
PR
ES

OR
TE

D 
ST

AN
DA

RD

U
S

 P
O

S
TA

G
E

 P
A

ID

IN
D

IA
N

A 
PA

P
E

R
M

IT
 N

O
 1

2

N
O

M
IS

 P
U

B
LI

C
AT

IO
N

S,
 IN

C
.

PO
B

 5
15

9
Yo

un
gs

to
w

n,
 O

H
 4

45
14

A
D

D
R

ES
S 

SE
R

VI
C

E 
R

EQ
U

ES
TE

D

Pl
ea

se
 c

he
ck

 y
ou

r m
ai

lin
g 

la
be

l f
or

 a
cc

ur
ac

y

NEWS SEPTEMBER
2009

Fa m i l y  O w n e d  a n d  
Operated S ince  1974 FUNERAL HOME & CEMETERY

P O  B o x  5 1 5 9     Yo u n g s t o w n  O H  4 4 5 1 4     1 - 8 0 0 - 3 2 1 - 7 4 7 9     O n l i n e  a t  w w w . n o m i s p u b l i c a t i o n s . c o m
P r e v i o u s l y  P u b l i s h e d  a s  t h e  Y B  N e w s  •  S t i l l  t h e  P l a c e  f o r  Yo u r  N e w s !

 

Ballard-Durand installs 
Heritage Plaque

Curlew Hills Memory 
Gardens holds Dedication 
of new Greek Section of 
the Cemetery

Pioneer Victorian Cemetery celebrates 150 Years 
CLEVELAND,OH— The 
East Cleveland Town-
ship Cemetery is approx-
imately 12 acres of land 
situated in University Cir-
cle on East 118th Street 
having been forgotten by 
some Clevelanders and 
unknown to the majority. 
It has been surrounded by 
urban legend for decades 
and embroiled in litiga-
tion since its founding on 
August 31, 1859. Today 
there are over 17,000 peo-
ple that have been laid to 
rest within its gates, many 

(L to R) Matthew Fiorillo, Stephen Pontone and Don DeNigris in 
front of Ballard-Durand Funeral Home.

(L to R) Keenan Knopke, President of Curlew Hills Memory 
Gardens, Michael Servos, President of Hellenism of America, and 
Congressman Gus Bilirakis, in front of the artist’s rendering of 
the new Hellenic Cemetery.

ARTICLE AND ADDITIONAL PHOTOS ON PAGE A2

CONTINUED ON PAGE A25

CONTINUED ON PAGE A20

PALM HARBOR,FL— Nearly 100 guests attended the dedi-
cation ceremony of Curlew Hills Memory Gardens’ new 
Hellenic Cemetery ‘Morpheus’. Th is beautiful, special sec-
tion is dedicated to refl ect the traditional cultural and reli-
gious beliefs of the Greek American heritage. Th e moving 
dedication ceremony took place on Saturday, July 11th at 

                    By Nancy Weil
With certifi cations as a 
Laughter Leader, Funeral 
Celebrant, Grief Services 
Provider and Grief Manage-
ment Specialist, Nancy Weil is 
uniquely qualifi ed to bring new 
perspectives and new ways to 
help clients heal from the pain 
of grief as well as reduce stress 
for professionals in the industry. 

New Series Begins on Page A8

Changing Lives Th rough LaughterChanging Lives Th rough Laughter

See “Facial profi le 
used to create 

Personal Replica Urns”
on Page B11

 “Right out of the world of 
C.S.I., advances in 3D facial re-
construction and 3D printing 
are now being used in the fu-
neral industry to produce cre-
mation urns that are as unique 
as those they represent.”

See “Whitman Burial Vault Company hosts
a day of learning for FINE Mortuary

College Students” on Page A36

See “PIMS Students tour Reynoldsville
Casket Company Plant” on Page A38

MORTUARY STUDENTS TOUR 
INDUSTRY FACILITIES
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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

Family Abduction

ARIELLE ISABELLA BUDAY

Endangered Runaway

Circumstances:  Both photos shown 
are of Pasche. She may still be in the 
local area. She has pierced ears.

Abductor
JEPKE MARIE BUDAY
Date of Birth:  12/23/75

Age Now:  33 Yrs
Sex:  Female
Race:  White
Height:  5’7”

Weight:  130 lbs
Hair:  Brown
Eyes:  Green

Date of Birth:  12/2/1991
Date Missing:  11/8/2008

Missing From: Tulsa, Oklahoma
Age at Disappearance:  16 Yrs

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

Weight:  125 lbs
Hair:  Brown
Eyes:  Brown

PASCHE MARIE BARNETT

Circumstances:  Both photos at top are of Arielle. She was last seen 
on October 28, 2008. She may be in the company of her mother 
Jepke Buday. Th ey may have traveled to Belgium. Arielle has a scar 
under her chin. Jepke has a tattoo of the word “sunshine” on her 
ankle. Her ears are pierced.

Date of Birth:
9/5/03

Date Missing:
10/28/08

Missing From:
Gainesville, FL

Age at Disappearance:  
5 Yrs

Age Now:  6 Yrs
Sex:  Female
Race:  White
Height:  3’5”

Weight:  47 lbs
Hair:  Brown
Eyes:  Brown

A

(L to R) Owner Matthew Fiorillo, Stephen Pontone of Matthew’s 
Casket Division and Don DeNigris of DeNigris Monument 
Company.

The Heritage Plaque at Ballard-Durand Funeral Home

Ballard-Durand installs 
Heritage Plaque

Continued fr om Front Page

WHITE PLAINS,NY— Placed prominently along the 
front walkway of Ballard-Durand Funeral Home is  the 
fi rm’s new heritage plaque. Th e solid bronze plaque of-
fers a brief history of the funeral home along with depic-
tions of its original owners. It was created by the Bronze 
Division of Matthew’s International of Pittsburgh, PA 
and affi  xed to a foot-long granite marker from DeNigris 
Monument Company. Ballard-Durand owner Matthew 
Fiorillo states, “Time and time again, my staff  and I are 
asked about the building—whether it was once a private 
home, and about who lived here. People also inquire 
about Ballard and Durand, after whom the funeral home 
is named. What better way to provide answers to these 
questions than with the heritage plaque?”
 Th e plaque reads Th e Ballard-Durand Funeral Home can 
trace its roots to a funeral home originally established in 1885 
in New York City. In the 1930’s, the business was relocated to 
Cromwell Place and has been a staple in the White Plaines 
community since that time. Arthur Ballard purchased this 
building in 1939. A bit later, George B. Durand became 
a partner in the fi rm, and continued to serve families after 
Mr. Ballard’s death in 1951. Mr. Durand died in 1980 at 
the age of 73. Once the residence of eminent citizens, such as 
Williams Banks and the honorable Humphrey J. Lynch, the 
home has since become a historic landmark.
 A funeral director with the fi rm since August 1998, 
Fiorillo purchased Ballard-Durand in September 2001. 
Inspired by old photographs of the funeral home, he hired 
a local architectural company to restore the Greek revival 
structure to its original beauty. Fiorillo remembers that 
being no easy task, as the entire structure had been paint-
ed white so many times that you couldn’t even tell what 
was stucco and what was wood. Leaving the architects to 
do their thing, he and his staff  selected paint, fl ooring, 
and window coverings. Th ey all worked together like a 
family to decorate the home and every detail is perfect. 
Th e 7,500 square-foot funeral home has two large visita-
tion rooms and seating areas on the main fl oor. Upstairs 
is another seating area where guests may gather, along 
with a children’s room. Th e selection room, arrangement 
suite and prep room are in the 1,500 square-foot base-
ment. Despite being in the city, the funeral home sits on 
almost an acre of land with meticulously kept grounds 
and a spacious parking lot.
 Fiorillo is proud to serve local families in the tradition of 
excellence that has become synonymous with the Ballard-
Durand name. When asked if any funerals stand out in his 
memory, he cites two with attendance of approximately 
1000: a soldier killed in Iraq and a New York City police 
offi  cer killed in the line of duty. He also remembers that 
of an elderly lifelong resident, the founder of the White 
Plains Historical Society. Fiorillo states, “Every life is im-
portant, and we strive to provide a personalized service 
unique to each and every person.” To learn more about 
the funeral home visit www.BallardDurand.com.

Nelda 
L. Davis 
receives 
Degree in 
Funeral 
Service 
Education

Nelda L. Davis

STATESVILLE,NC— Rut-
ledge and Bigham Mortu-
ary is proud to announce 
that Nelda L. Davis has 
received her Associates in 
Applied Science Degree in 
Funeral Service Education 
from Fayetteville Technical 
Community College. She 
will be affi  liated with the 
fi rm in Statesville.

Tell them 
you saw 
their Ad
FUNERAL HOME 

& CEMETERY 
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American Judaica

JEWISH
CALENDAR

800-413-4455

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

Plus 15¢ each for shipping & handling

99¢
each

Catholic and Nature Calendars Also Available in Spanish
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the art of
KEITH MALLETT

BLACK
HISTORY

CALENDAR

2010

2010

CATHOLIC CALENDAR

o

CHRIST
LIGHT OF THE WORLD

TWELVE

MASTERPIECES

4 C

FPO

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

There are absolutely no other charges. Really.

LAST CHANCE !   LAST CHANCE !   LAST CHANCE ! 
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By Sherry L. Williams 

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

Th e Gift ofTh e Gift of
 Aftercare Aftercare

 While spending time with my grandchildren last 
weekend, they reminded me that Christmas is only 
three months away. I couldn’t believe it, when I 
realized that they were right. Oh, to view time 
through the eyes of a child. For them, the holi-
days can’t come quickly enough, for adults; time is 
just passing too quickly. I always find myself play-
ing catch to get everything done that needs to be 
done for the holiday season. So, I am giving you 
a heads up…if you haven’t begun to think about 
your marketing and P-R plans for the holiday sea-
son, get started!
 As you begin to organize your thoughts and try 
to determine what it is you want to do for those 
you serve and your community, look for opportu-
nities to capitalize on things that are already being 
planned by others. For years now, I guess about 
the last five; I have had many funeral directors tell 
me that they have quit doing holiday memorials 
because everyone else is doing them and the num-
bers for their program had continually dropped. 
 So, what can you do about this, instead of stop-
ping something that means so much to grieving 
individuals, contact some of these other groups and 
see if you can’t network with them to create a com-
munity holiday memorial program. You can share 
the costs, share the preparation time by dividing 

reavement library, a support group, a grief newslet-
ter or magazine, and your pre-planning services. 
 Grieving individuals should not have to travel 
this journey alone and they certainly should not 
have to face the holidays alone. They need to un-
derstand what is causing their emotions to be so 
fragile during the holidays and what they can do 
about that. Through information comes control 
and through control comes hope. You are the hope 
of those who are grieving whether it is 1 or 101 
so, remember the holidays. They’ll be here sooner 
than you think.

responsibilities, and increase the attendance for this 
function by pooling your resources. I can assure you 
those agencies are seeing drops in numbers as well 
because people have too many choices for these me-
morial celebrations. 
 I might also suggest that you make it more than 
a candle lighting program with music or songs and 
candles. Consider having a speaker talk about holi-
day grief and why it is so difficult to celebrate and 
grieve at the same time. Empower people so they can 
survive the holidays by giving them coping strategies 
for the grief and things they can do to include their 
loved one who has died in their holiday celebrations. 
You could sponsor the speaker, someone else could 
cover printing and mailing the invitations, someone 
could handle the refreshments and someone could 
handle promoting the program. You might want to 
pool resources for advertising and looking at ways to 
get community service announcements and television 
promotions for the program. When you only have to 
work one aspect of the program, you can spend more 
time on that task and be more successful.
 You could even consider making this program an 
annual event. You can involve different high school 
or church choirs to do some music. You might even 
come up with some sort of memorial gift for each at-
tendee; a grief awareness pin, a star, an ornament, a 
candle, a bookmark, etc. 
 Be sure to invite bereavement support groups to at-
tend and provide them with an exhibit table to display 
information about their group; when it meets, time 
and location, fees if any, and when the next group 
starts. You should also include information about any 
special services you provide for families such as; a be-

 

 

A PROVEN WAY TO CAPTURE 
ALL-NEW CREMATION BUSINESS

FROM FAR AND WIDE...
Without affecting your burial business...

Without wasting more money on the yellow pages

Could you use some new-found revenue right about now?

Fact is, you could be attracting a windfall of 
cremation cases from up to 50 miles around. 

From families who are only considering cremation. 
It’s profi table business that is passing you by 

every day of the week.

Here’s what hundreds of smart funeral directors 
have already discovered:

On cremation.com – the web’s ultimate 
cremation marketing site – you can:

• Dramatically expand your market area
• Boost your cremation income substantially

For about 1/10th the cost of just one yellow page ad.
And without giving up one dollar of your 

conventional burial income.

Your new customers are here.

See how easy it is: Go to www.cremation.com/aa

or call us at 1-800-302-2893

(L to R) First Row: Babia Mills, Rene Morton, Mary Frances White, Funeral Director Joanne C. Phifer, Phyllis Alexander, Kathy Murray 
and Kassana White. Second row: Owner Joseph T. Clyburn, Clyde Mills, Vivian Brandon, Billie Stewart, Otis White, Diane Sanders, Eva 
Gunnings, Julia Allison and Volunteer Support Staff Coordinator/Funeral Director Bernardeane Moton, Volunteer Support Members 
not pictured: Rev. William Conrad, Rydell Cowan, Paulette Brandon, Gail Collins, Clinton Caldwell, Kenya C. Harris, Shirley Black, Elder 
S. McIver, Matthew Gallmon, Michael Gallmon, Vivian H. Lester, Erma Gallman, Norman J. Gallman, William Coleman, Joey Clyburn, 
Evelyn Clyburn, Bernardette Davis and Wanda Hardy.

Clyburn and Bigham Mortuary, Inc.

Clyburn and Bigham Mortuary, Inc. honors 
Volunteer Staff

MOORESVILLE,NC— In the year of 1983, Joseph T. 
Clyburn, Sr., having been affi  liated with the Florence 
Funeral Home, Statesville, NC for a number of years, 
and following the death of its proprietors and subse-
quent dissolution of the business, expressed his desire 
to establish a funeral home.

 Clyburn, a licensed funeral director, approached Louise 
Bigham Moton, a funeral director-embalmer with the 
Rutledge and Bigham Mortuary of Statesville, about 
the possibility of the two of them forming a partnership. 
Following much thought and discussion, Louise Moton 
agreed and a search was begun to locate a suitable site 
to set up a business that would provide the best type of 
funeral service possible. After surveying several locations 
in Mooresville, the property at 168 West Statesville Av-
enue, was chosen as the site to house their business.
 Moving on faith, rather than fi nance, the two story 
house was purchased. Renovations were necessary to 
bring the building up to code to house a funeral home. 
A family room, small chapel, offi  ce space, baths, and 
living quarters, etc. were provided. A porch surround-
ing the front and left side of the building with ample 
parking area in the rear allowed room for expansion. A 

CONTINUED ON PAGE A21
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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!

Exceptional standard 
features combine with

professional expertise
to deliver the 
product and 
service you
demand.
Unsurpassed in
customer support,
you can rely on 
U. S. Cremation

Equipment’s
“Classic” to provide

years of  trouble-free
operation.

Model US 100 
“Classic” Cremator

The “Classic” CrematorThe “Classic” Cremator
PERFORMANCE BEYOND EXPECTATIONSPERFORMANCE BEYOND EXPECTATIONS

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 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

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 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

Visit us at 
Booth # 1152 at
NFDA, Boston
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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

Power Point: Tips for Creating 
Eff ective Presentations

 Th ere likely isn’t a funeral home in America that has not, at 
one time or another, had one of their representatives present 
a talk before a local community, club, organization, school or 
church group. Promoting and presenting community speak-
ing engagements is a very eff ective way to get your funeral 
home better known, as well as educate the public to all the 
wonderful things funeral service (and your funeral home spe-
cifi cally!) can do for them, before, during and after a death. 
 Community speaking engagements are not only a great way 
to reach out and educate consumers; they are also a superb 
way for pre-need sales counselors to obtain quality sales leads 
from interested consumers who want to know more.
 When most speaking engagements are held, the funeral 
home representative and/or pre-need sales counselor will 
usually do one of two things. Th ey will write out their entire 
presentation on their computer and then stand before the 
group and read it. Th e majority of speakers I have seen, will 
just stand before the group and start talking. No notes, no 
preparation, no practice, no format. Simply “wing it” from 
memory and take a few questions at the end. While both 
approaches are habitual with most funeral homes and do 
minimally meet the need, I would encourage you to think 
diff erently about yourself as a spokesperson and how you tell 
your story through slides. Why not try to create, prepare and 
deliver a quality PowerPoint presentation?
 Most every funeral home today has a laptop computer and 

the aff ordable PowerPoint software program is easy to obtain, if 
not already loaded onto your laptop when you bought it. Th e 
program is easy to learn and use and can signifi cantly add to 
your presentation, giving you the “WOW” eff ect with your au-
dience.
 When creating and developing your PowerPoint program here 
are a few suggestions I would off er to ensure that your presenta-
tion is the very best it can be.
 You Are Th e Presentation…Not Th e Slide Show!
 Write your speaking presentation fi rst and consider the Pow-
erPoint slides complementary to your message. By building too 
many slides, adding too much information to the slides, and read-
ing the text on the slides word for word, you force the audience 
to focus on the slides instead of you. You are the human experi-
ence your audience has to connect with your product, service, 
or company at the time of your presentation. Keep the attention 
focused on the most important brand of all – YOU.
 Limit the Number of Slides You Create
 Th e old adage less is more is true in this case. You should devel-
op no more than 10 slides for a twenty-minute presentation. But 
it doesn’t mean you should always cut your presentation time in 
half to determine the number of slides. For example, even 30 
slides in one hour are far too many for most presentations. Mo-
tivational guru Tony Robbins will show a total of only fi ve slides 
in two hours. Again, he wants the focus to be on him, not the 
slides. And so should you.
 Limit the Bullets
 Slides with bullet points are easy to create – that’s the problem. 
Anyone with the most basic knowledge of PowerPoint can cre-
ate a new slide, title, and list of bullets. When this process is re-
peated and a series of bulleted slides are strung together, the re-
sult is dull, mind-numbing, and monotonous. Stay away from 
this practice!
  Don’t Read the Slides to Your Audience 
 Th ere’s no reason to read the text on a slide word for word. Your 
audience can read the slides for themselves. Th e slides should 
complement the focal point of the presentation – the person 
giving the presentation. Speakers often lose the all important 
quality of maintaining eye contact with the audience by turning 
to the slide and reading every word on it. Engaging presenters 
will glance at the slide and then make eye contact with listeners, 
paraphrasing or complementing the text on the slide. 

Th ink Visually

 Anything you say can be made more engaging through the 
use of visuals – photos and graphics paired with small amounts 
of text. Because we are in the funeral profession, please be very 
careful with your selection of visual slides. Slides of caskets 
and vaults can be off ensive to some viewers. Th ink carefully 
before you place a picture of something in your presentation 
that may turn people off . 

Have a Beginning...and an End…Don’t Wing it!
 Every community presentation should have a strong open-
ing and even stronger closing. Th erefore, each slide should 
have a clear introduction, middle and end. 

Practice, Practice, Practice
 How often do you actually run through a presentation out 
loud from beginning to end? If you’re like most people, the 
answer is “not very much.” Yet the best presenters rehearse – 
what they’re going to say, how they’re going to transition, how 
they’re going to say it – nothing is taken for granted. You may 
even want to invest in a remote presentation pointer, so you 
can advance your slides while walking around the room.
  PowerPoint is a powerful and vital tool to impart informa-
tion. Used poorly, it can hinder your success. Used wisely, it 
will help you wow your listeners.

See us on-line at www.meadowhillco.com 
or call and become an associate today! 

Heartfelt
Thoughts

In every piece
One touch of your Thumbie

brings back memories
of a special loved one.

You see them in your
thoughts and remember

how they made you smile.

They will live forever in your heart.

Touch someone’s heart today:
Suggest a Thumbie.

Print 
Everyone.

A second
opportunity may

never present itself.

MHC_FH&CNSept09ad2.eps   8/7/09   1:51:12 PM

 
Wilbert assists with 
Honor Guard Training 
School in Michigan
BROADVIEW,IL— Wilbert Funeral Services, Inc., 
along with the Wilbert Manufacturers Association
and its licensee, Detroit Wilbert, assisted the Wyan-
dotte, MI Police Department in conducting its annual 
Honor Guard Training School in mid-June.  Th e week-
long camp culminates with a “simulated” funeral ser-
vice, using a funeral home, church and cemetery to lend 
authenticity to the event.
 Th e school, fi rst initiated by the Goshen, IN Police De-
partment, has been brought each year to Michigan by 
Wyandotte Police Offi  cer Daniel Foley.  Graham Ma-
cLeod of Detroit Wilbert has donated the burial vault 
and other materials needed to replicate a graveside ser-
vice each year the training school has been held in Wy-
andotte.   Th is year, the Wilbert Manufacturers Associa-
tion and Wilbert Funeral Service, Inc. in Broadview, IL 
made a fi nancial contribution to help cover the costs of 
printed manuals and other support materials needed by 
the participants.  
 “Th e purpose of the camp is to prepare and educate pub-
lic safety offi  cers on how to properly honor the national 
colors and the funeral protocol used when honoring a 
brother or sister’s ultimate sacrifi ce.” said Offi  cer Dan 
Foley.  “We are thankful that the Wilbert organization 
not only understands, but appreciates the importance of 
this training.  Th ey truly value the contribution we make 
to the overall funeral process.”
 “Th is training school is an exceptionally worthwhile 
mission that points up the importance of ritual and cer-
emony in the funeral process,” remarked Wm. A. (Tony) 
Colson, President of Wilbert Funeral Services, Inc.  
“Wilbert Funeral Services, Inc. is honored to be invited 
by our Detroit Licensee, Graham MacLeod to join his 
company and Czopek Funeral Directors in Wyandotte 
in supporting this worthwhile endeavor.”
 Wilbert Funeral Services, Inc. is the leading single-
source supplier of burial vaults and cremation-related 
products and services to North American funeral homes. 
From its offi  ces in Broadview, the company licenses the 
right to manufacture burial vaults under the Wilbert 
trademark to a network of over 200 licensees and sub-
licensees throughout North America that comprise the 
Wilbert Manufacturers Association. 
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E M B R A C E  T H E
CREMATION DIVISION

CREMATION CASKETS

O P P O R T U N I T Y

One Size Doesn’t Fit All.
Fortunately One  
Company Does.

For over 50 years, Matthews has been on the forefront of cremation technology, innovation and breadth of product  

and solutions for our thousands of valued customers. When it comes to the success of your cremation services,  

compromise nothing by partnering with a company that has demonstrated – one project at a time – why we are the 

leader in the industry.

To find out more about how Matthews can assist with your cremation business, we invite you to visit us at  

www.matthewscremation.com or speak directly with a sales consultant at 800-327-2831.

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

By Nancy Weil

A Little Laughter 
Goes a Long Way

 Th is is not an industry known for its sense of humor, 
yet humor is an essential coping tool for both the fu-
neral professional and their clients. By using humor 
and laughter at an appropriate time in an appropriate 
manner, you can improve your day, reduce your stress 
and build a better business.
 Funerals bring out the best and the worst in people. 
Many families will turn to stories of their loved one when 
sharing memories with family and friends at the wake or 
funeral service. So often the moments they choose are 
fi lled with humor and joy. Th ey naturally turn to humor 
because it feels good at a time when their pain is so deep 
that all they seek is some relief from feeling bad. 
 Professionals can use these same tools to lighten the 
load. Th ose in the industry know that death care pro-
viders are, by and large, a funny group of people. When 

faced with tragedy, it is healthy to turn to comedy to bal-
ance the heaviness of the situation. Th at is not to say that 
it is suitable to use in front of the family, follow their lead. 
If they choose to joke, then gauge your response to fi t their 
mood. By allowing your clients to express their emotions 
without judging them, you can begin to build a trusting, 
caring relationship. Th is is key to customer satisfaction.
 Most of the time the jokes and laughter begin after the 
family has left. You make a small joke or read something 
funny that was sent to your e-mail. You share a social laugh 
with a co-worker. Anything to break the tension and help 
you separate from the grief energy you were just in. As 
long as the jokes don’t cross the line into bad taste, you 
can build camaraderie and increase communication with 
co-workers through the use of humor. 
 Remember the three rules of humor: 1. Humor is subjec-
tive – what you fi nd funny and what someone else fi nds 
funny will be diff erent. 2. Don’t joke about anything that 
cannot be changed in the next fi ve minutes. Weight, race, 
gender, religion and other personal attributes are off  limits. 
3. Humor is cultural and does not translate well. When 
working with clients who have English as their second lan-
guage, a perfectly harmless joke may be misinterpreted, so 
be cautious. 
 Once you have adopted the three rules, you can begin 
to put humor to use to improve your life. Build a joy bas-
ket at work. Fill it with small toys that you can play with 
when you need to unwind. Create a fi le with funny sto-
ries or jokes that you can read when the tension builds. 
Begin a humor plan of action and plan to put humor into 
your day. Tape a funny show to watch when you get home 
from work. Put toys in your desk drawer as an invitation 

to lighten up and laugh. Watch funny movies, read 
funny books, go to a comedy club. Most of all, just 
laugh. You do not need a stimulus in order to laugh. 
It is a sound that you can make at any time for any 
reason or for no reason at all. Your body will react to 
a giggle, a guff aw or even a smile. 
 Tough economic times and serious business chal-
lenges demand a strong response. Don’t go into the 
useless cycle of worry and anxiety, choose joy and 
laughter instead. Your business, your co-workers and 
your clients will all be better served when you put on 
a happy face.

Changing Changing 
Lives Lives 
Th rough Th rough 
LaughterLaughter

“Finest in Funeral Fashions”
• Independently Owned • Same Day Service Available

• Over 75 Years Service to  Funeral Homes

BURIAL DRESSES AND MEN’S SUITS

www.ethelmaid.com • E-mail: ethelmaid@aol.com

1-800-228-8552    Fax: 1-800-255-5411

Box 211, Schuylkill Haven, PA 17972 

A Divison of Gardinier Assoc., Inc.

Permits an above the ground seal 
Metal or Concrete Vaults 
Available in Painted or Stainless Steel 
Quality Materials & Construction 
Throughout            
Self-lock style Lid Clamp Available 
One Man Set-up 
Preferred by Funeral Directors 
Made with Pride in the USA 

P.O. Box 1166     Maquoketa, IA 52060 
Ph: 563-652-2510 

Email: tjmfg@qwestoffice.net 
Website: www.tandjmfg.com 

SEE US AT 
 BOOTH 621

Suit claims $600 Million for National 
Pre-Need Burial Insurance Fraud
ST. LOUIS,MO— Th e Special Deputy Receiver 
of the insolvent Lincoln Memorial Life and 
Memorial Service Life Insurance Compa-
nies, along with the country’s participating 
life and health insurance guaranty associa-
tions, which have been paying death benefi ts 
under insurance policies issued by the two re-
lated life insurance companies associated with 
National Prearranged Services, Inc. (NPS), 
sued the former executives, lawyers, accoun-
tants, investment advisors, and trustees of the 
pre-need funeral plan and life insurance com-
panies alleging the entire enterprise was more 
than a $600 million racket supported by the 
malfeasance of former management and their 
professional advisors.
 Approximately 149,000 people in 47 states 
bought NPS pre-need funeral contracts 
through their local funeral homes. Th e vast ma-
jority of these pre-need funeral contracts were 
purportedly backed by life insurance policies 
issued by Lincoln Memorial and Memorial 
Service. Both Lincoln Memorial and Memo-
rial Service were placed in receivership in Tex-
as along with NPS on May 14, 2008. Among 
its 27 claims for relief, the suit seeks treble and 
punitive damages under the federal Racketeer 
Infl uenced and Corrupt Organizations Act 
(RICO), the Lanham Act, and state consumer 
protection acts.
 Suit was fi led in federal district court in St. 
Louis by Reilly Pozner LLP, a Denver-based 
national trial fi rm whose partners have suc-
cessfully represented state insurance guaranty 

associations in the past, most recently recov-
ering $30 million from a regional brokerage 
fi rm on their behalf. Th at result fl owed from 
the liquidation of Midwest Life Insurance 
Company and followed three successful jury 
trials in Colorado, Washington, and Iowa, the 
latter a three-month trial over the failed annu-
ity provider. 
 Plaintiff s in the action include the National 
Organization of Life and Health Insurance 
Guaranty Associations (NOLHGA), various 
state guaranty associations, including those of 
Missouri, Texas, and Illinois, and the appoint-
ed Special Deputy Receiver of the three failed 
companies, Donna J. Garrett.
 Among the several dozen defendants are: NPS 
founder J. Douglas Cassity, a disbarred law-
yer and convicted felon, his wife and two sons; 
Randall K. Sutton, NPS’ former president; at-
torneys and former NPS general counsel How-
ard A. Wittner and Katherine P. Scannell and 
the law fi rm, Wittner, Spewak & Maylock; 
investment advisor David Wulf and the invest-
ment advisory fi rm Wulf Bates & Murphy; 
and banks which became involved as trustees, 
including Bremen Bank & Trust Company, 
Marshall & Ilsley Trust Company, Southwest 
Bank, Bank of America, and Comerica and 
American Stock Transfer and Trust Co.
 Th e 130-page complaint details years of sys-
tematic collusion conversion, and fraud—the 
looting of hundreds of millions of funds. It can 
be viewed at http://www.rplaw.com/pdf/NPS-
Lincoln_Memorial_Complaint.pdf

Carriage Services endorses Eagle’s 
Wings Air as Preferred Supplier
FORT WAYNE,IN— Eagle’s 
Wings Air announced that 
it has been selected as the 
preferred supplier of air 
transportation manage-
ment services by death care 
industry leader, Carriage 
Services.
 “Our partnership began 
in 2008 under a pilot pro-
gram which proved success-
ful. We’ve enjoyed forming a 
strong working relationship 
with the managing partners 
of Carriage Services, and 
are honored to serve such 
a highly respected organi-
zation,” comments Frank 

Kaiser, President and co-
owner of Eagle’s Wings Air.
 “The streamlined services 
off ered by EWA have been a 
long time coming for our in-
dustry. We appreciate the per-
sonalized service and air trans-
portation expertise which our 
staff  receives from this innova-
tive organization,” comments 
Jay Dodds, Senior Vice Pres-
ident and Chief Operating 
Offi  cer of Carriage Services.
 Carriage Services is a leading 
provider of death care services 
and merchandise, with 134 
funeral homes in 25 states and 
32 cemeteries in 11 states.

 Eagle’s Wings Air is the 
leading single-source suppli-
er of air transportation man-
agement services to North 
American funeral homes and 
shipping services. From its 
headquarters in Fort Wayne, 
IN, they provide a nationwide 
concierge service for the air 
transportation of human re-
mains while also off ering per-
sonalized travel assistance for 
the bereaved. 
 For additional information 
on Eagle’s Wings Air, vis-
it www.eagleswingsair.com 
or email Frank.Kaiser@ea-
gleswingsair.com.
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Contact Us

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

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

www.continentalcomputers.com
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2009 Continental Computer Corp. All trademarks, trade names, service marks, and logos referenced herein belong to their respective companies.
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Introducing U Design and User Defined by Continental Computer. These 
exciting new tools  will allow the user to truly customize their own data 
input screens, and store fields that are not available in other areas. Using our 
software the only limit you have is your imagination

The Aftercare Manager

 The Aftercare Manager
**

**

 **Pet Versions Available
 *Spanish Versions Available

*

*



Page A10 SEPTEMBER 2009FUNERAL HOME & CEMETERY NEWS S ec ti on  A

By Atty. Harvey I. Lapin

 Harvey I. Lapin, P.C., is a member of the Illinois Bar and Florida Bar. He is a mem-
ber of the faculty at the John Marshall Law School in Chicago and is presently 
teaching the subject of Tax Exempt Organizations.
 He has written numerous articles on the subject of taxation, funeral and cem-
etery law.
 The subject discussed in this article and future articles resulted from the questions 
from readers. If you have any questions about the topics covered in this column or 
in obtaining professional assistance, please contact the author  c/o Harvey I. Lapin, 
P.C., PO Box 1327, Northbrook, IL  60065-1327. Phone (847)509-0501 or fax to 
(847)509-1027.
 The author writes articles for CB Legal Publishing Corporation. CB Legal 
Publishing Corporation also publishes the Release Form Kit, which was prepared by 
the author. This Kit contains Release and Hold Harmless forms for Funeral Homes to 
use in situations where it has resolved a complaint with a customer, such as a prob-
lem 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 
Releases and Hold Harmless Agreements in advance from family members who in-
sist 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 also are Release Kits for Crematories, Cemeteries and Combination 
Funeral Home Cemetery Operations. The author is in the process of updating and 
revising all of the Release Kits. It is expected that the new Release Kits will be avail-
able on or about September 1, 2009. Call Cheryl Lapin at the number below and 
she will send you an order form. 
 The author also writes more extensive articles on subjects of interest to the indus-
try in the newsletter Cemetery & Funeral Business and Legal Guide published by 
CB Legal Publishing Corporation. Subscriptions to the combined Guide cost $110 
per year for ten issues on different topics, new subscribers are usually eligible for 
introductory rates. Anyone interested in subscribing can contact Cheryl Lapin, at 
the address of CB Legal Publishing Corporation, P.O. Box 1327, Northbrook, Illinois 
60065-1327, and fax to (847) 509-1027 or call (847) 509-0501. Please ask about 
new subscriber rates.

LegalLegal
 Speak Speak

Dealing with 
the Unthinkable

 Occasionally we are going to go back to the ongoing series to 
illustrate decisions made by individuals with funeral homes, 
cemeteries and crematories that engage in activities that seem 
to be so outrageous or just stupid that other members of the 
industry should be aware of and learn from them. Because 
of the interest expressed by readers to previous columns on 
this subject, it is the author’s intention to continue to pro-
vide readers from time to time with information about inci-
dents of this type in the industry. Such a situation recently 
occurred in Illinois.
 On July 9, the unthinkable happened when the Chicago 
media began reporting the story about the situation at Burr 
Oak Cemetery located in Alsip, IL. Apparently, four employ-
ees of the Burr Oak had engaged in a scheme involving al-
leged removal of human remains from grave spaces and the 
resale of those grave spaces to at-need purchasers for cash. 
Since this is an ongoing criminal investigation the facts as 
reported by the media can only be considered as alleged and 
nothing in this article is intended to impinge on that inves-
tigation.
 According to the reports in the newspapers, TV and radio, 
four employees of Burr Oak had been arrested by the Cook 
County Sheriff  (“Sheriff ”) under a charge of dismembering 
human bodies and were being held in jail. Th e Sheriff  had 
apparently been invited in by the owners of Burr Oak to ar-
rest the employees and conduct an investigation. According 
to an article in the Chicago Tribune:
 “Prosecutors said 200 to 300 bodies were dug up and 
dumped in an isolated, weedy area of a cemetery at which 
many prominent African-Americans are buried, including 
civil rights icon Emmett Till. Exposed bones, chunks of con-
crete and broken coffi  ns litter the hilly, overgrown area about 
four blocks long, authorities said.”

ICFHA Members were alerted and advised to down-9. 
load the information on the website to use as a refer-
ence source if they were contracted by the media or 
governmental offi  cials.

 Th e author hopes that other industry members or state 
or local associations never have to deal with a situation of 
this kind. However, if they do quickly developing an ac-
tion plan similar to the one described above is an absolute 
necessity. 
 Th e Burr Oak Cemetery situation is unfortunately going 
to be ongoing for the next few months. However, the result 
of ICFHA’s quick response is the recognition by the media 
and the various governmental agencies investigating the sit-
uation that ICFHA is a responsible and valid resource. Th ere 
already have been several governmental hearings and more 
scheduled to determine what steps are required to make 
sure this horrendous activity does not occur again. Some 
of the events and the potential impact on Illinois and pos-
sibly the federal level will be reviewed in future columns.

 Th e author is the General Counsel of the Illinois Cemetery and 
Funeral Home Association (“ICFHA”). ICFHA was established in 
1928 and currently has over 300 members in the industry. Th ese 
members range from very small family run businesses, municipal 
cemeteries, religious cemeteries, other non-profi t cemeteries, to 
multi-unit regional companies and subsidiaries of national com-
panies. ICFHA has members that do less than 25 interments a 
year and some that perform up to 3,000 per year.
 ICFHA’s members have worked hard to promote the industry, 
assist the Illinois lawmakers to adopt fair laws for the benefi t of 
consumers and to provide information to the government and 
consumers. When the media reports about Burr Oak began to 
surface the membership of ICFHA was immediately stunned 
but quickly began to react to this situation that adversely aff ected 
all the members of the industry. Th e purpose of this article is to 
illustrate how ICFHA and its members dealt with this terrible 
situation.
 Th e Burr Oak Cemetery situation occurred so suddenly that 
the Board of Directors and Offi  cers were just as surprised as most 
people at the announcement of these alleged criminal activities. 
Fortunately, ICFHA is a strong active association that retains 
a lobbyist and general counsel on an ongoing basis. After the 
ICFHA Executive Committee consulted with its advisors the 
following plan was developed and implemented:

An experience public relations advisor was hired;1. 
A press release expressing ICFHA’s position expressing out-2. 
rage about the alleged criminal activities was written and 
quickly released;
It was determined that there be one spokesperson for 3. 
ICFHA to provide uniformity and avoid miscommuni-
cations;
It was determined that ICFHA had to become the prima-4. 
ry resource for information about cemeteries and the ap-
plicable laws;
Th e ICFHA website was to be the focal point for informa-5. 
tion and contacts; 
Th e Executive Committee, with the assistance of its pro-6. 
fessional advisors, quickly developed written information 
about ICFHA, types of Illinois Cemeteries and State Reg-
ulation, the laws the ICFHA believed were violated by the 
alleged acts of these employees, suggestions for consumers 
to use in selecting a cemetery and other position papers 
that are currently available at icfha.org.;
ICFHA’s position as a resource and the availability of the 7. 
information on its website was quickly publicized to gov-
ernment offi  cials and the media;
All of these steps were discussed and approved by the ICF-8. 
HA Board in a meeting held by conference call as soon as 
it could be convened; and 

INTRODUCTORY OFFER
Call 800-882-5907 NOW and take advantage of this unique opportunity to serve 
the Veterans in your community better than you’ve ever imagined!  Honor those 
who served our great country by adding one of our Affinity Caskets to your  
selection room. Thousands of firms have already taken advantage of this  
opportunity and have become the destination for Veterans in their community. 
Act now and call us for your selection room display. All of our products are sat-
isfaction guaranteed - if for any reason you are not satisfied with your Affinity  
casket, we will gladly make it right! We are a Veteran-owned and Veteran-managed  
company forever devoted to our brothers and sisters who served along our 
side. This passion to honor their sacrifices and memorialize the legacy of their 
time and service is reflected in the dignified and elegant style of our product.  
Each casket is designed as a complement to the dress uniform of the branch that 
it represents. Select one, display it with pride, and witness a truly memorable 
reaction from the family and loved ones.

$25000 
your initial casket purchase (limit 4)

OFF

Selection Room Display Voucher

God Bless Our Troops

Buyer agrees to display casket in a selection room or area of display in the funeral home.

Timothy Nay on trekking Expedition in 
search of Mountain Gorilla

Lupton Chapel purchases New 
Superior Coach

ST. LOUIS,MO— Steve Sherman of Lupton Chapel in St. Louis takes delivery of 
their new 2009 Superior Cadillac Statesman Coach. Th e delivery was made by Joe 
Molina of Royal Coachworks, Inc., St. Louis.

NORTH ATTLEBORO,MA— Timothy R. Nay
of the Dyer-Lake Funeral Home in North At-
tleboro recently went on a trekking expedition in 
Rwanda, Uganda and the Democratic Republic 
of the Congo in Africa in search of the mountain 
gorilla, the world’s most endangered ape. 
 After days of searching the forest and the 
Parc National des Volcans, he and his guide 

discovered two families of gorilla including 
the largest known to man—an almost seven 
foot, seven hundred pound silverback male 
(pictured above over Nay’s shoulder). Th e 
trip ended with time spent in a local village 
with native families and the study of the 
Rwandan genocide that claimed more than 
one million lives only fi fteen years ago.
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Alexander & Royalty Funeral 
Home hosts Ice Cream Social and 
Professional Car Show

HARRODSBURG,KY— Alexander & Roy-
alty Funeral Home, the Sanders family and 
their staff  welcomed Th e Volunteer Chap-
ter to Harrodsburg, KY on Friday June 5, 
2009 with a Bar-B-Q dinner held at the 
home of Tonya Sanders 
Schroeder. 
 On Saturday, June 6 the 
Chapter was led on a tour 
hosted by David Clark of 
the Clark Funeral Home in 
Versailles, KY. David gave a 
presentation on the fi lming 
of the movie Elizabethtown
and then a tour of the Clark 
Legacy Center in Nicho-
lasville. Later that day the 
staff  of Alexander & Royal-
ty Funeral Home served 15 
gallons of ice cream to the 
community and car show 
visitors. The annual ice 
cream social is one of sev-
eral events hosted each year 

by Alexander & Royalty Funeral Home. 
 Alexander & Royalty Funeral Home, 
Inc. is a locally operated funeral home. 
Visit www.alexanderandroyalty.com or 
call 800-928-3361.

FUNERAL HOME 
& CEMETERY 

NEWS

PO Box 5159
Youngstown, OH 44514

Fax 1-800-321-9040
press_releases@nomispublications.com
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By Steven Palmer

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

ObservationsObservations

Membership 
Modernization

 “Th ere are two primary choices in life: to accept condi-
tions as they exist, or accept the responsibility for changing 
them.” –Dr. Denis Waitley

 Th e tale of the four mice, two teams actually, that learn the 
lessons of survival in Who Moved My Cheese? by Dr. Spencer 
Johnson, will give you the reasoning that will lead you through 
any challenges in your life. Sniff  and Scurry, the progressive 
mice realize a major change has taken place in their existence. 
Hem and Haw are still operating in the same manner won-
dering why their sustenance isn’t where it has always been. 
 Th e National Funeral Directors Association will have a res-
olution that will be presented before the House of Delegates 
in Boston in October for a vote that will change the by-laws. 
Approved by the executive board and the policy board, the 
resolution asks for the creation of a new membership cate-
gory: Allied Member. An Allied Member would be one who 
supplies related death care services or supplies. Th is would be 
a non-voting member who also cannot hold offi  ce. Member-
ship acceptance would be determined by the executive board. 
Th e board would contact state associations as a reference for 
these applications. Why are they doing this? Th e NFDA mis-
sion statement: “Th e National Funeral Directors Association 
(NFDA) is the worldwide resource and advocate across all fac-
ets of funeral service dedicated to high ethical standards and 
helping members provide meaningful service to families,” made 
the executive board realize that they are not fulfi lling the mis-

resolution. So the state ADAs accepted these allied members 
much to their benefi t and professional growth and education 
of allied vocations.
 Th is type of evolution struck the National Association of Re-
cording Merchandisers (NARM). When vinyl records became 
history, the industry changed to CDs and now to download 
technology. Do you think their membership has changed?
 Arizona Funeral Directors has represented traditional funeral 
service in the Grand Canyon State since 1958. Th e Arizona 
Cemetery Association has represented the state’s burial grounds 
for decades also. ACA decided the future was in including fu-
neral homes and crematories, similar to ICCFA’s model. Th is 
put these two associations on a course for combat on member-
ship and vendor dollars. Wisdom prevailed and the two associa-
tions agreed to dissolve as of December 31, 2009 and become 
the Arizona Funeral Cemetery Crematory Association.
 Th e National Funeral Directors Association is not looking 
for anything this radical. Th ey just want to have a category of 
membership for the many businesses their current members 
trade with presently.
 Your business is not what it was twenty years ago and will 
defi nitely be greatly changed twenty, nay ten years from now. 
Let those of us in fi nal care band together to learn, share, grow 
and prepare to serve in the unforeseen future.

 “Destiny is not a matter of chance, it is a matter of choice; it 
is not a thing to be waited for, it is a thing to be achieved.”
  –William Jennings Bryan

sion by not allowing “all facets of funeral service” into mem-
bership. Do the issues of falling membership renewals and 
declining dues play a factor? Of course, but deciding where 
your future is the guiding light leading this decision. 
 Dr. Johnson in “Who Moved My Cheese” had a few sage 
observations such as “If you do not change, you can become 
extinct,” which tells us that death care is not just licensed fu-
neral directors and funeral homes anymore. Final care means 
cemetery, crematory, markers, monuments, fl owers, catering, 
pet care and web-cast streaming and on and on. 
 NFDA has taken their money to display their wares and 
services but have not included them under the tent as a 
member. If they do not, there are other existing associations 
such as ICCFA (International Funeral, Cemetery, Crema-
tory Association) that will.
 As the ICCFA website will tell you, “Founded in 1887 as 
the Association of American Cemetery Superintendents, in 
1996, the association changed its name and became Inter-
national attracting other related businesses and extending 
its reach beyond U.S. borders. In 2007, “Cremation” was 
added to the name to more accurately refl ect the operations 
and goals of its membership“
 Listening to some naysayers, I have heard, “Th is is a slip-
pery slope to allowing groups like hospice in. I don’t agree 
with what they are doing, why do I want them as members?“ 
President Lyndon Johnson faced very similar questions about 
including odd bedfellows into his ranks. His answer, crude 
as it was is cleaned up here, “I’d rather have him (them) in-
side the tent peeing out than outside peeing in.” Coarse but 
true.
 Th ere are many other associations with allied memberships. 
Beverage, baker and brewers associations all have allied mem-
berships. Th e American Dental Association, consisting of li-
censed dentists had the same type of resolution that would 
allow dental hygienists as members (hygienists are already 
represented by an association). Declining revenues and the 
idea of inclusiveness under the tent created the unsuccessful 

The Boston Prayer Card Company

Prayer Cards • Portrait Cards • Acknowledgments • Bookmarks

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

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

SERVING THE FUNERAL PROFESSION FOR OVER 15 YEARS 

Customized Acknowledgments    

Available inAA
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Family Values plus Modern Conveniences 

ST. JAMES,NY— It’s a dream that’s been several years in the 
making, and it’s just weeks away. In early October, the doors 
will open to the Maher family’s new venture, St. James Fu-
neral Home South Chapel, a state-of-the art funeral home 
built from the ground up—a rarity on Long Island.
 “Most funeral homes are refurbished from previous build-
ings,” explains Kenneth Maher Sr., who, with his wife and 
their children, has run the original St. James Funeral Home for 
more than 30 years. “It’s the fi rst time in this millennium that 
Long Island has seen a funeral home that is brand new, from 

St. James Funeral Home South Chapel

Suffolk County Welcomes 
Largest, Most Modern 
Funeral Home This Fall 

the “ground up”, rather than 
a redo of another space.” 
 Th e Mahers, fi xtures in this 
beautiful North Shore com-
munity, have listened closely to their treasured family and 
friends for three decades, and have incorporated their wishes, 
along with the family’s own ideas, into this new space, which 
will be the largest funeral home in all of Suff olk County.
 “Starting from scratch has enabled us to combine the best in 
traditional values with many advanced features available in fu-
neral service today,” says Betty Maher, Ken’s wife of 37 years. 
“We will have fl at-screen TVs in all our chapels, which will 
enable the families whom we serve the option of personalized 
DVD presentations during their loved one’s visiting times and 

CONTINUED ON PAGE A30
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©2009 Matthews IMS

The next evolution.
The most highly-anticipated IMS release to date.

IMS 4.0
Full Version$2,995

or as low as $9995 per month*

The Matthews IMS sets out to prove that less can be more. While consumers are demanding more,
the all-in-one system can mean less individual software companies to deal with and less cost while the
one-write logic also means less time in not having to input information multiple times. All this adds up
to more money and more time to do what you do best, serving your families and your communities.

New Features Included in 4.0:
Core Logics
Customizable interface Design and 
Logic controls
Advanced Application & Plug in
Architecture
Enhanced Site Profile logic
System Marketing Credits Program
On the Fly Record Searching
Advanced System Searched
Live Operator Free Support
Training Videos
Enhanced Help Desk
Automated ordering system
Advanced Manual and Video Tutorials
Messaging System
Networked Classifieds*

Website
New Web 2.0 Standard
Advantage Plus Website Logic 
Content Management System 
Pre-Built Content
Full Text Search 
Market Credit Drivers
Enhanced Web Themes Selections

New Photographic Memories Player 
Enhanced Book of MemoriesTM

All Marketing pieces for the BOM
Literature
Pre-Arrange Online Form
Printable Memorial Candle and 
Donation Cards
Memorial Donation Handler
e-thank you cards
Summary Printing
Enhanced VPSS (Virtual Product 
and Services Selector)
Enhanced Family Interactive Features
in the Book of MemoriesTM

Condolences & Tributes
Maps & Directions
Product & Service Catalog
PreArrange Online forms
Community Links
Bronze Level Theme

Marketing Center
Complete Ad Library including 
Ethnic-specific ads
Custom Electronic Ad Display
Controller

New Assortment of Printable / 
Framable Ads
Funeral Webcasting Integration 
Website Statistics Reporting Tools 
WebStatistic Listing
Press Release Library
Marketing Scheduler*
Digital Ad Display*
NewsLetter Template

Arrangement 
Graphically Rich Interface 
Newspaper Notice Compiler
Newspaper Inserter
Multiple Notices Handler
Contract Generator 
Forms Generator
Wilbert Vault Line Integration 
Newspaper Notice Library
Notes & Tasks
GPL Logic
Forms Generator -add Text and
Graphics
Master Forms Library
Contract Generator

VPSS
Matthews Personalization Catalogue 
Forms Printing
Package / Heritage Pricing
Memorial Donation Handler
Re-ordering System *
Management 
New Product Library Controller
Advanced Reporting Tools with
Graphs

Master Products Library
Reporting Features & Graphs
Memorial Donation Handler
Statistical Reporting
Answering Service Module
Scheduler
Invoicing
Advanced Staff Database
Memorial Donations Credit Card
Fulfillment 
Accounting Export*
Cemetery Mapping*
Matthews Bronze Memorial
Personalizer*

Digital Administration Board*
Vehicle Maintenance*
Inventory Control*

Kiosk 
Customizable Button Driven Kiosk
Interface
Integration to include online 
donations
Virtual Tours
Access VPSS
Printable Maps / Directions
Order information Interfaces
Slide show loop

Personalization Center
Stationery Printing*
Prayer Card Printing*
DVD Creator*

After Care
AfterCare Specific Ad Library
AfterLoss Subscription
Dr. Allen Wolfelt Library
AfterCare Program Planner*
Family Follow-up Program*

*Future release

*Plus monthly licensing / hosting fees. See your sales representative or visit our website for financing options.

Be one of the first to get a sneak peek at the revolutionary Matthews IMS 4.0.

Contact your local Matthews sales representative or call 1-866-748-3625 • www.MatthewsIMS.com
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 Gary Finch is a licensed funeral director and embalmer in Texas. 
He founded Compliance Plus in 1992. Today, they represent over 
700 funeral homes and cemeteries in 37 states. Compliance Plus 
also serves as an advisory consultant for the International Order of 
the Golden Rule. For more information on Compliance Plus visit 
www.kisscompliance.net. Contact Gary by phone  at (800) 950-
1101 or by e-mail at gfi nch@kisscompliance.net. 

By Gary Finch

OSHA OSHA 
 Compliance Compliance

mum requirements, but with a few minutes more, it 
can also focus on other real safety issues. 
 Funeral service employees, at the end of the day, after 
your 40 years in the industry, your lungs are not likely 
to be burned with formaldehyde. Your skin will prob-
ably be intact. You probably will not have HIV. Th is 
does not mean you have escaped. You will likely have a 
weak back. A lot of you will have visual problems. And 
nearly all will have a creaky joint and some aches and 
pains that are the results of a slip, trip, or fall that oc-
curred at some point in your career.
 So let us focus on those areas as well. In our annual 
renewal training, we have pledged to take a few min-
utes to cover real safety issues. For example:

Safe lifting•  – it never hurts to be reminded because 
if you forget for even a moment, you will likely pay 
for it with a chronic bad back.
Keyboard and data entry•  – with so many employees 
using computers, you may forget about eye strain, 
posture, joint, and other hazards.
Avoiding slips, trips, and falls•  – if it is common sense 
to avoid them, then it is also common sense to re-
mind employees about them.

 Th ere will be more. Th is is a new day. Th is is what 
real safety is about. A 15 minute review on these ar-
eas can go a long way in making employee safety a lot 
less boring and far more useful.

Real Safety

 For far too long, funeral homes have approached safety 
training with a minimalist attitude. 

What are the required topics?
Is there a minimum time period?

Hurry up, let’s get this over and done.
 Th ere has been some justifi cation for employees hav-
ing this attitude. Th is industry does not have a sin-
gle documented case of an employee contacting HIV 
through an occupational exposure. Nearly all prepara-
tion rooms operate within the established permissible 
exposure levels. And there is a new attitude about PPE. 
You can no longer recognize embalmers by their pink 
stained fi ngernails. 
 Yet every year, we off er the same annual renewal 
training. Bloodborne Pathogens (with safe sharps), 
formaldehyde safety, and in some states there is an 
annual training requirement for hazard communica-
tions. Whether you are receiving this training or teach-
ing it, it tends to get old after a few years. We then 
blame OSHA or bureaucrats, but we should blame 
ourselves. 
 It is not an OSHA requirement that training be lim-
ited to these areas. It is not a federal requirement that 
employee safety training be boring. What OSHA sets 
out is “minimum” requirements. “Minimum” has be-
come the term on which employers and even safety 
consultants tend to focus. 
 At Compliance Plus, we see a need to change this mind-
set. We call on other safety consultants in the industry to 
join us. Annual renewal training should cover the mini-

 

Bonaventure Funeral Home is Gracious 
in Southern Tradition

Funeral Director S. Alan Stone in the Bonaventure Preparation Room

Bonaventure’s Prinzing Rolls Royce

SAVANNAH,GA— One 
visit to Bonaventure Fu-
neral Home, in person 
or via the internet, and it 
becomes clear that this is 
no cookie-cutter funer-
al home. Kyle Nikola, 
president, wanted to pro-
vide a comfortable, gra-
cious home from which 
to serve families when he 
established his first funer-
al home in this historic 
southern city.
 He speaks proudly of the 
11,000 square-foot bou-
tique facility set in woods 
and accented by foun-
tains, ponds and canals. 
The chapel seats 150 in 
addition to a loft, an in-
viting foyer, dining room, 
parlors and a veranda. 
 When it came to plan-
ning the preparat ion 
room, Mr. Nikola called 
on Duncan Stuart Todd, 
Ltd. “I am so glad I used 
him,” he commented. 
“This room looks clean-
er than a hospital operat-
ing room. And the ven-
tilation is unbelievable. 
You can breathe better 
air than in the Colorado 
Rockies!” 
 Echoing this sentiment, 
Licensed Funeral Direc-
tor S. Alan Stone ex-
pressed these thoughts. 
“It is a pleasure to work in 
a state-of-the-art embalm-
ing room. It is with ease 
that I can move around 
and be at hands reach for 
most anything needed 

in the prep room. The 
air system is a wonderful 
addition to the embalm-
ing room with less fumes, 
strong chemicals and un-
pleasant odors that I once 
had to deal with.”
 The two-station em-
balming room was de-
signed and equipped us-
ing DST’s Premier Source 
Design Service. Features 
of the service include cus-
tom interior architectural 
design, PrepAir HVAC, 
custom cabinetry, and 
Todd designed products 
for the foot-end of the 
table.
 Bonaventure Funeral 
Home has a unique fleet 
of vehicles that offers 
families a choice of ways 
to personalize the service. 
In addition to the stan-
dard hearse, they have 
a 1910 horse drawn fu-
neral carriage, often pre-
ceded by a Harley Da-
vidson 3-wheeler, and 
a 1934 Prinzing Rolls 
Royce hearse in pearl 
white with navy blue ac-
cents. They also provided 
a fire truck for a recent 
service honoring a retired 
firefighter.
 With their multi-media 
capability, Bonaventure is 
able to create a variety of 
ways to memorialize ser-
vices. Visit the website, 
www.bonaventurefh.com 
to view a YouTube presen-
tation that was shown on 
their local Fox news. 
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Angels at Rest LLC

A Children’s  Casket Company

Wellington Style
Available in 4 Sizes

12” – 18” – 24” – 31”

574-286-6962
www.angelsatrest.org

PREMIER Funeral Supply Inc.

premierfuneralsupply.com

QUALITY &  VALUE AT A REASONABLE COST ALL PRICES DO NOT INCLUDE S&H.
WHILE QUANTITIES LAST!

CREDIT CARDS
ACCEPTED

PATENT
PENDING

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

BRUTE II®           

950 LB
CAPACITY

750 LB
CAPACITY

DESIGN COPYRIGHTED

100% STAINLESS STEEL

MANUAL $1527
HYDRAULIC $1997

Sturdy Construction! Will Not Wobble! 

CHURCH TRUCKS

MORTUARY COTS

BUY PRODUCTS MADE AT HOME!
U.S. & AMERICAS-MADE ONLY!
WE SELL NO ASIAN PRODUCTS!

1000 LB
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Summer 
Special!

Summer 
Special!

$977
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Industry leader MARK PENNINGTON, designed Halo’s innovative product lines to make you money! 

If we don’t have it, it probably doesn’t exist!
Thousands of urn/applique combinations to customize every funeral. Exclusive

Cromo prayer cards and unique funeral supplies from around the globe. 
Halo products are available through all fine funeral supply distributors.

STOP searching
GO to halointlcorp.comJEWELRY?

MEMORIAL

Free Display Case with puchase of 20 pieces of 
jewelry.  A $212 value, yours free with purchase.

Each piece of jewelry 
includes a fine chain 
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Speaks Fourth Annual Veteran’s Program salutes 
Vietnam Veterans 

Pictured at the Veterans Program held at the Truman Presidential 
Library are (L to R) Bob Speaks, David Speaks, Roger Donlon, Art 
Fillmore, Don Ballard and Brad Speaks. The Speaks were the event 
sponsors; Donlon and Ballard are Medal of Honor recipients who 
were recognized at the program; and Fillmore was the event’s 
featured speaker.

Event chairman David Speaks (L) thanked Charles Stapleton, pres-
ident of Vietnam Veterans of America Chapter #243, for bring the 
Huey helicopter to the Truman Library for the Veterans Program.

INDEPENDENCE,MO— On Saturday, July 18th, veterans 
and their families packed the auditorium of the Harry S. 
Truman Presidential Library for the Speaks Fourth Annu-
al “Lest Th ey Be Forgotten” Veterans Program. Sponsored 
by Speaks Family Legacy Chapels in Independence, the 

program was dedicated to all the men and women who 
served our country in time of war, with a special tribute 
to veterans from the Vietnam era. 
 Th e event featured Vietnam – Remembered, a documen-
tary by award winning fi lmmaker Larry Cappetto. Th is 
one-hour fi lm is an up-close, personal and fi rsthand look 
into the lives of Vietnam veterans who fought, survived 
and endured the pain, suff ering and anguish of a war that 
changed their lives and America forever.

Brad Speaks recounted the heroic actions of two Viet-
nam War Congressional Medal of Honor recipients, re-
tired Colonels Roger H.C. Donlon and Donald E. Ballard; 
and presented each of them a fl ag that had fl own over the 
US Capitol in Washington, DC. Th en Captain Donlon 
was awarded a Medal of Honor for numerous heroic acts 
and several injuries while leading his twelve man team and 
311 South Vietnam soldiers were fending off  a full-scale, 
fi ve-hour attach. He was the fi rst Vietnam War serviceman 

CONTINUED ON PAGE A16
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CALL KEN KAPLAN AT 215-230-1885
TO DISCUSS YOUR SCENARIO WITH NO COST OR OBLIGATION.

FUNERAL HOME FINANCING
Our loans preserve capital, maximize cash fl ow 

and deliver fast, dependable fi nancing  options for 
funeral home acquisition or refi nancing

www.FuneralHomeLoan.com

 

The First Four Designs in the New
Lena Liu Series

D e a t o n - K e n n e d y  C o m p a n y

Over the last 80 years Deaton-

Kennedy has built a foundation 

on excellent quality, impec-

cable service and a reputation 

for providing innovative solu-

tions that enable our customers 

to be more successful. We feel 

that this relationship with Lena 

Liu can only strengthen that 

foundation by providing our 

valued customers with another 

beautiful line of products to 

choose from.

“The wonderfully sensitive art 

of Lena Liu is both meaning-

ful and moving. It touches 

our deepest heartfelt emo-

tions. The Deaton-Kennedy 

Company is honored to be 

associated with Lena Liu and 

have the privilege of distribut-

ing her work throughout the 

industry,” said Robert Nobles, 

CEO of the Deaton-Kennedy 

Company. 

A N o t e  F r o m  L e n a  L i u

“I am pleased with the oppor-

tunity to work with the Deaton-

Kennedy Company. I hope that 

my work can provide comfort 

and inspiration to people.”

THE DEATON-KENNEDY COMPANY, North 
America’s premier bereavement stationery pro-
vider proudly presents the first four box sets of 
a new series featuring the artwork of Lena Liu.

Lena Liu is an artist of unparalleled popularity. 
Art lovers around the world enjoy the univer-
sal yet personal character of her paintings. 
Beautiful birds, tranquil landscapes and 

breathtaking floral and musical still lifes are 
among her collectors’ favorites.

The beautiful artwork shown here includes 
Angel of Light, Cardinal, The Beach, and 
Roses. 

Deaton-Kennedy Company
PH (800) 435-4068
FX (800) 637-9665
www.deatonkennedy.com

©
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eaton-Kennedy Com
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der heavy fi re. Both men 
received a standing ovation 
from their fellow service-
men.
 Th e featured speaker was 
Art Fillmore, a decorated 
Vietnam veteran and found-
er of the Heart of America 
Stand Down Foundation, 
a not-for-profi t organized 

Before leaving the event, Art Fillmore (fourth from right in black suit) visited the Huey helicopter to 
reminisce about the many fl ights he took while serving in Vietnam. He is pictured with the members of 
Vietnam Veterans of America Chapter #243 and their president, Charles Stapleton (fourth from left). 

Speaks Fourth Annual Veteran’s 
Program salutes Vietnam Veterans Continued fr om Page A15
and the fi rst Green Beret to 
be so recognized. Ballard 
was a Navy corpsman who 
jumped on a hand grenade 
to protect injured Marines 
and when it failed to deto-
nate he continued treating 
other comrades while un-

to help homeless veterans. 
Fillmore gave his perspec-
tive on a statement about 
the Vietnam confl ict that 
reads, “We were the unwill-
ing, led by the incompetent, 
to do the impossible, for 
the ungrateful,” and spoke 
about his fi rst-hand experi-
ences during and after the 

war and the treatment of 
returning Vietnam service-
men. 
 He stated that there are 
three accomplishments 
Vietnam veterans should be 
proud of: One, the Ameri-
can public has learned that 
the horrors of combat and 
bottling up one’s feelings 
and emotions about those 
experiences can result in 
erratic and often violent 
behavior. It is a condi-
tion, now called Post-Trau-
matic Stress Disorder (or 
PTSD) and the military has 
changed the way they help 
today’s fi ghting units deal 
with this problem
 Two, more people have 
learned that “regardless of 
what you think about the 
war, you should honor, sup-
port and respect the war-
rior.”
 And, three, Fillmore said 
that America needs to end 
the commonly held belief 
that we lost that war. In 
1994 and 1995, Fillmore 
led six medical missions to 
Vietnam for Heart To Heart 
International. He spent a 
great deal of time with his 
former enemies, including 
the Vietnamese Secretary of 
Agriculture who asked him, 
“Why are you Americans so 
hard on yourselves about 
losing the war? You wanted 
to end the spread of Com-
munism, and no country 
on this continent has gone 
Communist since you left. 
You wanted to curtail the 
spreading infl uence of the 
Chinese Communists, and 
you did that. You wanted 
to establish an economic 
foothold in Southeast Asia, 
and now all of Southeast 
Asia seeks your assistance 
in building our economies. 
Tell me again why you 
think you lost?”
 Event attendees were also 
allowed to view a Huey he-
licopter that was shot down 
four times while in service 
during the Vietnam War. It 
was displayed on the Tru-
man Library front drive-
way for this event by Viet-
nam Veterans of Ameri-
ca (VVA) Chapter #243. 
Chapter members were on-
hand to answer questions 
about the helicopter and its 

CONTINUED ON PAGE A18
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VIVIAN  FASHIONS
V & F BURIAL GOWNS

Designer and Manufacturer of Burial Gowns
www.vmproduction.com

The look of Eternal Life & Beauty

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

903-641-0383
e-mail: cosmetics@ nctv.com

  First class service by caring, trained funeral professionals   
  sensitive to your needs and the needs of the families you serve. 
  Owned and operated by a Licensed Funeral Director and  
  NHFDA Executive Board Member. 
  Providing personalized service to hundreds of funeral directors  
  and funeral industry professionals throughout North America. 
  ALL CALLS ANSWERED LIVE IN THE UNITED STATES! 
  Complete customization with exceptional attention to detail. 
  Same day setup available with NO CONTRACTS! 

 
AAwarded the 2008 Award of Excellence for Outstanding Service  
by The Association of TeleServices International and The Canadian Call Management Association 

wwww.alwaysoncall.com 

AAlways On Call 
ANSWERING SERVICE, LLC 

  CARING. COMPASSIONATE. COMMUNICATIONS. 

((800) 974-5197 

 

 

© Custom Air Trays

YOU WOULDN’T USE OUR
LEAK-RESISTANT CREMATION TRAY

AS A LUGGAGE RACK, BUT YOU COULD.

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

1-800-992-1925 | CustomAirTrays.com

 

Sundale Research 
releases Industry Report

The Boston Funeral Guide 
is “Live”

vi s i t  us  onl ine  at
www.nomispubl i cat ions . com

BOSTON,MA— TheFu-
neralSite.com, a national 
funeral-planning Web site 
based in Seattle, WA has an-
nounced the launch of Bos-
tonFuneralGuide.com, the 
fi rst-ever online guide for fu-
neral planning in the Boston 
area. While several compa-
nies produce local wedding-
planning guides, no one has 
created a local funeral-plan-
ning guide to inform con-
sumers of their local funeral 
planning options.
 “We want to help people 
know their options and 
plan what’s right for them. 
Th anks to the baby boom-
ers, funerals are becom-
ing more and more unique 
and personal.” says Anna 
Copley, cofounder of the 
BostonFuneralGuide.com.
 Nearly 30 categories are 
included in the BostonFu-
neralGuide.com. Traditional 
categories include an inter-
active map of all the funeral 
homes in the region and a 
list of all the active cemeter-
ies. Other categories offer 
more unique services such as 
a motorcycle hearse, ash scat-
tering by boat or plane, dove 
or butterfly release, home 

BAY SHORE,NY— Sundale Research is excited to an-
nounce the release of its 2009 State of the Industry re-
port, “Funeral and Cremation Services and Supplies in 
the U.S.” http://www.sundaleresearch.com/Funeral_
Cremation.html.
 Th e Fourth edition of the Funeral and Cremation Ser-
vices and Supplies Industry report, published annually, 
contains timely and accurate industry statistics, forecasts, 
and demographics. Th e report, available in late Septem-
ber, features historical, current, and future trends cover-
ing the 2000-2013 period. It is an essential resource for 
top-level data and analysis covering the most important 
trends for the busy executive, including detailed data on 
revenues and establishments; death, burial, and crema-
tion rates; shipments of funeral and cremation supplies; 
and expenditures by demographic groups. Utilizing vari-
ous sources and primary research, the report also analyzes 
new developments shaping the industry, such as the soar-
ing popularity of cremations, personalization trends, and 
pet funerals and cremations. 
 Please visit the Sundale Research web site for more details 
and ordering information: http://www.sundaleresearch.
com/Funeral_Cremation.html.
 Sundale Research, based in Bay Shore, NY, has been close-
ly following industry trends, forecasting data, and writing 
business plans for more than 10 years. Th ey dedicate a small 
team of analysts to a related group of reports to ensure the 
most accurate statistics, forecasts, and analysis to help you 
make the best business decisions. Th eir State of the Indus-
try reports are intended to save you time and money while 
providing the most accurate information about your in-
dustry. Because the analysts are focused on a core group of 
studies, they can effi  ciently produce reports and pass the 
savings along to you. Th is also results in a deep knowledge 
base that is continually growing. Please visit http://www.
sundaleresearch.com for more information.

funeral assistance, a funeral 
concierge service, anatomical 
gift programs, grief support 
services and bagpipers.
 Th e Guide includes articles 
focused on local issues such 
as Boston Low Cost Funeral 
Tips, Massachusetts Green 
Funerals, Massachusetts Fu-
neral Laws and other local 
funeral topics.
 This is the seventh local 
funeral guide produced by 
Th eFuneralSite.com, repre-
senting another component 
in an ongoing eff ort to pro-
vide comprehensive online 
funeral planning assistance 
to families nationwide. By the 
end of 2009 they will have in-
troduced several new features 
and improvements to www.
thefuneralsite.com, includ-
ing additional local funeral 
guides, Th e National Funer-
al Gallery, additional content 
and more planning tools.
 Cofounder David John-
son states “Th eFuneralSite.
com is not owned by a fu-
neral chain, insurance com-
pany or other industry play-
er. We are simply passionate 
about producing the best re-
sources for families planning 
funerals and memorials.”

importance to the American troops 
during the Vietnam confl ict. Attend-
ees were allowed to climb inside and 
inspect a machine that helped change 
modern warfare and saved thousands 
of American lives. 
 In his closing remarks, David 
Speaks asked the veterans to stand 
and stated, “Please know that we ap-
preciate and value the sacrifi ces that 
you have made for all of us, ensuring 
that we may live free and wonderful 
lives as we do in this great country. 
You will never be forgotten in the 
eyes of this community. Ladies and 
gentlemen, we wake up every day 

Speaks Fourth Annual Veteran’s 
Program salutes Vietnam Veterans Continued fr om Page A16

in a free country and we have these 
veterans to thank for that.” David is 
Director of Community Relations for 
Speaks Chapels and chairman of the 
fourth annual event. 
 Honor guards for the event were 
members of VVA Chapters #243 and 
#317. Sam Rushay, Supervisory Ar-
chivist for the Truman Library, wel-
comed the audience. In commenting 
about the Speaks program, he stated, 
“Th e veterans who appeared in the 
fi lm provided an enlightening and 
emotional view of the Vietnam War 
that was shared and deeply appreci-
ated by the large number of veterans 

and their families that attended. Th e 
recognition of the two Medal of Hon-
or recipients and Art Fillmore’s words 
were truly inspiring. It is the type of 
excellent programming that we are 
proud to off er at the Truman Library 
and we thank the Speaks family for 
selecting our facility as the venue for 
this meaningful presentation.”
 Th e Veterans program was free to 
those who attended. Speaks provided 
the cost of producing the program. 
While a fee is normally required to en-
ter the facility, there was no charge to 
attend the movie and veteran’s program 
compliments of the Truman Library.
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20 Gauge
1.5” long ......... $1.65 ea
2.5” long ......... $1.95 ea

19 Gauge
3.0” long ......... $2.25 ea

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

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

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

Battery Operated 
Cadaver Lift
Model M678

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

Model T3624
Laminated Body 
Storage Board

Model T3626HS 
Stainless Steel 
Body Tray

Model T3603 
Carrier Chassis Tray

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

Flush Embalming 
Station Model 

1036-13

Portaboy
Mark V
Embalming
Machine

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

 
 

 

 
 

 

 

 

Please call for other
styles & capacities. 

Headrest

Only $ 33.00 each

Stainless Steel
Embalming Station
Model 1036-9M

EVERYDAY MORTUARY SUPPLIES

Stainless Steel Hypodermic Needles

Disposable 
Headrest

 
head 

Only $ 25.00 
per case 

24 per case

Pall Bearer Gloves
Only $ 11.99 
per dozen

Premium Gloves

Latex PF Textured .............. $ 65.00 case
....................................................7.49 box 
Nitrile Powder-Free ........... $ 69.00 case
(Shown left) ..............................  7.99 box

Plastic Body Boards

Only $ 129.00
per set 

Three Piece
Sterilization Sets

Only $79 each

Only $45 each

Economy Refrigerator
Model 1036-R114EC

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

FAX (626) 334-1704
Email us at info@mortechmfg.com

Call us at (800) 410-0100 

Complete
Water Control Unit
Model 1036-1

 

SPECIAL OFFER
Temporary Urns

 
with Snap Lid

$.99 each 
WHILE THEY LAST

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

Post-Mortem 
Thread

Only $ 23.00 each

Only $ 11.00 each

SPECIAL PRICING
$4,699.00 +freight

 



Page A20 SEPTEMBER 2009FUNERAL HOME & CEMETERY NEWS S ec ti on  A

By Kristan Dean 

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

 Today, I got to thinking about how September is the 
time when so many of us start gearing up and leaving 
our summer holidays behind, the time when school 
buses and parent car pools begin. It is a simple thought 
that makes me wonder how diffi  cult it must be for the 
moms and dads who are no longer able to get their 
children off  to school because their child has passed 
on.
 It is said that there is no greater loss than the loss of 
a child, that no loss can prepare us and that this grief 
is incomprehensible to those of us who have not expe-
rienced it. True, the love of friends and family can be 
a source of comfort. Yet, as much as people can listen 
and support, parents often say no one can understand 
the path they and their family are walking unless they 
too have lost a child. 
 Th is leads me to ask: What are you doing for the 
families in your community who have lost their chil-
dren? How often do you reach out to the parents, 
siblings, and grandparents who love a child who now 
lives only in their hearts? What are you doing to bring 
these people together so that they may connect with 
others who can understand their pain and hopefully 
help one other fi nd their path to healing? 
 Th ere is no doubt that the best among you are doing 
this and more. You help families fi nd the right sup-
port groups and resources. You reach out, throughout 
the year, to let each family know that you care and are 
thinking about them. More than this you realize, espe-
cially if you have not walked in their shoes, that you 

are unable to completely comprehend their grief and 
that one of the greatest things you can do is facilitate 
their being able to connect with others who can.
 For those of you who are looking for ideas on how 
you can do more the Compassionate Friends organi-
zation is a great place to start. Th is organization has 
600 chapters serving all 50 states plus Washington DC 
and Puerto Rico each striving to “off er friendship, un-
derstanding, and hope to bereaved parents, siblings, 
grandparents, and other family members during the 
natural grieving process after a child has died.” Th ey 
know how important it is to connect families who are 
grieving the loss of a child.
 Compassionate Friends can help you fi nd your an-
swers to the question: What can I do to help bring 
those who are grieving the loss of a child together? Let 
Compassionate Friends be a resource to you as you fi nd 
your path to helping those in your community experi-
encing the pain of the loss of a child. Please give them 
a ring at 877-969-0010 or contact your local chapter 
by visiting their website at www.compassionatefi ends.
org, clicking on local chapters, entering your state, and 
reaching out to your local chapter directly. 
 I look forward to hearing your ideas. Please give me 
a ring at 781-331-5308 or, if you prefer, email me at 
kristandean@aol.com.

Let’sLet’s
 Chat Chat

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

 

Recent Survey shows Veterans believe the 
Government pays for their Funeral

Curlew Hills Memory 
Gardens dedicates a new 
Greek Section

Curlew Hills Memory Gar-
dens and was followed by 
refreshments. 
 Special guest speakers at 
the event were Congress-
man Gus Bilirakis, Rev. Fa-
ther James Rousakis of Th e 
Metropolis of Atlanta Vic-
ar of Tampa Bay; the Hon-
orable Andreas Psycharis 
of the General Consul of 
Greece in Tampa and Mi-
chael Servos, President of 
the Foundation of Helle-
nism of America. 
 Th e word, Hellenism, is 
derived from the word, Hel-
lene, which means Greek. 
The word “Morpheus” 
means dreams. 
 Th e Tampa Bay area has 
a high population of Greek 
Americans. More specifi cal-
ly, Tarpon Springs is noted 
for having the highest per-
centage of Greek Americans 
of any city in the United 
States, according to wiki-
pedia.com.
 “We are very proud to pay 
honor to the Greek com-
munity with our new sec-
tion of the cemetery called 
Hellenic Cemetery ‘Mor-
pheus’,” comments com-
pany President and CEO 
Keenan Knopke. “With 
such a large population of 
Greek Americans here in 
our area, we wanted to cre-
ate a special place which 

Continued fr om Front Page
refl ects their traditional re-
ligious culture and beliefs. 
It’s going to be beautiful.”
 Phase One of the new 
section will hold approxi-
mately 1,000 traditional 
gravesites and private fam-
ily estates and will follow 
the burial preferences of the 
Greek culture. Th is includes 
designing the area so that all 
the graves face an easterly 
direction, which is a pre-
ferred Greek custom. 
 Th e section at Curlew Hills 
Memory Gardens will fea-
ture a traditional archway 
entrance with a special com-
memorative plaque and im-
pressive Greek columns. Th e 
Hellenic Cemetery ‘Mor-
pheus’ will off er single and 
family sites along with space 
for a limited number of pri-
vate religious chapels made 
of elegant granite where 
families may hold personal 
ceremonies or gatherings. 
 Established in 1979, Cur-
lew Hills Memory Gardens 
is an independent, family-
owned funeral home and 
cemetery. With a 6,500+ 
square foot funeral home 
and a pristine 30-acre cem-
etery, the company provides 
comprehensive funeral, cre-
mation and burial services 
to families of Pinellas, Pasco 
and Western Hillsborough 
counties. 

SANIBEL,FL— Sixty percent of U.S. Veterans believe that 
the United States government pays for their funeral or cre-
mation arrangements. One third of the 27 million veterans 
do not even know about the national cemeteries. Th is a re-
sult of a recent survey conducted by the U.S. Department 
of Veterans Aff airs. Th e V.A. says that too few people are 
taking advantage of this most lasting benefi t, free burial 
in a national cemetery.
 “Our focus is on education” says Mark Davis, president 
and CEO of Veterans & Family Memorial Care. “We 
receive phone calls and emails every day from veterans or 
their family members with the expectation that the V.A. is 
going to pay for their funeral or cremation arrangements. 
Th ey are either misinformed or uninformed regarding the 
actual burial benefi ts due them.” Th e Veterans Department 
prepares the gravesite, carries out the burial, furnishes a 
headstone or marker and a fl ag for the casket and provides 
perpetual care. But the department does not provide fu-
neral arrangements, transportation or military honors, 

and a gravesite cannot be 
reserved in advance. 
 Th ere are over 700 fam-
ily owned and operated ex-
clusive Veterans & Family 
Memorial Care Providers 
in 45 states that encourage 
veterans to take advantage 
of their free burial benefi t 
in a V.A. national cemetery. 
Although not always conve-
niently located, choosing 
to be buried in a national 
cemetery can save families 
thousands of dollars on fi -
nal arrangement expenses. 
In many situations it’s even 
worth a two or three hour 
drive. “During my 30 plus 
years as a funeral director 
I have personally made ar-
rangements for thousands 
of veterans,” says Mark Da-
vis. “Spending a few extra 

minutes in the arrangement conference educating fami-
lies on their options makes a world of diff erence. When 
faced with the prospect of spending several thousand dol-
lars on a cemetery package for two versus free burial in a 
national cemetery more often than not the national cem-
etery wins.” 
 Veterans who choose burial outside of a V.A. cemetery 
may receive a headstone or grave marker from the V.A. 
Th ey may also receive an American fl ag to cover the casket 
and a memorial certifi cate with the President’s signature.
 Th e department buries about 10 percent of all veterans. 
Th at number continues to grow with the increasing age of 
the veteran population. Over 2 million people have been 
buried in veterans’ cemeteries since President Abraham 
Lincoln created the fi rst 12 on or near Civil War battle-
fi elds.  
 Because the V.A. does not accept reservations in advance 
at the national cemeteries, Veterans & Family Memorial 
Care has developed a portal on their website: VeteransFu-
neralHomes.com to accommodate veterans wanting to reg-
ister their desire to be buried in the closest V.A. national 
cemetery and take advantage of their free burial benefi t. 
VFMC collects the data and passes it on to the Exclusive 
VFMC Provider in their area. Th e VFMC Provider con-
tacts the veteran and ensures that their wishes are recorded 
at the funeral home along with a copy of their DD/214 
discharge papers. In addition to the free burial registration 
portal on the VFMC website is the Veterans Funeral Home 
Directory, a widely used resource by families searching for 
a veteran friendly funeral home. Each VFMC Provider 
location is listed in the directory which is categorized by 
state and county and links directly to each Provider’s re-
spective website. 
 Exclusive VFMC Providers are selected for having high 
ethical business standards and must demonstrate a will-
ingness and desire to honor and pay tribute to veterans. 
Th ey are all family owned and operated and many have 
deep roots in their community, some going back fi ve or 
six generations. If you believe your fi rm meets the criteria 
and you would like to become the Exclusive VFMC Pro-
vider for the county in which you operate, log on to Vet-
eransFuneralHomes.com and click the Become a Provider 
tab or call toll free (866) 770-6791.

Do you have a new 
Email Address or 

Website?

LET US KNOW!
1-800-321-7479

info@nomispublications.com

FUNERAL HOME & 
CEMETERY NEWS
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Time to Replace That Old 
Cot Cover? 

Now’s the Time! 

Free  

Monogramming! 
Oversize  Available! 

Cot Cover                                   Regular $68.00            Sale $61.00! 
Cot Cover w/Lining                 Regular $109.00          Sale $98.00! 
Cot Cover w/Elastic Ends        Regular $82.00            Sale $73.00! 
Cot Cover Elastic/Lining         Regular $124.00          Sale $111.00! 

Available in Burgundy, Royal Blue, Navy, Green, Hunter Green, Light Gray, 
Dark Gray, and Black Hy-Lustre Acrylic 

800-777-3151 

 

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

800-777-3151
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Artist’s Rendering of the Columbarium 

formal Dedication Service 
was held on September 30, 
1984. 
 Th e success of this institu-
tion, for which the owners 
and staff  give praise to the 
Almighty God, is based on 
services, dedication, friend-
liness, and commitment. 
Some of this success can 
be attributed to their Vol-
unteer Support Staff  Mem-
bers. The Volunteer Staff 
was organized in 2008 and 
has been involved in several 
community projects includ-
ing the Family Fun Outing, 
Holiday Remembrance Ser-
vice, and the fi rm’s annual 
Memorial Service of Re-
membrance. Th is group is 
composed of people who 
have experienced the death 
of a loved one and have 
opened their hearts to help 
others. Th e Volunteer Staff  
also assists with various 
projects, seminars, train-
ings, visits with families and 
other support services. 
 During National Volun-
teer week, owners Joseph 
T. Clyburn and Louise Big-
ham Moton, Funeral Direc-
tor Joanne C. Phifer, and 
Volunteer Coordinator/Fu-
neral Director Bernardeane 
Moton, along with the 
fi rm’s other funeral direc-
tors, Flake C. Huggins, 
Jr. and James D. Moton, 
and Funeral Service Atten-
dants Evelyn Clyburn, Jo-
seph “Joey” T. Clyburn, 
Jr., Ray L. Glaspy, Clinton 
Caldwell, J. Michael Mc-
Clelland, Otis White, and 
Michael Gallmon hon-
ored the Volunteer Support 
Staff . 

Clyburn 
and Bigham 
Mortuary, 
Inc. honors 
Volunteer 
Staff

Continued fr om Page A4

Wisconsin contracts awarded to 
Tribute Design Systems

HARTLAND,WI— Tribute 
Design Systems, Hartland, 
was awarded two contracts 
for the third phase expan-
sion of Southern Wiscon-
sin Veterans Cemetery in 
Union Grove.
 Th e fi rst project involved 
the design of a granite clad, 
1800+ niche columbari-
um. Sunset Red granite, to 
match the fi rst columbari-
um designed by Tribute in 
1995, was used for clad-
ding and fronts. Construc-
tion was started in Octo-
ber, 2008 and completed in 
June, 2009. Tribute Precast 

supplied and installed both 
the precast niches and gran-
ite for the project.
 A second contract was 
awarded to Tribute for the 
design of a new commit-
tal structure, development 
of a cremation garden and 
expansion of up to 5000 
single and double depth 
lawn crypts. Construction 
is expected to be started in 
Fall 2009 and completed in 
approximately 12 months.
 Tribute prepared the cem-
etery’s original Conceptu-
al Master Plan, which en-
compassed over 100 acres. 

Upon completion of Phase 
III, the plan will be updat-
ed to provide greater den-
sity and expanded memo-
rialization options. Ben 
Erdmann, Project Man-
ager for Tribute Design, is 
responsible for overseeing 
design and coordinating 
construction.
 Southern Wisconsin Vet-
erans Memorial Cemetery 
is owned and operated by 
the Wisconsin Department 
of Veterans Aff airs. Capital 
improvement projects are 
funded by U.S. Depart-
ment of Veterans Aff airs.
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 Ron has been with the Matthews Cremation Division, consisting 
of Industrial Equipment & Engineering (IEE) and ALL Crematory 
(ALL) for 20 years. 
 He is a certifi ed crematory operator trainer and has trained thou-
sands of crematory personnel through both Matthews’ and CANA’s 
Crematory Operator Training and Certifi cation Program. Ron has 
published numerous cremation related articles and is a frequent 
speaker at industry trade shows and meetings. 
 With over 100 years of combined experience and nearly 3000 
installations, the Matthews Cremation Division is acknowledged 
world wide as the foremost experts in the cremation industry set-
ting standards in cremation equipment design, manufacture, ser-
vice and supplies. This column is dedicated to the further education 
of cremationists, funeral directors, cemeterians and other industry 
professionals.

Cremation Cremation 
 Issues and  Issues and 
 Answers Answers

By Ronald Salvatore

Preventative Maintenance 
Inspections (Part 1)

 Routine service and maintenance of cremation equip-
ment is necessary to keep it operating reliably and at 
peak effi  ciency. Depending upon the volume of crema-
tions, cremation equipment should undergo a compre-
hensive Preventative Maintenance Inspection (PMI) 
every twelve to eighteen months. 
 During a Preventative Maintenance Inspection, fac-
tory-trained technicians inspect the refractory lining of 
both the primary and secondary chambers to ensure that 
the condition and thickness of the lining is still within 
the manufacturer’s specifi cations. Th e refractory lining 
provides a durable surface to withstand the stresses of 
the cremation process, including heat, abrasion, and 
exposure to exhaust gases. Th e lining also insulates the 
cremator to minimize heat loss, and absorbs the heat 
that is generated during the cremation process to im-
prove thermal effi  ciency.
 Th e refractory wears according to the use and care it 
is given. Normal wear in refractory will eventually pro-
duce expansion cracks in the bricks and cast sections. 
Spalling, another normal wear condition experienced 
with refractory has the appearance of peeling. Th ese 
“peelings” eventually fall away, exposing new refractory. 
When the refractory has worn beyond a certain point, 
replacement is necessary.
 A thorough inspection of the refractory lining will reveal 
whether any repairs, patching, or replacement is required. 
By inspecting the refractory in a timely manner, the tech-
nician can advise you when repairs will be necessary and 
schedule it with other service in the area to avoid costly 
emergency repairs and minimize down time.

CREMATION DIVISION

 Th e mechanical and electrical systems, which include 
the blowers, motors, hydraulics, timers, controllers, 
and other components, are also thoroughly inspected 
and serviced. 
 Depending upon the type and age of the cremator, 
a thorough cleaning of the combustion air fan(s) may 
be necessary to keep them operating at peak perfor-
mance levels. Cleaning the combustion air fans en-
sures that there is suffi  cient movement of air in and 
around the cremator, which is critical to proper opera-
tion. Th e fan motors are lubricated to ensure that the 
bearings allow the motor internals to rotate and con-
tinue to operate smoothly reducing friction that can 
cause motor failure. Spark plugs and fl ame detection 
components require occasional cleaning and adjust-
ment to keep them in good operating condition. Th e 
technician inspects these components and performs 
any required cleaning and adjustment. 
 Th e stack is another vital component of your crema-
tor. Th e technician inspects the section of the stack 
contained within the building, as well as, all parts 
outside including the storm collar, roof fl ashing and 
rain cap (if applicable). Th e technician looks for rust 
spots and holes in the exterior wall of the stack and 
inspects the condition of the internal or exterior re-
fractory insulation. 
 In next month’s column we will cover the rest of the 
Preventative Maintenance Inspection including the 
hydraulic and opacity systems and the critical calibra-
tion of the fuel and air settings. 
 If you have cremation related questions you would like ad-
dressed in this column, please contact Ron Salvatore at Matthews 
Cremation Division, PO Box 547248, Orlando, FL 32854, (800)327-
2831 or via e-mail at Rsalvatore@matw.com.

Farnsworth Gowns
Pittsburgh, PA

412-881- 4696

View our Catalog at
www.farnsworthgowns.com

After Hours 412-480-5777

Oversizes up to 4X

Custom Designs Available
in all Styles at all Times

Overnight Delivery

MarkThomas

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

The Mark Thomas and Chapel Craft 
Autumn 2009 catalog is available now. 
  

Chapel Craftand

Chapel Craft products are now 

available from Mark Thomas. 

Look for your favorites in the new 

Mark Thomas and Chapel Craft 

Autumn 2009 catalog.

The Majestic Red Eagle urn, 

shown with the keepsake 

urn, is one of our newest.  See the 

complete line of urns and other 

new items in the Mark Thomas and 

Chapel Craft Autumn 2009 catalog.

 

Palmer Funeral Home 
purchases Eagle Coach

Wilbert L. Shannon 
Funeral Home honored 
at 50th Anniversary 
Celebration
WHEATLAND,PA— Wil-
bert L. Shannon Funer-
al Home celebrated its 
50th anniversary with an 
afternoon prayer service 
and buff et June 21, 2009. 
Shenango Valley residents 
gathered at the American 
Legion Hall in Wheatland 
to congratulate owners Wil-
bert L. Shannon, Sr. and 
Wilbert L. Shannon, Jr.
on their success. 
 Founded in Farrell in 
1959, Shannon has off ered 
the Wheatland community 

MAYSLICK,KY— Jones Coach Sales of Bowling Green, 
KY congratulates Robert Palmer of Palmer Funeral 
Home in Mayslick, KY on the purchase of their fi rst brand 
new Eagle Funeral Coach.

Wilbert L. Shannon, Sr.

a place for planning everything from homecomings to fu-
nerals since 1965. At the age of 74 Shannon Sr. continues 
to serve the community as his calling, while his son who 
has been at the fi rm for over a decade works alongside.
 Th e elder Shannon stood quietly by while clergy mem-
bers, friends and family took part in honoring the funeral 
directors and their dedication to serving area families. Th e 
prayer service was followed by a delicious buff et and com-
munity fellowship.

Mark Groeneman of 
Graystone Associates, 
Inc. Receives SPHR 
Accreditation 

Mark Groeneman

MARLBORO,MA— Mark Groeneman of Graystone 
Associates recently attended the Society for Human 
Resource Management 61st Annual Convention in 
New Orleans, LA. While attending, Groeneman earned 
CEUs to retain his certification as Senior Professional 
in Human Resources. 
 Groeneman fi rst received his SPHR accreditation in June 
2004. He has successfully applied his knowledge to real 
life situations dealing specifi cally with privately owned 
funeral home businesses. Th e SPHR degree focuses on 
both the strategic and policy-making aspects of Human 
Resources Management throughout the United States.
 According to Frank Ses-
sions of Graystone Asso-
ciates, Inc., “Groeneman’s 
expertise in Human Re-
sources has been integral 
in our Company’s success 
in dealing with the multi-
faceted employee issues 
that are client specific.” 
Groeneman understands 
that each funeral home 
is unique and presents its 
own set of challenges. 
 Graystone provides mea-
surement tools, leading 
edge training and incentive 
compensation programs to 
many of the leaders in the funeral service industry. Ac-
cording to Groeneman, “We have developed training pro-
grams, incentive programs and client satisfaction surveys 
that motivate employees and hold employees accountable. 
With our tools, expertise and training, Graystone clients 
deliver the best service in their markets.” 
 Mark received his MBA Degree from the University of 
Dallas at Irving and his Bachelor of Science Degree from 
Oklahoma State University. Mark can be reached via e-
mail at mark@graystoneassociates.com. To learn more 
about Graystone Associates, Inc., please visit their website 
at www.graystoneassociates.com.
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ICCFA CONVENTION.COM

International Cemetery, Cremation and Funeral Association

1.800.645.7700   |    www.iccfa.com

Forget about 
Facebook! Finding 
the right online fit 
for your funeral 
home.

zefrank.com

ZE FRANK TARA HUNT

Community 
marketing: Create 
engaging Web 
experiences and 
communication.

horsepigcow.com

Program Chair:
Nancy Lohman, CCFE
Lohman Funeral 
Homes, Cemeteries  
& Cremation,
Ormond Beach, FL

2010 ICCFA ANNUAL CONVENTION & EXPOSITION

featured 
keynote 
speakers 
include featuring extensive educational tracks on:

serving the Latino community
event planning
green funerals and burial
pet loss services
implementing new technology
cremation arranging
                 ...and more

Introducing a new concept in educational programming:

The 2009 ICCFA Convention & Exposition created a buzz heard  
across our profession. So for this year we’re ... breaking the mold.

Because too often a single workshop merely scratches the surface, in 2010 we’ll  
focus on issues critical to your business and drill deeply into each. Plan now to 
attend, March 10-13 at the San Antonio Convention Center. Brought to you by 
the organization that continues looking for ways to provide you with educational 
experiences you can’t find anywhere else. 

ALL CONVENTIONS ARE NOT CREATED EQUAL

 

Cremation Arrangement Websites: Changing Cremation Sales Forever

Michael Turkiewicz

An interview with Michael Turkiewicz

 One of the foremost authorities on death-care Web sites, 
FuneralNet’s president discusses the growing demand for 
Web sites that allow families to completely arrange and even 
pay for a cremation online.

Q: What are Cremation Arrangement Web sites (CAWs)?
 A CAW is a Web site that provides more than just informa-
tion and, perhaps, a membership application. A CAW allows 
shoppers to select and personalize a cremation package, or 
build a cremation package from the base cost up. Families 
can add optional services, select merchandise, complete pa-
perwork, order death certifi cates and even pay online.
 Q: How do you think CAWs are changing cremation sales?
 Two ways. First, CAWs connect with the sizeable and 
growing segment of the population that wants to plan their 
cremations online, on their 
own time. CAWs connect 
easily with both the bud-
get and value shoppers in 
this demographic because 
each group can build their 
own package with what they 
want.
 Second, a CAW lets a busi-
ness easily sell its services to 
families in a much larger 
geographic area, increasing 
their market size and market 
share while decreasing labor 
costs. Th at is hard to resist.
 Q: Why do you think the seg-
ment of the population that 
would use a CAW is grow-
ing?
 I think there are several fac-
tors. One, our population is 
becoming ever more Web-
infl uenced and Web-depen-
dent in its decision mak-
ing. In the 90’s, not having 
a Web site wasn’t that big a 
deal. Today, not having one 
means a lot of families are 
not even considering you. A 
2007 Forrester study shows 
that 43% of shoppers will 
be infl uenced by or actually 
make their purchase through 
the internet by 2012. Th at 
number can easily be bigger 
for shoppers making more 
serious decisions. 
 Two, as long as the econ-
omy continues to worsen, 
there are a growing number 
of families that will be in-
fl uenced or even forced to 
consider less expensive end-
of-life options than they 
would have, otherwise. A 
CAW extends a solution to 
both groups.
 Q: How does a CAW in-
crease the size of one’s mar-
ket?
 Shoppers will generally 
consider providers from fur-
ther away from home for a 
cremation than for a service 
with burial. More impor-
tantly, since people shop-
ping for cremation services 
are even more likely to shop 
on the Internet, and since 
the Internet lets businesses 
reach into multiple markets, 
a fi rm’s market size can easily 
increase with a CAW. Also, 
a fi rm with a CAW can in-
form shoppers if it will ar-
range memorial services, 
etc., with any death-care or 
even non-traditional venue, 
anywhere. Doing so just in-
creases it’s attractiveness .
 Q: What kind of competitive 
advantages, if any, do CAWs 
off er?
 First, a Cremation Ar-
rangement Web site should 
increase the size of your mar-
ket, as mentioned above. 
Second, while the number of 

cremations you do should go up, that should be achieved 
with only a slight increase in staffi  ng demands, because most 
or all of the planning, paperwork, merchandise selections 
and other choices are completed online. Arrangement meet-
ings are very short, if conducted at all.
 Q: What does a Cremation Arrangement Web site cost?
 Th at depends on the size and the breadth of functional-
ity. CAWs are far more complicated to build than standard 
Web sites. Th e pages are dynamic, meaning that with each 
choice a shopper makes the Web site is programmed to 
know what choices and options to show next. Th is requires 
far more programming than what is needed to launch stan-
dard, static-page Web sites, which often have relatively little 
programming and are built by developers. Th e price usually 
exceeds $10,000. Of course, after about probably 40 direct 
cremations, you have your investment back. CAWs are great 
ROI opportunities if built right and advertised eff ectively.
 Q: What are some good examples of CAWs?
 csofhr.com, csnh.com, aff ordablecremationservicesnewy-
ork.com, cremation-society.com
 Q: Where can someone get more information about Crema-
tion Arrangement Web sites?
 As far as I know, FuneralNet is the only company in Amer-
ica building these types of Web sites right now. Please feel 
free to call FuneralNet Sales Support at (800) 721-8166 
x. 517, or email sales@funeralnet.com, for more informa-
tion. 
 Michael Turkiewicz founded FuneralNet in 1996, as a company devot-
ed to building custom Web sites for death-care businesses. FuneralNet 
has since grown to become the largest provider of custom Web sites to 
death-care businesses in America. 
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 John A. Chew is a Funeral Service Education Specialist, Con-
sultant, Tutor, Thanatogeneticist, and a Licensed Funeral Direc-
tor and Embalmer. He is a retired former Associate Professor and 
Director of Funeral Service Education at Miami Dade Community 
College as well as the Institute for Funeral Service Education and 
Anatomy at Lynn University (1967-1997). He is presently Director 
of Education at Embalmers Supply Company, Recinto De Ciecias, 
Medicic, UPR, ESCO/OMEGA, and the Academy of Restoration 
and Embalming.

By John A. Chew

 With the trend of green burial to protect the en-
vironment and still meet the social and emotional 
needs of our culture, new methods of temporary 
preservation of the dead are being re-examined. 
With family values breaking down, the rite of pas-
sage has changed and will continue to introduce 
variable positive and negative attitudes. 
 Basics of The Art and Science of Embalming re-
main the same. Today we deal with the awareness 
that certain practices may be detrimental to specific 
environmental conditions and not meet antiquated 
educational goals set forth a hundred years ago.
 As we look from a bereaved individual’s viewpoint, 
we are looking at a memory picture. We understand 
that in time nature will take its course and the body 
will return to its natural elements. We can only hope 
that temporary preservation will allow time for grief 
work to support individual readjustment to every-
day activities.
 At death we have two major concerns, extrinsic and 
intrinsic enzymatic chemical actions, which must be 
altered (neutralized) to prevent possible cellular and 
or microbial lysing action. This is accomplished by 
cleansing the body externally and internally (saline 
enema).
 There are more than 3,000 enzymes constant-
ly creating chemical reactions within the human 
body. They are specific in their interactions at cel-
lular levels. High temperatures (104 F) destroy en-

Prelude to 
the Science 

of Temporary 
Preservation 

(Part 49)

zymes leaving cellular waste products to undergo 
denaturalization as part of the overall cellular de-
composition process.
 Enzymes are sensitive to their environment and 
medications given during the course of a disease. 
Too much acid or alkaline will affect their activ-
ity as will either high or low temperatures. Due to 
these natural processes, it is difficult to determine 
the course of actual treatment.
 In actuality, ninety percent or more of all car-
bohydrates are used to form ATP, or cell energy. 
Increase in activity allows the Ph to move toward 
acidity which in turn prevents or slows general de-
composition.
 Once the Ph shifts to alkaline lysozymes (organ-
elle of digestion) they will self destruct at the cellu-
lar level. When the body is refrigerated (40 F) the 
enzyme action is slowed down to prevent chemical 
changes from altering the physical appearance. 
 Using a multi-purpose non-fixative stabilizing 
formulation to maintain naturalness of form and 
color of the body will provide many futuristic op-
tions to final disposal of the body.  
 Prelude Fifty will deal with many factors, past and 
present, which infl uence funeral service practices.

 

Th e Arranging Director

Mortuary Transport Care 
LLC takes delivery of new 
Eagle Funeral Van

LAKEMOOR,IL— Michael T. Carroll, owner of M T C 
Mortuary Transport Care, LLC, stands with his new 
2009 Eagle Chrysler Town & Country Funeral Van. Dan 
Baines of Baines Professional Vehicles, Inc. thanks Mr. 
Carroll and wishes him all the best.

Karl D. Wenzel

By Karl D. Wenzel, CFSP

 The tasks and objectives of our professional services 
as a funeral director/embalmer are multifaceted. Our 
main focus is to please the family we serve by provid-
ing an excellent dignified service to commemorate the 
life of a lost family member. It is also our job to edu-
cate these families that are making the funeral arrange-
ments, and unfortunately we don’t always do this task 
effectively. Often family members can become upset 
and disgruntled with the lack of knowledge and under-
standing of what we do. 
 It is our job not only to educate families we are cur-
rently serving but also the community we serve. Edu-

cating everyone (includ-
ing ourselves) is often 
the best way to create 
a trouble free work en-
vironment. One of the 
best ways to do this is just 
by general conversation. 
Often when you meet 
people outside your place 
of work they will ask you 
what you do for a living. 
When you tell them you 
are a funeral director/em-
balmer usually the interest 
is sparked and they tend 

to ask a lot of questions. This is a great opportunity 
to explain what we do and the value of it. Explain to 
them that we arrange and direct the service, we order 
the casket, flowers and cemetery set up, but also take 
the time to explain to them the embalming process 
and the value of that open casket. 
 We often hear funeral home personnel complain that 
“everything” is going to cremation and the market for a 
better casket is down. Th is is true for the most part de-
pending on the geographical and social-economical re-
gion you live. Th ere is no doubt that cremation is on the 
rise across North America. Perhaps it is due to the cost of 
a funeral tripling over the past decade, but it could also 
be our negligence for not educating our families.
 Do you think if we took the time out to explain to 
families the value of viewing their loved one we might 
be able to turn things around? We may not change the 
final disposition of cremation; but, perhaps we will 
have that open casket visitation that would lead to a 
better selection of casket. From a business stand point 
the boss will love you for it, and on a personal side the 
family will often thank you as well. We need to take 
the time to explain that by viewing their loved one they 
will receive a psychological value that will help them 
deal with their grief. We all went through mortuary 
school somewhere and we all learned about grief and 
the grief process. Whether it is Worfelt or Kubler-Ross 
we all understand one thing. By viewing the deced-
ent after death, it assists you in working through the 
grief process. We, as funeral directors arranging a ser-
vice need to take the time to explain to families about 
the forthcoming grief process. Do not counsel them; 
however point them in the direction that would best 
assist them with their questions and uncertainties.
 Every so often we have families come in and their 
loved one has died because of a lengthy illness or per-
haps a tragic accident, they tell us that they don’t wish 
to have a viewing and they want immediate cremation 
with a memorial service. Often if we ask that family 
what their reason is for not allowing some time with 

CONTINUED ON PAGE A33
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in your community?

The most inexpensive, 
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www.trigard.com 

Visit www.twitter.com/Trigard and type “Let’s Tweet Up at NFDA” to 

receive cash at the NFDA Convention in Boston on October 25-28, 

2009. Print the Twitter page and bring to Trigard’s Booth #812 to 

get  $20* from Trigard!

*Please limit one per person.

Are you all “a-twitter” about Twitter?

Let’s Tweet Up

Continued fr om Front Page
Pioneer Victorian Cemetery celebrates 150 Years 

of whom were instrumen-
tal in creating the Cleve-
land we know today. Th ere 
have never been any racial, 
ethnic nor religious lines 
drawn in the cemetery, 
despite its date of origin. 
On August 31, 2009 East 
Cleveland Township Cem-
etery celebrated its 150th 
anniversary.
 East Cleveland Town-
ship Cemetery’s perma-
nent residents are not of 
those who lived during the 
era of Millionaires Row on 
Euclid Avenue, but those 
who came before that 
mapped out and cleared 
Euclid Avenue, those that 
migrated to Cleveland 
with Moses Cleaveland 
and of those who followed. 
Th ese are the stories of the 
early settlers of Cleveland 
who worked relentlessly 
so that we can enjoy the 
riches that our City has 
to off er today. East Cleve-
land Township Ceme-
tery Foundation obtained 
ownership of the ceme-
tery in June 2003 as part 
of a settlement between 
the Cities of Cleveland, 
Cleveland Heights and 
East Cleveland. Th e Foun-
dation has turned a previ-
ously neglected historical 
Cleveland landmark into 
its most up and coming 
shining star.
 On Friday, August 28th 
the Foundation hosted an 

CONTINUED ON PAGE A27
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The Natural Choice®

www.earthurn.com 888-480-6400

Leaders in Environmentally-Friendly and Green Funeral Products

PASSAGES® COLLECTION
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For families that don't want an urn...

SCATTER TUBES™
 

 

Integrity

Homesteaders?
Why join

800-477-3633

g yg yIntegrityInInntegnttegtegrgrigrrityityityty

800-477-3633

Most of us have heard the saying 
“if it sounds too good to be true, 
it probably is.” Never has this 
statement been truer than in today’s 
competitive and often confusing 
world of pre-need funeral funding.  

Homesteaders is the pre-need 
funding company funeral home 
owners like Linda Mitchell count on 

for stability and strength today and into 
the future. This is the integrity Linda 
and thousands of funeral professionals 
have come to rely on, knowing they can 
count on Homesteaders to help them 

keep their promises to families when  
they need it most.  

We can keep our promises long-term because 
we manage our company with the right balance 

of competitive products, support and service 
to help you succeed in serving families when 
they need you the most. To learn why more 

funeral home owners and pre-need managers 
are joining with Homesteaders, visit 

homesteaderslife.com today.

Rutledge & Bigham celebrates 87 Years with annual 
memorial service and presentation of Scholarships

(L to R) Bishop Brian Caines, Elder Wilford Walls, Louise Bigham Moton, Elder Lonnie Gray and 
Bernardeane Moton.

offered the invocation, 
prayers and words of com-
fort. Memorial candles 
were lit by Funeral Di-
rectors, David Moton
and Flake C. Huggins. 

Staff members include 
James A. Moton, Shelby 
Misher, Priscilla Dud-
ley, Donna Lackey, Mi-
chael McClelland, Ho-

S TAT E S V I L L E , N C — 
Founded on a tradition 
of integrity, Rutledge 
and Bigham Mortuary
celebrated their eighty-
seventh anniversary dur-
ing their 23rd annual 
Memorial Service and 
presentation of Memo-
rial Scholarships. The 
service was held on June 
28, 2009 in the Mary B. 
Bigham Memorial Cha-
pel and featured a special 
candle service to remem-
ber all persons funeralized 
by the firm. Bernardeane 
Moton, Funeral Direc-
tor, presided over the ser-
vice. Several local pastors 

CONTINUED ON PAGE A28
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“A Total Solutions Company” 

888.250.7747

Funeral Business Management from Johnson Consulting Group. 
We’ve made a career out of operating funeral and cemetery businesses just like yours  

- which makes us unlike just about anyone else.  As proof, just go to  
www.johnsonconsulting.com/seminar-management-services  

where you can view a free webinar about our Performance Analysis offering.  Our years of  
“sitting in your seat” experience enable us to provide a snapshot of your firm’s performance 

and determine ways to improve your processes and profitability.  Before you commit to another 
consultant, make a call to Johnson Consulting Group or visit our website.  We promise our 

Performance Analysis is different than what you’ll find anywhere else at a very competitive rate.   
Success isn’t a puzzle if you know where the pieces fit.  And we do.

The funeral business can be a puzzle.
Johnson Consulting Group is there at every turn.

Visit us at NFDA. Booth #241.

 

appreciation open house 
for its donors of both fi -
nancial as well as servic-
es support in celebration 
of its 150 years. On Sat-
urday, August 29th the 
Foundation hosted free 
walking tours of the cem-
etery to the public. Th e 
walking tours were lead 
by docents telling the sto-
ries of the people who 
settled this great City and 
how they accomplished 
spectacular things when 
Euclid Avenue was a dirt 
road still covered with tree 
stumps, how boys worked 
at ridding the area of rat-
tle snakes, how the fi rst 
schools in the area were 
started and many more 
intriguing stories. One of 
the cemetery’s more infa-
mous residents, George 
Watkins, was portrayed 
and his life story told by 
local actor, Robert Keefe.

Continued fr om Page A25
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Funeral Directors Research, Inc. 
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www.amrainstruments.com
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Time may be only a 
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Necklace Urn Pendants

for an Everlasting Keepsake.

Urns hold a portion of the cremains.
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www.cremationkeepsakes.com
cremationkeepsakes@comcast.net
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Buy 1 
@ $495 
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Half Price 
Free Demo 
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Nationwide.
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Carriage Services 
announces Second 
Quarter 2009 Results

(L to R) Vermel D. Moore, William Jones, Louise Learson, 2009 Charles Warner Brown Scholarship 
Recipient, and Christopher “Skip” McCall.

(L to R) William Jones, Vermel Moore, Kalan Breann Thompson, 2009 Rutledge & Bigham Memorial 
Scholarship Recipient, and Christopher “Skip” McCall.

Continued fr om Page A26
Rutledge & Bigham celebrates 87 Years with annual memorial 
service and presentation of Scholarships
bart Mays, Wanda Har-
dy, Joseph T. Clyburn, 
Joey Clyburn ,  Joann 
Phifer, Ray Glaspy, Nel-
da Davis, Dorothy I. 
James,  Clorine Lind-
say, Dara Moss, Elder 
Wilford Walls, Bobby 
Holmes, David Moton, 

Jr., Avis W. Schofield, 
Charles Tenor, Clyde 
Cowan  and Matthew 
Moton. 
 The presentat ion of 
scholarships was held dur-
ing the reception that fol-
lowed in the St. Charles 
Rutledge Chapel. The 

Scholarship Committee, 
Vermel Moore, William 
Jones and Christopher 
“Skip” McCall presented 
the scholarships on behalf 
of the funeral home. 

Louise David Learson
is the second recipient of 
the Charles Warner Brown 
Higher Learning Scholar-
ship which is named for 
the late Charles Warner 
Brown, who was one of 
the owners of Rutledge 
and Bigham Mortuary. 
Mr. Brown died on Jan-
uary 31, 2008, in Hart-
ford, CT. Mrs. Learson is 
a graduate of Statesville 
High School, Statesville, 
NC and Shaw Univer-
sity in Raleigh, NC. She 
is currently pursuing a 
degree from Hood Theo-
logical Seminary.

Kalan Breann Thomp-
son is the 23rd Recipi-
ent of the Rutledge and 
Bigham Memorial Schol-
arship which is awarded 
to a child, grandchild or 
person whose guardian 
was funeralized by Rut-
ledge and Bigham Mor-
tuary. Ms. Thompson is 
the daughter of Billy and 
Karen M. Thompson and 
is a resident of Statesville. 
She will attend the Uni-
versity of North Carolina 
at Charlotte and pursue a 
career in Nursing.

HOUSTON,TX— Carriage Services, Inc. (NYSE: CSV) has an-
nounced results for the second quarter ended June 30, 2009.

Melvin C. Payne, Chairman and Chief Executive Of-
fi cer, stated, “We have had good quarters before, but our 
second quarter this year was special. While we continue to 
be impacted by weak death rates and diffi  cult economic 
conditions in our local markets, our Managing Partners, 
Sales Managers and employees rose to the challenge and 
made the most of their service and sales revenue opportu-
nities with client families, resulting in a revenue increase of 
4.2%. But the greatest highlight in the midst of a deep reces-
sion was the performance of our cemetery sales teams, who 
set an all time preneed property sales record in April and 
then substantially exceeded it with another record month 
in May. Such exceptional performance produced a histori-
cally high recognized preneed property sales record for the 
second quarter that was 78% higher than the prior year.”
 Payne continued “I want to congratulate and thank our lead-
ers and employees for an amazing second quarter performance 
in a very diffi  cult revenue environment. Now the challenge is 
to maintain our focus and to sustain our performance during 
the second half of 2009 and beyond.” A copy of the Compa-
ny’s Form 10-K, and other Carriage Services information and 
news releases, are available at www.carriageservices.com.
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These are tough economic times 
And we are committed to doing our 
share by combining product, style
and service—with affordable pricing

Now is the time to ask your funeral 
supplier about America’s #1 urn line
Or call us today, and an ELEGANTE 
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QUALITY CAN BE AFFORDABLE
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IN A TOUGH ECONOMY

AFFORDABLE ELEGANCE

.

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 • Hair & Beauty •  NEW~Economy Products ... and  more!

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

800-959-9160

Prices Good Through October 20, 2009 • For Promo Pricing - Reference YB909

September Specials

• blue, 32” x 72”
• sold 50/case

DISPOSABLE FITTED

STRETCHER SHEETS

$60.00 cs

NYLON GARMENT BAGS

• 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

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

• 48” long, polyethylene nylon 
• leaf collar with snap front
• 2 pockets and a badge patch 
• available in S - 4XL

RAIN COATS
S - 2XL $55.00 ea
3XL - 4XL $65.00 ea

FERNO® MODEL 101-H HYDRAULIC OPERATING TABLE
• hydraulic foot petal adjusts tilt and height
• quick adjustments and individual settings, lower or raise from 28-1/2” to 

40-1/2” above floor for easy preparation from a standing position
• convex table top shape drains fluids away from body, no coagulating fluids
• extra deep trough runs the perimeter of table eliminating splashguard need
• four, 8” swivel wheels lock instantly with a single foot pedal
• type 304 stainless steel with a #3 finish ensures easy maintenance$3833.00 ea

80” L x 30” W x 34” H
max load - 600 lbs.

FERNO® MODEL 102 FOLDING OPERATING TABLE
• ideal for embalming, dressing and transfer
• one hand release easily adjusts end of table from 32-1/2” to 38-1/2” with

independently adjustable ends
• constructed of a stainless steel top with convex surface, tubular aluminum

frame and six-inch, ball bearing swivel wheels that lock during use to keep
table stationary

• drain, located in center of foot-end, quickly eliminates fluids from the table
• when not in use, folds easily and can stand on end for easy storage

$1917.00 ea

80” L x 30” W x 38-1/2” H
max load - 600 lbs.

FERNO® MODEL 103 COMBINATION OPERATING TABLE
• multi-purpose table is ideal for embalming, transfer and dressing
• ends adjust independently from 32” to 38” for individual working height

and drainage
• durable, rigid stainless steel top, convex surface and deep troughs for

no-splash drainage
• six-inch wheels lock to keep table stationary while in use

$1772.00 ea

80” L x 30” W x 38” H
max load - 600 lbs.

PROVENT 7000 DISPOSABLE GOWNS
• durable liquid barrier 
• extended length
• Velcro neck closure, wrap around 

front ties, and knit cuffs

S-XL 30/cs $133.00 cs
2XL 30/cs $147.00 cs
3XL 30/cs $156.00 cs
4XL 30/cs $162.00 cs

Master of your own Domain, 
or Slave?

By Kevin W. Montroy

 If you think you own and control your fi rm’s website address, 
you’d better check again. 
 Your website address, or what’s called a “domain” in today’s 
rapidly changing Internet world, is almost as important as your 
fi rm’s address in your local community. It will continue to be-
come more and more important as more and more people turn 
to the Internet looking for information about funerals. 
 But, just as you go to register your fi rm’s Internet ad-
dress, you quickly realize it’s gone! It has been taken by 

Kevin W. Montroy

another fi rm with the same 
name, a disgruntled former 
employee, or your competi-
tor down the street. 
 For others who thought 
they had done everything 
right when purchasing their 
fi rm’s domain, they quickly 
discover that the domain is 
registered to the owner of 
the website developer they 
hired or the legal name of 
their website hosting fi rm. 
 Sadly, this has become 
common practice with some 
of the large website provid-
ers as well as a number of the 

smaller ones. Th ese fi rms register the client’s domain name 
in their own name in order to create a ‘hostage’ situation if 
the funeral home ever considers moving to another website 
provider. At a time when most website companies are here 
today and gone tomorrow, the practice becomes a ticking 
time bomb for funeral homes. 
 Another tactic employed by website companies is to try and 
block anyone they view as a competitive threat to them from 
reaching you. Th ey do this without your knowledge or ap-
proval but the result is the same; they strip you of the right to 
control your own domain. 
 So how do you know if your fi rm’s website address has 
been hijacked? 
 Th e fi rst thing you need to do is to check the registration. 
 A great site to check this out is located at http://whois-
search.com. Enter your domain name in the search box CONTINUED ON PAGE A31

and you will be provided with all of the registration infor-
mation related to the domain. Th is will produce a record 
showing the legal registrant, when it was fi rst registered, 
and when it is set to renew. 
 If you are not listed as the registered owner, it’s best to take 
immediate action. However, it is not recommended that you 
engage the registrant yourself. Contract a reputable third party 
fi rm that specializes in Internet matters and allow them to act 
on your behalf to attempt to change the records. 
 Th e Internet provides funeral homes an opportunity to bet-

ter serve their families and communities by allowing them to 
off er a convenient, informative portal about funerals, options 
and costs. Surveys indicate that the public is having a greater 
sense of trustworthiness with fi rms that provide this informa-
tion online. With the advent of new Integrated Web Systems 
(IWS) that off er complete self administration at very aff ord-
able prices, the barrier of entry to the World Wide Web for 
any size fi rm has been removed. But, even the best website so-
lution can fail without the right domain name strategy. 
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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

 

 Cremation Trays (5 sizes) 
 Shipping Containers – ATA Certified 
 Universal Casket Inserts 
 Temporary Cremains Containers 
 Rollers, Blocks & Bags 
 Caskets & Urns 
 Polypropylene Burial Vaults & Graveliners 
 Crematory Equipment 

For the important products that 
death care industries depend on. 

Call Now to Order 
800-664-8365 
 

www.necremation.com 

 

Insurance Assignments have your cash flow tied up? 

C&J FINANCIAL, LLC can HELP! 
C&J’s FAST FUNDING program is your answer to eliminating the 

hassle and cash flow delay in processing insurance death claims. 

Fast Funding Benefits
Reduce administrative costs 

Eliminate accounts receivable 
Funding within 24 hours of verification 

Death Certificate not required prior to funding 
Beneficiary cash advances available 

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

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

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

CJ
F$

175 Jester Parkway
Rainbow City, AL 35906

fastfunding@securitynational.com

SCI Second Quarter 
Results Reported

Continued fr om Page A12
while incorporating the be-
loved, historic furniture of 
many of Long Island’s ear-
lier families,” says Ken Sr. 
“Our lovely Long Island is 
a treasure-trove of history; 
we wanted to showcase a 
respect for this history by 
featuring these one-of-a-
kind pieces throughout our 
facility. Th e furniture that 
was once enjoyed by Long 
Island families will be avail-
able to be appreciated once 
again. Notwithstanding is 
the fact that saving so many 
of these signifi cant pieces 
from Long Island’s landfi lls, 
is another way that we feel 
good about “going green,” 
as we have furnished our 
funeral home with these 
signifi cant historic furnish-
ings. Through the use of 
these furniture pieces, we 
save forests and fuel while 
helping to recycle and pre-
serve our Long Island heri-
tage!”
 Each chapel will also have 
its own courtyard, making 
ours the only such facility 
of its kind in New York. 
“Our families have told us 
over the years that having a 
private, outdoor space for 
mourners to gather is im-
portant to them; we made 
sure to make that happen,” 
says Ken Jr. 
 Betty and Kerry are es-
pecial ly excited about 
the building’s Children’s 
Room. “As a former teach-
er, Mom is thrilled to de-
sign this space with input 
from many local teach-
ers and administrators es-
pecially for the children 
of our community,” says 
Kerry. “We’re also working 
with artists from a wonder-
ful non-profi t organization 
called Splashes of Hope, 
which designs hand-paint-
ed murals for children’s 
hospitals and other medi-
cal settings. Th eir work is 
so beautiful; we asked them 
to create murals that will 
refl ect the beauty of our 
area, and that will bring a 
sense of serenity for all who 
see them.” Th e room will 
also include educational 
toys and books to keep the 
youngest children occu-
pied, Betty adds. 
 Additionally, artists’ and 
students’ own artwork will 
be featured in the Commu-
nity Gallery area, in honor 
of all the families the Ma-
hers have been privileged 
to serve. “We raised our 
family in St. James, and we 
all continue to live in this 
wonderful community to 
this day,” says Betty. “Many 
of the children I taught are 
now grown up, raising fam-
ilies of their own here, so 
our connections run very 
deep.”
 Kerry will continue the 
tradition she started at the 
original location of the St. 
James Funeral Home on 
Route 25A: a personal-
ized, hand-made Memory 
Book that allows loved ones 
to fi nd accurate names and 
dates of their family mem-

Family Values, Modern Conveniences on Long Island

HOUSTON,TX— Service Corporation International
(NYSE: SCI), has released results for the second quarter 
2009. Tom Ryan, the Company’s President and Chief Ex-
ecutive Offi  cer, commented on the second quarter of 2009: 
“We are very pleased with our solid operational results this 
quarter, which were better than expected and refl ect the ac-
tions we’ve taken to mitigate the economic and near-term 
pressures on our business. We also benefi ted from positive 
developments in the external environment, including a 
rebound in the fi nancial markets and an improvement in 
consumer confi dence. Cash fl ow performance continues 
to be strong and we have been actively deleveraging our 
capital structure, retiring more than $100 million of debt 
in the fi rst half of 2009. Our solid fi nancial position and 
healthy cash fl ow outlook provide us the fl exibility to pur-
sue opportunities to invest in the long-term growth of our 
business and to return value to our shareholders.”
 Service Corporation International, headquartered in 
Houston, Texas, is North America’s leading provider of 
deathcare products and services. At June 30, 2009, they 
owned and operated 1,264 funeral homes and 365 cem-
eteries (of which 207 are combination locations) in 43 
states, eight Canadian provinces, the District of Columbia 
and Puerto Rico. Th rough these businesses, they market 
the Dignity Memorial brand. For the complete second 
quarter results or for more information about Service Cor-
poration International, please visit www.sci-corp.com. For 
more information about Dignity Memorial, please visit 
www.dignitymemorial.com.

closed circuit presentations 
throughout our building. 
 The new building will 
feature diff erent chapels of 
varying sizes. Th is unique 
architectural design will 

allow for ultimate com-
fort whether a family re-
quests a smaller, more in-
timate space or a more 
open area. “Each chapel is 
also designed individually, 

bers. “It’s another form of 
memory that each family 
can keep with them always,” 
she says. “It’s so comforting 
for them to discover their 
family information.” Th is 
popular book feature has 
become a well-used resource 
for many families’ genealog-
ical research endeavors. We 
are quite pleased to assist 
families with their personal 
history. 
 Ken Jr. is quick to sing the 
praises of the new building’s 
architect, Marc Mancini. 
“His design is serene, peace-
ful and modern all at the 
same time,” says Ken, “Our 
goal is, as always, to com-
bine the traditions that 
are so important to people 
while at the same time cre-
ating a facility that off ers 
every modern convenience; 
wherever you turn, a Maher 
will be there to help.”
 Mancini’s designs also 
took into account another 
of the family’s goals: To cre-
ate a “green” building that 
utilizes the most energy-
effi  cient, environmentally 
friendly materials. “We’re 
committed to preserving 
not only our community’s 
environment, but that of 
our entire planet,” says Ken 
Sr. “We incorporated fea-
tures such as eco-friendly 
windows with low-e glass; 
safe insulation that saves 
energy; and low and non-
VOC paints and carpeting, 
so we’re preventing the re-
lease of unhealthy emissions 
into the air.”
 Th e new building is the 
culmination of more than 
two years of planning for 
Ken, Betty, and their chil-
dren Kerry and Ken Jr. Still, 
the joy of preparing for the 
opening is bittersweet for 
the Mahers, since their el-
dest daughter, Aelysche, is 
not here to be part of the 
exciting event. Aelysche, a 
licensed NYS Elementary 
Teacher and licensed NYS 
Funeral Director died in 
October 2007 at the age of 
31 years.
 “My sister was involved 
from day one in the plan-
ning and dreaming of this 
new building,” says Kerry, a 
board member of the Nas-
sau-Suff olk Funeral Direc-
tors Association, as well as 
a board member of the St. 
James Chamber of Com-
merce. “When we poured 
the foundation for the site, 
we included family photos, 
a shamrock to honor our 
heritage, an American Flag 
pin for our beloved Coun-
try and all of our hand-
prints, including a special 
set for Aelysche. We know 
her spirit is with us every 
step of the way.”
 Th e Mahers are now in the 
planning stages for hosting 
a Community Welcome 
Day at their new building. 
News concerning this event 
will be published in the near 
future. All are welcome and 
encouraged to visit and wit-
ness this newest Home for 
Funerals.
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THE FAN MAN, INC.

 Fans   Calendars   Urns
Register   Books   Dresses

Advertising Specialties

John Mannion

“WHATEVER YOU NEED”

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

www.iccfasupplylink.com
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endless ideas

It is more important than ever to wisely plan your ad 
campaign so you get the most bang for your buck. To 
elevate your marketing and advertising effectiveness, 
you need a Strategic Marketing Plan from adfinity.

The Strategic Marketing Plan will include your 
goals as a business, a complete marketing situation 
analysis including a review of your geographic and 
demographic markets and your competition, and 

will identify key strategies and objectives for ensuring 
your unique brand proposition is at the forefront of 
all advertising and communications. The fee for the 

Strategic Marketing Plan is $3,750, or for $5,000 adfinity 
will also include a Media Plan detailing specifically how 
to allocate your media spending for the upcoming year.

Call today to plan your strategy!

 The Strategic
     Marketing Plan

Three tips to a successful ad campaign:
               plan, stay on message
                           and spend smart. 

 

 Here are a series of helpful tips. 
 Make every eff ort to purchase the domain that matches your 
fi rm’s name, brand, or “the way you answer your phone”. In-
tuitively, this is what people will expect your domain name to 
be. Any other name can lead to an expensive uphill battle to 
educate the public diff erently. 
 Always try to acquire the “.com” extension because of its uni-
versality. Extended families and friends from around the world 
will be the ones looking to off er words of sympathy and sup-
port to the family at a time they need it most. Th e .com exten-
sion after your domain name is also perceived as professional; 
most will believe that you were forward thinking enough to 
acquire it years ago. 
 Domains can be purchased online from one of the many 
domain registry companies. Th e pricing can range from 
$10-$75 for the fi rst year but be aware that your domain 
must be renewed on the anniversary each year. Many com-
panies now off er multiple year registrations of up to 15 
years while others off er automatic domain renewal services 
so you never need to worry about your renewal slipping 
through the cracks. Be careful not to fall into the trap of 
choosing the cheapest company; there are usually strings 
attached. If you have done your homework and selected 
the best, professional solution for your website, speak to 
them about registering your domain as well since some will 
include that service as part of your website purchase. 
 Make sure you check the registration record of your domain 
name regularly to ensure that you (or your fi rm) are the legally 
registered owner of the domain. 
 Regrettably, if another fi rm with the same name already owns 
the .com extension, you are probably out of luck. You can try 
an alternative extension such as .org /.net /.us, however you 
always run the risk of visitors and potential families trying the 
.com extension fi rst. A number of registrars off er a “backorder” 
service which allows you fi rst rights to purchase the domain 
in the event that the current owner does not renew or lets the 
renewal slip through the cracks. 
 Sadly, there is very little you can do under current domain 
regulations if a disgruntled employee, a less than scrupu-
lous competitor, or website developer has purchased your 
domain and registered it in their own name. Unless the 
name of your fi rm has a registered Trademark, it probably 
will be diffi  cult to get it back. If this happens, you will 
more than likely be held hostage for money to buy it back 

Master of your own Domain, or Slave? Continued fr om Page A29

or run the risk of them publishing a less than fl attering 
website under your fi rm’s domain name. 
 Keep in mind that you can have multiple domains all point-
ing to the same website. If the name of your fi rm is lengthy, 
you might also want to consider purchasing a shorter version 
for use with e-mail and with death notice insertions. As long 
as you have the main one for search engines, the second one 
can almost be anything. 
 Your domain name is also a critical component to higher 
search engine rankings. For example, if someone types in the 
actual name of your funeral home, your search engine rank-
ings will be very high, if not number one, because of the 
matched keywords. By the same token, if someone searches 
for “funeral homes in Smithville” and you acquired the do-
main www.SmithvilleFuneralHomes.com and pointed that 
domain to your fi rm’s website, you would be the top match. 
Having multiple domains pointing at the same site can be a 
powerful strategy. 
 If you build it, it doesn’t necessarily mean they will come. 
Once you own your fi rm’s domain and have a profession-
al, functional website ready to go live, make sure that your 
domain name is advertised on every piece of newly printed 
stationery and any ad you run. You must help educate your 
public about your fi rm’s website address and provide them 
with real information, services and conveniences when they 
get there. Once you establish that connection, there is an 
endless number of new services you can launch on the web 
to help increase potential business. 
 Make sure your fi rm’s domain is listed at the bottom of every 
death notice. Th is will provide you with powerful promotional 
tools that highlight the incredible service you off er your griev-
ing families through an effi  cient Online Condolence feature. 
 Bottom line – if you haven’t already purchased your fi rm’s 
domain name, it is wise to do so immediately. You do not have 
to have a website in place in order to purchase the domain but 
it’s a wise investment to secure the future of your fi rm on the 
Internet. Th anks to relatively low costs, it is no longer a luxury 
to have a professional and interactive online service and it has 
become an integral component of funeral “service” expected 
by the public and the families we serve. “Controlling your own 
domain” has never had such a signifi cant meaning. 
 Kevin W. Montroy, a licensed funeral director in Canada, is  President 
and CEO of FrontRunner Professional. For more information, please 
feel free to contact FrontRunner at 1-866-748-3625 or online at www.
FrontrunnerProfessional.com.
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Bachman, Kulik & Reinsmith Funeral Home
1629 W Hamilton St.
Allen  PA  18102

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

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

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

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

Boardman-Smith Funeral Chapel
800 South Grand Ave W
Spring  eld  IL  62704
www.boardman-smith.net
bsfc@sringnet.com
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SMITH FUNERAL HOME
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Simon 
Cemetery & Memorial Park
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MONIS FUNERAL SERVICE
TRADE SHIPPING

We Ship Anywhere
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Your Town, Ohio 99999 
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Copy Today
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$75
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• A complete line of coordinated stationery

• Smooth grained bonded leather book cover available 
in your choice of Blue, Black, and Burgundy

• Cover features elegant gold foil and embossed filigree border 

• Gold foil filigree accents on book spine for added detail

• Expertly designed two color parchment interior 

• Uplifting poetry featured throughout

Acknowledgement and Service Folder

Also available: Prayer Cards, Bookmarks, and Box Sets.

Leather Collection

The

Closed: 8.25'' x 11.5''

Record life’s final chapter with traditional elegance 
and provide a lasting tribute for generations to come…

Promo Code: 7884

www.messengerline.com800-827-5151

 

Continued fr om Page A24
their loved one before cremation they re-
spond with “Well mom’s had cancer for 
the past year and she’s lost a lot of weight 
and looks really frail. We do not want to 
see her like that since she has suffered 
so much.” Perhaps the death was tra-
gic and they have been told by the cor-
oner or hospital staff that it would not 
be possible to view them. By educating 
this family about what we may be able 
to do, we possibly and often do change 
their minds. We need to take the time 
to explain to them that we have the ca-
pability to often restore their mother or 
family member to a much more peaceful 
likeness of their past self. We need to tell 
them that cancer is a brutal disease, and 
we understand that they went through 
a lot of suffering; however, it is our 
profession that can give back to them 
some peace and dignity that such a dis-
ease took away. Explain to them that we 
have specially trained staff that can assist 
them so that that dignified person they 
once knew can resemble more of their 
past self. If the death was a tragic loss due 
to an accident, often families are told 

Th e Arranging Director

CONTINUED ON PAGE A34
by outside professions or 
friends that you do not or 
cannot see them. Remem-
ber this, you the director/
embalmer are the true 
death care professionals 
of your community. Fam-
ilies have come to you be-
cause they look at you for 
the answers, so make sure 
you give them the right 
one. Explain to the family 
that more cases than not, 
a tragic accident, whether 
by way of auto accident 
or even a gunshot are ca-
pable of being restored 
and viewable. 
 Not  long ago I  was 
speaking to a funeral dir-
ector from another fu-
neral home and he was 
explaining to me that he 
had arranged a funeral for 
a young woman who was 
killed in a car accident. He 
went on to explain that it 
was going to be a closed 
casket because the family 
had been told by the lo-
cal coroner that it was not 
possible to view her be-
cause of the injuries she 
sustained. When I asked 
him just how bad the in-
juries were, he told me he 
had no idea because the 
body was still at the ME 
office. The director went 
on to tell me he would 
take a look at it later and 
see what could be done 
but he did not think they 
could do much. When 
I offered my services to 
him should they not be 
comfortable handling the 
preparation and recon-
struction of this young 
woman it was blown off 
with a quick response of 
“we’ll handle it.” 
 In a situation like this 
do you think this director 
gave this family a true pro-
fessional opinion on the 
possibilities of what could 
be done for this family? 
Do you think he was act-
ing in the best interest of 

the family he was serving? If that was 
your family in this circumstance would 
you want this director? Currently, there 
are lawsuits in the USA against funeral 
homes because the family was told that 
their loved one could not be embalmed 
and /or restored because the injuries 
were too severe. If you are uncomfort-
able handling a difficult case or doing 
reconstruction because it’s beyond your 
professional capabilities, families have 
the right to have you hire a specialist in 
that area to come in and prepare those 
remains for you. Do not let your ego or 
pride step between you and what’s right 
for this family should they want to view. 
I don’t know what ever happened in this 
case with the director I was talking to, 
but I hope he did the right thing for this 
family because they deserve that clos-
ure.
 When someone goes missing or there is 
a tragic accident we have to think of what 
is the first objective the rescue team at-
tempts to do. It is to recover the human 
body. Hopefully, they are alive but even 

Visit our all new Website!   New Look!   Expanded Features!   Improved Online Directories!
W W W. N O M I S P U B L I C A T I O N S . C O M
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Th e Arranging Director

CONTINUED ON PAGE A35

after all hope of finding survivors they still continue 
their search. They do this because the significance of 
this body retrieval is critical not only for investigation-
al purposes but to allow that family closure. The old 
saying “seeing is believing” is often true in such cases. 
Families can continue through their grief process by 
knowing their loved one has been found and by view-
ing them. We must not take that opportunity away as 
directors or embalmers.
 Remember, we all started in this profession to help 
the families we serve. This profession truly is a calling 
and a gift. That gift is in our own professional know-
ledge, a gift we can pass on to our families and to our 
communities. The next time you are with a family and 
they don’t wish to view or want an immediate crema-
tion, ask them, why, and explain all the options, and 
reasons why we have those option. I guarantee that 
your family will be delightfully informed and could 
possibly change their mind.
 Below is a brief letter that was written to sit in your 
arrangement room. It allows the family something to 
read and make them think about what their decision 
will be. It’s informative and may even bring some ques-
tions to you the director. Remember, you are the pro-
fessional, give them that professional answer.

THE LOSS OF A LOVED ONE
 The death of a family member is by far one of the 
most traumatic, life altering experiences a family will 
ever be confronted with. Whether it is your father, 
mother, brother, sister, or a parent’s worst nightmare, 
their child; this day will change your family forever. 

 When a death occurs in a 
family there is a great deal 
of confusion and uncer-
tainty about what needs 
to be done to honour the 
life of your loved one. 
Family and friends, busi-
ness associates, and neigh-
bours, will all begin to 
grieve this death in their 
own way. Despite every-
one else this is your time, 
for you and your family 
to not only grieve but to 
make very difficult deci-
sions about what needs 
to be done involving your 
local funeral home. These 
difficult decisions will 
however help you, your 
family and friends begin 
the process of working 
through the grief. Ac-
cepting the reality of the 
loss of your loved one is 
often assisted by viewing 
your family member at a 
funeral home or church.
 Whether you choose 
burial or cremation as 
a final disposition for 
your loved one, the deci-
sion whether to view the 
body or leave the casket 
closed may be the most 
difficult. Medical inter-
vention and life support 
mechanisms often create 
drastic physical changes 
to the appearance of the 
facial features. In some 
situations the abnormal 
appearance is to the de-
gree that they no longer 
resemble their past self. 
If the death is due to a 
motor vehicle or other 
tragic event families may 
assume that viewing is 
not possible. Occasion-
ally family members are 
ill informed by law en-
forcement agencies, cor-
oners or physicians that 
viewing is not advisable. 
Families may fear the un-
known regarding the ap-
pearance of their loved 
one. Rather than relying 
on the recommendations 

To Place Your Classifi ed Ad 
Call 1-800-321-7479 or visit www.nomispublications.com
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(800) 331-6270
www.theoutlookgroup.com

Education and Training through
The Academy

Pre-Need Program
Enhancement Services

Human Resource Services

Pre-Need Mentoring Programs

Marketing Programs

Let Us Help

You Find

The Right Solution!

THE OUTLOOK GROUP, INC.
Funeral Service Solutions
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Over the past 70 years Kelco  
has developed a series of quality  

brands to aid in all aspects of  
the deathcare industry:

Kelco Supply Company is your  
comprehensive source, committed  
to providing quality products and  

superior customer service. 
 

In our role as a supplier our main goal  
is to form a partnership with our clients  

to help them, help those who have  
called upon them in their time of need. 

All stocked merchandise is shipped  
within twenty four hours of placement.  

We strive to keep our pricing competitive 
and continuously research the ever  

changing deathcare industry to provide 
clients with the best possible products  
to aid them in building a prosperous  

and successful business. 

Kelco Supply Company has been serving 
the deathcare profession since 1939.  

Our mission is not to just maintain,  
but to improve and evolve with the  

changes that lie ahead; to continue  
to serve every client with the  

highest quality, most up to date  
products and the accomplished,  

prompt service they deserve.
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70
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Th e Arranging Director

of these individuals a careful consulta-
tion with a funeral professional should 
be considered. Your local funeral home 
may employ an embalmer that special-
izes in post mortem reconstructive sur-
gery to allow for open casket viewing. 
 Viewing your family member is the 
most important and personalized aspect 
of a funeral ritual. It is not uncommon 
to hear people who have attended closed 
casket funerals make comments like “I 
can’t believe they died, it doesn’t seem 
real” often this is due to uncertainty in 
their own minds. They are uncertain be-
cause they have not had the opportunity 
to visualize. They know the death has oc-
curred but something inside their mind 
doesn’t want to believe it. We need to 
remember one fact and that is “seeing is 
believing”. When a child goes missing or 
a tragic disaster occurs what is the first 
thing that authorities attempt to do? 
Recovery of the human body is always 
the first priority, alive or dead. This is 

tures through reconstructive techniques. 
In severe cases a procedure referred to 
as post mortem surgical reconstruction 
may be necessary. In some situations 
this may exceed the skill set of your lo-
cal embalmer. In situations like this you 
may request your local funeral home to 
contact an outside embalmer that spe-
cializes in these skills. 
 You have chosen your local funeral 
home in most cases because of one rea-
son...TRUST....you trust the establish-
ment to handle and care for your loved 
one in the most professional manner 
possible. You know they will do every-
thing they can to assist you in hon-
ouring your family member’s life. Ask 
your funeral director during your fu-
neral arrangements about viewing your 
loved one before cremation or burial. 
 Karl D. Wenzel, CFSP, is an Embalmer, Certifi ed 
Funeral Service Practitioner, and Post Mortem 
Reconstructive Specialist. He is FNA Canadian 
Ambassador and a member of the Board of Directors 
for the American Society of Embalmers.

because reality of a death 
is often confirmed in the 
mind by seeing the body. 
It is comforting and ne-
cessary to have a period of 
time to adjust to the fact 
that your loved one has 
died. We need this time 
to say our good-byes face 
to face. Family members 
and friends need a time 
to begin the transition 
from their life with the 
loved one into their new 
life that is now without 
the presence of their loved 
one. Open casket viewing 
can be valuable to help 
families begin this transi-
tion during the grieving 
process. 
 For most families this 
will be their first time 
arranging a funeral for 
a family member. What 
they may not know is that 
even following a lengthy 
i l lness or a traumatic 
death an open casket or 
private family viewing is 
often possible. In such 
cases a professional em-
balmer may need to re-
store lost or damaged fea-
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. Velvet Bags

. Burial Markers

Forever Pets
1-888-450-7727
FREE Wholesale Catalog
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Family owned and operated
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Whitman Burial Vault Company hosts 
a day of learning for FINE Mortuary 
College Students

NEWSNEWSEducational

FINE Mortuary College announces 
Dean’s List for the Summer 2009 Term

WHITMAN,MA— Whitman Burial Vault
owners Mark Donovan and Bruce Delle 
Chiaie hosted a “Day of Learning” at their 
manufacturing facility for the FINE Mor-
tuary College.
 FINE students, teachers and the dean vis-
ited the vault manufacturing facility, where 
they got a hands-on experience of how burial 
vaults are produced. Students were shown 
the step by step process, from the very begin-
ning raw material phase all the way through 
to a completed, ready for delivery vault.
 Students were shown the various levels of 
protection off ered in today’s burial vaults. 

Whitman Burial Vault manufactures Tri-
gard lined burial vaults. Trigard had autho-
rized Whitman to award a $250 scholarship 
to a student who could answer a question 
on one of Trigard’s newest vaults, Th e Ae-
gean. David Comeau knew that the Ae-
gean off ered three layers of protection to 
the casket, and he was awarded the schol-
arship.
 Th e day ended with a luncheon and all 
in attendance received a travel bag that not 
only contained promotional items but an 
entire Whitman Burial Vault catalog of all 
the burial vaults available to them.

FINE Students at Whitman Burial Vault

NORWOOD,MA— FINE 
Mortuary College, LLC: 
A Private Two Year College, 
located at 150 Kerry Place 
in Norwood, is proud to an-
nounce the Dean’s List for 
the Summer 2009 Term.

Susan Burke, Mark Rob-
inson and Fred Gifford

made High Honors as full 
time students. Bethany An-
tunes, Lindsey Ballard, 
John Gentile, Marguerite 
Gustafson, Louis Heb-
belinck II, Robert Iannot-
ti, and Timothy Keefe all 
earned Honors as full time 
students.

Brian Folsom is a part-
time student who earned 
High-Honors. Part-time 
students who made Hon-
ors are: Tara Berriault, 
Autumn Cardello, John 
C l o u g h e r t y ,  D a v i d 
Comeau, Amanda Des-

marais, Katelyn Estes, Jef-
frey Gigliello, Bruce Har-
ris, Jacqueline Iacovelli, 
Kathleen Jackman, James 
Joyce, David Kelleher, 
Rose Kelly, Lee Lavoie, 
Joey Lovell, Virginia Mar-
tin, Th omas Mayo, Th om-
as McNamara, Christine 
Miller, Angelo Nardolillo, 
Jeff rey Remick, Heather 
Rivard, Jonathan Spag-
nolo, Joseph Stevens and 
Christopher Voccia.
 FINE congratulates all our 
FINEst students for their 
tremendous achievement.
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New England Licensed Funeral Directors at the First Annual Alumni Dinner. (L to R) Standing: Andrew 
Florent, Donna Arthur, Glenn Burlamachi and Patrick Driscoll. Seated: Joseph McDonough. 

NEWSNEWSEducational
CONTINUED

FINE holds First Annual Alumni Dinner

Three FINEst Alums. (L to R) Veronica Houston, Danielle (Cleary) 
Reale and Richard “Cosmo” Snyder.

Craig J. Lacouture, LFD, ’03, speaks for the FINE Alums at the First 
Annual Alumni Dinner.

Two FINE Classmates. (L to R) Glenn Burlamachi and Manolito 
“Manny” Diaz meet at FINE’s fi rst alumni dinner.

NORWOOD,MA— FINE 
Mortuary College, LLC: 
A Private Two Year Col-
lege held its First Annu-
al Alumni Dinner at the 
Chateau Restaurant in 
Norwood in July. Repre-
sentative members of near-
ly every class were present 
at the wonderfully relaxing 
and fun evening. 

Glenn D. Burlamachi, 
LFD ’04, Coordination of 
Alumni Events, and owner 
of the Concord Funeral 
Home in Concord, MA was 
master of ceremony. Craig 
J. Lacouture, LFD ’03, 
owner of the Menard Fu-
neral Home in Woonsock-
et and Manville, RI, gave 
the benediction and spoke 
on behalf of the alumni. 
Susan E. Burke, ’09, from 
Marblehead, MA, spoke 
for the class graduating this 
year. Finally, Jacqueline C. 
Iacovelli, Project manag-
er and HR Administrator 
and an Apprentice Funeral 
Director at the Dyer-Lake 
Funeral Home in North 

Attleboro, MA spoke for 
the undergraduates. James 
N. Earle, LFD ’98 associ-
ated with the Douglas & 
Johnson Funeral Home
in Salem, NH was award-

ed a FINE cap since he had 
traveled from his home in 
Maine to come to the event 
and was the oldest gradu-
ate in attendance. Danielle 
(Clearly) Reale, LFD ’08 
was awarded the raffl  e prize 
of a pair of tickets to the 
Body Revealed exhibit at 
Foxwoods Resort Casino. 

 Glenn announced that 
an offi  cial alumni repre-
sentative will be appoint-
ed and hopefully each will 
host the Alumni Dinner 
each year. Th at way FINE 
Alumni from all New Eng-
land states will eventually 
have the event very near to 
their home. 
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 For more information contact Colin at: 
1-866-851-5809

E-mail colin@webcastingcentral.com
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YOU’LL NEED
         MORE OF THESE!

AAMI provides Unique 
Degree Options: 
12-Month, Full-Time 
Accelerated Program 
and Part-Time Online 
Program

PITTSBURGH,PA— Students from Pittsburgh Insti-
tute of Mortuary Science (PIMS) class #139, recently 
visited and toured the Reynoldsville Casket Compa-
ny plant. As part of their Professional Seminar Series 
course, the students were invited to Reynoldsville by 

NEWSNEWSEducational
CONTINUED

PIMS announces 
Scholarship Recipients 

PITTSBURGH,PA— Pittsburgh Institute of Mortuary 
Science (PIMS) is happy to announce that 14 students 
were recently awarded the Pittsburgh Institute of Mortu-
ary Science Scholarship. Th e recipients were selected for 
the scholarship through the American Board of Funeral 
Service Education (ABFSE) scholarship committee with 
each student receiving $1,500. Th e students were selected 
as a result of their academic standing and other criteria 
as determined by ABFSE. Th e scholarship recipients are: 

PIMS Students tour Reynoldsville Casket Company Plant

PIMS Class 139 at Reynoldsville Casket Company Rusty Meyers answers a question from Kim BakerRon George discusses Reynoldsville’s custom embroidering

Mr. Wayne Jackson, president of Reynoldsville Cas-
ket Company and the program was delivered by Mr. 
Rusty Meyers, VP of Reynoldsville. The students 
were afforded the opportunity to learn about Reyn-
oldsville’s marketing concepts, sales techniques, and 
production. Additionally, they toured the plant where 
they saw caskets being manufactured from raw steel. 
Concluding the program and tour, Reynoldsville Cas-
ket Company staff, specifically Judy Vandervort, sup-
plied lunch for the students before they returned to 
Pittsburgh. PIMS is grateful to Reynoldsville for their 
continued support of funeral service education.
 Additional PIMS speakers this term are: Pennsylva-
nia State Board of Funeral Directors; Donatelli Me-
morials (Pittsburgh Cremation Service); Mr. Er-
nie Heffner; Western Pennsylvania Funeral Directors 
Convention; Kathleen Berry - Wilbert Burial Vault 
Company; U.S Airways-Inman Nationwide Ship-
ping; Dave Beck-Clark Vault Company; Eugene 
Ogrodnik-PIMS; Eileen Carlins-SIDS Alliance of 
Pittsburgh; Wallace Miller-Somerset County Coro-
ner; Center for Organ Recovery and Education; and 
The Caring Place.

Ron Healey

Chontel Harris of Pitts-
burgh, PA, Rachel Dwyer
of Dillsburg, PA, Alisha 
Guckes of West Home-
stead, PA, Jennifer Keopka
of Erie, PA, Emily Fecek of 
Erie, PA, Joseph Kramer of 
Verona, PA, Tonya Jenkins
of Homestead, PA, Timo-
thy Sullivan of Frackville, 
PA, Matthew McVicker
of Johnstown, PA, Kim-
berly Baker of Salem, OH 
, Kelsey Carlisle of New 
Philadelphia, OH, Alison 
Crist of Chambersburg, 
PA, Terry Whittington of Montgomery, WV, and Sho-
shaughna Jenkins of Columbus, OH. 
 In addition, Ron Healey of Connoquenessing, PA was 
recently awarded the Pennsylvania Funeral Directors Asso-
ciation (PFDA) Scholarship. Ron, a student in class #139 
scheduled to graduate in September, was selected by PFDA 
as this year’s recipient. PIMS is grateful to PFDA for their 
support of funeral service education.

NEW YORK,NY— Ameri-
can Academy McAllis-
ter Institute (AAMI) is 
experiencing record en-
rollments due, in part, 
to its efforts to provide 
aspiring funeral direc-
tors with alternative de-
gree program formats and 
timelines. 
 AAMI’s goal is to of-
fer its degree program 
with the options neces-
sary to fit the busy lives 
of adults.
 AAMI’s current enroll-
ment is 230 students, 30 
percent higher than its 
previous high of 161 stu-
dents in 1996.
 Students choosing to 
pursue their degree full-
time in the accelerated 
program on the AAMI 
campus in  New York 
City may enroll in the 
16-month program if 
they have not earned pre-
vious college credits or 
the 12-month program if 
they have completed the 
12 credits of the General 
Education requirement 

through previous college 
courses. Students in the 
16-month program be-
gin their studies in Sep-
tember while those in 
the 12-month program 
may start in September 
or January. 
 The newest option avail-
able to students is the 
Online Program which 
provides much more flex-
ibility in taking courses 
and which can be tailored 
to each student’s unique 
needs. While students on 
campus study full-time, 
AAMI’s Online Program 
allows students to take up 
to 14 credits per semester. 
Students studying online 
complete their studies 
in 20 to 48 months, de-
pending on the number 
of credits taken each se-
mester and the number of 
transfer credits received. 
On average, online stu-
dents who are employed 
full or part-time com-
plete their degree in 36 
months. AAMI currently 

CONTINUED ON PAGE A39
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Triple H Company
P.O. Box 5790

Ventura, CA 93005-0790
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Fax (805) 650-6444

www.triplehcompany.com
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Cemetery, Crematory and Mausoleum Supply Since 1950

• Plastic Mausoleum 
Vases & Holders.

• Less Expensive 
Zinc Ring Available

• 8”, 5 1/2” or 4”
• Bronze, Gold or

Verde Green.
• Over 150 Varieties

& Options.

• Solid Jewelers Bronze 
Mausoleum Vases & Holders

• Gold, Oxidized and Nickel Finishes.
• Over 400 Varieties and Options Available

Dozens of Options
Available

Sizes up to 260 cubic inches.

◆ Tongue & Groove 
Connections

◆ Green Velour Lined
◆ Strongest Urn Vault 

of its Kind

®

®

®

Peace White

3.5” x 6” x 9”
4.5” x 7” x 8.75”

ULTRA
Flip-Top

Plastic 
Urn

“Bronze Color”
or Gray

U.S. Patent No. 
D-319910

®
Vases

Empire
Design

Princess
Design

Sheet Bronze
Urns

5 Sizes
Dozens of

Styles

®

Infant & Child Plastic UrnsInfant & Child Plastic Urns

32, 78 & 125 Cubic Inches32, 78 & 125 Cubic Inches

Antique Gold
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Owens Funeral Home hosts Training 
Seminar by Matt Smith

NEWSNEWSEducational
CONTINUED

Chris Lawson attends Training Session

ALEXANDRIA,IN— Mike Owens of the Ow-
ens Funeral Homes invited Matt Smith of 
Frigid Fluid Co. to give a technical training 
seminar on pleasant expression – Creating the 
Smile. Mr. Owens is a past President of the In-
diana Funeral Directors Association and is very 
dedicated to serving his community in the 
very best way. Mr. Owens understands that 
serving his families sometimes comes in the 

(L to R) Back Row: Mike Owens, Larry Scott, and Chris Lawson. Front Row: Len Saunders, Mike 
Keller, and Amanda Swinford.

(L to R) Chris Lawson and Matt Smith

OXFORD,MI— Matt Smith
of Frigid Fluid Co. host-
ed a six-day embalming/
Power Point training ses-
sion. Chris Lawson of Al-
exandria, IN came to Ox-
ford and learned techniques 
to help turn the “frown” 
that is commonly seen on 
bodies, upside down. 
 His six days and fi ve com-
fortable nights included 
nearly 3,000 square feet of 
privacy, internet, projec-
tor screen TV, room and 
board, jet skiing, a one year 
membership to the Ameri-
can Society of Embalmers, 

six hours of Power Point 
Presentations, work and 
fun. He observed several 
embalmings and assisted 
in several other cases. Chris 
received specifi c hands on 
training with feature set-
ting, feature building, hair 
restoration, autopsy cases, 
cosmetics, dressing and 
casketing. 
 Matt Smith is eager to 
train embalmers of all levels 
of expertise. For more in-
formation on training with 
Matt please call 866-774-
4746 or email msmith@
frigidfl uidco.com.

form of extensive training above and beyond 
the normal day to day hands-on training that 
is done in the funeral home. Mr. Owens has 
also made it possible for all that attended to 
become members of the American Society of 
Embalmers. If you would like more informa-
tion on Matt’s technical training or the ASE 
please contact Matt Smith at 866-774-4746 
or email him at msmith@frigidfl uidco.com.

enrolls 196 students in 
the Online Program. 
 The onl ine students 
continue to maintain a 
very high pass rate on 
the National Board Exam 
with 33 of  34 (97%) 
online students having 
passed the NBE since 
2007.
 AAMI students have 
cited the ability to com-
plete an Associate Degree 
in less than 2 years as a 
major factor in their de-
cision to attend AAMI. 
In addition to the time-
line for completing the 
degree, students say that 
AAMI’s reputation for 
quality, the high pass 
rate of AAMI graduates 
on the National Board 
Exams and the alterna-
tive formats, campus or 
online, are their prima-
ry reasons for choosing 
AAMI. For enrollment 
information call (866) 
932-2264 or visit www.
funeraleducation.org.

AAMI 
provides 
Unique 
Degree 
Options: 
12-Month, 
Full-Time 
and Part-
Time Online 
Programs

Continued fr om Page A38
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NFDA Policy Board elects 
Ennis, Mortimore to 
Executive Board
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The NFDA Policy Board elected Jzyk S. Ennis, MPA, CFSP (Right), 
and Mark Mortimore, to serve as at-large representatives to the 
NFDA Executive Board.

BROOKFIELD,WI— Th e National Funeral Directors 
Association (NFDA) Policy Board met on July 25 in 
Branson, MO, and elected Jzyk S. Ennis, MPA, CFSP, 
of Ridout’s Trussville Chapel in Birmingham, AL, and 
Mark Mortimore of Mortimore Funeral Home in Th er-
mopolis, WY, to serve as at-large representatives to the 
Executive Board. Th ey will begin their two-year terms of 
service immediately following the NFDA International 
Convention & Expo, October 25-28 in Boston.

Frigid Fluid sponsors 
ACCFA Speaker

CONTINUED ON PAGE A44

(L to R) Tony Garcia, Frigid Fluid Co. Sales Rep, Bill Addison, 
James DeCastro, and Matt Smith, Frigid Fluid Co.

SCOTTSDALE,AZ— Matt 
Smith of Frigid Fluid Co. 
was invited to speak at the 
Arizona Cemetery, Crema-
tion  and Funeral Associa-
tion State Convention to 
a group of funeral direc-
tors and embalmers from 
Phoenix and surround-
ing cities on the topic of 
Pleasant Expression and 
Creating the “SMILE.” 
Th e funeral directors and 
embalmers received 1 CE 
hour with Matt’s semi-
nar and learned new tech-
niques to close the mouth 
and set the features to give 
a symmetrical look that in-
cludes a slight smile, doing 

away with the most com-
mon unpleasant “frown.”
 Matt is available to speak 
and train at your associa-
tions or privately at your 
funeral home. If you have 
any question on any topic 
concerning the seminars 
or societies please con-
tact Matt Smith and he 
can guide you in the right 
direction. Tony Garcia
of Frigid Fluid Co. also 
gives training seminars on 
lowering devices and trav-
els to cemeteries across 
the country. Matt can be 
reached at msmith@frigid-
fl uidco.com or toll free at 
866-774-4746.

NFDA’S CONVENTION & EXPO 
OFFERS YOU MORE, COSTS YOU LESS!

GET REGISTERED! 
www.nfda.org/boston2009 
800-228-6332

All-new workshop topics, including 
formaldehyde’s fate, practical solutions to 
raise revenues and decrease expenses, 
green funerals and cremation with viewing 
and ritual.
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S
!

NEW
IDEAS

GET 
CONNECTED

SAVE
$$$$

INCREASE

ROI

Up to 43% lower registration fees!

Hotel rates starting at $140!

Largest funeral service Expo filled with the 
newest products and services!

Visit our all new Website! New Look!
Expanded Features! Improved Online Directories!

W W W. N O M I S P U B L I C AT I O N S . C O M



Page A41 SEPTEMBER 2009 FUNERAL HOME & CEMETERY NEWS S ec ti on  A

 

MAILING ADDRESS 
Name _______________________________________________________________

Address _____________________________________________________________

____________________________________________________________________

City  ________________________________________________________________

State  __________________________________  Zip  _________________________

Phone  ______________________________________________________________

Ordered by __________________________________________________________

SHIPPING ADDRESS - IF DIFFERENT 
(must have physical address for UPS shipping)

Name _______________________________________________________________

Address _____________________________________________________________

____________________________________________________________________

City  ________________________________________________________________

State  __________________________________  Zip  _________________________

Phone ______________________________________________________________

Ship to ATTN: ________________________________________________________

PAYMENT INFORMATION
 Check      Money Order  

 MasterCard      Visa      American Express      Discover

Card # ______________________________________________________________

Exp. Date ____________________________________________________________

Signature ____________________________________________________________
(Required on Credit Card orders)

RETURN TO
Nomis Publications, Inc., PO Box 5159, Youngstown OH 44514

phone 800-321-7479   fax 800-321-9040   www.nomispublications.com

2010 FUNERAL HOME & CEMETERY DIRECTORY 
 (Quantity Discounts on orders of 10 or more - Call for pricing)

 QTY TOTAL

_______ 2010 STANDARD SIZE (8.5" x 11") $125.00 ea.  . . . . . . . . . . . . . . . . . . . $ ___________

_______ 2010 POCKET SIZE (5" x 7") $85.00 ea. . . . . . . . . . . . . . . . . . . . . . . . . . $ ___________

2010 BUYER’S GUIDE

_______ $40.00 - without The Funeral Home & Cemetery Directory . . . . . . . . . . . $ ___________

_______ $30.00 - with The Funeral Home & Cemetery Directory  . . . . . . . . . . . . . $ ___________

TEDDY BEARS 

_______ I Love My Funeral Director Bear $11.95 ea  . . . . . . . . . . . . . . . . . . . . . . . $  ___________

SUB TOTAL  $  ___________

 Up to $40.00 add $5.00
 $41.00 – $85.00 add $8.00
 $86.00 – $150.00 add $9.00
  $151.00 – $215.00 add $10.00
  $216.00 –  $300.00 add $11.00
 Over $300.00 add $15.00

 Shipping / Handling $ ____________

 (Ohio only - Sales Tax) $ ____________

FUNERAL HOME & CEMETERY NEWS
_______1 Year (12 issues) $20.00 . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . . .$ ____________

_______First Class 1 Year (12 issues) $40.00 . . . . . . . . . . . . . . . . . . . . . . . . . . . .$ ____________

_______Canada/Mexico 1 Year (12 issues) $50.00 . . . . . . . . . . . . . . . . . . . . . . . .$ ____________

GRAND TOTAL $ ____________

P O  B o x  5 15 9     Yo u n g s t o w n  O H  4 4 514     8 0 0 . 3 21 . 74 7 9     f a x  8 0 0 . 3 21 . 9 0 4 0 
i n f o @ n o m i s p u b l i c a t i o n s . c o m    w w w . n o m i s p u b l i c a t i o n s . c o m 

Previously published as The National Yellow Book of Funeral Directors,
Cemetery Directory and Catalog of Funeral Home and Cemetery Supplies

2010 EDITIONS — ORDER TODAY!
Publication Date November 2009

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

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

U.S. Daily Papers including websites & email addresses

Funeral Service Education Programs

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

U.S. Funeral Homes

U.S. Cemeteries

Populations; State Boards; Air Shipping Points

Where to Get Certifi ed Certifi cates

Canadian Funeral Homes and Daily Papers

International Funeral Homes
Consulates and Shipping Regulations

Trade Service Companies

Veterans Affairs Facilities

U.S. Daily Papers including websites & email addresses $4000
ONLY

$3000
ONLY

Without The Funeral Home
& Cemetery Directory

With The Funeral Home
& Cemetery Directory

$12500
ONLY

$8500
ONLYPOCKET SIZE

  (5” x 7”)  

STANDARD SIZE
  (8½” x 11”)  



Page A42 SEPTEMBER 2009FUNERAL HOME & CEMETERY NEWS S ec ti on  A

Do you 
really need 
to place ID tags 
inside the 
cremation 
chamber?

Probably not!

Consecutively 
numbered 
brass tags                13¢ or less each 

Low-cost Cremation I.D. Tags
L. PRICER COMPANY

Still using expensive 
steel cremation tags?
 SHAME 
ON YOU!

P.O. Box 2034 • Healdsburg, CA 95448
Email: k.pricer@comcast.net

Web Page: http://home.comcast.net/~lpricer

Phone: 707-473-0319       Fax: 707-473-0270

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

 

Networking at the PFDA 
Convention 

Annual Meeting of Selected Independent Funeral 
Homes offers fresh, innovative Approach

NEWSNEWSAssociation
CONTINUED

DEERFIELD,IL— Selected Independent Funeral Homes
has announced the lineup of speakers and study session 
presentations for its 91st Annual Meeting, to be held Oc-
tober 7-10 at the Hard Rock Hotel in San Diego, CA. In 
addition to the vibrant city, dynamic hotel, and numer-
ous social and networking opportunities at this meeting; 
unique and timely informational presentations and idea-
exchange sessions are scheduled.
 New for Selected’s Annual Meeting agenda this year is an 
opening session keynote address by author and humorist 
Ross Schafer who has spent the last fi fteen years focusing 
on the subjects of customer service and motivation. His 
latest books, Th e Customer Shouts Back! and Customer 
Empathy, explore today’s rapidly changing customer and 
a younger workforce.
 During a special panel discussion, NextGen Speaks: Tech-
nology and Funeral Service, four participants in Selected’s 
NextGen group will discuss their fi rms’ use of Internet tech-
nologies, social networking media and selection room virtu-
alization. Th ey also will discuss what the future may hold for 
the profession in terms of technology.
 Another timely session will take a look how Everest Funeral 
Package, LLC is positioning itself to make a major impact 
on the funeral profession. During this members-only session, 
Everest co-founder and president Mark Duff ey will explain 
the specifi cs of the services his company provides and respond 
to questions during a candid interview segment.

Christopher Mursau of Smart & Associates will discuss 
Topgrading: Building a Winning Team. He will outline the 
key aspects of Topgrading, a highly eff ective method used 
to hire, coach and retain “A” players. Participants will learn 
to identify common pitfalls and how to institutionalize the 
Topgrading approach.
 Th e Myth of Multitasking: How ‘Doing It All’ Gets 
Nothing Done will be the subject of a study session pre-
sented by time management expert Dave Crenshaw of 

Th e Nashville Group. He will explain why multitasking 
is a false concept and show how to create a new and real-
istic plan for using time more effi  ciently.
 Author and management consultant Greg Giesen will 
present an engaging session entitled Ask Dr. Mac: Answers 
to Top Employee and Management Concerns in which he 
will off er advice on the issues that are holding fi rms back 
from realizing their full potential.

Dr. Louis Gamino, PhD, ABPP, FT of Scott & White 
Medical Center will present Th e Role Funerals Play in Adap-
tive Grieving: A Clinical Psychologist’s Perspective. He will 
use case anecdotes and his personal experiences as a clinical 
psychologist specializing in bereavement work to discuss re-
search fi ndings supporting the concept that funeral partici-
pation off ers positive benefi ts.
 Additional sessions will include:

Kubler-Ross Forty Years Later: Changes in Our Under-• 
standing of Bereavement
Assessing Insurance Risk in a “Down” Economy• 
Serving Unique Groups In Your Community• 
Cremation: Best Practices in Customer Service and Sales• 
Checking the Crystal Ball: What’s the Future of Em-• 
balming
Cremation and More: Ideas and Lessons Learned in New • 
Zealand

 More information about the 2009 Annual Meeting of Se-
lected Independent Funeral Homes can be found at www.
selectedfuneralhomes.org.
 Selected Independent Funeral Homes was founded in 
1917 and is the world’s oldest and largest association of 
independently owned funeral homes. Th e association ac-
tively promotes the use of best practices by its members 
in providing consumers with reliable information and the 
fi nest care available.

HERSHEY,PA— At the most recent annual Pennsylvania 
Funeral Directors Association convention in Hershey, 
the turnout was terrifi c and the networking opportuni-
ties were abundant. Th ere was a great deal of interaction 
between the suppliers and the association members as well 
as between the suppliers themselves. Todd Hanson, Sales 
Manager at Cooperative Funeral Fund, Inc. (seen on the 
motorcycle) and Ron Mlinarchik, Funeral Director As-
sistant at Harris Funeral Home in Johnstown, PA, have 
some fun in the exhibit hall. Ron also represents Tomb-
stone Hearse of Bedford PA, providers of the motorcycle 
hearse seen on display. 

To Place Your Classifi ed Ad 

FUNERAL HOME & 
CEMETERY NEWS

Classifi eds 
Online

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

www.nomispublications.com
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Uncle Harry :

“I’LL VISIT  PARIS 
IF IT ’S T HE LAST
T HING I DO!”

IT  WAS.

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

Unfortunately for Uncle Harry, seeing the Eiffel Tower was a
heart-stopping experience. Fortunately for his family, for one
low price, Inman Shipping Worldwide was there to handle
all the details of getting Uncle Harry back home. 

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

Inman’s exclusive
Trans-Containaire™
shipping unit.

®

®

 

 
PREMIUM MORTUARY 

PRODUCTS, INC.
PLAINFIELD, CONNECTICUT

800-624-9461 • 800-537-8338

FAX 860-564-1272 

WHITE SOFT COVER REGISTER BOOKSWHITE SOFT COVER REGISTER BOOKS
GOLD PRAYING HANDSGOLD PRAYING HANDS ..... .....2525 @ $3.56 ea / 50$3.56 ea / 50 @ $3.05 ea / 100$3.05 ea / 100 @ 2.74 ea2.74 ea

FUNERAL FLAGS “HOPKINS BRAND”FUNERAL FLAGS “HOPKINS BRAND”....................................................................$129.50 dozen$129.50 dozen

PAPER/BLUE PLASTIC DISPOSABLE SHEETSPAPER/BLUE PLASTIC DISPOSABLE SHEETS .......................... ..........................cs 50 $49.95cs 50 $49.95

REDNECK 3 WAY G.E. MOGUL BASE BULBSREDNECK 3 WAY G.E. MOGUL BASE BULBS ................................ ................................$13.95 ea$13.95 ea

OVERHEAD COSMETIC BULBS OVERHEAD COSMETIC BULBS 
PINK OR BLUEPINK OR BLUE ............................ ............................150 watts $19.95 ea / 65 watts $17.95 ea150 watts $19.95 ea / 65 watts $17.95 ea

CRUCIFIXES #LO510 10” BRONZE CORPUS/BRASS CROSSCRUCIFIXES #LO510 10” BRONZE CORPUS/BRASS CROSS .... ....$69.95 dozen$69.95 dozen

SCALPEL BLADES #22SCALPEL BLADES #22 ................................................. .................................................box 100 @ $49.95box 100 @ $49.95

LADIES LACE GLOVES PINK, BLUE OR WHITELADIES LACE GLOVES PINK, BLUE OR WHITE ....................... .......................$35.00 dozen$35.00 dozen

WHITE COTTON RIBBED PALLBEARER GLOVES WITH SNAPSWHITE COTTON RIBBED PALLBEARER GLOVES WITH SNAPS......$29.95 dozen$29.95 dozen

WHITE LIGHT WEIGHT COTTON PALLBEARER GLOVESWHITE LIGHT WEIGHT COTTON PALLBEARER GLOVES ........ ........$12.95 dozen$12.95 dozen
 BUY 12 DOZEN GET A DOZEN FREEBUY 12 DOZEN GET A DOZEN FREE

WHITE DISPOSABLE POUCHES WITH CENTER ZIP 5MILWHITE DISPOSABLE POUCHES WITH CENTER ZIP 5MIL ............... ...............$8.95 ea$8.95 ea

NEWSNEWSAssociation
CONTINUED

NFDA Urges FTC to 
Strengthen Funeral 
Rule Following Burr Oak 
Cemetery Tragedy

NFDA International 
Convention & Expo 
ranked among 50 fastest 
growing tradeshows in 
North America

growth in the number of ex-
hibitors and square footage 
of exhibit space purchased 
by exhibitors over a three-
year period. From 2006 
to 2008, the NFDA In-
ternational Convention & 
Expo experienced consid-
erable growth – the num-
ber of exhibitors increased 
6.9%, and the space pur-
chased by exhibitors in-
creased 21.6%.
 NFDA hosts the world’s 
largest annual funeral ser-
vice convention and exhi-
bition, which attracts the 
profession’s leading suppli-
ers. Many exhibitors debut 
new products and services 
at NFDA’s Expo, giving fu-
neral professionals the op-
portunity to be the fi rst in 
their community to off er 
these options to the fami-
lies they serve.
 Th e 2009 NFDA Inter-
national Convention & 
Expo will take place Oc-
tober 25-28 at the Bos-
ton Convention & Exhi-
bition Center in Boston, 
MA. A limited amount of 
space in the NFDA Expo 
hall is still available. Sup-
plier representatives who 
want to learn how they 
can participate in the Expo 
should visit www.nfda.
org/boston2009 (click on 
“Exhibitors”) or call 800-
228-6332 for more infor-
mation.
 Funeral service profession-
als who wish to attend the 
gathering should visit www.
nfda.org/boston2009 or 
call 800-228-6332 for more 
information or to register.
 NFDA is the world’s lead-
ing funeral service associa-
tion, serving 19,000 indi-
vidual members who rep-
resent more than 10,200 
funeral homes in the Unit-
ed States and internation-
ally. From its headquarters 
in Brookfi eld, WI, and its 
Advocacy Division offi  ce in 
Washington, DC, NFDA 
informs, educates and ad-
vocates to help members 
enhance the quality of ser-
vice they provide to fami-
lies. For more information, 
visit www.nfda.org. 

BROOKFIELD,WI— Th e National Funeral Directors 
Association (NFDA) International Convention & Expo 
has been recognized by Tradeshow Week® magazine as 
one of the fastest growing tradeshows in the United 
States and Canada.
 According to the publisher’s letter informing NFDA 
of this accomplishment, the association’s premier annual 
event is now among “an elite group of recipients of the in-
dustry’s most prestigious award.” NFDA will be offi  cially 
honored, along with the other “Fastest 50” award winners, 
at a recognition gala on November 14 in Houston, TX.
 Tradeshow Week, the global exhibition industry news 
magazine, has sponsored the “Fastest 50” awards for the 
past seven years. Award winners are determined based on 

BROOKFIELD,WI— Th e National Funeral Directors As-
sociation (NFDA) called on offi  cials at the Federal Trade 
Commission (FTC) to extend the Funeral Rule, the fed-
eral regulations governing the nation’s funeral homes, to 
cover all sellers of deathcare goods and services.
 In a letter to FTC Chairman Jon Leibowitz, NFDA CEO 
Christine Pepper, CAE, reiterated the association’s call for 
increased consumer protection under the Funeral Rule. 
Over the past 20 years, NFDA has been joined by consumer 
groups, such as AARP, in repeatedly petitioning the FTC to 
expand the Funeral Rule to cover all sellers of funeral goods 
and services, including cemeteries and crematories.
 In her letter, Pepper states: “Any time the government 
extends regulations over sellers in an industry or pro-
fession, it has the effect of curtailing the opportuni-

CONTINUED ON PAGE A44

Customize Your Direct Mail Program
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Visit our NEW website www.gburnscorp.com 

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

NEWSNEWSAssociation
CONTINUED

NFDA sponsors Mobile Museum of Funeral Customs

Continued fr om Page A43

NFDA Urges FTC to Strengthen 
Funeral Rule Following Burr 
Oak Cemetery Tragedy
ty for abuse. If a seller is 
not licensed, not inspect-
ed and not regulated by 
federal, state or local gov-
ernments, it operates in a 
free-for-all world where 
there is no accountability 
for any transgression…
NFDA, AARP and other 
organizations have doc-
umented the harm that 
consumers have experi-
enced…The FTC has re-
fused to even investigate 
these complaints by ar-

NFDA Policy Board elects Ennis, 
Mortimore to Executive Board

Continued fr om Page A40
 Ennis has more than 20 
years of experience in fu-
neral service as both a li-
censed funeral director and 
embalmer, and a mortuary 
science educator. He has a 
broad range of service and 
leadership experience on 
the national, state and lo-
cal levels. Ennis currently 
serves as Alabama’s repre-
sentative on the NFDA 
Policy Board, has served 
on NFDA’s Professional 
Development Committee 
since 2007, and is a regular 
participant in NFDA Advo-
cacy, Leadership and Con-
vention activities. Ennis is 
the past president of the Al-
abama Funeral Directors As-
sociation (AFDA) and served 
in every elected position on 
the AFDA board, as well as 
a director of District IV and 
on various committees.
 Ennis earned a Bachelor of 
Science degree in business 
administration/marketing 

BROOKFIELD,WI— Th e Na-
tional Funeral Directors 
Association (NFDA) an-
nounced its sponsorship of 

John F. Kennedy’s rider-
less horse – empty boots 
reversed in the saddle 
– trotting briskly in his 

Refl ections: The American Funeral provides 
public and practitioners with deeper 

understanding of funeral and mourning customs.

CONTINUED ON PAGE A45

from Auburn University, an 
associate degree in funeral 
service education from Jef-
ferson State Community Col-
lege, and a master’s degree 
in public administration 
from the University of Ala-
bama at Birmingham. He is 
a Certifi ed Funeral Service 
Practitioner and a member 
of the Alabama SMORT 
team.
 Mortimore is a third-
generation funeral director 
with 23 years of experience 
in funeral service and is ac-
tively involved in his profes-
sion on the national, state 
and local levels. He cur-
rently serves as Wyoming’s 
representative to the NFDA 
Policy Board, and was a 
past member of the NFDA 
Advocacy Committee and 
past NFDA Political Action 
Committee representative 
for Wyoming. Mortimore is 
a past member of the Wyo-
ming Funeral Directors Asso-

ciation Board of Directors, 
and served as the organi-
zation’s secretary/treasurer. 
He has served as the depu-
ty coroner of Hot Springs 
County since 1996.
 Mortimore earned an as-
sociate degree in business 
from the University of Wy-
oming – Central Wyoming 
College and a mortuary sci-
ence degree from the San 
Francisco College of Mortu-
ary Science.
 Ennis and Mortimore will 
replace current NFDA At-
large Representatives R. 
Bryant Hightower, CFSP, 
of Martin & Hightower 
Funeral Home in Car-
rolton, GA, and Robert 
“Bob” Rosson Jr., CFSP, 
CPC, of Waller Funer-
al Home in Oxford, MS, 
who will complete their 
terms in October. Rosson 
is a declared candidate for 
the position of secretary on 
NFDA’s Executive Board.

guing (without any sup-
port or evidence) that the 
practices are not pervasive 
throughout the indus-
try. As a result, cemetery 
and crematory consumers 
continue to suffer from 
these reoccurring scan-
dals.”
 This letter comes on the 
heels of the events sur-
rounding Burr Oak Cem-
etery in Alsip, IL. In July, 
Illinois authorities and the 
FBI launched an investi-

gation into the illegal ex-
humation of hundreds of 
bodies that were allegedly 
dumped in a mass grave so 
that cemetery plots could 
be resold. Authorities re-
port that thousands of the 
dead remain unaccounted 
for by their families.
 To read the letter sent to 
the FTC by NFDA in its 
entirety, please visit: http://
www.n fda .o rg / index .
php/funeral-profession/
newsevts/1838?task=view. 

try’s veterans and the more 
than three million Ameri-
cans buried in our national 
cemeteries.
“Glory, Glory Hallelu-• 
jah” showcases President 

Refl ections: Th e American Funeral, a mobile museum de-
signed to educate and inspire both the public and funeral ser-
vice professionals about American funeral customs and the 
caregivers who attend to those in mourning.
 Th is historical perspective on funeral customs and traditions 
is spread throughout 1,000 square feet of thoughtful display ar-
eas, beginning with Native American burial mounds and end-
ing with the diverse rituals practiced across the country today. 
Stories are brought to life through dynamic graphics, original 
artifacts and replicas, and multi-media at nearly a dozen ex-
hibit stations, including:

Th e Abraham Lincoln exhibit, which features a reproduc-• 
tion of Lincoln’s casket and traces the slain president’s nearly 
three-week funeral procession. Scholars cite Lincoln’s 1865 
funeral as the birth of modern funeral service.
“Arlington National Cemetery,” which honors our coun-• 

funeral procession, as well as civil rights pioneer Rosa 
Parks, the fi rst woman to lie in state at the Capitol Ro-
tunda in our nation’s capital.

 Said NFDA CEO Christine Pepper, CAE, about the asso-
ciation’s sponsorship of Refl ections, “Our support of Refl ec-
tions provides a powerful platform for inspiring careers within 
funeral service, off ers continuing education for funeral service 
professionals, and will enlighten the public on the valuable 
role that industry professionals play in helping the living both 
mourn and honor their loved ones.”
 “We created this mobile experience to communicate the 
valuable role of funeral professionals and their commitment 
to the needs of families during times of sorrow,” said Harry 
Kurtz, president of MRA, a leading experiential event produc-
er. “Th ere are intriguing stories of funeral practices throughout 
the centuries; this exhibit educates people on those stories and 
enables them to connect to the universal human experience 
of death. Th e displays on Arlington and fallen public-safety 
offi  cers move people to tears.”
 Refl ections: Th e American Funeral has been touring across 
the United States since summer 2008, stopping at state cap-

ATTENTION
ASSOCIATIONS
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PO Box 5159, Youngstown, OH 44514 • Fax (800)321-9040
press_releases@nomispublications.com

We welcome news of the industry. 
Send us information on your association today!

FUNERAL HOME & 
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Merchandising tool.

Visual reference.

Consumer guide.

Educational resource.

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

An indispensable tool for funeral  
professionals, the consumer focus  
of the catalog helps educate families  
about cremation and illustrates the  
importance of tribute in celebrating  
a life and coping with grief.

There may be other cremation  
product catalogs available, but why  
settle for imitation? It’s about choices.  
Cremation Choices.

To receive your  
complimentary copy,  
contact your local Wilbert 
Licensee or email your  
request to more-info@ 
wilbertinc.com.

Exclusively by

Wilbert, the Wilbert script logo, Cremation Choices, and the Cremation Choices logo are trademarks or
registered trademarks of Wilbert Funeral Services, Inc. © Copyright 2009 by Wilbert Funeral Services, Inc. 

All rights reserved.   ADV-09010540 Sept09-FHCnews

NEWSNEWSAssociation
CONTINUED

NFDA’s sponsorship of Refl ections: The American Funeral, a 1,000-square-foot mobile museum, 
will help educate and inspire both the public and funeral service professionals about American fu-
neral customs and the caregivers who attend to those in mourning.

Within the Refl ections mobile museum, visitors can gain an historical perspective on funeral cus-
toms and traditions through dynamic graphics, original artifacts and replicas, and multi-media at 
nearly a dozen exhibit stations.

itols, universities, veteran 
events, mortuary schools, 
funeral homes and industry 
conventions. During Janu-
ary’s presidential inaugura-
tion celebrations, both Ar-
lington National Cemetery
in Washington, DC, and Fort 
McHenry National Monu-
ment and Historic Shrine in 
Baltimore, MD, hosted this 
mobile museum.
 A visit to Refl ections is ap-
proved for .1 (one hour) of 
continuing education credit 
by the Academy of Profes-
sional Funeral Service Prac-
tice and some state boards. 
Licensed funeral service pro-
fessionals should check with 
their state licensing board be-
forehand regarding credit.
 Please visit www.refl ection-
saft.com for more informa-
tion, including photographs, 
video and a current schedule 
of upcoming events nation-
wide, including an appear-
ance during NFDA’s Interna-
tional Convention & Expo in 
Boston, MA, on October 25, 
2009.
 NFDA is the world’s lead-
ing funeral service associa-
tion, serving 19,000 individ-
ual members who represent 
more than 10,200 funeral 
homes in the United States 
and internationally. From its 
headquarters in Brookfi eld, 
WI, and its Advocacy offi  ce in 
Washington, DC, NFDA in-
forms, educates and advocates 
to help members enhance the 
quality of service they provide 
to families. For more infor-
mation, visit www.nfda.org.
 MRA, Inc. is a leader in mo-
bile exhibit and event market-
ing, specializing in the custom 
design, build, vehicle sales and 
leasing, tour equipment and 
logistics management services 
for the experiential marketing 
and exhibiting needs of muse-
ums and many Fortune 1000 
fi rms either directly or in asso-
ciation with leading agencies 
and exhibit builders world-
wide. Contact Heidi Korte at 
MRA, Inc., at 800-676-3520 
or visit www.goMRA.com for 
more information.

NFDA sponsors Mobile Museum of Funeral Customs Continued fr om Page A44
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PRINT-A-PLATE L.L.C.
AMERICAN PATENT PENDING

TIRED OF THE OLD WAYS? READY FOR SOMETHING NEW?
Let Print-A-Plate modernize your method of making plates for urns, caskets, grave markers, and vaults.

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

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

1-888-663-6050
www.printaplate.com

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

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

The Power of a Personal Touch

NOW 
INTRODUCING

OUR NEW
BRONZE CASKET PLATE

All plates available 
in your choice of 

GOLD OR SILVER

EUGENE PAUL “GENE” AMOS of Shawnee, KS died July 
24, 2009 at the age of 78. His father founded the E. Paul 
Amos Funeral Home in 1946, and Gene joined the fi rm 
in 1952 after graduating from Kansas City College of Mor-
tuary Science. He was Past President and member of both 
the Kansas Funeral Directors Association and the Kansas 
State Board of Embalmers. Gene was also the author of 
several books: History of Kansas Funeral Directors; Ances-
tory from A toZ, Amos, Zoll and Related Families; and he 
co-authored Tales of the Preacher and the Undertaker with 
his longtime friend, Forrest Haggard.

MARGARET L. BECKER of Struthers, OH died July 28, 2009 
at the age of 70. In 1961, she began working with her hus-
band, Dan, his father, Hazen and his aunt, Rachel at the 
former D.A. Davidson Funeral Home, which became Da-
vidson-Becker Funeral Homes in Struthers, Poland, and 
Lowellville, OH. She began by providing cosmetic and hair 
styling for deceased ladies, and later also worked in an ad-
ministrative capacity and provided all decorating services for 
the Becker Funeral Homes. In 1966, she and her husband 
founded Becker Ambulance Service, which became Gold 
Cross Ambulance and Medical Service until they sold the 
company to the Rural Metro Corporation in 1995. 
Courtesy Tri-County Funeral Directors Association, Hubbard, OH.

LUELLA SIFERD BROOKHART BROWN of Wapakoneta, 
OH died July 28, 2009 at the age of 105. Raised most of her 
life in the funeral home business by her parents, her broth-
er Ralph Siferd, and husband, Walter Brookhart, started 
Siferd and Brookhart Funeral Home in Wapakoneta. After 
her husband’s passing in 1954, she became co-owner of the 
funeral home. She sold the family-owned business in 1989 
to what is now the Bayliff  and Eley Funeral Home.

ROBERT J. BRUCKER, SR. of Newark, OH died August 1, 
2009 at the age of 84. A graduate of the Cleveland School of 
Mortuary Science, he co-founded Brucker & Kishler Funeral 
Home in 1952. He was past member of Ohio District 13 Fu-
neral Directors, Ohio Funeral Directors Association and the Na-
tional Funeral Directors Association. Th e Ohio FDA honored 
him for 50 years of funeral service to his community.

HARMON ROGER “ROD” FISHER of Fort Worth, TX died 
July 13, 2009 at the age of 81. He worked at Shannon’s 
Funeral Home and later for his brother-in-law, Marvin 
L. Wittman, Jr., at Mineral Wells Funeral Home, selling 
pre-need funerals. Later he was hired by National Prear-
ranged Services and worked in the Public Relations De-
partment for the state of Texas, where he met with funeral 
directors. He was also awarded as the 2003 Texas Funeral 
Directors Association Supplier of the Year.
Courtesy Texas Funeral Directors Association, Austin.

DORIS PETTEWAY JOHNSON of Jacksonville, NC died 
July 17, 2009 at the age of 78. She and her late husband, 
Robert, founded the Johnson Funeral Home in Jack-
sonville in 1963.  She was a licensed funeral director and 
manager from 1963 to 2009.

EDWARD B. LAUGHLIN, JR. of Mt. Lebanon, PA died 
July 17, 2009 at the age of 77. He was a funeral director 
and former owner of Laughlin Funeral Homes in Castle 
Shannon and Mt. Lebanon. He graduated from Pittsburgh 
Institute of Mortuary Science before joining the business, 
founded by his father.
Courtesy Clem’s Livery Service, Pittsburgh, PA.

DAVID C. SCHMIDT of Erie, PA died August 3, 2009 at the 
age of 62. A 1971 graduate of the San Francisco California 
College of Mortuary Science, he became a licensed Pennsyl-
vania funeral director in 1972. David had been the owner 
and operator of the Russell C. Schmidt & Son Funeral 
Home since 1980 when he purchased the business from his 
late father. He was a member of the Erie-Crawford Coun-
ty and Pennsylvania State Funeral Directors Associations as 
well as a past president (1978) and member of the Western 
Pennsylvania Funeral Directors Association.

ANTHONY J. “A.J.” SUFAK of Lawrenceville, PA died Au-
gust 2, 2009 at the age of 90. He was the owner of the 
Anthony J. Sufak Funeral Home in Lawrenceville from 
1951 to 1980. He was also a member of the Pennsylvania
and Allegheny County Funeral Directors Associations.
Courtesy Clem’s Livery Service, Pittsburgh, PA.

MYRON G. TOMBLYN of Elkins, WV died July 11, 2009 
at the age of 78. Devoted to the profession for nearly 50 
years, he graduated with honors from the Pittsburgh In-
stitute of Mortuary Science in 1959. In 1968, along with 
his late wife, Sue, he established Tomblyn Funeral Home
where he maintained an active and important role in the 
operation of the funeral home until the time of his death. 
He was an active member of the West Virginia Funeral Di-
rectors Association and was a 2002 recipient of the Charles 
E. Dodd Award Funeral Director of the Year.

diani-Gorman. He was a 
member of the California 
Funeral Directors Associa-
tion for many years. Per-
haps best known for the 
many years he shared his 
love of cooking through 
his world-wide collection 
of recipes in monthly 
contributions to the YB 
News (now the Funeral 
Home & Cemetery News) 
in “Dottie & Jack Fredi-
ani’s Recipes”.

JACK F. FREDIANI of Sonora, CA died August 3, 
2009 at the age of 85. In 1974 he established Fredi-
ani Cremation, now known as Cremation Products 
Inc., owned and operated by his daughter, Kate Fre-

Death Notices
Send obituary information to Funeral Home & Cemetery News, PO Box 5159, Youngstown, OH 44514  • Fax (800) 321-9040 • E-mail info@nomispublications.com
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If you have an Obituary  you would like
to see listed here, send information to:

FUNERAL HOME & CEMETERY NEWS
PO Box 5159, Youngstown, OH 44514

Fax 1-800-321-9040
E-mail info@nomispublications.com
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STAKMORE • P.O. Box 309 Elm Street • Owego, NY 13827

STAKMORE
The folding chair with the permanent look.

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

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

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

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

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

®

®
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