “cheesy” and “exploitive”. Many families
complained that these sites commercialized
their loved ones death and had unclear pric-
ing and terms of service.

Obituaries posted on funeral home web-
sites received very high marks with the ex-
ception of one specific obit platform. Fami-
lies commented that although they valued
the obit posting on the funeral home’s web-
site the value diminished greatly after 14
days. It was determined that families reject
the idea of having to continue to re-visit a
funeral home website to maintain, update
and monitor their loved one’s permanent
online memorial tribute. Families drew a
clear distinction between an online obitu-
ary and a permanent online memorial trib-
ute. The obit platform that was considered
the least desirable was described as “patron-
izing” and “offensive”. Funeral homes that
use this obituary service solicit “donations”
to permanently maintain the memorial on-
line. Less than 5% of the “donation” obits
reviewed were actually funded.

There are two features of VeteransMe-
morial Tributes.com that provide funeral
homes with exposure and revenue. First is
the National Veterans Obituary Database
which drives traffic to the submitting fu-
neral home’s website. It is a free death no-
tice submission that archives only the basic
personal information about the deceased
veteran and links directly to the website of

the funeral home for service and obituary
details. VMT affiliate funeral homes can
offer the Veterans Wall of Honor Memorial
Tribute to their client families providing a
new source of income.

It does not matter how long ago the death
may have occurred or from what era the vet-

eran served. The Veterans Wall of Honor and

Memorial
Tributes

L0m

Family Memorial Tree preserves a veteran’s
life story in words, pictures, video and mu-
sic, creating a permanent place for family
and friends to remember and share. This is a
place where visitors gather to remember the
lives of the people they love and where their
memory will be maintained forever. The
Veterans Wall of Honor captures the histo-
ry, personality and accomplishments of the
veteran and their family.

VeteransMemorial Tributes.com is a
unique resource for veterans to build their
own permanent online legacy in advance.
It is a cathartic process allowing veterans
to document their life experiences, express
the joy they have shared with those they
love and capture the history and personal-
ity that makes their life unique. Creating
one’s own online memorial is like painting
a self portrait.

Family Choice Funerals and Cremations
of Virginia Beach and Roanoke, VA were the
first funeral homes to join the VMT Funer-
al Home Affiliate Program. Jeff Harbeson,
Family Choice’s President and COO is a
Gulf War veteran himself and in addition
to becoming a VMT Affiliate has created
his own personal Veterans Wall of Honor
Life Legacy that he will continue to update
throughout the years.

All funeral homes, nationwide are invited to
become a VMT Funeral Home Affiliate. It’s
fastand it’s free. Visit: VeteransMemorial Trib-
utes.com, click FH Sign-Up and set up your
username and password. Immediately begin
submitting free death notices for every veteran
you serve and earn new income by offering

Veterans Wall of Honor Memorial Tributes.
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Veterans

& Family
Memorial
Care
Reaches
Milestone
with VFMC
Providers in
all 50 States

SANIBEL,FL— In less than
three years time Veterans
& Family Memorial Care
has grown from one fu-
neral home in Florida, to
nearly 1,000 VEMC fam-
ily owned funeral home
providers in all 50 states.

VEMC Provider funeral
homes across the entire
U.S. are increasing at-need
case volume, stimulating
preneed sales, growing
market share and adding
value to their business.
Veterans account for one
out of every four deaths in
this country. Veterans are
not only the largest niche
market but also the most
loyal niche market in the
nation.

As the United States
continues to prosecute the
War on terror, across the
nation Americans contin-
ue to display their pride
and patriotism to a de-
gree not witnessed since
the World War II era.
VEMC Funeral Home
Providers continue to
gain a major competitive
edge over their competi-
tion by participating in
VFMC'’s strategic part-
nerships with Cell Phones
for Soldiers and Wreaths
Across America in addi-
tion to the VEMC Signa-
ture public relations pro-
grams, Sweaters for Veter-
ans, Stockings for Soldiers
and Operation Valentine.

CONTINUED ON PAGE A33
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The Death and Funeral of Benjamin Franklin, American (Part 1)

Anger warms the inven-
tion, but overheats the
oven.

God heals and the doc-
tor takes the fee.
Remember that time is
money.

Nothing in life is certain
except death and taxes.
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DEBORAH READ

In 1724, while a boarder
in the Read home, Frank-
lin courted Deborah Read
before traveling abroad
on business. Miss Read’s
mother did not approve
of Franklin and declined
his offer to marry Debo-
rah. While Franklin was
out of the country Debo-
rah married another man.
This proved to be a re-
grettable decision and, in
time, Deborah’s wayward
husband simply vanished
leaving a great deal of
debt in Philadelphia.

Franklin had his own
relationship challeng-
es. Throughout his life
Benjamin Franklin was a
womanizer, and woman
responded extremely well
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to his overtures. In 1730,
Franklin fathered an ille-
gitimate son named Wil-
liam. The identity of Wil-
liam’s mother remains a
mystery, but Franklin re-
tained the infant and re-
turned to Deborah.

Franklin established a
common law marriage
with Deborah Read on
September 1, 1730. At
a time when many colo-
nial families consisted of
six or more children, the
Franklin’s eventually had
two (in addition to raising
William). The marriage
was not happy partly due
to Deborah’s great fear of
the sea which meant that
she never accompanied
her husband on any of
his extended trips to Eu-
rope, despite his repeated
requests. In one of the
most painful moments
of Franklin’s life, his son
died of smallpox in the
fall of 1736.

By 1748 Franklin had
achieved financial in-
dependence and gained
recognition for his phi-
lanthropy as he provided
for such civic causes as
libraries, educational in-
stitutions, and hospitals.
Franklin was energetic
and tireless and he found
time to pursue his other
interests in the sciences
and politics.

One of the great delights
in his social life was the
organization of a group

called the Junto Club,

NO

Continued from Page A19

(or the Leather Apron
Club). This was a small
group of young men who
engaged in business and
debated morality, poli-
tics, and philosophy. The
Junto Club eventually
transformed itself into
the prestigious American
Philosophical Society.
Franklin was also known
to have played the violin,
harp, and guitar. He also
composed music, wrote
a string quartet and in-
vented the glass harmon-
ica, which he dubbed the
“armonica.” The armoni-
ca was a great hit in Eu-
rope.

STATESMAN

Benjamin Franklin held
many posts in the move
towards American inde-
pendence. He was in the
colonial legislature, was
postmaster general, was a
representative to Congress,
tackled the unfair Stamp
Act, developed treaties with
Great Britain and France,
and served with distinction
is the diplomatic service

Benjamin Franklin played
a vital diplomatic role dur-
ing the American Revo-
lution and the early na-
tional period. In 1776 the
Continental Congress sent
Franklin and several others
to secure a formal alliance
with France, which deeply
resented the loss of territo-
ry to the British during the
French and Indian War. The

CONTINUED ON PAGE A31
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Edwards Funeral Service Pioneers New

Disposition System

Based on his research and firsthand experience, Ed-
wards projects that alkaline hydrolysis will become
the preferred method of disposition over cremation
within the next decade. “Alkaline hydrolysis is a
‘game changer’ in the funeral industry. I think it has
the potential to replace cremation as a form of dis-
position, maybe as soon as in the next 5-10 years,”

The Death and Funeral of

Benjamin Franklin, American
( Part 1 ) Continued from Page A30

American victory in the Battle of Saratoga convinced the
French that the Americans were committed to indepen-
dence and would be worthy partners in a formal alliance.
Benjamin Franklin was the spear head of the agreement
which saved the cause of the American Revolution.

The French adored Franklin. He was charming and ur-
bane, but still kept enough of the rough American way
that the French seemed not to be able to get enough of.
His diplomatic associate, the prickly and prudish John
Adams from Boston, was ceaselessly annoyed with Frank-
lin’s constant romances, sexual escapades and endless par-
ties where Franklin consumed great amounts of wine,
French pastries, and rich food.

In the last decade of his life, Benjamin Franklin served
as a member of the Constitutional Convention and was
elected president of the Pennsylvania Society for Promot-
ing the Abolition of Slavery.

Continued from Page A23

he predicts. “The industry will be surprised how ac-
cepting the public is.”

The reaction of families has been extremely positive.
“Once this method is properly described to families
and their questions honestly answered, I have yet to
find a family that didn’t choose alkaline hydrolysis
over cremation,” says Edwards. “I even had a direct
burial family change to alkaline hydrolysis disposi-
tion after picking up a brochure in our conference
room about it.”
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Edwards understands
that doing his homework
brought him to the best
decision. “I put the same
amount of effort into se-
lecting my alkaline hy-
drolysis equipment as I
put into selecting a mor-
tuary college 10 years
ago,” remarks Edwards.
“I chose the Cincinnati
College of Mortuary Sci-
ence for its rich history,
Midwestern values and
hands-on approach to
learning. Looking back,
I don’t think I could have
selected a better place to
receive my mortuary edu-
cation. Looking forward,
I don’t think I could have
selected a better provid-
er of alkaline hydrolysis
technology.”
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Historians have called him
the quintessential Ameri-
can because of his creative
pragmatism, scientific in-
novation, and democratic
spirit.

In 1762 Oxford Univer-
sity awarded Franklin an
honorary doctorate for his
scientific accomplishments
and from then on he went
by “Doctor Franklin.”

FRANKLIN THE SCIENTIST
— HIS INVENTIONS

The Carriage Odometer.
While serving as Postmas-
ter General in 1775, Dr.
Franklin decided to analyze
the best routes for deliver-
ing the mail. He invented
a simple odometer for his
carriage, to help measure

CONTINUED ON PAGE A32
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The Death and Funeral of Benjamin Franklin, American (Part 1)

the mileage of the routes.

Map of the Gulf Stream. Wondering why sailing from
America to Europe took less time than going the other
way, Franklin was the first scientist to study and map out
the Gulf Stream. He measured wind speeds and current
depth, speed and temperature. Franklin described the Gulf
Stream as a river of warm water flowing north from the
West Indies, along the East Coast of North American and
east across the Atlantic Ocean to Europe.

Bifocal eye glasses. In his later years, Dr. Franklin was hav-
ing trouble seeing both up-close and at a distance. Getting
tired of switching between two types of glasses, he devised
a way to have both types of lenses fit into one frame.

Franklin Stove. Fireplaces were the main source of heat for
home in the 18" century, but most were very inefficient.
Dr. Franklin invented a new style of stove with a hood-like
enclosure in the front, an air box in the rear and redesigned
flues that used one quarter as much wood, but generated
twice as much heat. When
offered a patent for the fire-
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place’s design, Dr. Franklin
turned it down as he want-
ed all people to benefit from
his invention.

Lightning Rod. In 1752
Benjamin Franklin con-
ducted his famous kite fly-
ing experiments and proved
that lightning is electricity.
But, Franklin wanted his
experiment to be practical
as well. During the 1700’s,
lightning was a major cause
of fires, so, he developed the
lightning rod. He attached
a tall rod to the outside wall
of the house with one end
pointing up into the sky
and the other end connect-
ed to a cable. The end of the
cable was then buried ten
feet underground. The rod
attracts the lightning and

sends the charge into the

-
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ground, which helped to decrease the amount of fires.

The Glass Armonica. “Of all my inventions, the glass ar-
monica has given me the greatest personal satisfaction.”
Benjamin Franklin was inspired to create the instrument
after listening to a concert of Handel’s Water Music played
on tuned wine glasses. Franklin’s armonica, created in
1716, used glass bowls of varying size and thickness to
produce different pitches without the need for water. The
glasses were nested and mounted on a spindle, which was
turned by a foot treadle.

BENJAMIN FRANKLIN — FIRST VOLUNTEER FIRE CHIEF
IN AMERICA

Throughout his life, Franklin was witness to hundreds
of catastrophic fires. The usual response to any fire, large
or small, was a bucket brigade, which frequently took so
long to organize that the structure simply burned to the
ground. In rural areas this was adequate. However, in the
crowded cities, when one structure burned without re-
straint, many structures burned. Hence, large American
colonial cities routinely suffered large conflagrations.

In 1733 Benjamin Franklin started writing articles in his
paper, The Pennsylvania Gazette, calling for the establish-
ment of what he called “Fire Clubs” in the city of Phila-
delphia. In 1736, Franklin, with a team of thirty men,
organized the Union Fire Company of Philadelphia. In
time, Franklin’s Volunteer Fire Department system was
adopted by every community in the Colonies. Many fa-
mous Americans became volunteer firemen, including:
George Washington, Thomas Jefferson, Samuel Adams,
John Hancock, Alexander Hamilton, John Jay, Aaron Burr,
Benedict Arnold, James Buchanan, Millard Fillmore and
Franklin D. Roosevelt.

“The Death and Funeral of Benjamin Franklin, American”

will conclude in next months issue.

Todd W. Van Beck is one of the funeral profession’s most prolific au-
thors and presenters. From simple staff development at the smallest
funeral home to clergy seminars to keynote addresses at the largest
of gatherings, Mr. Van Beck tailors each presentation to suit any oc-
casion.

Todd W. Van Beck has written over 200 articles and 65 books and
manuals covering every possible topic of interest to funeral directors,
cemeterians and clergy. His extensive training and experience spans
over 35 years at every level of the funeral and cemetery profession and
the church. For more information or to contact Mr. VanBeck visit his
new website at www.toddvanbeck.com.
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Olsen Cars purchases

new Funeral Coach

ORLANDO,FL— Fred Olsen of Olsen Cars, Orlan-
do, FL took delivery of his new funeral coach, sold
by John Muster of Muster Coaches of Calhoun, KY.
Olsen Cars is a longtime customer of Muster Coaches
and has provided funeral livery to the central Florida
region for the past twenty years.

VFMC Reaches Milestone
with VFMC Providers in

Continued from Page A29

all 50 States

The VEMC community outreach pro-
grams create new opportunities by driv-
ing visitors through the front doors of
funeral homes for reasons other than at-

tending a funeral. VFMC Providers are

T
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ion,  contact the Association
BO0O-866-3211 or email
awford@fdaofky.com
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KENTUCKY

ers, inserts, mailers and a radio commer-
cial. Funeral home owners interested in
becoming an Exclusive VFMC Provider
should visit www.VeteransHonored.com

or call toll free: (866) 770-6791.

ing tools and materials including: bro-
chures, membership posters and certifi-
cates and window clings. Each VFMC
Signature public relations initiative in-
cludes press releases, newspaper ads, fly-

a catalyst for their communities to dem-
onstrate support and appreciation of
our veterans and active duty military.

VFMC Provider Membership includes

an exclusive geographic territory, market-

DON'T LEAVE
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STUCK IN SPAIN.

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

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

—
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Trans-Containaire™
shipping unit.
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Foundation Partners Group welcomes 108
Year Old McDermott Crockett Mortuary c....ipom page a1s

our dedicated employ- Richard and Diana McDermott-Crockettand —always, we will strive to
ees would be comfort- Crockett will continue Foundation Partners. uphold and build upon
able with,” said Richard to be very active in the  Jim Price, Executive the excellent reputation
Crockett. business as consultants for ~ Vice President stated, “As  of service that the Santa

Barbara community has
come to expect from the

D ERM A ,P RO ;r?llé;tli::;ifelzt Send Us Your McDermott-Crockett’s

family.” Price added, “I

Line of Professional ]
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CALL FOR OUR CATALOG .1-800-55 1-9744 press rz?e);sls(gg(?miét}bﬁcgggns com keting cremation. When
Fax 903-641-0383 E-Mail: dermapro@wtrt.net WV\_/W.nomiSpublica tions.cdm traditional funeral homes

WWW. derma—pro.com

across America viewed
cremation as a threat...
Richard saw it as an op-
portunity to serve the

Fixed pricing ' St
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Foundation Partners
Group, LLC, with its
home office in Tampa,
was established in June of
2010. It currently owns
and operates 25 funeral
homes and 5 cemeteries
in 13 states.

If you would like to
learn more about Foun-
dation Partners Group

No need to call for changing prices! il ey

Our prices are printed in our brochures to keep / Bt
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email: pmkeepsakes@aol.com com, or visit www.Foun-

Precious Memories has no affiliation with Meadow Hill (Thumbies).

dationPartners.com.
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2010 African

T A American
=5 %2 Funeral Home
i bl
L ;> Hall of Fame
'a- SO
5% \#L ¥ “Progress is the activity of toda
%;-i}‘ band theP asflmncetbaf totmmt:yrou{ tmdusjt,:

7 .5,3-‘1;&"! 5 ;\i&;{k Jfor the sake of permanence, have its roots
) I vﬁ embedded in yesterday.”

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 firms 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 86" year organizational
celebration of the National Funeral Directors
and Morticians Association, Inc., our parent
organization, at their 73 Annual Convention
in Fort Lauderdale, FL. Many of these historic
firms are currently being run by third, fourth,
fifth and sixth generation family members as
well as highly qualified 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.

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

A 110 Year Tradition of
“Stewartship”

The year was 1900. Out of the small community
of Seat Pleasant, Maryland, located along the rural
cusp of Washington D.C., John Thomas Stewart, a
young African-American, traveled along dirt coun-
try roads and trolley tracks the short distance to the
city, holding tight to a dream. Mr. Stewart was de-
termined to establish a first rate facility to serve his
community by providing
funeral services of class
and distinction for the
people of Washington.

He started by borrowing
money from his brother
to purchase a casket and
gravesite and then walked
to a Northeast Washing-
ton home to arrange the
burial of a child.

Later that year, after
a brief period of work-
ing out of a storefront
office, John T. Stewart
Sr. founded the Stewart
Funeral Home at 62 H Street, Northwest, marking
the beginning of a rich tradition of service to the
Washington D.C. metropolitan area; the tradition
of Stewartship. He eventually moved the facility to
30 H Street Northeast.

During this first half century and afterwards, the el-
der Stewart became well-known throughout the local
community for his Christian charity, kindness, and
benevolence — virtues providing a solid foundation
upon which his family and business was to grow. The

John T. Stewart Sr.

h J, SVENART B &

Stewart Funeral Home at 30 H Street

Federation of Civic Associations, in commemoration,
would later describe how Mr. Stewart “...was dedicated
to helping others and lending a helping hand to the
less fortunate...His unselfish willingness to help oth-
ers, without thought or credit or reward, looms large
in the rich spiritual legacy he left, transcending fame
and greatness.”

John T. Stewart Jr., under the tutelage of his father,
was engrained with the proud tradition of Stewart-
ship, and continued his father’s legacy. He and his wife
Margaret Stewart took over the reins of management
following the passing of John Stewart Sr. To meet the
needs of their rapid growth, the Stewart facility was
expanded to encompass 32 H Street.

CONTINUED ON PAGE A36
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In 1964, the Stewart Funeral Home moved into a
new building at its current 4001 Benning Road, N.E.
location, which today stands as a landmark institu-
tion in Washington. Like his father, John T. Stewart Jr.
provided tutelage to his sons in the latest innovations
and techniques of mortuary science, while stressing
the need for them to never lose sight of the personal
courtesy so important during bereavement.

John T. and Margaret Stewart also continued the fam-
ily tradition of volunteer service, serving in both lead-
ership and advisory roles in numerous civic, religious
and neighborhood welfare organizations. Margaret
Stewart assumed many key posts in the Washington,
D.C. area.

Today, Margaret Stewart, her sons, John T. Stewart
IIT and Carlin O. Stewart Sr., grandchildren, Stacye,

Stewart Funeral Home

Natasha, Nicole, Shelli and Carlin Stewart Jr., and
the Stewart Funeral Home staff continue that tradi-
tion of Stewartship. With every move, from the turn of
the 19th to the turn of the 20th century, the Stewart
family and staff have held fast to landmark principles
of quality, integrity, dignified professional services and
community involvement.

Ten years ago, to celebrate their 100th anniversary
and to express their deep appreciation to the Washing-
ton, D.C. community, the Stewart family established
the Stewart Funeral Home Fund. The objectives of the
Fund are to provide academic scholarships and to as-
sist with emergency contingencies faced by local fami-
lies in need. The Stewart Funeral Home Fund seeks to
transform the challenges confronting our communi-
ties into confident opportunities for all of us to share
an increasingly more rewarding array of civic respon-
sibilities.

Throughout the decades, the Stewart family has been
part of the fabric of the Washington metropolitan area.

G. BURNS CORPORATION
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A 110 Year Tradition of “Stewartship”

APRIL 2011
Continued from Page A34

Margaret and John Stewart, Jr.

For 110 proud years, and four generations, they have
maintained, and will continue, a tradition of sympa-
thy and service.

“Our tradition is to serve. This is what we've always
done,” said Mrs. Margaret Stewart

Curlew Hills Memory
Gardens welcomes New

Team Members
Continued from Page A2S

of our company. Beyond that, they will serve our fami-
lies with great care and kindness.”

Established in 1979, Curlew Hills Memory Gardens is an
independent, family-owned funeral home and cemetery.
With a 6,500+ square foot funeral home and a pristine
30-acre cemetery, the company provides comprehensive
funeral, cremation and burial services to families of Pinel-
las, Pasco and Western Hillsborough counties.

Located at 1750 Curlew Road in Palm Harbor, many
recognize Curlew Hills Memory Gardens for its sprawl-
ing and lushly green cemetery which features four lakes,
and mature trees amid the traditional ground burial sites
and large private mausoleums. For more information on
Curlew Hills Memory Gardens and the services the com-
pany offers, visit www.CurlewHills.com.

FASTER DELIVERY

NOI\}IS

PUBLICATIONS, INC.

FUNERAL HOME &

CEMETERY NEWS

CALL TODAY
TO ORDER YOUR

30 FIRST CLASS
<% SUBSCRIPTION
Only *40” per year!

(12 1ssues)

1-800-321-7479

Or Subscribe Online at
www.nomispublications.com
I




APRIL 2011

Association

FUNERAL HOME & CEMETERY NEWS Section A4

Page A37

L)
i BURIAL CRADLES"" ZZIZI
‘4 PROPORTIONALLY SIZED CASKETS

FOR MISCARRIED, STILLBORN

& NEWBORN BABIES
Available in 107, 20" and 30"
sizes allowing you to tastefully
care for even the smallest baby

2011 NFDA Resource Catalog offers more than 25
New Tools for Funeral Professionals

New resources include bilingual
bereavement books and convenient,
cost-effective CE solutions.

BROOKFIELD,WIl— The National Funeral Directors

Association (NFDA) has released its 2011 Resource

Catalog. Packed with essential tools selected by funer-

al directors to help their fellow funeral professionals

strengthen their business operations, expand skills and
knowledge, and enhance service to families, this year’s
catalog features an expanded selection of affordable

Spanish language and bilingual (Spanish/English) be-

reavement resources and new cost-effective home study

continuing education (CE) options, some of which are
based on top-rated NFDA Web Seminars, Teleconfer-
ences and Convention workshops.

Recognizing that the country is becoming increas-
ingly diverse, NFDA has added a number of Spanish
language and bilingual books to help funeral directors
provide grief resources to families in which English
may not be the primary language. These new resources
include:

o Afliccion: Que Es y Que Puedes Hacer (Grief: What
It Is and What You Can Do). Available in Spanish
only. Describes the feelings one may experience
and the issues one may confront when grieving the
death of a loved one; reviews strategies for coping
with loss. Authors: Joy Johnson and Dr. Marvin
Johnson. 24 pages.

* No Tendremos Un Nuevo Bebé: Para Ninos y Ninas
Cuyo Hermanito o Hermanita Murié Antes de Nacer
(We Will No Longer Have a New Baby: For Children
Whose Sibling Dies Before Birth). Available in Span-
ish only. A storybook for children that explains the
sadness associated with a miscarriage. Assures chil-
dren they are not to blame and that it is okay to ask
questions and have mixed feelings. Author: Mari-
lyn Gryte. 12 pages.

* Desde Que Murio Mi Hermano (Since My Brother
Died). A bilingual (English/Spanish) children’s story
that helps parents, grandparents, teachers and coun-
selors comfort a child whose sibling has died. Au-
thor: Marisol Munoz-Kiehne. 16 pages.

* Una Luz Que Se Apaga (A Light That Has Gone Out).
Available in Spanish only. Helps the bereaved find
peace by confronting, understanding and accepting
the death of a child. Author: Elizabeth Kiibler-
Ross. 216 pages.

* Una Vida Con Significado, Una Muerte Gozosa (A
Life With Meaning, a Joyful Death). Available in
Spanish only. Explores the Buddhist approach to
death and the afterlife. The Buddhist approach is
that death is not a tragedy but a joy, that life should
be lived with a purpose, not solely as an existence.
Author: Gueshe Kelsang Gyatso. 273 pages.

The catalog also features new NFDA Home Study
courses that enable funeral directors to earn CE with-
out leaving their home or office. Presented by trusted
experts and approved for continuing education hours
by the Academy of Professional Funeral Service Prac-
tice and most state licensing boards, NFDA Home
Study courses are available in book, CD and DVD

: &P i
with all the compassion ¥ . o .
. “Y el
every parent desires and - < o L]
Jor as low as $36.00 el day |
321.15" St. » Escanaba, MI 49829 -

(906) 786-2609 * Fax (906) 786-2692
» www.baymemorialsbabycaskets.com

elkg)’gy Memorials

formats. NFDA members can purchase many home
study course packages for less than $100 (includes
book, CD or DVD and NFDA Home Study test).

New NFDA Home Study options offered in the cata-
log include:
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GREENFIELD,MA— The Associa-
tion for Gravestone Studies (AGS)
will hold its 34th Annual Confer-
ence June 14-19, 2011 at Colby
College, Waterville, Maine. Fea-
tured hands-on workshops will in-
clude beginner and advanced-level
gravestone conservation, preserva-
tion and documentation sessions
including restoration methods and
materials, photography, foil im-
pressions and rubbings. Workshop

presentations will also include pho-

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

CHOICE ‘choisy s, 1. selection

2. alternative. 3. solution..

to archive strategies and self-pub-
lishing for researchers. Lecturers
from across the United States and
Canada will present on numerous
and diverse topics related to cur-
rent trends in the field of grave-
stone studies and bus tours will be
offered to cemeteries throughout
central Maine.

Membership in the Association is
not required for attendance; how-
ever, members receive a discounted
registration fee. Questions about

Gravestone Researchers to host 34th Annual
Conference in Maine

the conference or becoming a mem-
ber of AGS should be directed to
Cheryl Patten, Conference Chair,
at cwpatten@tds.net or visit www.
gravestonestudies.org.

The Association for Gravestone
Studies is a non-profit organiza-
tion based in Greenfield, MA with
members from many countries who
share interests in art, history, art
history, genealogy, archaeology, an-
thropology, conservation and mate-
rial culture.

2011 NFDA Resource Catalog offers more than
25 New Tools for Funeral Professionals

Continued from Page A37

where CH

* “Advanced Cremation Arranging.” Presenter: Wil- of families asking about green funerals and natural

pecorne SOl

1-800-933

liam McQueen. Provides insights to help funeral
directors understand cremation consumers, promote
the value of ceremony and customize the arrange-
ment process. 4 CE hours. CD and NFDA Home
Study test.

“Cancer and NFDA’s Formaldehyde Best Manage-
ment Practices.” Presenters: Carol Green and Ed-
ward Ranier. Presents critical prep room safety in-
formation with the latest reports and recommenda-

burial. 4 CE hours. CD and NFDA Home Study
test.

o Willies Way: 6 Secrets for Wooing, Wowing and Win-
ning Customers and Their Loyalty. By: Phillip Van
Hooser. Six practical strategies for building loyal
and profitable relationships with customers; offers a
commonsense approach supported by real-life cus-
tomer service stories. 8 CE hours. Book and NFDA
Home Study test.

tions for safe formaldehyde use; presenters discuss
NFDA’s Formaldehyde Best Management Practices
and the 2009 NFDA prep room ventilation Study.
2 CE hours. CD and NFDA Home Study test.

» Lessons From the Mouse: A Guide for Applying Disney
World's Secrets of Success to Your Organization, Your
Career and Your Life. By: Dennis Snow. Reveals Dis-
ney World’s secrets for creating an unparalleled cus-
tomer experience and igniting passionate employee
commitment to an organizational mission. 6 CE
hours. Book and NFDA Home Study test.

* Great Answers to Difficult Questions About Death:

What Children Need to Know. By Linda Goldman.

Explores children’s thoughts and feelings about

death and provides guidance on how to respond

to their questions with sensitive, honest, age-ap-
propriate answers. 6 CE hours. Book and NFDA

Home Study test.

“It IS Easy Being Green.” Presenter: James Olson.

Addresses “green deathcare” from both the funer-

al home and cemetery

perspectives; provides
ideas to meet the needs

The 2011 NFDA Resource Catalog was mailed with
the February issue of 7The Director. A copy can be
downloaded from the NFDA website, www.nfda.org/
resourcestore; individuals can also call the association
at 800-228-6332 to obtain a printed copy of the cata-
log.

Items in the NFDA Resource Catalog can be ordered
online, www.nfda.org/resourcestore; by calling the as-
sociation at 800-228-6332; or by using the order form
in the catalog, which can be faxed or mailed to the as-
sociation.

NFDA is the world’s leading funeral service associa-
tion, serving 18,500 individual members who represent
more than 9,900 funeral homes in the United States and
internationally. From its headquarters in Brookfield,
W1, and its Advocacy Division office in Washington,
DC, NFDA is the worldwide source of expertise and
professional resources for all facets of funeral service.
Through education, information and advocacy, 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.

PIMS does nod diseriminate on the baxis of
race, color, sex, religion, national origin,
agr, or disability
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The 2011 NFDA Convention Speakers

will Inspire and Fascinate

BROOKFIELD,WIl— The National Funeral Directors
Association (NFDA) announced the keynote speakers
for its 2011 International Convention & Expo, being
held in conjunction with the Cremation Association
of North America (CANA), October 23-26, 2011, in
Chicago, IL.

Opening General Session: Chris Gardner, Gardner
Rich LLC, Chicago, IL. Chris Gardner once said, “A
slow walk to Wall Street is how others describe my life.
But, when I look back at the journey from homeless-
ness to prosperity, I hold one thing dearer than all else
— my commitment to my son. This is our story.”

Gardner’s perseverance — rising from a childhood
marked by poverty, domestic violence, alcoholism,
sexual abuse and family
illiteracy, to a successful

NFDA International Convention & Expo can be found
at www.nfda.org/Chicago2011.

NFDA is the world’s leading funeral service associa-
tion, serving 18,500 individual members who represent
more than 9,900 funeral homes in the United States and
internationally. From its headquarters in Brookfield,
W1, and its Advocacy Division office in Washington,
DC, NFDA is the worldwide source of expertise and
professional resources for all facets of funeral service.
Through education, information and advocacy, 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.

career in finance and be-
coming the CEO of his
own company — was told
in his autobiography, 7he
Pursuit of Happyness. The
book, which topped both
the New York Times and
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er list, has been translat-
ed into more than thirty
languages. Gardner’s sto-
ry and his autobiography
were the inspiration for
the movie “The Pursuit of
Happyness,” which starred
Will Smith as Gardner.
Closing General Session:
Dr. Cyril Wecht, Clini-

cal Professor, University

Order today only at: www.abbottandhast.com

Death

(800)453-1199

Care Web Stoyr

e

of Pittsburgh, Pittsburgh,
PA. What do President
John F. Kennedy, Elvis
Presley, JonBenet Ramsey,
Laci Peterson, Chandra
Levy, O.]. Simpson and
Senator Robert F. Kenne-
dy have in common? The
watchful eye and sharp
intellect of internation-
ally renowned high-pro-
file forensic pathologist
and attorney, Dr. Cyril
Wecht. Hear how he has
been seeking social truth
and justice by applying
modern forensic pathol-

AVAI

1959 Cadillac Limousine
313920

Includes Shipping

Limited number available
Black = White » Silver » Maroon

LABLE NOW!

1:18 Scale
Approximately 14" long,

4.5" wide and 3.5" High

Lapel Pins and Watches .

Eal 1

state your presence in any situation.
www.mortuarymanagement — Death Care Web Store

Beautiful, classy lapel pins
and watches help you quietly

4

Traversing the Minefield is recommended as a “must read”
by experts and authorities in the field. Order directly from
Abbott and Hast — go to www.abbottandhast.com and click
on “Death Care Web Store.” Traversing the Minefield — Best
Practice: Reducing Risk in Funeral-Cremation Service.
Authors: Michael Kubasak and Dr. William Lamers, Jr., #

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

ogy to the world’s greatest
mysteries.

Wecht is a clinical pro-
fessor at the Universi-
ty of Pittsburgh Schools
of Medicine, Dental
Medicine and Graduate
School of Public Health,
and holds positions as
an adjunct professor at
the Duquesne University
School of Law, School of
Pharmacy and School of
Health Sciences. He ap-
pears on nationally-syn-
dicated television pro-
grams to discuss various
medicolegal and forensic
scientific issues, includ-
ing medical malpractice,
drug abuse and high-pro-
file death investigations.
His expertise has also been
utilized in high-profile
cases such as Mary Jo Ko-
pechne, Sunny von Biilow,
Jean Harris, the Branch
Davidian fire in Waco,
Texas, and Vincent Fos-
ter.

The most up-to-date in-
formation on the 2011

Nbontury NCanagement

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

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

www.mortuarymanagement.com

O VISA O MasterCard O Discover O American Express
%&/W %MW
2361 Horseshoe Drive, West Bloomfield, MI 48322

info@abbottandhast.com ¢ www.abbottandhast.com

Subscribe Today!

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

*United States funds please

(800) 453-1199 » FAX (248) 737-9296




Page A40

FUNERAL HOME & CEMETERY NEWS Section A4

Take Advantage
of Your
Casket & Supplier
Discounts!

Reduce Your Receivahles!

WITHIN 24 HOURS OF VERIFICATION!

BETA CAPITAL CORP.

Fax: (757] 488-1315

Visit: www.hetacapitalcorp.com

John Hudson - Marketing Director

CALL TOLL-FREE: (800) 430-7935
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North Carolina FDA holds
Annual Educational
Conference and Cruise

North Carolina FDA Cruise Participants

RALEIGH,NC— North Carolina Funeral Directors
Association members and staff recently completed
their annual Mid-Winter Educational Conference and
Cruise aboard the Carnival Fantasy. The cruise depart-
ed Charleston on January 28" stopping at Nassau and
Freeport Bahamas before returning on February 2.
NCFDA is dedicated to promoting compassionate care,
personal and ethical service and support of its member-
ship. Learn more at www.ncfda.org.

Klicker’s

Krosswords

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

By Ralph L. Klicker, Ph.D.

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.

shows 1n51ght

.
sympathetic xzwbyg
2. o ____ himmzrl
ardent, excited wlpmuv
3. _____ —————- Yy S z1r s X
inspire with hope
4 gy vedagnm
questioning ccyorvw
5. o hjgpmg
shows resolve cnrdii
6. ; '
__________ jojyor
: cheerful confidence gmznmo
rong emofion” ™ ajaiidi
s. J tnspa1
having regard for eesvgh
9. __________ daegrt
convincing pkilce
10. : '
————————— in u i s
positively motivate d
1 caeush
perceives outcomes inspir
2. O ez syo
pays attention uzagzxe
B3 vaomij3ju
determined . .
y wisei3jw

5 ,Q £ -0 FUWREIK NS B300n DS 00 < 0.Q
OS5 s HhB Q- Q QO S HhBE OO BN KX HhQ

X Q oW R FFQBQ OKKNK RFHTOD O 5 o

X o oo < QQ HhoONBS XQAQ O QDT o n w
S Q9 X A0 B389 0,0 B0 ~TH®O B HK
N X N adcBto dmha BRI oRRARS QLA 00 <
O M R RBRQPEP-B8 XY S S c@Q 0T H 0 Q
X ot 9 MR O QF® B S 5 300 DK W
Q ¢ BB c P P RRIDK HME TR EDO-BSDT AR C
Q DO O B OO X ® kB ch QKRB X-BD c rh
-0 - <O R B g OO0 f FQ H N FH O B 0
B O H HFQ O DU X B QCN®IMMSE S O O K H
PR PG BPQ®n B 0Cc RN D0OQBNTQQQOQ H

SB HERTCQRAQBRQ®BUE WSS 350K QO
o K < B Q8RR AOAOXKBOBR WO R O QO
S n n n K8 K EFPQOOAOQIRMBE B K F X 0O X M

Q
N

ANSWERS ON PAGE A44

Funeral Divas welcome
Sylvia Engel

PHILADELPHIA,PA— Funeral Divas welcome their new-
est member Sylvia Engel from Lakewood Ranch, Florida.
Artist and jeweler Silvia Engel is on a mission to help heal
those who are suffering with the loss a loved one. Having
lost her beloved family pet, Kiki, years ago, Engel and her
children were devastated and desired a special and unique
way to memorialize their special friend. By combining
both her artistic skills and her love for the cultural arts
and colors of her native Varacruz, Mexico, Engel founded
Love Ashes, a memorial jewelry company.

Since having founded Love Ashes in 2007, Engel has
had the opportunity to help thousands of women from
across the US and Mexico
memorialize their loved
ones in a new way.

“My collection has a
unique style,” says Engel.
“It looks different from
other artists’ work, and I
spend a lot of time mak-
ing each piece. I have to
be confident that each one
is something I'd be proud
to wear myself.” To learn
more about Love Ashes
visit www.loveashes.com.

Funeral Divas are strong,
confident and success-
ful women who work in
the funeral industry. They are not ashamed of their
careers and are proud to serve hurting families. They
are embalmers, funeral directors, apprentice funeral
directors, mortuary science students, grief counsel-
ors, casket sales women and employees at funeral es-
tablishments across the world. They are women who
support all women in funeral service and simply love
their careers. Funeral Divas’ purpose is to encourage
and uplift every woman in the funeral service indus-
try and to have fun at the same time.

Eternal Enterprises, Inc. is the parent company Fu-
neral Divas Social Group and product line, Funerals
Today Magazine, the Helping Hurting Hearts Network
and First Generation Funeral Directors Association. Con-
tact Funeral Diva’s at www.FuneralDivas.com or Fu-
neralDivas@EternalEnterprisesInc.com.

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

Faneral Deinectons Research, Juc.

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

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

WEB DIRECT GIFT & PRICING

g

Sudbury Brass Goods
P.O. Box 505723

;{/2/4////7/ Chelsea, MA 02150

BRASS

Chapel Supplies
Solid Brass ltems
Mausoleum Vases
Custom Engraving
Engraved Plates
Electrified ltems

Other Products for
Funeral Homes

Call or email us for more information on

these and other products.

1-800-535-6571
781-321-0071
sudburycustomerservice@earthlink.net
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CANA searches for New Executive Director

CANA will work with SmithBucklin
to select a new executive director

CHICAGO,IL— The Cremation Association of North
America (CANA), an international organization com-
posed of cremationists, funeral directors, cemeterians,
industry suppliers and consultants, has announced that
CANA Executive Director John Ross has resigned from
the association to take a position with the U.S. Depart-
ment of Interior.

The CANA Board of Directors will work with Smith-
Bucklin to select a new executive director. This will al-
low CANA to pursue its new service model strategy for
our membership, the board said in a statement.

“I would like to extend a heartfelt thank you to the
CANA Board of Directors, the headquarters staff, and
the many members I had the pleasure of working with
during my tenure with CANA,” Ross said.

CANA will continue with its areas of focus for 2011,
including membership growth, bringing more education
and formal certification online for CANA members, as
well as taking the popular CANA statistics program to
a new and more prominent position in the industry.
And as always, the CANA Crematory Operator Certi-
fication Program will expand your knowledge on cre-
mation! CANA is working hard to design the program
of the future, which will provide online training, online
examinations and reach a larger segment of the funeral
service industry.

CANA will continue to grow as it has over the past
five years, despite the economic downturn. The CANA
Board of Directors feels it is critical that CANA focus
on how to reach every crematory in North America for

Last but not least, CANA is thrilled to bring the entire
funeral community together for its annual convention
through a partnership with the National Funeral Direc-
tors Association! This year’s convention in Chicago will
be one of our strongest. Plan to head to Chicago Oct.
23-26 for a convention you won't want to miss!

Founded in 1913, the Cremation Association of North
America (CANA) is the oldest organization of its kind.
Comprised of more than 1,300 members including cem-
eterians, cremationists, funeral directors, industry sup-
pliers and consultants, CANA members span 50 states,
the District of Columbia, nine Canadian provinces and
seven countries — Australia, Brazil, Dominican Repub-
lic, Israel, Mexico, the Philippines, and The Netherlands.
CANA members believe that cremation is preparation for
memorialization.

CANA is headquartered in Chicago, Illinois, USA. To learn

more about CANA, visit www.cremationassociation.org.

“The Director” goes
Digital

T;I-l www.sudburybrass.com |-|;T

membership in CANA.
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Memoires des
choix des Jacque

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

Shared by Kate Frediani-Gorman
Cremation Products Inc.
800-837-0701
www.cremationproductsinc.com

BEEF TARRAGON

2 Tbs vegetable oil

2 Tbs unsalted butter

2 Lbs beef tenderloin, cut into ¥2 inch medallions
1 C minced onions

1 Tbs minced garlic

1 C red wine

1 Tbs Dijon mustard

2 Tbs chopped fresh tarragon leaves
1 can (133 oz) beef broth

2/3 C plain yogurt

Salt and freshly ground pepper

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

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

Spoon the sauce over the beef medallions and serve im-
mediately. Makes 4 to 6 servings.

CHICKEN BAKED IN YOGURT SAUCE

1 Tbs minced garlic

1 Tbs minced fresh peeled ginger

1/8 tsp red pepper flakes, optional

12 tsp ground cumin

1Y5 tsp paprika

12 tsp turmeric

1 Tbs chopped shallots

2 tsp chopped rosemary (or 1 tsp dried)

Salt to taste

2 tsp fresh squeezed lemon juice

2 C plain low fat yogurt

4 boneless, skinless chicken breasts, trimmed of
all fat

1 Tbs cornstarch, dissolved in 2 Tbs cold water

Combine the garlic, ginger, pepper flakes, cumin,
paprika, turmeric, shallots, rosemary, salt, lemon
juice and yogurt. Pour mixture into a baking dish
and add the chicken breasts, turning them over
to coat well with the yogurt mixtures. Cover and
refrigerate overnight or for several hours. Preheat
oven to 350° E Uncover the chicken and bake for
one hour. If the sauce is watery, remove the chick-
en and keep warm. Pour the sauce into a saucepan
and heat, adding the cornstarch and bring to bolil,
then simmer for 2 minutes. Pour over chicken and
serve.

Good Eating!

BROOKFIELD,WI— The
Director, the official pub-
lication of the National
Funeral Directors Asso-
ciation (NFDA), is now
available in a digital for-
mat. NFDA members can
access the March 2011
digital edition of 7he Di-
rector free of charge on the
NFDA website, www.nfda.
org/thedirector (members
must be logged-in to the
association website).

“This is an exciting and
convenient new way for
funeral professionals to
access 1he Director,” said
Editor-in-Chief Ed De-
fort. “The print edition
isn’t going away; NFDA is
simply making it possible
for funeral professionals to
read 7he Director whenev-
er and wherever they have
access to a Web browser.”

The digital edition of 7he
Director is currently only
available to NFDA mem-
bers. Access to the digital
edition is a value-added
member benefit — there is
no surcharge to view the
magazine online. The digi-
tal edition will be available
to non-member subscrib-
ers later this year at no ad-
ditional cost.

No special software is re-
quired to view the digital
edition of 7The Director;
readers will be able to use
common Web-browsing
software already found
on most PCs, Macs, net-
books, iPads and other
tablet devices. Subscrib-
ers will be able to view the
digital version of 7he Di-
rector on their smart phone
(e.g., iPhone, Blackberry,
Droid, etc.) Web browser
later this year.

Upon visiting www.nfda.
org/thedirector and open-
ing the digital edition
of the magazine, readers
will find it looks exactly
like the print version. The

easy-to-use navigation
panel allows the reader
to flip pages, search for
names, zoom in and out,
scan by table of contents,
click on Web links and
more. A “Help” button
provides additional assis-
tance. NFDA has the ca-
pability to add audio, vid-
eo and animated content
to the digital edition.

The digital edition will
be available on the NFDA
website, at www.nfda.org/
thedirector, on the same
day the print edition is
mailed out, on or about
the first of every month.
Subscribers will also find
digital editions of the Jan-
uary and February 2011
issues on the NFDA web-
site.

Nearly 12,000 subscrib-
ers around the globe read
The Director each month.
It is considered funer-
al service’s best resource
for in-depth analysis and
the latest information on
trends, techniques and
strategies in the profes-
sion.

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 advocacy,
NFDA is dedicated to sup-
porting members in their
mission to provide families
with meaningful end-of-
life services at the highest
levels of excellence and in-
tegrity. For more informa-
tion, visit www.nfda.org.
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Educating a Legacy of Funeral

Directors for Over 100 years...

The Worsham Training School
of Anatomy and Embalming

America’s Leading Institution for Instruction in Embalming and Funeral Directing

Above All Else a School of Experience

As everything the Funeral Director is required to
do will be taught here by actually doing it under the
eyes of the Instructor.

Catalogue and further information furnished upon
application,

THE SUBJECTS TAUGHT IN THE
WORSHAM SCHOOL ARE:

(Stereopticon and Microscopes Used to Visualize)

Anator_ny Postmortem and Postmortem Conditions
Bacteriology Professional and Business Law
Physiology Casket Trimming
Hygiene Disinfections and Disinfectants
Chemistry Transportation Rules
Pathology Demi-Surgery
Embalming Funeral Management
ALBERT H. WORSHAM Address The Worsham School
Presidemt 620 South Lincoln St. Chicago, Illinois

The above ad is from the 1930 issue of American Funeral Director

WORSHAM COLLEGE OF MORTUARY SCIENCE

Different States
Different Traditions

One Level of Comfort
Nationwide.

All Worsham College graduates
are CANA Certified Crematory
Operators.*

THE PRACTICAL EDUCATIONAL EXPERIENCE

— ]

495 Northgate Parkway ¢ Wheeling, Illinois 60090

(847) 808-8444 e+ Fax (847) 808-8493
www.worshamcollege.com
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American Academy McAllister Institute
announces President’s and Dean’s Lists

NEW YORK,NY— Ameri-
can Academy McAllister
Institute is pleased to rec-
ognize the following stu-

dents for their academic
success in the Fall 2010
Semester.

To be named to the

st

Child Caskets

e Caskets 1941 - 2011 * Urns
* Vaults :‘ 0 * Keepsakes
* Casket -S| » Memorial
& EXCELLENCE @B BOOk
Vault Sets Cherokee Casket

Company

www.cherokeechildcaskets.com

b B00-535-8667
-

-

Answers to

President’s List one must
maintain a semester grade
point average of 3.80 to
4.0. Laura Mann, Plain-
field, NJ; Risa Yokomu-
ra, Clovis, CA; Brandon
Delarosa, Mt. Vernon,
NY; Diana Hartt, Asto-
ria, NY; Sekou Johnson,
Grenada, WI; Mike Ko-
vach, Oxford, CT; Jenni-
fer Meacham, New York,
NY; Cherice Phillips,
New York, NY; Salvatore
Rametta, Hawthorne, NJ;
Matthew Stein, Hobo-
ken, NJ; Amanda Vaphi-
des, Staten Island, NY;

Klicker’s Krossword
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compassionate : sympathetic 8.
enthusiastic : ardent, excited 9.
encouraging : inspire with hope 10.
inquisitive : questioning

determined : shows resolve 12.
optimistic : cheerful confidence 13.
passionate : strong emotion 14.

Puzzle on Page A40

respectful : having regard for
compelling : convincing
inspiring : positively motivate

11. visionary : perceives outcomes

listener : pays attention
resolute : determined
wise : shows insight
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Maria Velez-Correa, Lin-
den, NJ and George Wel-
don, New York, NY were
named to the President’s
List.

To be named to the Dean’s
List one must maintain a
semester grade point aver-
age of 3.50 t0 3.79. Amy
Cunningham, Brooklyn,
NY; Steven Duca, Forest
Hills, NY; Ralph Faiel-
la, Bronx, NY; Michael
Sztuk, Morris Plains,
N7J; William Tiani, Nor-
walk, CT; Elisa Abatsis,
New York, NY; Char-
lene Brenes, Bayonne,
NJ; Dawn Carson, Stat-
en Island, NY; Salvatore
Culuso, Bronx, NY; Sa-
lome Figaro, Brooklyn,
NY; Victoria Freiert,
Kenmore, NY; EunJeong
Park, New York, NY; Ed-
uardo Ruiz, Bronx, NY
and Sean Scillieri, Pat-
terson, NJ were named to
the Dean’s List.

Carl Sandburg College
student wins Trigard

Scholarship

Drew Edwards, Sunset Funeral Home manager, presents a $250
scholarship to Brandee Golnick, a mortuary science student from

Carl Sandburg College.

DANVILLE, IL— Trigard proudly awarded a $250 schol-

arship to Brandee Golnick, a mortuary science student

from Carl Sandburg College.

The scholarship winner and her classmates traveled from
Galesburg, IL, to Danville. Hosted by the Darby family, the
students experienced many facets of the death care indus-

CONTINUED ON PAGE A45

Two Death-Care Experts to Share How
to Boost Your Brand on the Internet

Brian Hanner

Chuck Gallagher

WALL,NJ— Build your brand, boost goodwill in your com-
munity and bolster sales with proven Internet strategies from
two of the top experts on the topic in the death-care profession
by registering for our Social Networking for Death-Care Profes-
sionals webinar, which will be May 4, from 3-4 p.m. EST.
Brian Hanner, co-owner of Geib Funeral Homes &
Crematories in Ohio, will share how he developed a Face-

1-800-423-5901

www.scaranoshipping.com

Joseph A. Scarano

SCARANO SHIPPING

When you select Scarano Shipping you receive
prompt, personal service without the risk.

o 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.

ANYWHERE

IN FLORIDA!
Family Owned & Operated

NO CASKET SALE

book page with more than
2,100 fans and growing.
While others are still decid-
ing whether to get on social
networking sites, he’s ramp-
ing up his involvement and
making valuable connec-
tions for his funeral home.
Chuck Gallagher, chief
operating officer of Ameri-
can Funeral Financial, fo-
cuses on how to develop
your persona as an expert
online so that your com-
munity views you and your
firm as the death-care expert.
He'll also share advanced In-
ternet strategies to help you
build your brand online.
Join Brian and Chuck as
they team up to provide
expert guidance to those
who tune in to the Social
Networking for Death-
Care Professionals webinar.

Webinar
Provides Social
Networking Tips

You'll walk away knowing;:
e Strategies to build your
brand on the Internet
* How providing valuable
guidance and informa-
tion can lead to sales

e Ways to manage your
reputation online

» Tips on blogging and
search engine optimiza-
tion

* How social networking
leads to sales

* The best ways to put your
marketing dollars to work
online

* How demographics on
Facebook fit in with the
funeral profession

* And much more!

To register, call 800-500-
4585 or visit the webinar
page at Kates-Boylston
Publications at www.kates-
boylston.com/webinars.

As families go online to ask
questions and research end-
of-life options, it’s important
for you to be there to provide
them with solutions. Use so-
cial media and other Internet
strategies to develop, and find
business. Don’t miss this im-
portant webinar.

Kates-Boylston Publica-
tions publishes American
Funeral Director and Ameri-
can Cemetery magazines as
well as Funeral Service Insid-
er. The company also holds
regular events to help death-
care professionals boost their
businesses. Learn more at
www.katesboylston.com.
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Carl Sandburg College student wins
Trigard SChOIarShip Continued from Page A44

Eighteen students from Carl Sandburg College visited Danville, Illinois, where they toured the Trigard burial vault manufacturing

For over twenty years
Rick and Elizabeth Roberts,
owners of Roberts & Downey,
have been supplying the funeral
industry with superior quality
handcrafted hardwood chapel
furniture, on a custom built to
order basis.

“Robents & Downey
Chapel Equipment, Jinc.

robertsanddowney.com

Argenta, IL 62501  800-331-9093

Your authorized Howard Miller, Hekman and Woodmark dealer.

plant, the Trigard memorials plant, Sunset Memorial Park and one of six funeral homes owned by the Darby family.

try. They toured the Trigard
burial vault manufacturing
plant, the Trigard memorials
plant, Sunset Memorial Park
and one of six funeral homes
owned by the Darby family.

Trigard is committed to in-
vesting in the next generation
of funeral directors who will
care for families across the
country.

Trigard is a family owned
and operated business based
in Danville that has catered to
the varying needs of the death
care industry since the 1960s.
Trigard regularly hosts Trigard
University, a program dedi-
cated to assisting burial vault
dealers and funeral directors
by providing the necessary

FINE
Mortuary
College
announces
Dean’s List
for Winter
2010 Term

NORWOOD,MA— FINE
Mortuary College, LLC:
A Private Two Year College,
located at 150 Kerry Place
in Norwood, MA is proud
to announce the Dean’s List
for the Winter 2010 Term.

Madison Sullivan carned
High Honors as a full time
student.

Christen Bergeson, Lar-
issa Christiansen, Eric Fay,
Lee Ann Laorenza, Diana
Leitao and Juliann Zinsner
all earned High Honors as
part time students.

Part-time students who
made Honors are: Sean
Bowen, Thomas Caruso,
Sean Cayouette, Char-
ity Dell’Aquila, Cory
Dell’Aquila, Robert Fish-
er, David Kelleher, Kyle
Kokosa, Kelly Mahoney-
Miller, Erik Mattson, Mi-
chael Perez, Heather Reit-
er, Jeanne Roach, Karalyn
Rodriques, Steven Stonely
and Kimberly Wallace.

tools to make their firms suc-  ing closely with other death  and allows everyone to stay a
ceed in today’s funeral indus-  care providers enhances our  step ahead in today’s changing
try. Trigard believes work- knowledge of the industry — marketplace.

The Path
O Success

Your path to success

as a supplier in the
memorialization industry
starts with membership
in IMSA.

The many benefits include:

* input on trade show locations,
agenda and schedules

* reception sponsorship at major
industry trade shows

» free newsletter with previews
of national trade show venues

* areview of past and future shows
to help you determine which would
best fit your marketing needs

* networking opportunities

* free listing and advertising in
trade publications

» free web site listing

Take the first step on

the pathway to success...
Join IMSA today. e Im
N

’\
4|

INTERNATIONAL MEMORIALIZATION
SUPPLY ASSOCIATION

Please patronize the IMSA company members that support the industry.
International Memorialization Supply Association
P.O. Box 425 « West Bend, Wl 53095-0425 - www.imsa-online.com
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Send obituary information to Funeral Home & Cemetery News, PO Box 5159, Youngstown, OH 44514 e Fax (800) 321-9040 e E-mail info@nomispublications.com

DEWEY MADISON CARLISLE, SR., of Valdosta, GA died
February 12, 2011 at the age of 90. He was a funeral di-
rector at Hixson Brothers Funeral Home in Alexandria,
LA. He served as the general manager from 1961 until his
retirement after 33 years of service. He was a member of
the Louisiana Funeral Directors Association, serving in all
offices and on the Board of Directors.

RICKY LAMAR KENT of
Eufaula, AL died Febru-
ary 23, 2011 at the age
of 56. He was a licensed
Alabama funeral director
and embalmer. He was
co-owner of Kent Funer-
al Home in Clayton and
Eufaula, a co-owner of
Heritage Funeral Home
in Panama City, and co-
owner of Kent Thornton
Funeral Home in Dothan. He was a shareholder of
Kent Care, which owns funeral homes in Tennessee,

Alabama, Florida and Mississippi.

RUSSELL W. “RUSS" CHRISTENSON of Leeds, MA died
March 1, 2011 at the age of 95. He was the founder of
Florence Casket Company in Florence. He attended Am-
herst College, graduating with a business degree.

HAZEL BREWER BRYCE of Canton, OH died Febru-
ary 8, 2011 at the age of 89. She was bookkeeper for
Bluebonnet Cemetery, Lucas and Moore Funeral
Homes for several years.

Imported Hardwood Caskets

Factory-direct at a very competitive price
from reliable US-based supplier.

Quality and timeliness of delivery are guaranteed.

We offer Christian and Jewish caskets,
and other funeral home supplies.

DirectFuneralProducts.com

Funeral Director
inquiries only, please.

(518) 708-8190

PO Box 363
Waterford, NY 12188

COACH NAMEPLATES

SATIN POLISHED

i 1 o 157 Letters ALUMINUM  ALUMINUM
[-' *ﬁ"- R [*-'-a"- ' N 16” Bar, 12 spaces $39.50  $43.00
26" Bar, 20 spaces $48.00 $53.00
36" Bar, 29 spaces $63.00 $69.00
b T T
PletNMON 27 Letters
3 16" Bar, 9 spaces $44.00 $48.50
26" Bar, 14 spaces $54.50 $60.50
NN TEP 36" Bar, 20 spaces $71.50 $78.00
JUNTER
3” Letters
16" Bar, 8 spaces $54.50  $60.50
: 26" Bar, 13 spaces $65.50  $72.50
i |I J!"s u| Ip.l 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

Woketield

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

GRETCHEN B. WAPLES of Phoenix, AZ and formerly
of Camden, NJ died February 1, 2011 at the age of 97.
While pursuing a career as a coloratura Soprano, she mar-
ried funeral director Arthur A. Waples. She gave up her
singing career to help her husband operate funeral homes
in Camden and Burlington. A graduate of Eckels College
of Mortuary Science in Philadelphia, she took over oper-
ation of the firms after her husband died. She operated
both firms until the 1980s and continued to operate the
Waples Funeral Home in Camden until her retirement
in 2001. Mrs. Waples was active in many associations
and organizations, and was a leader in Camden’s African
American Community.

WILLIAM HENRY KAUI KAHEA “BILL" LELEO of Anahola,
Kauai died January 26, 2011 at the age of 66. He was a

retired mortician and funeral director.

BILLY LEE "BILL" JOHN-
STON of Mt. Vernon, IL
died February 24, 2011
at the age of 80. In 1974,
he partnered with Rich-
ard Morton in purchas-
ing the former Mitchell
Funeral Home in Ben-
ton, renaming it Mor-
ton & Johnston Funer-
al Home. He owned and
operated Johnston Fu-
neral Homes in Ina and
Mzt. Vernon with his son and his grandson. He was a
treasurer of Kirk Cemetery and had been a funeral
director for 50 years.

JAMES McGHEE of Southampton, PA died January 26,
2011 at the age of 84. He was a licensed Pennsylvania fu-
neral director, owner and operator of the James J. McGhee
Funeral Home in Southampton from 1965 until 1988.
A graduate of Eckels College of Mortuary Science in 1949,
he was past president of the Bucks County Funeral Direc-
tors Association, member of the Pennsylvania and National
Funeral Directors Association.

JIMMY L. VEAL of Valdosta, GA died February 16,
2011 at the age of 73. He was a funeral director and
embalmer at Carson McLane Funeral Home for over
47 years. A graduate of the McAllister Institute of Mor-

tuary Science, he was a member of the Georgia Academy
of Graduate Embalmers.

JAMES BAYARD “BILL" GORDON of Miami, FL died
February 15, 2011 at the age of 75. His grandfather,
Emanuel Gordon, founded Gordon Funeral Home
in 1938. In 1989, Service Corporation International
bought Gordon Funeral Home and merged it with Riv-
erside Memorial Chapel to create Riverside Gordon

Memorial Chapels.

DAVID “DAVE"” HIRT of Na-
ples FL, and formerly of
Batesville, IN, died March 1,
2011 at the age of 64. In 1965
Dave began his career with
Batesville Casket Company,
a career that spanned 33 years.
Dave initially began working
in the sales department and
by the time he had reached re-
tirement in 2001, had led the
company as President and CEO for 13 years. He was
devoted to funeral service throughout his life, begin-
ning as a student working at the company during the
summers, then on to his professional career at Bates-
ville, and even into semi-retirement, where he played
a major role in the development of the Johnson Con-
sulting Group. He was a past board member of the
Funeral Service Foundation and was an influential and
dedicated leader in funeral service.

Memorials can be made to the Funeral Service Foun-
dation, the David and Lynn Hirt Fund at www.funer-
alservicefoundation.org, 13625 Bishops Drive, Brook-
field, WI 53005; Friends of Santa at www.friendsof-
santaclaus.org in Hendersonville, North Carolina or
Holy Family Catholic Church Cemetery Fund, 3027
Pear] Street, PO. Box 98, Oldenburg, IN 47036.

RICHARD M. MACKOWIAK SR., of Dunkirk, NY died
February 16, 2011 at the age of 91. He was a licensed
funeral director. He assisted the family business, Mack-
owiak’s Furniture and Appliances. He took over the
business in 1955 and ran the business until it was de-
stroyed by fire in 1973. In 1961, he purchased the Fe-
lix T. Mackowiak Funeral Home from his late uncle
and operated the funeral home now known as Rich-
ard Mackowiak Funeral Home Inc. until he retired in
1985. He was the oldest member of Chautauqua Coun-
ty Funeral Directors Association. He was also a member
of the New York State Funeral Directors Association, and
the National Funeral Directors Association.

FREDDIE E. DOYLE SR., of Slidell, LA died February 7,
2011 at the age of 87. He was licensed as a Louisiana fu-
neral director in 1959. In 1963, he founded Doyle Funeral
Home in Slidell. He retired in 1992. He was a graduate of
Straight Business College in New Otrleans, as well as Simmons
School of Mortuary Science in Syracuse, New York.

If you have an Obituary you
would like to see listed here,
send information to:

FUNERAL HOME & CEMETERY NEWS
PO Box 5159, Youngstown, OH 44514
Fax 1-800-321-9040
E-mail info@nomispublications.com
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That's when Your Ad
will be working for you!

FUNERAL HOME &
CEMETERY DIRECTORY

The Funeral Industry’s #1 Trade Directory
FAMILY OWNED AND OPERATED SINCE 1974

For complete advertising rates contact Nomis Publications, Inc.
1-800-321-7479 » Fax 800-321-9040  E-mail kim@nomispublications.com
www.nomispublications.com ¢ PO Box 5159 * Youngstown, Ohio 44514
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Introducing U Design and User Defined by Continental Computer.
These exciting new tools will allow the user to truly customize their
own data input screens and store fields that are not available in other
areas. Using our software the only limit you have is your imagination.

»

-
.

» k.:"f*:q:';'
Cull your Soles Represenmhve today Products:

% ] (800) 240_1016 ﬁ_ . The Director’s Assistant*

sales@conhnentalcomputers.com The Cemetery Manager
N :  The Leads Manager

. The Crematory Manager**
~ The Aftercare Manager

. Keepsake Publisher
Memorial Designer* -
Accounting Software .
Hardware

*Spanish Versions Available =

** Also Available in Pet Care %

— e :

e - ~— Contact Us

— -- Tel.  (800) 240-1016 (North Americal

W — - Tel. (8709320081 [Outside U.S)

e Fax  (870) 931-1273

S | E-mail sales@continentalcomputers.com
www.continentalcomputers.com

CONTINENTAL

2010 Continmniol Computer Corp. All rodemarks, Wode names, wervice marks, and logos referenced harein belong 1o their respective companies COMPUTER co'np'
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There’s a reason we've been leading
the procession for years.

Our long-standing commitment to quality and dignity makes us the right

choice for this revered vocation.

A

-

LIMOUSINE & LIVERY VEHICLES LINCOLN

Find out more information at www.fleet.ford.com/limo.

Accubuilt, Inc. Eagle Coach Image Coaches
The S&S Coach Co. Amelia, OH (513) 797-4100 Warsaw, IN (574) 267-7687
Superior Coaches www.eaglecoachcompany.com  www.imagecoaches.com
Eureka Coach
Miller-Meteor Federal Coach Krystal Enterprises

Lima, OH (419) 222-1501 Ft. Smith, AR (479) 646-6800  Brea, CA (714) 986-1200
www.accubuilt.com www.federalcoach.com www.krystal.cc



