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Guest Editor: NFDA President, Robert L. “Robby” Bates, CFSP, CCO

I am thankful for this opportunity to address the readers of Southern Funeral Director and give a personal invitation
to all of you to attend the NFDA International Convention and Expo in Nashville, Tennessee on October 11-15.
It is just around the calendar’s corner. I hope you will join with thousands of your colleagues, both nationally and
internationally, for the world’s largest funeral profession “get together”.
NFDA has lined up an all-star cast of seminar and workshop presenters that are sure to fulfill your specific needs
each day of the convention. Over 300 exhibitors and vendors will be set up in the new Nashville-Music City
Convention Center to give you many new products and services to help you in your business. No where else in
the world can funeral directors and embalmers see such a large exhibit.
Jeff Hargett from the Ritz-Carlton Leadership Center will lead a seminar to help us learn how to take our customer
service to the highest levels every day by creating unique, memorable, and personal experiences for the families we
serve. Our special Service of Remembrance is a hallmark for our membership families. This year we are honored
to have Country Music star, Vince Gill, who will sing his signature song “Go Rest High On That Mountain”.
Funeral directors know the importance of music to families and Nashville is the “Music City”.
We shall also have other speakers, such as Michael Schoedinger from Ohio on multi-generational funeral homes
and their future success; Bill McReavy from Minnesota on strategies for the importance of visitation, open casket,
and final viewing to families; and Brad Speaks from Missouri on how to use nontraditional marketing strategies
to educate consumers about funerals.
Special events will include our Sunday night, Oct.
12, welcome party which will be at the Wild Horse
Saloon in downtown Nashville. Filming of the TV
series, “Nashville”, has been featured there. This
venue features a large dance floor and stage with
three tiers above above the main floor for seating and
dining. Great music, dancing, meeting new friends
and seeing old friends is sure to be fun. NFDA will
host a reception for our international members and
guests. Attendance has grown in recent years as
members and guests from over 43 countries come to
the USA to learn from our workshops and seminars
and to see funeral products and services that will also
help them in their offerings to their clientele. The
final night festivities will conclude with a party at
the Country Music Hall of Fame adjacent to the
headquarter hotel - the Omni Hotel - and right next
door to the Music City Convention Center.
I truly would like to see all of you in Nashville,
Tennessee October 12-15. I know you will experience
a rewarding and unforgettable convention.
4

Southern Funeral Director Magazine w September 2014

Tom Johnson

Bill Cutter

Jake Johnson

The first rule of
selling your business:
make sure you
have the best advisor.

Rich Sells

The Best Team... The Best Results...
The Best Price.

“

Blair Nelsen, Former Owner – Nelsen Family Funeral Services, Inc.

“

Bob Horn

Selling our company after 120 years of family ownership was a very difficult decision.
Johnson Consulting Group’s advice and counsel were invaluable in helping me reach
my decision, which resulted in several very serious offers and maximized the value we
received. JCG helped secure my family’s future and we are forever grateful.

Dale Espich

Brian Clary

Todd Lumbard

888.250.7747 • www.JohnsonConsulting.com
Visit our website today & sign up for our free newsletter.

8095 N. 85th Way, Scottsdale, AZ 85258
“A Total Solutions Company”
Mergers & Acquisitions • Valuations • Accounting • Management Services • Financing • Customer Surveys
©2013 MKJ Marketing

“I attend the NFDA Convention & Expo to get
valuable information to continue operating a
viable business.”
CFSP, CPC
Clay Funeral Home
Forrest City, AR

The 2014 NFDA International Convention & Expo
offers the most comprehensive array of funeral service experts and the world’s largest funeral expo.

Prepare for the experience of a lifetime in Nashville! You will:
t Learn from leading funeral service experts
t See the latest products and services at the world’s largest funeral service expo
t Enjoy tours and events for every interest
t Relax and connect with fellow funeral directors from across the country and around the world
Member Registration Options
$525 Full Convention
$240 each day One-Day Full Convention
$105 Non-licensed Family Member (No CE)
$105 each day One-Day Expo Only
$55 Student/Apprentice
One of only nine U.S. locations to be named one of the top 52 places to go in 2014 by The New York Times,
Nashville will not disappoint as the backdrop for the 2014 NFDA International Convention & Expo. The brandnew Music City Center is within walking distance of a multitude of downtown restaurants, bars, museums and
many other entertainment venues. From Symphony Hall to Capitol Hill, Nashville offers a host of one-of-a-kind
Hotel and Travel
NFDA has secured special rates at a number of hotels near Music City Center to give you a variety of options and
prices from which to choose. To help you make your room reservations as easily as possible, NFDA has arranged for a
housing bureau to assist you in booking a room to meet your needs.

To reserve your hotel room and for additional travel information, please visit www.nfda.org/nashville2014.
Register today at www.nfda.org/nashville2014 or call 800-228-6332 / +1-262-789-1880

6
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At a Glance (Subject to change)
Friday, October 18
5:30 – 6:30 p.m.

NFDA Policy Board Meeting
With At-large Representatives

Saturday, October 11
6:30 a.m. – 5 p.m.
7:30 a.m. – 5 p.m.
8 a.m. – 4:45 p.m.

Habitat for Humanity*
Registration
NFDA Certified Crematory
Operator ProgramTM

(Preconvention Seminar)*
8 a.m. – 4:45 p.m.

NFDA Certified Preplanning
ConsultantTM Program

(Preconvention Seminar)*
8:30 a.m. – 4 p.m.
12 – 5 p.m.
1 – 5 p.m.

NFDA Policy Board Meeting
NFDA Central
Back to Basics: Best Embalming Techniques and Everyday
Practices (Preconvention
Seminar)*

Sunday, October 12
8 a.m. – 5 p.m.
8 a.m. – 5 p.m.
8:30 – 10:45 a.m.
8:30 – 10:45 a.m.
(scramble start)

8:30 a.m. – 5 p.m.
2 – 5 p.m.
6:30 – 8:30 p.m.

Registration
NFDA Central
CPC Exam*
Funeral Service Foundation
Golf Classic*
Workshops
City Tour and Whiskey Tasting*
Welcome Party

Monday, October 13

4:30 – 6 p.m.
4:15 – 5:30 p.m.
4:30 – 6 p.m.

Tuesday, October 14
7 a.m. – 5 p.m.
7 a.m. – 5:30 p.m.
7:30 – 9:30 a.m.
9:45 – 11 a.m.
11:15 a.m. – 12:15
p.m.
11:15 a.m. – 12:15
p.m.

Registration
NFDA Central
Workshops
Service of Remembrance
Workshops
House of Delegates: Installation
of NFDA President/Executive
Board

12 – 5p.m.

Expo

12:30 – 2 p.m.
1 – 4:15 p.m.

Conversation Cafés
Meet the Mentors Reunion•
Behind the Scenes at Ryman
Auditorium and the Grand Ole
Opry House Tour*

5 – 6 p.m.

Heritage Club Reception•

6:30 – 8:30 p.m.

International Reception•

7:45 p.m. – 12a.m. Funeral Directors Under 40•

Wednesday, October 23
7:30 a.m. – 2 p.m.
7:30 a.m. – 2 p.m.
8 – 9 a.m.

Registration
NFDA Central
Workshops

9 a.m. – 12p.m. Expo

7 a.m. – 5 p.m.
7 a.m. – 5:30 p.m.
7:30 – 9:30 a.m.
10 – 11:45 a.m.
11:55 a.m.

Registration
NFDA Central
Workshops
Opening General Session
NFDA Expo Ribbon Cutting

12 – 5p.m.

Expo

5 – 7 p.m.

1 – 4:30 p.m.

“On Presidential Ground” Tour*
All-Star Recognition Ceremony

6 – 8:30 p.m.

4:15 – 5:30 p.m.

Funeral Service Foundation
Donor Appreciation Reception•
All-Star Recognition Ceremony
Funeral Service Foundation
Donor Reception*

1:45 – 4:45 p.m.
2 – 3:30 p.m.

General Session
Special Engagement – “Radar
On-Antenna Up”: The Ritz-Carlton Method of Fulfilling Unexpressed Wishes and Needs
Johnny Cash Museum
and City Tour
A Hall of Fame Evening:
Celebrate With the Stars
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Saturday, October 11

Preconvention Seminars
Back to Basics: Best Embalming
Techniques and Everyday Practices
1 – 5 p.m.
Vernie Fountain, CFSP, Embalmer,
Postmortem Reconstructive Specialist,
Fountain National Academy

NFDA Certified Crematory
Operator™ (CCO) Seminar
Registration: 8 – 8:30 a.m.
Seminar: 8:30 a.m. – 4:30 p.m.
Michael Nicodemus, NFDA
Michael Watkins, CFSP, NFDA

NFDA Certified Preplanning
Consultant™ (CPC) Seminar & Exam
Seminar 8 a.m. – 4:45 p.m. (CPC
Exam Sunday, October 12, 8:30 –
10:45 a.m.)
Colleen Murphy Klein, M.A., NFDA

General Sessions
Opening General Session
The Art of Significance: Lifechanging Leadership
Monday, October 13
9:45 – 11:45 a.m.
Daniel M. Clark, CSP, CPAE, Dan Clark
and Associates, Salt Lake City, Utah
Successful people identify themselves in terms of
what they do and seek what’s impressive. Significant
individuals identify themselves in terms of who they are
and seek what’s important. Approved for up to 1 CE
hour by APFSP and licensing boards in most states and
provinces.
General Session
Enjoy the Ride™
Wednesday, October 15
12 – 1:30 p.m.
Steve Gilliland, Steve Gilliland Inc.,
Mocksville, NC
A blueprint for getting the most out
of life, Enjoy the Ride is a hilarious and eye-opening
motivational experience that will cause you to examine
where you are both personally and professionally.
8
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Discover how to evolve and appreciate, rather than
simply maintain and exist! to 1 CE hour by APFSP and
licensing boards in most states and provinces.
Special Engagement
“Radar On-Antenna Up”: The
Ritz-Carlton Method of Fulfilling
Unexpressed Wishes and Needs
Wednesday, October 15, 2 – 4 p.m.
Jeff Hargett, Senior Corporate Director,
Culture Transformation, The RitzCarlton Leadership Center
There is no greater experience in service delivery than to
surprise and delight a customer, and this program shows
how the ladies and gentlemen of The Ritz-Carlton take
service excellence to the highest levels every day.
You will learn:
• The importance of a written service strategy
• The difference between customers’ expressed and
unexpressed wishes
• The power of creating unique, memorable and personal
experiences
Approved for up to 2 CE hours by APFSP and licensing
boards in most states and provinces.

Helping you
Commemorate Life with Respect

Adapting timeless rituals
to changing times
Times are changing. Families, too. So creating meaningful
funeral experiences requires new thinking and innovative
products–custom collages on the carapace, artfully engraved
cremation urns, memorialization jewelry and more.

Commemorating Life with Respect™is a collection of stories
and vignettes celebrating the skills, creativity and teamwork
of our industry’s finest professionals and Wilbert Licensees.

Listen in at
wilbert.hmsbox.com/commemorate

Above all, it takes commitment and teamwork – qualities
you’ll find in abundance in a new educational video series
from Wilbert. Featuring funeral professionals sharing bold
ideas and personal stories, it’s designed to help you adapt
and compete in these changing times, as you help families
commemorate lives with respect.

Workshops
Sunday, October 12

Edward M. Ranier, Law Office of Edward M. Ranier,

Alternatives to Traditional Embalming for Viewing
Robert G. Mayer Jr., FBIE

Safeguarding Your Business From Cremation
Liability
T. Scott Gilligan, Gilligan Law Offices; Michael
Nicodemus, NFDA

11:30 a.m. – 12:30 p.m.

Community Outreach on a Budget
Lynn E. Ochiltree, CFSP, Ochiltree Funeral Service and
Aftercare; James Olson, CPC, Olson Funeral Home and
Cremation Service
Transparency and Social Media: Creating an Ethical
Edge for Your Firm
Caleb Wilde, Wilde Funeral Home
What Big Operators Do Better and How You Can
Level the Playing Field
Paul Seyler, Competitive Resources.
Focus on Preneed: Spend Downs, Contracts and
Consumer Protection
T. Scott Gilligan, Gilligan Law Offices

1:15 – 2:15 p.m.

Breathing Life Into Funeral Home Marketing With
Facebook, TV… and a Sense of Humor
Brad Speaks, Speaks Family Legacy Chapels Inc.

Monday, October 13
7:30 - 8:30 a.m.

Common Sense Embalming Tips and Techniques
Wallace P. Hooker, Family & Friends Funeral Home Inc.

7:30 - 9:30 a.m.
How Green Practices Will Benefit Your Business
Carol Lynn Green, Law Offices of Carol Lynn Green;
Robert J. Prout, Prout Funeral Home

The Removal: Professional Solutions for
Challenging Circumstances
Bernard F. Delaney, Mortuary Services Inc.

Building Your Brand: How to Distinguish Your
Funeral Home From the Competition
Georganne Bender and Rich Kizer, Kizer & Bender
Speaking!

Enhancing the Cremation Arrangement Conference
to Celebrate a Life Well Lived
Paula J. Staab Polk, CPC, CCO, Staab Polk Memorial
Home/Cremation Services of Central Illinois

Protecting Your Personal Assets and Your Business
William B. McQueen, LFD, JD, CPA, LLM, McQueen &
Siddall LLP

Supporting Children Through Their Grief Journey
Pete Shrock, Comfort Zone Camp

3 – 5 p.m.
Laid Out: The Business of Funerals
Dr. Edith C. Churchman, author; Andrew Ferguson,
organist; and Shonda Brewer, vocalist, James E.
Churchman Jr. Funeral Home. Plus: A. Simone
Churchman; Gloria Dillard-Davis; and Joyce Lightfoot,
STAND OUT! Differentiate or Disappear
Larry Mersereau, PromoPower
OSHA Update on the Formaldehyde and Haz Com
Standards
10

3:30 – 4:30 p.m.
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Panel Presentation: The Challenges and Benefits of
Diversity for Your Business
Moderator: Edward J. Defort, NFDA. Panelists: John C.
Carmon, CFSP, Carmon Community Funeral Homes;
Stephen R. Kemp, CFSP, Haley Funeral Directors; Steve
Trevino, Ponderosa Valley Funeral Services; Erin Christie
Whitaker, CFSP, CPC, Whitaker Funeral Home Inc.

Tuesday, October 14
7:30 – 9 a.m.

Personality and Leadership: Understanding
Yourself and Your Employees
William Ford, SESCO Management Consultants

!

850 WILLIAMS DRIVE MARIETTA, GA 30066
1-800-334-2697 WWW.MYHEARSE.COM
.SHANNON HILL GENERAL MANAGER
678-784-2111 DIRECT LINE
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Workshops
7:30 – 8:30 a.m.
Smarter Marketing for Your Funeral Home
Rodger Roeser, The Eisen Agency
Google-licious: More Than Just a Search Engine
James Spellos, CMP, Meeting U

8:30 – 9:30 a.m.
Beyond Time Management: How to Get Twice the
Work Done in Half the Time!
Ron Rosenberg, Quality Talk Inc.
“Talkin’ ’Bout My Generation”: Four Generations in
the Funeral Home
Lacy Robinson, CFSP, Aurora Casket Company

11:15 a.m. – 12:15 p.m.
Forensic Anthropology in the Identification of Human
Remains
Dr. William M. Bass, Bone Zones
Getting to the Heart of Customer Satisfaction
Ron Rosenberg, Quality Talk Inc.
The Social Tsunami: How to Drink From the
Information Fire Hose Using a Straw
James Spellos, CMP, Meeting U
Choosing Growth Strategies That Work for Your
Business
Douglas R. Gober, Live Oak Bank
Transforming Your Business One Funeral at a Time!
Michael Schoedinger, CFSP, CPC, Schoedinger Funeral
and Cremation Service

Conversation Cafés
12:30 – 2 p.m.

Crematory Fire Hazards and More: Liability
Protection for Your Funeral Home
Pete Kalan, Field Services Training & Support Manager,
Federated Insurance; Michael Nicodemus, NFDA
Best Practice Guidelines for Cooperation Between
Tissue Banks and Funeral Homes
George McCann, M.D., President
12

Southern Funeral Director Magazine w September 2014

Wednesday, October 15
8 – 9 a.m.

Have the Talk of a LifetimeTM Campaign Success
Stories One Year Later
Evaluating Third-party Cremation Providers to
Protect Families and Your Firm
Michael Nicodemus, NFDA
Unlock Your Website Potential: Industry Data That
Crack the Code to Marketing Success
Michael Bryan, Batesville Inc.
Helping Families See the True Value of Funeral
Service
William W. McReavy
Time to Sell? Time to Buy? Time to Transfer?
Rodney K. Klein, JD, LL.M Tax NYU, Klein &
Associates

-2+1$*83721
& 2 / / ( * (
)RXQGHGLQ

The only private Funeral Service College
accredited by both the Southern Association of
Colleges and Schools Commission on Colleges and
the American Board of Funeral Service Education.

Associate of Arts Degree
• Located in the heart of ‘Music City’- Nashville, TN.
• Offering a ﬂexible program for part-time and
full-time students
• Offering on-campus housing for students
• Offering a basic liberal arts education as well as a
professional curriculum in funeral arts and sciences.
• Program completion in 12 or 16 months

1616 Church Street | Nashville, TN 37203
(615) 327-3927 | www.guptoncollege.edu
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“It is an honor and a great opportunity
to be a part of NFDA. We enjoy being
able to exchange knowledge and
experience among our peers globally.”
Haroldo Felicio and Gisela Adissi
SINCEP

Sao Paulo, Brazil

Events
Events
Habitat for Humanity
Saturday,
October
11, 6:30 a.m. – 5 p.m.
Habitat
for Humanity
Saturday, October 11, 6:30 a.m. – 5 p.m.
14th Annual Funeral Service Foundation Golf
Join NFDA as we help Habitat for Humanity rebuild
Classic
a Nashville community and make home ownership a
Sunday, October 12, 8:30 a.m. Scramble Start
reality for a local family. There are three easy ways to
support Habitat for Humanity in Nashville:

Welcome Party Hosted by 2013 NFDA President
for the day
Robby •&Volunteer
Betty Bates
• Donate
Sunday, October 12, 6:30 – 8:30 p.m.
• Sponsor the build
Wildhorse Saloon
Visit www.nfda.org/habitat for more information.

All-Star Recognition Ceremony
Monday, October 13, 4:15 – 5:30 p.m.
Service of Remembrance
Tuesday, October 14, 9:45 – 11 a.m.
Funeral Directors Under 40: Tequila Cowboy
Tuesday, October 14, 8 p.m. – 12 a.m.
A Hall of Fame Evening: Celebrate With the Stars
Hosted by 2014 NFDA President Rob & Pat Moore
Wednesday, October 15, 6 – 8:30 p.m.
Country Music Hall of Fame® and Museum
2013 Habitat for Humanity crew

Expo Hours
Monday, October 13: 12 – 5 p.m.
Tuesday, October 14: 12 – 5 p.m.
Wednesday, October 15: 9 a.m. – 12 p.m.
14
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NFDA Business Solutions, Booth 2005
Stop Annual
by the Business
Solutions
booth to learn about
14th
Funeral Service
Foundation
moneyand
time-saving
tools
that
will help you operate
Golf Classic
an
even
more
successful
business.
Sunday, October 12, 8:30 a.m. Scramble Start
Gaylord Springs® Golf Links, Nashville, Tennessee

NFDA Publications, Booth 2208

Make a difference while enjoying a day on the links at
Stop to chat with the editors of The Director. View the
the NFDA Convention & Expo! Join the Funeral Service
current issue
submit
your ideas
for possible
Foundation
for online
its 14thand
annual
Golf Classic
at Gaylord
future
articles.
NFDA
Publications
keeps
you
informed.
Springs Golf Links.
Named one of Tennessee’s top public courses by

International Pavilion, Booth 843
Representing nearly a dozen countries and associations,
20-minute bus ride from Music City Center.
the International Pavilion is your one-stop international
Carved
from
banksanswers
of the Cumberland
River,
resource
forthe
finding
to questions
about funeral
Gaylord
Springs
has
earned
its
place
among
the
service around the world, including repatriation.
GOLFWEEK magazine, Gaylord Springs is just a

nation’s best. Designed by former U.S. Open and
PGA champion Larry Nelson, the Scottish links-style,
Innovation Award
par 72 layout offers 18 challenging holes bordered by
Your votes
are needed!
scenic
limestone
bluffs. Find out which entries your fellow

funeral directors determined to be the most innovative

The
Golf Classic
is one ofand
the profession’s
most
products
and services
then vote for
your favorite.
popular networking events, drawing together funeral
directors and allied professionals who are committed
Best of the Booths Competition
to supporting the Funeral Service Foundation’s
Cast your
voteprojects
onsite and
to determine
the support
best booths
at
mission
to fund
programs that
all
the
2014
NFDA
International
Convention
&
Expo.
Which
of funeral service in building meaningful relationships
booths
are the most
creative,
use the Consulting
best visuals, have
in
the community.
Thank
you to Johnson
the most
staff enthusiasm
and interaction and offer
Group,
this year’s
major benefactor.

the best giveaways? Winners will be announced at the

Please visit FuneralServiceFoundation.org for
General Session
on Wednesday,
October
registration
and sponsorship
information
or call15.
877-402-5900.

2014 List of Exhibitors (Current as of April 1, 2014)
100 Black Women of Funeral Service Inc.
A Simple Thank You
A.R.K. Garment Company
Able Caskets LLC
ABM Funding Inc.
A.C. Furniture Company
Academy of Professional Funeral
Service Practice
Access Financial Group/
Interment Trust Services
Accubuilt Inc.
AFE – Asia Funeral and Cemetery Expo &
Conference
afpHORIZON
All City Communications
AlphaMega Inc.
Alternative Solutions USA
Alviti Creations Inc.
Ambassador Associates-Division of
Good Will Publishers
American Academy McAllister Institute
American Cemetery Supplies Inc.
American Coach Sales
American Crematory Equipment Co.
American Funeral Consultants Inc.
American Funeral Financial
American Funeral Supply Company
Appitized
Applied Lighting Solutions Inc.
Argent International/ThanoSeal
Armbruster Stageway
ASD – Answering Service for Directors
Astral Industries Inc.
Aurora Casket Company
B&L Cremation Systems Inc.
Bass-Mollett Publishers Inc.
Batesville
Behrens Design & Development Inc.
Binz U.S.
Bio-Response Solutions Inc.
BK Hong Kong Tailors
Body Scoop by B-Mobile Inc.
Brooke International
C&J Financial LLC
C&L Containers Inc.
C.J. Boots Casket Company
Cadillac Professional Vehicles
Card Connect
Catholic Extension
Cemetery Funeral Supply
Cemneo Software
Champion Company (The)
Chateau Urns
Cherokee Casket Company Inc.
Chicago Cremation Supplies
Church & Chapel Metal Arts Inc.
Clark Grave Vault
ClearPoint Federal Bank & Trust
Columbian Financial Group
Commemorative Rosaries
Compassionate Friends (The)
Contemporary Concepts
Continental Computer Corp.
Cooperative Funeral Fund Inc.
Cremation Systems

16

Cremation.com
Crematory Manufacturing & Service Inc.
Crescent Sales Inc.
Crowne Vault/Cressy Memorial
Crystal Remembrance
Custom Air Trays
Davis Whitehall Co. (The)
Delta Cargo
Destiny Casket
Directors’ Choice
Directors Choice Assignment Services
Director’s Select Retirement Plan – DSRP
DNR Industries Limited
Dodge Company (The)
Doric Products Inc.
Duncan Stuart Todd Ltd.
Eagle Granite Company
Eagle Urns Inc.
Eagle’s Wings Air (EWA)
EckCo Products
Eckels
Elegante Brass Company
Eternity’s Touch
Eustis Chair
Facultatieve Technologies
Federated Funeral Directors of America
Federated Insurance Company
Ferno-Washington Inc.
Final Embrace LLC
Fine ’N Rhine – Hong Kong
First Guaranty Insurance Company
Ford Acceptance Corp.
Ford Motor Company Limousine &
Livery Vehicles
Foresight Companies LLC
Forethought Financial Group Inc.
Frazer Consultants
Frigid Fluid Co.
FrontRunner Professional
Funeral Call
Funeral Directors’ Answering Service
Funeral Directors Life Insurance Co. (FDLIC)
Funeral Director’s Resource Inc.
Funeral Home Gifts
Funeral Service Foundation
Funeral Services Inc.
FuneralFuturist.com
FuneralNet
funeralOne
FuneralScreen
Funeraltech
Genesis Casket
Gideons International (The)
Glass Remembrance
Global Mortuary Affairs
Graftobian Makeup Co.
Great Western Insurance Company
Heirloom Bible Publishers
HELPcard (The)
Hepburn Superior-U.S. Chemical
Heritage Memorial Funding
Holsag Canada
Homesteaders Life Company
Hought Wahl – Woodturner
Howard Miller/Hekman
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Hunter Warfield
ICCFA – International Cemetery,
Cremation & Funeral Association
Implant Recycling LLC
Ingram Construction Company Inc.
Inman Shipping Worldwide/
Omega Assured Plan
Insight Books
International Mortuary Shipping LLC
Investors Heritage Life Insurance Co.
Ionic Services Inc.
J. Stuart Todd Inc.
Jefferson Financial
Jefferson Gardens
Jet Blue Airways
Johnson Consulting Group
K2 Products
Kates-Boylston Publications
Keith M. Merrick
Kelco Supply Company
Kerber, Eck & Braeckel LLP
Keystone Funeral Home Design Build
Kindled Memories
Kozak Dry Wash
Lamcraft Inc.
Life Celebrating
Life Story Network
LifeArt International
LifeGem Memorial Diamonds
Link Manufacturing
Live Oak Bank
LoveUrns LLC
Mabrey Products Inc.
Mackinnon and Bowes Ltd.
Madelyn Co.
Mastercraft Casket Company Inc.
Matthews Cremation Division
Matthews International
Meadow Hill Corporation
Memoriams.com
Memories By Design Inc.
Memories of You
Memory Glass
Merry Christmas From Heaven –
MooneyTunCo Inc.
Messenger
Metropolitan Funeral Service Inc.
Michael’s Custom Clothing
Midwest Business Capital
Miller Architects & Builders
MK Coaches
MKJ Marketing
Monarch Resources
Mortuary Lift Company
Mortware
Mt. Hope Grief Services
NADCO Marble
Nantong Millionaire Casket Co.
Naser Group
National Association of Colleges
of Mortuary Science
National Directory of Morticians/
The Red Book
National Funeral Directors & Morticians
Association

National Hospice & Palliative Care
Organization/National Hospice Foundation
National Mortuary Shipping
Natural Legacy Ltd.
New Memorials Direct
NFDA Publications Inc.
NGL Insurance Group
Nicodemus & Associates Consulting Services
Nixon Consulting Inc.
Nomis Publications Inc.
Nordmark Jacobsen
North Carolina Mutual
Oreck Vacuum
Outlook Group (The)
PartnerShip LLC – NFDA Shipping Program
Pasco Specialty Products
Passages International Inc.
Pekin Life Insurance Company
Phillip’s Printing Co.
Physicians Mutual
Pierce Chemical
Pierce Mortuary Colleges
Pittsburgh Institute of Mortuary Science
Polyguard & Co.
Precious Memories
Precoa
Premier Funeral Supply
Private Label Caskets
Professional Funeral Alliance Inc.
Progressive Environmental Services Inc.
Promotion In Motion
Qeepr
R&S Marble
Regal Line
Regions
Remembrance Creations LLC
Rita Barber Inc.
Riviera Tailors Ltd.
RK Productions Inc.

Construction Inc.
Russian Blue Diamonds
U.S. Cremation Equipment
Sartoria Di Filottrano S.R.L. Italy
Unarte – Spain Margyls Ramil
Sauder Funeral Products
Uncommon USA Inc.
Scarf King
United Heritage Life
ScentAir
University Mortuary Science
Sculpted in Serenity
Education Association
Security National Life Insurance Company
UONO
Selected Funeral & Life Insurance Co.
Vaca Lijmos – Mexico
Shanghai Custom Tailors
Vantage Products Corp.
ShivaShade
Vera Lee Garment Company
Sigmund Prodktdesign GmbH/
Vision Medical
Ursula Sigmund
Whitmore Group Ltd. (The)
Signature Partners Inc.
Wilbert Funeral Services Inc.
SinoSource International
Withum Smith & Brown PC
Social Media Simplicity
Worsham College of Mortuary Science
Southwest Airlines Cargo
Woven Remembrance
SpartaCraft Inc.
Spaxio From Mexico
Specialty Vehicle Group
Square 1 Bank
SRS Computing
Starmark Funeral Products
Supernova International Inc.
T&J Manufacturing Corp.
T Industries
Terrybear Urns & Memorials
Thacker Caskets
The Davey Tree Expert Company
The Sum Total
Thermalgraphics
TiesForYou.com
TransFirst
Visit www.nfda.org/education for
Tributes.com
Trigard
a variety of continuing education
Triple H Company
Trust 100
opportunities available now!
Tukios Inc.
TWC Architectural Design and

Need CE Before the NFDA
Convention?

2014 NFDA International
Convention & Expo
October 12-15
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by: Jamie Watts
A wise business man once told me that “your banker
doesn’t really care how you make and save money as
long as it’s not illegal.” What that means is very simple,
in this day and age of technology you absolutely must
learn how to work smarter and not harder. He went on
to tell me that your banker won’t say “well if you made
this money easy then we have to give you a lower
interest rate!” In the past decade we have witnessed
rapid change in the funeral service. A combination
of changing attitudes and a declining economy have
forever changed the way families view death. This
article has been written to help those interested in
looking for better ways to grow their business using
outsourcing and hiring virtual assistants.
Before I get into that let me bring you up to speed on
what I’m talking about. I first said outsourcing. What
is “Outsourcing” you ask? Outsourcing is the hiring
of freelancers to complete one time job’s for you. It
is important to understand that I am not talking about
hiring companies but instead individuals to do the work
for you. Sometimes this can be a website, brochure
design or logo design, and even data input. Technology
has grown at such a rate that we no longer need to be
in the same room to get work done. Cloud computing
a term that many have heard but may not completely
understand allows us to store data in a location that
allows other to access it if we grant permission. A good
example of this is dropbox.com which allows you to
have a file folder on your computer that is accessible
on all your computers. If you put something in your
folder at work it will then be available to you at your
home computer. The nice thing is that you can share
these folder with others. As I said earlier technology
has allowed us to now work with people no matter
where they are located. The benefit to this is that it has
18
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now opened up your options in regards to who you can
hire. Many don’t realize that there are thousands of very
talented professionals all over the world whom you can
hire to complete a job very quickly often at a fraction of
what it would cost you to hire a company. Let me say
right up front many will read this article and become
upset with me. Saying you are no better than large
companies who ship american jobs overseas. Honestly
I’m not here to debate the merits of hiring overseas
workers. I have grown up in the funeral business my
entire life and I was taught that we are in the business
to help people but my father also taught me we are
in the business of making a profit. For some that is a
mighty tough pill to swallow but the reality is if we
don’t make a profit then we will not be in business long
enough to help people. The real truth is that much of
what I outsource cannot be hired locally.
My first example is help with my accounting. As CEO
of Watts Funeral Home and Cremation Center it is my
responsibility to oversee all accounting for my families
business. A word of caution to anyone that delegates
this important responsibility, I learned the hard way
that their are a few things you cannot delegate the first
being your check book and the second your marketing.
Anytime I have attempted to delegate either one it
has never turned out well for me. Especially when I
attempt to use family (something that many reading
this can probably relate to). When I began to look at
my accounting I knew I need to have someone who
could do the heavy lifting but allow me to check
behind them. You’re probably wondering why not just
pay your accountant to do it? Well as you, part of my
responsibility is the “purse strings” of my families
business. I hired my new accounting firm about a year
ago. We had been with the previous firm for many
years.
In fact it was the firm my father hired. When I took
over after my fathers death I soon discovered the
we had working relationships with companies that
had not changed in twenty years. Be very cautious
of this I’m not against vendor loyalty but make sure
your getting the best deal you can get. When it came
to our previous accountant it wasn’t so I decided to
look for more options. So I sat down with several firms
and finally found one the was right for our company.
We then began to explore ways to lower the cost of
my accounting services. My accounting firm told
me the same thing you’ve probably been told. “The

more we do the more it cost you!” As I said earlier
I handle all the accounting for my families business
including payables and receivables (part of which I
found a solution to using technology, something I hope
to share with you in a future article). However even
with technology there is a certain amount of human
input that cannot be avoided. I did the calculations and
determined that I would need someone to work for me
4 to 6 hours a week. I also realized that I could not
hire a local person because no one would only work
4 hours a week. That’s when I decided to outsource.
I went onto one of the outsourcing sites and posted a
job for an accounting person. In less than 24 hours I
received 32 offers. I quickly narrowed it down to 3 and
finally hire a part time accounting assistant. His name
is Rod he works for an accounting firm in Saudi Arabia
as one of their senior accounts. He was looking for
part time work to fill his time off. I pay Rod $3.30 an
hour. Part of his job is to reconcile my quickbooks to
my bank statements. He has no access to my checking
accounts. However, I do give him limited cloud access
to my quickbooks. Each Friday he checks my payables
against my quickbooks and inputs any missed entries.
Once a month he reconciles the bank statements against
my quickbooks and makes sure everything is correct.
My CPA then checks behind him and myself to make
sure everything is balanced. I’m going to go ahead and
tell you that when my previous account was doing all
this it was costing me $1,400.00 a month. Now with
my new system I pay Rod about $80.00 a month and
my accountant $100.00 a month to check the books.
Yes, you understood it correctly I save $1,220.00 a
month or $14,000 a year. Not too bad if I say so myself
and just one more example of how to get things done
in this age of technology. It is also worth noting that
my accountant has never seen a set of books as well
kept as mine.
Another Example I want to talk about is website
creation. Websites can be challenging in any business
even more so in the funeral business where technology
is slow to be embraced. A few years ago I had the idea
to build an online arrangements center. I was told I
was crazy no one would make funeral arrangements
online. I silently pushed forward knowing that if
people shop, bank and even date online how much
is it to make funeral arrangements online. Well I am
happy to say that as of this writing 40% of my business
comes from people making online arrangements. The
challenge for me was hiring a firm to build my site. I

knew what I wanted but when I communicated that to
website development firms I soon realized that I was
going to pay dearly for it. I quickly posted a job on an
outsourcing site and in less than 24 hours I had hired
a top notch developer for 75% less than I was being
quoted by big development firms. It’s also worth noting
that he had the site completed in 2 weeks while most
firms were telling me 8 to 12 weeks. As a result I came
in well under time and most definitely under budget.
So where do you go from here? Well as you search
for outsourcers be very careful what you do. Don’t
go off trying to get everything accomplished in 1 day.
A good place to start is with a website called elance.
com This site is great because you can set up a free
account and be up and going in just a few minutes.
What’s great about Elance is that they use an escrow
system. This means that after you hire a provider their
money is placed in an Elance escrow account and only
released by you after the work is completed and you
are happy with everything. Communication is also
easy as everything is done right in the workroom.
Another great site to take a look at is Odesk.com.
This site is a bit more advanced and I do suggest you
starting with elance.com first. As I mentioned earlier
get a Dropbox this is a great place to keep files you
need to share and collaborate with your outsourcers.
As you start to get more into this outsourcing thing
you will quickly realize how much you can get done
outsourcing. I realize that I have introduce a lot to you
quickly and it can be very confusing so if you have
any questions please feel free to email me at jamie@
wattsfuneralhomes.com I hope you learned a little
about outsourcing and I look forward to sharing more
insight with you in future articles.
Jamie Watts is a 35-yearold licensed funeral director
and embalmer in Florida and
Georgia. His responsibilities
include CEO of Watts Funeral
Home and Cremation Center,
Worth Cremation Service of
Florida. CFO and Marketing
Director of Infinite Memorials
by Watts, Southern Shipping
and Cremation, Cherished Pets by Watts, And Funeral
Success Etc. With all his responsibilities he is still able
to spend quality time with his family while enjoying
scuba diving, flying, and rock climbing.
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Properly Managing Cremated Human Remains: A 10 Point Identification
Verification Procedure for Cremation by: Jim Stark
With the national average of cremation registering just under 40 percent and
rising each year, it is a large part of the death care industry. And in the death
care business, cremation is also the area leading loss and litigation. Making a
mistake could cost your firm $1 million and advertising that you can’t pay for and
don’t want. To ensure that the deceased entrusted to your firm is the same as the
cremated remains returned to the authorized agent, checks should be performed
at 10 identification verification stages.
Both crematories that service funeral homes and funeral homes or societies that use third-party crematories should
use this procedure. Crematories that perform cremations for other funeral homes or societies should verify that
they have identification procedures in place within areas the funeral homes or societies do not control, as well as
verify that the funeral home or society has identification verification procedures in place within areas outside of
the crematory’s control. The same is true for funeral homes and societies that use third-party crematories; they
should verify that they are using identification procedures in each of the relevant stages, as well as verify that
the crematory uses identification verification procedures in stages they control. Do not use a firm that does not
have proper identification procedures in place. When the existing identification procedures are not sufficient, it is
important to make a business decision to select a different crematory.
Location

Place of death by funeral director
Family identification at funeral
home
Identification before leaving
funeral home to crematory
Identification at delivery to
crematory
Before placement in cremator
chamber
Cleanout of chamber
Start of processing
Before CHR are placed in urn/
container
When urn/container is given to
funeral home
Before urn/container is given to
family

•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•
•

Process
Verify ID tag on human remains. If there is no ID tag, place one on the ankle
after an ID is made at the location.v
FD to verify ID tag before human remains are placed in selected container.
Family to do visual ID in selected container and sign identification form.
Two employees to verify ID tag with paperwork.
Name of human remains on outside of container.
Funeral home and crematory employees verify ID tag with paper work.
Verify correct name is on outside of container.
Assign pre-numbered stainless steel disk.
Receipt of human remains to funeral home.
Verify name on container, disk number, and paperwork.
Place disk inside cremation chamber.
Verify disk number to paperwork.
Place disk on top of cremated human remains in cleanout container.
Verify disk number with paperwork and labels.
Verify disk number, paperwork, labels.
Disk placed in bag or attached at top of bag with zip strips.
Labels attached to all layers of packaging
Verify label on urn/container to paperwork.
Receipt signed by funeral home
Verify name on urn/container to paperwork.
Receipt signed by designated person on authorization, with copy of ID attached

Following the above procedure to identify human remains and cremated human remains at each of 10 stages
reduces the chance of loss and allows the families you are serving peace-of-mind.
Whenever I write an article on cremation, I attempt to upgrade the cremation procedures that many of the death care
providers are currently following. These procedures may take more time or may add cost to your firm. If they do, you may
want to research what you are charging and adjust to reflect the dignity and respect that everyone needs to have when
dealing with the consumers that chose cremation.
20
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'SJHJE'MVJE$PNQBOZ
Family owned and operated since 1892

Frigid Casket
Lowering Devices
t$BSFGVM$POTUSVDUJPO
t#FBVUJGVM%FTJHO

Imperial 2.0 Cemetery model
(3-IMP5502SK2.0)

t*UXPSLTFWFSZUJNF

www.frigidfluid.com
1-800-621-4719
sales@frigidfluidco.com

Master Cemetery model
(3-MAS4901SK)

Each casket lowering device is manufactured in Frigid Fluid Company’s 50,000 sq. ft. facility in the suburbs of Chicago, IL. The highest
quality materials are used and the utmost care is taken in hand-assembling each model. Careful construction, beautiful design, it
works every time. To order, call Frigid direct at 1-800-621-4719 or contact your local participating Frigid reseller.
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Properly Managing Cremated Human Remains:
Identification Viewing before Cremation
by: Jim Stark
Does your firm require or just offer the option to have positive
identification before cremation? Believe it or not, there are still
firms not requiring positive identification because it takes too
much time! In today’s death care world it is no longer an option;
it needs to be required of the families selecting direct cremation
as their method of disposition for their loved one. Remember,
cremation is an irreversible process and once started can not be
reversed.
Positive identification by viewing must be required for many
reasons. Of course, the identification process cannot be
accomplished by viewing in some cases, such as with fetuses,
advanced decomposition, or a person who died in a fire. Other
methods of identification may be needed in other circumstances
as well. But special circumstances aside, the visual identification
process must take place.
A firm can not be selective on whom they do the positive identification. This policy needs to be standard on
all cremation cases that are not having a private or public viewing. This identification must always take place
at the funeral home and not at the residence or other place of death. The reason for this is there could be a
misidentification with other human remains at your location by your staf
staff.
On numerous occasions, hospitals or nursing homes have incorrectly released the wrong human remains. A funeral
home can not depend on institutions for identification. Remember, it only takes one time of cremating the wrong
human remains to devastate your firm’s financial status and reputation.
Some firms take a digital photo for positive identification. If you are doing this, was a release signed before the
photo was taken? More importantly, what is done with the digital image afterward? At many locations I have
worked, I found these images printed in files or on computers. If an employee ever showed or released these
images to others, you could find your firm in litigation. Another method I have witnessed is a video camera wired
directly to a monitor so the image of the human remains can be viewed and identified. Importantly, with this
method there is no image that can be reproduced.
Years ago when the cremation rate was low, many firms did not have positive identification by viewing. The only
time would be when the family asked if they could see their loved one. But times have changed, and foregoing
it is no longer acceptable. Some funeral directors perform the identification using the deceased’s driver license.
This presents the issue whether your staff had training on making identifications from photos and whether you are
willing to take the chance that you are cremating the correct human remains.
The most appropriate and efficient way to have the identification take place is in the container/casket selected
by the authorizing agent(s). There are two reasons for this: The first is the family will know that the container/
casket they selected is the receptacle that their loved one will be cremated in. The second is that this procedure
establishes one less move of the human remains by the funeral home; when the human remains are identified
on a dressing table then wheeled back to the embalming room or refrigeration unit, the human remains could be
mistaken with another.
22
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Many funeral directors only perform identification on a dressing table or stretcher. They all have the same
reason: They don’t want the family to see their loved on in a “cardboard box.” In these cases, I ask the directors
whether they let the family select the container that the identification and cremation would have taken place in.
Visual identification has become the standard, not an option, in the death care industry today. And if the family
chose the container that they’re loved one will be cremated in, the funeral directors do not have to feel badly or
ashamed. Eliminating risks that establish more chances for a body to be mistaken with another is essential to a
firm’s future.
Some funeral homes have the authorizing agent sign a declination form that they do not want to do the visual
identification. The major problem with this method is that it provides no protection to the funeral home if the
wrong human remains are cremated. This is because other human remains were cremated; the family of that loved
one may not have wanted cremation. You are not insulated from legal ramifications from that family. Also, you
may be giving back the wrong cremated human remains to both families, giving both families a cause of action
against your firm. This mistake could cost your firm a million dollars plus unwanted press. In a perfect world,
the person making the positive identification would be the spouse, children, or parents of the deceased. However,
sometimes an in-law, clergy member, or another person who knew the deceased will make the identification. The
closer the relationship between the identifier and the deceased, the lower the risk is for a misidentification.
This same process must be used if a family requests immediate burial. The only safeguard you have with immediate
burial is that the casket can be disinterred if there is a future problem. Whenever I write an article on cremation,
I attempt to upgrade the cremation procedures that many of the death care providers are currently following.
These procedures may take more time or may add cost to your firm. If they do, you may want to research what
you are charging and adjust to reflect the dignity and respect that everyone needs to have when dealing with the
consumers that chose cremation.
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And the main reason for attending, all the Exhibitors!
There were over seventy booth’s filled along with eight
funeral coaches! After the exhibits closed, it was time
for the Capstone Preneed Funding Solutions sponsored
Ice Cream Social.
2014 Tennessee Funeral Directors Association and
the Tennessee Funeral Supply Sales Club Host
Successful 111th Annual Convention
The 2014 TFDA/TFSC 111th Annual Convention was
held at the Embassy Suites and Conference Center in
Murfreesboro, TN, June 8-10, 2014. There were 64
companies represented.TFDAmember firms supported
this convention with over 120 establishments
represented with the total attendance of almost 600.
The TFDA Convention Committee worked hard to
create not only an educational but enjoyable time
during your stay. The Convention Registration
Committee, Roger Balentine, Tom Parsons, Randy
Nash, Tony South, Carol Austin and Brad Ridgeway,
participated in the casino theme by dressing in bowties,
black arm bands and black vest or suspenders. The
Auction Committee, Carol Austin and Tony South did
a fantastic job collecting items for the live and silent
auction. It was another successful year, raising almost
$10,000!!!
The convention began Sunday at noon with Matt Smith
presenting a two-hour seminar on “Setting Features &
Creating the Smile...Massive Trauma”.Matt has been
with us before and always brings beneficial embalming
information. Immediately following Matt’s seminar,
Paul J. Seyler, President, Competitive Resources, Inc.
and Doug R. Gober, Jr., Executive Marketing DirectorDeathcare Management, Live Oak Bank, presented
“Disruptive Forces You Just Can’t Ignore...What to do
When the Competitor Levels the Playing Field”.
The TFDA/ TFSSC Memorial Service for the loved
ones and family members we lost this past year. The
Memorial Service was sponsored by Capstone Preneed
Funding Solutions along with the donation of memorial
candles and memorial video sponsored by Bass- Mollett
Publishers. Brad Ridgeway, After the Memorial Service
the TFDA/TFSSC Exhibits “Grand Vegas Style” open
to attend. All in the flavor of Vegas....showgirls, music,
a roaming magician, great food, and Elvis Presley,
or somone who looked like him, was in the building.
24
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Following the Capstone Preneed Funding Solutions
Ice Cream Social, there was a new event added this
year, Karaoke Night.There were special appearances,
of course in the “Grand Vegas Style”, of with
performances of Patsy Cline, by Susie Sowell;
Engelbert Humberdinck, by Greg Rush; Rod Stewart,
by Bob Batson; Garth Brooks, by Randy Nash; and
Michael Smalley as himself.
Monday morning everyone was invited to the TFDA/
TFSSC Joint Opening. The TFDA membership and
the TFSSC membership were privileged to listen to
our special guest Senator Jack Johnson and Christine
Pepper, CEO, National Funeral Directors Association.
The TFDA and TFSSC were brought together to
honor those awarded with their 50 Years of Service.
The 50 Years of Service awards were presented to Mr.
Edwin F. Ayers, III, Jennings & Ayers Funeral Home,
Murfreesboro, TN and Mr. Dennis Bordwine, Bordwine
Funeral Home, Etowah, TN. (not in attendance)
There was another special award that was given this
year for the TFDA Funeral Director of the 2013 year.
This special honor was recognized by plaques given
to Mr.W. Jack Farrar, Farrar Funeral Homes; Mr. John
Gamble, Holley-Gamble Funeral Home; Mr. Robert
O. Starkey, Rose Mortuary; Mr. S. Eric Carpenter,
Morristown, TN.
The plaques were inscribed to each individual reading
“For Your Selfless and Humanitarian Service Returning
Victims of theOctober 2, 2013 I-40 Church Bus
Tragedy toTheir Loved Ones”.Once all awards were
distributed the TFDA and the TFSSC separated for
their accustomed BusinessMeetings.Thank you JohnA.
GuptonCollege for the sponsorship of the plaques and
awards!
During the TFDA and TFSSC Business Meetings the
new officers and directors of each association were
installed. For the TFDA Board, Mr. Danny Cook, was
installed as the new TFDA 2014-15 President;Mrs.
Pam Stephens, was promoted to the position of TFDA
2014-15 Immediate Past President; Mr. John Gamble,

was elected to the position of TFDA 2014- 15 Vice
President; Mr. Steve Spann, elected to the position
of TFDA 2014-15 Secretary/Treasurer. Your new
directors were installed, Jody Lea, TFDA DirectorWest and Randy Nash, TFDA Director-Middle. Dennis
Hamilton, TFDA Director- West was recognized for his
time of service on the TFDA Board of Directors. East
Second Year Director; Phillip Anglin, 2014 - 15 Middle
Third Year Director. TheTennessee Funeral Supply
Club Board of Directors installed Mr. Wendell Cates;
2014 - 15 TFSSC President; Mr. Bill Hudson, 2014 15 TFSSC First Vice President; Mr. Jeff Murphy, 2014
- 15 TFSSC Second Vice President; Mr. Tripp Byrd,
2014 -15 First YearWest Director; Jeff Brown, 2014
– 15.

The special guest speaker for the Joint Luncheon on
Monday was motivational speaker Inky Johnson.What
a thrill to hear about his story of tragedy that was turned
around by such a positive and inspirational person of
strength! Everyone left the luncheon feeling empowered
and motivated!!! To polish off a great meeting, Inky
took time to sign his latest book “INKY An Amazing
Story of Faith and Perseverance”. Monday night was
the grand finale of a packed convention. During a tasty
buffet dinner, a video was shown of all the greats of
Vegas! Pam Stephens said her touching farewell and
thanked everyone for their participation during her
tenure as TFDA President. Also, two very special
people were honored for their exceptional support and
work for the TFDA. Recognized were Mr. Art Pickle
and Mr. David Murphy.
There was another special award that was given this year for the TFDA
Funeral Director(s) of the 2013 year. This special honor was recognized
by plaques and given to (L-R): Robert Starkey, Rose Mortuary, Knoxville,
TN; John Gamble, Holley-Gamble Funeral Home, Clinton, TN; Fred Berry,
Berry Funeral Home, Knoxville, TN; Jack Farrar, Farrar Funeral Homes,
Dandridge, TN; Eric Carpenter, Morristown, TN (Individual Member) and
back row, Bob Batson, TFDA Executive Director. The plaques were inscribed
to each individual reading “For Your Selfless and Humanitarian Service
Returning Victims of the October 2, 2013 I-40 Church Bus Tragedy to Their
Loved Ones”.

(Left) Edwin F. Ayers, III, Jennings and
Ayers Funeral Home, Murfreesboro,
TN receiving his “Recognition for “50
Years” in funeral service with Bob
Batson, (Right).

TFDA convention staff, once again, Program Presenters (L-R) Paul Seyler
did an outstanding job with putting on and Doug Gober during a convention
the 2014 Expo. (L-R) Brad Ridgeway, break.
Roger Balentine, Tony South, Carol
Austin and Dawn Elliott
First ever women presidents for TFDA
and TFSSC. (Left) Charlotte Williams,
TFSSC President and Pam Stephens,
TFDA, President

TFSSC Sales Club current officers and
past presidents Austin & Dawn Elliott
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HOW DO YOU WANT
TO BE REMEMBERED?
• Connect with your community like never before
• Help families celebrate stories for generations
• Grow your market share

R

Because you care.
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LIVE OAK BANK & GOBER STRATEGIC CAPITAL ANOUNCE NEW PARTNERSHIP
After working with Live Oak Bank to help build its Death Care lending programs,
Doug Gober launches a new enterprise.
WILMINGTON, NC – August 28, 2014 – Doug Gober, Live Oak Bank’s Director of Death Care Marketing
is leaving the bank to launch a new business, Gober Strategic Capital. The new business will assist
Funeral Business professionals with the demands of a rapidly changing industry, and consult with
clients on a wider range of issues, including but not limited to financing.
Having lent over 200 million dollars to funeral home and cemetery owners nationwide, Live Oak Bank
has emerged as the industry leader in finance and will continue to focus on those efforts. Gober
Strategic Capital will work to be a source of new loan business for Live Oak in the future, referring
new deals where financing is needed. “Live Oak has become a tremendous source of capital for our
industry,” Gober said. “I’m looking forward to helping more death care businesses take advantage of
that powerful resource.”
“This is a great time to be in this industry, as the barriers to innovation have been swept away. This new
venture gives me more ways to help directors and owners reach their goals. Live Oak has given me a
great opportunity to do what I am passionate about, that is to see our industry change and grow,” stated
Gober. “I’m excited about having even more ways to help make that happen.”
ABOUT LIVE OAK BANK:
Live Oak Bank was founded in 2008 with one goal: provide business loans to independent businesspeople
in niche industries. Today, Live Oak is one of the largest originators of small business loans with one of
the strongest loan portfolios in the country.
Learn More about Live Oak Bank: www.liveoakbank.com/dcm
CONTACTS:
Micah Davis
Live Oak Bank
Micah.Davis@liveoakbank.com
910-550-2255
30

Southern Funeral Director Magazine w September 2014

Pearls of Wisdom
When Selling...
Earlier this year, NewBridge Group compiled a list
of lessons it’s learned during the past 20 years while
representing more than 400 funeral home businesses
in their exploration of a sale. The following “Pearls of
Wisdom” are each stated from the position that assumes
the owner would like to sell his business for the highest
value possible to the best future operator.
It is better to sell from a position of strength. A
business is more valuable if revenue has been stable
or is increasing, the owner is in good health, and highquality employees are in place. If an owner waits
too late and has to sell due to poor health, declining
revenue, a loss of a key employee, or a new competitor
opens up in the market, the value of the business will
likely be much lower.
Know your value before beginning discussions with
potential buyers. Have a valuation completed by an
industry-experienced consultant. The more information
you have about the value range of your business, the
better off you’ll be when you begin negotiations with
prospective buyers. If you errantly believe the value
to be too high, then your expectations could be set so
that you’ll never be happy with any offers. And, even
more dangerous, if you believe the value is too low,
you could unknowingly sell your business for much
less than it is actually worth. Know your value!
Don’t negotiate with people who don’t have the
financial capability to buy the business. There is just
no plausible reason for sellers to enter into conversations
or negotiations with individuals or companies that
can’t prove their access to funds prior to negotiations.
We’ve been called into transactions dozens of times
over the last few years to try to resurrect a transaction
only to find out the proposed buyer has almost no funds
of their own to invest. Buying a funeral home without
having at least some money of your own is extremely

Jeff Boutwell and Dwight Glover,
NewBridge Group

unlikely and negotiating with this type of “buyer” is
almost always a waste of time and energy.
Have high-quality financial statements: Make sure
your financial statements are well organized and
logical. Expenses that are recurring should stay in
the same line item each year. Clarity and consistency
give buyers comfort. The extra dollars required, if any,
in preparing strong financial statements comes back
several times over in the purchase price.
Don’t be inflexible on deal structure. In order to
obtain the best possible deal, you should begin the
process with as few mandatory demands as possible.
Inflexibility can lead to a transaction not happening
or a structure that is weak in other areas. Having said
that, there may be some items that you view as nonnegotiable, such as an asset sale versus a stock sale,
and, if that’s the case, you should clearly communicate
these requirements to potential buyers as early in the
process as possible.
Act with absolute clarity in all of your negotiations
so that the potential deal-breakers surface as early
as possible and can be worked through in a timely
and thoughtful manner, rather than rushed through in
a stressful and potentially deal-killing manner at the
eleventh hour.
Don’t neglect your business while you’re exploring
a sale. Remember your business needs to continue to
perform well while you’re thinking of selling. Families
still need to be served, employees need to be managed,
and funeral averages need to be maintained. Don’t get
so distracted negotiating with buyers that you lose
focus on operating your business.
If possible, prepare the business for sale one or two
years in advance. This is best done in consultation with
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a succession planner who has industry and financial
experience. But, if you’d prefer to do it alone, you
can start by putting together a business plan, clean up
your financial statements by incorporating an easy-tofollow chart of accounts, change your company’s tax
structure if necessary, update your funeral home décor
and paint, and ensure that your business is operating
as financially efficient as possible. This will provide a
history of operating success that will encourage a buyer
to pay more than if you had no plan in place. Also, this
will allow you time to put employment agreements in
place with key employees.
Maintain the highest level of confidentiality. One
of the challenges of representing yourself is that you
need to keep the conversations confidential. If you’ve
hired a representative, conversations with buyers can
be managed from your consultant’s office, so you don’t
have potential buyers calling the business. The last
thing an owner wants prior to selling is the word being
spread through town that their business is for sale. A
representative can greatly help in keeping your sale
exploration confidential.
Keep the momentum going. Deals that drag don’t
close. Energy and zeal are critically important in
successfully selling your business.
Do not be afraid to hold a Seller Note with a qualified
buyer. Often, in order to obtain the highest price
possible, an owner may need to hold a note receivable
from the buyer. This structure serves a few purposes.
First, it can allow a transaction to be completed at
a higher price. Second, it allows other lenders to be
comfortable with a transaction knowing that the former
owner is willing to keep an investment in the business.
And finally, if structured correctly, this structure can
be a tremendous investment for a seller by allowing a
deferral of taxes and receipt of interest income on the
pre-taxed portion of the sale price.
As a seller, be aware that many buyers will view
the value of a Subchapter S Corporation or LLC
to be higher than if the same company were a C
Corporation. Most buyers prefer to make asset
purchases and avoid liability issues and negative tax
complications associated with a stock purchase.
In negotiations, start with the less confrontational
issues first. Win/win negotiating makes use of the
32
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principle that handling easier topics at the beginning
encourages yes answers with the habit of saying
yes continuing through to a successfully completed
transaction.
Businesses get stale after being on the market for
sale for too long or if the owner backs out of deals
multiple times. Buyers get leery of owners who are
hesitant in what they want to accomplish in a sale. It
is paramount that owners go into negotiations with
reasonable goals and are ready to sign the documents
if those goals can be reached. Changing your mind in
the middle of negotiations will generally hurt the value
of a business in the long-run.
Selling out doesn’t mean saying good-bye. To fetch
top dollar for a business, more owners find that they
prefer to stay involved in the business going forward
in some capacity after the sale. And, buyers typically
prefer to have owners around to help with the transition
for at least a short period of time after the sale.
You should avoid the introduction of a lawyer into
discussions with principals before the elements of a
business deal have been completed. As soon as the
one party introduces such an expert into discussions,
the other party will do likewise. Since such individuals
must protect the technical aspects of their client’s
positions, more transactions have failed by the
premature introduction of such specialists than have
been made.
Sellers are often selling their legacy, so the dynamics
of the sale are often more important than the top
bid. The preferred buyer, in the eyes of the seller, is not
necessarily the highest bidder, but rather the one who
has the best intentions, the best chemistry, and/or the
best credentials.
Don’t negotiate directly, but through an
intermediary who can mediate, act as a buffer,
and carry on “sidebar” conversations. Don’t let too
much time elapse between meetings with an interested
buyer. Once the process starts, keep it moving, or you
may lose momentum and affect your business and
the morale of your employees. Make sure that your
intermediary pre-qualifies any possible buyers so
that all conversations have true potential to reaching
a goal. When you structure your agreement with your
intermediary, make sure it is success fee based and that

there is incentive for your sale price to be as high as
possible.
If you follow these guidelines you stand a lot better
chance of achieving all your goals and being content
that the business you’ve spent your life building, has
been sold at a fair price and is in good hands with a
new owner that you trust.
NewBridge Group provides financial consulting,
intermediary and succession planning services
exclusively to the funeral industry. Call their office
at (404) 249-9582 or visit their Web site www.
newbridgegroup.com to get information on receiving
a free consultation.
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Jeff Boutwell
President, NewBridge Group
Dwight Glover
Director – Advisory Services, NewBridge Group
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National Museum of Funeral History’s 20th Annual Golf Classic a Great Success
HOUSTON, TEXAS – July 10, 2014–The National
Museum of Funeral History in Houston hosted 375
golfers during the museum’s 20th Anniversary Golf
Classic on Monday, May 19, 2014 at the Kingwood
Country Club, in Kingwood, Texas. The annual
tournament raised funds to support the museum and
its mission to enlighten visitors of one of man’s oldest
cultural rituals and celebrate the rich history of funeral
service.
The day kicked off with breakfast in the clubhouse
sponsored by KAustin and Associates before the 9 a.m.
shotgun start. The weather was perfect as the golfers
dispersed among the three courses for a five-man
scramble to raise money for the museum’s operations,
exhibitions and programs. Following the 18-holes,
players retreated to the clubhouse for a silent auction,
Tex-Mex dinner and awards ceremony.
The following winning teams were awarded in flights:
1. Enjoying the Day: Tim Baker, Jim Carnes, Brian
Slimp, Jarrett Williams, Carl Williamson
2. Average Joes: Eric Bartee, Payton Bartee, Rich
Fisher, Sr., Rich Fisher, Jr., George Junker
3. Pro-Wannabees: Roger Foxworth, Hector Gonzales,
Doug Hardenbrook, Jeff McLaughlin, Jay Waring
Museum president Genevieve Keeney took a moment
during the awards ceremony to acknowledge the
dedicated volunteers who help make the golf tournament
possible each year, particularly those who serve on
the Golf Committee, including a select group of folks
who have been a part of the planning committee for
20 years, since the inception of the tournament. The
20 year volunteers who were recognized were Robert
M. Boetticher, Sr., CEO of the National Museum
of Funeral History; Laura Geren of Service Corp.
International; Stuart Moen of Commonwealth Institute
of Funeral Services; Patsy Moreno of Commonwealth
Institute of Funeral Services; Bennie Williamson; and
Pat Williamson.
The 20th Anniversary Golf Classic’s more than
60 sponsors were also recognized throughout the
tournament on signage provided by Walton Signage.
The museum’s Board of Directors extended its
sincerest gratitude to all the event sponsors for their
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continued support, including the following Platinum
Sponsors: American Funeral Supply Co.; Assurant
Solutions; Batesville Casket Company; Brickman
Group; Carrier Mausoleums Construction, Inc.;
Hauck Enterprises; Keith M. Merrick Company, Inc.;
Matthews International Corporation; Messenger, LLC;
ValleyCrest Landscaping Corporation; and Wheels,
Inc.
Other sponsors included: Commonwealth Institute of
Funeral Services; Konica Minolta Business Solutions
USA, Inc.; Sun Trust Bank; Teligistics; J. D. Power;
Care Caskets; SVG – Eagle & Federal; Adcraft, Inc.;
EY; PricewaterhouseCoopers; Harper & Pearson
Company; Regions Bank; Tri-Point Construction; LCG
Associates; Abigal Press, Inc.; Star Granite Company;
Legacy Funeral Group; State Sign Corporation; Xerox
Corporation; Vantage Products Corporation; Veridus,
LLC; Forethought Life Insurance, Co.; Green Pages
Technology Solutions; LCG Associates; CDW; Energy
Dynamics; Life 2000 LTD.; Mastercraft Casket Co.,
Inc.; Zeno Imaging; Oxford Contractors, LLC; FMI
Texas Group LTD.; Locke Lord, LLP; Corporate
Graphics International of Waco; Westar Graphics,
Inc.; iCIMS; Aurora Casket Company; Directors’
Choice; The Dodge Company, Inc.; Domenick
DeNigris, Inc.; Terrybear Urn & Memorials; Barber

Foundation; Wilson Financial Group; ScentAir; Estate
Asset Finder, Inc.; Acuity-vct; P.A.V.C.O. Contracting
Group; AMA Containers; Kenny Whistler Architect;
Heritage Flower Company; Forethought Life Insurance
Co.; Nomis; Adkisson & Associates; Inglewood Park
Cemetery; Terracon; Skillsoft; Integrity Building and
Remodeling, Inc.; Design Evolution, Inc.; Trifecta
Contracting Group, LLC; Wilbert Vaults of Houston;
Chapel of the Light; Buck Kemphausen; Doric
Products; Precious Memories; Johnson Consulting
Group; Suhor Industries; Wilbert Funeral Services;
Inevitable Exodus, Inc.; Charles Nechtem Associates,
Inc.; Facility Source; FMI; Dignity Memorial; Eagle’s
Wings Air; American Funeral Supply; Walton Signage;
Silver Eagle Distributors; and Boundless.
In recognition of the tournament’s milestone year
and 20th Anniversary, Robert M. Boetticher, Sr.,
CEO of the museum, took the podium following the
awards presentation to reflect on the event’s humble
beginnings. “In 1993, I was approached by Jack Farrer
with the idea of hosting a golf tournament to raise
money for the museum,” he said. “I didn’t know the
first thing about golf, much less how to put together a
tournament, but together we made it happen and held
the very first one in 1994. And look at us now, twenty
years later! Thank you, Jack!”
The event wrapped up with the announcement of the
date for the 2015 National Museum of Funeral Museum
Golf Classic on May 18, 2015. Online registration will
open January 1, 2015.“We hope to see everyone again
next year and look forward to another successful event
in 2015,” Keeney said.
For more information on the museum’s Golf Classic,
call 281-876-3063 or visit www.nmfh.org.
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Wilbert Introduces The Forever ProgramSM to Create Memorable Service
Experiences for Families
Wilbert Funeral Services introduces The Forever
ProgramSM, a themed commemoration package that
ties together burial or urn vault carapace images with
keepsakes to create a meaningful experience and
remembrance for families.
Available on many types of Wilbert burial vaults or urn
vaults, The Forever Program is offered in two themes:
Forever in Our Hearts and Forever in God’s Care.
Each theme offers a choice of images for the carapace
which may be personalized with the loved one’s photo
and name. Forever Keepsakes are thematically tied to
the carapace and are given to family and friends as a
remembrance of the service and their loved one.
“Love and faith are probably the top two concepts
that families embrace and recall as they commemorate
their loved ones,” said Mark Klingenberger, VP Sales
& Marketing, Wilbert Funeral Services, Inc. “The
Forever Program allows Funeral Professionals to offer

a beautiful service experience built around these two
powerful themes while at the same time encouraging
families to incorporate the all-important graveside
committal service.”
Flexibility is a key component of Wilbert’s Forever
Program, for both families and Funeral Professionals,
as it can be offered on a wide selection of burial vaults
and urn vaults; the carapace image can be personalized
with a photo and name; and the attractive heart or cross
keepsakes include a hole for easy insertion on a keyring or necklace chain.
Your Wilbert Licensee will work with you to customize
your Forever Program with various vaults as well
as provide brochures and wall graphics. For more
information, visit www.wilbert.com or attend a webinar
at www.wilbert.hmsbox.com/forever-webinar.

Wilbert Funeral Services is pleased to name Donald R. Robinson as executive vice
president-licensee products & services
Wilbert Funeral Services, Inc. (WFSI)
is pleased to name Donald R. Robinson
as Executive Vice President-Licensee
Products & Services. In his new
role, Robinson oversees all WFSI
operations and support services for
the Wilbert Licensee network.
Robinson has served since 2009 as Senior Vice
President-Supply Chain Management for Suhor
Industries, Inc. which was recently merged into WFSI.
Since 2011 he has also headed Signet Supply, a casket
distribution network now also part of WFSI, and
will retain his role as president of the Signet Supply
division.
“We are very excited to have Don lead the WFSI team
in their support of the largest network of burial vault
providers in the industry,” said Dennis Welzenbach,
President and CEO, Wilbert Funeral Services, Inc. “His
diverse background and track record of supporting
36

Southern Funeral Director Magazine w September 2014

organizational growth is demonstrated and we are
confident in his ability to lead WFSI and its Licensee
network towards greater growth.”
Robinson has been in the funeral industry since 1996,
taking on several roles within Service Corporation
International including Director of Procurement,
Managing Director of Business Support Service, and
Vice President of Supply Chain Management. Prior
experience at Marathon Oil Company encompassed
a variety of roles including finance, IT, logistics and
procurement.
Robinson holds a Bachelor of Science in Business and
a minor in Computer Science from Taylor University.
“I am honored to take on this position and look forward
to working with our team of professionals in support of
the Wilbert Licensee network,” stated Robinson.
For more information, call (708) 865-1600.

It’s about

the final touch

When commemorating a life with respect, the
presentation of the deceased and the family’s
final touch are defining, highly emotional
moments. They help provide respite from
grieving, and peace of mind during healing.
You only have one chance. So the choice you
make in chemicals is vital.

Pierce
oil-based products provide:
X
Superior

internal coloring to create a
more natural look

X
Slower

diffusion, for more life-like feel

X
Longer

lasting presentation via
less dehydration

Get your free trial

Pierce
Proof Pack
http://pierce.hmsbox.com/p3

Because so much rides
on the final touch...
your choice is clear.
Choose Pierce.
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industry News

Remembering Adrian Boylston
Adrian F. Boylston, a leader in the funeral service
profession who served as publisher of American
Funeral Director and American Cemetery magazines
and the American Blue Book of Funeral Directors for
more than four decades died on August 29th in Hilton
Head Hospital. He was 87 years old. He was preceded
in death by his wife of 63 years Joan and daughter
Kathy.
Called the “publisher of publishers for the profession”
at his induction into the National Museum of Funeral
History in 2003, and earned the CFSA’s “Lifetime
Recognition,” he was a venerable presence at funeral
service functions since he joined Kates-Boylston
Publications as advertising manager in 1959.
The year 1951 represented a turning point for both
Boylston’s professional and personal lives. On March
24th of the same year, he married Joan Butterfield. He
also became New York Advertising Representative for
Consolidated Press of Canada (Canadian Home Journal
and other consumer magazines).
In February, 1954, the couple’s first child Karen Sue
was born followed by Bruce Adrian in February 1957,
and Cynthia Louise in June, 1959.
Following the sudden death of his father in June, 1967,
Boylston became vice president and co-publisher of the
company which necessitated a move to Long Island,
New York. In 1975, he became the president of KatesBoylston Publications.

In 1989, Boylston and his wife moved to Hilton Head
Island, South Carolina. In 2002, he sold Kates-Boylston
Publications to the United Communications Group. He
continued as Publisher Emeritus until 2004.
Aside from his induction into the National Museum
of Funeral Services Hall of Fame, Boylston was
recognized by a number of the national and state
funeral service associations.
He was inducted into the International Cemetery and
Funeral Association Suppliers Hall of Fame in 1997
and was the recipient of resolutions of recognition by
the National Funeral Directors Association in 2002,
the South Carolina Funeral Directors Association in
2002 (when he was given honorary membership to
the association) and by the Casket & Funeral Supply
Association in 2003. He was a member of the American
Legion, 1st Marine Division Association, China
Marine Association, as well as the Port Washington
Yacht Club, Port Washington Land CO, and Sea Pines
Country Club.

&ODXGH+DUPDQ
Phone: (803) 543-8610
Toll Free: 1-877-855-7806
Fax: (803) 808-0437

“Your Professional Mortuary Specialist Serving the Southeast”
24 Hour Service | Removals | Nationwide Transportation | Embalming | Ship Outs
32%R[/H[LQJWRQ6&(PDLO&URVVURDGV0RUWXDU\6HUYLFHV#JPDLOFRP
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Astral Sales Representative, Emanuel Thomas, Honored by CFDA
Annually, the California Funeral Directors Association
takes the opportunity to recognize those individuals
in the Association who go above and beyond in their
commitment to the ideals of the organization. Selected
from numerous nominations, one candidate is selected
in each category and honored for his or her contributions
to the funeral industry.
Homer Alba, member of the CFDA Board of Directors
and Senior Vice President of Hollywood Forever
Cemetery and Funeral Home, nominated Astral Sales
Representative, Emanuel Thomas, as Vendor of the
Year because of his dedication and involvement in
the industry. “Emanuel has attended every CFDA
convention and all the Southern California regional
group events since I have known him. He is always
well prepared and his knowledge of the product he
represents is beyond the usual selling points. He is
engaging and finds time to speak to his potential
customers on many levels, whether it is information
about his product or just social commentary.” Alba
continues, “When I introduced him as the Vendor of the
Year at this year’s CFDA Convention, I was extremely
honored that someone I truly admire in every way had
also been recognized by his peers in the industry. As
competitive as the industry is, Emanuel ranks as the
best.”

Astral sales representative, Emanuel Thomas (left),
receives his award from CFDA Board of Directors
member Homer Alba.

When asked about the award, Emanuel expressed his
gratitude and his deep appreciation for the members
of CFDA and the members of the California funeral
industry with whom he has worked for several years.
“It’s truly an honor to be selected out of such an
incredible group of individuals. I’m sincerely humbled
by this award, and will continue to strive to offer
the highest level of service to the California funeral
industry, and the families we serve.”
Astral Industries, Inc. manufactures 18 gauge, 20
gauge and stainless steel caskets in their state-of-theart manufacturing facility in Lynn, Indiana. For more
information about Astral and the products they offer,
contact the Customer Service Department at 1-800278-7252.
You can also visit their website at www.astralindustries.
com.
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Find us in more places than just campus.

Meets the Demand of Families Today

Almond, Light Blue, White, Silver

Astral Industries, Inc.
7375 South U.S. 27
P.O. Box 638
Lynn, Indiana 47355-0638

Delane

20 Gauge Steel, Non-Gasketed,
Crepe Interior, Available in
9 Attractive Colors

Phone: (800) 278-7252
Fax: (765) 874-2373
sales@astralindustries.com
www.astralindustries.com

Metallic Blue

Orchid, All White, Bronze, Black Metallic

Full Warranty · Powder Coated Finish · 24 ½” Inside Width; 28 ½” Outside Width
Adjustable Bed (Head and Foot) · Memorial Record Tube · All Astral Personalized Panels Fit
Proudly Made in the U.S.A.

9th Annual

Funeral Service Business Plan Conference
Network. Discover. Proﬁt.

Meet Your Experts

NOVEMBER 13-14, 2014
DON CESAR BEACH RESORT

“

ST. PETE BEACH, FLA.

From time-tested business principles to innovative
concepts for the future, this forum had something for
everyone.

Quinn Eagan

”

- Don Smith, president of Smith’s Funeral Homes in Canada

Ernie Heffner

Come with Ideas...
And Leave with a Plan
If you want tools, strategies and expert advice on improving your business, then you
need to be at the Funeral Service Business Plan Conference in St. Pete Beach, Fla.
Doug Gober

Dean Lambert

Dan Isard

John McQueen

Over two days, you’ll collaborate with peers, learn from innovators and overcome
challenges that prevent you from boosting market share and effectively managing
your business. Learn how to:
• Establish a workplace culture that attracts top performers.
• Take price out of the equation by providing superior value.
• Value, transfer and/or sell a funeral home – and get the funding to do it.
• Build a robust preneed program that complements your at-need business.
• Use technology to protect customer data and company secrets.
• Bolster your value proposition by offering celebrant services.
• Get more referrals by providing families with positive, memorable moments.

BONUS: Enjoy a FREE tour and reception at Anderson-McQueen’s Cremation Tribute
Center, where you’ll see ﬁrsthand how the ﬁrm provides excellent customer service.

Melvin C. Payne

Debra J. Schmidt

Outshine competitors, manage costs and get a detailed blueprint to implement changes
that will boost your business.

SPONSORS:

Scott Simons
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Kim Simons

UP TO 11
CEU CREDITS
AVAILABLE

800-500-4585 • www.katesboylston.com/bizplan
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ANDOVER LOT MARKERS

SELLING your
FUNERAL HOME

WHY IS ANDOVER NO.1?
HIGHEST QUALITY, LOWEST PRICE... GUARANTEED!

or CEMETERY?

ALL MARKERS ARE CUSTOM MADE TO CUSTOMERS
SPECIFICATIONS

We provide the service you expect!
TOTALLY DISCREET MARKETING
-or listing on Our Web Site Receiving over 23,000 hits monthly.

OUR MOST POPULAR MARKER
SOLID CAST ALUMINUM
3” ROUND W/ 7” SPLINE
Starting At $3.10 EACH

We maintain a large data base
of qualified buyers.
We also can simplify loan processing for:
●

● Purchase
Expansion ● Working Capital
● Inventory ● Equipment

CONVENTIONAL or SBA LOANS

ALSO AVAILABLE IN:

4” ROUND W/ 8” SPIKE
4” ROUND W/ 11’ SPLINE
2 1/2” X 5” W/ 8” SPIKE
5” X 5” SPIKE

“As a family owned
and operated
business, you have
my guarantee of
personal service.”

SEE OUR COMPLETE PRODUCT LINE & PHOTO
GALLERY AT

DICK MATISE

CALL, WRITE, OR E-MAIL FOR A FREE BROCHURE!

www.andovermarker.com

ER MARKER COMPANY
ANDOV
www.matise.com
1-800-341-0100

634 BERKLEY STREET ● BERKLEY, MA 02779
ANDOVERMARKER@COMCAST.NET
TEL.: 508-822-3127
FAX: 508-824-5895
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Media Contact
Monica Rhodes
monica@manifest-creative.com
(979) 285-8512

FOR IMMEDIATE RELEASE

Plenty of Chills and Thrills at National Museum of Funeral History in October

From a Haunted House and Dracula exhibit to a Halloween Car Show and Dia de los Muertos
celebration… families will have a spooktacular time!
OCTOBER OVERVIEW (and some of November!)
rd
WHAT:
3 Annual Haunted House
DATE:
October 1 – November 3, 2014
TIME:
Monday-Friday 10 am – 4 pm; Saturday 10 am – 5 pm; Sunday 12 – 5 pm
Friday Fright Nights – the museum will stay open late until 8 pm on Fridays in
October, including Halloween night - Friday, October 31
LOCATION:
National Museum of Funeral History, 415 Barren Springs Drive, Houston, TX
77090
ADMISSION:
$5 Adults; $3 Kids 11 and under; Tickets are HALF PRICE when purchased with
museum admission
WHAT:
DATE:
TIME:
LOCATION:
ADMISSION:

Dracula Cemetery Exhibition
October 1 – 31, 2014
Monday-Friday 10 am – 4 pm; Saturday 10 am – 5 pm; Sunday 12 – 5 pm
National Museum of Funeral History, 415 Barren Springs Drive, Houston, TX
77090
Museum admission includes Dracula Cemetery exhibition. Museum admission is: Adults (age 12 and up) $10; Seniors/Veterans: $9; Children age 11 and under - $7; Children 2 and under – Free.
th

WHAT:
DATE:
TIME:
LOCATION:
ADMISSION:

7 Annual Halloween Car Show
Saturday, October 25, 2014
10 am – 3 pm
National Museum of Funeral History, 415 Barren Springs Drive, Houston, TX 77090
$3 per person; $5 per couple/family

WHAT:
DATE:
TIME:
LOCATION:
ADMISSION:

Day of the Dead / Dia de los Muertos Celebration
Saturday and Sunday, November 1 & 2, 2014
10 am – 5 pm on Saturday, Nov 1, 2014 and 12 pm – 5 pm on Sunday, November 2, 2014
National Museum of Funeral History, 415 Barren Springs Drive, Houston, TX 77090
Museum admission includes Day of the Dead exhibit and activities. Museum admission is: Adults (age 12
and up) - $10; Seniors/Veterans: $9; Children age 11 and under - $7; Children 2 and under – Free.
Houston, Texas (July 1, 2014) – Halloween in Houston wouldn’t be complete without a trip to
the National Museum of Funeral History. This year, the museum is celebrating everyone’s
favorite spooky holiday during the full month of October (and into the beginning of
November). Families have the chance to explore a variety of Halloween happenings – from the
th
Museum’s annual Haunted House and Dracula Cemetery exhibit to the 7 Annual Halloween
Car Show (one day only!). The fun continues into early November with the two-day Day of the
Dead / Dia de los Muertos Celebration, complete with storytelling, costumes, ceramic skull
painting, candy and more. Please note - all events require paid admission to the museum.
rd

3 Annual Haunted House
All month long you can get into the Halloween spirit and be “scared to death” at this familyfriendly haunted house. Explore different scenes designed to give goose bumps to young and
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VINEYARD FINANCING
INDEPENDENT FUNERAL HOME
FINANCING AVAILABLE
Welcome To Vineyard Financing. Vineyard
Financing provides financing for the purchase
of funeral homes.
We work with individual funeral home buyers
and sellers in the following three capacities:

Cherry solids and veneer
with a classic cherry ﬁnish.

EMPLOYEE BUYOUTS
ACQUISITION FINANCING
CORPORATE DIVESTITURE FINANCING
For More Information Contact Gary Minter at
(404) 249-9582 or visit our website
www.vineyardfinancing.com

of Air Tray Guy
He once benched 300 pounds...with one hand.
0M¼[0QU2IZLa"<PMUW[\I_M[WUMUI[KW\
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+][\WU)QZ<ZIa["
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1-800-992-1925
CustomAirTrays.com

© adfinity
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September 2014 Ad Index
Accubuilt

46

48/back cover

www.accubuilt.com

Ambulance and Coach Sales

43

www.amb-coach.com

Andover Marker Company

43

www.andovermarker.com

Astral Industries, Inc.

41

www.astralindustries.com

Aurora Casket Company

27

www.auroraadvantage.com

Cherokee Casket Company

39

www.cherokeechildcaskets.com

Columbian Financial

21

www.cfglife.com

Custom Air Trays

45

www.customairtrays.com

Crossroads Mortuary Services

38

(877) 855-7806

Doric Products, Inc.

47

www.doric-vaults.com

Frigid Fluid Company

21

www.frigidfluid.com

FuneralCall

3

www.funeralcall.com

Exodus CoffinWorks, Inc.

45

www.exoduscoffinworks.com

Hoyt Matise

43

www.matise.com

John A. Gupton College

12

www.guptoncollege.edu

The Judith Roth Studio Collection

2

www.jrcal.com

Johnson Consulting Group

5

www.johnsonconsulting.com

Kates-Boylston Crematory Conference

42

www.katesboylston.com/strategies

Midwest Business Capital

15

www.midwestbusinesscapital.com

Newbridge Group

33

www.newbridgegroup.com

Ogeechee Technical College

40

www.ogeecheetech.edu

Pierce Chemical

37

pierce.hmsbox.com/p3

Shields Southeast Sales, Inc.

11

www.myhearse.com

Service Casket Company

4

www.servicecasketcompany.com

Southwest Airlines

13

www.swacargo.com

Vantage Products Corporation

23

www.vantageproducts.com

Vineyard Financing

45

www.vineyardfinancing.com

Wilbert

9

wilbert.hmsbox.com/commemorate
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In continuous production since 1876, S&S professional vehicles have serviced more
prestigious funerals than all of the lesser brands combined – many times more, in fact.
No other choice will enhance your image and serve you reliably as much as an S&S coach.

Swing-A-Way load door,
left or right, featured on the
Masterpiece and Medalist.

All S&S coaches now
boast a Table Extender /
Bumper Protector.

The Victoria’s traditional
interior features a hinged
load door, left or right.

For 2015 – More Styles,
More Choices,
More Features,
More Benefits!

2015 High-Roof Cadillac Masterpiece

See Us
At

NFDA
Booth
#2322

All New for 2015 – Low-Roof Cadillac Victoria

MASTER COACHBUILDER

2550 Central Point Parkway  Lima, OH 45804  www.SSCoachCompany.com

THE S&S COACH COMPANY

