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Cedar Memorial Park Funeral Home and Cemetery

RESEARCH AND FINDINGS ) i
is all about Family

THROUGHOUT THE INDUSTRY

Funeral and Memorial Information Council
Study Shows Americans Recognize the
Importance and Value of Memorialization

The funeral industry plays a key role in helping
families through grief, and the funeral director remains
the most important partner in that process, even with
the changing dynamics faced by families today.

See Page A7

Funeral Director Licensure Study by
Funeral Service Foundation
The FSF commissioned a Recruitment and Retention

Research Project, and released a summary of the
findings concerning funeral director licensure.

See Page A22

Chapel of Memories

CEDAR RAPIDS, |IA— Families are welcomed to Cedar Me-
morial Park Funeral Home and Cemetery through beautiful
stone gates, built from indigenous limestone. Past the gates is
a world that offers a harmonious blend of nature, architecture
history and horticulture. The Linge family believes that the
cemetery and surrounding facilities are a tangjble representa-
tion of those buried there and a spiritual link to the past.
CONTINUED ON PAGE A21

New York State FDA releases Zogby Survey
on Consumer Attitudes toward Funeral
Practices and Customs
The Zogby Survey contains fresh new data that
measures the attitudes of consumers in New York
State towards numerous aspects of funerals and

memorialization in general.
See Page A34

The limestone entrance to the Cedar Memorial Campus

Jeffrey A. Naugle Funeral & Cremation Service
opens New Facility

NFDA issues research on Prep Room
Ventilation, recommendations to reduce
Health Risks with Formaldehyde Use

Ventilation has been found to be the single most
effective way to control formaldehyde vapor levels in
the preparation room, though there are no consensus
ventilation standards that apply to preparation rooms.

See Page A37

NFDA releases Results of

2010 General Price List Survey

The report provides a comprehensive picture of the
diversity of costs associated with a funeral, providing
data that breaks down services by geographic region,
size of firm and size of city/town.
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See Page A42

The Chapel at Jeffrey A. Naugle Funeral & Cremation Service

QUAKERTOWN,PA—In June 2010,
Jeff and Debbie Naugle proudly
opened the new facility of their
family owned funeral home, Jeffrey
A. Naugle Funeral & Cremation
Services. Located on roughly seven

Foneral Home and Cemetery Directory
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acres at 135 West Pumping Station
Road in Bucks County, they call it
their “Dream of a Lifetime”.

The totally modern facility sits
back from the main road in a rural
setting. Carefully landscaped with

PUBLICATIONS. INC.

ORDER
THE 2017
. EOITION

T00AY!

The Family Room

trees and various shrubberies, the
grounds immediately lend a sense
of serenity upon arrival. The fu-
neral home features a porte-cochere
to shelter visitors from inclement

CONTINUED ON PAGE A2
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HAVE YOU SEEN THESE CHILDRERN?

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

FUNERAL HOME & CEMETERY NEWS Section A4

Your Funeral Home
or Cemetery could be

Family Abduction Endangered Missing
GABRIELLA TIFEANY REID on the front cover of the
CORRO RON ;

Funeral Home &
Cemetery Directory

KEVIN
CORRO RO

ANTHONY
CORRO RON

Date of Birth: 4/20/1995
Age at Disappearance: 9 Yrs
Age Now: 15 Yrs
Sex: Female
Race: White/Hisp
Height: 4'6”
Weight: 65 Ibs
Hair: Brown
Weight: 50 Ibs Eyes: Brown Weight: 55 Ibs
Hair: Black Date Missing: 11/6/2004 Hair: Black
Eyes: Brown Missing From: San Diego, California Eyes: Black

GABRIEL CORRO
Abductor
DOB: 3/14/1965
Age Now: 45 Yrs

Age Progression to 22 Years

Date of Birth: 12/2/1987
Date Missing: 5/17/2004
Missing From: Shiprock, NM
Age at Disappearance: 16 Yrs
Age Now: 22 Yrs
Sex: Female
Race: Amer. Ind.
Height: 5°3”
Weight: 115 lbs
Hair: Black
Eyes: Brown

Date of Birth: 7/16/1999
Age at Disappearance: 5 Yrs
Age Now: 11 Yrs
Sex: Male
Race: White/Hisp
Height: 4°0”

Date of Birth: 12/31/1996
Age at Disappearance: 7 Yrs
Age Now: 13 Yrs
Sex: Male
Race: White/Hisp
Height: 4’3”

TO SUBMIT -

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

Circumstances: Anthony’s photo is
shown age-progressed to 10 years, Ga-
briella’s photo is aged to 14 years, and
Kevin’s photo is aged to 12 years. They

Circumstances: Tiffany’s photo is
shown age-progressed to 22 years.

were allegedly abducted by their father, Sex: Male She was last seen at home on May o o
Gabriel Corro. A felony warrant was Race: White/Hisp 17, 2004. Tiffany may still be in New description of your facility.
issued for the abductor on November Height: 5’8" Mexico or she may have traveled to Ari-

11, 2004. Anthony’s nickname is Tony. Weight: 175 Ibs zona or Mexico. She has a scar under SEND TO
Gabriella’s nickname is Gaby. Gabriel Hair: Black her right eye and a scar on one of her

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

may use the alias last name Ramirez. Eyes: Black arms. Tiffany’s nickname is Kay-C.

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

For more information, call Kim at 800-321-7479
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MONTHLY FEATURES

Veterans Funeral Care
is proud to announce
that the following have
joined its ever-growing
network of providers:
Dove-Sharp & Rudicel
Funeral Home, North
Vernon IN; Bishop &

(S:L?SSii]:iwedDAilisét.é ............................................................... g} g Johnson Funeral Home,
Calondar of Events. B2 Hornell NY; Smith, Bi-
ASSOCIAtION NEWS ......cvovieiiieeiiiieieiee et A32 zzell & Warner Funer-
DEANS ... A46 al Home, Gary IN and
Educational NEWS..........ccevvviiiiiieiieeeeeeeeeeeeeeeeeeeccviieees A43 Stinson Funeral Homes,
Suppliers News ............ c OLUMNs ................................ B1 Detroit ML

A Proactive Approach to Advance Funeral Planning......... A6 Estabhshed in Clear-
Changing Lives Through Laughter by Nancy Weil............ A8 water in 2000, Veterans
Cremation Issues and ANSWerS.............ccccceveiiciceiennen. A22 Funeral Care currently
\Ii?hﬂ A’ C}?eW ....... d .......................................................... ﬁig consists Of 100 Providers

icker's KroSSWOIAS ........c.ccviiuiiiiniieiiieeie e

Legal Speak by Atty Harvey | Lapin .........cccccceeviieieennnnn. A10 throughout 39 states—
Let's Chat by Kristan Dean...............ccoowvvvereereerrrnens A20 and that number con-
Memoires des choix des Jacque.........cc.covveeeveeeveeeeeenne.. A42 tinues to grow. The net-
Observations by Steven Palmer................ccccccoevvvnee. A12 work’s mission is to help
OSHA Compliance ..o, A14 funeral providers grow
The Gift of Aftercare.......... N OTICE .................................... A4 their business by offer-

ing veterans specialized
funeral services at a re-
duced cost. They are also

The FUNERAL HOME AND CEMETERY NEWS is now sent in two parts. Section A, which
includes pages A1-A48 and Section B, which contains the Classified Advertising and
consists of pages B1-B20. If you do not receive both sections please call 1-800-321-7479
or email info@nomispublications.com.

Sitting Area at the Entrance

© 2010 by Nomis Publications, Inc.

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

US & International Funeral Homes ¢ Supply Companies

ONLINE DIRECTORIES

Cemeteries * Pet Memorialization Companies
Trade Associations ¢ Plus Much More...

www.nomispublications.com

ISSN 1944-1126

endorsed by The Ameri-
can Legion of Indiana
which is their National
Headquarters.

To find out how you can
become an exclusive Vet-
erans Funeral Care licens-
ee call1-800-467-7850 or
visit www. VeteransFuner-
alCare.com.

weather and is 100% ADA accessible with wide cor-
ridors. The exterior design is reminiscent of an early
colonial period of architecture. The materials, colors
and textures are warm, soft and subtle, furthering the
sense of serenity but at the same time making a state-
ment of strength and permanency.

Entering the spacious lobby, the quiet sitting area
with nearby fireplace, main chapels, and reception
office are very welcoming. The seating area looks out

CONTINUED ON PAGE A16
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Our price will get your attention.

Our performance and service will make
you our customer.

The Classic delivers more than an attention-grabbing price. Equipped with more standard
features than other cremators in its price range, it easily outperforms larger and more costly

machines. And our around-the-clock service keeps those features in good working order.

The Classic Cremator.
Value beyond expectations.

Fuel savings as much as 50%

A more environmentally
responsible choice.

Cremation cycles are faster
— 60 to 90 minutes.

Refractory life is extended.

Model US 100

mah 370 S North Lake Blvd., Suite 1004
IEE . tion Altamonte Springs, FL 32701
quipment (31287357
G

sood for Your Business www.uscremationequipment.com

U.S. Cremation Equipment is a division of American Incinerators.
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Clrse ¥ Yo i ol . Htars Tt Speaks Chapels Fourth Annual Grief Programs
- feature Dr. William G. Hoy
: / F M —— INDEPENDENCE,MO—

To help individuals griev-
ing the loss of a loved one,
as well as their profession-
. al and private caregivers,
4 & - Speaks Family Legacy
Chapels in Independence,
MO sponsored its fourth
annual Grief Healing pro-
grams on September 21
and 22. Both presenta-
tions featured Dr. Wil-
liam G. Hoy, DMin, FT,

Casket ~ Vault SeT?MaTching Memorial Book

Cnber Styles Available ww.ugemiﬁﬁifﬁulnu.cum BO0-535-8667

Jarvis Incinerator Co., Inc.
Quality service since 1876

PO Box 1146
Lowell, MA 01853 a noted educator, profes-
—— smE T : sional counselor and au-
- P s

| SALESv SERVICEv REPAIRv SPARE PARTS v [N EERLCIECIN S SN (VU IT 2
We repair all crematory makes and models [ articles and educational

pamphlets dealing with

TE NE= g E— T o= W T T ] LS O T

Specializing in refractory brickwork. Phone: 617-957-6092 bereavement. Dr. HOy dl-
Based in Northeast = less travel . Fa‘x‘:97‘8-458-5816 rects the counseling pro- . . . “ :
and cost to you. www.jarvisincinerator.vpweb.com Over 150 professional caregivers attended Speaks Chapel’s Grief Healing Workshop.

gram of Pathway Volunteer
Hospice and provides con-

-@ _gu/aeté )‘?ejoutce %z ym(t -sz‘ezcﬂe )—Otoymm

Moonlight Memoirs
Remembering that Family and Friends are Forever

LOWER COST CREMATORY REPAIRS

Mooreuamm Mo

Maggie Mei Lewis
Illustrated by Melody Lea Lamb - Good Times Press, LLC
$14.95
Quantity/Wholesale Pricing Available

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

Mnnzz, 20/0 /Ve)d q/énemz‘[orz ﬂno&e Kook -Qammé - _q/ﬂ'z[taﬁ/[iy

www.moonlightmemoirs.com www.amazon.com 443-822-4258

SeEnp Us Your NEws!

We welcome news of the industry.

Send us information on your firm today’ (L to R) David Speaks, Brad Speaks, Dr. William Hoy and Bob Speaks.
| J IS tinuing education courses for caregivers man for the event. “While thousands of
PO Box 5159, Youngstown, OH 44514 pusLicATiONs. INC. | throughout the United States. people are faced with this kind of trage-
Fax (800)321-9040 FUNERAL HOME & “To most people, the very worst times  dy every day, many survivors cannot see
r rel nomi li ions.com CEMETERY NEWS of their life involve the death of a loved beyond their own despair, confusion, de-
press_re eases@no SpUb cations.co / one,” said David Speaks, program chair- CONTINUED ON PAGE A14

]b ( ' -~ rituals and including their loved one in their Holiday
e z 0 celebrations. You could do any of the ideas above for

approximately $1.00 to $5.00 per family and believe

Aﬁerc are me, the goodwill, word of mouth and positive public

to remember that the Holidays themselves are difficult relations you Wf’uld ac‘hleve 1s 1‘mr'nea‘sur;‘1b'le.
for all of us with all the hustle and bustle, shopping, par- The Hoh.days n thelife of a grieving 1nd1v1dua} haYe
ties and family obligations. But for those who are griev- high emotional impact and e)ftendmg your services in
ing, there is added stress because in the midst of this very @ WY that meets those emotional needs will long be
family oriented season, their family and their traditions remembered. F_[hls can‘be avery affordable a.nd suc-
have forever been changed. This is a time that you can f:essful marketmg and lmage building campaign and
reach out to those you serve as well as members of your It €an be avery simple thing to do. )
community who have experienced the death of a loved ~ YOU don’t have to spend a lot to make a good impres-
[ have just returned from Illinois where I did a train-  one. This Holiday Season, take the time to discover the ~ S!On but'you do have to care about what you are do-
ing session for grief facilitators. While I was there [was  rewards Bruce received in his career as he took his work 118 [ think that was the gift t'hat Bf uce Conley gave
given a clipping about Bruce Conley from Elburn, IL.  and compassion out to schools, churches, hospices and ~ t© m¢- ‘He taught me that doing thmgs for 'the right
Bruce was one of the pioneers in aftercare services. In homes. Funerals are not over when the body is taken to ~ T€ason1s the bes.t way to be successful in business ar'ld
fact, Bruce was one of the first funeral directors to do  the cemetery, because as you all know, “funerals are for I l{fe. Bruce Wlll. always be remembered for the life
anything for the families he served and his communi-  the living” and your greatest reward will come when you he lived and the lives he touched.
ty regarding handling the Holidays after the death of  reach out to those you serve after the funeral.
a loved one. In 1979, Bruce produced a booklet with ~ Many funeral directors find the Holiday Season pro-
readings and ideas for getting through the Holiday Sea-  vides an opportunity to touch the lives of those they serve
son. Bruce was indeed a visionary and a genuine care-  through Holiday Programs, Candle Lighting Ceremonies,
giver. He saw how the people he served hurt and how  Ornaments or Calendars. If this hasn’t been something
he could have a greater impact on their grief recovery.  you have done in the past, it is time you think about add-
Bruce often said that his work as a funeral director was  ing this kind of service to your advertising and marketing
truly a ministry and the gifts he shared with others will ~ budgets. You can get more mileage with regard to good
never be forgotten. Bruce died in September of thisyear  public relations and relationship building in your com-
but his gifts and the vision he had for helping others munity by developing some kind of Holiday outreach.
continues on. If budget is a problem as it is for many of us these days, Sherry L. Williams, RN, BA, GMS, GRS, is the president and
I remember meeting Bruce at a convention and talk-  you can do something very helpful and thoughtful for very ~ founder of New Leaf Resources a division of Sherry Williams En-

. . . . . . s . . . terprises, Inc. She was the co-founder of Accord Inc. and has been
ing with him about his work with Holiday grief issues. little expense. You could send a Holiday Greeting Card to % "= grief and bereavement training and services for the

He was a mentor for me and was instrumental in help-  all of your client families that includes a bookmark that  past twenty-two years. She has an Associate Degree in Nursing
ing me come up with the idea of doing Holiday Help  has a ritual they can create at home to honor their loved ~ from the University of Kentucky Extension Program and a Bachelor

. . . . of Arts degree in Psychology from Bellarmine College in Louisville,
Programs for funeral homes across the United States.  one. You might consider sending a small flat snowflake |\ Sherry is a nationally certified Grief Management Specialist

In addition, he talked to me about expanding the work ~ ornament in a card or letter as a tribute and way to honor  and has advanced certification as a Bereavement Facilitator from
I had done with Holiday Grief and encouraged me to  the special relationship they had with their loved one. We  the American Academy of Bereavement and is certified by the

. . . . . Grief Recovery Institute as a Grief Recovery Specialist.
write my own book about Handling Holidays and Spe-  have just created a new Holiday Brochure that can besent 72, 7 "5 00 e e - 2 speaker for nuMerous organizations in-

cial Days. So, Bruce touched many lives through his  in a standard envelope. This brochure explains why grief  cluding the National Funeral Directors Association and the Asso-
own work and through his encouraging words and sup- ~ during the Holidays seems more difficult and provides  ciation for Death Education.

port of other aftercare/family service providers. coping strategies for surviving the Holidays. In addition, Viii?eNc:lvr\} kﬁgarfe ?{Cezgir%se?naél ‘;;esr?;Wﬁigfnvzlif{erf;zgége?hccorg;{
As we enter the Holiday Season, it is very important  the brochure gives them concrete ideas for creating new  www.newleaf-resources.com T

By Sherry L. Williams
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MORTECH ¥

MANUFACTURING INC.

" CUSTOM STAINLESS STEEL CABINETS FOR YOUR FACILITY |

(800) 410-01000WWW.MORTECHMFG.COM
GREAT DEAL!

ONLY $4,899.00

" ECONOMY REFRIGERATOR 1036-R114EC

e

E, . <
| “
: URIEU
inless SLES LMBALMIN
0d D36-9 ! .

ECONOMY REFRIGERATOR 1036-R114EC

e Units ship fully assembled, simply plug it into an outlet and it is operational.
¢ All quality stucco galvanized steel construction.

e 30” wide door opening to accommodate larger cases.
e The interior is provided w/rolling racks & high density plastic storage boards.
e Add optional casters for mobility

Battery Operated Cadaver Lift
Model M678 shown w/T3627
Transfer Boards Loading into
1036-R114EC Refrigerator

Stainless Steel
Hypodermic Needles

L5 Y
Stainless Steel
Instruments

Luer Hubs with long lasting points LW5500 Scissor
20 Gauge 13 Gauge Sharpener
25 long. 810508 50 long. 87,05 2 step process sharpening, Dressing Forceps
10.0” long $8.95 ea . Clear, S - XL for 100% diamond abrasive 6.07 10NG worvrerreereres e
;g,fia“gzeos 12 Gauge Three Piece most items Only $84.00 80" long ..
e é"g" 2% 3.07long..$375 ea Sterilization Sets Plastic 10.0” long
3.5” |o$.‘.gfzs ea g:g" :3231122132 :: Solid Pan, Perforated Pan & Cover U d t ¥ - —= Scissors
4.0" long..$4.95ea 6.0” long..$6.75 ea 20.0” x 12.0” x 4”H naergarments o s Ends: Sharp-Sharp,
5.0” long...$5.75 ea Only $79 each Unionalls . $1 4.00 ea Sharp-Blunt, Blunt-Blunt
GO g D706 12.75” x 10.375” x 4"H Shirt/Jacket . . s 5.57Iong....
Only $45 each Pants .......... 6.5 long
Capri Pants Plastic Body Boards Artery Forceps
Cover_alls ..................... Set of 3 Only $ 135.00 per set Straight or Curved
Stockings......cccceveeene a .05 |
f Sleeves.......cccoveerrnnns oo 1oNng...

Disposable Headrest
Styrofoam, disposable sturdy,
head and arm rest

Hazardous

Waste Hamper

Quick and easy cleaning, durable
chrome plated frame with a metal, Headrest

foot pedal operated lid and soft  \jo|ded plastic, sturdy, reusable

rubber casters. Fits 18 in./45
cm. reusable hamper bags or 33 Only $38.00 each

gallon/124 liter disposable bags.

S

Flush Embalmin
Station Mode
1036-13

825.00 per case, 24 per case

FIND OVERSTOCK &
INTERNET ONLY SPECIALS

XPURCHASE ONLINE*
at: www.mortechmfg.com

Infant Unionalls......... $1 0.00 ea

Free ground shipping on plastic
undergarments orders over $300
Continental US ONLY

S

Post-Mortem Thread Complete
Cotton, White / Water Control Unit
e e Model 1036-1

Only $21.50 each
Polyester, White, 4 oz.

Only $10.70 each (Available in left hand

or right hand versions)

Battery Operated

M678 shown
w/T3626 SS Tray
Loading onto a

Mobile Rack

Battery Operated Cadaver Lift
shown loading w/T3603 Embalming
Tray onto a Hydraulic Carrier

Cadaver Lift Model

Premium Gloves

S - XL 10 bx/case 100/bx
(One size fits all)

Latex PF

Textured............. $76.00 case
. $8.40 box

Nitrile

Powder-Free ... $120.00 case

(Shown above) $13.25 box

7.25” long...
8.0” long....

Pall Bearer Gloves
Quality, Cuffed, White

Only $12.75, per dozen

Email us at: info@mortechmfg.com

Call us at:(800) 410-0100

Battery Operated Cadaver Lift
and 5

ier Cantilever Rack
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A Division of Gardinier Assoc., Inc.

“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

~

/

:; wzera/ CSOZII’CQ Orze. corm
Toll Free 1-888-792-9315 Email tr@funeralsourceone.com

FS1 SUPER 1000 HYDRAULIC BODY LIFT

fumml s'owwo One.com Evclusive W’m

Supports Over 1000 Ibs. of Weight

Quick Load Straps and EZ Fold Storage (takes up less space)

Best Weight to Price Comparison Available!

3 Year Mfg- =
Warranty
. 1

Includes Written Warranty

Ef’—'

-

1 Multi-Level Mortuary Cot

2 Year Mfg.
Warranty

NOVEMBER 2010

Four Steps to Funeral Home Financing Success

As a funeral home owner
you know firsthand the im-
portance of proper financ-
ing and the impact it can
have on your business’ cash
flow. Financing should be
viewed as an ongoing pro-
cess that requires at least an
annual review. Here are four

CHURCH TRUCKS &

3 COLORS SILVER, GOLD AND BRONZE

FIRST CALL EQUIPMENT
PACKAGE

- Includes the following —

Frameless Truck Drapes (10 colors to choose from).. $3 39.00

steps you can use to posi-

tion your business for long-

term financing success.

Assess where you are: As ob-
vious as this sounds, many
funeral home owners are so
focused on customer care
and day to day manage-
ment of their business that
they lose site of the broader
financial picture. Some spe-
cific questions to consider
are:

* How strong is my exist-
ing financing? Are my
rate and terms compet-
itive with the current
market? Do I have a
balloon payment com-
ing due in the next year?
Should I consider refi-
nancing?

« How strong is my cash
flow? Do I have enough
liquidity to grow my
business? Are my stafhing
and compensation levels
appropriate?

By Ken Kaplan
Build a Road Map: 1f you

are conducting annual re-
views as suggested herein, it’s
agood idea to document the
answers to your questions
and to proactively plan the
year ahead. Some businesses
maintain a formal business
plan, but simply creating an
annual plan document —ac-
tually putting your thoughts
in writing — will help you ac-
complish your goals and stay
on track.

Title the document “2010
Action Plan for XYZ Funer-
al Home”. The goal is to cre-
ate a living document that
you can refer to often in or-
der to stay focused on main-
taining stable cash flow and
complete important busi-
ness objectives. It’s a good
idea to create specific quar-
terly or annual action lists
that can be measured and
checked off as completed.

Implement Your Plan: Tak-

Hydraulic Embalming/ -

ing the time to be strategic
Operating Table

$1'548'99 Prices :‘\?;;:‘blizl ¢

What is my credit score?

Foot Pedal Control, NO HANDS!

/
Z\Xg“_‘;:ﬁs' 1 EZ Slider Transfer Patient Board

1 Zip Up Lined Mortuary Cot Pouch (Navy or Burgundy)

Please Call or Email

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

\ A Proactivz
Approac

= Nto Advance

Funeral

Planning

By Christopher Kuhnen

Is Funeral Service
a Commodity?

I recently attended a meeting of funeral home own-
ers. During the meeting one of the owners made the
following statement. “Funeral service, as we know it,
has been reduced to a commodity.”

When he made the statement my back bristled up and
I felt uncomfortable. Why would he say such a thing? As
I thought more about his statement, I wanted to try and
fully understand what he meant. I went to the Merriam-
Webster online dictionary, where I looked up the exact
definition of the word commodity.

Definition of COMMODITY
1: an economic good.
b: an article of commerce especially when delivered
for shipment.
c: a mass-produced unspecialized product.
2: something useful or valued.
3: obsolete
4: a good or service whose wide availability typically
leads to smaller profit margins and diminishes the
importance of factors (as brand name) other than
price.
5: one that is subject to ready exchange or exploitation
within a market.

Wow! A mass-produced unspecialized product! Ob-
solete! A good or service whose wide availability typi-
cally leads to smaller profit margins and diminishes
the importance of factors (as a brand name) other
than price! One that is subject to ready exchange or
exploitation within a market! Surely this does not ac-
curately describe the state of modern funeral service
today—or does it?

Let’s analyze this from the mainstream consumer’s
point of view. Are the funeral/cremation services that
funeral homes organize and conduct mass- produced?

Is one service basically just like the next with little
to no personalization? Does one casket from man-
ufacturer “A”, look pretty much like a casket from
manufacturer “B”? If you've attended one graveside
committal, have you attended them all? What is re-
ally different from one funeral home to the next? Is
it the service you provide? What really makes your
service perceptibly different and unique from what
the consumer could or would receive elsewhere?

We would all agree that funeral services are some-
thing useful and/or valued by Americans. If they
weren’t, then consumers would start cutting back
on the services they desire from us. Right?

Wait just a minute. They are cutting back from tra-
ditional services to abbreviated services. From two
days of visitation to two hours before the service.
Catholic Church masses (once an assured staple of
our profession) are now simple prayers at the funer-
al home. Cremation is steadily on the rise. Casket
stores are springing up and prospering. Discount
funeral homes are prolific and growing. Is this a pos-
sible explanation as to why funeral profit margins
have slowly been shrinking over the years? Has our
profession gotten to the point where “the bottom
line” is all that matters to those we serve? Are fu-
neral home owners being exploited by the likes of
Wal-Mart, Costco and Amazon.com? Has funeral
service been reduced to a commodity?

Is this funeral home owner right in what he said?
Is he misguided? What do you have to say? E-mail
me your thoughts and comments for publication in
a future column. ckuhnen@theoutlookgroup.com.
Let me hear from you!

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

He has 25 years experience in the field of funeral directing,
prearrangement planning and training. He also has consider-
able experience in public relations, marketing, consumer and
business to business sales. He is a trusted advisor to those in
the death care industry. As an insider into excellence Chris pro-
vides comprehensive consultation, education and positive sup-
port to funeral directors nationwide to help them coordinate
and develop their business strategies.

Christopher is a Kentucky Licensed Funeral Director, Life
Insurance Agent, Certified Preplanning Consultant (CPC), In-
Sight Institute Certified Celebrant and Certified Marketing
Specialist. He can be reached at (800) 331-6270 or ckuhnen@
theoutlookgroup.com.

Do I have business ex-
penses on my personal
credit card? Can I better
manage my spending in
order to reduce credit
card debt?

+ Is my funeral home gain-
ing or losing market
share? Are calls and prof-
itability growing, flat or
declining? Are pre-need
sales growing? Are there
new competitors in the
market?

« How long do I expect
to operate the business?
What is my exit strategy?

Determine Short Term and

Intermediate Term Needs:
The answers generated from
assessing where you are nat-
urally lead to identify where
you want to go and what
will be needed to get you
there. Ask yourself:

* Is my accounting up to
date? Are all taxes filed?
Have I reviewed my op-
erating statements?

« What major expenses
do I anticipate for the
coming year? Do I need
new equipment? Ad-
ditional staff? Property
renovations? Increased
marketing or inventory?
How will these items be
paid for?

+ Can I expand my busi-
ness or perhaps pur-
chase the property I am
leasing?

about your funeral home
operation and its financial
needs will pay huge divi-
dends. Understanding your
cash flow, knowing how
much financing you need,
when you will need it and
exactly what you need it for
positions you to implement
your plan with confidence.

You have planned your
work and now you will work
your plan. You can now
present yourself and your
financing requirements in
a professional and concise
manner when speaking with
banks and other potential
lenders. You are prepared to
respond to their document
requests and answer the
questions about your busi-
ness. You are helping them
to help you.

This simple technique will
help you avoid costly fi-
nancial surprises and guide
you towards better financial
decisions. Every year you
should review your Action
Plan from prior years as you
prepare your plan for the
coming year. The benefits
of proper financial planning
will compound over time.

It’s easy, free and smart.

K2 Commercial Finance pro-
vides free initial consultations to
funeral home owners seeking im-
proved financing options. Call
Ken Kaplan at 215-230-1885
to discuss your situation with
no cost or obligation. You can
also visit them online at www.
FuneralHomeLoan.com.

FASTER DELIVERY

CALL TODAY TO ORDER YOUR

o\ FIRST OLASS
o R

1-800-321-7479
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New FAMIC Study Shows Americans Clearly
Recognize the Importance and Value of

Memorialization
BROOKFIELD,WIl— An overwhelming majority of Ameri-

cans over the age of 40 who have attended funerals believe
that funeral and memorial services are a valuable and im-
portant part of commemorating the life of a loved one,
according to nationwide study conducted by telephone
in April by Harris Interactive on behalf of the Funeral
and Memorial Information Council (FAMIC). The sur-
vey was conducted among two key groups, Americans
age 40 and over who have attended two or more funer-
als in the last year and Americans age 20-39 who have
attended two or more funerals in the last year. Among
both groups, 95% said that funeral and memorial ser-
vices are a valuable and important part of commemorat-
ing the life of a loved one.

“This important survey demonstrates yet again that
the funeral industry plays a key role in helping families
through the grief that comes with the death of a loved
one,” FAMIC President Kaye Starnes said, “and the fu-
neral director remains the most important partner in
that process. Even with the changing dynamics faced by
families today, the funeral director plays a central role at
a critical time.”

Funerals Matter More Than Ever

A greater understanding of the value of funeral service
and a stronger recognition of the role it plays in healing
after loss was demonstrated in the 2010 results. 92%
of those 40 and older said the funeral industry provides
meaning and value to the arrangement process, an in-
crease from 86% in 2004. 95% said that the service was
helpful in paying tribute or commemorating the life of a

loved one, a 6% increase from 2004. 87% said that the
service was an important part in helping them begin the
healing process after the death of a loved one, a 9-point
increase from 2004.

Relationship with Funeral Home is Key

The 2010 Study results also demonstrate the importance
of the relationship between the consumer and the funeral
home itself. Funeral attendees are generally more com-
fortable shopping for caskets and other funeral-related
items at a funeral home and they prefer privately held
independent funeral homes over publicly held corpora-
tions. Further, where applicable, the majority of respon-
dents would use the same funeral home in the future,
and wouldn’t change anything about their own personal
funeral home experience. The funeral industry attributes
tested all had very high approval, and the highest approval
was for the most personal types of services provided by
funeral homes.

Interest in Cremation as Means of Disposition
Continues to Rise

Over a 20-year period, those who report being likely
to choose cremation for a loved one has increased by
more than 50 percent. 55% of survey respondents in-
dicated they were likely to choose cremation for a loved
one where in 1991 that number was 31%. 94% of those
most likely to choose cremation for a loved one indicated
they planned to have some sort of funeral or memorial
service to commemorate that life.

CONTINUED ON PAGE A15
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Keepsake
‘Pendant

An expansive selection
of styles and prices ;

“We've carried Madelyn Company
jewelry nearly 20 years. There’s no
reason to look elsewhere.”

—Steve Storvik, Schmidt & Bartelt
Funeral & Cremation Services

:%j
1-800-788-0807 ‘
www.madelynpendants.com

madelynco@charter.net
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Call Today
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. 1-800-321-7479

Customize Your Direct Mail Program
Database Files * Reports * Mailing Lists « Email Addresses

NOMIS

PUBLICATIONS, INC.

SOUTHLAND
MEDICAL

CORPORATION

800-959-9160
N
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-~ THICKSTER PowDER FREE

LaTex HigH Risk GLOVES
« low priced alternative for high risk procedures!

* non-sterile » ambidextrous « single-use « extended 12" cuffs
« textured * packaged 25 pr/bx in sizes M-2XL

10 bxs/cs

$85.00 cs

} 1rn| mn—-—— ‘ N
: = ﬁtwem'
PoLyMep PowDER-FREE

S— .c.ﬁi Latex GLOVES

. enhanced strength « polymer coated interior
« non-sterile « ambidextrous « single-use « beaded cuffs

SAVE TiME! GET YOUR

Beauty SuppLies Here, Too!
o u.hl!-‘-.

U

S FERNO® MobeL 24 < Mutti-Lever, ONE MAN®

November Specials

Prices Good Through Dec 20,2010
For Promo Pricing - Reference YB1110

$1,705.00 ea

G/”'*"

+ allows one person to perform retrieval « equipped w/release levers, posts, and scuff strips

+ load-end legs unfold and lock automatically when unloading cot

+ highly maneuverable in confined areas - allows portable stretcher to lie evenly in place

« includes one-inch burgundy mattress and two five-foot-long, two-piece burgundy,
quick-release restraining straps * also available w/optional sidearms and/or wheel locks

)

*77"L X 20-1/2"W; max load 400 Ibs
Ferno® MobEL 24-MiNiMAxX ¢ Heavy Duty

$2,065.00 ea

¢‘ ' / {
CREMATION TAGS,

STAINLESS STEEL dh

+ serialized * custom imprinting

« same features as model 24
= 1000 Ib. load capacity allows the handling of large bodies with ease

« true independent legs with multi-level adjustment, 6 inch wheels, dual hand controls,

and a distinguishable durable gloss-black powder-coated finish

« 77”1 x 22-3/4"W; min 14"H to max 39" H; loading height 26”; max load - 1,000 Ibs

* textured + packaged 50 pr/bx in sizes XS - XL

10 bxs/cs
‘\ PERMAGARD

,_PROTECTIVE JUMPSUIT
\« breathable microporous technology
« elastic back, wrists and ankles
» covered zipper to prevent strikethrough

$49.50 cs

/" SM-2XL 25/cs $76.00 cs
e /7 /s $79.00¢s
\ 4 'r‘ 4XL 25/cs $86.00 cs

N/

N

\Item!

|
)

w

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

Size Qty Price Qty  Price
1-1/47 | 100/bx 70.00bx 500/bx 30000 bx Ferno® MobEL 24-MAXX « Heavy Duty, ONE MAN®  $2,235.00 ea
1-1/2" 1 100/bx - 90.00bx 500/bx  380.00 bx - same features as model 24 and 24-MiniMaxx
" 4 + 77" Lx 25-1/2"W; min 14" H to max 39" H; max load - 1,000 Ibs
CARDBOARD CREMATION ROLLERS \
2"dia.x18"L 75/cs $64.00 cs* ®
(*pricing good through Nov 30, 2010 ONLY!) EETIT?%H 1'-\2 SCDIE; 87 Nﬁ?’.k}%\e’er

TEMPORARY
= ~ Prastic UrN

 suitable for the temporary storage of cremated remains
* plastic urn measures 6-1/2"W x 4-1/2"D x 8-1/2"H
« shipper measures 9-1/2"Wx 7"Dx 5"H

urn with bag & tie, black orbrown ~ 24/cs  $67.00 cs*
white shipper 50/cs  $65.00 cs*
extra cremation bags & ties 100/bx  $73.00 bx*

(*pricing good through Nov 30, 2010 ONLY!)

LS

protective, anodized finish

blue-gray, silver, and black

NEW! CHurcH TRuck DRAPE

FOR FERNO MoDEL 87

+ NO frame required

« folds up and expands with truck

* great way to dress up older trucks

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

$350.00 ea

We offer a full line of:
* Protective Gloves - Protective Apparel - Other Apparel - Facial Protection - Prep Room Supplies - Funeral Service
- Soaps & Disinfectants - Instruments - First Call - Coroner & Donor Service - Ferno® Mortuary Products - Church & Chapel
* Funeral Stationery - Mortuary Equipment - Crematory Products - NEW~Hair & Beauty ...

+ easy to clean, strong, rectangular, aluminum tube with a

six-inch, rubber wheels roll easily over carpet, sills and
other obstacles quietly finishes available: bronze, gold,

+ max load - 1000 Ibs; locks in 4 posmons
> fully extended 61-1/4"Lx21-1/2’W  $771.00 ea

and a whole lot more!
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THE THUMBIES
FINGERPRINT
SCANNER"™

e Handheld
e Wireless
¢ Inkless

@ HUMBIES®

FINGERPRINT KEEPSAKES

Meadow Hill, the first name
in fingerprint keepsakes, now
makes it easy to capture, identify
and store prints of the deceased.

e Extraordinary Prints - fast and easy
with full identification embedded into
every image

e Cutting Edge Technology - combining
advanced scanning with the power of an
iPod touch

orcal: 877.848.6243

Meadow Hill

CORPORATION " No more
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Stewart Enterprises,

Inc. Declares Quarterly
Dividend

JEFFERSON,LA— Stewart Enterprises, Inc.
(Nasdaq:STEI) reported that its Board of Directors has
declared a quarterly cash dividend of $0.030 per share.
The dividend is payable on October 28, 2010 to hold-
ers of record of Class A and Class B Common Stock as
of the close of business on October 14, 2010.

Founded in 1910, Stewart Enterprises, Inc. is the second
largest provider of products and services in the death care
industry in the United States, currently owning and op-
erating 218 funeral homes and 140 cemeteries. Through
its subsidiaries, the Company provides a complete range
of funeral and cremation merchandise and services, along
with cemetery property, merchandise and services, both
at the time of need and on a preneed basis.

Carriage Services
closes Dilday Brothers
Acquisition in California

HOUSTON, TX— Carriage Services, Inc. (NYSE: CSV) an-
nounced that it has acquired Dilday Brothers Funeral Di-
rectors (“Dilday”) in Huntington Beach, Orange County,
California. Situated only a block south of Heritage Memorial
Services (“Heritage”), which was acquired in June 2010, Dil-
day is Carriage’s second acquisition in Orange County, Cali-
fornia this year. The businesses will be integrated as Heritage-
Dilday Memorial Services (“Heritage-Dilday”) and will serve
approximately 1000 families annually with the standard of
service, excellence, and reputation for which each is known.

J. Bradley Green, Executive Vice President, Strategic Devel-
opment of Carriage, said, “This acquisition further strength-
ens Carriage’s strategic presence in the Southern California
market and we are excited about the opportunity for Mr.
Decatur Dilday (former owner of Dilday) and Dennis and
Linda Gallagher (former owners of Heritage) to work to-
gether to ensure that the combined businesses remain the

excuses!
Now you can
print everyone!

highest quality funeral homes in the region.”

Carriage Services is a leading provider of death care services
and merchandise in the United States. Carriage operates 147
funeral homes in 25 states and 33 cemeteries in 12 states.
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By Nancy Weil

ThanksLiving

November — the time for feasts, football and family. Also
the traditional start of the holiday season. This means sev-
eral things for our business — a slow down on pre-need
planning and an increase in the acute feelings of loss when
someone dies. Ho-ho-huh? How do we remain in balance
personally while guiding our businesses through this time
period?

First things first — this is about you. You cannot take care
of others if you have not taken care of yourself: Repeat three
times out loud and then write it down and post this where
you can see it — I cannot take care of others if I have not
taken care of myself. You must be in a good place before
you can extend yourself compassionately to others. The
holidays can be a stressful time for families. Parties, pres-
ents and parenthood can all lead to a feeling of being over-
whelmed. Stop the insanity and simplify. Control your cal-
endar, write things down and focus on the true meaning
of the season — after Christmas sales? — NOT.

Thanksgiving is a time to reflect on the areas in your life
for which you are grateful. Extend this practice to be a
part of your daily routine. This is what I call ThanksLiv-
ing. When we are stressed we sometimes forget that there
is so much right in our lives. At the end of each day take a
moment to reflect on all that went well that day, consider
all of your blessings and practice rampant gratitude.

Set aside time to participate in the things that make
you feel good. Exercise, eat right, surround yourself with

friends and family, read a book, take a walk — whatever helps
you feel in balance, do. We get so caught up in the busy-ness
of our days that we forget to schedule time for those things
that nurture our spirits. If you think you don’t have time to
be well, imagine how much less time you have to be sick.

Norman Cousins had a theory he put into practice when
he was diagnosed with a fatal illness: If negative emotions
could create illness, then positive emotions should improve
health. Practice being happy — laugh, play and be positive.
Santa is jolly and think of the job stress he faces this time of
year —so many orders, so little time! By the way- Norman
Cousins recovered and lived many healthy years.

Embrace the time you have with your family. In our busi-
ness, we all know that this is not something to be taken for
granted. Being together is a blessing. If friends and family
live out of town, Skype them and bring them into the cele-
bration over the internet. Use the time together to videotape
or write down family history and stories. I have made audio,
videos and written interviews of my grandparents and par-
ents. I know their favorite subject in school, how they met
and what is important to them. These biographical inter-
views are priceless. Following my grandmother’s funeral last
March, we returned from the cemetery and watched a video
interview we made when she turned 95 years old. Since she
died at 109 years old, a lot had changed since that video was
made. How wonderful to hear her laugh again and listen to
her tell stories of her life. There is no greater gift than having
these oral histories recorded for my children and grandchil-
dren. Make the time together to be about more than football
and a good meal. Itis a time for connection —whether that s
done virtually over the internet, phone lines or in person.

Now that your needs have been met, how can you bring
this optimism to your business? First of all relax, I am sure
your budget for the year planned for a financial lull during
the holidays. If you didn’t make a plan, now is the time to
assess your year-to-date financials and begin to start plan-
ning for 2011. People are unlikely to buy graves as Christ-
mas presents and few Thanksgiving dinner conversations
revolve around pre-need planning. So use this time to both
look ahead and to connect with your families. Hold a holi-
day remembrance service. Mail out holiday cards letting
them know that you are thinking of them during this dif-
ficult time. These are not budget breakers. It costs little to

reach out and connect with your clients. Imagine the posi-
tive comments about your business your families will spread
when you connect with them and recognize their feelings at
this time of year. Our relationship does not end after the fu-
neral or burial. We are in business to assist our clients long
after the initial contact.

Every loss is difficult, but the holidays bring with ita special
type of emotional pain. They rely upon you to guide them
through the service, the burial and how they can navigate the
holidays without their loved one present. Create a letter with
hints and tools to handle the holidays to give to the families
you serve. There are brochures, like CareNotes, that already
address this issue. I have a tri-fold I wrote called “When the
Holidays are Not so Happy.” If you would like a PDF of it,
just drop me an e-mail at nancyw@mountcalvarycemetery.
com

No matter how you spend the next two months, know that
your attitude and intent can make an impact on you, your
family and the clients you serve. Happy ThanksLiving!

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

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

You can contact Nancy at nancyw@mountcalvarycemetery.com or
visit her website at www.thelaughacademy.com.
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that will change the way you
look at software forever.
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FrogRunnes

The 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 spent inputting
information multiple times. All this adds up to allow you to do what you do best,

spending time serving your families and your communities.

Just Some of the Features Included in 4.1:

Core Logics
« Customizable interface Design and
Logic Controls

« Infinite Core Technology

+ On-the-Fly Record Searching
« Advanced System Search

« Virtual Learning Center

« Free Live Operator Support
« Training Videos

» Messaging Center

« Integration Partner Architecture
« Search Engine Strategies

« Market Drivers

« No Charge Upgrades

« Networked Classifieds*

Website

» Web 2.0 Standard

« Advantage Plus Website Logic

« Content Management System

« Prebuilt Content

« Full Text Search

« Enhanced Web Themes Selections
« Photographic Memories Player

« Enhanced Book of Memories™

« All Marketing Pieces for the BOM
Literature

« Printable Memorial Candle and
Donation Cards

« Memorial Donation Handler

}{Fron

PROFESSIONAL

« E-Thank You Cards

« Summary Printing

« Enhanced VPSS (Virtual

« Product and Services Selector)
« Enhanced Family Interactive

Features in the Book of Memories™

« Condolences & Tributes

» Maps & Directions

« Product & Service Catalogue
« Pre-Arrange Online forms

« Community Links

Marketing Center

« Complete Ad Library Including
Ethnicity-Specific Ads

« Custom Electronic Ad Display
Controller

« New Assortment of Printable /
Framable Ads

« Funeral Webcasting Integration

« Website Statistics Reporting Tools
« Press Release Library

« Digital Ad Display*

« Newsletter Template

« FrontRunner Studios - Full Agency
Services

Arrangement

» Graphically Rich Interface

« Newspaper Notice Compiler
« Newspaper Inserter

tRunner

« Multiple Notices Handler

« Contract Generator

« Forms Generator

« Wilbert Vault Line Integration
« Newspaper Notice Library

« Notes & Tasks

+ GPL Logic

» Forms Generator

« Master Forms Library

« Contract Generator

« VPSS

« Matthews Personalization Catalog
« 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*
« Kiosk

« Integration to Include Online
Donations

+ Obit Posting Engine

« Virtual Tours

« Access VPSS

« Printable Maps / Directions
« Order Information Interfaces
+ Slideshow Loop

« Personalization Center

« Stationery Printing

« Prayer Card Printing

« DVD Creator*

« After Care

« AfterLoss-Enabled

« Family Follow-up Program*

Market Drivers™**
« PreArrangeOnline.com
« SimplerTimes.org
« FaithfulForever.com
« ObitsForLife.com
« TributeSearch.com
« CommunityChurchesOnline.com
« Site Donation Program
*Future Release
**May Require Additional Fees

Gall 1-866-748-3625 or visit FrontRunnerProfessional.com
for a free demo or to learn more.
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Imported Hardwood Caskets

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

Quality and timeliness of delivery are guaranteed.

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

DirectFuneralProducts.com

Funeral Director
inquiries only, please.

(518) 708-8190

PO Box 363
Waterford, NY 12188
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A Closer Look at Employee Engagement

Some frightening possi-
bilities follow! According
to research, it is estimated
that American businesses
may only be operating at
one-third of their capaci-
ty because of the lack of a
true connection with their
people. What if banks
only opened one-third of
their branches each day?
What if manufacturing
companies operated only
one-third of their ma-
chines at capacity each
day? And what if custom-
er service call centers took only one-third of all calls
received daily? What opportunities are these businesses
losing and what might be the potential impact to their
future growth? Very frightening possibilities.

It doesn’t stop here. Recent findings taken from Gal-
lup and Harris polls of 11,000 employees, from cross-
functional businesses, indicated that:

+ Only 15% of the employees could identify the com-
pany’s most important goals.

* 51% were unsure of how they were expected to help
the company achieve goals.

« Only 49% of all available work time is dedicated to
companies’ most important goals.

* 53% of American employees are unhappy with
their jobs

And finally, findings from the polls indicated that in
the American workforce:

* 29% of employees are fully engaged in their work.

* 55% of employees are disengaged from their
work.

+ 16% are actively disengaged from work.

A closer look shows that only 29% of the employ-
ees are engaged in the workplace. They believe in the
company and want to make things better. They clearly
understand the business and how their work fits into
the “big picture.” These employees are respectful of,

Gregory Ferris

NOVEMBER 2010
By Gregory Ferris

and helpful to, team members and others. To be sure,
they find opportunities to stay current in their field
of expertise and are willing to go the extra mile. On
the other hand, disengaged employees are not risk tak-
ers nor committed to the company. They lack a sense
of achievement in their work and focus only on “just
doing the job.” Advancement in their role is not im-
portant. They are just doing enough to keep their job.
Actively disengaged employees are unhappy at work
and act out the unhappiness. They like to be part of
the problem and find it almost impossible to become
part of the solution. Unfortunately, they spread dis-
content and consistently fall short of meeting perfor-
mance expectations.

With 71% of employees disengaged, there is signifi-
cant loss in effectiveness and productivity. As an exam-
ple, if you have 100 employees with an average salary
including benefits of $35,000/person that calculates
to $3,500,000 in wages & benefits/yr. If your firm’s
number happens to fall somewhere between 33% and
71% that are not delivering a full hour worth of work
for a full hour of pay, you are squandering somewhere
between ~$1.1 Mil (at the 33% level) and ~$2.5 Mil
(at the 71% level) in wages alone every year. That num-
ber does not even take into consideration how those
employee behaviors may have negatively affected the
servicing of their internal and external customers.

Engagement happens when employees think, feel,
and act in positive ways toward their job, their work,
and their companies. This is commonly referred to to-
day as engaging the head, heart and hands. Successful
companies see the value of engaging the workforce and
spend significant time “riveting” or “anchoring” the
head, heart and hands of employees to positive work-
place experiences. The benefits of building an engaged
workforce are numerous. Employees are more effective
in their work and seek greater responsibilities.

In almost all circumstances, engaged employees
demonstrate less resistance to change when change
happens or is needed. In fact, these individuals em-

brace the change and offer a willingness to unfreeze,
CONTINUED ON PAGE A18

Dealing with
Anti-War Picketing

The author has received requests about how funeral
homes and cemeteries can deal with the Anti-War Picket-
ing primarily by members of the Westboro Baptist Church
(“WBC”). The activities of the WBC, were recently sum-
marized in the decision of the U. S. Federal District Court
in Missouri in the case of Phelps-Roeper v. Koester, 2010
WL 3257796(Aug. 2010) dealing with the successful con-
stitutional free-speech challenge to the Missouri Funeral
Anti-Picking Laws enacted in 2006. According to the Court
members of the WBC have picketed and protested near fu-
nerals of gay persons, persons who died from AIDS, persons
whose lifestyles they believed to be sinful but are touted as
heroic upon their death, and persons whose actions while
alive had supported homosexuality. In 2005, members of
WBC began picketing near the funerals of American sol-
diers. Members of WBC indicated that the pickets near fu-
nerals advance church members” message of God’s hatred
of America for its tolerance of homosexuality and other al-
leged evils. WBC members have stated to the Courts that
all of their pickets and protests are peaceful and conducted
on public streets and sidewalks and they have no desire to
disrupt any funeral proceeding or to interfere with ingress to
or regress from any location where a funeral is held. WBC
members also indicate the pickets and protests end when a
funeral begins. WBC state in the court in this proceeding
that church members have engaged in more than 42,675
pickets, including more than 530 pickets associated with
funerals. It was also asserted that aside from an incident in
Topeka in 1993 where eight picketers were assaulted and
taken to the hospital and isolated minor incidents since, the
protests have not provoked immediate violent reactions.

Congress reacted to anti-war picketing complaints with

the enactment of a specific law dealing with disruptions of fu-
nerals of members or former members of the Armed Forces.
(US Code, Title 18, Part 1, Chapter 67, “Sec. 1388) The fed-
eral law basically provides it shall be unlawful for any person
to engage in a prohibited activity within certain times before
and after the funeral and at certain locations. Prohibited ac-
tivity includes any individual willfully making or assisting in
the making of any noise or diversion that is not part of such
funeral and that disturbs or tends to disturb the peace or good
order of such funeral with the intent of disturbing the peace
or good order of that funeral. It is also a violation if a protest
is within 300 feet of the boundary of the location of such fu-
neral; and includes any individual willfully and without proper
authorization impeding the access to or egress from such lo-
cation with the intent to impede the access to or egress from
such location. There is a fine for a violation and imprisonment
for up to one year.

Some states have enacted similar legislation, but it should be
noted that the WBC has challenged legislation of this type on
free speech constitutional grounds and the issue of free speech
versus the right to preserve the dignity and sanctity of memo-
rial and funeral services is presently being considered by the
Supreme Court of the United States in its review of the case
of Phelp v. Snyder, 580 E3rd 206 (4th Cir. 2009). Snyder is
the father of a deceased soldier whose funeral was disrupted by
members of WBC and the 4th Circuit Federal Court of Ap-
peals reversed a lower court jury decision in the father’s favor
imposing significant damages on the basis it conflicted with
First Amendment Freedom of Speech protections. The Court
did note the members of WBC complied with the reasonable
location and time restraints imposed by local authorities. It
should also be noted that the federal law is also being subject
to court challenges.

Cemeteries also have the legal right in most states to enact
reasonable rules and regulations dealing with conducting funer-
als in the cemetery, use of access points and requirements for
contacting the cemetery in advance. The author is not aware
that WBC or any other group has challenged any cemetery’s
rules and regulations at this time. It is of course possible that
such a challenge could be made.

Until the legality of the federal and state laws dealing with
this area is resolved by the Supreme Court, the author recom-
mends that funeral home subscribers do the following;

1. Review the Rules and Regulations of the Cemetery to
make sure there are reasonable provisions dealing with
the conduct of funerals in the cemetery, access points
and a requirement to contact the office if a problem
is anticipated;

2. Consultwith the local authorities to determine what ordi-

nances are in effect, whether any permits are required
and what assistance may be available; and

3. Consult with legal counsel about the potential
problem.

In addition the author suggests that if a cemetery is
faced with the possibility of a demonstration in con-
nection with an upcoming service it should do the
following:

1. Provide its current rules and regulations to the funeral
director that is conducting the service;

2. Provide its current rules and regulations to the local
authorities and request their assistance;

3. Attempt to notify any potential picketing groups of
the cemetery’s requirements, and

4. Be very careful in dealing with the situation as this
is obviously a very litigious group and the courts are
upholding their rights to express their views.

The information and suggestions provided in this col-
umn do not constitute the provision of legal advice by
the author or Funeral Home & Cemetery News. Readers
should consult with their own legal counsel on issues of

this kind.

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

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

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

The author writes articles for CB Legal Publishing Corporation also
publishes the Release Form Kit, which was prepared by the author and
has been recently updated and revised by the author. This Kit contains
Release and Hold Harmless forms for Funeral Homes, Cemeteries and
Crematories to use in situations where it has re-solved a complaint
with a customer, and wants to be sure that there will be no further
action by the customer or their relatives. The forms can be purchased
on a custom basis with your business name and addressed preprinted
at the top of each form. Call Cheryl Lapin and she will send you an
order form that contains the current prices. See the number below.

The author also writes more extensive articles on subjects of inter-
est to the industry in the newsletter Cemetery & Funeral Business
and Legal Guide published by CB Legal Publishing Corporation.
Subscriptions to the combined Guide cost $110 per year for ten is-
sues on different topics, new subscribers are usually eligible for intro-
ductory rates. Anyone interested in subscribing can contact Cheryl
Lapin, at the address of CB Legal Publishing Corporation, P. O. Box
1327, Northbrook, lllinois 60065-1327, and fax to (847) 509-1027 or
call (847) 509-0501. Please ask about new subscriber rates.
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French announces New Leadership Positions: Tom E.
Antram named President/COO

ALBUQUERQUE,NM—
French Funeral and Cre-
mation Services has named
Tom E. Antram as Presi-
dent and Chief Operating
Officer (COO) and Chris
Keller as Vice President of
Operations.

Serving with Antram and
Keller on the French lead-
ership team are Chester
French Stewart, Chair-
man; D.F. “Duffy” Swan,
CEO; Dayna Gardner,
Vice President of Sales and
Marketing Communica-
tions; and Paul Layer, Jr.,
Vice President of Business
Development.

“It’s truly an honor to
work at French, where our
156 associates are all proud
of our long history of pro-
viding exceptional service
to New Mexico families,”
said Antram. “At the same
time, French is embracing
the future with a variety of
innovative funeral services.

“For example, this fall
we're opening a special pet
cemetery on the grounds
of Sunset Memorial Park.
We offer eco-friendly fu-
neral options, as well as
complimentary grief coun-
seling to all the families we
serve.”

Antram has worked at
French for 16 years and
most recently served
as General Manager of

Tom E. Antram

French’s operations. He is
a recent graduate of Lead-
ership Albuquerque, is ac-
tive in the Knights of Co-
lumbus and is serving on
the Ronald McDonald’s
House board of directors
in Albuquerque.

Keller has worked at
French for more than two
years and most recently
served as General Manager
of French’s Sunset Memo-
rial Park. Keller has volun-
teered with Albuquerque
community activities, in-
cluding serving as a Scout
Master for the Boy Scouts
of America.

“After serving New Mex-
ico families for more than
100 years, French is work-
ing to ensure that our com-
pany will always have good
leadership, so that we will
meet our goal of offering

Chris Keller

reliable, excellent service for
many years to come,” said
French Chairman Chester
French Stewart. “We believe
that goal will be achieved
through the work of our
excellent employees, led by
Tom Antram and our oth-
er leadership team mem-
bers.”

French, the Albuquerque
region’s largest and oldest
family owned funeral ser-
vices company, was found-
ed by Chester T. French in
1907. The tradition of car-
ing for New Mexico fami-
lies began at Central Ave-
nue and 5th Street in down-
town Albuquerque. French
is now serving families with
four French Funeral Home
locations, as well as Sun-
set Memorial Park, Albu-
querque Monument and
Engraving, Best Friends

MobileHel

Forever and Best Friends
Pet Cremation Services.
Offering advance planning
and eco-friendly funeral
service options, French has
received approval by the
Green Burial Council, is a
recipient of the New Mex-
ico Ethics Award and is a
member of the /nternational
Order of the Golden Rule.
For more information on
French, please visit www.
remembertheirstory.com.
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Time may be only a
moment so keep a
memory

3 I"“’
Urns hold a portion of the cremains. ;’
Sterling Silver and Gold pieces in stock.

CREMATION KEEPSAKES

Necklace Urn Pendants

for an Everlasting Keepsake.

ORDERS OR CATALOG:

www.cremationkeepsakes.com

cremationkeepsakes@comcast.net
877-303-3144

Preemie Burial Clothing

2

Sizes to fit 2-4 Ib and 4-6 1b are in stock
for immediate delivety.
Custom sizes can be made to meet your needs.

7 @/o/ precious, so brief.
@, W’“// O/MM, dressed in Lu/zi,te/,

o
®

Call or visit us online:
www.OneSmallChild.com/Preemie
208-785-2521

™

Give your funeral home a competitive advantage

Give your funeral home the competitive
advantage you’'ve been searching for by
being one of the first to offer this product
in your community.

Offer your families the first and only GPS/
cellular network medical alert system.

MobileHelp is the only GPS/ cellular medical
alert monitoring system that provides
protection nationwide.

A beeper-sized device with 24-hour, two way
(voice-to-voice) emergency response. MobileHelp is
always there and ready to assist.

At any time, you can quickly locate loved
ones online with real-time location data
(location displayed on Google maps).

Caregivers receive instant text message or
e-mail if unit is activated and emergency
services are needed.

Call to find out how this can be a new revenue source and a tool for your pre-need business.

'i

Call today to get licensed in your area.

mic@mlicusa.net
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Contact CK directly at 888-304-3457

www.ckmemories.com

or contact your M. essengerline

or Hilton Funeral Supply
representative
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Management Tips for the Busy Professional

The most frequently asked question I receive is “How
do you handle such a busy schedule?” The most obvi-
ous way to manage the time that you have is to sched-
ule as much as you can. If you are a manager or an ap-

By Shun Newbern, CFSP

can give your ideas more
thought and then create
plans of action.

Reward yourself for a job

well done every time you
finish a project. Your re-
ward could be as insignifi-
cant as a trip to the candy
store or as extravagant as
a new silk necktie. It is up
to you.

Regardless of how
swamped you are, nev-
er deprive yourself of a
lunch break, even if only
15 minutes. You may not
feel hungry but your body and mind need food in or-
der to continue functioning at peak levels. Taking your
mind off the project you're working on will also often
give you fresh insight.

To contact people who simply need a yes or no re-
sponse, call them back when you know they won’t be
around. You may call early in the morning, during the
lunch hour or later at night. Free yourself from the
usual “how’s the weather over there...?” I do this very

prentice these tips will work for you. Schedule things:
monthly, weekly and daily. Write down everything you
need to get done as soon as you can. Set project dead-
lines one to three days in advance. This keeps you on
time. Try to accomplish the important task early in
the morning before you become overwhelmed with
the day.

Start a smart idea book and keep it handy. A note-
pad dedicated to your bright ideas will let you quickly
scribble down each “good idea or great idea” that pops
into your head. Later, when you have more time, you

Low Cost,
High Impact:

You'll love
the response

from

your families.

Shun Newbern

Don't Buthxpenswe Software Just To...

Analyze accounts receivable
& bill at-need calls!

Personalize memorial folders,
prayer cards, & programs!

rrintEFEO)

Organize your cases & print Analyze preneed financial often and it is most effective.
government forms & obituaries! arrangements! FJ’H Demo Start an unread e-mail file. There seems to be no ef-
NEWY Enter data by clicking Aot cmgms fective way to stop junk e-mails from filling your inbox.

] %

Ol AN EXTRA DISCOUNT USE PROMOTION COEM: NOMIS 1110
www.FuneralHomeSoftware.info

Syl I

on-screen copy of form!

1.888.ACS.9411

Move all of your less important e-mails to an “unread
e-mail” file until you either have a more time or just
need a quick pick-me-up.

Shun Newbern, CFSP is an embalmer, funeral director and a national

speaker and consultant on relatable issues. He can be reached at shun-
newbern@aol.com or visit www.shunnewbern.com.
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The onslaught was incredible. On a Wednesday morning there
were 1,000 people on this site both denigrating funeral service
and our firm and those stating there must be a misunderstand-
ing. The phone and email volume was incredible.

I called the family, explained what we were experiencing and
asked them to pull the site. They didn’, but they did set the re-
cord straight as to what our charges were. The keyboard quar-
terbacks turned their wrath to family members trying to solve
this crime, turning grief into accusation.

I informed the family I would not accept one penny beyond
what I may be owed. They needed to set up a trust account. A
small but honorable charity did that for the family. This chari-
table group had just raised funds for two of three corrections
officers killed in a tragic automobile accident and had the bless-
ings of the county sheriff’s office. The charity set up two con-
certs to raise funds for the family.

"The concerts had to be cancelled as the nationwide web watch-
ers, completely uninvolved with the situation, thought that
charity group was not legitimate because they could not find
the name in their database.

One person posting wrote: “Disgusting. . .how could anyone
be so crooked as to use the death of a child to make money?”

These comments are from the charity group’s founder: “We
have received countless attacks on our character. We have tried
repeatedly and to the best of our ability to answer all of your
questions. Part of the problem is that there are a number of dif-
ferent sites so in order to get all of the information you're look-
ing for you have to go to every site and read every post.”

The charity group pulled out of the fundraising. A total of
only $50 was donated to the trust fund and we are all lessened
to the desire to assist a grieving family.

Social networking truly is an important part of our future, but
itis fraught with great risk. Treat it as you would a precious gem
and as you would liquid nitroglycerin.

It is both.

Attacks, even when they are unfounded and false, work.”
—webreputationmanagement.net

Observations

By Steven Palmer

Businesses can certainly suffer the same slings and arrows
online as individuals. A reputation that took decades to build
can be devastated by a cruel coterie of the computer con-
nected.

Websites such as reputationdefender.com, webreputation-
mangement.net and lunavista.com have appeared to help
monitor these electronic assaults.

I have recently seen this negative side of networking up-
close and personal.

Late this past summer our county in Arizona suffered the
loss of two two-year-olds; the first dying of probable crimi-
nal causes and the other of an unfortunate accident. We were
contacted by the family of the former. This was a highly emo-
tional situation that had received national (and international)
coverage.

We had served the family several times before and knowing
that finances were a problem we agreed to perform the cre-
mation for the remains of this boy (still not released as of this
writing) and host a memorial service in our chapel, with inter-
net broadcast, and guestbook and memorial folders at cost for
under $600 (if they could raise it, if not on what they could
raise). The family asked if people wished to donate, could they
send us funds. Certainly they could and we provide copies of
their payments for the family to acknowledge.

How naive we were.

I received an email the next morning from a woman who
disparaged the character of funeral service and myself in
particular stating “I am having a hard time believing that
a business such as yours would actually make a family such
as (name of child) pay for your services” and also “I am so
upset at the thought of you taking their money, I almost
feel ill.”

In the meantime we had received an offer from a kind
gentleman to pay these fees and to set up a memorial fund
for this child.

I responded to the e-mailer that the family “would pay no
expenses and her judgment of others before knowing facts
says much.”

What I didn’ realize was that the family had established a
Facebook site and was soliciting funds up to $5,000 to pur-
chase a customized memorial that they wanted (not through
us) and to pay other expenses such as travel of family mem-
bers. Therefore the funeral costs appeared to be $5,000. All

of this correspondence was on the web.

NOI»IS

PUBLICATIONS, INC.

The Downside
of Social Networking

“People are learning how to use the site and whats OK ro

share. As time goes on, people will learn whats appropriate,

whats safe for them — and learn to share accordingly.”
—Mark Zuckerberg, Facebook Founder

Social networking is an electronic gathering place for old
friends looking for each other and those secking new friends
of common interests.

The advantages of this phenomenon to individuals and busi-
nesses are gratifying. The downside is ugly and deadly.

Megan Meier, an almost 14 year old, thought she had meta
“hot” boy on MySpace. Her insecurity about her weight and
her looks began to dissipate as she thought a cute boy really
liked her. The “boy” turned out to be a mother of a former
friend who manipulated Megan's feelings until she hanged
herself shortly before her 14th birthday.

Alexis Pilkington, a 17 year old popular athlete, was exposed
to ugly comments online. These nasty postings were not the
only reason she killed herself, but may have been the last push.
Her torment didnt end with her death as her memorial site
was host to further ugly sentiments.

“Who has the heart to do this to people who are suffering?”
a mother of Alexis’ friend asked. “Who raised these horrible
children?”

Now we have the tragic story of Tyler Clementi, the talented
violinist, whose intimate time spent with another male was
broadcast on the internet by his roommate and led him to see
no other alternative but to kill himself.

These instances of cruelty are not new; just given new breath
by an instant medium. Social networking serves noble pur-
poses yet also gives opportunity for vicious unsubstantiated
attacks.

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

The New
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New Look! Expanded Features!
Improved Online Directories!
Online Ordering and Invoice Payment!
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Brooks Memorial Home purchases
Professional Fleet

YONKERS,NY— Alvin David, Elder
Franklin, and Kimberly Warthal of
Brooks Memorial Home, Yonkers, shown
with some of their fleet purchased from

VFMC Providers Nationwide Support
Operation Sweaters for Veterans

SANIBEL,FL— Each year on
November 11, Americans
throughout the world com-
memorate Veterans Day, a
day set aside to thank the
nation’s veterans for service
given and sacrifices made to
protect the freedoms of this
great land. Participating Vet-
erans & Family Memorial
Care Providers nationwide
are proud to sponsor Oper-
ation Sweaters for Veterans, a
unique way to honor these
heroes. Beginning Novem-
ber 1, through Veterans
Day, November 11, nearly
1000 VEMC Providers will
be collecting new or gently
used sweaters and gloves to
donate to our deserving vet-
erans in VA hospitals or vet-
erans homes nationwide.

The distinguished mem-
bers of our armed services
made it possible for us to en-
joy alifestyle that is the envy
of the rest of the world. It’s
difficult to imagine where
we would be without their
heroic efforts. We hope this
small gesture of collecting
sweaters and gloves for these
veterans will help every-
one remember the sacrifices
they’'ve made in the name of
the United States of Ameri-
ca.

The dates for the promo-
tion have historic signifi-
cance: November 11 is the
anniversary of the Armistice
signed in the Forest of Com-
piegne by the Allies and the
Germansin 1918. At 5 A.M.
on Monday, November 11,
1918 the Germans signed
the Armistice; an order was
issued for all firing to cease,
bringing the hostilities of the
First World War to an end.
The day began with the lay-
ing down of arms, blowing
of whistles, impromptu pa-
rades and the closing of plac-
es of business. . .just a few ex-
amples of the many joyous
demonstrations throughout
the world on this histor-
ic occasion. In November
1919, President Woodrow
Wilson issued his Armistice
Day proclamation. The last
paragraph set the tone for
future observances: “To us
in America, the reflections

FUNERAL HOME & CEMETERY NEWS Section A

of Armistice Day will be
filled with solemn pride in
the heroism of those who
died in the country’s ser-
vice and with gratitude for
the victory, both because

Dl Infimity

#2048

800.827.5
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International Logistic Services, INC.
DELIVERING WHAT OTHERS PROMISE

International Air Transport of Human Remains

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

John Muster of Muster Coaches, Cal-
houn, KY. This family owned and operat-
ed funeral home is headed up by Winston
David, president and founder.

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

« Fully Licensed IATA Freight Forwarder

« TSA Approved Indirect Air Carrier (IAC)

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

(800) 842-0213

(718) 723-5151

of the thing from which it
has freed us and because of
the opportunity it has given
America to show her sympa-
thy with peace and justice in
the councils of the nation.”

WWW.NOMISPUBLICATIONS.COM

Cremation

j@wef
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Serving the Funeral Industry with Exceptional Quality Products
and Simply the Best Structural Warranty Available Today.

WE CARE ABOUT OUR CLIENTS & WE CARE ABOUT WHAT WE SELL!

=
TRUE USA
QUALITY

INTRODUCING THE BRUTE MAGNUM® The Very Best Operating Table

BEST WARRANTY ¢ 3 YRS*

on the Market Today!

The new supersized Brute Magnum® series sets the industry’s new
standard in maximum value operating tables. Deep, wide troughs
mean no more getting wet, no more arms hanging over the table.
See why the Magnum is superior in the comparison chart below:

NOVEMBER 2010
Speaks Chapels Grief
Programs feature

Dr. William G. Hoy

Continued from Page A4
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COMPARISON BRUTE MAGNUM FERNO 102 & 103
AMERICAN-MADE YES YES
CONVEX TRAY YES YES
TRAY STAINLESS STEEL SAME
BASE STAINLESS STEEL ALUMINUM
LENGTH 80 INCHES SAME
WIDTH 38 INCHES 30 INCHES
LOAD CAPACITY 1,250 LBS. 600 LBS.
MANUAL $1597 FOOT/HEAD IND ADJ YES YES
PATENT NO SPLASH DRAINAGE BEST AVERAGE
HYDRAULIC $1997 & ;oo | ™ | g o
CHURCH TRUCKS $527 DOUBLE-LOCKING ~— ' OVERSIZE MORTUARY | BEST PROPORTION
aa CHROME WHEELS — COTS | OF SIZE TO WEIGHT
| BAS -K!ﬁ\"_\\ Q - WITH RUBBER TIRES AR~ = CAPACITY ON
_,..-’J&K .\\ OSS JG | vo sToopmG T Lock) | TODAY’S MARKET
A NN 94 $887
(3~ MY A DOUBLE TUBED
d DOUBLE SUPPORT BARS FOR STRENGTH
PATENT 1000 LB (j . 150 LB
PENDING CAPACITY RIGID “X” FRAME J.. CAPACITY |  s7RAPS AND
2 YEAR STRUCTURAL WARRANTY* CONSTRUCTION 1 YEAR STRUCTURAL WARRANTY* COVER INCLUDED
MULTI-LEVEL COTS 600 LB | LOWERING DEVICES - )
CAPACITY | * POSITIVE LOCK BRAKING SYSTEM _ 1\"" :
$1 307 o LIFETIME LUBRICATION ,-'
o STRAPS INCLUDED ¢
- - CHROME
950 LB g ;b\ /7 $1697
CAPACITY — STAINLESS
2 YEAR STRUCTURAL WARRANTY* $1 697 5 YEAR WARRANTY* $1897
PRICES SUBJECT TO CHANGE.

QUALITY ¢ VALUE AT A REASONABLE COST

PRICES DO NOT INCLUDE S&H.

PH 561.602.3330 ¢ FX 352.458.4613 « WWW.PREMIERFUNERALSUPPLY.COM

* ALL WARRANTIES LISTED IN THIS AD APPLY ONLY TO NEW EQUIPMENT PURCHASES MADE AFTER AUGUST 1, 2010.

By Gary Finch

Proposed OSHA Changes
that can Impact You

There are six changes currently working their way
through OSHA.

1. Expand whistleblower rights in a manner that will
encourage litigation;

2. Require employers to begin corrections (abatement)

activities immediately upon receipt of a citation

(before guilt is admitted or even decided). Under

current law, abatement activities can be stayed dur-

ing a challenge of the citation;

Increase civil and criminal penalties;

Expand the definition of “employer” in a manner

that makes more individuals liable in the case of

an occupational or safety incident;

5. Introduce a new intent for criminal liability (i.e.,
“knowing”) without any explanation of how it is
to be determined or limited; and

6. Impose interest penalties on employers, compound-
ed daily, while they challenge a citation.

The Coalition of Workplace Safety is a business group
that has staked out positions against these changes. They
contend the changes unnecessarily complicate OSHA,
increase compliance costs without any evidence that
changes are needed, and that the increased fines would
be punitive. They contend these changes will only ben-
efit trial lawyers.

OSHA contends that all proposed changes are need-
ed. They point out that the average OSHA penalty is
around $1000, and this amount is hardly punitive.

bl

While a thousand dollar fine might not cause the em-
ployer to flinch, OSHA should realize that the fine is
only a fraction of an employer’s regulatory costs.

Most funeral homes, when they add up the money
they spend on infectious waste hauling, written pro-
grams, and employee training, spend several thousand
dollars a year on compliance. They do this despite the
fact that they have never had an OSHA inspection or
an employee injury. Yet this administration thinks you
need to pay more. In any one year, our industry will
pay around $50,000 in total fines, but will spend over
$20 million on regulatory expenses.

We are being muscled by the current administration.
There is an obvious shift towards the labor union po-
sition. The proposed changes at OSHA reflect what
is going on in virtually every federal agency. I am not
overly concerned with how the proposed changes will
impact the death-care industry. However, one would
have to be blind not to notice that as more regulations
are enacted for manufacturing, the more manufactur-
ers are sending our manufacturing jobs to Asia and
other foreign destinations.

It's damned wrong. That’s how I see it.

Do you segregate your waste? If so, you may qualify for our
“Green Workplace Award”. Call Compliance Plus at (800) 950-
1101 or email Gary Finch at gfinch@kisscompliance.net and ask
how you can qualify for this award.

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

Dr. William Hoy gives his dynamic presentation at the Grief
Healing Workshop.

pression and loneliness to know that the feelings they
are experiencing are natural, normal and common. They
need to realize that grieving is an important component
of the healing process.”

The event included two seminars, both held at a lo-
cal hotel. The first was a two-hour evening program,
Aren’t You Over This Yet? Open to the public, this free
presentation was designed to help people deal with
their expectations and those of others during the griev-
ing process. Dr. Hoy shared his informative and heart-
felt message on how to adapt and continue a produc-
tive and healthy life. Topics covered included what is
normal in grief and what’s not, how to make sure you

CONTINUED ON PAGE A18
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New FAMIC Study Shows Americans
Clearly Recognize the Importance and
Value of Memorialization

Use of Technology Rises with Young
Americans, but Funeral Director
Still Key

Perhaps unsurprisingly, younger fu-
neral attendees were much more likely
(51% to 32% for the general popula-
tion) to find an obituary online. They
were also more likely to have found a
funeral home online and taken part in
a “virtual memorialization” than their
older counterparts. But when it comes
to making arrangements, they rely on
friends and relatives and others more fa-
miliar with the experience for guidance
at much larger ratios. (These results are
from the sample of Americans age 20-39
who have attended two or more funerals
in the last year.)

Pre-planning Funerals Continues to

Register with Consumers

The majority of respondents — 66% -
indicate they would pre-arrange their
own funeral. Those that have pre-ar-
ranged do so most often so that others
do not have to worry, eliminating stress
for their loved ones and
easing the way after they
are gone.

FAMIC first commis-
sioned this major study of
consumers’ attitudes to-
ward memorialization and
ritualization in Septem-
ber 1990 to better under-
stand the personal values
which drive consumers’
decision-making behavior
as they pertain to funeral
service; learn more about
attitudes toward crema-
tion and pre-planning;
and study trends related
to funeral and burial ser-
vices. Subsequent studies
were conducted in 1995,
1999, and 2004, making
the FAMIC study one of
the most comprehensive
and long-standing con-
sumer research projects in
funeral service.

This telephone survey
was conducted March
29-April 11, 2010 by
Harris Interactive. The
survey was conducted
among 500 adult Ameri-
cans, 40 years in age and
older, who have attended
two or more funerals in
the last year. Oversamples
were conducted among
* 100 younger Ameri-

cans, 20-39 years of
age, who have attended
two or more funerals in
the last year,

e 100 African Ameri-
cans, 40 years in age
and older, who have
attended two or more
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funerals in the last year,

* 100 Hispanics, 40 years in age and
older, who have attended two or more
funerals in the last year,

* 50 Asians, 40 years in age and older,
who have attended two or more fu-
nerals in the last year.

Since 1991, FAMIC has been commit-
ted to making available to the public
direct and open information regarding
death care and memorialization from
the leading associations of service pro-
viders and businesses. FAMIC members
include: Casket & Funeral Supply Asso-
ciation, Cremation Association of North
America, Funeral Service Foundation,
International Order of the Golden Rule,
Monument Builders of North America,
National Concrete Burial Vault Associa-
tion, National Funeral Directors ¢ Morti-
cians Association, National Funeral Direc-
tors Association, and Selected Independent
Funeral Homes.

For more information about the FAM-
IC report, visit the FAMIC website,
www.famic.org, or call the FAMIC head-
quarters at 262-814-1544.
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to a covered garden area
that provides soft, natu-
ral lighting and an area for
rest and reflection. The
chapel seats more than
200 people and can be
partitioned off into two
smaller chapels. The cha-
pels have a recessed alcove
for memorials and effects.
An integrated audio and
video system allows all ar-
eas of the facility to be in-
cluded in chapel services,
showing tribute videos,
webcasting ceremonies,
and playing personal mu-
sic favorites.

The building also has an
informal main gathering
space, children’s room,
and selection room. One
of the arrangement of-
fices has a shuttered win-
dow directly into the cre-
matorium. Private areas
for use of the funeral di-
rectors include the cre-
matorium, flower room,
and storage. The prepara-
tion room and ante-area
for cosmetizing and hair
dressing are convenient-
ly located for the moving
of caskets and staff mem-
bers.

This state-of-the-art fu-
neral home and crema-
torium, built by Genesis
Architects and TerWisscha

Construction, Inc., incor-

Jeffrey A. Naugle Funeral & Cremation Service

Naugle Funeral Staff (L to R) Debbie Naugle, Administrative Assistant; Jeff Naugle, Funeral Director/
Owner; Wendell Waddell, Funeral Director; and Sandy Cooper, Office Manager.

porates technology and
energy efficient systems.
The heating and air con-
ditioning system is geo-
thermal, which uses the
Earth’s temperature to
assist in both the heating
and cooling process. The
entire building is energy
efficient utilizing motion
sensors to turn off lights
in unoccupied spaces.

While the Naugles look
forward to serving fami-
lies for many, many more
years, they will never for-
get the firm’s history.
The funeral business was
founded in 1909 by Ar-
thur W. Treffinger, Sr.
at 24 N. Ambler Street.
It moved to a private res-
idence at 20-22 N. Am-
bler in 1939 and was
converted to a funeral
home. Arthur W. Tref-
finger, Jr. worked at the
funeral home for over 40
years and took over fol-
lowing his father’s death
in 1969. In 1978, Jeffrey
Naugle purchased the
firm, changing its name
to Jeffrey A. Naugle Fu-
neral Home. The name
was changed once again
in 2010, when the Nau-
gles moved to their new
facility and began offer-
ing cremation services on
the premises.

ADVERTISING WORKS
FUNERAL HOME &

CEMETERY NEWS
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Grief and the Loss of a Loving Relationship (Part 2 of 2)

Last month, we discussed the dynamics of the lov-
ing relationship and some potential problems found
therein. Now we will look at grief and what happens
when the loving relationship is lost.

As we go through life, we are faced with of a se-
ries of little funerals that can trigger the emotion of
grief. They may be the loss of money, youth, friend-
ship, self esteem, etc. These set the stage for how
we cope with crisis, or conversely, establish defense
mechanisms to avoid pain. But it is impossible to go
through life unscathed. When we become attached
to someone we are hurt when the relationship ends,
and when we close ourselves off, we suffer the pain
of loneliness. Undoubtedly, the loss of the loving re-
lationship through death or divorce or break up is
the most difficult to overcome. It requires a lot of
work, time and patience, but you may emerge stron-
ger than you ever imagined. However, in this age of
instant gratification, people seem unwilling to accept
that grief is a process that cannot be rushed.

Deep loving relationships are usually the most dif-
ficult to break away from because the more we in-
vest in another, the more we will inevitably lose. The
intensity of grief is directly related not so much to
the euphoria of love, but interestingly, to the inten-
sity of the involvement. Therefore, in coping with a
loss, the major challenge is not the loss of the loved
one (their problems are truly over); it is the loss of
the self of the mourner, the loss of his or her own
identity which had been so interwoven through the
intensity of this life-affirming relationship.

Grief is both time consuming and energy draining.
Anyone who has gone through a break up can attest
to that. People who have gone through bitter divorces
may say it would have been easier had their spouse
just died. In coping with the loss of the loving rela-
tionship the survivors must face a new challenge: in-
dependence. A dear friend of mine was married to a
man who was addicted to controlling everything. He
had an opinion about everything and was a tyrant at
home and a bully at work. I believe they separated
and made up eighteen times before she had enough
and filed for divorce. Surprisingly, she almost called
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By Todd W. Van Beck

off the divorce after con-
templating her new life of
independence because it
was so unfamiliar to her.
The mere thought of be-
ing on her own was ter-
rifying to her.

Another aspect of loss
of the loving relation-
ship is “the what might
haves”, or what might
have been had it not end-
ed. There are many hopes
and dreams which may
never be reached simply
because of the life crisis which is created by loosing
something or someone in our lives. A definition of
crisis which I have used for years is this: “a crisis oc-
curs with the disruption of life’s goals without one’s
own consent.”

So what about the person whose life goal is to stay
married? I mean in spite of verbal, mental and physical
abuse, to stay married at all costs - even when the rela-
tionship is dead. There comes a time to call it quits.

It is interesting in dealing with human loss that
many grievers will idealize their lost mate and lost
relationships. A widow who had been married for 68
years tried to tell me that she and her husband had
the perfect marriage and never, ever had a disagree-
ment. Another vilified her abusive husband in one
breath then defended him in the next. Regardless of
any denial that the relationship has ended, the goal
must be to make the adjustment.

My psychology of grief professor at New England
Institute, Rev. Dr. Edgar N. Jackson, said there are
three reasons why we grieve the loss of someone we
love: for ourselves; because we fear; and because of
our own insecurity. Fear of the unknown can send
you reeling. We must learn how to cope and make
the necessary adjustments to get back on track. As
they work through it, they usually have a new-found
courage.

Todd W. Van Beck

CONTINUED ON PAGE A19
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are taking the right steps,
and what to say to well-
meaning people who seem
intent to “fix” you. The
attendees ranged from
seniors to those in their
twenties.

The second program,
When Grief Gets Com-
plicated, was a day-long
workshop designed to
help professional caregiv-
ers make sense of com-
plicated grief and discov-
er practical strategies for
supporting and counsel-
ing bereaved individuals
and families.

Complicated grief refers
to bereavement experienc-
es that are unusually dif-
ficult to resolve, and in-
clude people grieving the
deaths of loved ones in car
crashes, suicides, homi-
cides and other traumat-
ic or unexpected deaths.
Additionally, complicat-
ed grief includes bereaved
individuals dealing with

FUNERAL HOME & CEMETERY NEWS Section A4

Speaks Chapels Grief Programs feature Dr. William G. Hoy

deaths of abusive and ad-
dicted family members,
people with pre-existing
mental health disorders,
and individuals whose re-
lational support systems
are inadequate.

One feature that the
professional participants
found particularly in-
triguing was Hoy’s analy-
sis of the rural high school
football team from his
own town of Crawford,
Texas as a model of a
healthy support system.
“We must help people de-
velop good support sys-
tems by modeling them
and by celebrating the
strengths they find out of
their own grief,” he said.

Attending the workshop
were a diverse group of
over 150 participants.
They included nurses, so-
cial workers, hospice per-
sonnel, nursing home ad-
ministrators, counselors,
educators, psychologists,

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

Zaneral Dinectons Researnch, Tuc.

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

www.amrainstruments.com@
www.preproomdirect.com ™
®

WEB DIRECT GIFT & PRICING

physicians, clergy, chap-
lains, lay ministers and
high school counselors.
This workshop qualified
for Continuing Education
Unit (CEU) credits.

When introducing Dr.
Hoy at both programs,
the chapel president, Brad
Speaks, spoke of the inde-
pendent, family-owned
and operated Speaks Cha-
pels’ lengthy dedication to
helping people deal with
grief. Speaks family mem-
bers had heard Dr. Hoy
speak on several occasions
and thought he would
present a program that
would be of value to those
in the Greater Kansas City
area that are grieving, as
well as the caregivers that
support them.

prise and appreciation
were the reactions that
I heard most often fol-
lowing Hoy’s evening
session. Already hurt-
ing from their personal
losses, some were appre-
hensive about attending
a session on grief, but
Hoy’s insights into their
journey put them at ease
and helped them realize
that their grief was nat-
ural, normal as well as
healing and they were not
alone in their feelings.”
“Both presentations
were outstanding and
very well received,” stated
David Speaks. “I was so
pleased to see how many
Kansas City caregivers
came to our program this
year. This more than dou-

ago. It feels like we are do-
ing something that they
really appreciate. These
professionals have been so
grateful that we've afford-
ed them the opportunity
to further their knowledge
of grief care, while also
offering them the CEU’s
needed to maintain their
licenses, all for a very af-
fordable price.”

Attendee’s comments in-
cluded: “Dr. Hoy brings
this ‘science’ and research
alive and meaningful.
Keep ‘em coming — great
content relevance.” An-
other commenter noted
that “Specific clinical ex-
amples were a valuable
teaching tool.”

“Our family’s funeral
homes were one of the

NOVEMBER 2010
Continued from Page A14

community,” added Da-
vid Speaks. “We feel that
this kind of program is an
extension of those early
grief support efforts, and
can really help those who
are experiencing loss and
grief, which they’ve never
faced before. It is also an
extension of what we do
for families every single
day at Speaks Chapels.
Our purpose as individu-
als is that we exist to care
for families as they grieve
and celebrate life. Our vi-
sion is to help families in
our community acknowl-
edge and cope with the
death of their loved ones
in positive and healthy
ways. That is who we are,
and that is why the Speaks

family was proud to bring

bled the attendance of our
first workshop four years

Following the event,
Brad Speaks stated, “Sur-

A Closer Look at Employee Engagement

change and refreeze into new work patterns and be-
havioral expectations.

Creativity and innovation becomes the spirit of the
workplace. Problems are followed with solutions.
Ownership emerges in actions where value becomes
far greater than what is expected in compensation.

Engaged behavior is most likely to influence peers in a
positive way. The excitement and enthusiasm generated
spreads quickly and has a modeling effect. The can do atti-
tude is invasive and pushes forward in a wave of change.
Interestingly enough,
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’ engaged employees de-
scribe themselves as being
more satisfied with their
work and less stressed.
The outgrowth of this
is that absenteeism is re-
duced, and turnover be-
comes less threatening to
management, as people at
every level see and experi-
ence, the value in engage-
ment.
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first in the nation to offer
true grief support to the

Dr. Hoy to this commu-
nity.”

Continued from Page A10

The bottom line is the productive consequence of
employee engagement. Companies report that the
number of departments showing productivity increases
continue to gain momentum as engagement behaviors
become slowly embedded in the workplace. Compa-
nies have reported productivity gains of 10-15% in
the first year alone.

As in any startup situation, there is an initial invest-
ment of time to create the culture of engagement.
However, in the long haul, there is a return far greater
than the investment.

In conclusion, an engaged workforce truly helps cre-
ate a workplace where employees know more, do more
and contribute more to the success of the company.
Stepping forward to engagement requires more than
motions. It requires awareness, an understanding of the
foundation, and skill development of the essential en-
gagement tools. It also requires leadership commitment
and patience as the engagement culture emerges over
time and becomes part of the operating fabric of the
workplace. The weak-hearted will usually bail out and
will need to be asked to step aside. It is a time when
the company must demonstrate, to even the most ca-
sual observer that it is moving beyond “window-dress-
ing”. The organization has actually demonstrated their
commitment to provide clear communication and ap-
propriate resources. It has willingly invited people, at
every level, to participate and looks for opportunities
to celebrate the spontaneity of grassroots leadership.
I believe that capturing the head, heart and hands of
all employees through planned actions, and executed
using measurable results, should be the goal of every
company.

Gregory Ferris is currently a regional director for Paradigm Associates.
He specializes in helping funeral home owners move their business from
the “asis” to a "desired state” Formerly with Batesville Casket Company,
he also worked as Director of Training and Development for a funeral
home acquisition company. Gregory often presents at state funeral direc-

tor associations as well as publishes in numerous association newsletters.
You can contact him at Gferris@paradigmassociates.us.
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So where do we begin to heal? A person’s social net-
work is one of the most important factors in recov-
ering from a loss. This is why bereavement support
groups have grown in popularity over the years. They
offer a unique kind of help that one-on-one coun-
seling cannot. The group can assure people that the
loneliness and insecurity they are experiencing is nor-
mal and others have gone through it and found a new
meaning in life.

Dr. Jackson also stressed the value of religious think-
ing in times of crisis loss. He pointed out that all
religions declare that life is more than a biological
event. People who do not believe in organized reli-
gion, or God for that matter, must find their way
through other means. Some people can move on
quickly, but for most it is a long process. You can be
sure, that you may try to bury grief, but it will often
come out in ways youd not expect. Eventually, some-
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Grief and the Loss of a Loving Relationship (Part 2 of 2)

thing inside you will trigger an outburst, waterworks,
or a complete meltdown.

Continuity of life patterns is possible and can be
reestablished but not by clinging to what was but
by beginning to explore what can be. They are two
entirely different approaches to grief management.
A certain form of detachment from the loving rela-
tionship to the extent of developing new resources
for security and stability is a real possibility, but it
takes time. The cruel aspect of grieving is that no
matter what life goes on. Life must go on. There are
no other options. However the griever can resist this
reality and when this fact is highly resisted absolute-
ly, where the will power is directed to resisting this
truth, I have seen griever’s tragically take their own
life — they commit suicide.

Resolution of grief comes from a compromise be-
tween retaining portions of the past, without com-

Page A19
Continued from Page A17

pletely escaping or yearning to live in the past. Reso-
lution is found in the middle of the tension of these
two competing life issues. It is like a trapeze artist
who must gracefully move from one swing in mid air
to another swing grabbing one and timing the release
of the other, it is all a balancing act. The griever is
in the same situation but emotionally so. They must
let the past go but at the same time retain valuable
parts of the past while at the same time swinging and
grabbing hold of the future and making the swing
hopefully without slipping.

The loss of the loving relationship requires our grief
trapeze act to always include memories, but also to
find new meaning in the lost relationship, but not
finding a substitute/replacement for the lost love ob-
ject immediately. Attaching yourself in an emotion-
ally charged relationship too soon after the death of

CONTINUED ON PAGE A20
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Grief and the Loss of a Loving Relationship (Part 2 of 2)

someone significant in your life is usually a doomed
experience. Successful grief incorporates finding and
exploring what the loss means to the griever and the
outcome and findings will be different for every hu-
man being. This type of exploration offers the op-
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By Kristan Dean

While rushing through the airport on my way to the
NFDA convention I almost ran right into the “Take
Comfort in Rituals” sign at the front of the Starbucks
kiosk. My first thought: “The Starbucks advertising
team really hit the nail on the head.”

This tag line just might be the prompt the public
needs to believe they can leave their hard times be-
hind if they just open that door and take comfort
in doing the Starbucks’ ritual. Then it hit me: more
than getting us into a Starbucks, the words “Take
Comfort in Rituals” tells me and hopefully you how
much the families and communities you serve need
your help.

You are more than a Starbucks cup of coffee! You are
the comfort resource for your community. Funeral Di-
rectors, Cemetery managers, and After Care Providers
are the people families know they can turn to when
their hearts are overwhelmed with feelings of grief. You
are the one who makes everyone feel welcome no mat-
ter how broken their hearts might be.

You do more than give people a moment to forget.
You are the Funeral Directors, Cemetery Managers,
and After Care Providers in our industry who strive
to bring comfort to your community in a multitude
of ways. Thanks to you the people you serve begin
and continue to find their paths to healing.

Let the Starbucks call to “Take Comfort in Ritu-
als” lead you to do more than grab a cup of coffee.
Let these words inspire you to help the families you
serve and your communities at large realize that you
understand. You know how important it is and real-
ize how difficult it can be for those who are grieving
to find comfort in their personal and/or family ritu-

als and traditions. More than this you realize that this
time of year is often the most difficult for those who
are grieving,

This Holiday Season take a moment to help the
families you serve and your communities at large find
comfort in their holiday rituals and traditions. Won-
dering how you can help? Ask your families. Knowing
that you care, that you realize how difficult it can be
to walk through the holiday season alone, and that
you want to help are some of the greatest gifts you
can give a person in mourning.

Please consider bringing your families together to
talk about what they do that helps them find comfort
and joy in their holiday rituals and traditions. Want
to do more? Consider asking your local Starbucks to
sponsor the coffee and pastries and invite their pa-
trons to join your families in sharing how Rituals can
bring comfort to their grief.

Better yet join together with your local media to in-
vite everyone in your community to come together,
enjoy a cup of coffee, and learn how they can “Find
Comfort in Rituals” this Holiday season. I look for-
ward to your thoughts. Please give me a ring at 781-
331-5308 or, if you prefer, email me at kristan@
mooneytunco.com.

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

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

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

Continued from Page A19

portunity for a new beginning which requires new
answers to old questions and finding new ways to
predict and control what was always before handled
together by the two in the loving relationship.

Here and there some people will pass through their
loss and pain unchanged. At times and under certain
conditions this is totally understandable. I remember
doing a funeral for a very elderly woman in her late
90s. Her husband who survived her was older than
she was. In the weeks and months after her funeral he
would drive to the cemetery everyday and basically
spend most of the day sitting under a shade tree next
to her grave, taking naps, and eating his lunch. A few
people expressed astonishment at this behavior “isn’t
that odd” people said, but really at 98 years of age
what else was he to do — find a job? Get a girlfriend?
Take up bowling? Sell Amway products? Given the
situation that he found himself in he decided not
to change anything and at 98 years old his decision
worked very well, maybe not for the onlookers and
gossips in town but for him.

However when the griever is at the stage of life where
there is a great amount of life to be lived in the fu-
ture this produces an entirely different situation. It
is then terribly important to really make something
of the loss experience. When one has lost the loving
relationship and subsequently accepts the finality of
the loss, and all the pain that must come with that
acceptance, one does not need to suffer any decline
in their own life. The pain may well and can and does
lead to a new fulfillment; a feeling of accomplishment
and the power to change. There is an ancient reli-
gious precept which is not at all popular today but
does possess truth and wisdom: “All growth comes
through suffering.”

The end result can be a feeling of renewed self-
worth and many times this renewed self-worth is a
catalyst for human creativity. One may well discover
new parts of one’s self and be able to transform pain
into creativity. Some of the greatest music and art
that the world has ever heard or seen have been pro-
duced precisely in this manner.

Much of Beethoven’s greatest and most profound
music was written after he lost his hearing entirely;
and that was a terribly difficult grief experience for
the maestro to find meaning in. The healing griever
might find new interest in the creative arts, and be-
come familiar with how to express pain through dif-
ferent mediums of self expression.

Many times the griever will become closer to oth-
ers and improve and/or heal and/or forgive past and
existing relationships. And yes the possibility exists
of forming a new loving relationship with another
person. It is possible to convert the negative feelings
of pain and loss into energy to grow. It is possible to
survive pain and find purpose in it. As one widow
told me, “I was so miserable, so bitter so fearful, that
one day I simply decided that I might as well just try
to figure it all out, and that made all the difference
in the world.” We might as well just try to figure it
all out, what do we have to lose?

The essence of the loving relationship is growth, the
essence of grieving is growth — they go hand in hand.
Through our losses in life we are made more aware of
how precious our time is on earth and how important
love and its expression is to enhancing the experience
of life. When we shy away from talking about death,
when we shy away from the ever-changing nature of
life and nature, when we shy away from a respect and
deep reverence for how life is good and life is not so
good at times, we inevitably shy away from living life,
and running away from life is the most tragic behav-
ior that any human being can engage in.

The great American poet Emily Dickinson captured
this essence of love and grief when she wrote the fol-
lowing:

[ walked a mile with pleasure;

She chatted all the way;

And not one thing did I learn from her
For all she had to say.

[ walked a mile with sorrow;

Not one word said she,

But oh the things I learned from her
When sorrow walked with me.

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

Todd W. Van Beck has written over 200 articles and 65 books
and manuals covering every possible topic of interest to funeral di-
rectors, cemeterians and clergy. His extensive training and experi-
ence spans over 35 years at every level of the funeral and cemetery
profession and the church. For more information or to contact Mr.
VanBeck visit his new website at www.toddvanbeck.com.
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and Cemetery
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Cedar Memorial Funeral Home

Carl K. Linge, the founder of Cedar Memorial Park,
purchased a farm along the main road between Ce-
dar Rapids and Marion in the winter of 1929. At that
time the two cities were separated by about six miles
of countryside. Later that same year, he began build-
ing a new kind of cemetery called a park plan. Instead
of large stone monuments, it would feature enduring
bronze memorials set flush with the ground. Carl kept
expanding his unique cemetery through the years. He
was a visionary who wanted “more than a cemetery,”
CONTINUED ON PAGE A24
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Rutherford Funeral Home
purchases new Chrysler

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.
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Reduce administrative costs
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COLUMBUS,OH— Don
Jones of Rutherford Fu-
neral Home, Columbus,
with their new Chrysler
First Call/Flower Car
combination unit, pur-
chased from John Mus-
ter of Muster Coaches,
Calhoun, KY. Rutherford
Funeral Home is a fam-
ily owned and operated
business serving the Co-

lumbus area with four lo-
cations, and is known as
one of Ohio’s largest fu-
neral homes. Leading the
funeral home is second
generation funeral director
Bill Rutherford, who has
served as president of the
Ohio Funeral Directors As-
sociation and as president
of the National Funeral
Directors Association.

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

800.785.0003
www.snlfastfunding.com
fastfunding@securitynational.com
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Funeral Director Licensure Study by Funeral Service Foundation

Ironically, both sides of the licensure issue agree at the
most fundamental level; separating the funeral direc-
tor license from the embalmer license will attract more
people into the funeral profession by eliminating the
greatest barrier to entry. So the real issue is not about
licensure, but instead whether the funeral business will
be harmed or enhanced by an influx in people in the
industry.

Funeral directors surveyed on the impact from per-
mitting funeral directors to be licensed without being
embalmers,

* 29% indicated it was positive

* 30% no impact

* 37% negative

Both sides of the argument have valid points: propo-
nents of a single license argue that:

» Taking it to an extreme, third party pre-need sell-
ers could conceivably position themselves as fu-
neral brokers by aggressively selling packages, then
putting the funerals up for bid to local funeral
homes.

* Conceivably, specialization could result in firms
having larger staffs.

 Arrangers must have a working knowledge of em-
balming to answer consumers’ questions about the
process when making arrangements.

Proponents of a bi-furcated license argue that:

ry
FuneralifService

The Funeral Service Foundation
commissioned a Recruitment and Retention
Research Project in December of 2008,
and continued through May of 2009. The
following is a summary of the findings
from the segment of the research study
concerning funeral director licensure.

* Requiring both technical competency and superior
communications skills as required by funeral arrang-
ers’ results in neither job being done as well as it
should be if the individual could specialize.

* Dividing the licenses does not prohibit an individu-
al from earning both. In fact, securing both licenses
would require no more than is presently required and
an individual with both licenses would command
greater compensation.

* There is evidence that the greatest improvement from
specialization would be in the technical arena, as people
attracted to funeral service tend to be caring, sensitive per-
sonality types wanting to help families during a difficult
time as opposed to technically inclined personalities.

All Our Best to Youl!
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Although both arguments have merit, there is incon-
trovertible evidence that the funeral business would
benefit from being able to select personnel from a larg-
er population than just licensed embalmers. Finding
qualified funeral arrangers and pre-need counselors
represent the greatest challenge for many of the na-
tions funeral businesses; particularly in northeastern
states where there are many small volume funeral firms
and state laws regarding licensure are the most restric-
tive. As the funeral industry matures, the number of
funeral homes in the nation will continue to dimin-
ish; but the recruiting challenge will likely continue.

Even if the availability of licensed personnel was
great enough to meet the industry’s needs in these
states, there would still be the issue of whether mor-
tuary school graduates have the preparation necessary
to be both technically proficient as well as possessing
the communication skills necessary to be productive
arrangers.

Over time the number of funeral homes in the metro
areas will diminish through consolidation and business
closings (a process that is already occurring in New
York City and other metro areas). The licensure issue
will gain more traction as funeral firms consolidate.
The larger firms will demand greater margins on sales
in order to meet higher overhead costs; accomplish-
ing this will require more productive arrangers; indi-
viduals with superior communication skills, selected
for their desire to excel.

In the simplest of terms, there are people that inter-
act well with others and there are people that possess
technical capabilities; but there are relatively few that
possess both. As a result, placing a technical oriented
person in a position where they must influence cus-
tomers is doomed to mediocrity, which is what the in-
dustry is presently experiencing with the increase in
minimum disposition cremation. Similarly, a person
that thrives on human interaction will not excel in a
mechanical or technical capacity. But this is the chal-
lenge of today’s funeral home managers when selecting
personnel; which do they want to sacrifice, technical
competency or mediocre arrangements.

Another facet of this challenge is the growing de-
mand for skilled managers in funeral service. There
presently exists a significant need for facility managers,
as there are fewer single location funeral businesses.
Because of funeral industry’s roots as family operated
businesses, there has been little need for skilled man-
agers capable of developing and maintaining budgets,
selecting and scheduling personnel, and maintaining
quality standards. Multi-facility firms are increasingly

CONTINUED ON PAGE A29

Cremation
Issues and

By Ronald Salvatore

Matthews

CREMATION DIVISION

Special Operating Procedures
for Cremating Caskets and
Containers (Part 1)

Caskets and containers vary widely and the various
materials used in their construction react differently
during the cremation process. It is critical that op-
erators understand how each casket or container will
react in a cold cremator as compared to a hot crema-
tor, and know the best sequence in which to cremate
them (while also taking into account the size of the
body).

As explained in previous columns, any body weigh-
ing 300 pounds or more must be the first cremation
of the day in a cold machine, regardless of the type
of casket or container. Remember, lean tissue releases
about 1,000 BTU of heat per pound compared to fat at
17,000 BTU/pound. To give you an idea of how much
heat that is, every 100 pounds of fat is equal to twelve
gallons of kerosene.

Follow your equipment manufacturer’s instructions
for cremating this special case type. If the body in the

container is within the average size range, the follow-
ing instructions concerning cremation sequence can be
used as a guide. Before cremating any special case, con-
sult your manufacturer or operating manual for specific
instructions.

Highly Polished Caskets

The solvents used to coat a highly polished casket com-
bust very rapidly and release tremendous heat much
like the fatty tissue of an obese body. Typically there is
about eight pounds of adhesives and coasting on this
casket, with a BTU content of roughly 10,000/pound
and 140 pounds of wood at 8,500/pound. You know
now understand how much energy will be released and
why this casket should be the first cremation of the
day.

Pre-heat the secondary chamber as normal. The cre-
mation burner is turned on just long enough to ignite
the casket. Once ignition occurs, the cremation burner
is shut off. The casket will consume itself without the
need for additional heat or energy from the burner. If
your cremator has adjustable air controls, make certain
the hearth air is off or in the delay position. Allow the
casket to continue to consume itself for approximately
30-45 minutes then proceed with normal operation.
This procedure helps reduce the chance of overheating
the cremator, which can result in visible emissions.

Cremation Caskets

Cremation caskets are specifically designed for crema-
tion and are becoming an increasingly popular choice
of families selecting cremation. These relatively light-
weight caskets (weighing approximately 40 pounds)
are constructed of softwoods for frames and supports,
and corrugated fiberboard and various fabrics for lin-
ings and coverings. Cremation caskets cremate very
well, and may be cremated in any sequence.

Plain Finished Wood Caskets

If cremating these caskets in a cool cremator, follow normal
timer settings and operating procedures. Follow operating
procedures for highly polished caskets when cremating these
caskets in a hot cremator.

Cardboard Containers

Cardboard containers may be cremated in any sequence. If
you experience fly ash when cremating these containers, try
propping the lid open (if permitted to do so). Keep hearth
air off until the container is consumed and the body has re-
leased most of its energy.

Regardless of the type of casket or container, caution must
be exercised when successive cremations are performed. The
materials and solvents used in the manufacture of caskets and
containers can ignite prematurely when loaded into a hot cre-
mator. To help avoid this, allow sufficient cool-down time be-
tween cremations or utilize an automatic loading device.

In the next issue, we will review the guidelines for caskets
and containers constructed of particleboard, metal, plastic

and fiberglass.

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

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

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

With over 100 years of combined experience and nearly 3000 instal-
lations, the Matthews Cremation Division is acknowledged world wide
as the foremost experts in the cremation industry setting standards in
cremation equipment design, manufacture, service and supplies. This
column is dedicated to the further education of cremationists, funeral
directors, cemeterians and other industry professionals.
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Cedar Memorial Park Funeral Home and

Cemetery is all about Family

he wanted a place of un-
rivaled beauty to honor
the dead while serving
the cultural and spiritual
needs of the living. The
campus includes a wood-
ed cemetery with many
artistic features and intri-
cate, vibrant flower beds.
The Chapel of Memories
and Mausoleum, pat-
terned after Old World
Churches in England,
were added in 1941. The
non-denominational cha-
pel is used by various re-
ligious and non-religious
groups. Carl’s son, David
Linge, added the beauti-
ful limestone Cedar Me-
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The Basics of
21 Century

Iemporary
Preservation

Technology
(Part 13)

By John A. Chew

As mentioned in Part 12, the most effective meth-
odology of embalming is probably the least taught
or practiced by embalmers. This is best demon-
strated when you enter a preparation room and the
embalming machines are filled with fluid before
the body is present. All bodies are treated with the
same mixture of solution without consideration of
morphological appearance or cause of death.

The appearance of any given body is all we have
with which to work. With experience, we can de-
pend on our senses to support initial observations
based on sight and cognitive educational back-
ground.

I would like to base the following series of the ba-
sics on three fixed factors of body preservation: the
vehicle/solvent (water), vascular drainage chemicals
and the concentrate arterial blend fluid. In actuality,
the first two begin as variable factors due to geo-
graphical location and body chemistry. This is cor-
rected with the use of a water sequestering agent.
The second is based on isotonically balanced use of
the sequestering vascular preparatory solution.

The third fixed factor is formulated by a chemi-
cal manufacturer, simply speaking, on the rule of
six. The preservative arterial formulation is the only
true fixed factor (100% formalin). Formalin used
in the formulation of arterial fluids contains only

40% actual formaldehyde.

The difference among the various manufactur-
ers of embalming chemicals is the various propri-
etary chemical combinations which make up the
concentrate. It is important for the embalmer to
establish a balance of solvent prior to diluting any
concentrated preservative chemical.

At this point we can establish a standardized per-
centage strength which we will consider the index
or a guide number to determine a working strength
of the preferred chemical. A starting point (dilu-
tion) being 1% or less to prevent a walling off re-
action during initial preservative injection.

A licensed embalmer can use any index of fluid
following pre-analysis to achieve temporary depth
preservation and restoration without distortion.
The objective is to return the body to its natural
form and color.

Next month we will determine specific dilution
factors and preservative demand.

John A. Chew is a Funeral Service Education Specialist, Con-
sultant, Tutor, Thanatogeneticist, and a Licensed Funeral Direc-
tor and Embalmer. He is a retired former Associate Professor and
Director of Funeral Service Education at Miami Dade Community
College as well as the Institute for Funeral Service Education and
Anatomy at Lynn University (1967-1997). He is presently Director
of Education at Embalmers Supply Company, Recinto De Ciecias,
Medicic, UPR, ESCO/OMEGA, and the Academy of Restoration
and Embalming.
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Cedar Memorial Cremation Center
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Cedar Memorial Option Center

morial Park Funeral Home in 1975 and brought West-
side Chapel and Grant Wood House back to local
ownership in 1978. The full-service flower shop on

the park campus opened in 1954.
Current CEO of the Cedar Group, C. John Linge,
has orchestrated dramatic innovations as Cedar Me-
CONTINUED ON PAGE A28
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Recycling involves pro-
cessing used materials
(waste) into new products
to prevent waste of poten-
tially useful materials, re-
duce the consumption of
fresh raw materials, reduce
energy usage, reduce air
pollution (from incinera-

FUNERAL HOME & CEMETERY NEWS Section A
Creating a Culture of Security

tion) and water pollution
(from landfilling) by re-
ducing the need for “con-
ventional” waste disposal,
and lower greenhouse gas
emissions as compared to
virgin production.

We have all grown to know about recycling. Today we
take appropriate actions to recycle materials and prod-
ucts. From aluminum cans to computer hardware we
have a particular method of disposing of these prod-
ucts and materials.

Rick Rega Il

What does Recycling have to do with
Information Privacy and Security?

You may be wondering, what does recycling and
Information Privacy and Security have in common.
Simply put, it is a learned process.

In the early days of recycling, government and busi-
nesses took steps to raise awareness and to educate all
of us on the benefits of recycling. We learned that by
recycling we could prevent waste of potentially use-
ful materials, reduce the consumption of fresh raw
materials, reduce energy usage, reduce air pollution
and water pollution by reducing the need for “con-
ventional” waste disposal, and lower greenhouse gas
emissions as compared to virgin production. The
bottom line is that we have changed our culture —
we are now protecting Mother Earth by preventing
the exhaustion of our natural resources and reduc-
ing pollution.

Today, government and businesses are taking steps
to raise awareness and to educate all of us on the ben-
efits of protecting private information. We as busi-
ness owners and employees need to understand that
by protecting private information we are protecting
our customers, employees, and our businesses by
preventing information from being lost, stolen, or
illegally used. The bottom line is, we need to change
our culture — to protect our customers, employees,
and ourselves from the devastating harms of iden-
tity theft by preventing information breaches from
occurring.

Creating a Culture of Security

Like recycling, creating a culture of security requires
us to develop new thinking patterns that will produce
new actions. These thinking patterns need to focus on
preventing identity theft and information breaches
from occurring. Simple things, like clearing private
information from the top of your desk, locking down
your computer when you leave it, and taking items to

<+

+
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ok Boston Prayer Card Company

By Rick Rega IT

Delivered Next Day for calling hours! No charge for shipping!

be mailed to the post office instead of placing them in
your mailbox with the red flag up. By repeating these
actions over and over we form new habits.

Habits are those spontaneous actions that we perform
without giving much thought to them. For instance,
throwing an aluminum can into a recycling container
is second nature to us. Protecting private information
should also become second nature to us. We cannot
take anything for granted. If we think it can happen
— it probably will.

We have over
400

religious and
non-religious
card selections in
stock at all times!
[ ]
We can
create virtually
anything your
families may
want!

[ ]
We ONLY work
with Funeral
Homes!

The Importance of Change

Data security is of critical importance to consumers.
When companies don’t protect the personal informa-
tion that they collect and maintain, that information

CONTINUED ON PAGE A26

Just Call: 1-8 00-PRAY-FOR (800-772-9367)
Phone: 781-749-5214 ¢ Fax: 781-749-4794
E-mail: bpcc@bostonprayercard.com
www.bostonprayercard.com
g SERVING THE FUNERAL PROFESSION FOR OVER 15 YEARS

M E M B E R

CFSA

CASKET & FUNERAL SUPPLY
ASSOCIATION OF AMERICA

Faithful Friend"

PET CASKETS
127/ 227/ 287/ 34"/ 40"/ 52” & 18”0Octagon

Child Caskets & Vaults

“The Original Casket & Vault Combo™
Sizes 127/ 18”/217/ 24/ 307/ 36/ 42” & 48”

1-800-782-8249
Independent & Family Owned Since 1945

www.mccordcasketsandvaults.com

1-800-567-7387

www.faithfulfriendpetcaskets.com

=
VISA

We Ship World Wide

5 FUNERAL HOME & CEMETERY NEWS
NOMIIS

We welcome your news!

Send us any press release related to your firm which would be of interest to your fellow industry
professionals. All press releases are published free of charge and at the discretion of the publisher.
Be sure to include any photographs.

Staff additions... Staff promotions... Anniversaries... Apprenticeships... Remodeling... Moving...
New Ideas... Community Service Projects... Graduates... Obituaries... Etc.

Send to: Funeral Home & Cemetery News, PO Box 5159, Youngstown, OH 44514
Fax 1-800-321-9040 -« press_releases@nomispublications.com + www.nomispublications.com




Page A26

could fall into the wrong hands, resulting in fraud and
other harm and it can be devastating to the customers,
employees, and to the companies’ bottom-line.

We can no longer get by with the same old tactics
when working with private information. We have to
be on the look-out, looking for the obvious and sim-
ple ways that we could lose or have stolen the private
information in our possession.

cremation.com
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R X X X X
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We need to take identity theft seriously. We need to
accept the fact that identity theft can be devastating
and can have a major impact on our lives in many ways
and for many years.

Changing Your Thinking Through Education

To change a culture we must first change our think-
ing and belief system as they pertain to identity theft
and information breaches. We need to first recognize
that private information is as good as gold to an iden-
tity thief. We need to understand that we can no lon-
ger overlook the value of a Social Security number
or medical identification numbers. It is important to
understand that we are the custodians of this private
information. Our clients trust us to properly handle
their valuable commodity (private information) and
it is our responsibility to protect it. Isn’t this what we
expect everyone else to do for us?

It starts with commitment and caring and ends with
compliance.

Rick Rega started his career as a licensed funeral director
in 1979. Over the years, Rick has held several management
positions and has vast experience in operations and manage-
ment of firms, making him a leader in funeral and cemetery
sales and management. Dur-
ing his career, Rick has been
recognized on the Who's Who
list of Pennsylvania funeral
directors; achieved top sales
and marketing recognitions;
Jfounded a successful preneed
sales and marketing solutions
consulting company; devel-
oped much needed marketing
programs for employee benefit
planning and was named one
of the top 10 sales produc-
ers/managers in the country
in 2002 and 2003. Rick is
known for extreme attention
to detail. “Approaching every
situation with high expecta-
tions is a very important step

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

By Elleanor Davis Star/es, CFSh
Founder and Executive Director of the 100 BWFS, Inc.

Alabama Hall of Fame Firms

100 Black Women of Funeral Service recognizes two
outstanding firms with more than a century of service
to Alabama families.

Larkin and Scott Funeral Home

Larkin and Scott Funeral Home of Demopolis is the
largest West Alabama funeral home serving six coun-
ties within 325-mile radius. It was founded in 1907 by
John D. and Mamie Larkin. A tailor by trade, John
saw the need for funeral services and his effort to es-
tablish a mortuary was well supported by the com-

LARNIN R $¢077
MORTUARY

Larkin and Scott Funeral Home

munity. Their daughter, Valtena Larkin Scott, grew

up in the business and after college, became a teacher.

Valtena had two sons, John Dustin Scott and Thomas

Lee Scott. John D. graduated from Atlanta College of
Mortuary Service and joined his grandparents. Valtena

eventually retired from teaching and also went to work

at the funeral home. She served as chaplain, as well

as a musician for the Alabama Funeral Directors and
Morticians Association.

When John D. Scott
passed away in a car ac-
cident in 1968, Thom-
as and his wife Dorothy
then joined the business
and became licensed fu-
neral directors and em-
balmers. Valtena passed
away in 1985. At that
time, Thomas’ and Dor-
othy’s son, Christopher
C. Scott, left his position
as Professor of Mortuary
Science, Pathology, Anatomy, Embalming, Microbiol-
ogy and Restorative Art at Gupton-Jones Funeral Ser-
vices in Atlanta, GA and joined the firm.

When Thomas passed away in 1996, Christopher
took over as president and CEO. Today he operates the
firm with his wife, licensed funeral director and grief
counselor, Jonnie W. Scott. Their children, John T.
Scott and Christalle Valtena Scott, are serving their
apprenticeships and will also join the family busi-
ness.

Thomas L. Scott

Davenport and Harris Funeral Home
Davenport and Harris Funeral Home, Inc. of Bir-
mingham is the oldest African American family owned
and operated business in the state of Alabama. It was
established in 1899 by Charles Morgan “Boss” Har-
CONTINUED ON PAGE A27
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ris. He and his sister, Hat-
tie C. Davenport, moved
to Montgomery in 1889,
and after working at sev-
eral odd jobs and attend-
ing Alabama State Nor-
mal School for Colored,
Charles began working
for the Henry A. Loveless
Undertaking Company.
In 1893, he married Mat-
tie Bell Saffold and he, Mattie, and Hattie moved to
Birmingham. There Charles opened a general store
and soon saw the need for affordable and dignified
burial services. He expanded his business to include a
funeral parlor, the Charles M. Harris Undertaking
Company. He soon did away with the store to es-
tablish the Davenport and Harris Funeral Home, Inc.
with Hattie. In 1924, Charles bought out her share of
the funeral home.

In 1923, Charles founded the Protective Burial As-
sociation to provide affordable burial insurance within
the community. It was met with great success and was
subsequently renamed Protective Industrial Insur-
ance Company of Alabama, also known as PIICO.

In 1938, the funeral home was incorporated. The
stockholders were Protective Industrial Insurance
Company, Mattie B. Harris, and Charles and Mat-
tie’s children, Virgil L. Harris, M.H. Davis and Clara
Harris Evans. Charles M. Harris passed away that
same year and was succeeded as president by his son,
Walter W. Harris, an attorney practicing in Cincin-
nati, OH. With Walter commuting between Birming-
ham and Cincinnati, much of the managerial respon-
sibilities fell on William E. Sterling, Sr. William re-
mained the dedicated general manager of Davenport
and Harris for more than 34 years until his death in
1972.

With the untimely death of Walter Harris in 1945,
Dr. Charles M. Harris, Jr., a physician practicing in
Philadelphia, PA and Jersey City, NJ, temporarily as-
sumed the presidency of the funeral home. In 1946,
Mattie became president, a position she held until her
death in 1955. At that time, Virgil simultaneously
assumed the office of president and chairman of the
board. He served as both for the next 33 years.

During Virgil’s tenure, his wife, Wilma C. “Billie”
Harris, dedicated much of her life to the success of
the company. She served as treasurer and general man-
ager until her retirement in 2006. Paul E. Harris suc-
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An old Davenport and Harris Family Photo

ceeded Virgil as president and served diligently until
his retirement in 1995. James C. Harrison took over
as president, followed by Virgil and Wilma’s daughter,
Carol H. Mitchell, who assumed the postin 2005. In
2006, the baton was passed to Marion P. Sterling. As
a fifth generation of the Harris family, Marion has
made it his mission to carry on the legacy of offering
courteous, sympathetic, experienced and professional
service set forth by Charles Morgan “Boss” Harris.
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PROUD M
‘ MEMBER

terans & Famlly
Memorial Care®

PROUDLY SERVING THOSE
WHO HAVE PROUDLY SERVED™

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

—Cheryl A. Smith of E. Merril Smith Funeral Home

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

early 1000 family owned funeral homes
in 49 states are driving traffic thru their
front doors and creating new opportunities
by participating in VFMC’s Signature
PR Campaigns and Strategic Marketing
Partnerships. They have become the catalyst
for their communities to show their support
and honor veterans and active duty military.

Is your firm “The Veterans Choice”?

Learn more by visiting:
www.VeteransFuneralHomes.com

or call toll free: (866) 770-6791
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Cedar Memorial Park Funeral Home
and Cemetery is all about Family

morial continues to be all
about family.

In 1996 Family Service
Counselors were intro-
duced as part of a sweep-
ing overhaul in the pr-
eneed sales department.
Rigorous training and
ongoing education were
implemented. The coun-
selors are trained to offer
the greatest value possi-
ble, regardless of the type
of funeral or cremation
services chosen. Their
goal is to provide a vari-
ety of service options at
all price levels. Cedar Me-
morial Signature Service
plans were introduced in
2009. Signature Service
plans are predetermined
packages for funeral, cre-
mation and burial ser-
vices. These plans offer
merchandise and servic-
es most often selected at
substantial savings.

The staff of caring, li-
censed funeral directors
at Cedar Memorial is sur-
rounded by competent
support staff who each
contribute in a unique
and meaningful way. In-
novative service offerings
include: custom designed
funeral services, Certified
Celebrant on staff, funeral
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Cedar Memorial Option Center, including the Funeral Ark

ark and an options room
that helps families visu-
alize the possibilities in
commemoration and cel-
ebration. The staff main-
tains the highest standards
as they serve their families
and their community.
The original funeral
home was remodeled to
provide a home for the
Family Center and Li-
brary in 1999. The ex-
tensive grief library and
the office of their award-
winning AfterCare pro-

Artistry

that’s

affordable

The Meadow Lane Urn Series

gram are located in this
building. The newly-re-
modeled kitchens and
banquet rooms welcome
family members follow-
ing a service.

In 2001 the state-of-the-
art Cedar Cremation Cen-
ter was built, serving the
cremation needs of Cedar
Memorial’s funeral homes
and Iowa Cremation.
Iowa Cremation, a service
of Cedar Memorial, is the
largest and fastest growing
provider of simple, dig-
nified cremation services
in Iowa with over 10,000
members throughout the
state.

Cedar Memorial remains
family owned and fam-
ily focused. John Linge
is a hands-on, day-to-day
presence in both Cedar
Memorial and in the com-
munity. He is also a lead-
er in the funeral industry
and he speaks throughout

the country on issues re-
lated to the funeral, ceme-
tery and cremation indus-
tries. He is a past member
of the Board of Trustees of
the American Cemetery-
Mortuary Council, past
president of the Associa-
tion of lowa Cemeteries,
current member of the
Board of Directors of the
International Cemetery,
Cremation and Funeral As-
sociation and a member of
Preferred Funeral Directors
International.

“We continue to serve
each family, along with
their friends, to the ab-
solute best of our ability.
Beautiful grounds and
buildings are not enough
to deliver on our promise
of ‘everything for your
family.” Fortunately, our
exterior beauty is matched
by an interior beauty:
our caring and dedicated

staff.”
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Service

Foundation
Continued from Page A22

going outside of the in-
dustry to find managers in
the hospitality industries.
It would be better for the
public, as well as funeral
businesses if management
oriented individuals could
be employed in funer-
al arranger capacities to
gain practical experience
then evolve into manage-
ment positions over time.
Similarly experienced em-
balmers capable of teach-
ing and evaluating techni-
cal skills would supervise
technical operations.
Research Findings:

An individual funeral di-
rector’s position on the li-
censure issue is influenced
by the state in which they
reside. In the west where
dual licenses are more
common, 74% feel dual
licensure is positive or
has no impact. In the East
where most states have
a single license, 53% of
funeral directors consid-
er a bi-furcated license a
negative influence on the
profession. Licensed indi-
viduals from the northeast
tend to support a single
license because it is be-
lieved to protect their in-
dividually operated busi-
ness. The irony is that
these states have the most
funeral homes per capi-
ta.

Dual License States: Al-
abama, Alaska, Arizo-
na, Arkansas, California,
Wyoming, Idaho, Kan-
sas, Kentucky, Louisiana,
Mississippi, Missouri,
Ohio, Oregon, Tennes-
see, Vermont, and Wash-
ington State.

Single License States:
Connecticut, Delaware,
District of Columbia,
Florida, Georgia, Illinois,
Iowa, Maine, Maryland,
Massachusetts, Michi-
gan, Minnesota, Mon-
tana, Nebraska, Nevada,
New Hampshire, New
Jersey, New Mexico, New
York, North Carolina,
North Dakota, Oklaho-
ma, Pennsylvania, Rhode
Island, Nevada, South
Carolina, South Dakota,
Texas, Utah, Virginia,
West Virginia, and Wis-
consin.

Hawaii defines the re-
quirements for an em-
balmer, but does not de-
fine the arranger position.
Colorado has no licensure
requirements. Data com-
piled by the ABSFE.

Licensed individuals in
western states where di-
vided licenses, and even
no licensure, believe spe-
cialization is desirable.

Based upon surveyed fu-
CONTINUED ON PAGE A30
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Funeral Director Licensure Study by Funeral
Service Foundation

neral directors, approxi-

mately half of the nation’s

funeral directors work

in states with a single li-

cense, thus requiring fu-

neral directors to also be
certified embalmers.
Time Zones:

e 70% of Eastern time
zone funeral directors
work in a state requir-
ing a single license

* 50% of Central time
zone funeral directors

work in state requiring
a single license

e 44% of Mountain time
zone funeral directors
work in a state requir-
ing a single license.

e 16% of Pacific time
zone funeral directors
work in a state requir-
ing a single license.

Licensure issues impact
how young adults con-

sider funeral service as a

career:
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THE PRACTICAL EDUCATIONAL EXPERIENCE

The inclination that a
divided license would re-
sult in more people inter-
ested in a funeral service
career is fundamentally
accurate as confirmed
by research conducted
of young adults age 18
through 29. Approxi-
mately 14% of all young
adults have considered fu-
neral service as a career.
Interestingly, consider-
ation of funeral service as
a career is not impacted
by the level of achieved
education; with or with-
out college experience,
14% have considered fu-
neral service.

Many of these young
people were not well in-
formed as to what func-
tions a funeral director
performed. For example,
many did not know that
the funeral director they
met when making ar-
rangements was the same
person that would prepare
the deceased for the visi-
tation or funeral. Once
they were apprised as to
the funeral directors ac-
tual work functions, in-
terest in the field as a ca-
reer decreased specifically
because of:

* First call responsibili-
ties

* Embalming and prepa-
ration

When informed that
some states do not require
funeral directors to also be
embalmers, interest in a
funeral service career ap-
proximately doubled. So,
both sides are correct in
their expectation that a
bi-furcated license would
make it easier to recruit
into funeral service.

On the short term, giv-
en the combined influ-
ence of small business
owners and the mortu-
ary schools, it is unlike-

Continued from Page A29

ly that state laws will be
changed, particularly in
the northeast. The great-
est opportunity for legis-
lative change is in those
states dominated by large
corporations. Presently
the Florida independent
association is attempting
to thwart efforts to relax
the state requirements for
funeral directors to allow
unlicensed individuals to
perform most funeral di-
rectors’ functions under
the supervision of a li-
censed funeral director.

How the research was con-
ducted and who participat-
ed:

There are two funda-
mental types of research;
qualitative and quantita-
tive. Qualitative research
incorporates one-on-one
interviews, test panels
and focus groups. This
research gleans high qual-
ity data as it allows the in-
terviewer the opportunity
to raise issues, then delve
deeper by asking addi-
tional questions.

Quantitative research
is typically conducted
via telephone interviews,
mailed out surveys or via
the Internet. Quantita-
tive allows access to hun-
dreds of respondents, but
the interviewing is highly
structured, meaning ev-
ery respondent is given
the same questions, and
the researcher is limited
to only the data collected
from the structured inter-
views.

Qualitative research of-
ten precedes quantitative
research to identify vari-
ous issues related to the
researched topic with a
very small sample group.
After the qualitative re-
search uncovers the im-
portant issues, the quan-

CONTINUED ON PAGE A31
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Funeral Director
Licensure Study
by Funeral Service

Foundation

titative research will fol-
low to determine the sig-
nificance of each factor
by collecting data from a
much larger sample.

The information for this
article was gleaned from
research studies of funer-
al directors, funeral home
owners and managers as
well as young adults age
18 through 29, inclusive
of college students, college
graduates, and adults with
no college experience. Fu-
neral Service Foundation
study was conducted in
two phases.

The first phase includ-
ed individual and group
conversations and inter-
views with funeral direc-
tors, funeral home owners
and managers, and college
students on selected col-
lege campuses.

The second phase of this

research was a telephone

Continued from Page A30

based research study of
307 owners and managers
selected randomly from a
list of funeral homes pro-
vided by an industry pub-
lication. Because a dis-
proportionate number of
funeral homes nationally
are located in the north-
eastern states, it was nec-
essary to sample funeral
homes in each time zone
as the larger volume fu-
neral firms are located in
the Pacific and Moun-
tain Time zones where
there are far fewer fu-
neral homes per capita.
Larger funeral homes are
more likely to employ in-
terns and recent mortuary
school graduates than are
the very small volume fu-
neral homes in the North-
east.

A sample group of 1500
young adults participated
in an on-line survey.
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The Association of Women Funeral
Professionals expands its reach - and
changes its Name

BOULDER CREEK,CA—
Kim Stacey, founder and
Executive Director of the
Association of Women Fu-
neral Directors, announced
the Advisory Board decision
to re-brand the organization.
Now the AWFD, the Asso-

ciation of Women Funeral Professionals,
has widened the scope of membership and

services.

The launch event for the AWFD — way back
on August 18, 2009 — was a teleseminar on
the value of expansion in creating richer, more
fulfilling lives. It was intended to inspire par- e
ticipants to consider what they wanted out of
their lives, and to reach for their own defini-
tion of success. For many people, expansion
isa central theme in their happiness: learning,
growing; becoming more than they were the
day, month, or year before is a primary raison
d’étre. And now, one year later, the AWFP is
living up to its intention to expand the pro-
fessional and personal lives of our members
by demonstrating “expansion.”

“We are transforming ourselves into the
AWFP — the Association of Women Funeral

Professionals, so as to better reach and serve

the full spectrum of women

in funeral service,” shared

Kim.

Until the shift, the AWFD
served only two subsets of this
remarkable group: women
who are licensed funeral di-
rectors and those on the oth-
er end of the journey: female
mortuary college students.
With their new expanded
reach, the membership base
includes: licensed embalm-
ers and pre-need counselors;
alternative providers of end-
of-life services, including
home funeral guides; cem-
etery owners and operators;
celebrants; funeral service
interns and apprentices; grief
counselors; funeral assistants;
funeral home administrative
support staff; and woman-
owned vendors and suppli-
ers.

Membership in the AWFP
offers:

* A monthly newsletter pro-
viding members with pos-
itive, inspirational infor-
mation to help them grow
their businesses, and arti-
cles on self-development
and leadership. Each issue
will now feature a Mem-
ber Spotlight column, as
well as features on self-care
and work/life balance.

* Access to podcasts with
business leaders and in-
dustry consultants

* Networking opportunities
with other members

* Mastermind groups for
women with over 5 years
experience

* Mentoring relationships
for those with less than 5
years in funeral service

* Access to industry-specific
coaching services

¢ Consumer promotion
through the online
Women in Funeral Ser-
vice Locator, and articles

ASSOCIATION OF

WOMEN

FUNERAL PROFESSIONALS

Strengthening the Presence of Wamen in Funeral Service

in offline consumer publications
Low-cost/free teleseminars and webinars

* Member discounts of funeral industry

products as well as travel-related purchases;
non-industry related professional develop-
ment, and funeral service CEU, courses.
Access to books and DVDs on funeral ser-
vice, grief support, and ceremonial event
arranging —all resources deemed necessary
to prosper in this ever-changing industry.
“The Advisory Board members and I are
excited about the changes. Our website de-
veloper is hard at work updating our site to
reflect this wider scope,” shared Kim, “and
every day we intend to include new content
for professionals and consumers alike. Come

visit the website at www.wipconnect.com, or

where you'll find links to join us on Facebook
or LinkedIn. Wed love to have your energy,
enthusiasm, and commitment!”

Pet Loss Professionals
Alliance develops
Cremation Standards,

Definitions
STERLING,VA— Families

today frequently choose cre-
mation when their pet dies;
however, there is often con-
fusion among families, vet-
erinarians and even crema-
tion providers surrounding
the definitions of the various
options available for crema-
tion and the procedures used
in each.

The Pet Loss Profession-
als Alliance (PLPA), a group
of more than 150 pet loss
providers and related busi-
nesses, has released “Defini-
tions and Standards for the
Cremation of Companion
Animals” to promote unifor-
mity and standardization in
pet cremation.

Developed by the PLPA
Standards and Ethics Com-
mittee, the document de-
fines “private cremation,”
“partitioned cremation” and
“communal cremation” and
provides guidelines for pro-
cedures on each. The terms
are defined as follows:

Private cremation: A crema-
tion procedure during which
only one animal’s body is
present in the cremation
unit during the cremation
process.

Partitioned cremation: A
cremation procedure dur-
ing which more than one
animal’s body is present in
the cremation chamber and
the cremated remains of spe-
cific pets are to be returned.

Due to a number of factors,
including conditions in the
cremation chamber, co-min-
gling of cremated remains
will occur.

Communal cremation: A
cremation procedure where
multiple animals are cre-
mated together without any
form of separation. Cremat-
ed remains are not returned
to owners.

The complete document
can be downloaded from
the PLPA Web site at www.
myplpa.com.

Founded in 2009, the PLPA
is dedicated to providing ed-
ucation and opportunities
for professional growth for
providers of pet-related death
care services. It is a commit-
tee of the International Cem-
etery, Cremation and Funeral
Association (ICCFA). The
PLPA will hold its second an-
nual conference in conjunc-
tion with the ICCFA’s 2011
Convention & Exposition,
March 8-11, at Mandalay
Bay in Las Vegas.

Founded in 1887, the IC-
CFA is the only interna-
tional trade association rep-
resenting all segments of the
cemetery, cremation, funeral
and memorialization profes-
sion. Its membership is com-
posed of more than 7,500
cemeteries, funeral homes,
crematories, memorial de-
signers and related business-
es worldwide.
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New York State FDA awards Environmental Stewardship Certifications

(L to R) Licensed funeral directors James Smith, Tom Armer and Mark Phillips from William J. Burke
& Sons/Bussing & Cunniff Funeral Homes accept the NYSFDA Environmental Stewardship Program
Platinum Certification from NYSFDA Continuing Past President, Gordon R. Terry, CFSP, of Houk-
Johnston-Terry Funeral Home in Edmeston.

ALBANY,NY— Six mem-
ber funeral homes were
recently awarded Envi-
ronmental Stewardship
Certification by the New
York State Funeral Di-
rectors Association (NY-
SFDA) at its recent Annu-
al Convention in Saratoga
Springs, NY.

Silver Certification was
awarded to three member
funeral homes who have
demonstrated a commit-
ment to working towards
environmental sustain-
ability: Graham Funer-
al Home, Rye; Owens-
Pavlot & Rogers Fu-
neral Service, Clinton;
and Francisco Funeral
Home, Ozone Park.

Gold Certification was
awarded to two member
funeral homes who ac-
complished significant
milestones towards envi-
ronmental sustainability:
Bartolomeo & Perotto
Funeral Home, Roch-
ester; and New Comer
Cannon Funeral Home,
Albany.

Platinum Certification
was awarded to a mem-
ber funeral home who is
aleader in the industry in
achieving and promoting
environmental sustain-
ability: William J. Burke
& Sons/Bussing & Cun-
niff Funeral Homes,
Saratoga Springs.

Environmental Stew-
ardship Certification is
granted to recognize out-
standing and demonstra-
ble achievements by New
York State funeral homes
for successfully attaining
various environmental
and conservation mea-
sures.

Created in 2009, NYSF-
DA’s Environmental Stew-
ardship Program (ESP), is
the first of its kind in the
nation in funeral service.
ESP was designed to bring
about a greater knowledge

and awareness of how
business practices can im-
pact the environment and
to recognize those funeral
homes that have taken im-
portant steps to become
good corporate citizens.
“The Environmental
Stewardship Program
helps member funeral
homes establish busi-
ness practices that reduce
waste and utility costs;
improve operational sys-
tems and equipment per-
formance; provide a safer
working environment for
themselves, their fami-
lies and their staff,” says
Frank Kerbein, CAE,
Director of Member Re-
lations. “We look forward
to working with even
more of our member fu-
neral homes as they em-
bark on efforts to attain

this certification.”
Founded in 1889, NY-
SFDA represents over 900
member firms and 3500
licensed funeral directors
in New York State, and is
the oldest state associa-

tion of funeral directors in
the United States. The As-
sociation is headquartered
in Albany. Call 518-452-
8230 or visit www.nysf-
da.org for more informa-
tion.
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NYS Funeral Directors Association releases Groundbreaking Zogby Survey on
Consumer Attitudes toward Funeral Practices and Customs

ALBANY,NY— The New York State Funer-
al Directors Association is proud to present
the results of alandmark survey conducted by
Zogby International exclusively for the As-
sociation. The Association commissioned the
world-renowned pollster to conduct a defini-
tive, independent survey of a representative
sample of New York State adults. Data were
collected in August of this year.

According to Bonnie L. McCullough,
CAE, Executive Director for NYSFDA: “The
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Zogby Survey contains fresh new data that mea-
sures the attitudes of consumers in New York
State towards numerous aspects of funerals and
memorialization in general.”

John Zogby, President and CEO of Zogby
International, personally presented the findings
to 600 funeral service professionals who attend-
ed NYSFDA's annual convention recently in
Saratoga Springs. Among the key findings of
the Zogby Report:

* New Yorkers have a more positive than nega-
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email: pmkeepsakes@aol com
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Funeral{{Service

John Zogby delivered the keynote address to fu-
neral service professionals at NYSFDA's Annual
Convention, presenting findings on Consumer
Attitudes toward Funeral Practices and Customs.

tive reaction to hearing the words “funeral
director,” and a majority considers them
trustworthy. When it comes to deciding
on a funeral home, the reputation of the
director is a big factor, as are the recom-
mendations of family and friends;

* A majority of the New Yorkers surveyed
think that having a funeral when someone
dies is important, and while most think that
the importance of the ritual in today’s so-
ciety has remained the same, a third say it
has diminished;

* Ninein ten agree that memorial services are
important when someone dies, and majori-
ties also agree that religious beliefs affect the
type of services they would select at a fu-
neral and that a religious figure is required
to be part of the service;

* Atleast half find meaning in a eulogy/trib-
ute by family/loved ones, calling hours at
the funeral home, a service conducted by
clergy or other celebrant, and a graveside
service, and will select a casket/urn, calling
hours, and a service of remembrance, when
the time comes to actually plan a funeral;

* Most respondents say they will arrive to
the decision on which funeral home to use
themselves, but some say a relative will in-
fluence their choice;

* Respondents are split as to whether they
have had a personal experience at a funeral
home in the past five years, but those who
have rate it positively, mainly thanks to the
funeral director and the quality of the ser-
vices performed;

* More people prefer cremations than buri-
als, but for those who will be purchasing
caskets, few are likely to consider purchas-
ing one at a chain retailer, mainly because
they think a funeral home should handle
such things;

* Very few of the New Yorkers polled have
pre-arranged or pre-paid for their funerals,
but of those who haven’t, more are likely to
consider it than are not.

“This authoritative survey of consumers in
New York State reaffirms that people rightly
view the role funeral directors play as pivotal to
the overall funeral/burial process. Even though
today’s lifestyles are changing and less attention
is paid to formal religious rituals, the study also
reflects that funeral services and memorializa-
tion continues to be an important ritual in the
grieving process. By honoring and celebrating
the life of the deceased with a formal funeral
service and an appropriate memorial, funeral
directors help to calm our grief and help us
reach closure,” says McCullough.

Over 700 adults throughout the state took
part in the first-ever survey of consumer atti-
tudes on funeral-related topics that was lim-
ited to New York State.

Founded in 1889, NYSFDA’s mission is to
promote the highest standards of funeral ser-
vice to the public and to enhance the envi-
ronment in which its members operate. Over
900 member firms and 3500 licensed funeral
directors who operate across the state belong
to the New York State Funeral Directors Asso-
ciation. In addition to maintaining a Web site
atwww.nysfda.org, NYSFDA also publishes a
quarterly newspaper column “Transitions,” as
well as brochures which educate and inform
consumers about end-of-life issues.

Zogby International, a public opinion, re-
search, and business solutions firm with ex-
perience working in more than 70 countries
around the globe, specializes in telephone,
Internet, and face-to-face survey research and
analysis for corporate, political, nonprofit, and
governmental clients.

African-American Funeral Professionals
of Central Ohio holds First Meeting

COLUMBUS,OH— On Sep-
tember 18, 2010 the the
African-American Funeral
Professionals of Central
Ohio (AAFPCO) held its
first meeting. Funeral direc-
tors in Central Ohio gath-
ered together at a local res-
taurant to discuss how this
association would be ben-
eficial to increasing knowl-
edge and expertise in the
funeral industry.

The group was formed after
fellow funeral professionals
Arlene Lawrence, Marlan
Gary and Lori Hall-Diaz felc
the increasing need to have
an association to educate, in-
form and fellowship amongst Central Ohio
African-American funeral directors.

Present at the first meeting were nine funeral
directors. The group plans to meet monthly,
hold educational seminars, perform outreach
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Funeral Directors Attending the First AAFPCO Meeting. (L to R) Back
Row: Marlan Gary, Richard Diehl, Thomas Caliman, and David Gary.
Front Row: Ingrid Diehl, Arlene Lawrence, Brenda Cherry, Monica
Brown and Lori Hall-Diaz. (photo by MiLo Visual Productions)

efforts and form an official board. The next
meetings are scheduled for November 6, 2010
and December 4, 2010. The meetings will be
held in Columbus, OH. For more informa-

tion call Arlene Lawrence at 614-634-3767.
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Los Angeles County Funeral Directors Association installs New Officers

ard Jungas, President California Funeral Directors Association
installed the Board of Directors and Officers.

The evening concluded as Shun Newbern, CFSP received
accolades and delivered his moving presidential address reem-
phasizing to every one of the significance of the funeral ser-

CONTINUED ON PAGE A40
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LACFDA, President of In-
glewood Cemetery Mortu-
ary gave the warm friendly
welcome and introduced of-
ficers, board members and
past presidents Kathleen
McLaughlin, Kathryn Spal-
ding, Jill Glasband, Homer
Alba, and Bill Hawkins.
Todd thanked everyone for
their support and commit-
ment during his term. Rich-
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LOS ANGELES,CA— The Los Angeles County Funeral Di-
rectors Association held their 53rd Annual Installation of
Officers celebration, Friday, October 1, 2010 at the Steven’s
Steak and Seafood House, City of Commerce, CA. This
wonderful evening drew professionals from many South-
ern California counties. A number of impressive vendors
sponsored to make the evening special and memorable. An-
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NFDA issues groundbreaking research on Prep Room
Ventilation, recommendations to reduce health risks
associated with Formaldehyde Use

BROOKFIELD,WIl— The National Funeral Directors As-
sociation (NFDA) issued a new and groundbreaking re-
port on ventilation in the preparation room, along with
practical, cost-effective recommendations for removing
formaldehyde vapors during embalming. The report,
“Formaldehyde Vapor Reduction in the Funeral Home
Preparation Room: Recommendations for Effective Prepa-
ration Room Ventilation,” is based on a year-long study of
funeral homes and their ventilation systems, and an evalu-
ation of ventilation engineering practices for the control
of formaldehyde.

International and domestic agencies recently have exam-
ined formaldehyde because of increasing concerns about
its health effects. In 2004, the International Agency for
Research in Cancer (IARC) found a link between formal-
dehyde and nasal cancer. In 2009, IARC found a link be-
tween formaldehyde and leukemia; IARC’s findings were
based, in part, on the National Cancer Institute’s 20-year
study of embalmers.

Ventilation has been found to be the single most effec-
tive way to control formaldehyde vapor levels — and thus,
associated health risks — in the preparation room. Because
there are no consensus ventilation standards that apply to
funeral home preparation rooms, NFDA undertook this
study to fill that void.

“NFDA’s mission is to educate and protect funeral direc-
tors and make sure that they are informed about impor-
tant issues affecting their health and safety,” said NFDA
President William C. Wappner, CFSP. “Whether formal-
dehyde is ultimately determined to cause cancer in funeral
directors or not, there is no good reason for any person to
be exposed to a toxic compound in the preparation room
when simple, cost-effective measures can be taken to re-
duce that exposure.”

Scope of the Study

The objective of the study was to identify those features
of an effective ventilation system that would remove form-
aldehyde from the breathing zone of the embalmer.

The study was conducted by William Ridenhour, a
leading HVAC (heating ventilating and air conditioning)
consultant, whose experience includes designing and au-
diting laboratories for the federal government.

Using his HVAC experience and knowledge of formalde-
hyde and its properties, Ridenhour inspected funeral homes
to examine their ventilation systems. He also conducted an
extensive literature search to identify those preparation room
activities that were shown to produce the most significant
formaldehyde rates. This research enabled Ridenhour to as-
sess how ventilation systems addressed formaldehyde vapors
and what improvements could be made.

Key Findings

Several key findings emerged from Ridenhour’s re-
search:

* Air change rate alone, that is, the number of times per
hour that fresh air enters the preparation room, does not
guarantee effective formaldehyde removal. The study
recommends no less than 15 air changes per hour, al-
though attention needs to be given to other factors.

¢ The flow of air in the preparation room is key. Sources
of air supply and grilles for air removal need to be lo-
cated so that airflow is controlled and formaldehyde
vapors do not reach the embalmer’s breathing zone.

¢ A local exhaust ventilation (LEV) device should be eval-
uated as an addition to the ventilation system. An LEV,
designed with a small hood attached to a flexible arm,
located between the embalmer’s breathing zone and the
embalming table, can capture formaldehyde vapors at
their source. LEVs have been used in many settings to
remove toxic gases.

* A ventilation system needs to reflect the funeral home’s
business, including the number of embalming tables
and whether they are in use at the same time; whether
more than one embalming is performed daily; the per-
centage of autopsied and organ donor cases; and use
of cavity fluid, osmotic gel and accessory compounds,
which are considered to cause the highest formaldehyde
generation rates.

* The report concludes that an effective ventilation sys-
tem, designed, operated, and maintained to meet the
criteria in the study, can be effective in removing formal-
dehyde vapors from the breathing zone of the embalmer
in the preparation room and lowering overall levels of

formaldehyde.

* The design, installation, maintenance and alteration
of the preparation room ventilation system should al-
ways be in consultation with an HVAC professional
to ensure the system is functioning effectively to re-
duce formaldehyde exposure to the greatest extent
possible.

The study also includes a five-step guide which pro-
vides a cost-effective strategy to help funeral home own-
ers assess and, where necessary, take action to improve
the ventilation systems in their preparation rooms.

NFDA’s OSHA General Counsel Edward Ranier and
NFDA’s Environmental General Counsel Carol Green
reviewed the findings in the report at the 2010 NFDA
International Convention & Expo during the workshop
“Cancer and NFDA’s Formaldehyde Best Management
Practices”.

A guide to the NFDA ventilation study, which provides
a brief overview of the report and its reccommendations, is
available to all funeral professionals who visit the NFDA
website, www.nfda.org/ventilation. NFDA members may
download the entire report from the website free-of-
charge. Printed copies are available to NFDA members
free-of-charge; nonmembers may order a printed copy of
the study at a cost of $70. Funeral professionals should
call NFDA at 800-228-6332 to request a printed copy
of the study.

NFDA is the world’s leading funeral service association,
serving 18,500 individual members who represent more
than 9,900 funeral homes in the United States and in-
ternationally. From its headquarters in Brookfield, WI,
and its Advocacy Division office in Washington, DC,
NFDA informs, educates and advocates to help members
enhance the quality of service they provide to families.
For more information, visit www.nfda.org.
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BROOKFIELD,WIl— The National Funeral Direc-
tors Association (NFDA) is partnering with Sesame
Workshop, the nonprofit organization behind Sesame
Street, to distribute When Families Grieve, a bilin-
gual (English and Spanish) multimedia resource kit,
featuring the Muppets from Sesame Street, for young
children and families who have experienced the death
of a parent.

When Families Grieve was created as part of Sesame
I N F O I D EA Workshop’s Talk, Listen, Connect initiative, the goal
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of which is to help families cope with difficult transi-

tions. Sesame’s outreach initiatives harness the power

of the Sesame Street Muppets to aid the communica-
tion between adults and children through strategies
and language that are child-appropriate and useful for
the whole family.

The materials aim to:

* Reduce the levels of anxiety, sadness and confusion
that children may experience following the death
of a parent.

* Provide families with age-appropriate tools to sup-
port and comfort children, including ways to talk
about death with a young child.

* Reassure children that they are loved and safe and
that, together with their families and friends, they

USA.gov is your official source for federal, state and local government

information. You'll find answers to questions on everything from Social Security /* can learn ways of being there for one another and
and government auctions to product recalls and travel advisories. And it's also l SA gov move forward.

the place to share ideas with your government, or simply let us know what ¢ The When Families Grieve kits were developed by
you think. To make your total government connection, visit USA.gov. 1 (800) FED-INFO leading experts in child development and mental health

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

CONTINUED ON PAGE A40
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NFDA Assists Sesame Street with Distribution of

Grief Resource Kits to Funeral Directors

* A DVD featuring the Sesame Street Muppets and doc-
umentary footage of families that have experienced the
death of a parent due to a variety of situations, includ-
ing illness, suicide, and sudden and natural causes.

* A printed guide for parents and caregivers that provides
tips, strategies and activities to help comfort and reas-
sure children during difficult times.

* A children’s storybook designed to comfort children as
they cope with the death of a parent.

Sesame Workshop is distributing When Families Grieve
kits, at no cost, to families with children who have ex-

o €

Jesse (center), who created memory box for mementos of her
dad, is comforted by Elmo and Rosita (courtesy of Sesame
Workshop and Gil Vaknin).
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ing & Funeral Service Management and Ethics in Funeral Service, and his newest textbook

Learning does not have to be a
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For information, contact him at Thanos Institute, PO Box 1928, Buffalo, NY 14321,
(800)742-8257 or send an e-mail to Thanosinst@aol.com.
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Elmo and his father look at a picture of Uncle Jack who died
(courtesy of Sesame Workshop and Gil Vaknin).

perienced the death of a parent with the assistance of
organizational partners, including associations such as
NFDA, schools, grief centers and counselors, and other
organizations that serve families and children. NFDA is
the only funeral service association working with Sesa-
me Workshop to share these kits with the public.

All funeral professionals may view the materials in the
When Families Grieve kit by visiting www.sesamestreet.
org/grief. Funeral directors may also wish to consider
including a link to the Sesame Street website on their
funeral home website.

Any funeral director can obtain up to three free printed
copies of the When Families Grieve kit for use in their
funeral home and community by emailing their request
to grief@sesameworkshop.org; kits are available from
Sesame Workshop while supplies last.

NFDA is the world’s leading funeral service associa-
tion, serving 18,500 individual members who represent
more than 9,900 funeral homes in the United States and
internationally. From its headquarters in Brookfield,
W1, and its Advocacy Division office in Washington,
DC, NFDA informs, educates and advocates to help
members enhance the quality of service they provide to
families. For more information, visit www.nfda.org.

Los Angeles County
Funeral Directors
Association installs

New Officers covinuedfom Page 435

vice associations. Shun brings to the association many years
of leadership with various non-profit organizations. He isan
embalmer and supervisor for Rose Hills Mortuary, Whit-
tier, CA, Board Member for American Society of Embalmers
and National Past President of Epsilon Nu Delta.

The LACFDA 2008-2009 Ofhcers are: President, Shun
Newbern, CFSP, Vice President, Michael Boyko, Secretary,
Gail Valentine Taylor, Treasurer, Sean Douglass. The Board
of Directors, one year term, Sam Ellis, Kathryn Spalding
and Randy Zeigler; two year term Kathleen McLaughlin,
Jill Glasband and Merrill Mefford; three year term Geor-
gianne Danko and George Perez. In addition to the ven-
dors and guests present, the evening was graced with the pres-
ence of Pamela Anderson, CFSD, President of the California
Funeral Directors and Embalmers Association, and Anthony
“Ted” Felder, Immediate Past President of Nu Chapter, Ep-
silon Nu Delta Mortuary Fraternity.

The evening was extra special with the tremendous support
of the various suppliers and professional services regardless of
the challenging economy. The Officers and Board of Direc-
tors give thanks to the following vendors for their participa-
tion 1-800-Autopsy (Vidal Herrera), American Cremato-
ry Equipment, Aurora Casket Co., Don Brown’s Funeral
Home, Burials at Sea, California Newmark Casket Co., Ea-
gle’s Wings Air, The Estin Co., Graham & Associates, The
Hayes Law Firm, Heavenly Sent, Hollywood Forever Cem-
etery & Funeral Home, Infinity Accommodations, Nicker-
son Insurance Service, Nomis Publications, Nu Chapter —
Epsilon Nu Delta, One Legacy, Rose Hills Memorial Park
and Mortuary, Rucker’s Mortuary, Secure Transportation,
Sissell Brothers Vault Co., and Southland Motor Escort.
Hats off to the outgoing officers and board of directors for a
great year and well wishes for the new administration.
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2011 NFDA & CANA Convention & Expo selected to
Participate in Federal International Buyer Program

BROOKFIELD,WIl— The 2011 Na-
tional Funeral Directors Associa-
tion (NFDA) International Con-
vention & Expo, which is being co-
hosted by the Cremation Associa-
tion of North America (CANA),
has been selected to participate
in the U.S. Department of Com-
merce’s (DOC) International Buyer
Program (IBP). The 2011 NFDA &
CANA Convention will take place
October 23-26 in Chicago, IL.

Approximately 35 trade shows are
selected by the DOC to participate
in the IBP each year. The trade
shows represent leading industrial
sectors such as information technol-
ogy, environmental products and
services, medical equipment and
supplies, food processing, trans-
portation/automotive, building and
construction products, and con-
sumer products.

The IBP will bring qualified for-
eign buyers, prospective sales rep-
resentatives and potential business

partners to the NFDA & CANA

Convention, giving exhibiting

companies excellent opportunities

to meet, network and develop part-
nerships. The program also offers
exhibiting companies:

e Access to hundreds of interna-
tional trade prospects in the fu-
neral service industry.

* Hands-on export counseling, mar-
keting analysis and matchmaking
services by DOC experts.

e Use of an on-site International
Business Center, where repre-
sentatives from exhibiting com-
panies can obtain assistance from
experienced DOC staff and meet
privately with prospective inter-
national buyers, sales representa-
tives and business partners.

Although not part of the 2010

IBP, representatives from the DOC

were on hand during the 2010

NFDA International Convention

& Expo, October 10-13 in New

Orleans, LA, to share information

with exhibitors about opportunities
they have to market their products
and services abroad through NF-
DA’s participation in the 2011 IBP.
Contact NFDA’s Director of Inter-
national Relations Deborah Andres
(262-789-1880 or dandres@nfda.
org) or Advocacy Division Coordi-
nator Corey Eggers (262-789-1880
or ceggers@nfda.org) for more in-
formation. Additional information
can also be obtained through the
IBP website, www.export.gov/ibp.

NFDA is the world’s leading fu-
neral service association, serving
18,500 individual members who
represent more than 9,900 funeral
homes in the United States and in-
ternationally. From its headquarters
in Brookfield, WI, and its Advoca-
cy Division office in Washington,
DC, NFDA informs, educates and
advocates to help members enhance
the quality of service they provide
to families. For more information,
visit www.nfda.org.

ATTENTION ASSOCIATION OFFICERS
WE WELCOME YOUR NEWS!

PO Box 5159, Youngstown, OH 44514  Fax (800)321-9040
press_releases@nomispublications.com
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NFDA releases Results of 2010 General Price List Survey

BROOKFIELD,WI— The National Funeral Directors
Association (NFDA) released the results of its 2010
member General Price List (GPL) survey. The report
provides a comprehensive picture of the diversity of
costs associated with a funeral, providing data that
breaks down services by geographic region, size of firm
and size of city/town.

Perhaps the most frequently requested piece of infor-
mation produced by the survey is the national average
cost of a funeral. NFDA calculates the median cost of
a funeral by totaling the costs of the following items:
non-declinable basic services fee, removal/transfer of
remains to funeral home, embalming, other prepara-
tion of the body, a metal casket, use of the funeral home
and staff for viewing, use of the funeral home and staff
for a funeral ceremony, use of a hearse, use of a service
car/van, and a basic memorial printed package (e.g.,
memorial cards, register book, etc.).

The national median cost of a funeral for calendar
year 2009 was $6,560. If a vault is included, something
which is typically required by a cemetery, that number
rises to $7,755. The cost does not take into account
cemetery, monument or marker costs, or miscellaneous
cash-advance items, such as flowers and obituaries. The

WEBCASTING CENTRAL

If Your Funeral Home Has Access To:
¢/ a High Speed Internet Connection
v/ a Web Camera or Mini DVD & Tripod
v/ a Desktop Computer or Laptop

YOU CAN START WEBCASTING YOUR SERVICES NOW

Prices from

$70

ber broadc ast

For more information contact Colin
at: 1-866-851-5809
www.webcastingcentral.com

cost of a funeral can vary by region; costs can also vary
based on a funeral home’s location and the size of the
business.

The cost of a funeral this decade (2000—2009) rose 21
percent. Over the 1991-1998 period for which studies
were completed, the cost of a funeral increased by 25
percent. The percent increase during the 1980s (1980—
1989) was significantly higher at 47 percent, reflecting
the high rates of inflation during that decade. Inflation
was also higher in the 1990s than in the past decade.

NFDA mailed 3,000 self-administered surveys to
member funeral homes in June 2010. The response
rate of 21 percent accurately reflects (with 95 percent

confidence) NFDA'’s total membership within a range
of + 3.5 percent. Respondents were asked to give GPL
pricing information for certain funeral products and
services as of December 31, 2009.

NFDA is the world’s leading funeral service associ-
ation, serving 18,500 individual members who rep-
resent more than 9,900 funeral homes in the United
States and internationally. From its headquarters in
Brookfield, W1, and its Advocacy Division office in
Washington, DC, NFDA informs, educates and ad-
vocates to help members enhance the quality of ser-
vice they provide to families. For more information,
visit www.nfda.org.

National Average Cost of an Adult Funeral: 2009 vs. 2004

Percent Change in Funeral Costs over the Past Five Years

ITEM 2009* 2004* | % Change from 2009 to 2004
Non-declinable basic services fee $1,817 | $1,460 19.6%
Removal/transfer of remains to funeral home $250 $195 22.0%
Embalming $628 $498 20.7%
Other preparation of the body $200 $175 12.5%
Use of facilities/staff for viewing $395 $339 14.2%
Use of facilities/staff for funeral ceremony $450 $395 12.2%
Hearse $275 $225 18.2%
Service car/van $125 $100 20.0%
Basic memorial printed package $125 $95 24.0%
Subtotal without casket $4,265 | $3,482 18.4%
Metal casket™* $2,295 | $2,100 8.5%
AVERAGE COST OF A FUNERAL $6,560 | $5,582 14.9%
Vault** $1,195 | $998 16.5%
Total with vault $7,755 | $6,580 15.2%
* Median Price - The amount at which half of the figures fall below and half are above.

** Average charge for the most frequently purchased item.

Memoires des
choix des Jacque

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

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

CHICKEN QUEEN ELIZABETH

6 chicken breast halves, boned, skinned and pound-
ed thin

Seasoned salt

Freshly ground pepper

6 tsp finely chopped fresh parsley

6 thin slices Swiss cheese

6 thick slices of ham

Y4 cup (V2 stick) butter, melted

1 cup fresh bread crumbs

Sauce:

15 cup canned whole tomatoes, partially drained
% cup whipping cream

1 Tbs dry white wine

1 tsp salt

1 tsp sugar

Pinch of garlic powder

Pinch of freshly ground white pepper

Freshly cooked rice

Apricot halves (garnish)

Preheat oven to 325°. Season chicken breasts with
salt and pepper. Top each with 1 tsp parsley, 1 slice
of cheese and 1 slice of ham. Roll tightly. Brush with
some of the butter and sprinkle with half of crumbs.
Arrange compactly crumbed side down in 6-inch
square baking dish. Pour remaining butter over top
and sprinkle with remaining crumbs. Cover and bake

45 minutes. Remove cover and continue baking until top is golden
brown, about 30 minutes. Set aside and keep warm while prepar-
ing sauce.

For sauce: Combine all ingredients in medium saucepan over
medium high heat and bring to boil. Reduce heat and simmer
sauce for 3 to 5 minutes. Spoon rice onto serving platter, and ar-
range chicken over top. Cover with sauce and garnish with apri-
cots.

PUMPKIN SPICE COOKIES

1 box low-fat yellow cake mix
1 egg

Y2 cup quick cooking oats

1 15-ounce can pumpkin

2Y5 tsp pumpkin pie spice
2Thbs oil

3 cup powdered sugar

4 Tbs orange juice

1 tsp grated orange peel

Combine the cake mix, oats and pumpkin pie spice. In anoth-
er bowl, beat the egg, pumpkin and oil; stir into dry ingredients
until moistened. Spray coat baking sheets. Drop dough by 2 Tbs
onto sheets, flatten with back of spoon. Bake at 350 degrees for
18 to 20 minutes, until edges are golden brown. Combine sugar,
orange peel and enough juice to make icing of spreading consis-
tency. Frost cooled cookies.

CARAMEL PECAN-PUMPKIN BREAD PUDDING,
“SUGAR FREE”

Submitted by Bob and Doris Davis
Seems long and complicated but really it isn’t. Anyway its worth it!
4 large eggs
2 15-ounce cans pumpkin

1 can fat-free evaporated milk

1 cup Splenda

1 tsp cinnamon

V2 tsp salt

V5 tsp ground nutmeg

15 Tbs vanilla extract

1 12-ounce loaf French bread, cut into 1-inch pieces

Caramel Pecan Sauce

1 cup chopped pecans

V5 cup Brown sugar blend (Made by Splenda)
V5 cup butter

1 Tbs light corn syrup

1 tsp vanilla extract

Whisk together eggs, then add next seven ingredients.
Put bread pieces into the mix in a 13x19 pan. Thorough-
ly coat the bread, wrap with tin foil and chill for 8 to 24
hours.

Preheat oven to 350°. Remove foil and bake for 30 min-
utes. Then shield with foil and bake 20-30 more minutes.
(Put a knife or toothpick in the center to test. If it comes
out clean, it is done.)

During last few minutes make the sauce. Put pecans in
medium skillet over medium-low for 3-5 minutes-stirring
often until lightly toasted and fragrant.

Cook brown sugar, butter and corn syrup on low in small
sauce pan, stirring occasionally, 3 to 4 minutes, then add
vanilla.

Remove bread pudding from oven. Sprinkle pecans and
drizzle with caramel sauce. Bake 5 minutes or until sauce

is thoroughly heated and begins to bubble. Enjoy!
Makes 11 servings.
Bob and Doris Davis, Frog Stories, Inc.,

PO Box 244, Sellersberg, IN 47172.
Phone (812) 283-1937, or visit wwuw.frogstoriesine. net.

Good Eating!




NOVEMBER 2010

FUNERAL HOME & CEMETERY NEWS Section A

Educational

Page A43

Pittsburgh Institute of Mortuary Science holds 141st Commencement Exercise

PITTSBURGH,PA— Pittsburgh Institute of Mortuary
Science (PIMS) held its One-Hundred Forty-First Com-
mencement Exercise on Friday, September 10, 2010 at
the Calvary Episcopal Church. The graduating class, their
families and friends were welcomed to the formal cap and
gown ceremony by PIMS president Eugene C. Ogrodnik.
The commencement address was delivered by Mr. Mark L.
Donato who delivered an inspirational address entitled “Set
Goals, Work Hard, Live Your Dream.” Mr. Donato is the
current president of the Allegheny County Funeral Directors
Association and owner of English Funeral Home in Oak-
mont, PA. The Funeral Service Oath was administered by
Mr. Barry T. Lease, and the graduating class was presented
by Mr. Joseph A. Marsaglia, Dean of Faculty and Students.
Dean Marsaglia also recognized Class Faculty Advisor Mr.
Barry T. Lease for his guidance and devotion.

Candidates to receive the Diploma in Embalming and Fu-
neral Directing are: Robert Allison of Scottdale, PA; Class
Vice-President Justin Benson of Canonsburg, PA; Brian
Hart of Murraysville, PA; Phylicia Keilman of Johnstown,
PA, Laurie Lauck of Elliottburg, PA; Class Secretary Erin
Maser, Magna Cum Laude, of Pittsburgh; Brad Mayle of
Flemington, WV; Kietsa Moore-Brown of Girard, OH;
Natalie Parks of Pittsburgh; Rebeca Salsbury, Cum Laude,
of Finleyville, PA; Stephen Sherman III of Hermitage, PA;
Ashley Suder of Pittsburgh; and Alicia Young of Corry,
PA.

Candidates to receive the Associate in Specialized Tech-
nology Degree, Funeral Service Arts and Sciences are: Ryan
Barilla of Tresckow, PA; Sean Crissman of Kittaning, PA;
Melanie Crisswell of Erie, PA; Class President Rudee Dil-
ick, Cum Laude, of Freeport, PA; John Elachko ITI, Summa
Cum Laude, of Pittsburgh; Katherine Kniseley of Bedford,
PA; Class Representative Eva Masters of Panama, NY; Jon-
athan Napoli of Coraopolis, PA; Kyle Pete of Pittsburgh;
Emily Rosinski of Vanderbilt, PA; Drew Slater of Jefferson
Hills, PA; and Class Treasurer Terry Tate of Tyrone, PA.

That'’s
when
Your Ad
will be
working
for you!
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Graduates receiving the Associate in Specialized Business
Degree, Funeral Service Management are: Kelsey Carl-
isle of New Philadelphia, OH; George Danielson-Sulli-
van, Magna Cum Laude, of Bristow, VA; Chad DuBarr
of North Charleroi, PA; Justin Fentress of Girard, OH;
Keenan Fink of Loysburg, PA; India Fizer of Christians-
burg, VA; Beau Key of Pittsburgh; Roy Krise of Ridgeway,
PA; Jessica Lankford of Lusby, MD; Anthony Lengwin,
Summa Cum Laude, of Pittsburgh; Christopher Lucas
of East Liverpool, OH; Mariah Pequignot of Milesburg,
PA; and Tara Suther of Sykesville, MD.

Special Awards were also presented at the commence-
ment. The Memorial Award was presented to Ryan Ba-
rilla who was chosen by his classmates as the student who,
through qualities of leadership, professional conduct and
good citizenship, best typifies the ideals of the student
body. The John Rebol Award was presented to John Elach-

PIMS announces Deans
List Honorees

PITTSBURGH,PA— Pitts-
burgh Institute of Mor-
tuary Science (PIMY) is
pleased to recognize those
students who have been
placed on the Dean’s List for
the Summer trimester end-
ing September 10, 2010.
The following students
have achieved a grade point
average of 3.50 or better
in this trimester of stud-
ies. From class #141: John
Elachko of Pittsburgh, PA,

Air Trays

Erin Maser of Pittsburgh,
PA, and Rebecca Seliga
of Finleyville, PA. From
class #142: Ralph Fuller of
Pittsburgh, PA, Alexander
Kepner of Wheeling, WV,
and Kelly Walter of Altoo-
na, PA. From the Associ-
ate Degree Program class:
Summer Minteer of Fom-
bell, PA.

Congratulations to PIMS
honor students on their aca-
demic achievement.

Cremation Containers

1-800-752-5251

W IR-FLITEM

Quality, Service and Value

ko IIT who had maintained the highest scholastic average
for the school year 2009-10. The William J. Musmanno
Memorial Award was presented to Drew Slater in recog-
nition of his outstanding ability, attitude, commitment
and achievement in the clinical setting. The Pierce Chemi-
cal/Royal Bond Award was presented to Laurie Lauck in
recognition of her outstanding ability, commitment, at-
titude and achievement in the areas of restorative art and
cosmetology. Mr. Michael Kuruc, representative from the
Pierce Chemicals/Royal Bond company, presented Lau-
rie with a plaque and a complete cosmetic kit.

Ten percent of the graduates received the Mu Sigma Al-
pha Award which is the honorary society established by
the National Association of Colleges of Mortuary Science
and gives recognition to those students who have displayed
outstanding merit in scholarship and who have conducted
themselves as good citizens of the schools they attended.
The recipients of the Mu Sigma Alpha Award are: John
Elachko III, Rudee Dilick, and Jonathan Napoli.

At the conclusion of the ceremony, Class President Rudee
Dilick gave her closing farewell remarks and classmate
Phylicia Keilman lead the congregation in the traditional
singing of America the Beautiful.

Nadene

Cover-Up Cosmetics Ltd.

A name you know . . .
... Products you trust

800-531-9744 Fax 903-641-0383

Catalogs Available e-mail: cosmetics@nctv.com

Beyond Excellence
Since 1973

From $3995

From $4800

From $9.00

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

www.air-flite.com
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CCMS Faculty Member elected to

APFSP Board

CINCINNATI,OH— Ray-
mond A. “Randy” Wil-
liams, CFSP, has been elect-
ed to the eight-member
Board of Trustees of the
Academy of Professional
Funeral Service Practice.
Williams, instructor and
manager of the clinical em-
balming laboratory at the
Cincinnati College of Mor-
tuary Science (CCMS), was
elected to a six-year term
and was installed October

“I'm proud that each of
CCMS’s licensed faculty
members has earned and
maintains CESP certifi-
cation,” notes Williams.
“We are not only better
able to serve our students,
but as their mentors we
are encouraging lifelong
learning.”

“Randy Williams™ elec-
tion to the APFSP Board
of Trustees is one impres-
sive example of the active

12, at the NFDA conven-
tion in New Orleans.

The Academy promotes continuing edu-
cation and lifelong learning among funeral
service practitioners. It is best known for its
administration of the Certified Funeral Ser-
vice Practitioner (CFSP) certification pro-
gram. “It is an honor to serve on the Acad-
emy’s Board of Trustees,” says Williams. “I
share the Academy’s belief that continuing
education is the most effective way for funer-
al service practitioners to provide the most
knowledgeable level of service to families.”

CESP certification requires 180 hours (18
CEUg) across a balanced spectrum of academ-
ics, professional activities, career review and
public education and service. Twenty hours
(2 CEUgs) are needed annually for renewal.

Raymond A. Williams

roles the CCMS faculty
takes in funeral service
organizations, often in leadership roles,”
says Karen Giles, president of the col-
lege. “Their involvement significantly
strengthens our program, for they are
providing our students the most current
professional information and insights.”
Like Williams, many CCMS faculty and
staff contribute their talent by actively serv-
ing — often in leadership roles — funeral-
industry organizations. These organiza-
tions include: British Institute of Embalmers,
North American Division (David Hicks,
CFSP — Chairman; four faculty members);
American Board of Funeral Service Educa-
tion (member and two program commit-
tee representatives); Ohio Embalmers Asso-
ciation (David Hicks, CFSP

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

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

Faneral Dinectors Reseanch, Tuc.

AMRA INSTRUMENT, LLC

www.amrainstruments.com@
Www.preproomdirect.com ™
®

WEB DIRECT GIFT & PRICING

— Secretary); Ohio Mortuary
Response Team (Randy Wil-
liams, CFESP, and Joe Main,
CFSP — members); Obio
Funeral Directors Association
(member and education
committee representative);
Life Center (David Tackett,
CFSP — Board member);
and Association of Death Ed-
ucation & Counseling (Tere-
sa Dutko, Fellow).
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diplococcus : gram positive
coniferous : soft wood
morbidity : sickness
sepulchre : tomb
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postlude : leaving music
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stamped : pressed metal

9. mortal : subject to death
10. vector : transmits infection
11. pores : skin depressions
12. NFDA : association
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Epsilon Nu Delta Fifth Annual John
Haynes Memorial Backpack Project

FORT LAUDERDALE, FL— The national body
of Epsilon Nu Delta Mortuary Fraternity,
Inc. embarked on its National Service Project
for the fifth year by donating over 100 school
backpacks full of school supplies to under-
privileged elementary and middle school chil-
dren in the city where the board of directors
meeting is held. This year’s recipients of the
John B. Haynes Memorial Backpack Project
are the children from the Boys and Girls Club
in Fort Lauderdale.

Over 40 children were onsite to receive the
backpacks that were filled with crayons, col-
oring books, pencils, notebooks, erasers and
other essential items necessary for the start of
school. These supplies were donated by the
various chapters across the country. Soror
Jeanette Kelley from Fort Lauderdale instru-

Epsilon Nu Delta

launches New Website
By Soror Francine Ross-Roden, CFSP

WASHINGTON,DC— The national office of Epsilon Nu
Delta Mortuary Fraternity has a new look...on the web.
The national website has experienced a facelift, allowing
more current information on the local, regional and na-
tional levels, from the national leadership to information
on our national service projects. The site pays tribute to
founders Thomas and Frieda Whibby as well as leadership
information to each local chapter. We welcome you to visit
the newly revised site at www.epsilonnudelta.org.

By Francine Ross-Roden, CFSP

mented the transportation for the children to
meet with the members during their called
Osiris meeting and receive the backpacks.

Brother Ted Felder of Nu Chapter, Cali-
fornia, served as Master of Ceremonies as the
children were presented to the membership.
Many of them expressed future career aspira-
tions varying from medicine to sports, music
and law. Following their presentation, mem-
bers of Epsilon Nu Delta gave the children
the packed bags and spoke with the children
individually. They expressed their gratitude as
well as their profound elation of having school
supplies to begin school in September.

The late Brother John Haynes, a devot-
ed member of Epsilon Nu Delta Mortu-
ary Fraternity, Inc., was a teacher of Mor-
tuary Science at Worsham College in Illinois
who showed a genuine love
for his students. He tried to
help them academically and
be prepared educationally.
Epsilon Nu Delta Mortu-
ary Fraternity continues the
legacy of Brother Haynes by
donating backpacks yearly to
children in need in the city
where the summer board of
directors meeting is held for
the fraternity. For more infor-
mation regarding this and all
events of the fraternity, please
visit our website at www.ep-
silonnudelta.org.

Funeral Service Foundation
Awards Joseph E. Hagan Memorial

Scholarships

BROOKFIELD,WI— The Funeral Service
Foundation (FSF) has awarded two out-
standing mortuary science school students,
Dennis Gamble and Yolanda Topps, each
2 $1,000 Joseph E. Hagan Memorial Schol-
arship. The twenty-six students in the 2010
Joseph E. Hagan Memorial scholarship pro-
gram were asked to explain what the greatest
challenge is facing funeral service today, and
how they would transform that challenge
into opportunity.

“The commitment of all the scholarship
applicants to their chosen profession was
very heartening,” said FSF Chair Scott An-
thony. “These students had thoughtful, in-
sightful views of the funeral service land-
scape, and their solutions to the problems
they see show great promise for their futures.
We are delighted to be able to continue to
support promising mortuary science stu-
dents with these scholarships, and look for-
ward to their life-long contributions to our
profession.”

Scholarship recipient Dennis Gamble is
pursuing an Associate’s of Applied Science
in Funeral Service from the Arkansas State
University at Mountain Home. Gamble be-
lieves that funeral service is more than a
profession — it is like a family. He feels the
greatest challenge facing the profession today
is meeting the increasing demands of more
deaths and more personalization with few-
er qualified personnel, but is determined to
make a difference in his chosen profession.

Recipient Yolanda Topps feels funeral ser-
vice is a passion-fueled profession of great
honor and dedication. She sees the financial
crisis that has stymied the nation as one of
the profession’s greatest challenges, and be-

lieves that customization and creativity will
enable funeral directors to respond in a pro-
active manner. Topps is pursuing an Associ-
ate’s degree in Funeral Service Technology
from Northwest Mississippi Community Col-
lege in Southaven, MS.

The Joseph E. Hagan Memorial Scholar-
ship, established in 2000 by the FSF Board
of Trustees, honors funeral service’s finest
students through one or more scholarships
of $1,000. Students must be enrolled in a
program accredited by the American Board
of Funeral Service Education and submitan
essay to be considered for the award.

Applications for the 2011 Joseph E. Hagan
Scholarship will be available in January, 2011,
at www.funeralservicefoundation.org.

With a funeral service career spanning
52 years at Joseph Gawler’s Sons Funer-
al Home in Washington, DC, Joseph E.
Hagan was known for arranging and direct-
ing the funerals of some of the highest gov-
ernment officials in the country, including
presidents, Supreme Court justices, senators
and other diplomats. Assisting in the funer-
als of notables such as President Dwight
Eisenhower, FBI Director ]. Edgar Hoover
and U.S. Supreme Court Justice Thurgood
Marshall, he was most noted for directing
the highly profiled funeral of President John
E Kennedy in November 1963.

The Funeral Service Foundation, through
grants, scholarships and research initiatives,
supports career and professional develop-
ment in funeral service, the advancement of
funeral service and allied professions, public
awareness and education, and the improve-
ment of children’s lives. For information,
visit www.funeralservicefoundation.org.
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Professor Sandra Bertman BACH Symposium
presentation on “The Arts of Compassion:

Perspectives on Arts and Health”

NEWTON CENTER,MA—
Distinguished Profes-
sor Sandra L. Bertman,
PhD, FT, of the Na-
tional Center for Death
Education, Mount Ida
College, was one of the
experts who spoke at
the Boston Arts Consor-
tium for Health (BACH)
Symposium “The Arts of
Compassion: Perspec-
tives on Arts and Health.”
The day-long conference,
held on Saturday, Oc-
tober 2, at the Berklee
College of Music, gave
Boston-area academics,
therapists and clinicians
the opportunity to come
together to consider dif-
ferent ways of integrating
the arts into their prac-
tices to promote healing
and well-being.

“The arts have a way of
getting us into a subject
—unlocking our imagina-
tions,” says Bertman, who
has long synthesized the
arts with literature, spir-
itual beliefs and cultural
values for therapeutic use
in clinical and academic
settings. “They return
us to life more impact-
tully, reaching our hearts
as well as our heads, im-
proving the outlook both
for ourselves and those
we’re caring for.”

Bertman’s session, “Ars
Moriendi: The ‘Good
Death’ in the 21st Cen-
tury,” considered the det-
rimental ways in which
society has stigmatized
death, removing it as a
natural part of life. “It
will be with us all one
day,” says Bertman, a
strong advocate of living
wills and author of Fac-
ing Death: Images, Insights
and Interventions (Taylor
Francis, 1991) and One
Breath Apart (Baywood
Publishing, 2009). “How
wonderful to spend some
time considering what
each of us feels is an ap-
propriate death.”

Other sessions examined
the use of the visual and
performing arts with par-
ticular populations, such
as special needs students,
Alzheimer’s patients, as
well as victims of vio-
lence. The day conclud-
ed with a special perfor-
mance of the Longwood
Symphony Orchestra at
New England Conserva-
tory’s Jordan Hall.

The Boston Arts Con-
sortium for Health was
founded in 2009 by a
group of artists, edu-
cators, and health care
professionals who are
interested in the role of
the arts in health care.

Sandra Bertman

BACH’s objectives are to
position Boston, Massa-
chusetts, and New Eng-
land as centers for the
practice of and innovative
research in the arts and
health care; to heighten
the visibility of the arts
as an effective tool in
promoting health and
wellness; and to broaden
and deepen the sources
of support for the arts in
health care.

Founded in 1899,
Mount Ida College is a

private, coeducational,
undergraduate and grad-
uate institution, locat-
ed 8 miles from down-
town Boston in New-
ton, Massachusetts. As a
fully accredited college,
Mount Ida currently en-
rolls 1,500 students in
more than 25 degree pro-
grams that combine the
liberal arts with profes-
sional preparation. For
more information, visit
us on the Web at www.
mountida.edu.
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SUPPLY ASSOCIATION

INTERNATIONAL MEMORIALIZATION

IMSA Members

Aeon Manufacturing Company, Inc.
American Cemetery Supplies, Inc.
American Cemetery/Mortuary Consultants
Arcadian Memorial Products

Architectural Stone Imports, Inc.

Axiom Business Systems

B&L Cremation System
Batesville Casket Company
Begin Bronze Urns
Biondan North America
Biondan S.PA., ltaly

Carrier Mausoleum Construction, Inc.
Cemetery Development Association, Inc.
Cemetery FunerarSupp|y Company
Cemetery Planning Resource Alliance
Christy Vault Company

Church & Chapel Metal Arts, Inc.

Clark Grave Vault Company

Cold Springs Granite Memorial Group
Conrad Pic?(e| Studio Inc.

Crematory Manufacturing & Service Inc.
Cressy Memorial/Crowne Vault Company
Custom Air Trays

Dakota Granite
Doric Products

E.C. Wesner Associates, Inc.

Eagle Granite Company

Eagle’s Wings Air

EDA Land Planning

Eickhof Columbaria LLP

Elberton Granite Association, Inc.
Ensure-A-Seal

Everlasting Granite Memorial Company, Inc.

Facultatieve Technologies
Forston and Associates
Franklin Wrap, LLC

Granite Resources Corporation
Grever & Ward, Inc.

Halo International Corp.
Hamlin Hydraulic Lift Company
Heart fo Heart LLC

Heirloom Bible Publishers
Heritage Flower Company
Holland Supply, Inc.

I.CCFA.

iyl Ingram Construction Company, Inc.

Inman Shipping
Insight Books
Inspired Artisans

J. Stuart Todd, Inc.

Jack Goodnoe Cemetery Planning & Design
Jacobs

Joseph B. Sankovich & Associates

Kates-Boyleston Publishing
Kelco Supply Company

KMI Columbaria

KNF Flexpak Corporation
Koppenberg Enterprises, Inc.

Lecon, Inc.

Matthews International Corporation
McCleskey Mausoleum Company

Mekus Studios, Ltc.

Memorial Business Systems, Inc. (MBS, Inc.)
Memory In My Heart, Inc.

Mid Atlantic Contractors, Inc.
MortuaryMall.com

Mullen Construction Company

Nomis Publications, Inc.
Norvell Tent-Puckett Supply Company
Norwalk Vault Company/Kryprotek

Paradise Pictures
Pontem Software
Premier Columbaria

Ralph J. D'’Amato Jr. Cemetery
Planning & Design

Rock of Ages Corporation

Roquemore Marble & Granite

Rossato Giovanni S.r.l, ltaly

Sinner Brothers, Inc.

Spardy Solutions

Star Granite Company, Inc.
States West Cemetery Services
Suhor Industries, Inc.

Techniserve, Inc.

The Barre Granite Association, Inc.
The Dodge Company, Inc.

The Land%hn Design Group, Inc.
The Roosevelt Investment Group
The Tribute Companies

Trigard

Triple H Company

U.S. Metaleraft
U.S. Cremation Equipment

Vast Data Concepts

Western Sequoia Corporation
Wilbert Funeral Services
WithumSmith&Brown, PC

Zontec Ozone Generators

Please patronize the IMSA company members that support the industry.
International Memorialization Supply Association
P.O. Box 425 - West Bend, Wl 53095-0425 - www.imsa-online.com



Page A46

FUNERAL HOME & CEMETERY NEWS Section A4

NOVEMBER 2010

= Death Notices ==

Send obituary information to Funeral Home & Cemetery News, PO Box 5159, Youngstown, OH 44514 e Fax (800) 321-9040 e E-mail info@nomispublications.com

ALPHONSE “AL" A. ZOUCHA of Fort Wayne, IN died
September 5, 2010 at the age of 94. He was a funeral
director with D.O. McComb & Sons and later became
a partner and owner of Mungovan & Sons Memorial
Chapel, retiring in 1995. He was also a member of the
Indiana Funeral Directors Association.

GLEN R. DANCER, CFSP of Sel-
mer, TN died September 18,2010
at the age of 67. He began a career
with Shackelford Funeral Direc-
tors of Selmer, Inc., in 1963 that
spanned nearly 47 years. A grad-
uate of John A. Gupron College in
Nashville, TN, he was a member
of the Academy of Professional Fu-
neral Service Practice.

“We Repair
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CREMATORY EQUIPMENT CO.
SALES « SERVICE * REPAIRS * SUPPLIES

Office: (562) 222-BURN
(800) 396-2254 » Fax (562) 222-2880
www.americancrematory.com
john@americancrematory.com

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

EDWARD MERCKX of Huntington, IN died September
16, 2010 at the age of 92. He was a funeral director and
owner of Merckx Funeral Home, now McElhaney-Hart
Funeral Home, from 1956 to 1978.

HARRY A. SLOMSKI of Erie, PA died September 2,2010
at the age of 88. A graduate of the Pittsburgh Institute of
Mortuary Science, he was a funeral director for 40 years.
He and his late brother, Carl Slomski, were partners in

the Slomski Funeral Home.
Courtesy Clem’s Livery Service, Pittsburgh, PA.

ALPHONSO WEST of Jacksonville, FL died Septem-
ber 17, 2010 at the age of 89. A graduate of the Az-
lanta School of Embalming,
his career in funeral service
spanned over 60 years, includ-
ing being a co-owner of Hol-
mes & West Funeral Home,
PA for 30 years and more re-
cently owner of Alphonso
West Mortuary, Inc. for the
past 22 years. He was also a
member of the National, First
Coast, and Independent Funer-
al Directors Associations.

JOHN CALVIN TAGGART of Topeka, KS died September
9, 2010 at the age of 86. He worked for over 35 years as
a funeral director/embalmer in Topeka.
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FRED P. BURKE, JR. of Jasper,
AL died September 2, 2010 at
the age of 85. He purchased
Stanfield Funeral Home and
later Collins Funeral Home,
renaming it Collins-Burke
Funeral Home, and spent 57
years in the funeral business.
He was also Walker County
coroner for 16 years.

ELOISE FENYUS of Pittsburgh, PA died September 23,
2010 at the age of 93. She and her late husband, Fran-
cis A. Fenyus, founded Fenyus Removal Services in
the 1960s. Now Fenco Services, Inc., the business is
owned by their son, Clark A. Fenyus. Eloise played a
vital role in the company, from answering calls to book-
keeping and processing death certificates, and was ac-
tive in the business until early 2000.

DONALD L. EVANS of Exeter, CA died September 2,
2010 at the age of 80. In 1962 Don and his family be-
came managers of Hadley Chapel. In 1969 they part-
nered with the Miller family in Visalia to purchase the
Brooks Funeral Chapel on Kaweah Avenue and re-
named it Evans Miller Chapel.

RUTH C. HIRSCH of Squirrel Hill, Pittsburgh, PA died Sep-
tember 15, 2010 at the age of 90. She and her husband,
Burton L. Hirsch, were the owners of the former Burton

L. Hirsch Funeral Home, Inc.
Courtesy Clem’s Livery Service, Pittsburgh, PA.

MARY ANN FURETTI of Staten Island, NY died Sep-
tember 12, 2010 at the age of 94. She was a dedicated
member of the Fairview Cemetery of Staten Island
Board of Trustees for 37 years, serving as Trustee and
Treasurer. She retired as Treasurer of the Board in
2008 at the age of 92. She was responsible for many
improvements as well as Fairview Cemetery’s beauti-
ful appearance.

BRUCE H. CONLEY of Elburn, IL died September 11,
2010 at the age of 60. A third generation funeral direc-
tor, he joined his family’s firm, Conley Funeral Home
in Elburn, in 1973 and took over operations at his fa-
ther’s death in 1991. A 1973 graduate of Worsham Col-
lege, Chicago, he was a member of the ///inois Funeral
Directors Association, the National Funeral Directors As-
sociation, and ADEC. He also authored several books
and pamphlets to help grieving families. In 1983, he
founded Elburn’s first counseling center, which grew
to become Conley Outreach Community Services, incor-
porated as a nonprofit in 1995.
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BUILDING ON THE SUCCESS OF TWO RECORD-BREAKING CONVENTIONS, THE ICCFA CONTINUES TO GUIDE YOU TOWARD...

The Art of Innovation
Guy Kawasaki, best
known for his work
turning Apple into a
successful and beloved
brand in the mid-1980s,
knows what it takes for a
company to capture the
hearts of its customers, to
take on seemingly unbeatable competition
and to create its own “Bright Future.”

In this presentation, he’ll examine the

process cemeteries and funeral homes need

to undergo if they are to reinvent themselves and
their ability to serve the marketplace of tomorrow.
He’ll use his experience working with Apple and
studying dozens of world-class companies to lay out
the strategic steps needed to create new products and
services, and he’ll provide specific examples of how
to do this within our industry.

Kawasaki says his presentation is “ideally suited

for events whose purpose is to set new standards of
excellence and change the world.” If your company
is ready to be a part of something that significant, that
meaningful, you won’t want to miss the ICCFA 2011
Convention & Exposition.

Guy Kawasaki, former chief evangelist for Apple, is
the co-founder of Alltop.com, an online “magazine
rack” of popular topics on the Web. A regular
columnist for the American Express Open Forum and
for Entrepreneur magazine, he holds a bachelor’s
degree from Stanford and an MBA from UCLA.

400+ EXPO BOOTHS -

A BRIGHT FUTURE

[CCFA ANNUAL CONVENTION
MARCH 8-11, 2011 LAS VEGAS, NV

The Secret Lives of Visionaries
What does it mean to be a
“visionary”? According to
neuroscientist and business
executive Eric Haseltine, it doesn’t
mean seeing things others can’t see.

It means seeing the same things
. everyone else does, but seeing

them in a different way. And it’s
something you can learn to do.

In this keynote session, Haseltine will show you how
to refocus and redefine the business realities that exist
right in front of you—how to make the mundane
momentous and how to turn perceived threats into
opportunities. He’ll examine specific issues facing
our industry and challenge you to re-envision them to
achieve both short- and long-term market advantages.

Eric Haseltine, Ph.D., is author of “Long Fuse,
Big Bang: Achieving Long-Term Success Through
Daily Victories.” He has experience in the defense,
intelligence and entertainment industries, having
served in such diverse capacities as director of

research for the National Security Agency,
associate director for science and technology
for the director of National Intelligence and
executive vice president of Walt Disney
Imagineering.

Creating White Space
White space, also known
as “breathing space,” is the
part of a printed page that
has nothing on it. But it is
not nothing. It is as critical
to the message as the text
and graphics. Imagine a
page with no line spaces,
paragraph breaks, columns, margins or open areas. A
page where everything is smashed together
inonebusy,cluttered ,uncomfortablemess.

The top complaint among successful business people
today is having too much to do with too little time.
American companies spend $150 billion every year
on stress-related disability, and that doesn’t count the
wasted time from tension, lost productivity from low
morale and the costs of employee turnover.

What would you give to feel focused, efficient and
energized as you face the day-to-day challenges of
managing your business? Juliet Funt will share simple
yet powerful strategies to help you create the white
space you need to make your “page” more effective
and worth reading.

Juliet Funt, the daughter of “Candid Camera” host
Alan Funt, is a consultant and speaker who previously
served as a meeting planner, a human resources trainer
and a liaison for a Palestinian/Israeli peace project.

DOZENS OF BREAKOUT SESSIONS - WWW.ICCFACONVENTION.COM

Looking to reinvigorate your sales program? recharge
your team? redefine your brand? Whatever YOUR

re for attending the ICCFA 2011 Wide World of Sales

Conference, you’ll take home dozens of proven,
practical ideas you can put to use immediately to
reignite your spirit and your sales!

Rickun Schaeffer

» Keynote presentations by two of the top sales experts in the world: Gitomer-certified speaker Noah Rickun and

“Sales Whisperer” Wes Schaeffer

* Two solid days of educational seminars offering practical sales tools and techniques
* |CCFA take-home binder filled with handouts and “how to” instructions

* Registration directory of all attendees to facilitate networking with more than 300 of the most successful sales
counselors and managers from throughout our industry

* Wednesday evening Welcome Reception, Thursday and Friday morning coffee and continental breakfast, and
Thursday’s special networking luncheon with Gary 0’Sullivan

* Opportunity for counselors to participate in our Speed Sales session: 10 solid sales ideas shared in a “speed dating” format

what’s your

Bally's Resort & Casino

Las Vegas, NV ¢ January 12-14, 2011
www.wideworldofsales.com

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

»

-
.

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

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

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

. The Crematory Manager**
~ The Aftercare Manager

. Keepsake Publisher
Memorial Designer* -
Accounting Software .
Hardware

*Spanish Versions Available =

** Also Available in Pet Care %
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e - ~— Contact Us

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

W — - Tel. (8709320081 [Outside U.S)

e Fax  (870) 931-1273

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