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FUNERAL HOME & CEMETERY DIRECTORY

BUYER’S GUIDE

The National Yellow Book of Funeral Directors and the Cemetery Directory have combined!

Listings for US and Canadian Funeral Homes, US active Cemeteries, select International Funeral Homes, 
Trade Service Companies, Veterans Administration Facilities, Foreign Consulates, 
Foreign Shipping Regulations, and US Daily Newspapers

The Catalog of Funeral Home and Cemetery Supplies has expanded and is 
now the BUYER’S GUIDE.

In addition to listing all service/supply companies, the BUYER’S GUIDE also 
contains listings of fi rms dealing with Pet Deathcare. Trade Associations, 
Educational Services and US Daily Newspapers are also included.

Changes Coming in October

Zarzycki Manor Chapels, Ltd. Dedication 
Celebration and Open House

WILLOW SPRINGS,IL— Zarzycki Manor Chapels, Ltd. 
offi  cially opened its doors Sunday, June 8 to the public 
during a building dedication and open house in Willow 
Springs. Th e mother-daughters team and owners Char-
maine, Claudette and Andrea Zarzycki were joined by 
the Most Reverend Bishop Th omas Paprocki of the Arch-
diocese of Chicago for the dedication of the new funeral 
home.

 More than 100 people attended the blessing and rib-
bon cutting and over 250 attended throughout the after-
noon. Bishop Paprocki off ered prayers and inspirational 
words during the blessing. Charmaine Zarzycki, along 
with her daughters Claudette and Andrea and Char-
maine’s grandson Aiden, cut the ribbon at the building 
entrance. During the open house, experts were on hand 

Zarazycki Manor Willow Springs Chapel

New 30 acre combination Municipal Cemetery 
Funeral Home for Coppell, Texas

The Master Plan for the new Rolling Oaks Memorial Park

COPPELL,TX— A groundbreaking ceremony was held 
on Wednesday, May 7, 2008, for the commencement 
of construction on a new 30-acre municipal cemetery 
for the City of Coppell, Rolling Oaks Memorial Park. 
JST Architects (J. Stuart Todd, Inc.) of Dallas, TX, was 
hired to master plan the cemetery as well as design all 
the cemetery amenities including an open air pavilion, 
enclosed columbarium, cremation garden, and a state of 
the art funeral home. Th roughout the design process, fu-
ture plans were also in mind for an upcoming cemetery 
expansion phase and reception center.
 The cemetery is located on a beautiful piece of prop-
erty consisting of rolling grassy meadows with natural 
oak trees spread throughout the property. A small pond 
exists to the back of the property, which will be a fo-
cal point for a natural cremation garden. A beautiful 
walkway will originate from the large front porte-co-
chere of the funeral home, and will lead through nat-

CONTINUED ON PAGE A23

CONTINUED ON PAGE A4

See Nie Family Funeral Home 
and Cremation Services opens 

Liberty Road Location on Page A16

“Th e Liberty Road Chapel is a 9,200 square-foot fa-
cility designed to be inviting and comfortable while 
accommodating gatherings of multiple sizes and in-
corporating state-of-the-art technology.”

See Always On Call Answering 
Service, LLC wins ATSI Award of 

Excellence on Page B1

of funeral homes throughout 
North America. ATSI extends 
its congratulations to the staff  
of Always On Call Answering 
Service on their proven quality 
of service to their customers.”

“Founded in 1992 by Gerald and Ellen Brosseau
and son, Gerald R. Brosseau, II, Always On Call has 
continued to expand and now represents hundreds 

See the new Monthly Column 
Let’s Chat by Kristan Dean on Page A20

Let’s Chat debuted in 
the July issue. Kristan 
Dean of Merry Christ-
mas From Heaven® will 
be talking about how 
funeral homes can reach 
out to both the fami-
lies they serve and their 
communities. Kristan is 
looking forward to hear-
ing from you with com-
ments, questions and 

suggestions about how your fi rm would like to or 
does, reach out to your community.
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HAVE YOU SEEN THESE CHILDREN?HAVE YOU SEEN THESE CHILDREN?
The photographs below have been provided by the National Center for Missing and Exploited Children. 

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

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

JESSE M. 
GRIFFIN-SEBULIBA 

Birth:  8/12/06
Missing:  4/24/07

Missing From: 
Milwaukee, WI

Age Now:  2
Sex:  Male

Race: Black
Hair:  Black
Eyes:  Brown
Height:  1’0”

Weight:  25 lbs

Lost, Injured, Missing

Circumstances: Jesse was last seen on April 24, 2007. 
He may be in need of medical attention.

MAYRA FIGUEROA 

Birth:  11/3/90
Missing:  4/26/07

Missing From: 
Elizabeth, NJ
Age Now:  17
Sex:  Female

Race: Hispanic
Hair:  Brown
Eyes:  Brown

Height:  4’10”
Weight:  135 lbs

Endangered Runaway

Circumstances: Mayra was last seen on April 26, 2007. 
She may be in the company of an adult female.

Circumstances: Th e children were abducted by their non-custodial 
mother, Lisa Ann Colombe. A felony warrant was issued for the abduc-
tor on October 18, 2007. Th e children and abductor are Biracial. Th ey 
are White and American Indian. Kaktis’ hair may be longer. His nick-
name is K.C. Vesta has pierced ears. Th e abductor has pierced ears.

Family Abduction

Abductor
LISA ANN COLUMBE 

Birth:  8/25/74
Age Now:  33
Sex:  Female

Race:  Biracial
Hair:  Brown
Eyes:  Brown
Height:  5’4”

Weight:  165 lbs

VESTA CARLSON 
Birth:  1/17/03

Age Now:  5
Sex:  Female

Race: Biracial
Hair:  Brown
Eyes:  Brown
Height:  4’0”

Weight:  40 lbs

KAKTIS CARLSON
Birth:  6/20/06

Age Now:  2
Sex:  Male

Race: Biracial
Hair:  Sandy
Eyes:  Brown
Height:  3’0”

Weight:  25 lbs

Missing:  8/21/07
Missing From: 
Bismarck, ND Correction: July 2008 

100BWFS Legend Wanda 
Bacon of the W.H. Bacon 
Funeral Home Inc. 

We apologize to Ms. 
Bacon for incorrect-
ly running the wrong 
photo with her featured 
article on page A26 of 
the July 2008 Funer-
al Home & Cemetery 
News. Shown is the cor-
rect photo of Wanda 
Bacon, owner of W.H. 
Bacon Funeral Home, 
Inc., Washington, DC, 
and 100 Black Women 
of Funeral Service Liv-
ing Legend.Wanda Bacon

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

To show them you care

Than to surprise them

With our sweet little bear
emem
e e
mm
bearbear

    
Funeral Director   

   I lo
ve my

To order “I love my Funeral Director” 

bears fill out the form
 below 

and return to: 

Nomis Publications, Inc.
PO Box 5159

Youngstown, Ohio 44514

Phone 800-321-7479 

Fax 800-321-9040 

$11.95

CHECK

____   I Love my Funeral Director Bear (@$11.95 each)      $__________

     Ohio add sales tax                  $__________

Total Enclosed                  $__________

Acct # ______________ Exp Date _____

Signature (Required for Credit Card Orders) ____________________

CIRCLE:

Name ________________

Address _______________

___________________

City _________________

State _______ Zip ________

Phone ________________

Ordered by ______________

MAILING ADDRESS SHIPPING ADDRESS (if different)
Name ________________

Address _______________

___________________

City _________________

State _______ Zip ________

Phone ________________

Ordered by ______________

Funeral Service 
Foundation to hold 
Annual October Golf 
Classic in Orlando
BROOKFIELD,WI— Th e Funeral Service Foundation will 
hold its 8th Annual Golf Classic on Sunday, October 12, 
2008 at Shingle Creek Golf Club in Orlando, FL with an 
8:00 a.m. Shotgun Start (Scramble).
 Funeral directors, suppliers and allied professionals are 
encouraged to participate in the event, which is held in 
conjunction with NFDA’s annual convention each year. 
Net proceeds support the Funeral Service Foundation.
 Shingle Creek Golf Club off ers an incredible golf ex-
perience, great amenities, and was voted a Top 40 Best 
New Course by Golfweek magazine. Just minutes from 

CONTINUED ON PAGE A4
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800-413-4455
The Judith Roth Studio Collection

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.

The highest quality promotional calendars available
Plus 15¢ each for shipping & handling

The incredibly
low price of these
upscale calendars
is only

Promotional Calendars
S

ize of calendar closed 11”x
8

3/4”
•  S

ize of calendar open 11”x17
1/2”

99¢
each

There are absolutely no other charges

the art of
synthia saint james

BLACK
HISTORY

CALENDAR

2009

2009

CATHOLIC CALENDAR

o

STORIES OF

SAINTS

TWELVE

MASTERPIECES

ON

NATURE

CALENDAR

Catholic Calendar
The most complete Catholic information.

•
Beautiful reproductions of twelve

museum materpieces.
•

Sold exclusively to
Funeral Homes and Cemeteries.

•
Also available in SPANISH.

Nature Calendar
Twelve magnificant photographs by

famous photographers.
•

Your choice of either
Inspirational or Biblical quotations

to illuminate each photograph.
•

Sold exclusively to
Funeral Homes and Cemeteries.

•
Also available in SPANISH.

Black History Calendar
Informative and entertaining

Black History.
•

Twelve vibrant works of art by
Synthia SAINT JAMES.

•
Words of wisdom from famous

African Americans.

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

Orders close September 15th.

Orders close September 15th.

Orders close September 15th.

O R D E R S C L O S I N G S O O N !
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Time may be  only a 
moment so keep a 
memory

Necklace Urn Pendants

for an Everlasting Keepsake.

Urns hold a portion of the cremains.

Sterling Silver and Gold pieces instock.

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

877-303-3144

CREMATION KEEPSAKES

 

It’s more than 
just architecture

Call us toll-free at 866-617-8778 
www.BehrensDesign.com

(It’s about experience)

Dave Remely, Architect

By Sherry L. Williams 

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

Th e Gift ofTh e Gift of
 Aftercare Aftercare

 Where does time go? Here we are approaching 
midsummer and many of you like me are ask-
ing where is this year going? Many of you like 
me might be saying something like, I still haven’t 
gotten around to doing _______, and you fi ll in 
the blank. If that blank is getting your aftercare 
program started and you haven’t done that be-
cause you think that might take a long time or 
is too complicated, have I got news for you?
 Th ere is now a program that I like to refer to 
as Aftercare in a Box, a box of cards designed 
and produced by Lawson Falle as a part of their 
Life Care Series called Grief Care. Grief Care 
is a box of 12 cards written by Zig Ziglar and 
me, Sherry Williams. It was designed to follow 
a grieving person for an entire year by providing 
a card that can be sent each month. Th ere is a 
card for Th anksgiving, Christmas, the Anniver-

sary of the Death and cards that are appropriate for 
Mother/Father’s Day and other special days. You 
pick the card you want to send but you send one 
card a month for an entire year. 
 You might be asking why a year? Well, the casse-
roles quit coming in about a month, people are ex-
pected to be back to work sometimes within three 
days and the world is going on. Even you are on to 
the next family you have to serve. But, for the per-
son who is grieving, time is standing still. Th ey are 
beginning to feel isolated and alone and the pain of 
grief gets worse before it gets better. As the holidays 
or other special days approach the pain can even 
seem more intense, because the loved one who once 
shared a special holiday or participated in special 
rituals is not there. Now, you have the opportunity 
to reach out to that family during times that have 
high emotional impact in a way that says you care. 
For the price of a stamp and the box of 12 cards, 
you can show that your services did not end with 
the funeral. 
 When Zig Ziglar approached me about this proj-
ect, it was just for a box of cards that would be sold 
in Christian Bookstores. As we developed the cards, 
I began to think about all of the fi rms I worked with 

who wanted something aff ordable, eff ective and 
easy to implement. Well, I don’t know what could 
be easier. And while, the original intent of the 
cards was not for funeral service practitioners, I 
see a very practical application for all of you. 
 If you are interested in how to purchase these 
cards, I call Aftercare in a Box, you can call us at 
1-800-346-3087 and we will be happy to help 
you get a simple, aff ordable and very eff ective 
aftercare outreach program started.

FEATURE ARTICLES MONTHLY COLUMNS
CALENDAR OF EVENTS CLASSIFIED ADS

can be found online at 
www.nomispublications.com

FUNERAL HOME & CEMETERY NEWS
Th e New

Family Owned and Operated since 

Previously published as the YB News.

Continued fr om Page A2
the NFDA Convention site, 
participants can enjoy a re-
laxing day of golf and cama-
raderie, and get back to the 
business of the convention 
mid-afternoon.
 Th e cost to golf is $250 
per player, which includes 
bus transportation, conti-
nental breakfast, golf cart, 
greens fees, lunch, gifts 
and more. A portion of 
the entry fee is tax deduct-
ible. Event details, a list of 
sponsorship opportunities, 
and registration forms are 
available at www.funeralser-
vicefoundation.org/news/
events.htm. Registration is 
limited to 144 players.
 Participation in this event 
will support the Funeral 
Service Foundation’s pro-
grams to attract, retain 
and educate funeral ser-
vice professionals; promote 
the value of the death care 
profession to the public; 
provide scholarships to fu-
neral service students and 
professionals; and support 
children’s grief programs. 
For more information, visit 
www.funeralservicefounda-
tion.org.

Funeral 
Service 
Foundation 
to hold 
Annual 
October 
Golf Classic 
in Orlando

Andrea, Charmaine, Charmaine’s grandson Aiden, and Claudette Zarzycki cut the ribbon at the en-
trance of the new Zarzycki Manor Chapel.

Continued fr om Front Page 

Zarzycki Manor Chapels, Ltd. 
Dedication Celebration & Open House

to discuss the process of 
preplanning, merchandise 
selection, funeral livery, 
fl oral selection and person-
alization techniques from 

choosing the best fl owers 
to musical accompani-
ment. Mike Beenblossom
of Aurora Casket was on 
hand to answer any ques-

tions; Dave Moore with 
Wilbert Vaults provid-
ed a stainless steel vault 
on site to demonstrate 
its purpose; Mark Weber
of Kloeckener Preferred 
Flowers presented a beau-
tiful array of funeral fl oral 
pieces; and Rick Knuerr
of Broadway Livery pro-
vided his fl eet of a hearse, 
limo and flower car for 
guests to see. Music and 
refreshments were enjoyed 
by all.
 Th e Zarzycki Family raf-
fled off a Summer Bar-
beque Basket and also a 
Digital Photo Frame. Th e 
two lucky winners were 
Dorothy Szczepaniak of 
Chicago and Eileen Kolek 

CONTINUED ON PAGE A12
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800-413-4455
The Judith Roth Studio Collection

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.

The highest quality promotional calendars available
Plus 15¢ each for shipping & handling

The incredibly
low price of these
upscale calendars
is only 99¢

each

There are absolutely no other charges

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

Orders close September 15th -
If supplies last.

BLACK  HISTORY

CALENDAR
Promotional

the art of
synthia saint james

BLACK
HISTORY

CALENDAR

2009
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Stories to tell...
  Behind each print, there are stories
that women want to share.  Today’s

funeral directors understand this and

Suggest a Thumbie.

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

 

By Christopher Kuhnen

 Christopher Kuhnen is Vice President of Marketing for The Out-
look Group, Inc., Franklin, Ohio. Mr. Kuhnen has considerable expe-
rience in the fi eld of funeral prearrangement planning sales, train-
ing and marketing. He provides comprehensive consultation and 
support to funeral directors nationwide to help them coordinate 
and develop their funeral prearrangement advertising, marketing, 
image, sales and public relations strategies. 
 He is a Kentucky Licensed Funeral Director, Life Insurance Agent 
and member in good standing Funeral Directors Association of 
Kentucky. Additionally, Chris is a recognized Certifi ed Preplanning 
Consultant (CPC) as bestowed by the Funeral Service Foundation 
and a recognized Certifi ed Marketing Specialist as bestowed by the 
National Marketing Academy. 
 He has presented numerous continuing education, advertising, 
marketing and pre-need seminars to a variety of national, state and 
regional funeral associations. Chris can be reached at (800)331-
6270 or ckuhnen@theoutlookgroup.com. 

A ProactiveA Proactive
ApproachApproach

to Advanceto Advance
Funeral Funeral 

PlanningPlanning

Turning a Telephone Funeral 
Shopper into an Appointment

 Our daily lives are enriched with digital technol-
ogy: e-mail, internet, Blackberries and cell phones. 
With these capabilities our society has adopted the 
quick response expectation. If we want something 
we want it now.
 The same expectation holds true with the Tele-
phone Funeral Shopper. They ask quick questions 
and expect quick answers. Most often the caller is 
not accurately informed as to the details or varianc-
es of death-related services. If we allow the caller to 
dictate the conversation, most likely, the call will 
end with insufficient information and no appoint-
ment.
 The next time you’re presented with a Telephone 
Funeral Shopper try the following.
 Before conversing with the telephone funeral shop-
per:

Lay aside items you have been working on—just • 
as you would if the individual were sitting right 
in front of you.
Clear your mind and your throat.• 
Concentrate—be present in the moment and re-• 
member to smile!
Answer the telephone and introduce yourself • 
right from the start. Ask the caller their first and 

last name so you know who you’re talking too. 
Once you receive their name, use their first name 
often throughout your conversation.

 Your caller will most likely get right to the point 
with questions similar to these: “How much are your 
funerals?” or “How much does a funeral cost?” 
 Set the pace of the conversation right from the start 
with this clear-cut reply.
 “Funerals are like grocery bills; I’m not sure what 
your choices will be. May I ask you a few important 
questions first so I can accurately answer your ques-
tion to your satisfaction?”
 The first thing you want to discover and understand 
when speaking to a Telephone Funeral Shopper is 
what is important to them?
 Customers only buy for their reasons! Not yours! 
You must find out what is important to them. What 
is their situation? Ask lots of “getting to know you” 
types of questions such as those outlined below.
 “Have we buried in your family before? If yes, when 
was the last time? If not, what made you choose to 
call us today?”
 “Are you asking because you have an immediate 
need?”
 “Is price your only concern or are there other things 
you need answered?”
 “Have you been curious about funeral home prices 
for long? If so, how long and who have you also con-
tacted about funeral prices previous to our funeral 
home?”
 The questions are limitless! The value and informa-
tion they bring you is invaluable.
 Armed with all this information you can then prop-
erly position the sale of your funeral home and ser-
vices so that price is not the main decision criteria. 

Creating Importance & Urgency
 It is important to create curiosity, which should 
never be satisfied via the telephone. Asking questions 
regarding living will and/or Medicaid preparedness 
is an excellent place to start. You will recognize the 
signs that you have successfully created importance 
by the questions that will surely follow. As the caller 

asks for additional details, politely interrupt and 
reply,
 “I can see that you are truly in need of an evalu-
ation. Before you can make any funeral decisions, 
you should have all the information and benefits you 
are entitled to. In order for you to receive full ad-
vantage of your money and achieve peace of mind, 
I need to set aside a few minutes to assist you.”

Getting the Appointment
 Continue with a non-threatening invitation: “Can 
I invite you to a brief but informative consulta-
tion?”
 The caller may first decline. Offer this: “We (the 
funeral home) are committed to providing our 
families with the free knowledge pertinent to fu-
neral funding. My goal is to arm you with all the 
facts before the death occurs and before any over-
sights can happen—you do not have to spend too 
much—accept my invitation for this information 
and I promise, you will feel much better when you 
are ready to make your final decisions.” 
 Remind the caller they are under no obligation 
to get the facts and that your time together will be 
brief. Try these suggestions the next time Telephone 
Funeral Shoppers come calling.

Stewart Enterprises 
names Kenneth G. 
“Jerry” Myers, Jr. 
Senior Vice President of 
Operations
JEFFERSON,LA— Stew-
art  Enterprises,  Inc . 
(Nasdaq:STEI) announced 
that, Jerry Myers will serve 
as the Company’s Senior 
Vice President of Opera-
tions. Myers will be based 
at Corporate Headquarters 
in Jeff erson, LA.
 During his 32-year busi-
ness career, Myers has 
served in senior manage-
ment positions with sev-
eral publicly-traded com-
panies—including serving 
as President, Chief Execu-
tive Officer and a Direc-
tor of Conrad Industries, 
Inc., and Vice President for 
Northrop Grumman Avon-
dale Operations—where he 
specialized in process im-
provement, business devel-
opment, information tech-
nology and strategic plan-
ning. For the last two years, 
he has served as the Com-
pany’s Senior Vice President 
of Finance, responsible for 
all shared services business 
support and information 
technology functions.
 A native of Pascagoula, 
MS, Myers earned a bach-
elor’s degree in accounting 
from Nicholls State Univer-
sity in Th ibodaux, LA. He is 
a Certifi ed Public Accoun-
tant and a Certifi ed Project 
Management Professional.

 “We are delighted to have 
Jerry Myers in this new 
role,” Stewart Enterprises 
President and Chief Ex-
ecutive Offi  cer Th omas J. 
Crawford said. “His broad 
business background has 
provided him an excep-
tional skill set with which 
to make a signifi cant im-
pact on the operations of 
our business. Jerry is keenly 
focused on continuous im-
provement, which, coupled 
with his unique combina-
tion of operational manage-
ment experience, fi nancial 
acumen and information 
technology expertise, will 
substantially advance our 
eff orts to be a Best in Class 
company.”
 Founded in 1910, Stew-
art Enterprises is the second 
largest provider of products 
and services in the death 
care industry in the Unit-
ed States. The Company 
currently owns and oper-
ates 221 funeral homes and 
139 cemeteries in the Unit-
ed States and Puerto Rico. 
Th rough its subsidiaries, the 
Company provides a com-
plete range of funeral mer-
chandise and services, along 
with cemetery property, 
merchandise and services, 
both at the time of need and 
on a preneed basis.
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Flush Embalming Station 
Model 1036-13

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

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

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

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

Continental US ONLY

Plastic Undergarments
Clear, S - XL for most items
Unionalls .......................  $ 12.00 ea
Shirt/Jacket ....................$ 10.00 ea
Pants ................................$ 3.00 ea
Capri Pants .......................$ 6.00 ea
Coveralls ...........................$ 3.00 ea
Stockings ..........................$ 3.00 ea
Sleeves .............................$ 2.00 ea
Infant Unionalls ...............$ 10.00 ea

Free ground shipping on plastic 
undergarments orders over $300

Continental US ONLY 

Cadaver Storage Racks
...2, 3, 4, & 5 Capacities

Units ship fully assembled, simply plug it into an outlet and they are operational. All quality 
galvanized steel construction with a flush mounted door. Units include thermometer, door closer, 
switch and vapor proof light fixture. The 3 body interior is provided with rolling racks and high  
density plastic storage boards to match body capacity. The two body unit has one shelf and  
space for your cot.  Other styles and capacities available, please Inquire. 

Optional features: stainless steel body trays, compressor cover and casters for ease of transport.

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

(800) 410-0100
www.mortechmfg.com

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

Headrest
Molded plastic, sturdy, reusable
Only $ 33.00 each

Stainless Steel
Embalming Station
Model 1036-9M

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

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

Everyday Mortuary Supplies

Stainless Steel Hypodermic Needles
Luer Hubs with long lasting points

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

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

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

Disposable Headrest
Styrofoam, sturdy, disposable
head and arm rest

Only $ 33.95 
24 per case

Pall Bearer Gloves
Quality, Cuffed, White

Only $ 11.99 
per dozen

Premium Gloves
S - XL  10 bx/case  100/bx 
(One size fits all)
Latex PF Textured .....$ 51.99 case
......................................... 5.49 box 
Nitrile Powder-Free ....$ 76.99 case
(Shown left) ...................... 7.99 box

Plastic Body 
Boards
Set of 3

Only $ 129.00
per set 

Three Piece
Sterilization Sets
Solid Pan, Perforated 
Pan & Cover
20.0” x 12.0” x 4”H
Only $79 each
12.75” x 10.375” x 4”H 
Only $45 each

Three Body Refrigerator
Model 1036-R114

Two Body Roll-in Refrigerator
Model 1036-R115

Model T3624
Laminated Body 
Storage Board

Model T3626 
Stainless Steel Body
 Tray

Model T3603 
Carrier Chassis Tray

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

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

FAX (626) 334-1704
Call us at (800) 410-0100 or Email us at info@mortechmfg.com

Battery Operated 
Cadaver Lift
Model M678

Water Control Unit
Model 1036-1
(Available in left  
or right versions)

“Both units easy to install
    requiring single point  
connection water and power”

Cadaver Storage Systems 
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Funeral Directors Research, Inc.
AMRA INSTRUMENT, LLC

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

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

WEB DIRECT GIFT & PRICING

TM
®

www.amrainstruments.com
www.preproomdirect.com

OVERSIZED MORTUARY COTS              

CHURCH TRUCKS

premierfuneralsupply.com

QUALITY &  VALUE AT A REASONABLE COST

$1527

 *FOR A LIMITED TIME ONLY!
ALL PRICES DO NOT INCLUDE S&H.

   drain slope, with increments in between 

t

d

 

Length 79" Width 32.5" Height 33"
Head Adjustable to 38"
Foot Adjustable to 35"

1000 LB
CAPACITY

PATENT PENDING

THE BRUTE II®

All Stainless Steel
Embalming Table
on the Market!

THE BEST PROPORTION OF SIZE & WEIGHT ON THE MARKET!

SILVER & CHROME 
GOLD & CHROME 

BLACK & CHROME
BLACK & GOLD
PEARL & GOLD

900 LB CAPACITY

750 LB
CAPACITY

PATENT
PENDING

OVERSIZED!
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PREMIER
Funeral Supply Inc.

EASY ASSEMBLY

90% ASSEMBLED

OUT OF BOX

REGULAR $2397

REGULAR $617 REGULAR $637

REG. $987

FREE SHIPPING!*

$1997*

$577* $597*

$937*

SUMMER MADNESS SALE!
ORDER NOW AND SAVE!

$1397
FREE SHIPPING!*

MULTI-LEVEL COTS

CREDIT CARDS
ACCEPTED

PATENT
PENDING

DESIGN COPYRIGHTED

 Since 1998 Adrienne Kalmes has directed the sales and marketing 
efforts of Meadow Hill Company, Inc. The ten-year-old, Chicago-sub-
urban company produces Thumbies® Fingerprint Keepsakes for more 
than 3,000 funeral homes across the United States and Canada. 
 Adrienne did her undergraduate work in communications at the 
University of Toronto and has done graduate work in both business 
and pastoral ministry at Loyola University in Chicago. Her divergent 
interests in bereavement and marketing make her the ideal candidate 
to write compassionately about the role of keepsakes in the grieving 
process and practically about the business opportunities presented 
with keepsakes sales. 
 In this monthly column, For Keep Sakes, Adrienne explores the his-
tory and use of keepsakes and features specifi c products from the 
wide variety of options available in today’s market place. Over time 
she hopes to share interesting stories about keepsakes gathered from 
funeral directors across the country.
 Adrienne can be reached by phone, toll free, at (877)848-6243 or 
via email at adrienne@thumbies.com. Her mailing address is PO Box 
274, Fox River Grove, IL 60021.

By Adrienne Kalmes

For Keep For Keep 
 Sakes Sakes

Keepsake Locks

 As a parent, you have lasting memories of your 
children’s fi rst haircuts. If your mother had long hair 
perhaps you remember her brushing it…a hundred 
strokes each day. And if you happen to be of Greek 
or Italian heritage, you might even recall your grand-
mother tossing the pasta and olive oil by hand and 
then rubbing glistening hands through her thick hair 
to make it even more lustrous. Hair (or lack thereof ) 
is one of our strongest human characteristics, one we 
long remember after other aspects of a personality fade. 
We mentally fi le away the color, texture, even smell of 
the hair of our loved ones. 
 It is not surprising then that these much loved locks 
are used to create keepsakes. Th e saving of hair as we 
have discussed in previous articles has its roots in an-
cient times. 10,000 years ago ancient peoples from 
Jericho to Chile would take the skeletal remains of 
their loved ones, plaster the skulls, add pigments to 
color them, and then reattach the hair. Th ese mask-

like keepsakes would then be housed in places of honor 
within their homes. 
 Sometimes this keeping of the hair was not for the sake 
of deceased but was for the glorifi cation of the keeper. 
Warriors would collect the scalps of their conquest, a 
symbol of pride and honor.
 Men and women in the Victorian era used hair to cre-
ate a wide variety of jewelry and accessories that were 
worn by men and women during the mourning period. 
What started as a simple way to keep a loved one near 
became an elaborate art practiced by many. Pieces like 
pocket watch chains, brooches, even purses were woven 
and knotted from human hair. Silver and gold “lockets” 
were designed to hold strands of hair. Many of the de-
signs found on these lockets today grace cremains pen-
dants and cylinders.
 Th ink too about the cultural power of hair. Th e shav-
ing of the head has been used to shape behavior as in the 
case of the military. Th e removal of hair—especially of 
women’s—has long been used to embarrass or to pun-
ish for unacceptable behavior. Can we ever forget the 
photographs of people in concentration or internment 
camps—men, women, and children all with their heads 
shaved clean.
 Hair is important to people. Funeral directors under-
stand this when it comes to the preparation of the de-
ceased for a viewing. Th e style needs to be right. Off ering 
to take a locket of hair for the immediate family can be 
a very simple service the funeral home provides. A small 
pair of scissors and a supply of small zip lock bags is all 
that is necessary. More elaborate cards and holders are 

available through stationery companies as well.
 Some families may decline your off er; others will 
want it to create that special keepsake that will be 
worn lovingly or displayed in a memory box. Still 
others may opt to preserve some strands of hair for 
DNA purposes. We live with fast-changing medical 
technologies that will in the future trace a family’s ge-
netic map through DNA to arrive at critical diagnoses 
and treatments. Th en there are those who may wish 
to have you cut some tresses from their loved one to 
create a diamond. For sure, there are companies who 
can now take hair and from its carbon make a signa-
ture diamond. Amazing!

2008 Legislative Session declares Iowa Consumers 
have choice of who handles Death Arrangements 
DES MOINES,IA— Iowa consumers now have a choice 
as to who will carry out their fi nal wishes after death.  
Th anks to Senate File 473: Final Disposition Act (FDA), 
which was passed in the 2008 Iowa Legislative Session, 
Iowans can designate the person who will make their 
fi nal arrangements, beginning July 1, 2008.
 The Iowa Funeral Directors Association (IFDA) 
worked with key legislators to draft the bill which gives 

consumers the power to choose the person who would 
carry out their final wishes after death.  This provides 
Iowa’s consumers more control with their end-of-life 
arrangements, but it also provides direction for the 
funeral directors, who work to provide comfort and 
hope to the families of the deceased.  Senate File 473: 
Final Disposition Act is the result of the hard work 
and great efforts of the funeral directors who belong 
to the statewide association.
 The Final Disposition Act is effective only for docu-
ments validly entered into on or after July 1, 2008, 
and only for deaths occurring on or after July 1, 2008.  
The list for people authorized for control of disposi-
tion is as follows:

“Designee” under FDA• 
“Alternate Designee(s)” under FDA, if applicable• 
Spouse• 
Children• 
Parents• 
Grandchildren• 
Siblings• 
Grandparents• 
Other adult person in the next degree of kinship• 
County Medical Examiner• 

 Iowans can assert the control the Final Disposition 
Act provides them by simply filling out a form declar-
ing a designee.  This document can either be filled 
out separately and then attached to a current Durable 
Power of Attorney for Health Care form, or it can be 
included when executing a new Durable Power of At-
torney for Health Care form.  
 Consumers only have to look as far as their local fu-
neral director for these forms.  The Iowa Funeral Di-
rectors Association provided training for members on 
the Final Disposition Act in mid June so that the fu-
neral directors across the state would be knowledgeable 
and proficient on this new law before its enactment 
on July 1.  IFDA has also provided for all of its mem-
bers these forms, which give consumers the power to 
choose the person who will make their final arrange-
ments.  
 The Iowa Funeral Directors Association “promotes 
and supports funeral service excellence©” by represent-
ing over 640 Iowa licensed funeral directors and pro-
motes high standards within the field of funeral ser-
vice through continuing education programs, legisla-
tive representation, and service to Iowa communities. 
For consumer information regarding funeral service, 
please log on IFDA’s Web site at www.iafda.org.

SEND US 
YOUR NEWS

press_releases@nomispublications.com

FUNERAL HOME & 
CEMETERY NEWS

PO BOX 5159
YOUNGSTOWN, OH 44514

FAX (800)321-9040
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By Atty. Harvey I. Lapin
 Harvey I. Lapin, P.C., is a member of the Illinois Bar and Florida Bar. 
He is a member of the faculty at the John Marshall Law School in 
Chicago and is presently teaching the subject of Tax Exempt Organi-
zations.
 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 assis-
tance, please contact the author  c/o Harvey I. Lapin, P.C., PO Box 
1327, Northbrook, IL  60065-1327. Phone (847)509-0501 or fax to 
(847)509-1027.
 The author also prepares material for CB Legal Publishing Corpora-
tion CB Legal Publishing Corporation’s Release Form Kit, which was 
prepared by the author, contains Release and Hold Harmless forms 
for Funeral Homes to use in situations where it has resolved a com-
plaint with a customer, such as a problem occurring in a ship in, and 
wants to be sure that there will be no further action by the customer 
or their relatives. Other situations that are covered are obtaining Re-
leases and Hold Harmless Agreements in advance from family mem-
bers who insist on viewing an unembalmed or disfi gured body or 
who may be identifying the body. The Funeral Home Kit contains 9 
Special Releases for specifi c funeral home situations and a General 
Release form to be used for other situations not specifi cally covered. 
There are Release Kits for Crematories, Cemeteries and Combination 
Funeral Home/Cemetery Operations. The forms can be purchased on 
a custom basis with your business name and address preprinted at 
the top of each form. Call Cheryl Lapin at the number below for 
information.
 The author also writes more extensive articles on subjects of interest 
to the industry in a newsletter, the Cemetery and Funeral Service Busi-
ness and Legal Guide. Subscriptions to the Guide cost $110 per year 
for ten issues on different topics. New subscribers are usually eligible 
for introductory rates. Anyone interested in subscribing can contact 
Cheryl Lapin, CB Legal Publishing, P.O. Box 1327, Northbrook, IL 
60065-1327, fax to (847)509-1027 or call (847)509-0501.

LegalLegal
 Speak Speak

Check Th e State 
Laws On 

Cemetery Th efts

 An article in St. Louis Post Dispatch on June 30, 
2008 illustrated the current problem with thefts from 
cemeteries. Th e title of the article was: “Grave robbing 
has become an above-ground aff air”.
 According to the reporter: “Gone are the days when 
enterprising thieves would dig up an old grave and 
pillage for gold teeth and rings. Today, it’s mostly the 
bronze markers and fl ower vases that draw their at-
tention.
 “Rising scrap metal prices, coupled with the lagging 
economy, have triggered a string of cemetery thefts 
both locally and across the nation.”
 Th e article also quoted a local cemetery operator, 
David Evans, general manager for Valhalla Gardens 
of Memory in Belleville, IL, who said that “I can’t 
think of anything lower. Nothing’s worse than steal-
ing from the dead.” According to cemetery operators 
the scrap value of a bronze vase is about $10 and the 
replacement price often tops $300. Mr. Evans also 

commented that the cemetery had stepped up secu-
rity, but noted that the thieves usually just took a few 
at a time and returned for more. It was also noted that 
the thieves did not take vases with fl owers.
 Th e primary purpose of the article, however, was to 
alert potential thieves that the authorities are becom-
ing more aware of the problem and that laws were 
either in aff ect or are being enacted to deal with the 
problem. Apparently, a local Sheriff ’s Department had 
already arrested three people for stealing vases when a 
scrap-recycling center turned them in to the authori-
ties. Another group that stole 17 bronze vases from 
Valhalla Cemetery in March and then a month later 
returned to steal 12 more were arrested as a result of a 
tip. In addition, three men were arrested in early June 
on charges of stealing more than 1,000 brass vases 
and headstones from nine Chicago-area cemeteries. 
Also in June, about 150 bronze vases were reportedly 
stolen from a West Virginia cemetery. In addition, a 
man was arrested on charges of stealing 55 vases from 
gravesites in the Fort Myers, FL area.
 Th e reporter commented that stronger laws and new 
technology are helping catch the thieves. For example, 
a Missouri law passed in May is aimed at helping po-
lice track thieves who steal brass and bronze and sell it 
to scrap metal dealers. Th e state stiff ened the fi nes for 
dealers who don’t keep proper paperwork and requires 
them to get a copy of a photo ID for those who aren’t 
regular customers. Illinois apparently enacted a similar 
law earlier this year. Illinois also has provisions impos-
ing felony penalties on any person that steals memo-
rials or similar items from a cemetery. A police chief 
reported purchasing access to an internet site on line 
that keeps track of the online sale of scrap metal and 
in pawnshops.

 On the basis of the numerous reports about thefts 
around the country, it is probable that this is a national 
problem that is increasing. Industry members should 
therefore check the laws in their own states and if it 
does not appear to adequately deal with the problem, 
they should contact members of their legislatures.

GE Money and Keystone 
offer payment option for 
Funeral Expenses

FEATURE ARTICLES • COLUMNS
CALENDAR OF EVENTS • CLASSIFIED ADS

Online
www.nomispubl icat ions.comFUNERAL HOME & 

CEMETERY NEWS

John Earle elected to 
Keystone North America 

Board of Directors 

John S. Earle

Keystone and our Board.”  
John is the President of 
John Earle Consulting, 
a company that assists 
funeral home and cem-
etery owners in design-
ing and implementing 
business solutions. John 
is recognized as a North 
American authority in 
developing reception and 
catering revenues within 
existing heritage funeral 
home operations. 
 From 1983 until late 
1988, Mr. Earle was Vice 

TAMPA,FL— Keystone Group Holdings is pleased to 
announce that the shareholders of its parent company, 
Keystone North America have elected John S. Earle
to its Board of Directors.  According to Steve Tidwell, 
Keystone’s President and CEO, “We are delighted 
to have John join the Keystone board.  His 40 plus 
years of industry experience brings immense value to 

President of Western Canada for Arbor Memorial 
Services Inc. In 1989 Mr. Earle was promoted to 
Senior Vice President of Funeral Service until his re-
tirement from Arbor in late 2006.

Serenity Finance Program Available 
for Unplanned Funeral Expenses.

KETTERING,OH— GE Money and Keystone Group 
Holdings, a leading provider of funeral services in the U.S. 
and Canada, announce a multi-year agreement to provide 
a fi nancing program that assists families with unplanned 
expenses related to funeral arrangements.
  Th e Serenity Finance Program, backed by GE Money’s 
Sales Finance unit, is a program created as a fi nancing tool 
for unplanned funeral arrangements. Qualifying Keystone 
customers can take advantage of fl exible terms, deferred 
interest fi nancing, with minimum monthly payments, no 
annual fee and no down payment. Credit applications are 
simple, and credit decisions typically take a few minutes. 
  “Keystone is committed to providing caring, respect-
ful services that meet the needs of loved-ones making fu-
neral plans,” said Jim Price, Chief Operations Offi  cer, 

CONTINUED ON PAGE A40
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Contact Us

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

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

www.continentalcomputers.com

 The Crematory Manager

2008 Continental Computer Corp. All trademarks, trade names, service marks, and logos referenced herein belong to their respective companies.

The Director’s Assistant
The Cemetery Manager
The Leads Manager

Hardware
Accounting Software

Keepsake Publisher

Products:

 Memorial Designer

* Spanish Versions Available

By: Continental Computer

The Director's Assistant
The Crematory Manager
The Leads Manager

The Cemetery Manager

Introducing U Design and User Defined by Continental Computer. These 
exciting new tools  will allow the user to truly customize their own data 
input screens, and store fields that are not available in other areas. Using our 
software the only limit you have is your imagination

The Aftercare Manager

*

*
 The Aftercare Manager
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Independent & Family Owned
Since 1945

Call for color brochure:

1-800-782-8249
McCord Products, Inc.

Box 646, Bowling Green, OH 43402

Web Site: McCordproducts.com
Fax: 419-354-8075

McCord
“The Original” Infant Casket & Vault

* Sizes 12”, 18”, 30”, 36”, & 48” 
* Vaults proportional to caskets

* High-Impact Polystyrene 
 8,200 psi Flexural Strength

The Natural Choice®

www.earthurn.com 888-480-6400

Leaders in Environmentally-Friendly and Green Funeral Products

PASSAGES® COLLECTION
OF

ECO-FRIENDLY SCATTERING TUBES

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

SCATTER TUBES™
 

By Steven Palmer

  Steven Palmer entered funeral service in 1971. He is an honors 
graduate of the New England Institute of Applied Arts & Sciences. 
Licensed on both coasts, he owns the Westcott Funeral Homes of 
Cottonwood and Camp Verde, AZ. Steve offers his observations 
on current funeral service issues. He may be reached by mail at PO 
Box 352, Cottonwood, AZ 86326, by phone at (928)634-9566, by 
fax at (928)634-5156, by e-mail at westcott@commspeed.net or 
through his website at www.westcottfuneralhome.com.

ObservationsObservations

At What 
Price?

 “What we obtain too cheap, we esteem too lightly; it is 
dearness only that gives everything value”

—Th omas Paine
 
 Miguel de Cervantes expressed it well, “What costs 
little is valued less.” Not because it simply costs less, 
but quality service, quality staff  and quality facilities 
require a quality price. We combine that with the Chi-
nese proverb, “Cheap things are not good. Good things 
are not cheap.”
 I was contacted by a reporter from the Arizona Re-
public newspaper who was doing a story on the price of 
funerals within the Phoenix valley. (I was the president 
of the Arizona Funeral Directors Association at the time, 
recently retired). She had received price comparisons 
of almost all fi nal care providers and wanted to do an 
article on the price disparity. I asked her to email the 

 Let’s discuss lawyers (wills, trusts, etc), dentists (whiten-
ing, dentures) and Lasik surgery, no price diff erence there. 
Check out your Sunday newspaper if you think that is 
true. 
 People can and do shop. Why are fi nal care off erings 
treated so diff erently by the press?
 Yes, cremation and funeral costs vary as the off ering, fa-
cilities and competent, professional staff  varies. 
 Tour the facilities, ask who the providers are, meet all of 
the staff , walk in ask to see your loved one.
 Th e always problem with low cost providers is it is diffi  -
cult to off er quality service at their diminished overhead. 
Any state regulatory board will tell you it is the discount-
ers that appear the most often in front of their boards. 
 At the most important time of your life, you truly do get 
what you pay for.

“Buying a cheap article to save money is like stopping the 
clock to save time.” —unknown

report and I would give comment. Th e prices were sup-
plied by the Arizona Funeral Consumers Alliance, scion 
of the non-licensed, non-experienced in the profession, 
Funeral Consumers Alliance (Josh Slocum, Lisa Carl-
son, et al). 
 Th e reporter e-mailed me the comparison report. Th e 
survey showed fi rms off ering “Direct cremations” rang-
ing from $475 to $2,195; “Traditional burials” ranging 
from $1,305 to $4,700. And the crime is…?
 When the reporter asked me for comment, I, off  the 
top of my head, asked her if she was going to do a simi-
lar piece on prime rib dinners. “No,” she replied, “and 
why?”
 I told her I could get a prime rib dinner at Denny’s for 
$9.99 or I could get a prime rib dinner at House of Prime 
Rib in San Francisco for $37.65. Heck of a price diff er-
ence for the same meal. But would I want to spend my 
50th wedding anniversary at Denny’s? Is that worthy of an 
extensive article? 
 According to costhelper.com, divorce costs range, be-
tween $200 to $10,000-$25,000 ($20,000-$50,000 for a 
complicated “highly emotional” case). (Of course, funeral 
directors know nothing of highly emotional cases.)
 Th e average U.S. weddings costs between $14,366-
$43,088, according to www.costofwedding.com. (You 
can get married many times in life, but usually only have 
one funeral.) Th e website www.professorshouse.com says 
the variance is $20K to $100K. Th eir cheap is $500, a 
memorable experience I’m sure.

The Most Reverend Bishop Thomas J. Paprocki stands with the owners of Zarzycki Manor Chapels, 
Ltd. (L to R) Claudette, Charmain and Andrea Zarzycki.

The Zarzycki Family raffl ed off a Summer Barbeque Basket and 
also a Digital Photo Frame.

Continued fr om Page  A4

Zarzycki Manor Chapels, Ltd. Dedication 
Celebration and Open House
of Woodridge. Each guest 
went home with a Colo-
rado Spruce to plant in 
their garden, a gift from 
the Zarzycki Family and a 
remembrance of the spe-
cial day. 
 “We are thrilled to be a 
part of the community of 
Willow Springs and sur-
rounding area,” said Char-
maine Zarzycki owner of 
the 93-year-old family 
business. Set against beau-
tiful forest preserves, the 
new funeral home is lo-
cated at 8999 South Ar-
cher Avenue, the second 
facility of the Zarzycki 
Family. Th e 11,000 square 
foot funeral home features 
an inviting lobby with a 
fi replace and spacious vis-
itation chapels accented 
with large windows view-
ing beautifully landscaped 

gardens and forest preserves. Th e black-topped, lighted 
parking lot off ers spaces for more than 85 cars and the 
one-level facility is fully handicapped-accessible.
 “My mother and late father Richard C. Zarzycki chose 
one of the most beautiful areas of available land in the 
village. Th e existing forests and the area’s peacefulness 

CONTINUED ON PAGE A21
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Funding your future one family at a time...
Contact us today at 800-574-7117

www.securitynational.com

Offices in Salt Lake City, Utah - Jackson, Mississippi - Blytheville, Arkansas

5300 South 360 West, Suite  250
Salt Lake City, Utah 84123

P.O. Box 57220
Salt Lake City, Utah 84157-0220

Security National Life
Insurance Company

Is something missing from your Funeral Home Pre-Need Plan?

Today you meet a company with integrity 
and personal service.

Today you meet a company with a rich 
history and a rock solid financial future.

Today you need to know 
Security National Life.

Pre-Need Products and Services
At-Need Insurance Factoring

Final Expense Insurance
Funeral Home Financing

SECURITY
NATIONAL
LIFE
EST. 1965

CLASSIC FEATURES

• Power charging door/dual hydraulic cylinders

• Primary chamber viewport

• Secondary chamber temperature recorder

• Color touch screen control – standard

• Powder coat finish with stainless steel trim
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• Power charging door/dual hydraulic cylinders

• Primary chamber viewport

• Secondary chamber temperature recorder

• Color touch screen control – standard

• Powder coat finish with stainless steel trim

CLASSIC PERFORMANCE 

• Cremate up to six bodies in a 10-hour work day

• Complete cremation every 60 - 90 minutes

• No cool down required between cremations

• Designed to cremate obese cases up to 800 lbs.

• Fully automatic PLC operating system

CLASSIC PERFORMANCE 

• Cremate up to six bodies in a 10-hour work day

• Complete cremation every 60 - 90 minutes

• No cool down required between cremations

• Designed to cremate obese cases up to 800 lbs.

• Fully automatic PLC operating system

PERFORMANCE BEYOND EXPECTATIONSPERFORMANCE BEYOND EXPECTATIONS

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

BUILT to exacting quality and
safety standards and backed
by a two-year limited 
warranty, the fuel 
efficient “Classic”
outperforms every 
other cremator in its
price range. Take a 
look at some of the 
performance benefits
the “Classic” offers!

Model US 100 
“Classic” Cremator

The “Classic” CrematorThe “Classic” Cremator

Exceptional standard features 
combine with professional 

expertise to deliver the 
product and service you 

demand. Unsurpassed 
in customer support, 

you can rely on
U. S. Cremation 

Equipment’s “Classic”
to provide years of

trouble-free operation.

Did I do that?

Shun Newbern

By Shun Newbern, CFSP

 Th e chosen title was tak-
en from a phrase repeated 
by my Hollywood look-a-
like character Steve Urkel, 
Family Matters. After Steve 
was caught in a curious or 
odd position due to his buf-
foonery, he would ask, “Did 
I do that?” We are human 
and occasionally we make 
mistakes. I would like to 
speak concerning some 
considerations on ethical 
matters and risk manage-
ment issues. In the business 
of funeral service, the stress 

response quick or delayed? 
Handled with care and con-
cern? Number one custom-
er care is meeting the de-
mand of the day. Resolving 
the problem right away will 
mean no legal issues later.
 For example, I was aware 
of a funeral home that had 
complaints about an old 
limousine without air con-
ditioning while traveling 
to the church service. Th ey 
never made an effort to 
replace the car before the 
church service departed for 
the cemetery or to refund 
the cost to the family. He 
felt that it was a normal 
business practice without 
frills. If a family feels that 
we are not reacting appro-
priately to their issue, they 
will become hostile and of-
ten irate. Th e way we re-
spond can be worse than the 
issue in question. Listed are 
a combination of guidelines 
that you can attempt to use 
to help families and solving 
problems:

Respond sincerely and • 
in a calm manner. Th is 
is the time to practice 
good listening skills and 
being sensitive. Our re-
sponse can defuse the 
family’s anger. “Th at is 
not the correct casket” 
often means “Th at does 
not look like the casket 
we selected. Can you 
turn up the lights so we 
can see?”
Off er sincere apologies. • 
Do not confuse this with 
admitting to wrong. An 
apology is more easily 
accepted by some than 
others. If we have made 
a mistake by placing ro-
sary beads in the hands 
of a Jehovah Witness 
subject, they deserve an 
apology.
Don’t avoid the problem, • 
address the problem. By 
procrastinating the fam-
ily becomes more upset 

and pressure to handle important details cannot be over 
looked. Such a career in the funeral service is a unique call-
ing unlike any other. Th ere is nothing nearly as important 
as giving a grieving heart its needed closure and doing it 
with special care and respect. 
 As you pick up a publication or check out the internet at 
any given day you will fi nd unfortunate stories on lawsuits 
in a business or profession. Our society is more joyful to 
fi le lawsuits than in the past. Th is gives the idea that law-
suits cannot be avoided. I am not an attorney; however, 
experience has proven some situations keep litigation un-
der your control. 
 Employing ethical standards in every facet of your busi-
ness will help minimize costly mistakes. With good in-
tentions, we may fi nd a staff  member involved in a fu-
neral arrangement dilemma. What you do then often 
determines what happens later—lawsuit or not. Was the 

CONTINUED ON PAGE A29
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The Boston Prayer Card Company

Prayer Cards • Portrait Cards • Acknowledgments • Bookmarks

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

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

WE ONLY DEAL WITH  FUNERAL HOMES

In Loving Memory of

Susan Elizabeth Clarkin 
August 15, 1943

December 25, 1991

I’d like the memory of me to be a
 happy one, I’d like to leave an 

afterglow of smiles when life is one.

I’d like to leave an echo whispering 
softly down the ways, of happy times 
and laughing times and bright and 

sunny days.

I’d like the tears, of those who grieve, 
to dry before the sun of happy 

memories that I leave when life is done.

In Memory of

Susan Elizabeth Clarkin 

is now offering wallet sized cards ~  ~

 

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

By Gary Finch

OSHA OSHA 
 Compliance Compliance

Rising Fuel 
Prices Impact 

Regulated Waste 
Hauling Rates

 Funeral homes in West Texas and other remote ar-
eas are being hit hard by escalating fees from medical 
waste transporters. Th ey are starting to read the fi ne 
print on their contracts that allow fuel adjustment in-
creases. 
 Th is is one example of how a funeral home’s contract 
with Stericycle® has increased over the years. Th is is a 
fi rm that handles approximately 125 cases a year. You 
may recall that Stericycle® is the fi rm that NFDA chose 
to be their OSHA consultant even though they have 
no expertise in formaldehyde safety or case handling 
of human remains. We believe Stericycle® worked a 
kick back deal with NFDA that resulted in them get-
ting the NFDA endorsement. We have yet to see an 
NFDA denial on this charge.

 Th e funeral home in question began using Stericycle® 
in 1998. Th ey picked up twice a month for a fee of $31 
a month. In 2003, the rate was increased to $82 per 
month and they initially continued to pick up twice a 
month. In 2008, the rate increased to $222 per month, 
and they now pick up once a month. Most of the time, 
there is one box and it is only half full. 
 When the funeral home called to cancel the service, 
Stericycle® reminded them that they had a fi ve year con-
tract. Th ey would have to pay the equivalent of one year’s 
pick up charges ($2664) to not pick up the one box of 
waste each month. Th e rate increase from the $31 in 
1998 to the $222 charged in 2008 exceeds 600 percent. 
Th at would seem to account for more than increased fuel 
rates. Maybe funeral home customers are expected to pay 
for the hefty environmental fi nes Stericycle® receives with 
regularity. 
 We reminded this fi rm about their right to treat infec-
tious waste in-house and eliminate their dependence on 
third party infectious waste transporters. Th is is some-
thing that hospitals do on a daily basis. Th ey wash bloody 
sheets in bleach and water, and put them back in service 
the next day. Th e Centers for Disease Control approves 
chemical disinfection for waste treatment. A few state 
agencies have tried to prohibit it and even issued some 

traffi  c ticket type citations to funeral homes that were 
using bleach and water to render infectious waste non-
infectious. Th e state agencies were wrong. When fu-
neral homes fought the alleged infraction, the fi nes 
were rescinded. 
 Th is is one example of how funeral homes can fi ght 
for their rights. Th e price of bleach is less than $3 a 
gallon. Figuring one part of bleach to ten parts of wa-
ter, you can treat a lot of infectious waste for a few 
dollars. As an aside, you will be lessening your global 
footprint on the environment. You won’t need those 
fuel guzzling trucks coming to pick up your waste and 
you won’t need their high priced service.
 Check with your attorney or state waste department 
to see what rights you have. If you need help formu-
lating the right questions to ask them, call Compli-
ance Plus.

100 Black Women of Funeral Service

Red Carpet Breakfast
honoring the

“2008 Women of Distinction”

100
 BWFS
1993 - 2008

Wednesday, August 6, 2008

Indianapolis, IN
For more information E-mail HundredBWFS@aol.com

presented by the Ladies in Red of the 100 BWFS

Celebrating 15 years of Excellence in the 

       Funeral Service Profession

Carriage Services Names Billy D. Dixon as Senior 
Vice President and Chief Financial Offi cer

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

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

FUNERAL HOME & 
CEMETERY NEWS

HOUSTON,TX— Carriage 
Services, Inc. (NYSE: 
CSV) announced that 
Billy D. Dixon, age 37, 
has joined the company as 
Senior Vice President and 
Chief Financial Officer. 
 Mr. Dixon started his 
career in 1993 as a pro-
duction engineer for An-
adarko Petroleum after 
which he worked as an oil 
and gas attorney for two 
law firms, including Locke 

Liddell & Sapp LLP. In 
2001 he joined British Pe-
troleum’s North American 
Gas and Power Business 
Unit (NAGP) initially as 
a credit and commercial 
contract attorney, then as 
Chief Credit Officer un-
til 2005 when he became 
Vice President of Strate-
gic Origination respon-
sible for NAGP’s inor-
ganic acquisition growth 
strategy and execution. In 
2007 Mr. Dixon became 
Vice President of NAGP’s 
Gulf Coast/Texas region 
responsible for the physi-
cal trading, marketing, 
scheduling and storage of 
natural gas. Mr. Dixon is a 
graduate of the University 

of Texas with a B.S. in Pe-
troleum Engineering and 
the University of Houston 
with a J.D. in Law. 
 Commenting on the 
announcement, Melvin 
C. Payne, Chairman and 
Chief Executive Officer of 
Carriage Services, stated, 
“I am extremely pleased 
that Billy has joined our 
company as Chief Finan-
cial Officer and will be-
come a member of our 
Executive Team. During 
a fifteen year career in the 
energy business, Billy ac-
complished much in nu-
merous roles in which he 
developed a strong track 
record as an innovator 
and builder of high per-

formance teams. His lead-
ership skills, an ability to 
learn new areas fast, and 
a passion for winning and 
Being the Best at whatever 
he undertakes, make him 
an ideal fit for Carriage at 
this critical stage in our 
development. I am confi-
dent that Billy will be in-
strumental in our future 
success as we execute our 
models to build long term 
shareholder value.” 
 Carriage Services is a 
leading provider of death 
care services and prod-
ucts. As of July 8th, 2008, 
Carriage operates 136 fu-
neral homes in 25 states 
and 32 cemeteries in 11 
states. 
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Simplicity...
simply
affordable
The Simplicity Urn Series

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

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

“Family owned and operated since 1882”

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

Your Partner For Success
TIME SAVING SOFTWARE SOLUTIONS 
MADE SIMPLE.

M O R T W A R E  2 0 0 0
Fu n er a l  &  P r e - Nee d  M an a gem en t
Fo rm s  P ro du c t ion
Mem o r i a l  Fo ld e r s  &  C ar ds
Ac c ou n t s  R ec e i v ab le
Qui ck Bo oks  In t e g r a t i on
Managem en t  R ep or t s

MORTWARE
USA (800) 724-6419
CAN  (800) 463-9341
INTL (905) 934-4090

mrktng@mortware.com
   www.mortware.com

MOR TWAR E PR O
Al l  t h e  Fea t u r e s  o f  MW200 0  p lu s  
Sur v iv o r  M an a ge m en t
Cus t om er  R e l a t i ons  M an age r
Mai l  M er ge
Af t e r c a re  & P r e -N e ed  s ch e du l i n g
Cem et e r y M an a gem en t
Cem et e r y M ap p in g
D yn a mi c  R ep o r t  G e ne r a to r  M an a ge r
Ex po r t  t o  Ex c e l
Tr ad e  S er v i c es  Ap p l i c a t i on

State of the art technology to meet all          

demands of the death care industry”
“

Please call for an on-line Demo

Belmar & Associates, Inc.:  All trademarks, trade names and logos referenced are the property of their respective companies

Belmar & AssociatesM
MORTWARE

ORTWARE
Professional / 2000

Why Colorado (still) 
doesn’t have Licensure

By Martha Th ayer

Martha Thayer

Advertising Works! FUNERAL HOME & CEMETERY 

NEWS

 On July 1st, many bills 
introduced this legisla-
tive session became law. 
House Bill 08-1123, re-
garding licensure and reg-
istration did not. For sev-
en years the Colorado Fu-
neral Directors Association
with varied levels of sup-
port and assistance from 
funeral home owners and 
industry leaders has intro-
duced a bill on registra-
tion and/or licensure of 
funeral service personnel. 
Although Colorado has a 

lot of laws regarding funeral service; burial, crema-
tion, embalming, and standards of practice, what we 
haven’t had since 1982 is licensure or registration of 
those people responsible for knowing and carrying out 
the laws. It is important to note the bills introduced 
through the years had a licensure component simply 
for those who had chosen (or would choose in the fu-
ture) to voluntarily go to mortuary school and pass 
their National Board Exam; all others in the industry 
would simply have registered with the State. So, after 
seven years of trying to bring individual accountability 
why did the bills continue to fail year after year? Here 
are some of the arguments I heard from the lawmak-
ers themselves through the years. These are all quotes 
I heard with my own ears; 
some of them are accurate 
statements, others are just 
plain silly.

“There was licensure • 
in Noble, Georgia and 
that didn’t stop crema-
tory operators from 
breaking the law.”
“Colorado has not made • 
national news with any 
horror stories on our fu-
neral industry.”
“Th e funeral bill would • 
raise the cost of funerals 
for consumers.”
“I don’t want to allow • 
the industry to be taken 
from no regulation to 
licensure in one year.”
“Funeral directors in • 
rural Colorado won’t 
be able to take vaca-
tions.”
“We already have pre-• 
need and insurance laws 
in Colorado.”
“We already have Fed-• 
eral OSHA standards to 
regulate the embalming 
room, and the Feder-
al Trade Commission, 
FTC Rule to regulate 
pricing.”
“The Mortuary Sci-• 
ence Code was updat-
ed in 2004, that’s good 
enough.”
“Th is bill would over-• 
regulate an industry 
that has done a fi ne job 
regulating itself since 
1982.”
“There aren’t enough • 
consumer complaints.”
“Th is bill would restrict • 
competition in the in-
dustry.”

 Having entered the fu-
neral business in 1988, six 
years after the funeral li-
censing laws were sun-set-
ted; I have never worked 
with a license in Colora-
do. After I graduated from 
Mortuary School in 1991, 
I earned my voluntary 
Mortuary Science Prac-
titioner (MSP) certifica-
tion through the Colora-

CONTINUED ON PAGE A35
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Distributors Wanted!
Quality Caskets!

See the full line at www.abdiel.us.com

“Beautiful Caskets, Beautifully Affordable!”

Abdiel Caskets Inc.
1-800-278-2307 • info@abdiel.us.com

Bronze

32 oz.  Copper

Stainless Steel

18 Gauge Steel

20 Gauge Steel

Oversize

Woods

Orthodox

Direct to you from the manufacturer.

VOLUME DISCOUNTS - WHOLESALERS WANTED

TOLL FREE 1-888-900-2018 
CELLULAR (917) 862-0548   

SmartChoice Distribution, Inc.

DIRECT IMPORTER FROM OVERSEAS

MEN’S  SUITS
SOLIDS & CONSERVATIVE PINSTRIPES AVAILABLE

$8500 3 SUIT
MINIMUM

For Funeral Home Personnel

TUXEDOS  $9000 EACH

SOLID BRASS
CRUCIFIX

$500 EACH
80 pieces per carton

BRIGHT GOLD FINISH, STANDARD SIZE 10”

WE STOCK A COMPLETE LINE OF 
VELOUR AND POPLIN BLAZERS

WE STOCK UNIONALLS, COVERALLS, 
SLEEVES, STOCKINGS, BODY BAGS, ETC.

EACH

BETA CAPITAL CORP.

Reduce 
Your 

Receivables!    

•

NO 
Chargebacks!

•

We Deal 
With 

Insurance 
Companies

 
- No Hassles!

Insurance Assignment Claims Paid 

WITHIN 24 HOURS OF VERIFICATION!

Take Advantage 
of Your 

Casket & Supplier 
Discounts!  

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

Visit: www.betacapitalcorp.com   

 John Hudson - Marketing Director

Nie Family Funeral Home and Cremation Services opens Liberty Road Location
SCIO TOWNSHIP,MI— Th e Nie family has announced 
the completion of a new state of the art funeral home 
in Ann Arbor, MI. Th e new location, Nie Family Fu-
neral Home and Cremation Service, is located at 3767 
Liberty Rd, in Scio Township. 
 Th e Liberty Road Chapel is a 9,200 square-foot facility 
designed to be inviting and comfortable while accom-
modating gatherings of multiple sizes and incorporat-
ing state-of-the-art technology. Th e funeral home has a 
cozy fi replace to gather by and a public lounge with a 
children’s area. 
 Th e funeral home’s chapels have been designed to ad-
just to the needs of each family. Th ey can be divided to 
fi t smaller gatherings or combined to hold up to 300 
visitors, making it the largest chapel in Washtenaw 
County. Th ere are 130 on-site parking spaces available 
with easy access to the building.
 Nie’s Carpenter Road Chapel, their fi rst location, has 
been serving families in Pittsfi eld Township, Ypsilanti, 
Milan and East Ann Arbor since 1964. Th e new Lib-

erty Road Chapel is ideally 
located for families in Ann 
Arbor, Scio Township, Sa-
line and Dexter, allowing 
the Nie family to extend 
their care across Washt-
enaw County. 
 Both Nie locations utilize 
state-of-the-art technology 
to enhance the service they 
provide each family. Each 
location provides kiosks 
that allow families to ac-
cess the funeral home’s 
website where they can 
read and sign the on-line 
guestbook and view Life 
Celebration Videos. Fam-
ily members and friends 
can access this informa-
tion from any computer 
with Internet access.
 Th is fall the funeral home 
will begin web casting fu-
neral services as well. Th e 
funerals will be password 
protected, putting the 
family in control of who 
has access to view the ser-
vice. Th e web casting will 
allow family members and 
friends who cannot attend 
the service to still be able 

to view them from wher-
ever they are. 
 The Nie family is now 
in their second generation 
of funeral service, a fam-
ily tradition that began 
when Doug and Sandi 
Nie purchased the Fonta-
na Funeral Home in 1979. 
Doug and Sandi continue 

CONTINUED ON PAGE A35
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A Touch of Technology
Introducing B&L’s newest

PLC with color touch screen

control. Our system provides

verification of the cremation

process. Changes can be 

initiated with just a touch 

of the screen, a feature 

which comes standard on

all Phoenix Systems 

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

Phoenix II-1

• Capacity: Oversized cremations up to 850 lbs

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

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

•

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

memory stick/USB port connection.

Features

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

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

the operator with instant

Touch Screen Control: Color verification and troubleshooting

E-Mail: sales@blcremationsystems.com

7205 — 114th Avenue North  •  Largo, FL 33773  •  USA
Toll Free 1 (800) 622-5411 or (727) 541-4666  •  Fax: (727) 547-0669
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Brushed Nickel colored Brass 
Urns with adorable paw-print 
design, available in (4) sizes.  

This design, like all 
of our products, remain 
the creative property of 
Forever Pets and its 
authorized re-sellers only.

1-888-450-7727

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

Hand-Cut, artistic lines, instill beauty and
charm to our new ArtGlass Urn Series. 

With matching keepsake and name 
medallion, your customers are offered a 
perfect opportunity to memorialize the 

passing of a loved one.

And it gets better… our ArtGlass  is 
affordably priced at a lower price point 

- your customers will love that.

And all orders are shipped same day – no 
minimums –  your customers will love that too.

Ask your local sales rep about ordering our 
product line of urns and keepsakes.  And 

let’s honor our loved ones with the style and 
grace – that is and always will be, Elegante.
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Family Owned and Operated since 

Previously published as the YB News.

Wilturner Funeral Home holds 
Grand Opening

CROWLEY,LA— Th ose attending the grand opening of Wilturner Funeral Home in 
Crowley included, standing in front, Glorial White, and on porch, from left, Alvirda 
Th omas, Henry Mingo, Felicia Delcour, Mary Solomon, Linda Eaglin, Dorothy Eaglin, 
Jeremy Evans, Judy Mayfi eld, Joseph Wilturner, Demelia Brown, Charisma Wilturner, 
Mildred Rachel, Fr. Emmanuel Etim, Greg Jones, Lyle Fogleman, Mary Melancon, Chris 
Mayfi eld, Jacob Solomon, Vernon Martin, Eva Jean Minix and Santrusia Mayfi eld.

Moving Forward 
Group celebrates 
fourth Anniversary 
EASLEY,SC— Th e Moving Forward Group of Eas-
ley recently celebrated their fourth anniversary serv-
ing those in grief. Th e community wide celebration 
took place at the Taste of Distinction in Easley.
 Th e group was founded in May 2004 by Marian 
Huskins and JoAnne Revis as a support group for 
widowed persons of all ages and has expanded over 
the years into a community wide resource for those 
experiencing the loss of a loved one. 
  Th e group participates in monthly meetings as well 
as day trips, plays and concerts, dinner night and 
other social, supportive and fun activities. For more 
information contact Marian Huskins at (864) 442-
18000.
  Th e Moving Forward group has been faithfully sup-
ported since its inception by the Robinson Funeral 
Home and Crematory. Th e Robinson family owns 
and operates two locations in Easley: the original 
downtown location at 104 South First Street and the 
new Powdersville Road location at 1425 Powdersville 
Road. Th ey also own and operate Duckett-Robin-
son Funeral Home and Crematory in Central, SC 
and Robinson Memorial Gardens at 1425 Powder-
sville Road in Easley. Robinson Funeral Homes and 
Memorial Gardens are a full service funeral, crema-
tion, memorialization, aftercare and fi nal disposition 
provider off ering Pickens county residents the very 
fi nest in aff ordable, caring and dignifi ed funeral ser-
vice, fi nal disposition and life tribute care.
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t h e  p r e p a r a t i o n  r o o m  s p e c i a l i s t s

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

Call today for a 
free brochure.

877.832.6898     

 

NEW! Now Carrying

Hair & Beauty Supplies
NEW! Now Carrying

Hair & Beauty SuppliesAUGUST SPECIALS

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

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

Prices Good Through September 20, 2008 • For Promotional Pricing - Reference YB808

ULTIMATE 1000 MORTUARY LIFT

Call for a catalog or visit us online at

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

• now includes cordless remote
• one person operation
• lifts caskets and remains
• simple installation
• ceiling mounted, no storage required
• fully retractable straps
• 1000 lb lifting capacity
• Freedom Pivot - 180 degree pivoting 

system upgrade available for $570.00

DIGITFREE POWDER-FREE LATEX
SMOOTH FINISH GLOVES

10 bxs/cs $54.00 cs

• 6 mil • 9-1/2” length • smooth, low friction surface
• beaded cuff • non-sterile • ambidextrous • single-use
• 50 pr/bx • available in sizes XS - XL

NYLON GARMENT BAGS

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

• manufactured in 200 denier nylon with a
3/4 oz. coating for maximum protection

• full double needle sewn construction
• convenient top opening for hanger
• clear ID window makes finding bags

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

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

$5,595.00 ea Free Body Glide Board with each 
Ultimate 1000 Lift purchased

(a $255.00 value)

FERNO® MODEL 24 • MULTI-LEVEL, ONE MAN®

• allows one person to perform retrieval
• equipped with release levers, posts, and scuff strips
• load-end legs unfold and lock automatically when unloading cot
• highly maneuverable in confined areas
• allows portable stretcher to lie evenly in place
• includes one-inch burgundy mattress and two five-foot-long,

two-piece burgundy, quick-release restraining straps
• also available with optional sidearms and/or wheel locks

$1,625.00 ea

77” L x 20-1/2” W
max load - 400 lbs

FERNO® MODEL 24-MINIMAXX • HEAVY DUTY
• 1000 lb. load capacity allows the handling of large bodies with ease
• narrow bed-surface provides increased maneuverability and allows

two cots to be placed side-by-side in the rear of most vehicles
• true independent legs with multi-level adjustment, 6 inch wheels,

dual hand controls, and a distinguishable durable gloss-black 
powder-coated finish

• includes one-inch mattress, two seven-foot, two-piece black
restraints and is compatible with most Ferno covers and pouches

• also available with optional sidearms and/or side lift handles
$1,971.00 ea

77” L x 22-3/4” W
min 14” H to max 39” H

max load - 1,000 lbs

FERNO® MODEL 24-MAXX • HEAVY DUTY, ONE MAN®

• unique independent-leg design helps transport up to 1,000 pounds
with less chance of sustaining a back injury and wider surface of 
25-1/2” adds extra stability

• additional versatility for stairs and small spaces by utilizing the
loading wheels and transporting in the vertical position - dual
release handles for both front and back  legs allow for one person
loading and unloading

• wheel lock system, coupled with larger wheel diameter, provides
greater mobility over a wide variety of surfaces

• optional side-lift handles available - provide additional lifting points
for heavier patients while helping to navigate through rough terrain

$2,134.00 ea

77” L x 25-1/2” W
min 14” H to max 39” H

max load - 1,000 lbs

 

New Forest Cemetery Concept in Pennsylvania by EcoEternity, LLC

EcoEternity Forest, 
a new ecologically 

sensitive burial concept 
from Europe, preserves 

mature forests.

VALLEY FORGE,PA— On June 18, a new cemetery 
concept was introduced at Pocono Plateau. Trees, not 
cemetery plots, are the fi nal resting place for the ash-
es of the deceased. All trees are part of a mature for-
est and the concept is a local Green Initiative. People 
may pre-select their trees, and when the time comes, 
their cremated remains will be buried in a biodegrad-
able urn at the roots of their tree. Th is personal tree 
may serve as a resting place for a family, as a Family 
Reunion site, or for indi-
viduals, as a Friendship of 
Community site.
 In 1993, the Memorial 
Tree burial concept was 
started in Switzerland. 
In 2000, Axel Baudach 
from Darmstadt, Ger-
many, discovered the concept and adapted it to Ger-
man culture. Axel recognized that many people over 
50 were turned off  by traditional burials at local cem-
eteries and preferred cremation for cost and ecologi-
cal reasons. However, Germans had no meaningful 
alternatives to concrete vaults or columbariums. Axel 

matched his family’s experience of job mobility and 
family members being spread all over Europe to the 
idea of regional versus local cemetery affi  liation. Th us 
his fi rm picks forests popular for hiking and off ers 
forest owners the opportunity to protect their forests 
from clear cutting and land development by giving 
them an alternative source of income. Since the es-
tablishment of the fi rst EcoEternity Forest in Germa-
ny in 2001, over 150 similar Forest Burial Grounds 
have been established leading to a signifi cant change 
in German burial culture.
 In June 2006, Jack Lowe and Axel Baudach founded 
EcoEternity LLC and adapted the European concept 
to U.S. culture and state laws. In Pennsylvania, Eco-
Eternity entered into a partnership with the Eastern 
Pennsylvania Conference of the United Methodist 
Church to open the second EcoEternity Forest in the 
U.S. Th e Methodist Church will implement an Eco-
Eternity forest at each of their three main retreats: 
Pocono Plateau, Camp Innabah, and Gretna Glen. 

Th e Rev. James Todd headlined the consecration cer-
emony at Pocono Plateau. 
 For further information visit www.ecoeternity.com 
or contact EcoEternity LLC, Henry J. Lowe, Presi-
dent, call 804-435-1869, or email jack.lowe@ecoe-
ternity.com
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“Quite  Possibly
America’s Finest

Line of Professional
Cosmetics”

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

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

www.derma-pro.com
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CERTIFIED BY
AIRTRANSPORT ASSOC.

CERT. #031-A1000 max. load tested

Proudly Made in New England

Wood Base Combination Container
For Shipping Remains Uncasketed
Min. Qty. 3 Combos

1•800-664-8365
www.necremation.com

• For Shipping Uncasketed Remains
• ATA Certified/Tested
• 1" x 4" Pine Frame with 3/8" Plywood Base
• Wood Construction w/Outer Corrugated Cover
• One Time Use Only

Look For This   
Seal of Approval  

For Peace of Mind 

CASKET & FUNERAL SUPPLY
ASSOCIATION OF AMERICA

We are New England's 
Fastest Growing Supplier!

Visit our Web Site For Other Products.

Supplier to the Cremation and Funeral Industry

By Kristan Dean 

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

 Today I’d like to chat about how relationships 
do not end at death. How our love for those who 
pass on continues to live. How funeral directors 
have an opportunity, to help the families they 
serve and those who are grieving in their com-
munities. Funeral directors need to help people 
fi nd ways to express their love for those who now 
live in their hearts. 
 One of the greatest letters our family received 
this past year was from a woman who wanted to 
tell us of her family’s new tradition. You see, San-
dra’s eldest sister had passed in September and 
their family, like so many, needed to fi nd a way to 
continue to include this sister’s love in their fam-
ily’s celebration. Th e answer came from Sandra’s 
niece and nephew. 
 On December 24th, Christmas Eve, the niece 
and nephew presented a picture of Sandra’s old-
est sister with the poem “Merry Christmas From 
Heaven” as the entire family gathered hand in 
hand. Each member of the circle then took a mo-
ment to express their memories and share their 
love with the oldest sister, now in Heaven. Our 
family is forever grateful to Sandra for taking the 
time to write us of her family’s new tradition. 
 We know that Sandra wrote to tell us about 
more than Merry Christmas From Heaven. Sandra 
wanted our family to know that her family had 
found a way to help heal their hearts. She wrote 
to share her family’s new tradition. Th e new way 
they celebrate their love for the eldest sister who 
now lives in their hearts. We thank her for giving 
us permission to share this moment with you.
 We know that you can bring Sandra’s family’s 

tradition to the hearts in your community that 
need to share their memories and declare their love 
to the heavens. After all, you create the moments 
that bring people together to express love.
  Can you imagine a park full of people? Can you 
envision their hearts opening to one another? Can 
you feel their voices traveling to the sky above? 
Do you see their hearts realizing that love lives 
forever?  
 When I began to think of this article I saw thou-
sands of balloons, each fi lled with love fi nding 
their way through the sky. Th ankfully, I have an 
amazing mom who thinks beyond the moment to 
the reality. She reminded me to think about what 
will happen when the balloons land in their new 
home. So I began to think: what can we release 
to the sky?
 What will help people see the beauty of their 
love and fi nd a bit of joy in their new relation-
ship with the love that now lives in their hearts? 
Th en it came to me: the Fourth of July. Th e day 
of sparklers, campfi res, glow sticks, and fi reworks. 
Th e day families and communities gather together 
to celebrate our country’s birthday.
 Today I ask: How can you bring families togeth-
er, in the beauty of nature, to celebrate the love 
that lives in their hearts? I look forward to your 
thoughts. Please give me a ring at 781-331-5308 
or, if you prefer, email me at Kristan@mooney-
tunco.com. 

Let’sLet’s
 Chat Chat

Miller-Jones Mortuary & Crematory presents $1000 
award from York Children’s Foundation to San 
Jacinto Police Activity League 

(L to R) From York Grant Valley Wide Board Valerie Rangel and 
Nick Schouten, and from Miller Jones Mortuary, Charlotte Jones, 
Hamilton Jones, and Kimberly Ward.

SAN JACINTO,CA— San Ja-
cinto Police Activity League 
received $1000 at Valley-
Wide Recreation Dis-
trict Board Meeting Mon-
day, June 16, 2008. Nick 
Schouten, Board President 

together with casket distrib-
utor, Newmark of Colora-
do led to the grant presenta-
tion. Rangel identifi ed sum-
mer fi eld trips for children 
participating in San Jacinto 
P.A.L. programs as the proj-
ect to benefi t from the grant 
money.
 The overall mission of 
P.A.L. is to build a bond be-
tween cops and kids through 
positive recreational, cul-
tural and social activities. 
P.A.L. is a creative form of 
proactive policing designed 
to develop leadership and 
team building skills, posi-
tive self image, discipline 
and mutual trust between 
children and law enforce-
ment and to strengthen a 
community by investing in 
our children.
 Th e York Children’s Foun-
dation, established in 1992, 
disburses funds to non-
profit organizations that 
work for the benefi t of chil-

and Valerie Rangel, Execu-
tive Assistant accepted the 
check from Th e York Chil-
dren’s Foundation. Joint 
eff orts by Valley-Wide grant 
writers and Miller-Jones 
Mortuary and Crematory 

dren. To qualify for fund-
ing, an organization’s ac-
tivities must be primarily 
directed toward the welfare 
and benefi t of children in 
the United States.
 The Valley-Wide Rec-
reation and Park District 
oversees six community rec-
reation facilities and eigh-
teen local parks spanning 
several hundred acres in 
western Riverside County 
California.
 Miller-Jones Mortuary 
and Crematory, Inc. is the 
most frequently selected 
funeral home in Riverside 
County. Th e family-owned 
funeral home has offi  ces in 
Hemet, Moreno Valley, Per-
ris, San Jacinto, and Sun 
City with Menifee Valley 
Memorial Park located ad-
jacent to the Sun City Fa-
cility. Th e company has its 
own exclusive on-site cre-
matory for Miller-Jones 
families.
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TSA Compliant

1980 CENTERS AVE. LAKE HAVASU CITY, AZ 86403

Crossroads

800-827-5151

Elegant, sophisticated, 
and utterly distinctive

Jackie -O

Platinum Marquis

Three Coordinated Stationery Series 

by Messenger

Featuring Beautiful Tapestry Covers

Designed by Molly West

www.messengerline.com
Promo Code: 7762

1-color interior printed on heavy ivory stock

2-color interior printed on heavy ivory stock1-color interior printed on heavy ivory stock with
pewter foil stamped accents

Coordinated stationery includes service folders,
acknowledgements, prayer cards and bookmarks.

Also available as a box set

8.25'' x 11.5''

8.25'' x 11.5''

8.25'' x 11.5''

Willow Springs Mayor Alan Nowaczyk was part of the ceremonies.

Zarzycki Manor Chapels, Ltd. 

Dedication Celebration and 
Open House Continued fr om Page  A12

will offer much serenity 
to the families we serve,” 
said Claudette Zarzycki 
owner. 
 Th ird owner and daughter 
Andrea Zarzycki, is proud 
to be a fourth-generation 
funeral director, “more and 
more women are study-
ing mortuary science, and 
we’re happy to be leading 
the trend.”
 Zarzycki Manor Chapels, 
Ltd. is an independent fam-

CUSTOMIZE YOUR DIRECT MAIL PROGRAM! CALL 1-800-321-7479
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ily owned and operated fu-
neral home that has been 
servicing families of Chi-
cago and surrounding sub-
urbs for four generations. 
Th e Chicago facility is lo-

cated in the Archer Heights 
community at 5088 South 
Archer Avenue, at Keel-
er. For more information, 
please visit www.Zarzycki-
ManorChapels.com
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 Ron has been with the Matthews Cremation Division, consisting of 
Industrial Equipment & Engineering (IEE) and ALL Crematory (ALL) for 
20 years. 
 He is a certifi ed crematory operator trainer and has trained thou-
sands of crematory personnel through both Matthews’ and CANA’s 
Crematory Operator Training and Certifi cation Program. Ron has 
published numerous cremation related articles and is a frequent 
speaker at industry trade shows and meetings. 
 With over 100 years of combined experience and nearly 3000 in-
stallations, the Matthews Cremation Division is acknowledged world 
wide as the foremost experts in the cremation industry setting stan-
dards in cremation equipment design, manufacture, service and sup-
plies. This column is dedicated to the further education of cremation-
ists, funeral directors, cemeterians and other industry professionals.

Cremation Cremation 
 Issues and  Issues and 
 Answers Answers

By Ronald Salvatore

What is a Th ermocouple and 
how does it Work? (Part 1)

 A thermocouple is a sensor for measuring tem-
perature. Most cremators are equipped with one 
or two Type K thermocouples to monitor and con-
trol the temperatures in the primary and secondary 
chambers of the cremator. 
 A thermocouple is like a small battery that pro-
duces a voltage that increases with temperature. 
Th ere are two parts to a thermocouple: an outer 
protection tube that is either ceramic or metal and 
an inner element which consists of two dissimilar 
metal wires connected at two diff erent junctions. 
Th e end that is inserted into the chamber is heated 
and the other end is not.
 Th e temperature diff erence between the two junc-
tions is detected by measuring the change in volt-
age across the two wires at the temperature mea-
surement junction which is at the tip. As the tem-
perature inside the chamber increases, the voltage 
increases proportionately. Th e reverse is also true. 
 Th is voltage is measured and interpreted by the 
temperature-controlling instrument. If the tem-
perature is above or below the preset temperature 

of the controller, it sends a signal to a motor con-
nected to the gas valve of the burner to open or 
close accordingly. Th is reduces fuel consumption 
and helps prevent excessive temperatures that can 
cause visible emissions.
 Th e junction at the tip of the two dissimilar met-
al wires is welded or soldered together using high 
temperature silver solders and special fl uxes. Over 
time, the intense heat in the chambers will break 
down the thermocouple. When a thermocouple 
fails what usually has happened is the weld at the 
tip has broken. Th is creates an open circuit caus-
ing the temperature controller to register 2424º F 
or snsr depending upon the type of controller. 
 When a thermocouple fails, the burner will auto-
matically shut down. For this reason, you should 
always have at least one spare thermocouple as-
sembly in stock. Replacement of a thermocouple 
is very easy and can be accomplished in minutes 
with just a screwdriver. We will cover how to check 
and replace a thermocouple in the next issue. 

CREMATION DIVISION

Women of DistinctionWomen of Distinction
The 100 Black Women of Funeral Service honor our female fu-
neral professionals who have impacted the profession in their 
respective communities, their state and on the national level. 
They have accepted the challenges of being a female in a non-
traditional profession in one of this nation’s most demanding 
industries. They have exhibited professionalism, leadership, 
longevity and class. Because they continue a strong legacy 
and make a commitment to the funeral service profession, 
women are at the forefront. Many of these women were 
honored as 100BWFS Women of Distinction, receiving the M. 
Athalie Range Trailblazer Award. For the next several months 
these fi ne women will be featured in this column. If you would like 
more information on the 100 Black Women of Funeral Service go to 
www.100Blackwomenoffuneralservice.com or email Hundredbwfs@aol.com.

pean Tour. On the tour, the band performed concerts 
in seven European countries and recorded an album.
 Upon entering South Carolina State University, Sam-
uetta pursued a Bachelor of Science Degree in Profes-
sional Biology, minoring in Chemistry. Samuetta was 
active with various organizations. She served as Stu-
dent Government Association Corresponding Secre-
tary, Miss Marching 101, and as an Attendant to Miss 
South Carolina State College.
 In 1982, she entered Gupton-Jones College of Funeral 
Service in Atlanta, GA where she received an Associate 
Degree in Funeral Service. During commencement ex-
ercises, she received the Scholastic Achievement Award 
for maintaining an A average. Samuetta was also at-
tending Draughons Business College in Atlanta, and 
simultaneously earned an Associate Degree in Surgi-
cal Technology. She has done further study in Forensic 
Pathology at the St. Louis School of Medicine; and has 
also studied with renowned crime investigator Vernon 
Gebreth and the infamous forensic pathologist, Dr. 
Henry Lee.
 A licensed funeral directress and embalmer, she is 
co-owner of Shuler-Marshall Funeral Home and the 
owner of Sam’s Computer Portraits and Screen-Print-
ing, both located in Holly Hill.
 Ms. Marshall is a member of the Good Hope Baptist 
Church in St. George, SC where she is a member of 
the Gospel Choir. She has also served as church pia-
nist for the Second Providence Baptist Church.
 Samuetta holds membership in several civic and pro-
fessional organizations including: the South Carolina 
Morticians Association, the National Funeral Directors 
and Morticians Association, Epsilon Nu Delta Embalm-
ers Fraternity, Pi Sigma Eta Mortuary Fraternity, Alpha 
Kappa Alpha Sorority, Inc., Tau Beta Sigma Band So-
rority, the Orangeburg Chapter of American Business 
Women’s Association, the NAACP, the Holly Hill Ad-
visory Council and the South Carolina Coroner’s As-
sociation. Samuetta has been listed in Young Commu-
nity Leaders of America, Outstanding Young Women 
of America and Who’s Who of Women Executives. In 
1986, she was featured in an article in the Times and 
Democrat on women in unusual professions.
 On November 3, 1992, Samuetta was elected to the 
office of Orangeburg County Coroner, making her the 
first female in the county and the first African-Amer-
ican female in the state to hold this office. She is cur-
rently serving her fourth 4-year term. 
 Samuetta is a 1995 graduate of “Leadership South 
Carolina” and was bestowed with the Orangeburg 
Chapter of Kappa Alpha Psi Fraternity Woman of the 
Year Award in 1995.
 The Shuler-Marshall Funeral Home was established 
in 1949 by her grandfather, the late Abraham Madi-
son Shuler, and her father Samuel Booker Marshall
in Holly Hill. In 1955, her father bought her grand-
father’s interest, and was sole proprietor until they in-
corporated in 1999.
 “Like most African American funeral homes, we be-
gan with humble beginnings in the small rural town of 
Holly Hill,” said Samuetta. “From our beginning, we 
have ‘Pledged Ourselves to a Service of Efficiency, So-
lemnity and Dignity.’ Presently, we have four licensed 

Trailblazer Award Honoree: Samuetta Marshall
Samuetta Valencia Marshall, the daughter of Rev-

erend Doctor S. B. and the late Mrs. Naomi Shuler 
Marshall, was born on April 6, 1960 in Columbia, SC. 
She grew up in Holly Hill, SC and graduated from 
Holly Hill High School in 1978. While at Holly Hill 
High, Samuetta earned several awards and participated 
in many activities including the band, cheerleading, 
bus drivers, All-American Band Hall of Fame, Santee 
Band Conference, All-State Band, and Drum-Major-

ette for the band. During 
the summer of 1978, she 
was selected to participate 
in the United States Col-
legiate Wind Band Euro-

Samuetta Valencia Marshall

CONTINUED ON PAGE A29
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Call toll-free for video 1-888-800-0092 and ask for Reuben
www.prinzingmc.com

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

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

Classic Styling - so it holds its value

Art-carved panels are optional

Dealerships Available – Leasing Available

Prinzing Motor Coach, LLC

“My tastes are simple, 
    I like to have the best”
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The Groundbreaking Ceremony in Coppell

Continued fr om Front Page

New combination Municipal Cemetery 
Funeral Home for Coppell

ural oak trees to a 2,000 
square foot outdoor pavil-
ion. A flag pole memorial 
and history walk will also 
honor the founding fa-
thers of the City as well as 
those who have served in 
various services over the 
years. A 1,800 square foot 
air-conditioned colum-
barium will also be on 
the grounds and adjacent 
to the nature walk. All of 
the building architecture 
and cemetery amenities 
will utilize the Texas Hill 
Country Style, consisting 
of native stone, masonry, 
and metal standing seam 
roofing.
 A 12,000 square foot, 
full service funeral home 
facility will reside on the 
grounds of the cemetery, 
and is to be named Rest-
land Funeral Home – 
Coppell Chapel. The fu-
neral home will include 
the latest State of the Art 
facilities for traditional 
and non-traditional ser-
vices alike. The servic-
es offered at the funeral 
home will be enhanced 
through the audio/visual 
equipment. With an on-
site crematory, the facil-
ity will truly offer every 
service option available 
as is the hallmark of the 
Restland name. The fu-

neral home is operated 
by Restland of Dallas, a 
wholly owned subsidiary 
of Stewart Enterprises.
 The cemetery is antici-

pated to be operational 
by February 2009, with 
completion of the funeral 
home scheduled for June 
2009.

Tell them 
you saw 
their Ad 
in the 
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MarkThomas
Introducing three new urns

Trinity urns feature a unique 
glossy finish, suitable for engraved 
personalization, with decorative 
bands at the base, shoulder and lid.  
Available in Trinity Pearl White 
(shown), Trinity Blue and Trinity 
Golden Umber with matching 
keepsake urns.

800-437-2635
The Mark Thomas and Caring Times Autumn 2008 Catalog 

is now available.  Look for it in the mail 
or call us and we’ll send a free copy.

  
www.markthomasco.com

Trinity urns have 
contemporary appeal

For immediate 
delivery call

 John A. Chew is a Funeral Service Education Specialist, Consultant, 
Tutor, Thanatogeneticist, and a Licensed Funeral Director and Embalm-
er. 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 Sup-
ply Company, Recinto De Ciecias, Medicic, UPR, ESCO/OMEGA, and 
the Academy of Restoration and Embalming.

By John A. Chew

 Th e trend of being overweight is not something that is 
limited to the adult in the twenty-fi rst century. It begins 
in some cases with infants and adolescence and contin-
ues into adulthood. In many cases it is related to early 
deaths.
 Young individuals are showing symptoms of serious or-
ganic diseases which are usually more commonly found 
in later adulthood. Many times they are due to early nu-
tritional problems, stress and overall life style.
 In some cases physical stature developed in early years 
such as found in athletes (body builders) may lead to 
conversion of muscle tissue to fatty tissue following a 
decrease in activity and increase in food intake.
 Case Ten relates to a total life span which can aff ect 
the body at any age and at any time. Case Ten follows 
Case Nine and deals with aging and what may be con-
sidered excessive weight due to the build-up of adipose 
tissue around vital organs and total body. With aging we 
fi nd dual manifestations concerning adipose tissue in the 
body including either a decrease or an increase in overall 
fat content. 
 In Case Ten we are dealing with an overall increase of 
fat at the cellular level. Th e body form pattern relates to 
the body mass index (BMI) of 50. Th e body form pat-
tern being referred to is a “pear” shape (excessive fat in 
the abdomen, buttocks and thighs). Th is is due to meta-
bolic rate and excessive eating habits.

Prelude to 
the Science of 

Embalming 
(Part 36) 

was done prior to the initial injection of the preservation for-
mulation and allowed to sit for an hour. In this case a second 
pre-injection was used with the addition of a half ounce of 
dye to determine areas of surface short circuits. Th e features 
were established to create a natural appearance.
 As with all bodies, the initial preservative should be less than 
a 1% dilution for maximum distribution and penetration. 
Due to total weight of case ten the initial injection was re-
peated twice. A one gallon formulation using a control fl uid 
of a 30 index concentration throughout the process with a 
systematic increase in the working formulation as follows:

3 ounces water correctant• 
3 ounces concentrated preservative• 
3 ounces triple base pre/co injection concentrate • 
119 ounces solvent (water) • 

 Th e concentration of the third and fourth formulation was 
increased to a 1% dilution. From this point the embalmer 
initiates the step-up process of preservation. Inject, re-evalu-
ate, reformulate concentration and inject. 

3 ounces water correctant• 
3.5 ounces concentrated preservative • 
3.5 ounces triple base pre/co-injection concentrate• 
118 ounces solvent (water)• 

 To complete the embalming process of Case Ten the step-
up process was accomplished using six additional formula-
tions: 

2% Using 7 ounces of concentrated preservative• 
3% Using 10.5 ounces of concentrated preservative• 
4% Using 14.0 ounces of concentrated preservative• 

 Prelude Th irty-Seven will deal with general embalming con-
cerns, their identifi cation and treatments.

 Th is may be classifi ed as morbid obesity as related to path-
ological conditions which can be distinguished through 
microscopic examination and/or chemical analysis of the 
fat cells. Th e cell membrane provides a barrier (separation) 
in the storage of lipids. Th e membrane diff ers from other 
bio-chemical compounds due to its general insolubility in 
embalming chemicals which may aff ect the preservation 
process.
 Th e fat cell is supported by fi brous connective tissue 
which, when not saturated with preservative chemicals, 
may putrefy. A concern in dealing with morbid obesity is 
compacting more than one fat globule within the bound-
aries of each cell creating an inability to absorb the preser-
vative. Complicating the distribution problem is the ex-
ternal pressure due to the weight on the cellular structure 
of the fat cells.
 Case Ten is a 58 year old, 5’10”, diabetic male weighing 
610 pounds who had been bed-ridden for three years. Th e 
fi rst problem was handling a body of excessive weight and 
positioning for preparation. 
 Positioning the body was accomplished by using two 
double tier casket racks connected with straps to suspend 
the body three inches above the table for easy excess of an 
injection point (right common carotid) during the physi-
cal aspect of the embalming process. Th e straps are placed 
across the shoulders, small of the back, the buttocks, the 
thighs and the heels. Th e space between the table and the 
body prevents external pressure on the back and allows for 
digital massage to stimulate distribution.
 A separate strap was placed around the base of the head 
to allow for positioning of the head following initial pre-
injection. During pre-injection, problem areas such as 
pressure sores were identifi ed and topically treated.
 Due to the size of the body, a varied formulation of the 
initial injection was modifi ed:

3 ounces water correctant • 
48 ounces triple base pre-injection• 
77 ounces of water• 

 Injection was 6 pounds with a rate of fl ow injecting 12.8 
ounces per minute against closed drainage using light mas-
sage on the posterior portion of the suspended body. Th is 

Houk-Johnston-Terry 
Funeral Home donates 
fl ags to school in honor 
of Flag Day 

Davis Funeral Home purchases 
New Coach and Limousines

WILMINGTON,NC— Sadie Davis Graham, Robert Brunson, III and Karen Y. 
Davis of Davis Funeral Home – Jordan Memorial Chapel in Wilmington, take 
delivery of their new 2008 Cadillac S&S Medalist Hearse and two Cadillac 6-Door 
Limousines on May 28, 2008. The delivery was made by Melvin Thompson of 
Bill Black Cadillac in Greensboro, NC.

EDMESTON,NY— For the 
sixteenth consecutive year, 
students in the “Morn-
ing Program” at Edmeston 
Central School celebrated 
Flag Day (June 14) with 
miniature American Flags 
presented by Gordon and 
Joan Terry, owners of the 
Houk-Johnston-Terry Fu-
neral Home in Edmeston. 
Th eir son, Royce Terry, was 
born June 14, 1992 and in 
honor of Flag Day the fu-
neral home has donated a 
small parade fl ag to each 
student.

 In past years with weath-
er permitting, the stu-
dents have gathered out-
side around the fl agpole at 
school for a fl ag raising cer-
emony and patriotic songs. 
Th e “Morning Program” is 
comprised of students from 
Kindergarten to Grade 2 
who meet twice a week be-
fore the start of classes, to 
recognize achievements, 
birthdays, and other accom-
plishments, to enjoy sing-
a-longs and various special 
presentations geared to this 
age group. 



Page A25 AUGUST 2008 FUNERAL HOME & CEMETERY NEWS S ec ti on  A

PO Box 5159 •  Youngstown OH 44514 •  800.321.7479 •  Fax 800.321.9040 
www.nomispublications.com

The Catalog of Funeral Home and Cemetery Supplies has expanded and is now the BUYER’S GUIDE.

In addition to listing all service/supply companies by the product or service offered to the funeral and 
cemetery industries, the Buyer’s Guide also contains listings of fi rms dealing with Pet Deathcare. 
For reference purposes the US Daily Newspapers, Educational Services and Trade Associations are 
also included.

Published monthly, FUNERAL HOME & CEMETERY NEWS is a compilation of news articles and press 
releases provided by the funeral and cemetery industry. There are no journalists on staff – no editorial 
calendar. The news provided by funeral directors, cemeterians, suppliers, mortuary colleges and trade 
associations is published, offering the industry a forum to share fi rm accomplishments, community 
programs and exchange ideas.

BUYER’S GUIDE

FUNERAL HOME & CEMETERY NEWS

COMING IN OCTOBER

THE YB NEWS IS NOW 

The National Yellow Book of Funeral Directors and the Cemetery Directory have combined.

The FUNERAL  HOME & CEMETERY DIRECTORY contains listings of virtually every funeral home 
throughout the United States, as well as listings for over 3,000 active cemeteries. The directory also 
includes listings for Canadian and select International Funeral Homes, Trade Service Companies, 
Veterans Administration Facilities, Foreign Consulates, Foreign Shipping Regulations, and US 
Daily Newspapers.

The directory is published in both the 8.5”x 11” Standard Size and the 5”x 7” Pocket Size editions. 
The handy Pocket Size edition fi ts easily into your briefcase, in your nightstand or in your car glove 
box. Information in the two editions is identical.

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

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

800.637.1992
www.trigard.com                                                           

®

BioSeal
®

Systems
Heat Sealed Foil Casket.

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

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

• Easily opened and resealed for inspections

• Generates less than 1% residue upon incineration

• Will perform as a temporary or permanent burial casket

• Seal • Contain • Store • Ship with Confidence

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

Visit www.bioseal.com
formore information today.

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

Absolute containment.

Missoula 
Cemetery’s 
New History 
Walk 

Miller Jones Mortuary honors ten Local Veterans for 
continued service in their Communities

This year’s honorees at the annual Veteran Salute 

HEMET,CA— Miller-
Jones Mortuary held its 
eleventh annual Veteran 
Salute Celebration on 
Wednesday, May 21, 2008 
at the Francis Domenigo-
ni Winchester Communi-
ty Center to honor local 
veterans for their contin-
ued volunteer service in 
our communities. 
 Chosen for recogni-
tion this year: Fred Carl, 
Hemet West Estates; James 
J. Coen, The American 
Legion Harold W. Hy-
land Post 53 Hemet; Lar-

ry J. Stroud, VFW Hemet 
High Veterans Memorial 
Post 12023 Hemet; Dean 
L. Klockenteger ,  VFW 
Post 4089 Temecula Val-
ley; Debra Leitzke, The 
American Legion Post 
852 Temecula; John Thay-
er, VFW Post 888 Perris 
Valley; Louis L. Morales
VFW Post 12020 San Ja-
cinto; Charles “Chuck” 
Nagel, VFW Post 4379 
Winchester; Robert Si-
gala, The American Le-
gion Post 848 San Jacinto; 
and Frank Whitfield The 

American Legion Post 
878 Homeland.

Russ Bogh, past State 
Assemblyman, served as 
event emcee, oversee-
ing the presentation of 
certificates of recogni-
tion to these ten veter-
ans from U.S. Congress-
woman Mary Bono-Mack, 
California Senator Dennis 
Hollingsworth, California 
Assemblyman Paul Cook
and Riverside County Su-
pervisor Marion Ashley. 
Charlotte Jones repre-
sented Miller-Jones Mor-

tuary in presenting in-
dividual plaques to each 
honoree. Fellow veterans 
responsible for selection 
of these recipients per-
formed the introductions 
of their nominee. Preced-
ing the event, all attend-
ees enjoyed a barbeque 
lunch prepared and served 
by Miller-Jones staff.

MISSOULA,MT— Due to 
popular demand, the Mis-
soula Cemetery expanded 
their historical tour to in-
clude two summer lunch 
hour history walks. June 
20 featured the Missoula 
County Sheriff s and July 18 
featured the Missoula May-
ors. Each tour included his-
tory and stories on a group 
of individuals intertwined 
with local historical time-
line events. 

Visitors gathered at the 
Missoula Cemetery offi  ce to 
enjoy a lunch-hour history 
walk on Friday, June 20, 
at noon featuring the lives 
and times of the 14 Mis-
soula County sheriff s who 
are forever resting in the 
beautiful parkland of the 
Missoula Cemetery. Capt. 
Susan Hintz and Capt. Wil-
lis Hintz of the present-day 
Missoula County Sheriff ’s
Office brought these in-
dividuals to life and high-
lighted the local historical 
events to which each sheriff  
contributed.
 Admission was free with 
donations gladly accepted. 
Brown-bag lunches and all 
ages were welcomed.

FEATURE ARTICLES MONTHLY COLUMNS
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can be found online at 
WWW.NOMISPUBLICATIONS.COM

FUNERAL HOME & CEMETERY NEWS
Th e New

Family Owned and Operated since 
Previously published as the YB News.
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Funeral Directors Research, Inc.
AMRA INSTRUMENT, LLC

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

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

WEB DIRECT GIFT & PRICING

TM
®

www.amrainstruments.com
www.preproomdirect.com

Visit our NEW  website www.gburnscorp.com
Have some fun in the sun while you’re in Orlando at the 2008 NFDA International 
Convention & Expo. Shingle Creek Golf Club, which offers an incredible golf 
experience and great amenities, was voted a “Top 40 Best New Course” by 
Golfweek magazine.  It’s just minutes from the NFDA Convention, so you can 
enjoy a fabulous day of golf and camaraderie, then get back to business by 
mid-afternoon.

Your participation will help to:

 • Attract, retain and educate funeral service professionals

 • Promote to the public the value of the deathcare profession

 • Provide scholarships to funeral service students and professionals

 • Support children’s grief programs

A registration fee of $250 includes 
transportation, continental breakfast, 
golf cart, greens fees, lunch, gifts and more!  
A portion of your registration fee is tax 
deductible. Download a registration form 
at www.funeralservicefoundation.org or 
call FSF Executive Director Melinda Mueller 
at 877-402-5900 for more details.  
Sponsorship opportunities also available!

Golf Classic

2008

Sunday, October 12
Shingle Creek Golf Course

Orlando, Florida
www.shinglecreekgolf.com

8 a.m. Shotgun Start (Scramble)

Get on the right   
   “course.” 

Ensure the success of the profession for years 
to come – attend the Funeral Service Foundation 
2008 Golf Classic!

 In January 2007 Starmark Funeral Products launched 
our fi rst cremation consumer survey and published the re-
sults in a series of three groundbreaking articles. Th e 2007 
survey responses did not allow us to compare responses 
from states with high cremation rates to those with low 
rates. In this 2008 Survey, we compared diff erences. Th is, 
the Second of Two articles, will assist marketers in better 
predicting consumer behavior in their own markets. All 
respondents had expressed a preference for cremation in-
stead of burial upon their death. About 80% were between 
the ages of 55 to 64 and nearly 20% were between 65 and 
75. About 99% of respondents fi nished high school and 
82% had attended college. 
 States were segmented into fi ve groups according to their 
cremation rates*:

State Group #1 (Cremation Rate Over 50%) – Alaska, 
Arizona, California, Colorado, District of Columbia, Flor-
ida, Hawaii, Maine, Montana, Nevada, New Hampshire, 
Oregon and Washington. 

State Group #2 (Cremation Rate from 40 to 49.99%) 
– Idaho, Minnesota, New Mexico and Wyoming.

State Group #3 (Cremation Rate from 30 to 39.99%) – 
Connecticut, Delaware, Massachusetts, Michigan, Rhode 
Island, Vermont and Wisconsin. 

State Group #4 (Cremation Rate from 20 to 29.99%) – 
Arkansas, Georgia, Illinois, Indiana, Iowa, Kansas, Mary-
land, Missouri, Nebraska, New Jersey, New York, North 
Carolina, North Dakota, Ohio, Oklahoma, Pennsylvania, 
South Carolina, South Dakota, Texas, Utah, Virginia and 
West Virginia. 

State Group #5 (Cremation Rate Under 20%) – Ala-
bama, Kentucky, Louisiana, Mississippi and Tennessee. 
 *We thank the Cremation Association of North America 
(CANA) for publishing national and state cremation sta-
tistics.
 Th e following survey questions are just as they were pre-
sented to participants. Combined responses are shown 
along with the responses of individual groups when they 
have demonstrated a statistically signifi cant variance. Oc-
casionally commentary has been added to better explain 
questions and responses. 

 Every cremation requires a container or casket to hold 
the body. In questions 23 thru 25 we asked participants 
to suggest retail pricing for each container and/or casket. 
In question 26 we asked them to rank each product by 
preference. (Questions 1 thru 22 were included in Part One: 
How Cremation Consumers View Cremation and Disposi-
tion)

Question 23. Kraft Cardboard Cremation Box: Th is 
Kraft corrugated paper box holds the body as it is trans-
ported and consumed during cremation.  

Expect to Pay?  National Average – $62.50

2008 Cremation Market Survey 
Part Two: How Cremation Consumers Choose Containers, Services and Providers By Gerald Davis, President Starmark Funeral Products 

Question 24. Wood-grain Printed Paper Corrugated 
Container: With its simple interior and mattress, this 
container is used for transportation and private family 
viewings. It is consumed during cremation. 

Expect to Pay?  National Average – $179.24

Question 25. Blue Cloth Covered Cremation Con-
tainer: This container includes a simple interior and 
mattress and is used by families to spend private time 
with the deceased.  It is typically not used for public 
viewings. 

Expect to Pay?  National Average – $257.57

WWW.NOMISPUBLICATIONS.COM

CONTINUED ON PAGE A28
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COACH NAMEPLATES
 SATIN POLISHED
1.5” Letters ALUMINUM  ALUMINUM

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

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

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

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

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

Car License Plates
also available

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

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

P
R
E
P
R
O
O
M

S
U
P
P
L
I
E
S

Call for a free catalog

1-800-648-0641

 

All urn designs © 1994-2008 Terrybear, Inc.  Terrybear is a registered trademark of Terrybear, Inc.  Heart Keepsakes are patent protected.  

www.terrybear.com

Beautiful & Affordable Memorials

Terrybear®

Urns & Memorials

(888) 588-8767

 

Continued fr om Page A27
2008 Cremation Market Survey 
Part Two: How Cremation Consumers Choose Containers, Services and Providers

Question 26. Assuming you’d be having a private family viewing of the deceased, please rank the follow-
ing in order of preference. Indicate your favorite with a one (1) and your least favorite with a four (4).  We 
have now added typical retail prices.

____ $60.00 Cardboard Container ____ $200.00 Wood-grained Container

____ $350.00 Blue cloth covered cremation container ____ $550.00 Blue cloth covered casket 

Kraft Cremation Container - $60: (We recognize this type 
product is priced from “free” up to $150.00.  For survey pur-
poses we priced it at $60.00)
Preference (at this price): 

First – 39% Th ird– 13%
Second – 7% Fourth –40%

Wood-grained Container – $200: 
Preference: 

First – 25% Th ird– 23%
Second – 52% Fourth – less than 1%

Blue Cloth Covered Cremation Container – $350: 
Preference: 

First – 19% Th ird– 47%
Second – 34% Fourth – less than 1%

Blue Cloth Covered Cremation Casket with Wood Handles 
– $550: 
Preference: 

First – 18% Th ird– 17%
Second – 6% Fourth – 59%

 We know from both the 2007 and 2008 surveys, that 
25% to 30% of cremation consumers would choose 
the lowest priced products and services.  So it’s no 
surprise that 39% of those holding a private family 
service would choose the rock bottom priced contain-
er.  A far more important finding is that without the 
Kraft box option, consumers overwhelmingly select a 
wood-grained ($200) or blue cloth-covered container 
($350). The simple strategy of eliminating the Kraft 
box would increase every minimal cremation profit 
margin by more than $100, not including added rev-
enues from private services.

Question 27. Did you know that rental caskets 
are available to families wanting more tradition-
ally oriented services including a viewing prior to 
cremation? (Response is nearly identical to our 2007 
survey.)
Nationally:  Yes – 34%,        No – 66%
By Group:     (1) (2) (3) (4) (5)
 Yes 29% 40% 44% 28% 30%
 No 71% 60% 56% 72% 70%
 It’s not surprising to us that those in the third group 
(3), which has significantly more Catholics as a per-
centage, know about rental caskets. For years we’ve 
known that funeral homes serving Catholics use rental 
caskets more frequently.
 Rental caskets can easily increase product profit mar-
gins by $400 to $1,000 every time they’re used. Anoth-
er major benefit to both service providers and families 
is that the use of an attractive rental casket can facili-
tate a full and inspirational service. 
 When we asked their view, most respondents sug-
gested that each of the four rentals we showed should 
rent for less than $500.  Keep in mind that most re-
spondents feel that everything associated with a funeral 
is too expensive. In our 2007 survey articles we sug-
gested that rental caskets should cost about the same 
as cloth covered burial caskets and apparently respon-
dents overwhelmingly concur. We also recognize that 
rentals with crepe interiors are often retail priced at 
$800 up to $1,300.  Regardless of where you land on 
the pricing scale, every time you rent a casket you’ll 
likely generate a robust profit margin as well as addi-
tional service revenue.   

CUSTOMIZE YOUR DIRECT MAIL PROGRAM! 
CALL 1-800-321-7479

CONTINUED ON PAGE A32

FEATURE ARTICLES • COLUMNS
CALENDAR OF EVENTS

CLASSIFIED ADS

Online

www.nomispublications.com

FUNERAL HOME & 
CEMETERY NEWS



Page A29 AUGUST 2008 FUNERAL HOME & CEMETERY NEWS S ec ti on  A

Bay Memorials

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

PROPORTIONALLY SIZED CASKETS
FOR MISCARRIED, STILLBORN
& NEWBORN BABIES

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

BURIAL CRADLESSM

Zerbel’s
www.baymemorialsbabycaskets.com

60

E-mail: sales@afco-usa.com

 

 

funeral directors. I serve as our licensed embalmer and 
have two apprentices that assist.”
 When asked why she wanted to become the County 
Coroner, Samuetta explained, “We had a first call for 
the funeral home that occurred at a residence. We ar-
rived at the residence to find a lady on her knees, bent 
over a chair in a praying position. The prayer group 
from a local church had gone out to pray for people 
that day. While praying this lady had died. Where is 
the coroner? I wondered, and then asked the group. 
The response I was given was, ‘He’s not coming; he said 
he’ll send the BRT in the mail.’ Strange, I thought. I 
know these people but he doesn’t. Suppose someone 
had killed her. There was no obvious trauma. Suppose 
she had some pathologic episode that she or her family 
did not know she had. What if she did have something 
that was hereditary, her children inherited it from her 
and nobody knew it existed and this family experienced 
this type of sudden death again? I thought the people 
of this community deserve better. I have always been 
a put up or shut up person. Hence, the birth of the 
Elect Samuetta Marshall Orangeburg County Coroner 
Campaign of 1992.”
 “I faced several obstacles during my first campaign,” 
she continued. “First, I was a woman. Orangeburg 
County had never elected a woman coroner in its his-
tory. The resounding question I got was, ‘Why in the 
world would you want to do something like that?’ 
Other comments included: ‘You don’t need to do that.’ 
‘That’s not a job for a woman.’ I was young. I found 
it very interesting how my advisors discussed how 
they were going to do a makeover to make me look 
older and therefore, more electable. They prefaced it 
by pointing out how, then, Presidential hopeful, Bill 
Clinton had also had a makeover during the campaign 
to make him look older as well. Last but not least, I 
was African-American.”

Continued fr om Page A22

Trailblazer Award Honoree: 
Samuetta Marshall

and will be more willing to go to an outside source such 
as the media or attorney. Deal with it.
Th e truth prevails. Lying can be taken as “willful mis-• 
conduct.” Th is is unacceptable behavior; to deceive the 
family is never acceptable.
Establish personal accountability and make the eff ort • 
of trying to fi x the issue. “Dear, you will have to speak 
to the Director who is in Barbados. Let me get you his 
card.” Th is response is perceived as avoidance and will 
anger the family to contact the Board or an attorney.
Based on the situation, one should try to do everything, • 
within reason, to make things right. If that means re-
placing the casket, purchasing another dress, and calling 
in an embalmer skilled in trauma—it is less costly than 
litigation. You should protect the company’s reputation 
and goodwill with the loved ones involved. 
Document the circumstances. Th e issue may be re-• 
solved, but you don’t want it to repeat itself later. After 
reviewing and investigating with involved parties, they 
may need retraining or changing of procedure. Docu-
ment the events to preserve the facts of the event, in case 
litigation may follow months or many years later.
Your legal defense should be contacted concerning all • 
events, prior to litigation. Your attorney will guide and 
direct your staff  on speaking to the media and non em-
ployees.
Corrective action must be taken. Th e punishment • 
should fi t the off ense. 

 Your customers and families will get the best of service 
when these actions are second nature and you have quick 
responses. Imagine handling the most detailed arrange-
ment and you elicit great respect from the family at the 
meeting’s conclusion. Days later they return for the family 
hour to review fi nal details and observed multiple errors 
on the death certifi cate, the memorial program and the 
selected fl ower arrangements. Guess where their enthusi-
asm went? It went out the door. Inaccurate information 
or fl awed services are proven to aggravate the family and 
devalue the service that was rendered. Such experiences 
cause families to reconsider returning to your business 
and reinforce future considers for minimal and low cost 
service providers.
 Shun Newbern, CFSP is an embalmer, speaker and consultant on re-
latable issues. He can be reached at shunnewbern@aol.com or visit 
www.shunnewbern.com.

Did I do that?
Continued fr om Page A13
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When Uncle Harry passed away out of the country, his family
was anxious about the time it would take to bring him home.
But Inman Shipping Worldwide’s timely handling of all the
details–at one low price–brought the family peace of mind. 

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

UNCLE HARRY
NEVER Had Very
GOOD T IMING.

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

Inman’s exclusive
Trans-Containaire™
shipping unit.

®

®

 

 After being elected as 
Orangeburg’s County’s 
Coroner Samuetta began 
learn quickly what politics 
were truly about in South 
Carolina. “I am a firm be-
liever in change for the 
better and was definitely 
challenged during my first 
term in office,” she said. 
“Orangeburg County is a 
very large county and also 
had one of the highest 
crime related death rates 
within South Carolina. 
Immediately after being 
sworn in, I found that my 
most massive task was go-
ing to be just getting the 
office into the 21st cen-
tury with technology. To 
accomplish that task I 
needed capital that was 
not readily available, but 
I must honestly say that 
we have come a long way. 
We have just moved into a 
new emergency headquar-
ters office building with 

Continued fr om Page A29

Trailblazer Award Honoree: 
Samuetta Marshall

state of the art emergency 
operations technology. I 
really appreciate the way 
our county’s government 
recognized the needs of 
tax payers, and support-
ed this office in most of 
our endeavors. I found 
goal setting to be a valu-
able tool while attempting 
to transition the office to 
one that had dignity and 
respect.”
 “I also saw a need for 
this office to embrace 
compassion when dealing 
with constituents,” she 
continued. “I guess you 
could call it becoming a 
compassionate outreach 
of our county’s govern-
ment, and I feel we have 
done an excellent job of 
getting close to achieving 
that goal.”
 In regards to her back-
ground in funeral ser-
vice preparing her for her 
Coroner position, Sam-
uetta states, “I honestly 
think that being a funer-
al director and embalmer 
prepared me for this job. 
There was a breadth of 
knowledge that enabled 

me to transition into the 
job with a small degree of 
confidence. Don’t get me 
wrong, there was still a lot 
to learn; but I do think I 
had a slight advantage, 
when it came to the tech-
nical aspects of the job.”
 “However,” she contin-
ued, “there is no adequate 
preparation to knock on 
someone’s door in the 
middle of the night to no-
tify them that their loved 
one has just been killed…
all the time knowing that 
their lives will forever be 
changed because of some-
thing you’ve just said.
 “The emotions that we 
see as funeral directors 
during the course of a 
service are unparalleled 
to what the coroner sees. 
I have experienced every 
expression of raw emo-
tion from fainting to 
swinging at me, to offer-
ing to shoot me.
 “However, being ade-
quately trained coupled 
with compassion and un-
derstanding, I’ve not had 
a situation get out of my 
control.”

To Place Your 

Classifi ed Ad ...

FUNERAL HOME & 
CEMETERY NEWS

Classifieds 
Online

CLASSIFIEDS ONLINE 

Call 1-800-321-7479 
or visit our website at 

www.nomispublications.com

Advertising Deadline is the 
5th of the Previous Month!

Please mention the Funeral Home & Cemetery News when contacting advertisers. 
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 Woodfold Mfg., Inc.
www.woodfold.com

SALES • SERVICE • REPAIRS • SUPPLIES

JOHN RAGGETT
Vice President

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

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

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

“SERVICE IS EVERYTHING”

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

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

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

Oak wood and Plastic Laminate, please specify when ordering.

Memorial Display TMemorial Display Trayray
Overall dimensions

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

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

Base measurements:         24” W x 16” D

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

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

Please specify when ordering.
Walnut Grain Formica

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

Prod.#
CB 4590

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

Memorial Memorial Altar Altar 

Also available Also available 
without wreath!without wreath!

SStartarting ting 
atat

$795.00$795.00

SStartarting ting 
atat

$595.00$595.00

Church Truck 
Sold Separately

Willie Watkins hailed as the 
Entrepreneur of the Year by the 
Atlanta Business League

Willie Watkins

ATLANTA,GA— Smiles are not hard to come 
by nowadays, especially for Atlanta entre-
preneur Willie Watkins, owner of Willie 
A. Watkins Funeral Home, Inc. Watkins 
was saluted by the Atlanta Business League 
as Entrepreneur of the Year during the orga-
nization’s annual CEO Luncheon, held May 
13 at the Atlanta Marriott Marquis. 
 Th e Entrepreneur of the Year award rec-
ognizes an outstanding minority business 
owner who is a proven leader within his in-
dustry, which is evidenced by fi nancial suc-
cess and commitment to community service. 
Business savvy and tenacity are key compo-
nents of this CEO’s success. 
 Th e award could not have come at a bet-
ter time, as Watkins is commemorating his 
25th year in the funeral service industry. “I 
am truly humbled by this honor,” stated 
Watkins as he addressed a crowd of nearly 
600 attendees. Watkins further enlightened 
the audience on the facts that hard work, te-
nacity and willpower are key elements that 
are needed on one’s quest for success. “I had 
a desire to own and operate my own busi-
ness in a way that would bring a feeling of 
pride to not only myself but to those whom 
I would serve as well. It’s not an easy road to 
travel, but with God all things are possible,” 
he added. 
 Other honorees for the day included Jo-
seph Hudson of the Hudson Group – League 
Leadership Award; Spurgeon Richardson of 
the Atlanta Convention and Visitors Bureau 
– Distinguished Service Award; and Philip 
Kent of Turner Broadcasting System – CEO 
of the Year. 

 As is customary, Watkins recently host-
ed his annual Community Day at How-
ell Park as a sign of appreciation to his 
patrons. Th ey were treated to free food, 
gospel music, horse rides and fun for the 
entire family. “We can never get too busy 
to say, ‘Th ank you,’” Watkins says. More 
than 3,000 people joined Watkins and his 
staff  for this enjoyable day.
 Th e main location for Willie A. Watkins 
Funeral Home, Inc. is in Atlanta’s West 
End community. Th ere is another loca-
tion in Douglasville, and further expan-
sion is planned for Decatur in the sum-
mer of 2008. For more information, visit 
online at www.williewatkins.com or call 
(404) 758-1731.

Award Only Accentuates 25th 
Anniversary as Businessman 

FUNERAL HOME 
& CEMETERY 

NEWS

PO Box 5159
Youngstown, OH 44514

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

Welcomes news 
of the industry.  
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today!
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STYLISH MATCHING TIES
FOR PROFESSIONALS

ANY SIZE GROUP OR  ORGANIZATION

www.tiesforyou.com

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

 

Have you seen this man lately?

Do you want to see more of him?

Why Wait?
C&J Financial’s Fast Funding is your answer to eliminating the hassle and 

cashflow delay in processing insurance death claims.

Fast Funding Benefits
Eliminate accounts receivable

Funding within 24 hours of verification
Death Certificate not required prior to funding

Beneficiary cash advances available
Very competitive factoring rates

The BEST customer service reps in the industry
You’ve tried the rest...Now try the BEST!

Call for your free Fast Funding packet today
800.785.0003

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

CJ
F$

175 Jester Parkway
PO Box 7070

Rainbow City, AL 35906

 

 We began the next section by describing how rental 
caskets are used: These solid wood “rental caskets” are 
available to families having public funeral services fol-
lowed by cremation. With each use, the section holding 
the body and fabric surrounding the body is replaced 
with a new “combustible cremation insert”. After the 
service, the corrugated cardboard cremation insert and 
interior are removed and transported to the crematory 
where they’re consumed along with the body.

Question 28. Solid Oak Hardwood Rental Casket:  If 
you were going to have a public service, how much 
would you be willing to pay to rent this casket?

Willing to Pay?  National Average – $536.39

Continued fr om Page A28
2008 Cremation Market Survey 
Part Two: How Cremation Consumers Choose Containers, Services and Providers

Question 30. Solid Poplar Wood Rental Casket.  If you 
were going to have a public service, how much would 
you be willing to pay to rent this casket?

Willing to Pay?  National Average – $543.13 

CONTINUED ON PAGE A36

Question 29. Solid Pine Rental Casket: If you were go-
ing to have a public service, how much would you be 
willing to pay to rent this casket?

Willing to Pay?  National Average – $530.12

Question 31. Solid Cherry Hardwood Rental Casket:  
If you were going to have a public service, how much 
would you be willing to pay to rent this casket?

Willing to Pay?  National Average – $584.82

 By a slim margin, consumers would pay the most for a 
Cherry rental casket, followed by poplar, oak and pine.
Question 32. What would you expect to pay for a tra-
ditional funeral service followed by cremation using a 
rental casket?
 National Average:  $2975.00
 Group Averages:

Group 1  $2,975.00
Group 2 $2,781.00
Group 3 $3,056.00
Group 4 $3,081.00
Group 5 $3,056.00

Question 33. Most hardwood caskets can be used for 
cremation. Th ey’re typically sold to families at a price 
range of $1,600 to $4,000 and even higher. How likely 
are you to purchase a hardwood casket priced at $1,600 
or higher for cremation?
Defi nitely Consider: 
 Nationally: 1.71% 
 By Group: (1)  (2) (3) (4) (5)
  1% 3% 0% 1% 4%
Defi nitely Not Consider: 
 Nationally: 50.49%
 By Group: (1) (2) (3) (4) (5)
  61% 45% 49% 46% 53%
Would Need to See Products to Decide: 
 Nationally: 17.56%
 By Group: (1) (2) (3) (4) (5)
  16% 20% 11% 15% 28%
Prefer a Rental Casket: 
 Nationally: 30.24%
 By Group: (1) (2) (3) (4) (5)
  22% 33% 40% 38% 16%
Question 34. Nearly all funeral providers advertise. As-
suming that there are multiple funeral homes in your 
area, which advertising messages or images would be 
your top 4 reasons for choosing a funeral provider? 
(Choose up to 4)

Low prices ...................................................... 59%
Website (additional information) ................... 55%
Good reputation ............................................ 52%
How long in business ..................................... 33%
Private family services .................................... 30%
Convenient location(s) ................................... 28%
Testimonials ................................................... 26%
Free planning video (CD) .............................. 17%
Ads with local Hospice ................................... 13%
Ads with church, temple or synagogue ........... 12%
Casket/cremation product photos .................. 10%
Organ/piano and chapel photos ....................... 6%

 Responses indicate that promotion of low prices, an in-
formative website and your good reputation may be key 
messages in increasing your call volume.  Additionally, 
your location(s), years in business and the availability of 
“private family services” are among the six most important 
messages chosen from our survey.

WWW.NOMISPUBLICATIONS.COM
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The 100 Black Women of Funeral Service 
2008 Women of Distinction

Pamela Fisher Anderson, CFSP
Angelus Funeral Home

Los Angeles, CA

Barbara Price Brown, CFSP
William Brown Funeral Home

Baltimore, MD

Sandra D. Clark, CFSP
Sandra Clark Funeral Home

Dallas, TX

Janet Powell Dailey, CFSP
Powell Mortuary Services

Philadelphia, PA

Cecile Clayton Davis
Hall’s Port Allen Mortuary

Port Allen, LA

Kathy M. Davis
Davis Funeral Home

Louisville, GA

Valoria Ann Dillion, CFSP
Stamps Funeral Home

Chicago, IL

Linn Ann Jones Griffin
Strong & Jones Funeral Home

Tallahassee, FL

Wendy B. Hellum, CFSP
Hellum Funeral Home

Murfreesboro, TN

Billie Watson Hughes, CFSP
Greene Funeral Home

Alexandria, VA

Debora Kellom, CFSP
Wade Funeral Home

St. Louis, MO

Betty Levett
Greg Levett & Sons Funeral Home

Decatur, GA

Beverly Ann Madison, CFSP
Van Hoose & Steele Funeral Home

Tuscaloosa, AL

Madonna, CFSP
Madonna Multinational Funeral Home

Passaic, NJ

A. Lola March, CFSP
March Funeral Homes

Baltimore, MD

Samuetta Marshall
Shuler Marshall Funeral Home

Holly Hill, SC

Lynn Armstrong Patterson, CFSP
Bianchi Funeral Service

Washington, DC

Althea Bishop Pringle, CFSP
Enterprise Funeral Home

Meridian, MS

Peggy Rouzzo
Funeral Home & Cemetery News

Youngstown, OH

Linda Swanson
The Swanson Family Funeral Homes

Detroit, MI

Gladys Edwards Wallace
Wallace Broadview Funeral Home

Broadview, IL

Carol Thomas Williams, CFSP
Carl Williams Funeral Directors

Atlanta, GA

June R. Williams
Stinson Funeral Homes

Detroit, MI

Tryphina Wiseman, CFSP
Wiseman Mortuary

Fayetteville, NC

Charleen Wylie
Wylie Funeral Homes

Randallstown, MD

M. Athalie Range Trailblazer Awards
August 6, 2008 • Indianapolis, Indiana

Honoring the Loving Memory of
M. Athalie Range • Iris Jean Sanders • Willie Curtis

Rebecca Barksdale • A. Faye Dorsey • Julia Roberta March

Erma Henderson Gibbs • Dr. Anne Pinson 

Evelyn E. Syrie
Syrie Funeral Home

Lafayette, LA
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2009 FUNERAL HOME & CEMETERY DIRECTORY 
 (Quantity Discounts on orders of 10 or more - Call for pricing)

 QTY TOTAL

_______ 2009 STANDARD SIZE (8.5" x 11") $125.00 ea. . . . . . . . . . . . . . . . . . . . $ ___________
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Previously published as The National Yellow Book of Funeral Directors,
Cemetery Directory and Catalog of Funeral Home and Cemetery Supplies

2009 PRE-PUBLICATION SPECIAL
Publication Date November 2008

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

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

U.S. Daily Papers including websites & email addresses

Mortuary Science Educational Services

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

$3000
  PRE-PUB 

$2000
  PRE-PUB 

Without The Funeral Home
& Cemetery Directory

With The Funeral Home
& Cemetery Directory

2009

Buyers Guide

U.S. Funeral Homes
 U.S. Cemeteries
Populations; State Boards; Air Shipping Points
Where to Get Certifi ed Certifi cates
Canadian Funeral Homes and Daily Papers
International: Select Funeral Homes, Shipping 

Regulations and Consulates
Trade Service Companies
Veterans Affairs Facilities
U.S. Daily Papers including websites & email addresses

$10000
  PRE-PUB

$6500
  PRE-PUBPOCKET SIZE

  (5” x 7”)  

STANDARD SIZE
  (8½” x 11”)  

$8500

New
2009

Funeral Home 
&

Cemetery Directory

SAVE NOW 
LIMITED TIME OFFER!

$65.00 

$30.00 

$20.00 

New

$12500
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SAVE MONEY AND YOUR BACK!

With Lynch Supply’s
“E-Z Slider”

Our non-friction transfer
boards have a 

Lifetime Guarantee!!

455 N. Cherokee Street
Muskogee, OK 74403

www.lynchsupply.com
800-777-3151

We glady accept Visa and MasterCard

Two Sizes to Handle All Your Needs...
Standard “E-Z Slider” Transfer Board

17” x 72”

List $167.00 Sale $125.25!

Oversize “E-Z Slider” Transfer Board

24 ” x 72” with Extra Handles

List $187.00 Sale $140.25!

Ready to

Ship Today!

1-800-777-3151

*Straps Not Included*

 

to serve the community 
as does their son Dutch. 
As the family continues to 
explore and implement the 
latest technology and inno-
vations in funeral service 
they have continued to re-

Continued fr om Page A16

Nie Family Funeral Home and 
Cremation Services opens 
Liberty Road Location

Continued fr om Page A15

do Funeral Service Board 
by passing my National 
Board Exam and serving 
a voluntary one year in-
ternship under a regis-
tered MSP. 
 At the end of the day 
the passage of this bill 
wouldn’t have done any-
thing for me personally 
other than perhaps pro-
vided an additional lay-
er of respect by my peers 
outside of Colorado. De-
spite not having a license, 
I have contributed to the 
funeral industry on a na-
tional level in a variety of 
ways. 
 At the end of day the pas-
sage of this bill would have 
formalized a place for con-
sumers to register their 
complaints with the State, 
however they can still fi le 
law-suits, contact the me-
dia, and tell all of their 
friends, “Don’t use ABC 
Funeral Home.” 
 At the end of day, the 
graduates of the Mortuary 
Science Program at Arapa-
hoe Community College in 
Colorado can still pursue a 
license in 49 other states. 
  I am privileged to have 
worked for 20 years with 
some of the most profes-
sional people I know, the 
funeral directors and em-
balmers in Colorado. 
 Martha Thayer is the Department 
Chair of the Mortuary Science 
Program at Arapahoe Community 
College and the Founder of 
End of Life Insights. She can be 
reached at Martha@endofl ifein-
sights.com. 

Why 
Colorado 
(still) 
doesn’t 
have 
Licensure

CUSTOMIZE YOUR DIRECT MAIL PROGRAM! CALL 1-800-321-7479

main true to their mission 
of providing personal fu-
neral services to families. 
You can also visit the fu-
neral home on-line at www.
niefuneralhomes.com.
 Behrens Design and De-

velopment, Inc. specializ-
ing in funeral home Archi-
tecture, Interior Design, 
and Project Management, 
was involved to off er com-
prehensive design and de-
velopment services.
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HMIS® Signs Agreement 
with The Repos St-
Francois d’Assise of 
Montréal, Québec 
NASHUA,NH— HMIS, Inc. is pleased to announce a 
new business relationship with The Repos St-Fran-
cois d’Assise of Montréal, Québec, the second largest 
cemetery in the Province of Québec, and one of the 
five largest in Canada. 
 “RSFA is a prime candidate for HMIS Advantage.  
Prior to working with HMIS, RSFA used a computer 
program based on Microsoft Access with added fea-
tures, forms and reports,” said HMIS Vice President 

of Sales Pete Duffy.  “The 
HMIS Advantage pro-
gram will greatly simplify 
their ability to keep accu-
rate, up-to-date records 
using one, fully-integrat-
ed program.”  
 “As our company and 
needs grew, the program 
we had wasn’t giving us 
satisfaction.  In particu-
lar, it was not integrated 
with our accounting pro-
gram,” said Richard Pre-
nevost, general manager 
of The Repos St-Francois 
d’Assise.  RSFA researched 
many cemetery computer 
programs, worldwide in-
cluding companies in the 
United States, France and 
Australia, before choosing 
HMIS Advantage.  
 Mr. Prenevost added,  
“…we chose HMIS above 
others because the pro-
gram is specifically de-
signed for cemetery man-
agement, it is complete-
ly integrated and is user 
friendly…The ease of use 
of the program will reduce 
the time needed to train 
our personnel and will on 
the long term reduce the 
possibility of error.”
 HMIS Advantage allows 
users to manage all aspects 
of their business with one 
program, including enter 
data once name manage-
ment, trust fund manage-
ment, sales commissions, 
property ownership, map-
ping, accounts receivable, 
document imaging and 
much more.  
 The Repos St-Francois 
d’Assise was established 
in 1916 and serves all re-
ligious backgrounds.  It is 
co-owned by the Archdi-
ocese of Montréal and by 
the St-Francois d’Assise 
parish.  The cemetery is 
one mile long and half a 
mile wide and is located in 
the east end of Montréal 
and receives approximate-
ly 4,000 people annually 
for burial, cremation and 
mausoleum burial.
 HMIS, Inc. has been 
serving the death care in-
dustry for over 22 years 
by offering the indus-
try’s only fully integrated 
cemetery, mortuary and 
crematory software solu-
tion.  The HMIS Advan-
tage software is one of a 
kind and can be used by 
mid-to large sized funer-
al homes, cemetery and/
or crematory businesses. 
The company is located 
in Nashua, New Hamp-
shire.  For more informa-
tion, please visit www.
hmisinc.com.
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2008 Cremation Market 
Survey 

CONTINUED ON PAGE A37

Question 35. Some funeral providers own cremation equip-
ment while others use outside services.  Which cremation 
service provider would you choose based on ownership of 
cremation equipment?
Doesn’t matter who owns/operates equipment .............. 71%
Prefer funeral provider owns/operates equipment .......... 29%
         
 With regards to question 36: Some funeral providers track 
the deceased body by discretely including a small non-de-
structible tracking disc from the time the body is picked up, 
through identifi cation, services (if any) and cremation.  Th is 
same numbered disc is included with the cremated remains 
when returned to the family. 

Question 36.  Is it important that your funeral service pro-
vider takes every reasonable measure to avoid mistaken 
identity?

Yes, a tracking system should be used ....................72%
No, it really doesn’t matter ....................................28%

 Using sequentially numbered cremation tracking discs adds 
less than fi fty cents per cremation.  We were surprised how 
many respondents mentioned “tracking discs” when asked to 
indicate what they learned from this survey. Most respondents 
felt it was very important to track their loved one and be assured 
of getting the correct remains. Ironically, few service providers 
off er a non-destructible tracking system.

Question 37. How much do you expect to spend for all fu-
neral expenses including cremation?
Expect to Pay? 
 National Average:  $2,797.20
 Group Averages: (1) (2) (3) (4) (5)
 $2,461 $2,492 $3,109 $2,602 $3,322 
 For more insight into each group, we arranged group responses 
in ascending dollar amount from lowest to highest.  We then 
divided each group into three equal sub-groups and averaged 
their responses.  For each group, the chart below shows an aver-
age of how much the lowest spending third, middle third and 
the highest third expected to pay for a cremation service. 

Expect to Pay? 
Percent Cremation: >50% 40-49% 30-39% 20-29% <20%
 Group: (1) (2) (3) (4) (5)
Lowest 1/3rd $631 $931 $1,410 $1,014 $1,377
Middle 1/3rd $2,048 $2,352 $2,962 $2,450 $2,754
Highest 1/3rd $4,704 $4,460 $5,280 $4,517 $6,200
 Group one’s (1) lowest third indicated they expected to 
spend an average of $631.  Th e middle third expected to spend 
$2,048, and the highest third expected to spend $4,704.
 We might expect the lowest third from each group to repre-
sent the price expectation for an immediate cremation through 
a cremation society or similar service.  Th e middle results may 
represent the expected cost for private family services and the 
upper third the expectation for full traditional services with a 
rental casket. 
 Nationwide, cremation can be pared down to three levels of 
service: Immediate/direct cremation, a private family view-
ing, and a more traditional service using a rental casket.  We 
understand that in some lower volume cremation markets, 
funeral homes occasionally sell a hardwood casket for crema-
tion, along with traditional services.  However, we have also 
seen that once seriously low priced competition arrives, aver-
age prices for cremation services tend to migrate downward. 

Question 38. Do you think crematory operators take 
great care to return the actual cremated remains of your 
loved one?

Yes: ................................................................... 46.34%
No: .................................................................. 11.46%
Don’t know: ..................................................... 42.20%

Question 39.  Which of the choices below best describes 
your thoughts about burial? (choose up to 4)

Spend the money on something better ......................68%
Too expensive .............................................................62%
Why preserve body – it’s dust to dust for me.............58%
Don’t like buried casket taking up space forever ........43%
Don’t need to see a body to accept death ...................40%
Make no sense to me .................................................36%
Don’t like open caskets at funerals .............................17%
Don’t have close relatives so why bother ...................... 6%
Funeral homes are creepy ............................................. 4%
Religion or beliefs forbid burial ................... Less than 1%

Question 40. Nearly all funeral providers have merchandise 
selection rooms or displays. Of the choices below, which 
method would you prefer?
See actual products in a selection room display .............. 58%
Select from photo CD in the comfort of our own home ....29%
Select from photos or electronic display 
at service provider’s location ........................................... 14%
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FREE
Technical 
Support

• We make it easy for you to provide internet 

viewing of the memorial  services

 held in your funeral home chapel

• Be one of the fi rst in your city

WEBCASTING CENTRAL

For more information contact Colin at:
(204) 296-8610

E-mail colin@webcastingcentral.com
www.webcastingcentral.com

Our All Inclusive
Equipment Lease 

$90.00
per month based

on 24 month lease

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

www.triplehcompany.com

Triple H 
Company

Independently
Owned and Operated

by the Original
Hepburn Family 

Since 1950.

ULTRA Flip-Top 
Plastic Urns

Brown

Black

Light Gray

®

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

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

Cemetery, Crematory and Mausoleum Supply

PROVEN 
IN USE

Cremation Association of  North America
Supplier Member

 

Cremation Marketing: Simplified!
Finally, a Marketing 
Program that’s in touch  
with the  
Cremation  
Consumer –  
easily integrated  
into ANY  
selection  
room environment.

The MasterTouch™ Cremation 
Marketing program is an all inclusive  
approach toward capturing  
the un-tapped service and revenue  
opportunities with today’s cremation  
consumer. This consumer-driven 
approach is designed to integrate  
seamlessly into any existing  
program. The MasterTouch™  
comprehensiveness offers funeral 
professionals the tools to improve  
their cremation services while creating  
a meaningful and appropriate final 
farewell for family and friends. 
Never before has there been an offer  
that provides so much but costs so 
little – at the value of $2,995.00.   

To learn more about how to get 
started and begin enjoying this 
enhanced level of service,  
call 1-866-88TOUCH, or visit 
MasterTouchCremation.com.

CREMATION DIVISIONE M B R A C E  T H E O P P O R T U N I T Y

Pitman Funeral Homes have New Coach

WENTZVILLE,MO— Jim Pitman looks on as Eric Pitman takes the keys of their new 
coach from Tony Molina of Royal Coachworks, Inc., St. Louis, MO. Th e Pitman Fu-
neral Homes have branches in Wentzville, Warrenton, Wright City and Agusta, MO.

Continued fr om Page A362008 Cremation Market Survey 

CONTINUED ON PAGE A40

Question 41. Have you met with any funeral service pro-
fessional to specifi cally discuss your cremation arrange-
ments? 
 Nationally:   Yes – 11%      No – 89%
 Group: (1) (2) (3) (4) (5)
 Yes 11% 5% 8% 17% 13%
 No 89% 95% 92% 83% 87%

Question 42.  Some cremation or memorial societies charge 
a nominal fee ($25.00) to become a registered member. Are 
you currently a registered member of a cremation society?     
 Nationally:   Yes – 3%     No – 97%

Group: (1) (2) (3) (4) (5)
 Yes 10% 1% 4% 1% 0%
 No 90% 99% 96% 99% 100%

Question 43. If you’re planning to have a memorial service, 
when would it likely occur?

Before cremation ...................................................24%
During the cremation ..............................................1%
Soon after the cremation .......................................24%
Doesn’t matter; any time .......................................51%

Question 44. Which type of cremation service pro-
vider would you most trust to handle cremation ar-
rangements?
 Nationally: Cremation Society – 48%
  Funeral Home - 52%
 Group: (1) (2) (3) (4) (5)
 Cremation Soc: 56% 61% 40% 39% 48%
 Funeral Home: 44% 39% 60% 61% 53%

Question 45. Which type of service provider would you 
expect to charge less for a cremation?

Funeral Home ................................................ 12%
Cremation Society ......................................... 45%
Don’t really know ........................................... 43%

Group: (1) (2) (3) (4) (5)
Funeral Home 7% 11% 13% 14% 14%
Cremation Soc 59% 41% 40% 42% 44%

Don’t really know 34% 48% 48% 44% 43%

PO Box 5159
Youngstown, OH 44514

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

Send Us 
Your News!

FUNERAL HOME & 
CEMETERY NEWS
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PO Box 5159 •  Youngstown OH 44514 •  800.321.7479 •  Fax 800.321.9040 
www.nomispublications.com

The Catalog of Funeral Home and Cemetery Supplies has expanded and is now the BUYER’S GUIDE.

In addition to listing all service/supply companies by the product or service offered to the funeral and 
cemetery industries, the Buyer’s Guide also contains listings of fi rms dealing with Pet Deathcare. 
For reference purposes the US Daily Newspapers, Educational Services and Trade Associations are 
also included.

Published monthly, FUNERAL HOME & CEMETERY NEWS is a compilation of news articles and press 
releases provided by the funeral and cemetery industry. There are no journalists on staff – no editorial 
calendar. The news provided by funeral directors, cemeterians, suppliers, mortuary colleges and trade 
associations is published, offering the industry a forum to share fi rm accomplishments, community 
programs and exchange ideas.

BUYER’S GUIDE

FUNERAL HOME & CEMETERY NEWS

COMING IN OCTOBER

THE YB NEWS IS NOW 

The National Yellow Book of Funeral Directors and the Cemetery Directory have combined.

The FUNERAL  HOME & CEMETERY DIRECTORY contains listings of virtually every funeral home 
throughout the United States, as well as listings for over 3,000 active cemeteries. The directory also 
includes listings for Canadian and select International Funeral Homes, Trade Service Companies, 
Veterans Administration Facilities, Foreign Consulates, Foreign Shipping Regulations, and US 
Daily Newspapers.

The directory is published in both the 8.5”x 11” Standard Size and the 5”x 7” Pocket Size editions. 
The handy Pocket Size edition fi ts easily into your briefcase, in your nightstand or in your car glove 
box. Information in the two editions is identical.

FUNERAL HOME & CEMETERY DIRECTORY
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Contact a sales representative today at 866-372-9372 (866-FRAZER2)
International Customers: 608-467-1497  |  Email: info@frazerconsultants.com  |  Website: www.frazerconsultants.com

Each LIFE JOURNEY CELEBRATION CANDLE is hand made of beveled glass and a 
beautiful wood base with a cherry finish. Each candle is filled with 100% all natural wax 
that is friendly to our environment and will burn for over 100 hours. Each order includes a 
gift box, perforated personalization cards, and our FREE Easy Print 2008 Software.

The Life Journey Candle is extremely easy to personalize – simply drop photos in from 
the top on all four sides. The Life Journey Candle is very flexible. Use one photo or 
multiple photos. You can even put a prayer or poem on the back. Make it as simple 
or as personalized as you wish!

CANDLE DIMENSIONS:  3.5” Square x 5” Tall
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Looking for the fastest way to 
find a new supplier?

Log on to the International Memorialization Supply Association’s (IMSA) website for:

4 IMSA member companies and their products
4 Links to suppliers’ websites 
4 Members’ telephone numbers.

Visit www.imsa-online.com today!

For membership information, contact:
David Yearsley

International Memorialization Supply Association
P.O. Box 663 • Export, PA  15632 

1-800-864-4174
www.imsa-online.com

 Ralph L. Klicker, Ph.D., has authored the books A Student Dies, A School Mourns...Are You Pre-
pared? and Kolie and the Funeral.  He has also written the textbooks Funeral Directing & Funeral 
Service Management and Ethics in Funeral Service, and his newest textbook Restorative Art & Sci-
ence.
 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.

ACROSS
1. Biological hazard
5. Henge cover
6. Evacuation of stomach 

contents
9. Wrinkled looking casket cap
10. Payment at a later date
11. Under the skin
DOWN
2. Owes money
3. Retains moisture
4. Lower chambers of the heart
5. Alloy of iron and carbon
7. Consumable assets
8. Strength of embalming fl uid

Klicker’s Klicker’s 
 Krosswords Krosswords

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

By Ralph L. Klicker, Ph.D.

ANSWERS ON PAGE A44

Continued fr om Page A10

GE Money and Keystone 
offer payment option for 
Funeral Expenses

Keystone Group Holdings. “While making decisions on 
memorial services are never easy, we’re confi dent the Se-
renity program can help ease the process when it comes 
to paying for those services.”
 According to the U.S. Federal Trade Commission, fu-
nerals rank among the most expensive purchases many 
consumers will ever make, costing an average of $6,000 
not including fl owers, obituary notices, a car service, or 
burial expenses. “Planning and paying for a funeral is 
one of the most stressful and emotional experiences a 
family member goes through as they grieve the loss of a 
loved one,” said Regina Leadem, Specialty Market, GE 
Money – Sales Finance. “Th e Serenity Finance Program 
is a resource for families and friends as they make deci-
sions.”
 Founded in 1996, Keystone is a leading owner and 
operator of funeral homes across the United States and 
Canada and is estimated to be the fi fth largest provider 
of funeral services in North America. Keystone currently 
provides funeral, cremation and cemetery services with 

a primary focus in non-
urban areas. Keystone is 
headquartered in Tampa, 
Fla. For more information, 
visit www.keystonegroup.
com.
 With more than $200 bil-
lion in assets, GE Money, 
a unit of General Electric 
Company, (NYSE: GE) is 
a leading provider of retail 
banking and credit servic-
es to consumers and retail-
ers in more than 50 coun-
tries around the world. 
With more than 130 mil-
lion global customers, GE 
Money, based in London, 
UK, off ers a range of fi nan-
cial products, including 
private label credit cards, 
personal loans, bank cards, 
mortgages, debt consolida-
tion and home equity loans 
and credit insurance. More 
information can be found 
at www.gemoney.com. 
GE Money’s Sales Finance 
unit, based in Kettering, 
Ohio, provides private la-
bel credit card programs 
and fi nancial services for 
consumers through deal-
ers; national, regional and 
independent retailers; asso-
ciations; contractors; man-
ufacturers; healthcare prac-
tices and service providers 
in more than 20 markets 
including: automotive, 
consumer electronics and 
appliances, elective health 
care, fl oor covering, home 
design and improvement, 
home furnishings, jewelry, 
music, powersports, out-
door power equipment, 
sporting goods and travel.
  GE is Imagination at 
Work—a diversifi ed tech-
nology, media and fi nancial 
services company focused 
on solving some of the 
world’s toughest problems. 
With products and services 
ranging from aircraft en-
gines, power generation, 
water processing and secu-
rity technology to medi-
cal imaging, business and 
consumer fi nancing, me-
dia content and advanced 
materials, GE serves cus-
tomers in more than 100 
countries and employs 
more than 300,000 peo-
ple worldwide. For more 
information, visit www.
ge.com. 

Continued fr om Page A37
2008 Cremation Market Survey 
Part Two: How Cremation Consumers Choose Containers, Services and Providers

Question 46. Are there cremation societies active in 
your area?
Nationally: Yes – 16%   No – 5%   Don’t know – 79%
 Group: (1) (2) (3) (4) (5)
 Yes 29% 30% 11% 5% 6%
 No 4% 1% 6% 5% 9%
 Don’t know 67% 69% 83% 89% 85%

 In our last three survey questions we asked respondents 
to write in their thoughts. Th e questions and a brief syn-
opsis of the responses are noted below.
                
Question 47. In a few words, please tell us why you have 
chosen cremation as a means of fi nal disposition?  
 Nearly 35% said that their decision was based on the 
high cost of burial.  Others included: waste of space, don’t 
want to care for a gravesite, no need to preserve a dead 
body and cremation is easier on family members.

Question 48. What one or two new things have you 
learned from taking this survey?  
 22% indicated that the idea of a cremation society was in-
teresting or something they would look into. 24% learned 
about the availability of rental caskets.  Many others com-
mented that they had not known there were so many cre-
mation container choices. Some were surprised that bod-
ies were cremated in plain cardboard boxes.

Question 49. If you could tell the funeral industry one 
thing, what would it be?  
 We certainly got an ear-full of responses with this ques-
tion.  Nearly 59% were frustrated to downright angry that 
funerals were so expensive.  Others indicated that they felt 
emotionally vulnerable. Some reported that their local fu-
neral directors were fantastic and showed great compassion 
in their services.

 It has been our pleasure to provide survey information 
to our rapidly changing industry.  We hope this informa-
tion has been of value to you. Your feedback is always ap-
preciated. 
 Visit our website to send us an email or call (888)366-
7335.

 Gerald Davis is the president of Starmark Funeral Products, a divi-
sion of Vandor Corporation. Davis has enjoyed a long, creative career 
in the funeral business. Davis was a co-founder of Elder Davis, Inc. 
which is now a part of the cremation products division of Matthews 
International. Starmark Funeral Products offers complete cremation 
container systems for funeral homes including: rental caskets, rental 
inserts, alternative containers and cremation consumables. Register on 
our website to receive the 2008 Starmark Cremation Consumer Survey 
Articles via email. Go to www.starmarkfp.com to register. 

Advertising Works! FUNERAL HOME & CEMETERY 

NEWS
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 Are you a Veteran? Do you have a key staff member who is a Veteran?
Do you enjoy serving Veterans?  Is your firm within 75 miles of a Veterans Cemetery?
Is there a military base close by? Is there a VA Hospital close by?

If you answered yes to any of the above, Veterans Funeral Care™ is the plan for you. Join our network 
of funeral directors who have increased their volume year after year with the Veterans Funeral Care 
marketing plan. Veterans Funeral Care will not only help to grow your business but will also offer a 
rewarding experience working with America’s veterans. We are fully endorsed by the American Legion, 
Department of Indiana and provide all training necessary to implement this exceptional program. Being 
an exclusive provider of Veterans Funeral Care will differentiate your firm from your competition and will 
boost your bottom line.

The Veterans Funeral Care™ marketing plan offers:

 Listing on our “provider network” website

 Use of our logo on your brochure, stationery and sign and 
your firm is included in our provider network slideshow

 You may purchase license rights to our ad slicks and 
brochures from our marketing partner

 You can post obituaries on our online guestbook

 Attend one or all of our quarterly seminars for training on 
how to make this plan work for you (travel expenses not included)

 License fee, $3,100

How We Started

Veterans Funeral Care was started in Clearwater, Florida in 
2000 with the sole intention of marketing funeral services to 
veterans. Our area has many veterans and retired military in 
addition to two National Cemeteries and two VA Hospitals. 
Almost immediately we began to get phone calls from 
veterans around the country asking if there was a funeral 
home in their area that offered services like ours. We would 
call funeral homes out of the National Yellow Book and find a 
“Veterans-friendly” funeral home to help them.

Last year alone, our website produced in excess of 2,000 
deaths for us, including our Licensees and the trade services 
we hired when we didn’t have a provider. Veterans Funeral 
Care is owned by funeral service consultant Jim Rudolph, 
President of www.CremationConsulting.com.

15381 Roosevelt Blvd. | Clearwater, FL 33760
(727) 524-9202 | 1-800-467-7850

www.VeteransFuneralCare.com

te
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”

“The marketing plan you provided has helped 
all aspects of our business, not just marketing 
to Veterans. We are the only funeral home in 
our market that has increased their volume in 
the last two years.”

David Goebel, Owner
Moran & Goebel Funeral Home, Decatur, IL

“We are most grateful for the terrific training 
and marketing insight Veterans Funeral Care 
has provided. Although Indiana Funeral Care 
competes in a market with very good service 
providers, we have just completed our fourth 
consecutive year of increased volume.”

David Ring, Owner
Indiana Funeral Care, Indianapolis

Harry Moore Mortuary, Indianapolis

Endorsed by the
American Legion

Department of Indiana

Preferred Marketing Partner 
of Veterans Funeral Care

&Want to increase your volume
                                          pay tribute to America’s veterans?
Want to increase your volume
                                          pay tribute to America’s veterans?

tra
ini

ng

March 2008
Clearwater Beach, FL
June 2008
Denver, CO
September 2008
Kansas City, MO
January 2009
Clearwater Beach, FL
Call for dates & times

Become the exclusive provider of Veterans Funeral Care in your area. 
Call 1-800-467-7850.

Matt and John Smith travel with Presentation

MELROSE PARK,IL— Brothers Matt and John Smith
of Frigid Fluid Company have been busy traveling the 
country sharing their vast knowledge on embalming dif-
fi cult cases. Seminar topics include Th e Severe Edema 
Case and Creating the Pleasant Expression. John Smith is 
sales manager, while Matt is an embalming consultant and 
speaker for Frigid Fluid Co. Frigid Fluid Co. is proud to 
become a part of the ongoing drive to educate embalmers 
throughout the country. For further information contact 
Matt Smith at 866-774-4746.
 At the Arizona Cemetery, Cremation & Funeral Associa-
tion annual state convention in Phoenix, Matt spoke to 
the embalmers on Diffi  cult Case Embalming. Pictured (L 
to R) Matt Smith, Bill Addison , ACCFA Treasurer, and 

NEWSNEWSEducational

 Th e Mortuary Science Program at the Indianapolis cam-
pus of Ivy Tech Community College invited Brothers Matt and 
John to conduct a four hour seminar. Pictured (L to R) are 
John Smith, Rick Soria of Ivy Tech, and Matt Smith.

 Th is year’s Tennessee Funeral Directors and Morticians As-
sociation convention was held in Murfreesboro, TN. Th is is 
Matt’s third return to the TFDMA. Pictured back row (L 
to R) Cecil Giles, TFMDA President Terry Waters, and 
Matt Smith. Front row (L to R) Joseph Ivy, Jerry Mer-
cer, TFDMA Board Member Wendell Naylor, and John 
Smith. Frigid Fluid Co. is proud to become a part of the 
ongoing drive to educate embalmers in Tennessee.

 On June 17 West Virginia Funeral Directors Association and Frig-
id Fluid Co. teamed up to present a diffi  cult case embalming 
seminar to the registered embalmers in Wheeling, WV. Brothers 
Matt and John Smith were honored to be referred to the WVF-
DA State convention by noted author and Master Embalmer 
Robert G. Mayer of Pittsburgh, PA. Pictured (L to R) John 
Smith, John Kepner WVFDA Immediate Past President, John 
Th axton WVFDA President, Susan Mace WVFDA President-
Elect, John Taylor WVFDA Vice President, and Matt Smith.

James DeCastro, ACCFA Vice-President. ACCFA is a 
progressive association that builds relationships between 
vendors, cemeteries and funeral homes. Th ey are leading 
the way, providing continuing education with speakers 
with real world practical experience. 

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

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

CEMETERY NEWS
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Removal Roller Bed
Fits various sized vehicles and 
will accommodate infant and 
child caskets. 
Constructed from Aluminium.

Fits a standard 7/16" Bier Pin.

A cot and the bed will fit in most 
mini vans.

Urn Holder
DNR Industries is pleased to introduce an economical approach 
to transporting urns in preexisting funeral coaches. Our new 
urn holder is attractively chrome plated and adapts easily to the 
existing hardware in your coach.

The urn holder comes in a convenient carrying case and has been 
carefully designed to accommodate all urn shapes.

PO Box 42014, Conestoga Mall
Waterloo, Ontario, Canada N2L 6K5

Phone 519-746-0194    Fax 519-884-8319    Toll Free 877-345-2097
E-mail dnr@hearseparts.com   

www.hearseparts.com

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

Bier Pins sold 
separately

DNR INDUSTRIES LIMITED

Our 
friendly, 
personal 
service
catches 
some people 
off guard.

PO Box 5159 
 Youngstown, Ohio 44514
www.boardmanprinting.com
800.321.7479

Commonwealth Institute of Funeral 
Service welcomes William L. Russo as 
Commencement Speaker

East Mississippi Community College Funeral Service 
Students participate in Commencement Exercises

NEWSNEWSEducational
CONTINUED

2008 EMCC Graduating Class. (L to R) Seated: Camille Riley, Victoria Jones, Tiana Dailey, Lynda Mosby, Carmen Phillips, and Andrea 
Kelly. Standing: Brando Benson, Drew Massy, Jay Crane, and James Harris. Not present for the photo were Chandler Bays, Joey Hall, 
Matthew Lee, Kevin Salter, and William Savell.

SCOOBA,MS— Ten Sophomores of the Funeral Ser-
vice Technology program at East Mississippi Com-
munity College in Scooba, MS participated in the 
commencement exercises on Saturday, May 10, 2008 
in the Keyes C. Currie Coliseum located on the Scoo-

the commencement exer-
cises but not present were 
Chandler Bays of Hodg-
es, AL; Joey Hall of Bel-
mont, MS; Matthew Lee
of Columbus, MS; Kevin 
Salter of Columbus, MS; 
and William Savell of 
Decatur, MS.
 The Funeral  Service 
Technology program at 
East Mississippi Commu-
nity College, located on 
the Scooba campus is the 
oldest Mortuary School 
in the state, having been 
established in 1975. Stu-
dents throughout Mis-
sissippi and neighboring 
states desiring to attend 
mortuary college choose 
to enroll in the Funeral 
Service Technology pro-
gram at EMCC in part 
due to the unique Block 
Class schedule which en-
ables students to attend 

ba campus.
 Participating in the cer-
emonies were Brandon 
Benson  of  Aberdeen, 
MS; Jay Crane of Me-
ridian, MS; Tiana Dai-
ley  of Starkville, MS; 
James Harris of Colum-
bus, MS; Victoria Jones
of Columbus, MS; An-
drea Kelly of Meridian, 
MS; Drew Massey  of 
Louisville, MS (gradu-
ating with Special Hon-
ors); Lynda Mosby of 
Meridian, MS; Carmen 
Phillips of Columbus, 
MS; and Camille Riley
of Sallis, MS (graduat-
ing with Honors). Other 
Funeral Service students 
eligible to participate in 

HOUSTON,TX— William L. Russo, fu-
neral director in charge of Sacred Hope 
Funeral Home, was the commence-
ment speaker for the 72nd Anniver-
sary Commencement Exercises of the 
Commonwealth Institute of Funeral 
Service. The commencement exercises 
were held June 13, 2008 at Bethel Tab-
ernacle in Houston. 
 Mr. Russo graduated Valedictorian 
from Commonwealth School of Mor-
tuary Science in 1973 and is active in 
various local, state and national funeral 
industry associations. He is past presi-
dent of the Houston Funeral Directors 
and Morticians Association, the Houston 
Metropolitan Funeral Directors Associa-
tion, the Independent Funeral Directors 
Association of Texas, and the National 

Funeral Directors and Morticians Asso-
ciation. Mr. Russo is a board member 
of the Alumni Association of Common-
wealth Institute of Funeral Service and 
is a member of the Epsilon Nu Delta 
and the Pi Sigma Etta Mortuary Frater-
nities. 
 Mr. Russo’s speech, which encouraged 
the graduates to “meet the challenges 
and changes of the funeral industry, 
learn from their mistakes, and value 
their reputations,” was well-received 
and was followed by a standing ova-
tion.
 Sacred Hope Funeral Home is a fam-
ily-owned business founded in 1937 
by Mr. Russo’s paternal grandmother 
Florence Katy Johnson and his father 
James Wilford Russo.

classes only two days per 
week for four semesters, 
thereby allowing them 
to work full time the re-
maining five days of the 
week at a funeral home 
establishment or other 
job which can accommo-
date their class schedule. 
The program is accredited 
by the American Board of 
Funeral Service Education 
(ABFSE), and is recog-
nized by the Internation-
al Conference of Funeral 
Service Examining Boards 
(ICFSEB). 
 Additional information 
about the Funeral Service 
Technology program can 
be obtained by contacting 
Don Webb at (662) 476-
5100 or Octavia Dicker-
son at (662) 476-5101. 
Or visit their website at 
www.eastms.edu/career_
tech/FuneralServices.php

FEATURE ARTICLES • COLUMNS
CALENDAR OF EVENTS

Online

www.nomispublications.com

FUNERAL HOME & 
CEMETERY NEWS
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The Fan Man, Inc.The Fan Man, Inc.
Fans   Calendars

Memorial Books   Chemicals
Ad Specialties

Always A Deal On Pens

John MannionJohn Mannion1-800-671-8280
Fax  803-366-4819
bankersadvertising.com/thefanman
thefanman@comporium.net

2234 Wintercrest Dr
Rock Hill, SC 29732

800-788-0807 Fax 608-752-3683 www.madelynpendants.com e-mail madelynco@charter.net

The opportunity to choose a Keepsake Pendant

presents itself only once –

the comfort a Keepsake Pendant offers,

lasts a lifetime.

Madelyn Keepsake Pendants
can be worn as a necklace,

bracelet, or displayed in a dome.
Large Sterling Heart Large 14K Gold Cross

Sterling Dove
14K Gold Infinity

Keepsake Pendants

TM

by Special Order

 

 

California Ethics Seminar to be Held

Life Appreciation launches Baby Boomer Training

NEWSNEWSEducational
CONTINUED

Bill Bates

MIAMI BEACH,FL— Bill 
Bates, president of Life Ap-
preciation Training an-
nounced their newest funer-
al director training program 
the fi rst of June: Th e Life Ap-
preciation Baby Boomer Basic 
Training program.
 Bates said, “Baby boomers 
have changed the face and 
shape of every business they 
have come into contact with. 
Now it seems that it’s our 
turn, and all indications are 
that unless we prepare it’s go-
ing to be a train wreck.”
  “Th ey are arranging funerals 
right now for both their own 
generation and their parents,” 
Bates said. “Currently they are 

mail info@lifeappreciation.
com. Upcoming events and 
hosts are:

September 12, 2008, • 
noon-6pm, Pierce-Jef-
ferson Funeral Service, 
213 W. Mountain St., 
Kernersville, NC.
September 20, 2008, 9am-• 
3pm, Zabor’s Funeral 

Home, 5680 Pearl Road, 
Cleveland, OH.
September 27, 2008, 8am-• 
3pm, Pilon Family Fu-
neral Home, Arnprior, 
Ontario, Canada.
(Date and Times to be • 
announced) Funeral 
Services of Grand Lake, 
Tulsa, OK.

LOS ANGELES,CA— Th e California Ambas-
sador for the Academy of Professional Funeral 
Service Practice, Shun Newbern, CFSP and 
the Nu Chapter of Epsilon Nu Delta Mortu-
ary Fraternity will host a series of funeral eth-
ics seminars. Th e Funeral Service Ethics Insti-
tute will be three hour evening seminars in 
Los Angeles, San Diego and the Bay Area. 
 Th e speakers and facilitators will include 
Jeff  Chancellor, CFSP, Brian J. Porteous, 
D. Keith Green, Sr., Chuck O’Hara, Ty 
P. Gilliam and H.W. “Skipper” Rags-
dale, III, CFSP. Th e subjects will include, 
but not limited to: Th e Deadly Sins in Fu-
neral Service, Expanding Ethics – A High-

er Standard of Care and Ethical Violations 
or Bad Service. 
 Th e purpose of the Institute is to provide 
quality continued education that covers sev-
eral relatable issues that are customer service 
focused and not product focused. Th e goals 
of the Institute are to provide aff ordable reg-
istration in a comfortable network setting and 
sharpen the skills of death care employees. Th e 
session will not be limited to funeral directors 
and embalmers; however, it will be open to 
all who register including students. For dates 
and registration contact Academy Ambassador 
Shun Newbern at shunnewbern@aol.com or 
check updates at www.shunnewbern.com.

the largest segment of ‘crema-
tion and no funeral’ clients. 
Th eir numbers are poised to 
mushroom and the funeral 
choice for the majority will 

be funeral director absent, self 
conducted memorial services 
at their church or other per-
sonal location.”
 “Yet, Baby Boomers like 
creative experiences,” Bates 
continues. “Th ey want to be 
‘a part of,’ and ‘participate 
in’ rather than sit on the side 
lines.  Studies show clearly 
that this same individual is 
one that responds in a very 
positive way to highly inno-
vative and personalized events 
including funerals” 
 Th e Life Appreciation Baby 
Boomer Basic Training pro-
gram uses a three level teach-
ing discipline to maximize 
learning results and retention.  

It is not “just another semi-
nar”. It is a how to, hands on 
training in new and highly 
eff ective methods in working 
with Baby Boomers.
 All Baby Boomer Basic 
Trainings in the United States 
and Canada are hosted by fu-
neral directors and held in fu-
neral homes.  
 For additional informa-
tion, to attend or to be a 
host call 1-800-877-8905, 
fax 305-395-4080, or e-
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National Funeral Directors and 
Morticians Association sets New Course

Howard Beckham at IFDA Annual Conference

Pennsylvania FDA elects New Offi cers 
at Annual Convention 

Adair 
Funeral 
Homes 
named 
Funeral 
Home of 
the Year 
by Arizona 
FDA

NEWSNEWSAssociation

HARRISBURG,PA— The 
Pennsylvania Funeral 
Directors Association 
(PFDA) elected new lead-
ership during its Annual 
Convention and Exhibi-
tion held in Hershey June 
9-11, 2008. The officers 
for 2008-2009 are: Presi-
dent Donald B. Deaner; 
President Elect Dr. Clif-
ford DeBaptiste; Secre-
tary/Treasurer William 
Schleifer and Immediate 
Past President Th omas G. 
Kukuchka.
 The District Governors 
are: District I – James Po-
land; District II – Paul Ur-

ban; District III – Jo Ann 
Pavlic; District IV – F. 
Glenn Fleming; District V 
– John V. Morris; District 
VI – Deborah Ashton-
Chase; District VII – Nor-
man C. Shropshire; Dis-
trict VIII – Janice Mannal; 
District IX – Warren F. 
Miller; District X – James 
Higgins; and Quaker State 
F.D. – John Price. Also 
elected to serve in 2008-
2009 was NFDA Policy 
Board Member Th omas G. 
Kukuchka.
 Deaner, a sixth generation 
funeral director from Stoys-
town, Somerset County, 

Pennsylvania, was installed 
as President on June 11th

at the Hershey Country 
Club. Don and his wife, 
Kim, own and operate 
Deaner Funeral Homes
of Berlin, Stoystown, and 
Hooversville. He has been 
a licensed funeral director 
since 1983. He is a grad-
uate of North Star High 
School, attended the Uni-
versity of Pittsburgh at 
Johnstown, and is a Sum-
ma Cum Laude graduate 
of the Pittsburgh Institute 
of Mortuary Science. 
 He is the first funeral 
director from Somerset 
County to have served as a 
District Governor on the 
state level (2002-2006) and 
to go through the chairs of 
the association, in the 127 
years of PFDA. Th e state 
association represents over 
1100 funeral homes and 
approximately 3,000 fu-
neral directors. It is the 
largest state association of 
its kind.

TUCSON,AZ— Adair 
Funeral Homes, Inc. in 
Tucson received the “Fu-
neral Home of the Year” 
award given by the Ari-
zona Funeral Directors 
Association at their an-
nual convention in June. 
In addition, General 
Manager Patrick Foley
was installed at the con-
vention as President of 
the Arizona Funeral Di-
rectors Association for 
the 2008-2009 year.

Offi cers 2007-2009. (L to R) Treasurer Starr Hutchings-Purdue,  
Clerk of the House Althea B. Pringle, President Hall Davis, IV, 
CFSP, President Elect Ernest C. Adams, Jr. CFSP, Vice President 
Gregory T. Burrell, and Corporate Secretary Jamye D. Jeter 
Cameron, CFSP.

Howard Beckham honored by IFDA
TALLAHASSEE,FL— How-
ard Beckham, funeral di-
rector with Craig Funeral 
Home in St. Augustine, 
was recently honored at 
the 16th Annual Con-
ference of the Indepen-
dent Funeral Directors 
of Florida (IFDF). 
 Beckham was honored 
for having completed the 
inaugural year of I-PAL, 
which stands for the In-
dependent Program of 
Association Leadership. I-
PAL, based closely on the 
Chamber of Commerce’s 
Leadership program. I-
PAL exists to cultivate new 
leadership for the state-
wide association of funeral 
professionals. 
 Beckham was also in-
stalled as a member of the 
IFDF Board of Directors, 
representing independent 
funeral homes in the area 
counties. 

DECATUR,GA— For the fi rst time in Na-
tional Funeral Directors and Morticians 
Association history, the annual conven-
tion in Indianapolis, IN, will not require 
members to select new offi  cers for the as-
sociation.  With a unanimous vote dur-
ing the 2008 House Meeting in Louisville, 
KY, NFDMA offi  cers who were elected in 
2007 are serving a two-year term.  As the 
funeral industry continues to meet the 
changing demands of its industry, NFD-
MA offi  cers are committed to strengthen-
ing and leading the association based on 

role fi nancially and politically.  Our yester-
days are fi lled with Funeral Directors who 
transported and housed politicians, pro-
vided venues for America to hear and ask 
questions of politicians soliciting our vote. 
NFDMA, a non partisan association is 
concerned with getting people to the polls 
to exercise their right to vote. Members of 
NFDMA will continue to provide “Limos 
to the Polls” in this upcoming election.  
 In the words of President Hall Davis, IV, 
“Proper planning produces prosperity.”  
NFDMA’s future is getting brighter!

the will of its members.
 For the second year, NFD-
MA has promoted a “Youth 
Anti Violence Town Hall 
Meeting” addressing the 
epidemic number of youth 
deaths across the country 
due to homicide.  Funeral 
directors from across the 
country share how youth 
deaths are impacting their 
neighborhoods and com-
munities.  Th e Indianapo-
lis community has been in-
vited to participate.
 Traditionally, the African 
American Funeral Direc-
tor has played a signifi cant 

 Craig Funeral Home has 
been honored previously 
by IFDF for its standing 
as a multi-generation inde-
pendently-owned funeral 
home. IFDF members are 
those funeral directors who 
are affi  liated with family-
owned and operated fu-
neral homes throughout 
the state of Florida. Th e 

550 member organization 
serves as the voice of in-
dependent funeral direc-
tors, and promotes digni-
fi ed death care through its 
educational and legislative 
activities. It has been the 
blueprint for various other 
states that have followed 
Florida’s lead in forming 
similar associations.
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in English and
en Español.

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

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

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

Does your web site speak the language? You could easily double or triple your audience with just
one phone call to FuneralNet. 
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DONALD F. “DON” ESTES of Battle Creek, MI died June 
17, 2008 at the age of 81. A 1952 graduate of Wayne 
State University School of Mortuary Science in Detroit, 
he was employed briefl y in Detroit before moving to Bat-
tle Creek. He joined the staff  of Farley Funeral Home in 
1952 and became a partner in the fi rm in 1958. Th e fi rm 
incorporated in 1967 and the name changed to Farley-
Estes Funeral Home in 1983. He was the current CEO 
and was actively involved in the day to day business at the 
time of his death.

BEVERLY ANN HAWKINS GOODSPEED of Fort Worth, 
TX died June 13, 2008 at the age of 61. She was a long-
time employee of Gregory W. Spencer Funeral Directors, 
Inc., and formerly worked with several other funeral homes 
in the area. She was a member of the Fort Worth Funeral 
Directors Association Ladies Auxiliary. She had spent the 
past two years compiling a history of black-owned funeral 
homes in Fort Worth, for which she was recognized dur-
ing a recent state convention.

M.S. “MATT” HARTMAN of Latrobe, PA died June 10, 
2008 at the age of 84. He joined the Hartman Funeral 
Home in 1944, which was established by his grandfather 
J. Wiley Hartman in Latrobe. He was past president of 
the Westmoreland, Indiana and Armstrong County Funeral 
Directors Association and a graduate of the Pittsburgh School 
of Mortuary Science. 

GLENN LYLE HOUSKE of Mesa, AZ and formerly of Crook-
ston, MN died July 5, 2008 at the age of 86. A 1941 grad-
uate of the University of Minnesota-College of Mortuary Sci-
ence in Minneapolis, he worked with his father, Joe, in the 
Houske Funeral Home in Crookston until purchasing the 
fi rm from his father. He was a member of the National 
Funeral Directors Association, as well as the Minnesota and 
North Dakota Funeral Directors Associations and was a past 
president of MFDA-District 10. He was honored by the 
MFDA at its annual convention several years ago as a 50-
year licensee. In 1982 he retired, continuing to work as a 
Relief Director for various funeral homes in the area for 
several years. His last employment was with the Newton 
Manufacturing Company as a sales representative.

RICHARD NIXON LOCKLEAR, JR. of Laurinburg, NC died 
June 10, 2008 at the age of 23. He graduated with an as-
sociate degree in Funeral Service from Fayetteville Technical 
Community College. He started his career with McDougald 
Funeral Home in Laurinburg, and had been currently em-
ployed with Boles Funeral Homes and Crematory.

DON A. FINEFROCK of Naples, FL and formerly of Mans-
fi eld, OH died June 14, 2008 at the age of 87. He gradu-
ated from Th e Cleveland College of Embalming in 1946 and 
in 1948 he joined his family’s funeral home business, J.H. 
Finefrock & Sons in Mansfi eld, along with his father and 
brother, John H. Finefrock, Jr. In 1976 he was appoint-
ed by the Governor to serve on the Ohio State Board of 
Embalmers and Funeral Directors of Ohio, serving as the 
Board President several terms. It was under his leadership 
that the state began to license funeral home facilities. He 
served on the National Council of Funeral Service Ex-
amining Boards, and was a member of National Selected 
Morticians, Ohio Funeral Directors Association and National 
Funeral Directors Association.
Reprinted from Ohio Funeral Directors Association, Columbus.

HAROLD B. KREITZER of Arcanum, OH died June 4, 2008 
at the age of 88. Harold was active in the funeral business 
since 1939 and founded the Kreitzer Funeral Home in 
Arcanum in 1950. He was a licensed funeral director and 
embalmer and a member of the Ohio Funeral Directors As-
sociation for over 60 years. He was still semi-active in the 
business, which he ran with his son.
Reprinted from Ohio Funeral Directors Association, Columbus.

KATHLEEN REED of Newark, OH died June 24, 2008 at 
the age of 70. In addition to her lifelong career in elemen-
tary education, Kathleen became a licensed funeral director 
in 1997 and worked with her family at Reed-Egan Fu-
neral Home. She was a member of the District 13 Funeral 
Directors, Ohio Funeral Directors Association and National 
Funeral Directors Association.
Reprinted from Ohio Funeral Directors Association, Columbus.

JOHN A. PRIBULA, III of Holland Township, NJ died May 
31, 2008 at the age of 47. In 2003 he became president of 
Edison Supply and Equipment Company, a funeral sup-
ply distribution company throughout the United States. 

JOSEPH M. SHOOK, SR. of Clifton, NJ died June 9, 2008. 
A 1951 graduate of McAllister School of Embalming in New 
York City, he received his Funeral Director and Embalmer 
License in 1952. In 1955 he and his wife, Eleanor, opened 
the Shook Funeral Home in Clifton. He later became 
president of Shook Funeral Home, Inc., and operated not 
only the Clifton location, but also Shook’s Cedar Grove 
Funeral Home in Cedar Grove, NJ. He was appointed by 
the governor to the State Board of Mortuary Science for 
a two-year term, and was a member of the Passaic County 
Funeral Directors Association.

MARIE L. GERITY of Woodbridge, NJ, died May 27, 2008 
at the age of 91. She and her late husband, Leon Gerity, 
founded the Leon J. Gerity Funeral Home in 1951 and 
she was the current president of the fi rm. 

RICHARD KOENIG “DICK” TODD of Claremont, CA died 
June 30, 2008 at the age of 86. He began his funeral service 
career in 1947 at the Todd Memorial Chapel, founded 
by his grandfather in Pomona, CA.

CLINTON YORK of Marion, KY died June 28, 2008 at the 
age of 74. He was a retired funeral director for Gilbert Fu-
neral Home. In addition, he was also formerly Crittenden 
County Coroner for many years as well as a past member 
of the Mapleview Cemetery Association. 

GREGORY L. ZOOK of Monrovia, CA died June 18, 2008 
at the age of 56. He was a funeral director with, Douglass 
and Zook Mortuary in Monrovia, which his parents es-
tablished in 1953. He became the state’s youngest licensed 
funeral director in 1973, when he graduated from Cali-
fornia Mortuary College. 
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Obituary  you 
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STAKMORE
The folding chair with the permanent look.

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

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

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

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

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