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We could go on about their merit, durability, and luxury. N
Or we could just give you a quote.
Either way, we're sure to make a great impression.

Call us TODAY and let us impress you with an exceptional quote!
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Platinum MasterCoach MK Grand Legacy Limited
Casket load height from top of rollers to ceiling line 40.5" Casket load height from top of rollers to ceiling line 38.5”
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The ICCFA Executive Board, Officers and Staff
welcomes you to the Annual ICCFA Exposition in
the great city of Charlotte, North Carolina. The
Convention events, educational sessions and floor
exhibit will be featured from April 3-6, 2019 and urge
all of those to attend, even if for part of the convention.
There is so much to see, learn and enjoy fellowship and
networking with your colleagues from the Death Care
profession.

Charlotte’s recent 2016 census count came in at
approximately 860,000 making it the 17th most
populous city in the United States. The metro portion of
Charlotte is 2,475,000 which ranks 22nd overall in the
U.S. Charlotte is home to the corporate headquarters of
Bank of America and the east coast operations of Wells
Fargo, which along with other financial institutions has
made it the second-largest banking center in the United
States since 1995.

Among Charlotte’s many notable attractions, some of
the most popular include the Carolina Panthers of the
NFL, the Charlotte Hornets of the NBA, the Charlotte
Checkers of the AHL, the Charlotte Independence of the
USL, the Charlotte Hounds of Major League Lacrosse,
two NASCAR Cup Series races and the NASCAR
All-Star Race, the Wells Fargo Championship, the
NASCAR Hall of Fame, the Charlotte Ballet, Children’s
Theatre of Charlotte, Carowinds Amusement Park, and
the U.S. National Whitewater Center.

We urge everyone to enjoy the Exposition and their
visit to Charlotte and never to early to begin to make
plans for the 2020 ICCFA Annual Expo in the San
Antonio Convention center in San Antionio, Texas.

If you are not a member of ICCFA, below is some

information on our Association and ask that you
contact us for more information:
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MISSION STATEMENT

Providing exceptional education, networking and
legislative guidance and support to progressive
cemetery, funeral and cremation professionals
worldwide.

The International Cemetery, Cremation and Funeral
Association is the only international trade association
representing all segments of the cemetery, funeral
service, cremation and memorialization profession.

Founded in 1887 as the Association of American
Cemetery Superintendents, the organization was
created by a group of 18 cemeterians whose goal
was to improve the appearance and operations of
their properties. Throughout its first century of
operation, the association grew in size and mission
and underwent several name changes, but it remained
a national cemetery-only organization. In 1996, the
association became the International Cemetery and
Funeral Association, expanding its membership to
include funeral homes and other related businesses
and extending its reach beyond U.S. borders. In 2007,
“Cremation” was added to the name to more accurately
reflect the operations and goals of its membership.

Today, the ICCFA is composed of more than 9,100
cemeteries, funeral homes, crematories, memorial
designers and related businesses worldwide. It serves
and supports these members through a host of benefits
designed to increase their management proficiency
and improve their businesses—from regular updates on
government and legal issues, to educational meetings,
to a variety of services and products tailored to meet
their needs.

The ICCFA promotes consumer choices, pre-
arrangement and open competition and has created
more than two dozen model guidelines advocating state
legislation on a variety of consumer-related issues.
The association also assists consumers more directly
through information resources, as well as through a
complaint mediation service.
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When your company slogan is “it’s about
people” you see things a little differently.

At NGL, we see things clearly and focus

on the things that provide you value. o Baker  Jossica Grann

Our expertise allows us to offer you the Reglonal Vice fssistant Vice

President of Sales  President & Director
and Marketing of Corporate

best options for partnerships, products Communications
and services. We are not just a Preneed
insurance carrier, we are your partner.

See the difference with NGL. i M Mike Stephens

Vice President of Regional Vice
Marketing Services ~ President of Sales

888.239.7047 - www.nglic.com and Marketing

Insurance provided by National Guardian Life Insurance Company. National Guardian Life Insurance Company
is not affiliated with The Guardian Life Insurance Company of America a.k.a. The Guardian or Guardian Life.

Judy Olson
Assistant Vice
President & Director
of Partner Support

Carl Wackerle
Vice President
Individual Life and
Annuity Sales

Steve Phelps
Vice President of
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EXPOSITION HALL HOURS

4:00-7:00 PM

Wednesday, April 3

EXHIBITS AND EXPO HALL GRAND

OPENING

Thursday, April 4

Friday, April 5

Welcome Reception

TUESDAY, APRIL 2
6:30 TO 9:30 PM

Jumpstart the 2019 Annual Convention at the
NASCAR Hall of Fame! This ticketed event will
give you access to all of the museum'’s exhibits,
interactive activities, plus food and drink. Tickets:
$20.

PLPA Reception

THURSDAY, APRIL 4
5:00 TO 6:00 PM

Join pet loss professionals from around the world
as they meet to kick off a week full of festivities.
Hors d'oeuvres and drinks will be served.

First Timers’ Reception

THURSDAY, APRIL 4
5:00 TO 6:00 PM

Will this be your first time attending the ICCFA
Annual Convention & Exposition? Come meet
others who are also new to the Convention, as well
as ICCFA volunteers and leadership, at this special
reception dedicated to welcoming you.

Southern Funeral Director Magazine

12:00 NOON-5:00 PM
EXHIBITS AND LUNCH IN EXPO HALL

10:00 AM-1:00 PM
EXHIBITS AND BRUNCH IN EXPO HALL

2 A |EDUCATIONAI.
= |[FOUNDATION

ICCFA Educational
Foundation Reception

THURSDAY, APRIL 4
6:00 TO 7:00 PM

Join us for a reception to honor
donors, scholarship recipients and
bestow the ICCFA Educational
Foundation Lasting Impact Award
to Ernie Heffner. Light snacks will
be served along with an open bar.

ICCFA Prayer Breakfast

FRIDAY, APRIL 5
7:30 TO 8:30 AM

Come join us for breakfast and fellowship at

the annual ICCFA Prayer Breakfast. The Prayer
Breakfast is courtesy of generous sponsorships and
is free for the first 60 individuals who arrive—first-
come, first-served.



5t Annual Pet
Memorial Service

FRIDAY, APRIL 5
8:30 TO 8:40 AM

Join us as we honor service animals and family
pets who have died in the past year. If there is an
animal that you would like to honor during the
service, please complete the submission form
found at www.iccfaconvention.com. The deadline
for submission is February 25, 2019.

Keeping It Personal
Award Presentation

FRIDAY, APRIL 5
8:40 TO 9:00 AM

Winners of the 2018 Keeping It Personal (KIP)
Awards will be honored during a ceremony on the
general session stage. The KIP Awards recognize
the best in personalization and were created by
ICCFA's Personalization Committee to recognize
outstanding examples of personalization of

services and products in the deathcare profession.

Voices from the Past
Historical Cemetery

Tour

SATURDAY, APRIL 6
1:30 TO 4:00 PM

Visit Charlotte’s oldest historical cemeteries and
learn about their 50 “residents” who have come
back to life to share their life stories at the site of
their graves. Tour at your own pace while enjoying
live music and local food trucks. This event is free
but does require a ticket.

Scenes from 2018 ICCFA
Expo in Las Vegas

Closing Banquet

SATURDAY, APRIL 6
6:00 TO 11:00 PM

Come enjoy food and
entertainment as we close the
2019 ICCFA Annual Convention.
The ICCFA presidential transfer
from Christine Toson Hentges,
CCE, to Jay Dodds, CFSP, will take
place during this event, as will the
exchange of gifts with our fellow
international associations.

Tickets are included with full
attendee and spouse registrations.
All others may purchase a ticket on the registration
form.

The Closing Banquet also includes the ICCFA
Memorial Service. Tribute and memorialization
are at the heart of what we do. Join us as we
remember colleagues and loved ones who have
died this past year.

If you would like to remember a loved one who
has died, please send us a profile and photos for
inclusion in the service. Instructions and a PDF
form can be found at www.iccfaconvention.com.
The deadline for submission is February 25, 2019.
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Mindy Corporon
ACTIVIST

Former CEO and now activist, Mindy Corporon took action after her son and father were
murdered in a religious hate crime. Mindy started the Faith Always Wins Foundation and a
community-wide event, SevenDays® Make a Ripple, Change the World. She formed high
school programming for productive interfaith dialogue and now helps companies create healthy
workplace environments so healing can occur after life’s tragedies. In her talk, Managing Your
Business Through a Tragedy, Mindy will tell her story and share how to manage through a
tragedy, how you can address fear in a comfortable setting, who you can count on in the midst
of chaos, and how to engage your team to promote healing and build resiliency.

Drew Dudley
LEADERSHIP EXPERT

What if we believed that leadership wasn't just for those in charge? What if we embraced our
ability to lead, no matter our school grades or pay-grade? The most impactful leaders focus
on "everyday leadership” and ensure that it's fostered, acknowledged, and rewarded. Drew
Dudley’s keynote, Creating Cultures of Leadership and the Power of Lollipop Moments,
will make you laugh, think, and reconsider the ways you evaluate leadership in your life and
workplace.

Drew Dudley, founder & Chief Catalyst of Day One Leadership, works with organizations
around the world to empower people to increase their leadership capacity. He has spoken to
over 250,000 people on five continents, been featured on The Huffington Post, Radio America,
Forbes.com, and TED.com, where his TED talk was voted “one of the 15 most inspirational TED
talks of all time"” and has been viewed millions of times around the web.

Jon Acuff
BESTSELLING AUTHOR

According to a study conducted by the University of Scranton, 92% of resolutions fail. That's
a staggering number considering how important goals are to companies. At every element
of your work, goals matter. What if we could do some simple things to improve how often
we finished what we started? What if we could complete the incomplete projects and

tasks? What if we could get more done in a world of bottomless opportunities and endless
distractions?

New York Times bestselling author and speaker Jon Acuff will share easy changes you can
make to your corporate culture to make sure everyone hits their goals in his keynote, FINISH:
The Surprising Truth About Accomplishing Goals. Some of the ideas are obvious. Some are
counterintuitive. Some will surprise you, but the best part is they actually work.

Southern Funeral Director Magazine ¢ /' chruary 2019



To help you get on the right track, ICCFA offers
over 30 educational breakout sessions targeting
all segments of the deathcare profession. If you
are looking for inventive ways to maximize returns
at your cemetery, need tips on how to start

your succession plan, want to embrace current

technologies, or are looking for updates on state
and federal regulations, Charlotte is the place to
be! For the full list of educational sessions visit
www.iccfaconvention.com.

Southern Funeral Director Magazine ¢ /¢bhruary 2079 11



Breakout Sessions at a Glance
Wednesday, April 3

DIY Facebook & Social Media Marketing

Goal Setting for Success

Jill Lazar

AU EESVIH Jodie Dupree
Robin Heppell, CFSP P
Serving the Community Through the .
3:00-3:50 pm Doors of the Funeral Home From Click to Cases

Andy Lopez

Friday, April 5

1:00-1:50 pm

2:00-2:50 pm

Cremation Authorization Form Pitstop

Poul Lemasters, Esq.

Recruit, Train & Retain Veterans

3:00-3:50 pm

Youth & Funerals

Raising $3,000 Every Day: How
Congressional Cemetery Brings in $1.1
Million a Year

Paul Williams

Engaging Your People to Serve More
Families
Gino Merendino

4:00-4:50 pm

Women in Leadership: Defining Your
Impact

Management of Cemetery Trees
Anne Fenkner

Saturday, April 6

9:00-9:50 am

It's More Than Money: Non-Financial
Incentives to Attract & Retain the Best
Talent

Mark Jorgensen

“Should | Bring the Ashes with Me?":
Better Support for Those Who Have Lost
Pets

Jehanne Gheith, MSW, LCSW, PhD

10:00-10:50 am

Fighting for Relevance
Jason Troyer, PhD & C. Lynn Gibson, PhD

Riding the Millennial Cycle: Better Strap
In
Chris Burke, FLM|

11:00-11:50 am

How to Build a 21st Century Workplace
Tyler Anderson

Communication is a Two-Way Street
Carolyn C. Shadle, PhD &
John L. Meyer, PhD

12:00-12:50 pm

Donor Family Celebration of Life
Dorman H. Caudle

Pet Disaster Recovery
Jodi Clock, CPLP

1:00-3:00 pm

Legal & Legislative Luncheon: A
Regulatory Update Everyone Needs to
Hear

Poul Lemasters, Esq.

Southern Funeral Director Magazine
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United Midwest

Savings Bank

L

Funeral Home Acquisitions | Funeral Home Debt Consolidations | Funeral Home Renovations

SIMPLIFYING FUNERAL HOME LENDING

INVESTING IN THE FUTURE OF YOUR FIRM

United Midwest is a national direct lender that specializes
in lending to the funeral home industry. We understand
the value of the business and the goodwill associated with
a funeral home. We will lend against both fixed assets as
well as the business and goodwill.

Call toclay and learn more.

LOAN PROGRAMS LOAN TERMS
GOOdWiH/BUSiﬂeSS Up to 90% Financing
Chad Fondriest Real Estate Loans Up to 25 Year Terms
614-205-7600 iciti .
Senior VP - Commercial Lender Funeral Home Acqultan Seller Carry Permitted
cfondriest@umwsb.com Funeral Home Refinancing

877-751-4622
@ www.umwsb.com Member
6460 Busch Blvd, Suite 201, Columbus, OH 43229 FDIC

[T
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Employee Empowerment: Profitability, Culture &
Satisfaction
Tim Bridgers

The Pains & Gains of Entering the Hispanic Market

Salvador Perches

Follow the Money: How Deathcare Businesses are
Investing In the New Future
Doug Gober Jr.

When Your Day Ends
Jeffrey Chancellor, CFSP

Your Comprehensive Pre-Need Program:
Insurance, Trust or a Little of Both?
Beth Kmiec & Ashlee Theising

Addressing Sexual & Other Harassment in Your
Funeral Business
Stephanie Ramsey

Marketing Workshop 101: The Definitive Guide to
Best Practices in the Modern World
Neil Sherrin

A Place to Go: Why Ceremonies Matter
Linda Stuart

Purpose-Filled Selling: Winning in Sales by
Celebrating Life
Justin Baxley

The Digital World: Using Mobile Technologies to
Create Better Family Experiences
Rob Shane

Embracing the Customer Experience Revolution
Jake Johnson & Lori Salberg

Be the Extra Support Your Families Needs & Get
More Media Attention, Too!

Allison Gilbert
Art of Selling the “Big Deal”: How to Maximize People with Disabilities: Involvement, Inclusion,
Family Mausoleum Sales Opportunities Healing

Michael Harens

Marc Markell, PhD

Repeat Families: You Can’t Stay in Business
Without Them
Ellery Bowker

The Three Online Marketing Fundamentals You
Must Master
Welton Hong

Business Management Embalming

& Operations Funeral Home
Cemetery General Interest
Cremation Grief

Southern Funeral Director Magazine
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HOST HOTEL

The Westin Charlotte
601 S. College Street
Charlotte, NC 28202
704.375.2600

The Westin Charlotte Hotel offers contemporary
rooms with Wi-Fi, a safe, a living area, a closet and
hi-fi to make your stay in Charlotte even better.
Staying at The Westin Charlotte, guests can enjoy
the city center.

Charlotte Douglas airport is situated within a
15-minute drive from The Westin Charlotte Hotel.

ICCFA has secured a discounted room rate of

$215 per night plus taxes. Guests must identify
themselves as being an ICCFA Annual Convention
attendee to obtain the discounted rate. A first night,
non-refundable deposit will be charged at the time
of booking. The cut-off date for making reservations
in this block is February 28, 2019.

L

ADDITIONAL HOTELS

The 2019 ICCFA Annual Convention has an
additional room block at the following hotel:

Hilton Charlotte City Center
222 E. 3rd Street

Charlotte, NC 28202
704.377.1500

$215 plus taxes per night. The cut-off date for
making reservations in this block is February 28,
2019.

AIRPORT
INFORMATION

The closest airport is the Charlotte Douglas Airport,
located at 5501 Josh Birmingham Pkwy, Charlotte,
NC 28208. The Charlotte Convention Center is 8
miles from the Charlotte Douglas Airport (CLT) and
estimated one-way cab fare is $25. Less expensive
shuttles are available as well.

Southern Funeral Director Magazine ¢ /¢hruary 2019 15
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U, SPONSORS

Batesville Inglewood Park
Blackstone Cemetery Cemetery
Development Lending USA

C&dJ Financial Madelyn Company
Carrier Mausoleums Matthews
Constructions Inc. Memorialization
Cherokee Casket National Guardian Life
Company Insurance Company

Clearpoint Federal Bank NOMIS Publications, Inc.

& Trust Park Lawn Corporation

Coldspring Service Corporation
Cypress Lawn International

EckCo Products The Woodlawn

Forest Lawn Memorial- Cemetery

Parks & Mortuaries UPD Urns

Guerra & Gutierrez Wilbert Funeral Services

Mortuary

Homesteaders
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Every casket you sell affects noft just the

family you're serving but also the
family you're supporting. Thaf
means having to balance refail
value with your own profitability,

a difficult act...until Sich. In every
respect, our caskefs are equal fo
the best-known U.S. brands except

in price, which is half (or better) the cost
of the domestics. So you can offer your
families superior quality wood and
metal caskefs af prices they can
more easily afford, while enjoying
margins that will remind you of days
long past. That's why so many funeral
homes are putting Sich on a pedestal.

ONLY YOUR ACCOUNTANT CAN TELL THE DIFFERENCE.

ACHIEVING PERFECT BALANCE
BETWEEN YOUR FAMILIES NEEDS
AND YOUR FAMILY'S NEEDS.

Offering full line of metal, hardwood, and cloth-covered-wood caskets. e

Cremation, oversize and youth lines as well.
High quality, competitively priced products.
The finest in customer service.

2 SERVICE CASKET

CALL TODAY FOR A PRICE & SERVICE COMPARISON / TOLL FREE 1.800.226.1245
PO BOX 5664, COLUMBUS, GA 31906 / servicecaskefcompany.com
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SPECIAL EVENTS

Welcome Reception

TUESDAY, APRIL 2
6:30 TO 9:30 PM

Get a headstart on the Annual Convention action by attending
this special Welcome Reception at the NASCAR Hall of Fame. This
ticketed event will give you access to:

N museum exhibits

interactive activities, such as the pit crew challenge and the race
simulator

N food and drink, including a moonshine tasting

You will also receive a free keepsake picture as a souvenir. Tickets
for the Welcome Reception are only $20 and can be purchased along with your registration.

Voices from the Past Historical

Cemetery Tour

SATURDAY, APRIL 6
1:30 TO 4:00 pm

Join the Mecklenburg Historical Association’s Docents for a walking
tour of Charlotte’s oldest historical cemeteries - Old Settlers’
Cemetery, EImwood Cemetery, and Pinewood Cemetery. Tour at
your own pace while learning about their 50 “residents” who have
come back to life to share their life stories at the site of their graves.
Beautifully costumed portrayers will transport you to the eighteenth,
nineteenth, and twentieth centuries as they tell personal stories of
Charlotte’s founding fathers, civic leaders, pioneering women, and
many others who helped make Charlotte what it is today. Don't forget to stop and enjoy the live music and
local food trucks as well!*

Old Settlers’ Cemetery is the resting place of some of Charlotte’s earliest families, including its founding
father, Thomas Polk (1732-1794) and several Revolutionary Patriots that were signers of the 1775
Mecklenburg Declaration of Independence, all of whom are eager to share their incredible stories with
you.

Transportation will shuttle you between Settlers’ and ElImwood/Pinewood Cemeteries, or you may choose
to enjoy a short walk on 5th Street, where you will pass by the building that once was Charlotte’s oldest
Cotton Mill, circa 1880.

*This event is free but requires a ticket. Free transportation to and from the Westin provided.

REGISTER NOW AT WWW.ICCFACONVENTION.COM

Southern Funeral Director Magazine ¢ /' chruary 2019



Tackle Your Tech Goals Today

We hear from the experts that the cremation rate in
the U.S. is projected to be over 50 percent nationwide
this year. Likewise, it is projected that over the next
10 years or so, that rate will climb to near 80 percent.
While many southern states have not reached this level
yet, the rate is climbing significantly and will likely
affect your business in one way or another in the not
too distant future. All of us agree on that, I believe.

At the same time as this is happening, technology has
become ever more present in both the world around us
and in our profession. It can be overwhelming, to say
the least. From online death certificates to cloud-based
accounting software, technology has changed our
business in the last few years. Also, we are reminded
that more and more of those planning funerals today
are using the internet to gather their intelligence. We
must learn about or at least become familiar with such
things as SEO, Social Media Marketing and content
management.

But not everyone is ready for all of that yet. As a
supplier to the funeral industry for over 100 years, the
folks at Messenger have witnessed its evolution with
interest and at times trepidation. We’ve seen the things
I mention above come about and while it is probably
all good, there are still many individuals (and funeral
homes) that have not begun their own evolution. It can
be intimidating and overwhelming, to say the least.

Let’s start with the basics and with that, I’ll start with
what I know best — funeral stationery and memorial
products and how technology can help with that aspect
of the funeral service. Our own extensive research has
supported what we have long proposed — personalized

by Barrie Fleedwood,
Messenger, LLC

memorial products are important to the families
who have suffered loss. After conducting several
focus groups across the country, we have repeatedly
concluded that the family’s satisfaction is increased
when the funeral home offers personalized products
and service. We also have learned that there are still
many funeral homes that do not offer much in this way
and when families become aware of what could have
been available, but wasn’t, they are very disappointed.

How to get started, if you aren’t already? It’s the
beginning of a new year, why not set yourself (and
your funeral home) a new goal and implement a
strategy that helps you provide what your families
really want? Following are some Do’s and Don’ts.
Pick a couple and follow them. Most important is that
you begin your journey to utilizing technology to help
you provide what your families want and in so doing,
possibly improve some efficiency.

e Don’t hand your families an empty register book.
We still hear stories where the family is handed a
register book with no information filled in, other
than the relatives’ and friends’ signatures in the
back of the book. Here is an item that the family
takes home with them, may look at several times
over the next few days and weeks (and possibly
beyond) and the time was not taken to make it
complete. Provide them something with meaning
and they will perceive something of value. Make it
a memorialization of their loved one and make sure
it is obvious that it came from you. The reward
will greatly outweigh the cost.

* Don’t use a typewriter. We also still hear about
funeral homes that use a typewriter to create

Southern Funeral Director Magazine

19



20

their memorial folders and to fill in their register
books. We’re not even sure where one would
find a typewriter ribbon anymore. But, beyond
that, your personalization efforts will be limited if
you don’t include some pictures in your products.
Typewriters won’t do that. Which leads us to our
next “Do.”

Do use images. The old adage, ‘a picture is worth
a thousand words,” couldn’t be truer when it comes
to describing a person’s life. In today’s digital
world pictures abound. Encourage families to
provide you with the images that tell the story of
their loved one. If you feel you need to, ask them
to limit their submission to 50 — 80 images. The
exercise of them collecting and prioritizing these
pictures can provide them a cathartic release, while
they sort through them. You may be surprised
at how grateful they are to you for helping them
recognize the richness of their loved one’s life.
Don’t scan one picture at a time. We hear from
funeral directors that it takes too long to scan
pictures and organize them. Granted, if you don’t
ask for pictures at all, any time you spend preparing
them for use takes you longer. But, don’t let that
stop you. One very good time saving thing you
can do is purchase a sheet fed page scanner. These
desktop devices will accommodate up to 8 2 x
117 pictures and are very fast. You can get a good
one for under $500 and they are well worth the
investment.

Don’t spend more than about 15 minutes creating
a video. Once you have scanned and saved your
family’s pictures, there are many things that can be
done with them. From memorial folders, prayer
cards and register books (of course), to ornaments,
medallions and canvas portraits, many options are
available. The single most valuable item that you
can create for your families is the tribute video. Most
funeral homes today do provide these invaluable
memorializations. However, many funeral homes
spend considerably too much time creating them or
spend too much money doing so. The technology
service exists today that will walk you through the
steps of creating the video, including adding music,
and generate the file (ready for download) in mere
minutes. The cost is $20 or less and you can make
multiple copies for that money.

Don’t re-type information into different memorial
items. We often see where a funeral home has set
up “templates” in Microsoft Word for their register

Southern Funeral Director Magazine

books, folders and such. Certainly this is better
than the typewriter, but far from ideal. Once a
layout is perfected the user will save that and
replace the information there with new info from
the current case. Sounds easy enough, but has two
considerable weaknesses. One, while the existing
data is replaced with new, it is easier than you
may think to leave some of the old and not replace
it with the new. Also, each personalized item
requires information to be typed into it. Thus, the
same information is repeatedly entered potentially
several times. This is more time consuming
than it needs to be. By utilizing a program that
is designed for personalizing products, the info
is entered one time and automatically “fills in”
each product you are completing. Once you have
decided upon a layout that suits your funeral home
and saved that to your program, entering the data
is nearly automatic, regardless how many products
you create for that individual.

Do allow ordering personalized items from your
website. More and more funeral homes today
are expanding their website to be able to offer
personalized gifts to their families in remembrance
of their loved ones. This sympathy store concept is
not new, but web technology today makes it easy to
offer this type of product line. Also, we have found
the “Power of the PIN” to appeal to many families.
In this case, certain products that are personalized
for the deceased are made available to family and
friends to purchase online at their convenience.
The funeral home does not have to carry inventory
nor need to finish products. Rather, they provide
their families the means to access a private website
where products are available for purchase. It has
been our experience that many people will make
such a purchase at a later date, sometimes months
after the funeral. Why not make these types of
things available to your families and realize later
sales for your funeral home? You have little
invested here and much to gain.

Do order memorial products for your funeral home
online. While we’re talking about making products
available to your families to purchase online, don’t
forget that it makes great sense for you to do the
same. Order your supplies from a company that
offers you 24/7 convenience and take advantage
of the ability to “take care of business” when it’s
convenient to you, even if that’s at night or on the
weekend. The convenience of making purchases



online in other aspects of your life are exploding,
why not do the same for your business?

e Do find ways to improve efficiency while
still providing great products. Most all of our
technology solutions are meant to increase your
efficiency or heighten your product offering or
both. Everything I have listed here is available
from a number of suppliers to our industry. Check
with the companies you do business with and find
out how their technology solutions can benefit you.
Most all of them should be willing to provide you
with guidance and support you along the way.

In review, many funeral homes have not embraced
technology as a means of improving efficiency and as
a tool to provide the personalization that their families
really want. Now is the time. Yet, it is okay to keep
it simple and start slow. Just start. Pick a thing or
two that you can do that will get you closer to where
you really should be and work from there. You will be
happy you did, and so will your families. If you need
help with any of the items mentioned in this article,
talk to your suppliers. Regardless of who you work
with, they should be able provide you expert advice
and guidance on your quest to evolve.

Barrie Fleetwood has worked at Messenger, LLC for
25 years in various customer service, marketing and
sales positions. Over the years he has been involved
with developing Messenger’s merchandising systems
as well as their personalization programs. He has
worked with the outside sales team, on the marketing
team and currently is the manager of the company’s
eCommerce department. At present he oversees the
company'’s technical support team. He can be reached
via email at bfleetwood@messengerllc.com.
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Messenger Staff during the 2018 NFDA Expo in Salt

Lake City, UT”

Education
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Funeral Service Education Associate of Applied Science
Certified Crematory Operator Certificate
Certified Funeral Celebrant Certificate
Funeral Preplanning and Insurance Counselor Certificate

Find your purpose at
Ogeechee Technical College

OTC’s Funeral Service Education AAS Degree is accredited hy
the American Board of Funeral Service Education (ABFSE).

One Joseph E. Kennedy Blvd. | Stateshoro, Ga 30458 | 912.681.5500
www.ogeecheetech.edu

Equal Opportunity Institution | A Unit of the Technical College System of Georgia
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There is something that all funeral businesses have in
common. Whether they specialize in cremation, pride
themselves on traditional funerals, run a cemetery or
offer alternative death care options, every firm wants
to attract more customers, serve more people and grow
their business. For most firms, this means evolving
past the way they’ve always done it and position their
businesses directly in line with consumer expectations.

Marketing is not what it used to be. As recently as ten
years ago, a funeral home in the United States relied
on traditional advertising and maybe have a website.
Not to make light of the situation, but we now live in
a world where people get information by talking to
speakers located on the counter in their kitchen. Either
that or they turn to Google to help them make their
decisions. Put simply; the ball used to be in the court
of businesses who could set prices, be active in the
community and wait for people to pick up the phone
or walk through the front door. However, things are
different now.

Consumers now spend majority of their time online,
and funeral businesses need to adapt. This means
making sure that no matter where families are looking,
or when, their business online is what gets found. It
means having an informative, helpful and easy-to-
use website. It requires being easy to find on search
engines like Google and being a part of a consumer’s
social media experience. Building a strategy like this
does not have to be difficult, but it must be a priority.
The following tips are just a few things to remember
when building your strategy for growing your business
in 2019.

Make Sure Your Website Includes What Families
are Searching For
Having a well-designed website is essential. However,
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How to Get More
Families Choosing Your
Firm Online in 2019

by Ashley Montrose, FrontRunner

the primary ingredient of any successful site is providing
valuable information. After all, that is the critical factor
in whether your firm is found on Google or not. To
be found online and rank above the competition, your
website must be relevant, reputable and informative.

Your content must answer consumer questions, and
your site must receive excellent feedback from visitors
— whether it be in the form of reviews or repeated visits.

Believe it or not, ranking on search engines like
Google does not have to be hugely scientific. You
should provide the answers to the questions they are
asking. Did you know you can see what families in
your community type into Google to find the services
offered by your funeral home? There are several free
tools such as the Google AdWords Keyword Tool
which will not only tell you what they are typing in
but also how often. This information is gold and can
help you build an entire online plan for your website
content, social media channels and more.

Make Sure Your Website is in Line with Consumer
Expectations

If you want to get more people to your website, take the
test to make sure where you are sending them makes
an excellent first impression.

First, is your site mobile-friendly?

It is vital that your website is accessible and useful on
mobile devices. Of the over 60% of searches start in
Google, 93% of those are done on a mobile device.
That means most often, people are using their phone or
tablet to look for your services. You will want to make
sure your website offers a good experience on these
devices.

Continued on Page 24
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Does it look professional and up-to-date?

We’ve all seen a website that needs some work. We
usually visit these and immediately leave. Do some
research and see how your site stacks up against the
competition. Is yours too busy? Too simple? Is it in
line with the rest of your brand?

Obituaries are the main reason the public visits a
funeral home website. However, there are thousands
of families each month looking for planning and
grieving resources — the question is, are they getting
the resources from you? Content pieces like pre-
planning checklists and useful tools like funeral quote
builders are some of the main reasons they return.
Try and develop a plan to include these in your site;
your website provider should have these available.
Consumers expect to be able to do their research on
their own. They don’t necessarily want to come in to
see the funeral home right away. Your website needs
to be their resource whenever they need answers, even
if it is two o’clock in the morning. Having the tools
consumers use to conduct their research like planning
and quoting tools or grief resources will go a long way
in growing your business.

Claim Your Local Google Business Page

Claiming your Google Business Page is critical. It is
one of the quickest way to increase your local rankings
on Google. It’s located on the right side of the page that
shows up next to search results for any business. Google
must verify these listings and let searchers know if you
are verified so make sure you claim this page. It can
make the difference of your funeral home appearing as
a trusted service provider when someone searches for
anything related to funeral services in your area, or not.
You’ve likely seen these results before without even
thinking about it. Google Business Pages help you
access relevant information like hours of operation,
location details, and contact information. Ultimately,
this is another excellent way to drive traffic to your
website. Don’t you want that for your firm?

To claim your Google My Business page, follow these
steps:

Go To: business.google.com/create.

Start Typing in the Businesses Name.

Search for a business name.

Select the correct business.

You’ll see a message saying someone else owns
this business.

N B~ W N ==
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6. Click ‘Request Access.’
7. Submit.

Once claimed, update it with your logo, photos and
start to ask families for reviews.

Use Your Facebook Page to Drive More Families to
Your Website

Now that you have looked at the content of your
website and claimed your Google Business listing, it is
time to start driving more traffic to your site. How do
you do that? Facebook.

The world’s largest social network is the #1 way you can
grow your business in 2019. This may be my opinion,
but it comes from experience managing more than 100
funeral home Facebook strategies from beginning to
end at FrontRunner. Our team has personally seen firms
grow 300%, get 40+ pre-need leads in one month and
more, just from having a creative Facebook strategy
that tells a story and drives traffic to a great website. |
could go on with examples of how firms have grown
using this tool for pages.

Why is Facebook a must?

Marketing has always been about positioning your
business where people’s attention is. Today that
means Facebook. More than two thirds (68%) of all
Americans are on the social network, and that audience
grows each month. More than likely that means most
people in your service area are using Facebook. If you
are not there to engage with that audience, a competitor
will beat you to it.

What does a funeral home post about on Facebook?

It varies. If you ask me what a funeral business should
post on Facebook — I'd tell you to bring your business
to life. Make the team, the events, the services,
the passion behind your operation all known. Take
everything you do inside the arrangement room and
make it known ahead of time, so they build the trust
and get the answers they want from you — long before
they ever need your services. Another tip: if you do
what was mentioned above, you’ll have a great website
full of helpful resources and information. You can
make social media posts that encourage them to learn
something small and visit your website to read the full
article or use the tool.



Not Enough Time? You Need to Make Time.

I’ve heard it all, whether it’s not having enough time,
wanting to stick to tradition and what is comfortable or
simply being unsure about what to do. There always
seems to be a reason why some funeral homes don’t
make digital marketing a top priority, yet they all want to
grow their business. Sometimes I even hear that “what
I’ve done for years has always worked, why do I need
to change?”. Well, the answer is simple. Technology is
continually changing and evolving. With it is the habits
of consumers. As a software provider to close to 3,000
funeral homes, I can tell you that if you need more time
in your day, look internally and see how much time
you waste on inefficient processes and data entry. A
great piece of business software alone can save you
hours each day and give you the time you need to grow
your business. People have become so used to getting
information instantly and having convenient shopping
experiences online — that they have come to expect it
and nothing else. This change may not be impacting
you today, but it will in the very near future.

FrontRunner provides integrated software and
marketing solutions to close to 3,000 funeral homes
across North America. For more information
about FrontRunner, visit them online at www.
FrontRunner360.com or contact 1-866-748-3625.
Mention this article tosave 20 % on any FrontRunner
technology solution or marketing service.

Ashley Montroy, Chief Marketing Officer (CMO) of
FrontRunner Professional, is committed to helping
funeral professionals understand and excel in today'’s

digital age. Ashley
holds a bachelor’s
degree, diploma and
multiple marketing
certificates, and
has a long-standing
history in funeral
service, growing
up directly above a
family-run  funeral
home and her father
being the founder of FrontRunner Professional. She
has taught thousands of funeral professionals at more
than 40 funeral conventions across North America and
has been voted a top 5 speaker at the National Funeral
Directors Association (NFDA) convention. Using her
passion combined with FrontRunner’s experience
of providing technology and marketing solutions to
close to 3,000 funeral homes, she empowers funeral
professionals to not only understand their markets, but
educates them on the tools and knowledge they need to
truly grow their business.
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To learn more about FrontRunner’s SEO services, visit
www.frontrunnerpro.com/search-engine-optimization-
services. To speak to a FrontRunner representative

about developing a strategic online marketing plan
exclusive to your firm, contact Jules Green at 1-866-
748-3625 x 507.
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Weigel Strategic Marketing Teams with Rannko Online Reputation Platform

Collaboration Will Allow Funeral Homes to Better
Monitor and Manage Their Online Reputation

Tampa, FL — As part of its pledge to offer a complete
spectrum of marketing services for funeral homes,
Weigel Strategic Marketing has announced a new
venture with Rannko online reputation management
suite. Rannko is the most affordable digital reputation
management software platform that helps local
businesses like funeral homes control their online
presence. By utilizing the power of the Rannko
platform, funeral homes can better manage their online
brand. From both a reactive and proactive standpoint,
the way to a better online reputation for funeral homes
starts with the Rannko Reputation Marketing Platform.
“Not too long ago, it was easy for funeral homes to
monitor their reputation in the community by simply
following the local news and attending service club
meetings. Now there are dozens of places for families
to leave comments on the web and online reviews
have never been more important,” said Joe Weigel,
owner of Weigel Strategic Marketing. “Platforms like
Google and Yelp make it extremely easy for families
to hear about a bad experience with a funeral home.
Rannko helps funeral professionals get control of their
reputation by integrating information and monitoring
reviews across the internet from one platform.”

With more than 100 places to list business information
on the web, Rannko offers a funeral home the ability to
sync their key information with each of them using just
the click of a button. This way, when a funeral home’s
information changes, it can be updated in Rannko and
pushed out to these listings with ease. And with 85
percent of consumers trusting online reviews as much
as recommendations from a friend or family member,
it’s crucial that funeral directors stay abreast and take
control of conversations about their firm online.

“We’re very excited to be working with Joe on this
collaboration, and in particular, impressed on what
he knows about marketing in the funeral profession,”
said Rannko CEO Jason Payne. “It’s very challenging
presenting our value proposition to a profession that
at times can be slow to change, but Joe has been
instrumental in helping us create our offering.
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Rannko saves valuable time when it comes to managing
a funeral home’s online brand. Whether the firm’s
business listings need updating, their online presence
and reputation require monitoring or the firm is just
looking for suggestions on how to improve the funeral
home’s website, Rannko is a one-stop shop. In short,
Rannko helps funeral directors take ownership of the
many aspects of their digital footprint beyond simply
their online reputation.

With the help of Weigel, Rannko has already launched
anew landing page (www.rannko.com/funeralservice),
where funeral directors can learn more about the
comprehensive Rannko platform and to sign up for
Rannko. Together, they are exploring additional
marketing programs to help bring the Rannko message
to the funeral profession.

“As professional caregivers, funeral directors spend
endless hours meeting with families, helping them plan
funerals for their loved one and then ensuring every
last detail of the service occurs without incident,”
commented Weigel. “With so much time being spent
on the running the firm, there is little time to monitor
and invest in the funeral home’s online presence,
that is, until now. Rannko is the innovative solution
to growing a families’ satisfaction and ensuring that
a funeral professional’s time is spent working with
families rather than on attracting them to the firm.”

According to 2018 research by the National Funeral
Directors Association (NFDA), more than half of all
families have visited a funeral home’s website. And
these families are not hesitant to provide reviews
about the service they receive from funeral homes.
The challenge is staying abreast of all the online
conversations taking place.

“A general rule of thumb for marketers is to spend
20% of the time creating content and 80% of the time
promoting it. Funeral homes understand better than
most businesses how challenging that can be when a
day is filled up with arrangements, phone calls, and
funeral preparations,” said Payne. “Rannko enables
funeral directors to spend their time where it matters
most by taking out the tedious aspects of social media



management. With Rannko, funeral directors can
view, manage and post to their social accounts all from
one place and schedule out their weekly content with
the click of a button.”

About Rannko:
Rannko is the #1 online digital platform for reputation
management, social media management, listings

Marketing operates as a marketing and communications
resource that specializes in delivering expertise and
results across three interrelated marketing disciplines:
strategy, branding and communications to help death
care companies with their business challenges. To
learn more, visit weigelstrategicmarketing.webs.com
or email the company at weigelstrategicmarketing@
gmail.com.

management, and web analysis. With Rannko, you
can automate your digital marketing efforts to save you
time and optimize your digital footprint simultaneously.
Rannko was designed with local businesses like funeral
homes and law firms in mind. Rannko enables funeral
professionals to build, consolidate, unify and empower
their funeral home in a way that will attract families,
increase the funeral home staff’s productivity and
operate a successful online presence. Rannko can be
contacted at 888-909-9939 or by email info@rannko.
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About Weigel Strategic Marketing:

Weigel Strategic Marketing is a full-service marketing
firm that is focused on helping businesses in funeral
service succeed. From funeral service suppliers to
cemeteries and funeral homes, Weigel Strategic
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Keys to Service = Symmetry of Balance

Working with the
Media

We don’t’ think about this much but in a real sense
the funeral experience, the funeral interview is full of
phases, divisions and stages. This is very important
for without phases, divisions and stages the funeral
experience, and the funeral interview gets stuck.

If forward movement in the overall funeral experience
is absent, this usually indicates that we are stuck and
when a funeral director gets stuck this most often results
in there being painfully slow movement forward,
it becomes an exercise in verbosity, an exercise in
exhaustion for both the funeral director and the family
clients, and the worst consequence of all it ends up
being an abuse of our client family’s time. What we
do is critically important, but for us to think that the
funeral experience is the only thing a bereaved client
has to do is an exaggeration of our importance.

A word of clarification. When I write about a funeral
director getting stuck I certainly don’t mean to say
that there ought to be the rush on time, not in the least.
Also I don’t mean to communicate that being stuck
means our doing or saying nothing. In fact being stuck
in the funeral arrangement conference/interview or in
the general funeral experience is usually not because
the funeral director is not talking, it is precisely the
opposite; the funeral director is wasting the family’s
time because we are talking way too much. This case
study should illustrate my point.

CASE STUDY: The Kind but Unbalanced Funeral
Director — He Talked Way Too Much!

Most of the readers know that I just like funeral
directors. I have always liked funeral directors, and it
makes no difference who they are or where they come
from. I like talking with them, I like working with
them, and most of all I like learning from them.
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By: Todd Van Beck, Director of Continuing
Education, John A. Gupton College, Nashville, TN

Early in my career I was blessed by being mentored
by some mighty fine funeral directors, and these great
ones all had one stellar characteristic in common — they
were kind hearted people. Looking back it is clear that
most of these great personalities weren’t great business
people, they didn’t know a profit and loss statement
from a pipe organ, they were better than that: they were
great funeral people.

Having a kind heart in my humble opinion is the one
of the major keys of service in our great and beloved
profession. TVB’s has had this philosophical opinion
about the DNA of funeral service for many years. All
funeral service is in the end local, and all funeral service
in the end is a matter of what is in the funeral directors
heart. Nothing, absolutely nothing that promotes
permanent good in our great profession happens until
FIRST something good happens in a funeral directors
heart.

Of course as we will soon see having a good heart does
not equate into having inner balance. Not too many
years ago I was involved with a consulting project
with a large funeral home operation. The company
was very old and highly respected. The family was
very proud of their heritage (the firm opened in 1888),
and this particular funeral family got along, they liked
each other. On the staff of this funeral home was one
particular gentlemen. The moment I was introduced to
him I liked him. He had a cherub like baby face, a great
big welcoming smile, he dressed immaculately, and
exhibited good taste all the time, and he had brilliantly
polished shoes. He had been at this funeral home for
decades.

The staff uniformly liked him (now there is a miracle),
he was meticulous on funerals, and he was an
outstanding embalmer. He even told me that he still
mathematically figured out the HCHO demand for



each and every decedent he was privileged to embalm!
However, for all his outstanding characteristics this
funeral professional regularly got stuck in making
funeral arrangements, and as a consequence he would
innocently offend many of the families he was asked
to serve.

Routinely family satisfaction surveys would arrive
and this funeral director had negative comments
which showed a trend in his unbalanced approach to
his professional responsibilities. Here are a few of the
comments that I personally read: “Great guy, but WOW
can he talk!” “I was ready to shoot myself!” “I thought
we would be in and out in short order, hell Dad pre-
arranged everything!” “I know he was trying to help
us, but please tell him to talk less and help us more
by finishing instead of going on and on and on!” Here
was the most brutal comment: “I was ready to blow
my brains out!” Here was the most creative comment:
“Listening to him talk was like attending an endless
insurance seminar.”

You get the idea. This gentle man, this kind-hearted
man was out of balance because he was just talking
too much. He didn’t have a mean bone in his body, but
yet his inability to guide the client’s funeral experience
was stymied because he just kept talking. No matter
how sincere he was in his heart, the comments on the
family satisfaction survey’s proved beyond a shadow
of a doubt that first, what he was rambling on about was
overdone, and second the family clients had concluded
that after a while their time was being abused.

In the end this kind hearted funeral director was just
too set in his ways to change, and the owners of the
funeral home were too nice to reprimand him out of
respect for his good points, so in the end the funeral
owners simply waited it out, tolerating the negative
comments, until this really nice funeral director retired.
This is only one example of being stuck by having an
unbalanced character flaw. Out of balance attitudes
and activities can happen on funerals, on cremation
activities, burials, receptions, any myriad of activities
which go on in funeral homes. Most every activity
in a funeral home, to be optimally effective requires
forward movement in both time and space.

It seems many times in the process of learning our
inner balance of helping people (which is the premier
mission of the funeral profession) that the pendulum

swings in an exaggerated movement from way too far
on this side and way too far on the other side. Much
of emotional health is to be found when we discover
how to live in the middle of the tensions created by the
opposite in our lives.

Not to sound impossibly inconsistent in this article,
but an example of this exaggerated zig zag movement
would be the opposite of the funeral director who gets
stuck in talking too much, to the funeral director that
makes the funeral experience so rapid and swift that
it is very difficult for a client family to determine just
where one phase of the overall funeral experience ends
and the next one begins.

One quick conclusion that we can make right now is
to say given what I have just shared it is clear as a bell
that being an effective funeral professional is NOT AN
EASY TASK! So what to do? I don’t have the total
answer, but here are some humble thoughts. TO BE
CONTINUED...

(Part Il continued in March issue, as we learn to
understand the “Symmetry of Balance”)

ON-LINE ASSOCIATE DEGREE
IN FUNERAL SERVICE

If you are interested in becoming a
licensed funeral professional,
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Financial Aid is available.

For information concerning cost and program
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Ambulance and Coach, Nashville, TN Making Deliveries in

Tennessee and Alabama

Ambulance and Coach, Nashville,
TN, delivers a new fleet of white
S&S Limousine’s and a Flower Car
to Royal Funeral Home in Huntsville,
AL with (L-R) Randy Gardner and
_ David Smith

David and Brad Horner
taking delivery of a new 2019
Eagle Echelon at Hooper,
Huddleston & Horner Funeral
Home in Cookeville, TN from
Ambulance and Coach

Ambulance and Coach making a
delivery of a “2019 Superior Crown
Soverign to  Cooke-Campbell
Funeral Home, Maynardville, TN

888-336-8421
ambulanceandcoach.com

1212 Jo Johnston Avenue, Nashville, TN 37203
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INDUSTRY NEWS

Bill Forsberg Acquires ADDvantage Casket Company

Raleigh, NC - Bill Forsberg, former Executive Director
of the North Carolina Funeral Directors Association,
is pleased to announce the acquisition of ADDvantage
Casket Company from Vickie Zimmerman. The sale
was consummated on October 5, 2018.

“Since founding the company six years ago, Vickie
has built an excellent growing business and developed
an enviable reputation for customer service and
product quality,” stated Forsberg. “I am thankful that
Vickie is staying on as an advisor and ambassador
for ADDvantage. The success of her company is due
largely because she has focused on her customers in a
personal and sincere way like few others have.”

“I wanted to transition out of the day-to-day activities,
yet ensure that the business went to someone who could
build upon the growth and brand reputation,” said
Zimmerman. “I can’t think of anyone who possesses
the experience and passion of Bill as it relates to the
funeral profession.”

Bill has spent more than 30 years in funeral service,
is a licensed funeral director/embalmer and has MBA
from Loyola University Chicago. He served as Vice
President for Wilbert Funeral Services and later as
COQO for the Lane Family Funeral Homes in Ohio.

“The ADDvantage team remains to ensure our
customers don’t experience any disruption in our
service levels,” commented Zimmerman. “Our
group has done an exemplary job of building a solid
foundation for service and value as we expanded in the
Carolina’s.”

To learn more about the value of ADDvantage Caskets,
please call Vickie or Bill at (919) 210-3406

(L-R) Bob Horn, Steve, Vickie Zimmerman, Holly

and Bill Forsberg (owners), during the recent South

Caroline Mid Winter Expo
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Holly displaying her “Tie 1 On” display with
Addvantage
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FUNERAL SUPPLIES

“Quality Supplies Where the Price is Always Right’
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Sturdy laminated table top
Durable frame - easy to fold
2 handles for easy mobility and

Siren - Lights - Ieater, Everything Works

Never Restored. Always Adored. $25,000.00

Embalming Tables

Hydraulic Embalming Table
Owersized Top
Removable Handles - Stainless Steel Top

3 N | Fluids Drain Away From Body
% . sanitation purposes 3 Removable End Handles 8” Wheels
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Powder-Free Latex Examination Gloves
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SAFEGRIP Filss Provides ideal protection for high-risk
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Four times thicker than standard katex gloves
Mortuary Cot Provides unparalleled defense against many
MC-100 A-HD hazards in the work area
10 boxes per case
$1,795
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Body
Positioners
Upper and Lower
Casket Veils $65.00
Available in colors

www.wardstransportservice.com
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Creedy Announces “A Dummies Guide to Buying & Selling” Workshop

Hands-on Seminar to Focus on Succession Planning For
Beginners

Raleigh, NC: Alan Creedy, chief strategist at Creedy
and Company, is known to say, “For funeral home
owners, nothing can be said to be certain, except death,
taxes and succession”. At some point in their career,
every owner is confronted with the question, “What do |
do now?” Creedy’s “A Dummies Guide to Buying and
Selling” workshop will help funeral home owners begin
the process of planning for the inevitable exit from the
profession — or, conversely, how to go about acquiring
additional firms should that be the goal.

“Years ago, I realized that practitioners don’t learn well
in seminars. Too often, they return home and fail to apply
what they learned to their own business,” commented
Creedy. “So, I developed the Un-seminar, styled after the
book Blue Ocean Strategy. My Blue Ocean Tours take
practitioners through ‘hands-on’ experiential workshops
that enable them to apply what they are hearing to their
own business... before they go home.”

Blue Ocean Tours have been specifically designed to
empower practitioners to learn and apply simplified
concepts to their own business. The results have
been dramatic and permanent. Blue Ocean attendees
implement what they learn within months of returning
home with great results.

“According to The Financial Post magazine, as much as
75% of small business owners are expected to exit their
business in the next ten years,” added Creedy. “This
means that almost every independent funeral home
owner will be sitting on either the buying or the selling
side of the table in some respect.”

This one and a half day workshop is intended for those
seeking to learn more about the buying and selling
process. The workshop is scheduled to take place from
March 31 to April 2 and held in downtown Charlotte.
As with past Blue Ocean workshops, the seminar will
include a mix of classroom learning and a field trip.

Key Workshop Takeaways for Sellers
e How to build value and increase cash flow

Southern Funeral Director Magazine

Alan Creedy Presents
A Blue Ocean Tour

A Dummy’s Guide
To Buying & Selling
A DY Warkshes

flarch 31 — Apail 2, 2009
Charlotte, NC

*EBITDA Vs. Seller
Discretionary Income
eHow to plan your
succession and get Uncle
Sam to help

* What kind of buyer do
you want — your Kkids,
your employees or a third

party

Key Workshop Takeaways for Buyers

* How to generate buying opportunities

* How to value a business

e How to make an offer

e Know when to hold ‘em and when to fold ‘em
* Post-purchase issues

Creedy has assembled an all-star faculty of speakers
for the seminar including:

David Hernandez — a first generation funeral director
who over the past decade has grown from one location
to ten firms, serving more than 1200 families each year.
Greg Rollings —the President and CEO of Rollings
Funeral Service. Since 2001 Greg has accumulated a
total of 35 firms serving more than 4000 families each
year.

Erin Whitaker —the Senior Vice President of Foundation
Partners Group, focusing on Business Development.
This role gives her a sound and practical perspective
on buying and selling.

Danny Jefferson — American Funeral Director
Magazine’s 2017 Funeral Director of The Year, Danny
has a rich and successful funeral service career.

Steve Shaffer — is the President and CEO of
Homesteaders Life Company. Steve is a well-known
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and influential executive in the funeral and cemetery
business. In addition to learning the various aspects
of succession planning, attendees will also understand
how to address critical management and staffing issues
including how to position a firm as the community
innovator and how to improve sales value in the
arrangement conference.

Cost to attend the seminar is $995. Additional
members from the same firm can attend for $795.
Lodging and travel accommodations will be arranged
directly by each attendee. Workshop fees include

seminar workbook (paper and electronic), all meals
as well as bus transportation to and from all offsite
events associated with the seminar. More details about
the seminar as well as information on registration are
available at: https://funeralhomeconsulting.org/2019-
blue-ocean-tour/

“This year’s ICCFA convention begins April 2nd in
Charlotte and we have booked the headquarters hotel,
the Westin Downtown Charlotte, for our seminar,”
added Creedy. “This will allow seminar attendees
to stay over and attend the convention with minimal
hassles or interruptions.”

About Creedy & Company: Headquartered in
Greensboro, NC, Creedy & Company is a Business
Advisory Service founded by Alan Creedy in 2008.
His hands-on industry experience of more than 35 years
enables him to quickly analyze core problems, develop
and prioritize solutions and implement strategies for
quick turnaround. For more information, visit www.
funeralhomeconsulting.org.

Frigid Casket
Lowering Devices

« Careful Construction
« Beautiful Design

« It works every time

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

Frigid Fluid Company

Family owned and operated since 1892

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.

H Imperial 2.0 Cemetery model
= (3-IMP55025K2.0)

E = I Master Cemetery model

(3-MAS4901SK)
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Ambulance and Coach 33 www.amb-coach.com

“ASD - Answering Service for Directors 39 www.myasd.com

Cherokee Casket Company 23 www.cherokeechildcaskets.com
C&J Financial 29 www.cjf.com

Custom Air Trays 25 www.customairtrays.com
Columbian Financial Group 27 www.cfglife.com

Doric Products 5 www.doric-vaults.com

Frigid Fluids 37 www.frigidfluid.com
FuneralCall 3 www.funeralcall.com

Funeral Service Foundation 28 www.funeralservicefoundation.org
John A. Gupton College 31 www.guptoncollege.edu
Johnson Consulting Group 40 www.johnsonconsulting.com
National Guardian Life (NGL) 7 www.nglic.com

Ogeechee Technial College 21 www.ogeecheetech.edu
Physicians Mutual 32 www.physiciansmutual.com
Security National Life (SNL) 23 www.securitynationallife.com
Service Casket Company/SICH 17 www.sichcasket.com

Shields Southeast Sales 2 www.myhearse.com

Talk of a Lifetime 3 www.talkofalifetime.org

United Midwest Savings Bank 13 www.umwsb.com

Ward'’s Funeral Supply 35 www.wardstransportservice.com
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Funeral Communications for 2019
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- Operating in five statesimade selling our business tough.
Calling Johnson Consulting/Wwas a no-brainer.

As soon as we decided to divest our business, the stumbling blocks immediately appeared. Not only did our
companies cross service sector lines, but they also crossed state lines. We knew we needed outside help.

With diverse holdings across five states, we turned to the folks with a proven
track record in all fifty. Because they have relationships with just about everyone
in funeral service, Johnson Consulting knew exactly how to organize the data
a potential buyer would need and began marketing us to all their contacts.

Considering the obstacles we faced, we couldn’t have been happier with the
offers that rolled in. After receiving the letter of intent, JCG continued to guide
us by ironing out every detail in our negotiated agreement until it was complete.
Needless to say, it was a win-win for both sides.

We cannot say enough about the folks at Johnson Consulting Group—easiest
call we've ever madel!

Consulting
The Tetrick Family Gl" O Mp

Heritage Family Funeral Services

A Total Solutions Company
Funeral Home & Cemetery Consulting

888.250.7747 - JohnsonConsulting.com

Time is valuable. Focus on what matters. Experience counts. Discover new levels of success.




