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by John Yopp
There is a continuing controversy brewing about whom is responsible for the education and training of our
professional funeral directors. While it is universally accepted that the education process includes mortuary
college, apprenticeship, on the job training, mentorship, and continuing education; the importance of each element
of the education process is an ongoing discussion. This issue offers the thoughts of industry people on the subject.
The answer may be elusive but the importance of the topic cannot be overemphasized. I hope this issue sheds
some light on a very important subject to the funeral industry. That, of course, is the mission of Southern Funeral
Director.
As we move into the 21st century, the economic rewards of an education remain as important to a person’s
economic success as it is to their employment success.
This issue of Southern Funeral Directors acknowledges the mortuary and technical schools that specialize in
preparing young women and men for the funeral industry. Each school has a rich heritage of graduating special
individuals to help families of their community during a very difficult time of their lives.
SFD is very pleased to have, Brian Mullins,
MDiv, Instructor/Director of Learning
Skills Improvement at Dallas Institute of
Funeral Service, discuss “Transferring
Academics from the Classroom to Practical
Application,.” This is most portrayed by
Brian’s assessment that “When a family
walks into a funeral establishment they are
looking for someone they can trust, not just
with their deceased loved one, but with their
hurts, fears and desires.”
John A. Gupton College in Nashville, TN
also provided two students to be contributing
authors for this special “Education” issue.
Beth Crawford and Jason Mason addressed
several challenging questions on their views
and opinions of several areas of funeral
service entitled: “Mortuary College Students
- Do Their Opinions and Insights Really
Matter?” It is always energizing to hear from
the young students who will continue to carry
on the professionalism of our industry.
Also included in this issue, is the annual listing
of all the Mortuary Colleges nationwide, and
their locations and contact numbers.
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Funeral Service Education:
Transferring Academics from the
Classroom to Practical Application
Brian C. Mullins, MDiv.

Recently I heard from a former student who related
a situation she and another former student dealt with
in working with a “difficult” family. She and her coworker stated that they used the “WWMD” (What
Would Mullins Do?) method, which they apparently
utilize often. This was both a great and frightening
honor. “Did it work?” was my reaction. She surprised
me with a response in the affirmative, stating that
they had been able to satisfy the family and meet their
needs.

accomplish this, we must provide academic training
through courses like “Psychology of Grief” or “Funeral Service Counseling.” Practically speaking, the information learned in these courses can provide some of
the imperative intangibles that make all the difference
to the families we serve. I have learned that before my
students can put these key characteristics into practice,
they must have experienced them firsthand.

Teaching is more than pouring information into a student’s mind and hoping he/she will be able to simply
“regurgitate” it at the proper time. Quizzes, tests, comprehensive exams, and State and National boards are
ultimately how students receive a grade. However, if
they leave my classes without taking personal ownership of the attributes of a funeral director, I have not
succeeded. The ability to take theory and put it into
practice is something that must be modeled. While
those skills may be inherent in some individuals, there
is still the need to more fully train and develop future
funeral directors along those lines.

Acceptance
This is the ability to meet people where they are, not
where we wish they were. In funeral service we would
love to serve families who arrive on time, make quick
business decisions, and have an unencumbered visitation, a traditional funeral, and simple graveside service. We would like them to have all the necessary
statistical data, contact information, be familiar with
our policies, and work with us in a pleasant, businesslike manner.

If the goal of funeral service is merely to provide products, fill in the death certificate, write an obituary and
get a contract signed, then nearly anyone could do it.
If, on the other hand, the goal is to provide a holistic
experience - meeting families’ physical, emotional and
spiritual needs - then we must include another step. To
6

The intangibles mentioned include the following:

But we all know this ideal family doesn’t exist. The
student who is always early, academically trained, able
to study, and sensitive to those around him or her is just
as rare. The students are just as unique as the families
they will serve. I must be able to assist them in getting where they need to be. Taking them as they come
to class, providing a positive role model, and offering
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hope goes a long way on their journey to completion.
And while it sounds a little utopian, most of us do it
without a conscious thought. We offer:
1. Respect – All students will be treated the same,
under the same classroom policies and institutional
guidelines. These policies exist for the benefit of
the whole. I will not, although it is sometimes difficult, transfer a student’s previous mistakes from
one quarter to another, thus giving him or her a
chance to grow and develop academically and professionally.
2. Patience – The students need to know that those
around them are from various backgrounds, disciplines and experiences. They also need to realize
that they are all here for different reasons. Some
wish only to embalm, and some only to be funeral
directors. Some have experience, some do not.
Some will have difficulty in certain subjects, some
will not. Patience is an attitude that needs to be
modeled. When I am patient with my students,
they learn to be patient with each other and, by extension, with the families they will serve.
3. Practice – Approaching each class as a “group
therapy” session is more fun than approaching it as
an academic requirement. Finding creative ways
to allow the students to express their thoughts on a
subject, both positive and negative, without taking
it personally is always beneficial. This often leads
to rich discussions that reveal the heart of funeral
“service.” Whether this is done in a review fashion, or as a way of introducing new material, it is
always challenging to think of new ways to get the
class’s attention and keep them focused.
Presence
This might also be called undivided attention. Regardless of what might be happening in a funeral director’s
life, or behind the scenes at work, each family must
believe they are the most important thing while they
are being served. From the first phone call until the
completion of after care, a good funeral director will
not be perceived as distracted, preoccupied, or inattentive. Even if serving many families at once, each
family must know without a doubt that their needs and
concerns are paramount.
This same attitude must be reflected in the classroom.
Each student must feel as if they are of paramount im-

portance. Whether they are asking questions or daydreaming, they must realize that I am alert to their
position and willing to respond. Approaching a class
with the concept that “a certain amount of information must be given” will lead an instructor to be selfconscious and self-centered. At the end of the day the
instructor may have met the requirement, but was the
information absorbed? An others-centered approach
will constantly monitor the situation to see if the material is being understood. Suspending a lecture for a
few moments to get some feedback may actually help
certain students refocus.
This attitude should also extend outside the classroom,
with instructors keeping themselves approachable at
all times while in the office. A scheduled or unscheduled meeting goes a long way in building this attention. In the “quick pass by” situation, I will usually ask
the student to begin the next class discussion with their
concern, since others may be struggling with the same
concept. In more private meetings, I usually delve into
deeper issues, realizing that the student’s academic difficulties may be based on outside distractions. Either
way, these classroom questions and concerns must be
met in order for that student to move forward.
Listening
Funeral directors are not counselors in the legal sense
but may be considered “professional listeners.” During the first call and arrangement conference, information must be obtained. The way in which this task is
approached is a learning process. Often, needed information can be obtained in a reasonable amount of time
by simply stepping back and letting the family breathe
or weep for a few moments. It should always be remembered that the arrangement conference should not
be seen as a distraction from the service but as a part of
the helping and healing process. The family is not being pushed to put the death behind them but to simply
begin the journey to healing. While stepping back may
mean that we hear the same stories again and again,
this process can often be a goldmine of statistical and
personal information. Opportunities like this can be a
great help if the funeral director will only take the time
to be quiet and listen.
This is something we teach, but is it something that can
be practiced with the student body? Most of us are fortunate if we actually get through the material according to our academic calendar. Every class is important,
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and our time must be managed with the utmost care.
Could it be, though, that a student would say something
in class that may assist another, or guide us in how to
present the information in various ways for the benefit
of all students? Is there sometimes some validity to
their frustration and lack of understanding? Recently
I came to a sad realization. I had been having students
outline certain portions of their textbooks – a technique
I had been taught and had used myself for many years.
However, I was having discouraging results in getting
them completed in the format requested, if submitted
at all. One student finally told me that he had never
been required to read and outline a text. I found that
this was the general consensus in the classroom, which
caught me off guard. In subsequent work with several
students, we have come to an agreement that creating a
workbook for the reading assignments is a better tool.
Guidance
In a proverbial sense, funeral directors take people by
the hand and walk them through a process they never
wanted, to discuss things they would rather not discuss,
and bring them out on the other side without adding to
their pain. Done properly, this process can even bring
a sense of relief to grieving families. A gifted funeral
director will serve as a guide along a path the family
has never traveled before. He or she will prepare them
ahead of time for the twists and turns that are coming,
giving them information as it is needed that will help
them get through the next step. Some of these steps
might be as simple as letting them know that the day
of the funeral will be a long day and they should try to
get some rest and eat well the day before. Or it might
involve warnings about what they might experience at
the closing of the casket or while lowering their loved
one into the grave.
Many students come into programs knowing what
they want – a degree or certificate – but having no idea
what that actually entails. Adapting to the necessary
sacrifices of studying, attendance and self-denial will
be new to some. These students will need more of a
push, or pull, depending on their personalities. Some
will continue to practice the same study methods and
have the same average outcomes. Some will try different avenues and fail several times until they discover
the method that works for them. A good instructor will
guide them through this process by providing tips or
potential strategies for success either during lecture or
one-on-one.
8

When a student approaches me regarding a lack of success, I ask two simple questions. The first is, “What is
going on in your life?” This lets me know if this is an
academic or personal issue. The second is designed to
discover their study methods for the test in question, or
research steps in preparation for a written assignment.
This information gives me all the fodder I need to begin correcting the process. Upon hearing that they use
poor study habits like last-minute studying, studying
in bed, staying up all night, watching television while
studying and so on, I can begin to guide them to better methods. This is the pull that some students need.
if that fails to work, I try to find a way to give them a
push in the right direction, sometimes teaming up with
a fellow staff member.
When a family walks into a funeral establishment,
they are looking for someone they can trust, not just
with their deceased loved one, but with their hurts,
fears, and desires. When greeting students during enrollment, a perceptive instructor will notice many of
the same characteristics, fears, desires and concerns.
How can I expect them to excel at their careers if I do
not model the characteristics necessary for their future
success? How can I ensure that academic lectures regarding counseling and grief will become part of their
everyday practice? Only by treating my students as a
funeral director would serve a family can I help them
make that transfer. This does not mean that we will
always come to the perfect solution, but it does give
us the advantage of mutual understanding. Hopefully
they will remember when that “difficult” family walks
in the door that they once experienced similar feelings.
With that, I hope that they remember that then someone
accepted them and made a difference in their lives.
Brian C. Mullins (MDiv.), Instructor/Director of Learning Skills Improvement, Dallas Institute of Funeral Service teaches on the Arts
side of the curriculum. He teaches
Funeral Service Administration,
Funeral Service Management, Funeral Service Sociology, Funeral
Service History, Written Communications, Funeral Directing, Counseling and Psychology of Grief. He has been active in funeral service
for 15 years and pastored churches for 20 years. His
delight is focusing on “people skills.”
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the mortuary sciences, leading to a Funeral Directors’
Diploma.
All three Pierce Mortuary Colleges provide distance
learning for select courses to meet the current and
changing needs of students with challenging schedules
or a preference for online learning. Additionally, all
three colleges have articulation agreements to transfer
into 4-year colleges for students who wish to pursue a
bachelors’ degree.

Successful funeral professionals have always been multifaceted, able to compassionately relate to families, posses
the clinical skills required in the prep room, and manage
the complex demands of a business. It is contingent
upon the funeral service educational institutions to
provide a comprehensive education to position graduates
for successful, rewarding careers while providing their
employers with well-rounded individuals thoroughly
prepared for the profession. Pierce Mortuary Colleges
takes this responsibility seriously by continuously
improving the curriculum; providing students with a
comprehensive education that includes the whole learning
experience and gaining the expertise in their field for a
lifelong career success.
There are three Pierce Colleges located throughout the
United States:
• Dallas Institute of Funeral Service, Dallas, TX
• Gupton-Jones College of Funeral Service, Decatur,
GA (Atlanta area)
• Mid-America College of Funeral Service,
Jeffersonville, IN (Louisville, KY area)
Each college offers an Associate of Applied Science
(AAS) degree that is designed to meet the prerequisites
for licensure and career success in funeral services. The
curriculum provides students with both the theoretical
and practical fundamentals of funeral service, including
embalming, pathology, restorative arts and other
preparation room requirements as well as funeral service
management, counseling, law and ethics. Core college
courses include mathematics, English, communications
and others are included in the AAS curriculum, which
fulfills all requirements of accreditation and approval
agencies.
Dallas Institute also offers a program that educates
students on all aspects of the funeral profession except
10

Pierce Mortuary Colleges also requires all senior students
to complete a Cremation Arranger and Crematory Operator
certification program which will be provided on-campus
by the International Cemetery, Cremation and Funeral
Association (ICCFA). This better prepares students
for conducting arrangements and creating tributes to
comfort families who choose cremation for their loved
ones. This additional training also gives graduates an
advantage over others entering the funeral professional
job market. In addition to Pierce students, anyone within
the profession may register to attend these programs and
receive certification.
Pierce Mortuary Colleges takes pride to the breadth
and depth of their programs and the high caliber of
their faculty, most of whom have practiced as funeral
professionals and are able to teach from a hands-on,
practical perspective. Professors teaching mathematics,
language arts and other core subjects also bring years
of teaching and applied expertise to the classroom. The
faculty and entire support staff at Pierce Colleges share
a solitary goal: to prepare students holistically for the
rigors and nuances of the funeral profession and position
them for successful rewarding careers.
Contact Information
Dallas Institute of Funeral Service
3909 South Buckner Blvd, Dallas, Texas 75227
Local: (214) 388-5466, Toll-free: (800)-235-5444
www.dallasinstitute.edu
Gupton-Jones College of Funeral Service
5141 Snapfinger Woods Drive, Decatur, GA 30035
Local: (770) 593-2257, Toll-free: 800-848-5352
www.gupton-jones.edu
Mid-America College of Funeral Service
3111 Hamburg Pike, Jeffersonville, Indiana 47130
Local: (812) 288-8878, Toll-free: (800) 221-6158
www.mid-america.edu
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Get Certified in Cremation at Baltimore Conference
The Cremation Association of North America is teaming up with Matthews Cremation and Kates-Boylston Publications on a Crematory Operations Certification Conference, May 16, 2014, at the Hilton Baltimore in Baltimore, Md.
Chris Farmer, general counsel of CANA, continues to see lawsuits filed that involve
cremation, and they can be devastating. “Thatʼs why you need to get certified at this
conference,” he says. “Iʼm going to do everything in my power to show attendees
what they can do to avoid lawsuits and document the right things so they can defend
themselves when problems arise.”
Mark Matthews, president of Wiefels Cremation and Funeral Services in Palm
Springs, with seven locations in southern California; and Ron Salvatore, a certified
crematory operator trainer who has been with Matthews Cremation Division for more
than 20 years, will also be speaking at the conference.
Youʼll walk away knowing how to:
• Avoid mistakes by establishing proper procedures
• Prevent lawsuits by documenting the right things
• Evaluate third-party crematories and spot problems
• Cremate special cases and lengthen the life of your cremator
Register before Feb. 28, and youʼll pay just $495 – thatʼs $100 off the regular price!
To learn more and to register, visit www.katesboylston.com/cremation or call 800-500-4585.
12

Southern Funeral Director Magazine w January 2014

14-1-Jan.indd 12

2/15/14 1:14:33 PM

!

850 WILLIAMS DRIVE MARIETTA, GA 30066
1-800-334-2697 WWW.MYHEARSE.COM
.SHANNON HILL GENERAL MANAGER
678-784-2111 DIRECT LINE

!"#$%&%'()*+,)-%',.*)-/',"01)2#02+,.)*#)
-/',"01)&%",2*#".).%'2,)34546)))#7',")
8"0'&#').+%,1&.)+0.)8,,')%')*+,)
%'&/.*"9)#$,"):;)9,0".6)<0=,).+%,1&.)
9#/")-%".*)2011)-#")',7)>)/.,&)-/',"01)
2#02+,.)7+,')9#/)70'*)?/01%*9)-"#<)0)
.#/"2,)9#/)20')*"/.*6)

2013 MKT LIMOSINE

2013 EAGLE ICON
2013 EAGLE KINGSLEY

SUPERIOR 2013 XTS LIMOSINE
2013 SUPERIOR STATESMAN

SUPERIOR DIPLOMAT

14-1-Jan.indd 13

MKT 44 INCH LIMOSINE

2/15/14 1:14:35 PM

Mortuary College Students
- Do Their Opinions and
Insight Really Matter?
John A. Gupton College Student’s Share
Their Thoughts and Opinion on the
Future of Funeral Service
No one ever told me that grief felt so like fear. - C. S.
Lewis
Beth Crawford: Call it fear, call it grief--it was a
knot that inexplicably developed in my throat. I was
on vacation when a good friend and coworker called
me to deliver the news: Our office was closing in six
months. Our office headcount had been whittled down
from 75 to just under 40 in a succession of two previous
surplus actions. This was not entirely unexpected, but
it left me winded and crushed. Our jobs were not being
eliminated, they were being shipped overseas. The
denial faded quickly and was replaced by something
more unwholesome: anger. At this point, the signs
were clear. Yep, I was grieving.
Grief over the loss of a job is abstract at best. It is
the loss of a way of life: the loss of people who have
become your family, the loss of income, and most
significantly, the loss of an identity. The path that
brought me to funeral service as a profession is a
winding, unorthodox journey. Ultimately, there were
many factors that led me here. As a surplused worker
in a declining industry, I knew that a career change was
my best option for reemployment, but I was paralyzed
for months by the fear of change and the grief of loss. I
would love to say it hit me like a bolt from the blue or
some brilliant inspiration. It started with a list; I know
it sounds prosaic, but it’s true. I made a list of what I
wanted in a dream job.
Yes, I wanted a career that would dovetail my previous
education and experience with my current interests,
but at the end of the day, I wanted to feel like I had
made a difference; something that I had been missing
as a graphic designer. It was at that point I started
looking for alternative careers. I researched different
school programs. I talked to career counselors. Above
all, I listened to the eighteen-year-old inside me that
14

did not have the maturity or confidence to pursue an
unconventional career choice. She was a lot smarter
than I gave her credit for.
I have always been a strong believer in the value of
education. You can’t pay off $40,000 in educational
loan debt early if you don’t really believe in the value
of education. I am a strong believer in the value of a
quality mortuary education, too. When I first applied
to John A. Gupton, I felt completely out of my depth;
I had no idea what I was getting into! I discovered the
combination of formal classes with clinical experiences
affords me the opportunity to apply newly acquired
knowledge in a practical application. Outside the
classroom, the society of education provides a crucible
in which lasting relationships are forged. Mortuary
education lays the foundation and the framework of
relationships on which an entire industry is built. The
role of the mortuary education is as invaluable and
indelible as the funeral service industry itself.
Up until the industrial revolution, most of American
families were based in small, close-knit communities
that provided much the bereaved’s aftercare support
system. As our American culture has evolved into
a more urbanized society, many of these support
systems have been eroded. Despite the appearance of
increased connection and communication capabilities,
our growing urban society has become more isolated.
I believe that this is an opportunity for the death care
community to help fill these gaps. As family units
shift and evolve, the modern funeral director is in a
unique position to help facilitate healing and support
where our modern society has failed, either through
direct intervention or by assisting in locating resources
available to our clientele. Today’s modern technology
has improved our lives in innumerable ways, but there
is no technology that will eliminate grief or speed the
healing of our psyche when a loss has occurred. As
the death industry evolves into a more full-service
provider, we as funeral directors can have a direct and
positive impact in the lives of survivors.
There is a culture of compassion and support that is
ubiquitous and indelible in this field that cannot be
found in any other segment of industry. I wish that
I had talked to my parents about this career when I
was in high school. There aren’t many opportunities in
one’s life to get a ‘do over,’ but miraculously, I got one.
I think I got it right this time.
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2) How do you see the role of funeral service
changing over the next twenty years?
Jason Mason: I believe that the role of funeral service
in general won’t change very drastically over the
next twenty years. What will change, however, is the
method in which those same roles are conducted; and
a great deal of that change will be due to technological
advancements. The two areas of main concern here
will be marketing and merchandising.
We all know that newsprint, and print in general, is
quickly going the way of the dodo. Digital forms of
media (be it news or entertainment) are simply more
cost effective, due directly to the price of paper. And
while this means less ad space availability for funeral
homes in the form of print, it does open a far greater,
far more specified outlet for advertising. All websites
have ad space, every page of a website changes adverts
with each click of a mouse. This means that in actuality
there is more ad space for purchase and thus the cost of
each ad decreases.
Not only that, but funeral directors operating for long
periods of time in a community could easily suss
out which locally geared websites their patrons (or
prospective patrons) would likely be visiting simply by
having been entrenched in that community for years
and decades. Locally owned businesses, community
outreach centers, hospices, etc. could all be catered
to directly rather than hoping that lobby-stocked
newspapers are picked up and perused.
The most exciting change over the next twenty years,
for me at least, is that of technological advancements
lending itself to merchandising and the chance to stand
out as a funeral home by means of individual ingenuity.
3-D printing, for example, is now at the consumer level
and allows for the manufacture of merchandise onpremises, effectively cutting out the middle man. Urns,
jewelry, funeral service adornments/decorations, etc.
can be produced within a funeral home itself allowing
for not only more customization for a particular funeral
service, but also more profit for the funeral home as
it is not ordering goods from distributors. Digital
designs can be stored by the thousands on any modern
computer making for limitless possibilities in creation/
customization of funeral services.
So all said, I suppose the major change in the next

twenty years will be the implementation of tech
savvy employees and proper consideration given to
what technology can do rather than begrudging what
technology takes away.
3) Does the funeral director add value for cremation
families?
Most certainly. Funeral directors, in my opinion, help
ease the grief process by taking care of the details.
If I may be light-hearted for a moment, we’re like a
concierge for the bereaved. If someone needs an urn,
we know where to purchase them. If someone needs
a funeral, we arrange the location/times/fees/staff/etc.
We take care of the details. That way someone who
has recently lost a loved one doesn’t have to.
Whether its cremation or a more traditional service,
there needs to be someone present to ensure that the
details are dealt with And if cremation is the disposition
of choice, funeral directors are there to ensure that
reputable cremation service providers are used for the
family’s needs.

IN JUST A FEW
SHORT MONTHS

You’ll begin to see the value of accredited
funeral education service training alongside a
liberal arts education.

Associate of Arts Degree

• Offering a flexible program for part-time and
full-time students
• Program completion in 12 months of 16 months
• On-campus housing for students
• The only private Funeral Service College
Accredited by both the Southern Association of
Colleges and Schools and American Board of
Funeral Service Education

1616 Church Street • Nashville, TN 37203-2920
615-327-3927 • www.guptoncollege.edu
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6) Do you see pet disposal services as part of the
future of funeral service?
Ask anyone who owns a pet disposal service and they’ll
tell you there’s more than enough reasons to be in the
pet business. If nothing else its easier on the back.
7) What do you think would have improved your
mortuary education, a heavier business emphasis,
more grief related courses, stronger focus on
technical skills, more focus on the dynamic of
meeting with families?
I was fortunate enough to have selected an institution
that I believe adequately educated me in all of the above
with their current curriculum. Of course, I researched
schools very diligently before deciding on the one that
worked best for me, and other schools have varying
degrees of educational standards.
Also, one of the reasons I chose this profession was
its emphasis on education through apprenticeship;
its a hands-on learning method that I believe most
professions lack these days. And the concept of
apprenticing harkens back to bygone eras, adding
traditionalism to the funeral service industry which is
something that appeals to me greatly.

spent part of her youth in Michigan and Illinois. She
graduated from David Lipscomb University with a B.A.
in Art and worked as a graphic design professional for
fifteen years. Although she remains an art enthusiast,
she relishes more common pastimes such as cooking,
decorating, and target shooting.
Jason Mason was born in
Knoxville, TN, has lived on
both U.S. coasts, and though
he calls no one place home he
currently resides in Nashville,
TN. He writes stage plays, short
stories, articles, blogs, films,
and any other media that will
properly get his point across.
He reads Greek myths, American comic books written
by British authors, and has recently taken a liking to
French absurdism, all while playing Japanese video
games. Jason also wishes they’d hurry up and prove
String Theory to make this an even more exciting time
to be a fan of physics.

Beth Crawford is currently
pursuing an Associate of Arts
Degree in Funeral Service at
John A. Gupton College in
Nashville, Tennessee. She has
called Nashville home for over
twenty years, although she was
born in Glasgow, Kentucky and
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The mission of John A. Gupton College is to provide
a basic liberal arts education as well as a professional
curriculum in funeral arts and sciences. The course
work leads to the Associates of Arts Degree. The liberal arts component is also designed to serve as the
foundation for the pursuit of other degrees.
Our curriculum is designed on the collegiate level,
with the dual purpose of fulfilling the needs both of
students who wish to eventually pursue other degrees
and of those going directly into Funeral Service Careers.
John A Gupton College offers two programs of study:
the Associate Degree of Funeral Service and the Funeral Directors Certificate.
John A. Gupta College
1616 Church Street
Nashville, TN 37203-2920
615-327-3927
www.guptoncollege.edu
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Mortuary Colleges
ALABAMA
Bishop State Community College,
Funeral Services Program, (251) 4054435
Jefferson State Community College,
Funeral Service Education Birmingham,
(205) 856-7844
ARIZONA
Mesa Community College, Mortuary
Science Classes - Mesa, (480) 4720800
ARKANSAS
Arkansas St. University Mountain
Home, Mortuary Science - Mountain
Home, (870) 508-6100
University of Arkansas Community
College at Hope, Funeral Service
Education - Hope, 870-722-8206
CALIFORNIA
American River College, Funeral
Service Education - Sacramento, (916)
484-8432
Cypress College Mortuary Science
Department,
Mortuary
Science
Program - Cypress, (714) 484-7270
COLORADO
Arapahoe
Community
College,
Mortuary Science Department Littleton, (303) 797-5954
CONNECTICUT
Briarwood College, Mortuary Science
- Southington, (800) 952-2444
DISTRICT OF COLUMBIA
University of District of Columbia,
Mortuary Science Program - Washington
(202) 274-5220
FLORIDA
Florida Community College, Funeral
Services Program - Jacksonville, (904)
766-6622
Miami Dade Community College,
W.L. Philbrick School of Funeral
Sciences - Miami, (305) 237-1244
GEORGIA
Gupton Jones School of Funeral
Services - Decatur, (800)-848-5352
Ogeechee Technical College, Funeral
18

Service Education - Statesboro, (800)
646-1316
ILLINOIS
Carl Sandburg College, Mortuary
Science - Associate in Applied Science
- Galesburg, (309) 344-2518
Malcolm X College, Dept of Mortuary
Science - Chicago, (312) 850-7214
Southern Illinois University, Mortuary
Science & Funeral Service Program Carbondale, (618) 453-7214 Bachelor
of Science, Baccalaureate Degree
Worsham College of Mortuary,
Science - Wheeling, (847) 808-8444,
Associate in Applied Science, Diploma
in Mortuary Science
INDIANA
Mid-America College of Funeral
Service - Jeffersonville, (800) 2216158 or (812) 288-8878 Associate
in Applied Science and Bachelor of
Science in Funeral
Vincennes University, Funeral Service
Education Program - Vincennes, (812)
888-5469, Associate in Science or
Associate of Applied Science
KANSAS
Kansas
Community
College,
Mortuary Science Department, Kansas
City, (913) 288-7607 Associate in
Applied Science
LOUISIANA
Delgado
Community
College,
Department of Funeral Service
Education - New Orleans, (504) 4834014, Associate in Science
MARYLAND
Community College of Baltimore
County, Mortuary Science Program
-Catonsville, (410) 455-6950, Associate
in Applied Science
MASSACHUSETTS
New England Institute at Mount
Ida College, Funeral Service, Funeral
Home Management and Bereavement
Studies - Newton Centre, (617) 9284714 Associate of Science in Funeral

Service, Bachelor of Science in
Bereavement Studies, Bachelor of
Science in Funeral Home Management
FINE Mortuary College, Norwood
(781) 762-1211, Associate in Applied
Science in Funeral Service
MICHIGAN
Wayne State University, Department
of Fundamental and Applied Sciences,
Mortuary Science - Detroit, (313) 3659600, Bachelor of Science, Baccalaureate
Degree MortuarySchools.com
MINNESOTA
University of Minnesota, Program
of Mortuary Science - Minneapolis,
(612) 624-6464, Bachelor of Science,
Baccalaureate Degree
MISSISSIPPI
East Mississippi Community College,
Funeral Service Technology - Scooba
(662) 476-5100, Associate in Applied
Science
Holmes Community College, Funeral
Services Technology - Ridgeland,
(601) 605-3323, Associate in Applied
Science
Mississippi Gulf Coast Community
College, Funeral Service Technology Perkinston | (601) 528-8909, Associate
in Applied Science
Northwest Mississippi Community
College Funeral Service Technology
Program - Southaven | (662) 2806137Associate in Applied Science
MISSOURI
St. Louis Community College at
Forest Park, Department of Funeral
Service Education -St. Louis (314) 6449327, Associate in Applied Science
NEW JERSEY
Mercer County Community College,
Funeral Service Curriculum Trenton,
(609) 586-4800, Ext. 3472 Associate of
Applied Science & Certificat
NEW YORK
American Academy McAllister
Institute of Funeral Service, Inc.
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New York | (212) 757-1190, Diploma
in Funeral Service, Associate in
Occupational Studies
Hudson Valley Community College,
Mortuary Science Department, Troy (518) 629-7113, Associate in Applied
Science
Nassau Community College, Mortuary
Science Department - Garden City
(516) 572-7277, Associate in Applied
Science
Simmons Institute of Funeral Service,
Syracuse, (315) 475-5142, Associate in
Occupational Studies
State University of New York College
of Technology at Canton, Mortuary
Science Program Canton, (315) 3867110, Associate in Applied Science
NORTH CAROLINA
Fayetteville Technical Community
College, Funeral Service Education
Department -Fayetteville, (910) 6788301, Associate in Applied Science
OHIO
Cincinnati College of Mortuary
Science - Cincinnati, (513) 761-2020

OKLAHOMA
University of Central Oklahoma,
Department of Funeral Service
Education Edmond, (405) 974-5193,
Bachelor of Science, Certificate
OREGON
Mt. Hood Community College,
Department of Funeral Service
Education - Gresham, (503) 491-6941,
Associate in Applied Science
PENNSYLVANIA
Northampton Community College,
Funeral Service Education Bethlehem
(610) 861-5388 Associate in Applied
Science, Pittsburgh Institute of
Mortuary, Science - Pittsburgh, (412)
362-8500
SOUTH CAROLINA
Piedmont
Technical
College
Greenwood, (864) 941-8690 Associate
in Business/Major in Funeral Service
TENNESSEE
John A. Gupton College, Funeral Arts
& Sciences - Nashville | (615) 3273927, Associates of Arts Degree

TEXAS
Amarillo College, Mortuary Science
Program - Amarillo, (806) 856-3631,
Commonwealth Institute of Funeral
Service - Houston, (281) 873-0262,
Dallas Institute of Funeral Service,
Dallas, (800) 235-5444, San Antonio
- (210) 733-2905, Funeral Directing
(Cert.), Mortuary Science (AAS)
VIRGINIA
John Tyler Community College,
Funeral Service Program, Chester
(804) 706-5113, Associate in Applied
Science
Norfolk State University, Virginia
Beach Higher Education Center, Funeral
Service Certificate ProgramVirginia
Beach, (757) 368-4150
WISCONSIN
Milwaukee Area Technical College
(West Campus), Funeral Service
Department - West Allis, (414) 4565320

of Air Tray Guy
He swam across the Atlantic Ocean...in one breath.
He’s Him Jardy: The coolest mascot in the world.

Custom Air Trays:
Tough. Water-Resistant.
Totally Awesome.

1-800-992-1925
CustomAirTrays.com
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Training is Essential to Your Success
By: Howard R. Beckham, Jr. CFSP and
Adjunct Professor of Mortuary Science

cutting grass and driving flower vans. I recall being
told to polish my manager’s shoes on several occasions.
A lucky few are assigned a mentor to shadow to help
them learn arrangement, embalming and other skills.
The internship is actually as important as a graduate’s
education and many get little or no value from it because
the mentoring funeral home does not understand its
importance.

Funeral homes face the challenges of finding and
keeping competent professional funeral directors. Many
owners and managers blame the mortuary schools for
not better educating their students. Mortuary Schools
have a very specific job which most do very well. That
job is to educate and prepare their students to pass the
National and State exams. Post Mortuary School, the
practical education comes from the apprenticeship, onthe job training, mentoring, and continuing education.
But there is more that goes into making an average
funeral director into an exceptional funeral director.
That is the participation in the funeral homes regular
training program. Mortuary Colleges should not be
blamed for the challenges in finding competent funeral
directors. The truth is that mortuary colleges can only
be successful if the graduate receives post-graduation
training. This is true for all professionals, not just
funeral directors. Our colleges and universities impart
the basic technical knowledge that is required to pass
the bar exam, the CPA exam or the funeral director’s
exam. The rest is up to the employer to see that their
employees are continually being trained to become the
best they can at what they do.
Mortuary Colleges do not teach “soft” skills like
effective arranging, interpersonal relations, grief
training, business skills, etc. These skills are must be
picked up by the graduate in his or her internship, inhouse training programs and continuing education.
Accepting an intern is an awesome responsibility. But
too many interns are delegated menial jobs such as
20

The internship program is short and it is obvious that
we cannot turn out a fully trained professional funeral
director in an internship. That means that in house
training and mentoring programs must do the heavy
lifting of a funeral director’s education. But, training,
mentoring, and employee development is often the
weakest link in a funeral home. Some funeral homes
hire only experienced staff in hopes that experienced
people will not need training. Some funeral homes even
go out of their way to recruit funeral directors from
funeral homes that do have regular training programs,
often offering them larger salaries than other funeral
directors because they recognize what ongoing training
can contribute to the development of outstanding funeral
directors. On-going training is an important part of every
funeral home and is as important for experienced staff
as it is for recent graduates. It is the ingredient that is
necessary if a funeral home is to provide a high level of
consistent service to its families.
You can just hire experienced staff but that does not
guarantee that they will represent your funeral home
in an appropriate and consistent manner? Only by
developing your own training program, developing your
staff in the things that keep your business moving in the
right direction, will you realize how good your staff can
become. On-going training is critically important if we
are going to deliver a consistently high level of service.
One thing that you can count on is that times change
and on-going training is what allows one to stay on top
of the changes. How many cremations did your funeral
home do twenty five years ago? How many third party
caskets did you get twenty five years ago? Funeral
service has and is changing and the funeral homes that
keep up to date with them and provide consistent on-
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going training programs will be the ones that survive,
maybe. The reason you should start training now is
simple. Survival.
Training is a big part of being a successful and profitable
company. Do you think Bobby Jones just walked onto
a golf course one day and become one of the greatest
golfers that ever played the game? Do Olympics gold
medal winners reach the pinnacle without continuing
extensive training? Was it luck or training and teamwork
that saved the lives of the Apollo 13 astronauts when an
oxygen tank exploded on their moon-bound spacecraft?
Not at all. It was a superior effort by well-trained ground
engineers, technicians, and the astronauts themselves
with a “Failure Is Not an Option” determination that they
succeeded in returning safely back to Earth. In business
too, there is a direct correlation between success, and an
effective training program.
Fortunately for owners and managers there are several
tools available to assist them in developing training
programs. Some of these tools are available from the
national and state associations, from management and
training experts, and books, videos, and tapes that can
be adapted to the funeral business. A well-developed
and regular training program will benefit everyone in
the organization.
These training programs will make arrangement
conferences more effective, help to develop and improve
communications, telephone skills, service delivery, and
presentation skills. Training meetings will increase your
merchandising effectiveness, increase urn delivery rates,
increase the number of cremations that are delivered with
services, increase your jewelry sales, memorial videos,
webcasting, memorial videos and other ancillary items.
Assistance with ongoing, regular training programs
can be found through national and state associations,
vendors, consultants, and outside trainers.
Training and interactions with other professionals is
very important. I visited an out of town funeral home
with an exceptional reputation as a part of my personal
development program. First, I was impressed by the
professionalism of the receptionist. As is typical of our
industry, I was given the VIP tour. Of note, there was
a dedicated employee training room. All employees
received regular training, not just funeral directors.
Each employee had a card on their desk by their phone
with the phrase “One Chance” in large letters and
talking points to help remind them that they only had
22

one chance to make a good first impression. It is part of
their training. I was impressed. It is no wonder that this
firm has a national reputation as one of finest funeral
homes in the country. They know what is important and
they make sure they are good at it.
Overview
A regular weekly training program will help instill in
your staff new ideas, methods, and skills that will help
improve their effectiveness, confidence, and your bottom
line. Some of the benefits of training are listed below:
1. Training improves communication
2. It helps arrangers better educate client families
3. It improves morale among your staff and decreases
turnover
4. It lets your staff have a better idea what is expected
from them
5. It increases customer satisfaction
6. It raises the level of confidence of your staff
7. It will generally improve the level of services and
merchandise delivered to families
8. It allows you to practice new skills as well as
improve current skills
9. It helps keeps your staff up to date on new ideas,
offerings, prices, trends, etc.
10. It builds teamwork
11. It keeps your people on their toes
12. It will improve your bottom line
Mortuary Schools can only do so much in preparing
someone for a career in funeral service. It is during
the internship that most new employees really begin to
learn the practical expectations of a funeral director. It is
the funeral home’s owner or manager’s responsibility to
see that their staff is properly trained, and that effective
on-going regular training programs turn average funeral
directors into exceptional professionals. So the next
time you wonder where all the good funeral directors
are, take a second look at you staff and ask yourself
what you are doing to train and developed them into the
staff you want.
Howard R. Beckham, Jr. CFSP has degrees from Florida
Junior College, Florida State College, and the University
of North Florida, He is also an Adjunct Professor in
Mortuary Science at Florida State College, Presidentelect of the Independent Funeral Directors of Florida
and a full time licensed funeral director and embalmer.
He can be reached at hrbeckham@aol.com
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INDUSTRY NEWS

Scholarships Awarded to PIMS Students
Pittsburgh Institute of Mortuary Science (PIMS) is proud to announce recent scholarship recipients. The Ohio
Funeral Directors Association and OFDA District 16 presented scholarships to Angela Forchione of Canton, Ohio.
National Funeral Directors Association and the NFDA Heritage Foundation presented scholarships to William
Hyndrich of Rich Creek, VA; Natasha Braddy of Marianna, FL; and Summer Gonder of Trafford, PA.
PIMS scholarships, through the American Board of Funeral Service Education, were presented to William
Hyndrich of Rich Creek, VA; Summer Gonder of Trafford, PA; Lindsay Heilman of Sarver, PA; Reagan Thach of
Philadelphia, PA; Erika Wilson of Sharron Hill, PA; Joshua Hicks of Erie, PA; Lorraine Kmiec of Harrington,
DE; and Mark Marstin of Gretna, VA.
In other scholarship news, Mr. Fred Donatelli, presented PIMS with a check towards the FRED DONATELLI
SCHOLARSHIP. Mr. Dontelli, owner of Pittsburgh Cremation Service and F. Donatelli Monuments has established
a scholarship for PIMS students who continue their education in earning the Associate in Specialized Business
Degree in Funeral Servicer Management.
Congratulations to all PIMS student scholarship recipients, and many thanks to our sponsors.

PIMS Scholarship Recipients (Left to right) Reagan
Thach and Joshua Hicks

Mr. Fred Donatelli (left) PIMS Student Senate
President, Thom Verdi
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Ogeechee Tech Funeral Service program strong after 11 years

The Funeral Service Education (FSE) program at Ogeechee
Technical College is unique in a number of ways. The program has the distinction of being the only Funeral Service
program at a public college in the State of Georgia, the only
program of its kind in Georgia south of the Atlanta area, and
it offers a very flexible schedule with affordable tuition.
“Many students come to us because they find our schedule
much more feasible than what is available at some other
colleges. We offer a combination of traditional on-campus
classes, online classes, and hybrid classes. Hybrid classes
are those which combine online work with some on-campus
work,” said Y’Lonne Hodges, Ogeechee Tech’s FSE program director. “We think we have developed a good combination of schedules which allows students to limit their time
on campus if desired, while still getting the information they
need to do well in school, and more importantly, do well on
their National Board examination,” Hodges said. According
to the American Board of Funeral Service Education’s website, Ogeechee Tech’s average pass rate for first time takers
on the National Board examination was 92% in 2010 and
91% on both the Arts and Sciences sections in 2011 (beginning in 2011, the ABFSE divided the scores into Arts and
Sciences when reporting). The 2013 pass rate percentage
will not be officially released until the American Board of
Funeral Service Education meets later in April.
“We continue to have strong interest in our program, for
a number of reasons. Our flexible schedule, affordable tuition, and location in a safe, but progressive university town,
make us an ideal program to consider for earning a Funeral
Service degree,” stated Hodges. Ogeechee Technical College is located in Statesboro, Georgia, home of Georgia
Southern University, and about an hour from the Georgia
coast. “For students who want the full college experience,
they can move here, go to school, and enjoy the atmosphere
of a university town, but for those who need to remain at
home as much as possible, they have that option, too,” concluded Hodges.

14-1-Jan.indd 25

Ogeechee Tech, like all the technical colleges within the
state of Georgia now, is on the semester system. Aligning
with public schools and the four-year institutions in the state
has proved more convenient for the College’s students. “We
find that our students appreciate having similar schedules to
most of the other schools in the state,” said Barry Turner,
Vice President for Community and College Relations at
Ogeechee Tech. “Many of our students already have families of their own, and the flexibility of our schedules here,
with the hybrid and online classes, means that students can
spend time with their own families, work a fairly regular
schedule at their job, and still get their education—all without breaking the bank!” In existence for 11 years now, the
Funeral Service Education program at Ogeechee Technical
College costs about $6500 for the complete program, including tuition, books and supplies, National Board Examination fee, and various other fees such as liability insurance,
Hepatitis B series, and other miscellaneous charges, according to the College’s catalog.
Prospective students are encouraged to visit campus to learn
more about the program, go to www.ogeecheetech.edu, or
call (800) 646-1316.
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INDUSTRY NEWS

More than 5,600 People Attend NFDA International Convention & Expo
Brookfield, Wis. – The National Funeral Directors
Association (NFDA) 2013 International Convention &
Expo, held October 20-23 in Austin, Texas, drew 5,643
total attendees and 371 exhibiting companies to an
event that continues to open new doors to opportunity
for the funeral service community.
“NFDA was honored to recognize and host the winners
of the international Design for Death competition, the
first of its kind, in Austin,” said NFDA CEO Christine
Pepper, CAE. “Winners came from all over the globe
to be honored during the Opening General Session
and display their winning entries in the Expo Hall.
We were also happy that members appreciated the
expanded educational offerings Wednesday afternoon,
the outreach to members of the hospice community
and the closing Texas-themed party where everyone
celebrated in cowboy hats and boots. It’s been great to
hear lots of upbeat comments over the last few years
about some of the changes we’ve made, like offering
free passes into the Expo Hall.”
Funeral Service Gives Back
Since 2008, NFDA Convention attendees and
exhibitors have given back to their host city by
volunteering with Habitat for Humanity. Attendees
helped make home ownership a reality for a family in
Austin by volunteering at a Habitat for Humanity work
site for a day. NFDA volunteers departed from the
Austin Convention Center on the morning of Saturday,
October 19 and spent the day volunteering at a Habitat
for Humanity work site.

(L-R) Kenny Coggins, Thomaston, GA and
NFDA President, Robby Bates, displaying
an invitation to “A Taste of Texas” BBQ
dinner, Robby Bates

(L-R) Wayne and Patty Payne, Jessica Eyer
and Amberly Odum of Funeral Call during
the opening day of the exhibits

Throughout the NFDA Convention, attendees and
exhibitors also had a number of opportunities to support
Comfort Zone Camp, a camp that supports children
through their grief journey following the death of a
parent, sibling or primary caregiver.
In the end, convention attendees and exhibitors gave
more than $20,000. When combined with a $20,000
lead gift from NGL Insurance Group and a $10,000
matching gift from the Funeral Service Foundation,
NFDA was able to present a check to Comfort Zone
Camp for more than $50,000. This amount will
support more than 100 children at camp for an entire
weekend.
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(L-R) Jason Elmore and Danny Hurt,
Wilbert Funeral Services

Southern Funeral Director Magazine w January 2014

14-1-Jan.indd 26

2/24/14 8:47:23 PM

“Members of the funeral service community by nature
are compassionate, giving people,” said Pepper.
“Comfort Zone Camp is a tremendous organization, and
I am so proud of our attendees and exhibitors for their
generosity. The money raised will make a tremendous
difference in the lives of many grieving children.”

(L-R) Kathy Wisnefski, FSF Executive
Director; Tim Reed, Physicians Mutual;
Charles Anderson, The Outlook Group and
Michael Anderson, The Outlook Group
enjoying some social time after the exhibits

Anticipation for next year’s NFDA International
Convention & Expo is already building. The 2014
Convention will take place October 12-15 at the new
Music City Center in Nashville, Tenn.
“NFDA members in Tennessee and the Tennessee
Funeral Directors Association are looking forward
welcoming us to their state and to the brand new
convention center in downtown Nashville,” concluded
Pepper.
NFDA thanks its 2013 International Convention &
Expo sponsors and contributors:
•
•
•

(L-R) Frank Taddeo, Church and Chapel;
Mike Fleming, Keith M. Merrick Company
and Kyle Grimes, Keith M. Merrick
Company, discussing the latest trends in the
industry

(L-R) Jason, Casey and Mike Mims of
Cherokee Casket Company during the final
hours of the exhibits

•
•

Platinum Sponsor: Federated Insurance
Gold Sponsor: Frazer Consultants, NGL Insurance
Group, Physicians Mutual
Silver Sponsor: Aurora, Bass-Mollett Publishers,
Batesville, Carriage Services, Facultatieve
Technologies, The HELPCard, Madelyn Company,
Messenger, Nomis Publications Inc.;
Bronze Sponsor: Doric Products Inc., HunterWarfield, Jefferson Gardens, Live Oak Bank,
Wilbert
Contributor: FIAT/IFTA, funeralOne, Global
Mortuary Affairs, Grupo Ilga, Heavensgate and
International Mortuary Shipping

NFDA is the world’s leading and largest funeral
service association, serving 19,700 individual
members who represent more than 10,000 funeral
homes in the United States and 39 countries around the
world. NFDA is the trusted leader, beacon for ethics
and the strongest advocate for the profession. NFDA
is the association of choice because it offers funeral
professionals comprehensive educational resources,
tools to manage successful businesses, guidance to
become pillars in their communities and the expertise
to foster future generations of funeral professionals.
NFDA is headquartered in Brookfield, Wis., and has
an office in Washington, D.C. For more information,
visit www.nfda.org.
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Why should you do business with Columbian?

Quality Products and Superior Service!
Your business is serving families. Our business is serving you.

For more than 130 years, quality products and superior service have been Columbian’s
trademark. Our goal is to provide you the same quality service that you provide for the
families you serve, along with some of the best products available.
Single Pay Insurance Plans

Multi-Pay Insurance Plans

- Three Single Pay plans available
- No health questions
- Guaranteed Issue

Annuity

- 3-Pay, 5-Pay, 7-Pay or 10-Pay plans
- Full Benefit
- Graded Benefit
- Return of Premium
- 2-Year Early Payoff Option

- Guaranteed interest accumulation
- $100 Minimum initial premium
- Compounded interest credited daily
- No health questions
- Issue ages 0 - 115

(1 year for 3-Pay Plan)

Columbian Life Insurance Company Home Office: Chicago, IL; Administrative Service Office: Binghamton, NY
Refers to Policy Form Nos. 1F113-CL, 1F124-CL, 1F125-CL, 1F126-CL, 9F101-CL, 9F111-CL, 9F112-CL, 9F113-CL and Contract Form No. ICC10 5F115-CL or state variation.

CALL TODAY - or visit www.cfglife.com
Troy Matthews

Regional Sales Director
North Carolina

Office: 877-598-0967
Cell: 252-532-4629

Tony Spell

Ralph Owen

Regional Sales Director
Kentucky, Tennessee,
Louisiana & Florida

Regional Sales Director
Georgia & South Carolina

Office: 888-779-6333
Office: 615-893-7007

Office: 877-535-8092
Cell: 843-412-6433
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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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Sales & Marketing in the Death Care Industry
Every business relies on the process of marketing, lead
generation and sales. Sure, there are different nuances
on this theme, depending on the product or service and
the price-point of that product… but the core principles
hold true, regardless of the industry.
I participated in the FCCFA Sales & Marketing
Conference last month in Punta Gorda, FL. The speakers
provided insight into Industry specifics…but basically
the mantra is the same. Members of the Death Care
Industry are selling a product and/or a service. The end
result of the marketing and advertising efforts are to
generate leads so the salesman can meet the prospect
“belly-to-belly-across the table” to close the sale.(A
special thank you to Steve Miller, Managing Director
of SCI South Florida for that great saying)
I found that many of the owners / management
of Cemeteries & Funeral Homes are pretty much
mystified by today’s marketing landscape. Many of
these are family owned & operated establishments who
have operated a certain way for many years and are
losing market share to those operations who are using
more sophisticated marketing techniques to drive lead
generation.
While owners are wanting to upgrade their marketing
outreach, I think there is a real disconnect between
knowing what they want to do and understanding how
to do it. As we move into 2014, owners and sales
managers need to focus their marketing approach into
their two core products: Pre-Need and At-Need.
In terms of marketing, Pre-Need needs to focus on
outreach. At-Need needs to focus on search.
First Things First
Owners and sales managers need to understand that
marketing dollars needs to be budgeted across a 12
month period. The rule of thumb is 5-10% of sales,
depending on the organization’s goal. The dollars need
to be allocated between branding & visibility, direct
marketing outreach & lead generation.
A well established, high name recognition Cemetery
may need to spend less on branding / more on direct

outreach; a newer establishment may need to spend
a higher percentage of their marketing budget on
branding & awareness.
At Need - The Simple Visibility Test
How does a Cemetery know if they have visibility in
their marketplace? A simple Google search will tell the
story in one minute. Since most Cemeteries/Funeral
Chapels are local; typing in their own name and seeing
who pops up is the easiest way to see if consumers can
find them on-line.
If you don’t see your own cemetery/funeral home listed,
chances are that no one else can see you either. If you
do not see yourself listed, get nervous, get serious and
find a resource who will help you get visible asap.
If your Cemetery/Funeral Home is way down on
Google’s list, you also need to be concerned because
consumers tend to click on the listings closer to the
top.
If you are near the top of the list, great…because now
you can concentrate on lead generation, since so much
of the process focuses on driving consumers to your
website and phone #.
Local Search
There are many resources in the marketplace who
work with cemeteries & funeral homes to position
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them on-line for both local search and pay-per-click
advertising.

prospects to a lunch seminar, or offer a home-delivered
premium that culminates in an in-home presentation.

Part of Local Search is to drive free traffic to your site.
It is paramount that your cemetery or funeral home is
properly listed in Google Local Plus and the mapping
sections of Google and Bing. You want to make sure
that a consumer using a mobile phone can find you,
see your location and simply click to connect to your
phone number. This is vital. In the world of At-Need,
when a death occurs, consumers are not going to spend
time looking around. They will reach for their cell
phones and start clicking on the top listings they see.
They need convenience, they need efficiency and you
need to insure that your name will be front and center.
Other components of local search include submissions
and registrations on other local resource websites,
including the internet yellow pages. Again, when it
comes to At-Need, you need to be found at the top of
the list, you need to be found quickly and the system
has to be in place for a quick click to call.

At the FCCFA Seminar, Traci Tucker explained that
Cemetery owners cannot fool themselves by thinking
that they can do one direct mailer and people will be
walking in the door. Direct mail is not an event, but a
well-planned series of touches that affirms brand, serves
as a reminder, and becomes part of the conversation
regarding pre-need. It is an essential part of pre-need
marketing tool box.

Pay Per Click
This is where you pay to have you cemetery or
funeral home listed in prime internet real estate so that
consumers will be able to find your listing near the top
of the page. If you cannot get to the top of the part with
free organic Local Search efforts, then you need to bite
the bullet and pay for it. Again, the At-Need consumer
is not going to start scrolling around looking for your
listing. Visibility is key.
Most firms work with an outside company to set up their
Google Ad Words account, create the actual Campaign
Ads and put together an appropriate keyword list.
It’s vital to select the right keywords that consumers
typically click on when they search for a cemetery or
funeral home and at the same time strategically budget
the keywords to maximize results.
There are companies that will set this up for you and
then turn it over to you to manage your campaign.
Other companies provide monthly reporting and
maintenance options. Either way, cemeteries & funeral
homes need to allocate dollars to this part of their
marketing budget.
Lead Generation for Pre-Need
Direct mail is still the #1 driver of lead generation in
the Death Care Industry, whether it is used to invite
32

Direct mail does not sell pre-need. It sets up the
opportunity for your salespeople to sell the pre-need.
The same holds true with Telemarketing. Because
of the Do Not Call laws, telemarketing, which was
once a staple for lead generation in the Industry, has
becoming more challenging. Only 10% of consumers
are available to call. Again, to quote Mr. Miller – it
used to be great to call 10 homes, speak to 2 people,
and make one appointment for a home visit which gave
a salesperson the opportunity to close the sale.
A couple of caveats on telemarketing - if you are in a
rural market with spotty cell phone coverage or an area
with a high Hispanic population, telemarketing is still
a great outreach tool to set up appointments for either
Pre-Need or Final Expense solutions.
Remember, people buy from people. The goal of a lead
generation program is to set the stage for that personal
appointment.
Final comment – Cemetery owners and sales managers
need to understand that they must have a working
Marketing Plan that the sales team buys into. It’s take
a team effort to create the perfect combination between
the At-Need to Be Found and the Pre-Need to Find
Prospects!
Dale Filhaber
President & Listologist Supreme

800.771.3282
dale@datamangroup.com
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INDUSTRY NEWS

Funeral Service Foundation Has Successful Golf Tournament During NFDA Convention
Students Awarded Memorial Classic Golf Tournament Scholarships to Pursue Careers in
Funeral Service
BROOKFIELD, Wis. -- The Funeral Service
Foundation (FSF) has awarded Memorial Classic
scholarships worth a total of $2,000 to Lisa Jacobson
and Lauren Nelson to help with educational resources
as they pursue mortuary science degrees.
Lisa Jacobson, of Washington, D.C., is slated to
complete her Associate of Applied Science degree in
Mortuary Science from the University of the District of
Columbia Community College next year. “The desire
to be of service to others has always been at the center
of my career decisions,” said Jacobson. “But after the
deaths of two loved ones within weeks of each other,
I realized that it was the grieving process and the role
which the funeral professionals played that planted
the seed of a second career in funeral service. I have
faith that wherever my path leads, I will always be
able to find the funeral service profession personally
fulfilling.”
Lauren Nelson, of Hancock, Minn., is a fourth-year
student at the University of Minnesota in its Program
of Mortuary Science. Nelson has planned on a career in
the funeral service profession since high school, after
several positive experiences with her hometown funeral
director. “I feel like it is such a great responsibility to
be taking care of someone’s loved one,” said Nelson.
“And I have held several jobs that have helped prepare
me for what I believe I have been called to do.”
Both Nelson and Jacobson were chosen from a field of
several dozen applicants because of their commitment
to the funeral service profession and deep interest
in pioneering new ways to assist families with the
memorialization of a loved one.
“Scholarships are an important recruiting tool to attract
and support the best and brightest talent in our field,”
said Kathy Wisnefski, executive director of the Funeral
Service Foundation. “The Foundation is honored
to award the first of many Memorial Golf Classic
Scholarships to two deserving women who undoubtedly
are committed to making a difference in the profession
and in the lives of those they will serve.”

“We are thrilled the Funeral Service Foundation has
awarded the Memorial Classic Golf Tournament
Scholarships to students who show an unwavering
dedication to the profession in the same manner that
this year’s honorees, Dave Hirt, Bill Bischoff and Joe
Weatherford did before them,” said Jake Johnson,
Memorial Classic Golf Tournament Representative
and Foundation Trustee. “We look forward to working
with the Foundation to continue to honor those who
have blazed a trail in the profession by awarding
scholarships to students of funeral service who are sure
to do the same in the years to come.”
FSF currently supports five scholarship programs; four
available to current students pursuing a career in the
profession, and one geared at providing professional
development opportunities for women in funeral
service.
Along with providing scholarships, the Foundation
proactively explores relevant and innovative funding
opportunities that will enhance the deathcare profession,
benefit funeral directors and allied professionals, thus
making a timely impact on local communities.
About the Scholarship:
The Memorial Classic Golf Tournament Scholarships,
established in 2010 by the Board of Trustees of the
Funeral Service Foundation, was created to honor
those who have blazed a trail in the profession. This
year’s scholarships honor the memory of three of the
profession’s greats: Dave Hirt, Bill Bischoff and Joe
Weatherford.
Each year the Memorial Classic Golf Tournament,
hosted by Johnson Consulting Group, raises money to
honor the memory of an individual whose contribution
to the profession has made a lasting impact.
Memorial Classic Golf Tournament Scholarships will
be awarded annually to selected students in a mortuary
science program accredited by the American Board of
Funeral Service Education (ABFSE).
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Timberland Urns

Wholesale memorial products
designing and manufacturing.
We specialize in the creation
of original and handcrafted
cremation urns and keepsakes
for people and pets.
www.timberlandurns.com

770.591.1565
artisticwoodurns.com

206-782-7105
evan@paperboxco.com
www.lastingimpressionsurns.com
Evan Donald

Lasting Impressions

www.masterpieceurns.com
262-203-1617
info@masterpieceurns.com

Southern

®

MAGAZINE

Want to advertise here?
Call me today!!!
Velvet Bradley 678-467-7339
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January 2014 Ad Index
Ambulance and Coach Sales

21

www.amb-coach.com

Andover Marker Company

23

www.andovermarker.com

Answering Service for Directors

11

www.myasd.com

CANA/Matthews/Kates Boylston

12

www.cremationassociation.org

Columbian Financial

29

www.cfglife.com

Custom Air Trays

19

www.customairtrays.com

Frigid Fluid Company

30

www.frigidfluid.com

Federal Coach Company

2

www.federalcoach.com

Heritage Partners

39

www.heritagepartnerships.com

Hoyt Matise

23

www.matise.com

John A. Gupton College

15

www.guptoncollege.edu

Matthews International

40

www.matthewscremation.com

Midwest Business Capital

5

www.midwestbusinesscapital.com

Newbridge Group

21

www.newbridgegroup.com

Olde South Amish Caskets

24

www.oldesouthcaskets.com

Ogeechee Technical College

25

www.ogeecheetech.edu

Pierce Mortuary Colleges

9

www.pierce.edu

Pierce CFO

16

www.piercecfo.com

Service Casket Company

4

www.servicecasketcompany.com

Shields Southeast Sales, Inc.

13

www.myhearse.com

Southern Funeral Service Expo

23

southernfuneralexpo.com

Ties For You

11

www.tiesforyou.com

Vineyard Financing

11

www.vineyardfinancing.com

Ward’s Transport Services, LLC

12

Email: dougward115@gmail.com

Director of operations

Seeking an experienced funeral business manager with multiple facility experience. Ideal candidate will
have been Regional or District Manager with national consolidator. Should have knowledge of selection
room strategy, embalming room procedures, staff training, funeral home operations, and recruitment
and selection of licensed personnel. Financial management experience a plus. Position reports directly
to President, with promotional opportunity to CEO. Position includes company paid health insurance;
salary commensurate with experience. Forward resume’ to PO Box 335, IRB, FL 33785.

Help WanteD

Retired funeral director in Georgia interested in calling on local funeral homes for Cherokee Casket
Co. Set your own hours. Great opportunity to make additional income without interfering with your
retirement. Call Mike Mims at 800-535-8667.
38
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You’ve spent a lifetime honoring
the legacies of those you serve.

What about your legacy?
When you retire, you want to leave
your funeral home in the hands of those you
trained and trust—your employees or your family.
Heritage Partners provides resources and leadership
to make that transition possible.
A leadership transition through Heritage Partners
can give the next generation of your business the corporate
expertise and buying power they need without losing your
reputation as a caring family-owned business.
“Heritage Partners made it possible for our
family to retain ownership of the business after my
father-in-law died. They provided ﬁnancial, IT, and
HR support without taking control.”
—Rick
Tom
M. M.
Wages
Funeral
Services,
LLC, LLC,
—Rick Johnson,
Johnson,CEO,
CEO,
Tom
Wages
Funeral
Services,
a third
family-owned
business
thirdgeneration
generation
family-owned
business

Become a Heritage Partner.

Tommie
TommieAnn
Ann
Wages
Wages
Johnson,
Johnson,
Rick Rick
Johnson,
Johnson,
and Valerie
and Valerie
J. WagesJ. Wages

Call 800-431-6224 or visit HeritagePartnerships.com
for more information.

800-431-6224 Fax: 423-543-3533
A division of The Heritage Group
P.O.
BoYtElizabethton,5/
TN 37644-0730
10#PYt&MJ[BCFUIUPO

Continue the
Continue
theLegacy
Legacy
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What adds sales?

NEW

Personalization.
Cherished Memories™ custom printing allows
families to customize products online to be
displayed at a memorial service.
• Cap Panel Insert, Framed Portrait, Viewing Collage
• Customize & Order with User-Friendly Website
• Wide Variety of Themes & Templates
• Order by 11:00AM (est) for Next Day Delivery*
*For orders placed Monday thru Friday. Next day delivery not available at all locations.

Matthews customers can register at www.MatthewsCherishedMemories.com
Not a Matthews customer? Email CherishedMemories@matw.com for more information.
©2014 Matthews Resources, Inc., all rights reserved. MATTHEWS® and MATTHEWS INTERNATIONAL® are registered trademarks of Matthews Resources, Inc.
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