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Seasons Change….So Can We
Another change of season is upon us and most of
us are still trying to figure out what happened to spring.
Kids are back in school, baseball is transitioning to
football and it is business as usual in the workplace.
However, what is “business as usual?” The
funeral, cremation and cemetery industry as we
know it today has lost its predictability and we are all
scrambling how to adapt to “Cremation” and how to
best deal with it financially. On top of cremation being
on the rise, so are the entrepreneurial opportunities that
arise with others starting direct cremation services,
removal and embalming services and being a low-cost
funeral service provider.
These types of businesses drive some of our
families to be more aware of funeral costs and what
options are available in the marketplace. Some owners
stay up a night worrying about how to combat all these
challenges, others just concentrate on providing the
highest quality of service they can to their families and
ignore what their competition is doing.
Recognize that change is a permanent fixture
of our economy and our lives.
Change is always around the corner. You don’t
need to live in fear of it but you need to welcome it,
even encourage it. This is what smart business leaders
do to anticipate changes in market conditions that can
effect everything from the cost of financing because
interest rates fluctuate — or the loss of sales because
consumer trends evolve.
Smart business leaders know they have to
reinvent their business model every eighteen months
or face the consequences of unseen change.
Listen carefully to catch the change behind
the change. Change can be tricky and misleading. Be
careful not to make a superficial translation of some
trend only to be led down some dead end. Not all
change is what it seems on the surface. If you don’t
truly get under the change and analyze it before you
react to it, you may miss something. The customer is
king. And the king will lead you to revise your products
and services if you will only listen carefully enough to
what the market is telling you.
4
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by John Yopp

Our industry has great leaders, consultants
and memorial service professions that provide us with
ample resources to adapt to changes and what families
want. Many of the casket company’s spend millions
analyzing and producing memorial options for the
funeral director and the families they serve. Let these
vendors educate you and your staff, the more knowledge
you have the better you can adapt to change.
Impersonalize change.
You are not the only person in the world
affected by change. You may be stuck in a trap where
you think that you caused the change in your life and
that it is harmful to you alone. Taking responsibility
for personal behavior is always the right thing to do.
Obsessing about your own personal problems caused
by change it is not. We live in a great “information”
age, let that information work for the good for you and
your business and learn to “change” on your terms, not
dictated from others.
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THE BURIAL - Part III of IV

20 Year Anniversary of the Biggest Story in Funeral Industry History

Winning multi-million-dollar verdicts had become easy for Willie Gary, and he began to want
something bigger. Then he met a man with a complaint (Jerry O’Keefe), against a funeral-home
empire pioneered by Ray Loewen.
By Jonathan Harr
III - THE CASE, continued
Dockins and Cavanaugh spent several hours with
Gary that evening. They described the case to him in
broad outline. Their client was a small businessman,
the owner of eight funeral parlors in Mississippi and a
funeral-insurance business. As clients went, Jeremiah
O’Keefe was of the sort a lawyer might dream about.
He and his wife, who were not in their early seventies,
had thirteen children, several of whom worked in the
family business. He had served in the state legislature
and, for eight years, as mayor of Biloxi. Dockins,
seeking every advantage in wooing Gary, added that
in 1976 Mayor O’Keefe had refused Ku Klux Klan a
permit to parade through Biloxi, and that he Klan had
spray-painted the words “nigger lover” on the front
door of City Hall.
O’Keefe had built a prosperous business from modest
beginnings. The family had been in the funeral trade
since the end of the Civil War, when Jeremiah’s greatgrandfather, the proprietor of a livery service, started
hauling coffins. But now, according to Dockins and
Cavanaugh, O’Keefe found himself at the mercy of a
“ruthless” and “predatory” Canadian corporation. That
corporation, the Loewen Group, had acquired hundreds
of funeral homes across the United States in the past
decade. One of its recent acquisitions was in Jackson,
Mississippi. O’Keefe had a business relationship of
sixteen years’ duration with the Jackson funeral home.
By contract, twice renewed and affirmed, O’Keefe
possessed the exclusive right to sell burial insurance for
the Jackson funeral home. But according to O’Keefe,
Loewen had refused to honor that contract and began
selling it’s own insurance. O’Keefe complained, and
filed a lawsuit. Sometime later, he got a call from Ray
Loewen, who invited him up to Vancouver to settle
their differences. O’Keefe accepted the invitation. He
even went for a dinner cruise on Loewen’s yacht.
But when O’Keefe returned to Mississippi he found
that Loewen Group was still selling insurance. He
6
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renewed his complaint, and got a call from one of
Loewen’s senior executives. In the months that
followed, O’Keefe and the senior executive negotiated
a settlement agreement. The agreement called for
O’Keefe to sell three funeral homes to Loewen, at a
price to be agreed upon, and for Loewen to turn over
his Mississippi insurance business to O’Keefe. This
agreement seemed to serve the interests of both parties.
Loewen wanted funeral homes, and O’Keefe wanted
insurance assets. His funeral-insurance company had
made a bad investment in a savings-and-loan venture.
He needed to supplement his company’s cash reserves
to meet the requirements of the Mississippi insurance
regulators.
O’Keefe signed the agreement, and Loewen’s
board of directors approved it. Then, according to
Dockins and Cavanaugh, Loewen refused to execute
the agreement’s provisions. They gold Gary that
O’Keefe had made several concessions in an effort to
complete the deal in a timely fashion. More months
passed, and more meetings occurred. The Mississippi
Insurance Department placed O’Keefe’s company
under “administrative supervision.” O’Keefe faced the
prospect of losing control of the company that he had
worked his whole life to build. To raise cash, he was
forced to sell four funeral homes—including the three
he’d initially agreed to sell to Loewen—to another
consolidator, one of Loewen’s competitors.
O’Keefe came to the conclusion that Loewen had never
intended to complete the deal. He believed that it had
been little more than a ruse. If he were to go bankrupt,
Loewen could pick up the pieces of his funeral business
for a fraction of their real value. O’Keefe amended his
original lawsuit. He added a second breach of contract,
alleging that the Loewen Group had acted “fraudulently
and maliciously” and had “breached good faith.” He
also asserted that Loewen engaged in “predatory trade
practices” and attempted to create monopolies.

Gary listened patiently throughout this presentation,
asking questions now and then. Cavanaugh had the
impression that the case did not engage his interest,
that he was merely being polite. But Dockins felt
encouraged. “He was so gracious, so courteous,”
Dockins recalled later. That evening, Gary invited
Dockins and Cavanaugh over to his home on Sewall’s
Point, on the Saint Lucie River. He introduced them to
his wife and gave them a tour of the Mediterraneanstyle villa, in which almost every door handle and
hinge, even the ones to the laundry room, was plated in
18k. gold. In Gary’s vast closet, Dockins fingered silky
materials and expressed awe. Gary invited Dockins to
try on whatever appealed to him, and Dockins did so
with relish. Cavanaugh, himself no stranger to things
that money could buy, was also impressed, not such
much by Gary’s opulence but by his manner. “He
showed us his big house, his automobile,” Cavanaugh
recalls, “but not in a braggadocio way. He told us he
dropped out of school at age fourteen.”
They met again on Saturday morning, in Gary’s office.
This time, Gary asked one of his partners, Robert
Parenti, to sit in on the meeting. He said to Dockins,
“O.K., Hal, explain the case to Bob.” Dockins began

doing so, with Cavanaugh adding details.
Dockins had spent many months working on the case. It
was a dense thicket of legal theories—predatory trade
practices, monopolies, and the law of contracts—with
which he’d had little experience. He would sit at the
counsel table during the trial, but the lead lawyer for
O’Keefe, the one who would make the opening and
closing statements and examine most of the witnesses,
was a man named Michael Allred. It was Allred,
actually, who had come up with the multiplicity of legal
theories that adorned an otherwise straightforward
contract case.
At one point, as Dockins labored to explain the
complexities of the case, Willie Gary suddenly jumped
up, fists clenched like a boxer ready to deliver body
blows. “Loewen lied to Jerry O’Keefe!” he shouted.
“He flat-out lied to him!” Dockins was startled by
the way Gary brushed aside all the arcane theories
and reduced the case to its simplest elements. “This
case,” Gary exclaimed, standing before Dockins and
Cavanaugh, his voice raised, “is about lying, cheating
and stealing!”

HOW DO YOU WANT
TO BE REMEMBERED?
• Connect with your community like never before
• Help families celebrate stories for generations
• Grow your market share

R

Because you care.
Southern Funeral Director Magazine w August 2015 7

Dockins and Cavanaugh returned to Mississippi fully
convinced that they needed Willie Gary to lead their
trial team. But Gary had rejected their pleas so sign on
with them. He’d told them that he liked the case and he
would offer them “pointers” now and then, but that he
simply had too much else to do.
When Jeremiah O’Keefe heard Dockins and
Cavanaugh’s report, he prepared to embark on his own
pilgrimage to see Willie Gary. “I’ll have to take Allred
with me,” he told Dockins and Cavanaugh.
“My God,” Dockins exclaimed.
“Don’t do it!” Cavanaugh warned.
Michael Allred was intelligent and industrious, and he
had an intimate knowledge of the factual minutiae in
the case, but he also had a temperament that seemed
to create offense wherever he went. He was a large
man with ginger hair and ginger beard and a stentorian
voice. His grandfather had been a member of the Ku
Klux Klan, and Allred had grown up on a farm in the
most unregenerate and racist region of Mississippi.
He’d even been known to state, in his manner of blunt
candor, that he harbored racist attitudes. To many
who encountered him Allred always seemed to be
lecturing, instructing, and remonstrating, in a tone at
once pompous and condescending. These qualities
were not necessarily bad ones in a trial lawyer crossexamining a hostile witness, but they tended to cause
problems in everyday life. Dockins, for one, could
barely tolerate Allred’s presence, and Cavanaugh
didn’t feel much affection for him, either. Even worse,
however, was the change that would come over the
presiding judge in a case, James E. Graves, Jr., a black
man. When Allred stood before the bench to address
him in pretrial proceedings, the Judge’s brow would
knit, his eyes would narrow, and his comments would
grow more caustic the longer Allred talked. Allred
knew that others reacted to him in a prickly fashion,
but he attributed this to the fact that he did not, in his
words, “tolerate fools easily.” To Allred, the world was
populated largely by fools.
Dockins and Cavanaugh, however, were concerned
about the fact that the jury pool in Hinds County, which
encompassed the city of Jackson, was approximately
two-thirds black. A jury of twelve would likely consist
of at least six, and perhaps as many as eight or nine,
8
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black citizens. To have Allred addressing such a jury,
in front of a judge who did not like him, seemed risky
indeed.
There were other reasons for concern. A month earlier,
the Loewen Group, which already employed a large
corporate law firm in Jackson, and another one in
Chicago, just to oversee the case, had added two black
lawyers to its legal team. One of these lawyers was
elected state senator, the other a state representative and
chairman of the black congressional caucus. Both the
lawyers were able, but it was not as if Loewen needed
additional able lawyers. “They were already wheeling
briefs in on dollies,” Dockins recalled. He viewed
the arrival of the new lawyers as racial pandering the
most blatant sort. “We’ve been out-blacked,” he told
O’Keefe. “Loewen is stacking the deck with black
politicians.” Dockins had contended that they needed
to counter Loewen’s moves with the first-class trial
lawyer, and he had one in mind—one who, as fortune
would have it, happened to be black.
Despite Dockins and Cavanaugh’s fears about Allred,
O’Keefe brought him to the meeting with Willie
Gary, but he took the precaution of preceding Allred
by twenty-four hours, so that he could speak to Gary
alone.
They met for the first time at the Indian River Plantation,
where O’Keefe had booked rooms, a short drive from
Gary’s office. Over dinner, each man took measure of
the other. They were, in every physical aspect, a study
in contrasts. O’Keefe had a ruddy complexion, paleblue eyes, and hair as white as a layer’s starched shirt.
He stood an inch over six feet, but even at the age of
seventy-two his erect carriage and robust fame made
him appear taller. He possessed the somber dignity of a
funeral director, but his manner was also inflected with
humor and warmth. This, at least, was what Willie Gary
saw in O’Keefe. “I flat-out liked him,” Gary recalled
later. “Some clients will tell you what they think you
need to hear to take a case. He didn’t do that. And my
wife feel in love with the guy. She said, ‘You’ve got to
help him.’”
The next afternoon, O’Keefe went to pick up Allred at
the Palm Beach airport. He lectured him at length on
how he should comport himself with Gary, the new lead
counsel. Allred appeared to take his change in status in
stride. And, indeed, in a meeting that afternoon Allred

ceded control of the case to Gary with a measure of
grace. They engaged in lively discussion about the
details of the case. It wasn’t until the next morning,
when Allred was clearly feeling relaxed in Gary’s
company, that he announced, “There’s something you
should know about me, Willie.”
Gary looked up. “I am prejudiced,” Allred said. “But
I’m trying to work on it. It’s sort of like when an
alcoholic goes to Alcoholics Anonymous.”
Gary’s eyes opened fractionally wider. Then he nodded
and said, “That’s a very good thing to be working on,
Mike.”
Gary announced his presence to the Loewen Group
in June, three months before the start of the trial, by
dispatching a settlement demand. Just six months
earlier, in January, Cavanaugh and Dockins had tried to
settle the case at a meeting in Cincinnati with Loewen
executives and lawyer. Cavanaugh had started by
asking for six and a half million dollars. He calls that
Loewen’s lawyers reacted with incredulity, and then
with derision. By the end of the meeting, Cavanaugh

remembers, “I did everything but get down on my
knees and beg for four million. They said, “That’s
outrageous! Our client would fire us if we brought that
back to him.”
Willie Gary now proposed a different amount, a sum he
had arrived at with the help of Allred. O’Keefe’s actual
financial damages, according to Allred, came to about
sixteen million dollars. This was a figure that even a
dispassionate observer might have regarded as inflated,
but Allred also had his eyes on punitive damages, which
a jury may award, if it sees fit, to punish especially bad
acts. In Gary’s view, the cost to Loewen for settling
the entire case should be a hundred and twenty-five
million, a demand almost twenty times as great as the
offer that the Loewen Group had summarily rejected
in January.
Loewen and his lawyers ignored the new settlement
demand. For O’Keefe, the only indication that Loewen
had even received the demand occurred when Loewen
hired another lawyer. This lawyer, whose name was
Richard Sinkfield, came from Atlanta. He was an
experienced trial lawyer. He specialized in antitrust
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law and complex business litigation. And he was also
black.
IV - THE TRIAL
On the morning of September 12th, when Willie Gary
introduced Jeremiah O’Keefe to the pool of prospective
jurors in the matter of O’Keefe v. The Loewen Group,
Inc., he made it a point to walk over to the counsel table
and put his hand on his client’s shoulder. Throughout
the day of jury selection and the next day, during his
opening statement, whenever he mentioned O’Keefe’s
name he would generally return to the counsel table
and put his hand on O’Keefe’s shoulder. Often during
the next two months, until the day in November when
the jury returned its verdict, he continued this ritual.
He did not, of course, do it every single time—not in
the heat of his cross-examination of Ray Loewen, for
example—but he did it so frequently and with such
deliberate intent that the jury of twelve citizens (eight
of whom were black) could not escape taking note.
At the counsel table, sitting beside O’Keefe throughout
the trial, was his wife of fifty years, Annette, who was
plump and diminutive. Behind them, occupying the
first row of the gallery, were at least six and sometimes
as many as ten of their thirteen grown children. This
family tableau—the elderly, dignified undertaker and
his wife, their good and handsome children—had been
assembled and framed by Gary for the edification of
the jury. For good measure, he also had on display
an actual photograph, greatly enlarged, of the large
O’Keefe family.
The purpose of all this was not lost on the lawyers
representing Loewen. They could do nothing about
the presence of the O’Keefe family in the courtroom,
but on the first morning of the trial they did object
strenuously to the photograph. The issue in dispute,
Richard Sinkfield told the Judge, concerned a contract,
not the familiar warmth of the O’Keefe family: “The
only purpose for which this kind of exhibition is being
offered is to try to incur sympathy and favor out of the
jury.” Sinkfield was, of course, absolutely right. Gary
made it apparent from the outset that he intended to
cast that trial as a morality play, a case about “the oldest
sin known to anybody, and that’s greed.” Jeremiah
O’Keefe’s role in this drama was that of a man of honor
and principle, a man of “family values” who “would
fight for what’s right and what he believes in.” Playing
opposite O’Keefe, in the role of the villain, was the
10
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foreigner from Canada, Ray Loewen, “a man,” Gary
told the jury, who “wouldn’t keep his word, deceived
people, and would not deal with honor,” a man who
sought to “dominate markets, create monopolies, and
gouge families that are grieving.”
Ray Loewen played the role of villain in absentia,
for the most part. He was busy running his company,
acquiring more funeral homes, and negotiating with
banks for lines of credit to finance those acquisitions.
“I didn’t think I needed to go to Jackson for the trial,”
Loewen would say later. “This was completely off the
radar screen or me.” He knew about Gary’s settlement
demand of $125 million, but he regarded it as a
ridiculous, perhaps desperate, ploy. His legal counsel
had assured him that he would win the case. And
even if, for some unforeseen reason, he did not win,
the maximum probable exposure his company faced,
his lawyers told him, would be a loss of between six
and twelve million dollars, the approximate amount of
O’Keefe’s damages.
Five lawyers sat at the Loewen counsel table. More
Loewen lawyers watched the proceedings from the
gallery. Some of them had never worked together
before. More than once, Judge Graves noticed a Loewen
lawyer at the counsel table looking with incredulity—
“as if to say, ‘What the hell is he doing?’”—at another
Loewen lawyer examining a witness. “Demeanor
is important from the moment you walk into the
courtroom,” the Judge later remarked. “And the jurors
noticed everything.” Their feelings about the other
side, Loewen’s lawyers remained unshaken in their
belief that they would prevail on the merits of the case.
They might grudgingly agree that Gary had, from time
to time, put on a good show, but in their reports to
Loewen they insisted that he had not touched them on
the only issue that really mattered—the execution of the
contracts. They took delight in Judge Graves’s thinly
concealed dislike for Allred, certain that the jurors saw
it, too. Every argument won at a bench conference,
every objection sustained, affirmed their belief that they
were destined to win. Arguments lost and objections
overruled were usually deemed inconsequential or, at
worst, excellent grounds for appeal, in the unlikely
event that it should come to that.
There was no dispute about the fact that O’Keefe had
a valid contract of sixteen years’ duration with Wright
& Ferguson funeral home to sell burial insurance. Nor

was there any doubt that O’Keefe and the Loewen
Group had negotiated and signed an agreement, which
was meant to resolve Loewen’s alleged breach of
the Wright & Ferguson contract. Loewen’s lawyers
claimed that he had never breached the contract, but
this proved a difficult claim to defend. “Didn’t breach
the contract?” Gary asked at one point during the trial.
“Well, why did you come down here to Mississippi
to sign a settlement agreement? You don’t go making
settlements if you haven’t breached a contract.”
And then, according to Gary, the signed agreement—
itself a contract—was also breached. Loewen’s lawyers
acknowledged that the provisions of the settlement
had never been executed, but they claimed that the
document was really more of an “agreement to agree”
than a binding contract, and that in the end the parties
simply could not come to an agreement. Gary had
another explanation for the jury: “They wanted Jerry
out of business. They used that settlement agreement
to dangle in front of him. They started coming up with
all these excuses, one after another, and, poor man,
he made on concession after another. They beat him
down, seventy-two years old, they beat him down, they

beat him and they beat him, and it’s not right!”
Gary wanted the jury to see a patter in the fact that
Loewen had violated not just one but two contracts,
and argued that his method of doing business infected
Loewen’s entire operation. By way of illustration,
Gary’s team offered the town of Corinth, Mississippi,
where Loewen owned all three funeral homes that
catered to the white population. Among the array of
coffins and burial wares sold by these funeral homes
was an item called the Wilbert Copper Triune Vault,
manufactured by the Wilbert Burial Vault Company.
The container was a two-ton box with a concrete
exterior and a copper lining—a feature that, according
to the sales literature, made the vault watertight. These
concrete boxes lacked the aesthetic appeal of the casket
they would contain, of the Aurora “Brushed Blue
Pieta,” for example, or the Batesville “Emerald Mist,”
but they provided customers with additional “peace of
mind” in laying their loved ones to rest. Wilbert sold the
Copper Triune to funeral homes for nine hundred and
forty dollars, a sum that included the cost of shipping.
The funeral homes were free to charge their customers
whatever they saw fit, and it was standard practice
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among most to double the price. But in the town of
Corinth, were Loewen had virtually no competition,
the price to consumers was twenty-eight hundred and
sixty dollars, more than triple the wholesale cost. Two
hundred miles away, in Jackson, where Loewen had
more competition, his Wright & Ferguson funeral
home sold the Copper Triune for nineteen hundred and
twenty dollars, about the same price as his competitors.
“Some poor fellow has to pay a thousand dollars more
for just a box? Just a box!” exclaimed Gary. “They are
just shipped out by the people who make them. Funeral
home doesn’t even have to touch it, doesn’t have to
put it in the hearse, doesn’t have to shovel one bit of
dirt. They charge two thousand eight hundred and sixty
dollars for making the phone call! That ain’t right!
Talking about a monopoly, deceptive trade practices!”
As further proof of Loewen’s desire to monopolize
markets, Gary’s team put to repeated use a memo from
Loewen’s own files, written by a senior executive named
Don Holmstrom. “We would be able to beat O’Keefe
to that [Jackson] market by at least six months,”
Holmstrom had written. “In addition, with the strength
of the Wright/Ferguson and Baldwin Lee names, I
believe we would easily dominate the market.
This is the sort of language that might be found
in the files of any company assessing its strength
and opportunities in a given market. Indeed, when
Holmstrom was confronted on the witness stand with
his memo, and with the phrase “dominate the market,”
he said, “I think that’s the goal of every business
person.”
But the language took on a sinister hue as Gary
summoned on witness after another to attest to the
Loewen Group’s putative greed. There was Lorraine
McGrath, a former comptroller for Loewen in the
Mississippi region, who had worked on various
acquisitions, including the purchase of the Corinth
funeral homes. She had quit her job, she testified,
in large part because of a crisis of conscience. “The
Loewen Group had a consistent policy at that time
of raising prices on a fairly regular basis,” she stated.
“And I was not sure any longer that I agreed with that.
It was a personal decision that at some point we should
say, “The price is high enough.”
John Wright, the former president of Wright &
Ferguson and for five years a member of Loewen’s
board of directors, was called to testify on Loewen’s
12
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behalf. In this instance, it was Dockins who conducted
the cross-examination. He succeeded in turning Wright
into a witness against Loewen. “Of the three hundred
acquisitions that Loewen has made since you’ve been
on the board,” Dockins said to Wright, “have you
ever known him not to raise prices once he got those
companies?”
“I don’t know of a case where he did not raise prices,”
Wright admitted. “But then I did not have any knowledge
of how the businesses were being operated when he
took them over.” “Isn’t it true,” Dockins asked, “That
after he acquired Wright & Ferguson Funeral Home,
that he raised prices on all of your customers?”
“Yes, prices were raised after we sold.” “Did he consult
you about raising prices on your customers all these
years before he did it?” “No,” Wright said, “we had no
discussion.”
Ray Loewen arrived in Jackson in mid-October. He
brought his wife, Anne, with him. At the Jackson
airport, the Loewen corporate jet was parked right next
to Gary’s jet. From his plane Loewen read the words
“Wings of Justice” emblazoned along the fuselage of
Gary’s plane.
Loewen smiled cheerfully his first morning in the
courtroom and shook hands with everyone in reach.
He made it a point to walk over to the O’Keefe family
members and deliver a warm greeting to Annette
O’Keefe, who looked a little stunned but managed a
smile of her own and a civil reply.
He sat at the counsel table with his lawyers and listened
to testimony. He had no firsthand experience of the
American civil-justice system. In Canada, a case such
as this would have been tried in front of a judge, not
a jury of laymen who knew nothing about the law of
contracts. By the end of the first morning, Loewen’s
demeanor had undergone a radical change. He had
taken the temperature of the courtroom, and he did not
like the results. His affable manner turned brusque.
At the noon recess, he summoned his lawyers into a
conference room across from the courtroom. Members
of the O’Keefe family reported hearing an angry voice
coming from the conference room. “He was chewing
butt,” one of the O’Keefe children said.
Part IV - Conclusion - Next Issue
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Please join us at Brickyard Crossing at the
acclaimed Indianapolis Motor Speedway for
the 15th annual Funeral Service Foundation
Golf Classic.

Golf.

Combining the grandeur and excitement of auto racing with the natural
beauty of a championship, Pete Dye-designed golf course, Brickyard
Crossing provides a unique golf experience you won’t want to miss.
A four-hole stretch inside the famed Indianapolis Motor Speedway makes
this a “Bucket List” golf course. Brickyard Crossing is one of the few select
venues in the country to host PGA, LPGA and Champions tour events.

Network.
Sunday, October 18
Indianapolis, IN
18 Holes
8:30 AM Scramble Start

Held in conjunction with the 2015 NFDA International Convention &
Expo, the Golf Classic is one of the profession’s most popular networking
events, drawing together funeral directors and allied professionals who, like
you, are committed to supporting the Funeral Service Foundation’s mission
to fund projects and programs that support all of funeral service in building
meaningful relationships in the community.

Support.

More than a half-million dollars has been raised over the years thanks
to generous donors who attend and sponsor the annual Golf Classic.

Please call 877-402-5900 or visit

FuneralServiceFoundation.org/Golf
for registration and sponsorship information.
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See you on the links!

The History of Cremation - Part II of III
By Todd W. Van Beck, Director of Continuing Education,
John A. Gupton College, Nashville, Tennessee.

RELIGIOUS THINKING AS A POWERFUL
INFLUENCE:
About one hundred years after the death of Jesus Christ
the fires of cremation slowed down considerably and in
some places simply stopped. The cutoff is historically
abrupt and only suggestively understood. However
two very powerful factors probably contributed to this
snuffing out of the cremation fires.
First is a practical explanation. Under the Greek and
Roman civilizations world travel changed by increasing
with explorations the world over and in order to travel
you needed ships, and in order to build ships and large
ships to boot, you needed wood, and a lot of wood,
tons of wood.
During the ten decades that followed the death of
Jesus Christ, the Roman Empire experienced a severe
shortage of wood, not because they were building
ships but specifically because so many trees had been
felled for centuries to fuel their magnificent cremation
pyres. However with the new world explorations of
the Roman Empire and with wood being the principal
building materials for ships and fortresses and now at a
premium price, the Roman government placed severe
restrictions on the use of timber and this eventually
turned into a ban on the use of wood. Outdoor cremation,
anyway the Roman way was, after all, not an activity
to be pulled off clandestinely.
Wood in Rome may well have possessed economic and
shipping and exploration influence, but by this time

another powerful, more powerful than wood influence
was happening. It was a new growing religion which
also possessed an ever growing political and economic
power – it was called Christianity. The spread of
Christianity played a tremendous role in the decline of
cremation and this fact should not be underestimated.
However before an historical exploration of
Christianity’s influence on the issue of cremation, it
will be helpful to begin at the beginning of the origins
of Christianity – namely Judaism.
One feature of both Judaism and Christianity are that
they are religions that have books. Before the Jewish
writings and hence books, most religious activities
were a series of random rituals, many times brutal
rituals, where everything from a goat, to a bushel of
corn, to a human being was offered in sacrifice to the
myriad of gods which people worshipped. However,
for the most part, the rituals and beliefs attached to
these “mystery religions” (and there were thousands
of them) were not written down. The emergence of
Judaism changed all that. Judaism took the world from
being polytheistic to being monotheistic, which means
from believing in many gods to believing in one God.
Today this might strike some as unimportant, but make
no mistake this movement proved to be one of, if not
the most significant change in world thinking and
history since creation.
The great British theologian and mathematician Alfred
North Whitehead was once asked at the end of his life
what in his opinion were the two greatest events that
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had happened in history? Lord Whitehead paused for a
moment and responded, “The invention of anesthesia,
and the elimination of polytheism.”
Prior to the wisdom writings found in Jewish religious
and sacred texts, little importance was placed on or an
acknowledgement made concerning the worth of just
one human life. Life was cheap. Judaism changed all
that. Within the Jewish wisdom teachings and writings
the human being was seen as a creation that had worth
and most importantly the individual human person was
created by the one true God. Hence there emerged from
Jewish teachings for the first time in world history an
ethical approach of reverence for the sacredness of just
one human life, and you did not have to have financial
wealth or royalty to qualify as being important in the
eyes of God. This religious ethic of the Jews had been
unheard of in most all civilizations up to this time, and
this Jewish reverence for human life translated quickly
into the Jewish teachings concerning reverence for the
Jewish dead. For the Jew life and death went hand in
hand.
Because of the ethic of reverence for the dead for
the ordinary Israelite family death then was a highly
significant event. When there was a death a close
relative would close the eyes of the deceased. The
dead body was then bathed, fully dressed and humbly
carried on a wooden bier to the burial site.
Cremation was unheard of, and it is interesting as to
just why the Jews discarded cremation, because without
question they would have been exposed to the practice
in their already long and eventful history.
The early Jewish experience was one of community.
This was a key to survival. Humility and sharing
amongst each other was critical. In fact many times
this communal practice of helping each other, by
placing value on others literally translated into survival
of the Jews. Because the individual person who was
part of the Jewish religious community had special
significance, when they died the Jewish community
approached the death with quiet reverence, with solemn
rituals, with prayers, with the reading of verses from
their sacred texts – and also with humility. The death
of a member of the community held great religious and
social significance.
The result of this community importance that the Jews
16
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placed on both significance and humility appears in
historical retrospect to be an unspoken yet by action
departure from what the Jews considered to be the
paganism, the status symbols, the flash and the
pageantry of the Greek and Roman way of death, and
the result of this attitude was that the Jews turned their
backs away from cremation. Cremation for the early
Jew was then a double edged sword being both a total
destruction of God’s creation, and it was also proud,
arrogant and totally lacking in humility. The result the
Jew’s would not cremate.
Also the Jewish thinking often times viewed fire as
being punishment (this view would be adopted by the
later Christians).
From Jewish traditions flowed the Christian movement.
It is clear that just as Judaism was a religion with books,
with teachings, with writings, with sages, with wisdom,
so began Christianity as a religion with books – many
books. Of primary focus in the Christian movement
was the documentation and writing down in books the
teaching and sayings of Jesus.
Early Christianity did not explicitly forbid cremation
(as the later church would), but it sternly frowned
on burning the body of a Christian for two supreme
reasons: the Pagans routinely cremated their dead to
mock the Christians belief in a bodily resurrection,
therefore Christians should not cremate; and most
compelling Jesus had not been cremated.
In the very earliest days of the Church one of the
negative reactions by the Church towards the Roman
Empire was that after Christians had been martyred
the Roman government would take their bodies,
which were viewed as being the Temple of God by the
Christians and would incinerate the Martyrs and then
have the sacred (to the Christians) remains scattered.
The Roman logic being that with this highly visible
indignity the Romans could easily declare that there
was no way the Christian God could reunite the body
and soul of the Martyrs as preached by the early Church.
Two results of this Roman insult were the Christian
development of the underground catacombs where
their sacred dead would be protected and safe and the
growing and rigid prohibition against cremation as a
choice for Christians for the final disposition of the
body after death.

As Christianity grew the leadership of the Church
believed firmly that cremation was not a wise decision.
Not only did the Christian leaders point to the mockery
that Pagans were tossing at them by cremating the
Christian and their own dead, they also concluded that
the Bible clearly teaches that the body is the Temple of
the Holy Spirit and that cremation was hence viewed
as completely destroying God’s creation, whereas
they pointed to earth burial as not being totally and
completely destructive. Also the early Christians
pointed to the natural slow processes that earth burial
afforded.
It was true that permission could be given to use
cremation under “extraordinary” circumstances
such as the years of the plague in Europe during the
Middle Ages, but as a general rule the early Christians,
and later the organized Catholic Church outlawed
cremation as an un-Christian act that was in reality a
cruel attempt by pagans to disprove the
core belief of Christians during this period
about the revered and fervent Christian
hope of a reunited body and soul at the
final Resurrection.
The first governmentally proclaimed
prohibition concerning the practice of
cremation for Christians came when
Constantine the Great, the first world leader
of importance to embrace Christianity
prohibited cremation everywhere within
his realm.
Christianity has a history even to this very
day of never truly being at peace with
the issue of cremation. However some of
the world’s religions, such as Hinduism,
practice cremation as an essential part of
their historic death rituals. However in
the historical perspective of the Western
civilization Christianity frowned upon
cremation which they had inherited as a
tenet of Judaism, and both Judaism and
Christianity frowned upon cremation
because both were actively attempting to
abolish Greco-Roman pagan rituals.
Within the Christian framework the
religion that has had the most objections
to cremation has been the Roman Catholic

Church. This prohibition against cremation became
so pronounced that in May of 1886 Pope Leo XIII
promulgated Canon Law #1203 which read: “The
bodies of the faithful must be buried, cremation is
forbidden.” Also within the contents of Canon Law
#1203 there was another mandate forbidding Roman
Catholics from joining societies whose purpose it was
to spread the practice of cremation, because according
to the Vatican in 1886 such a membership implied a
denial of the resurrection of the body.
During the Vatican II council a discussion was started
of how to use cremation in a manner that would fit into
the Roman Catholic Funeral Rite and allow the human
body to be treated with the dignity that it deserves.
It had become apparent that many times the use of
cremation was following adopted local customs, and
was also at times necessary for economic and health
reasons. The message was clear: cremation was not
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being exclusively viewed as anti-Christian anymore.
On May 8, 1963 Pope Paul VI removed Canon Law
#1203, and throughout the four decades since then, the
cremation rate has risen steadily, for Roman Catholics
too.
Regardless of the contemporary acceptance of
cremation by many modern Christian bodies, it is
historic fact that the Christian movement has a strong
history of resisting cremation, but nothing lasts forever
– historically speaking.
As the strength of the Christian movement gathered
force and power there was a concentrated effort to
weed out any vestiges of paganism, and certainly the
Christians of antiquity associated, and with good reason,
the practice of cremation with pagan rituals and their
accompanying ridicule. In fact the great Charlemagne
of France proclaimed punishment by death for those
who performed cremations.
In addition to the churches ever growing power and
influence was the clear Christian distinction that
Christians liked grave spaces, monuments, tombs,
cemeteries and particularly the holy relics of early
Christian saints.
Even when the issue of wood consumption was
brought up the early Church had a quick response. It
was better, they replied, to use wood to construct tombs
and monuments than it was to use the combustible
material in making cremation pyres. In Westminster
Abbey to this day can be seen a magnificent tomb
made of solid oak wood in which is entombed Edward
the Confessor, and this tomb has remained intact over
many centuries.
Throughout parts of Europe, cremation was strictly
forbidden by law and even punishable by death if
combined with pagan and heathen rites. Cremation
was even sometimes used by church authorities as part
of the punishment for heretics and this did not only
include burning the person alive at the stake.
The Church over time was very successful at
associating cremation with a fiery eternal punishment
that bordered on clear previews of what an everlasting
hell, fire and damnation would be like. For example so
associated had the Church become with the symbol of
fire as a powerful tool of the everlasting punishment
18
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of hell to instill obedience in the faithful that in 1428
an astonishing 44 years after his death the Church had
the condemned heretic John Wycliffe’s (the translator
of the Bible from the Latin Vulgate into English) body
exhumed and cremated and had his ashes thrown into
the River Swift explicitly as a posthumous punishment
for the world to see for his prior denials of the truth of
the Roman Catholic doctrine of transubstantiation (the
doctrine that teaches that in the Eucharist the substance
of wheat bread and grape wine changes literally into
the substance of the Body and Blood of Jesus). The
theological thinking of the Church at the time (1428)
being that by burning the bodies of “heretics” like
long dead John Wycliffe it was hoped that when Christ
returned it would be impossible for any heretic like
poor old John Wycliffe to be resurrected and reunited
with Christ.
Some of the various Protestant denominations came to
accept cremation with the theological rationale being,
if God can resurrect an entire dead body, then God can
just as easily resurrect a bowl of ashes and dust and
create a new body. Still the Roman Catholic Church
resisted from allowing cremation and in the 1908
Catholic Encyclopedia it referred to the Protestant
efforts at justifying cremation as a “sinister movement”
and even went as far as associating the advancement of
the acceptance of cremation with Freemasonry.
Overall the Christian opposition to cremation lasted
for 1500 years. It was only a matter of time however
before certain social forces such as printed books, and
the presence of people who knew how to read, and free
thinking began to challenge and even start to dismantle
the 1500 year old Christian prohibition of cremation.
By 1658 a fellow named Sir Thomas Browne authored
a book on burial customs and in this publication he adds
an honest and well balanced narrative on cremation,
which Sir Thomas approved of and since he held
notable power and influence, his position concerning
cremation was a much needed endorsement, publically
anyway.
In 1710 none other than the wife of the Treasurer
of Ireland boldly and with great conviction and
bravado (for a woman of the time) made known her
wishes to be cremated. She based her decision upon
her assessment of the horrible condition of most of
the Irish churchyards she had examined. Her wish
provoked quite an outcry and particularly from the

Roman Catholic Church in Ireland, but already the
subject of cremation was going full circle. Then on top
of all this chatter about cremation, in 1822 the famous
English poet Percy Bysshe Shelley was drowned in the
Mediterranean and according to the Tuscan health laws
of the time he was cremated as a protection against
the spread of disease. Suddenly the devoted followers
of Shelley’s poetry quickly converted to requesting
cremation for themselves upon their own deaths. It
is time for another history transition into yet another
shade of gray – let’s take a look at a strange subject –
industrial developments that generated high heat.
INDUSTRIAL DEVELOPMENTS THAT
GENERATED HIGH HEAT
For all of the rich and substantive history of death care,
cremation emerges with one unique requirement which
none of the other body disposing activities need nor
require, but for cremation is an absolute requirement –
heat and a lot of heat.
A grave can easily be dug without using heat. In fact
the only time heat is used to dig a grave is in some
localities during the middle of winter where the frost is
so deep that the ground is heated with propane so the
grave can be dug. A funeral can easily be conducted
without using fire, and mourning practices rarely use
fire, save for the candles here and there in the mortuary,
home or church.
Without heat, however, there is no possible way
to cremate a dead human body. As we have already
established, obtaining heat in the history of cremation
was not only a monumental task, there were no
guarantees that once you had heat that it would be
enough to get the job done, or that it would last long
enough for a complete burn or that you could even get
it hot enough.
A brief history of ovens and furnaces here will be
helpful, because ovens revolutionized cremation.
Ancient people began cooking on open fires. These
cooking fires were placed on the ground and later simple
masonry construction was used. By the Middle Ages
taller brick and mortar hearths often with chimneys
were being built. The first written record of an oven
being built refers to an oven built in 1490 in Alsace,
France and this oven was made entirely of brick and
tile including the flue. Around 1728 cast iron ovens
were being made in quantity, but with the Churches

prohibition towards cremation during this period, few
if any people associated ovens with cremations.
By the late 1860s however experiments were being made
by a number of independent inventors, particularly in
Italy, who were set on developing a heat source that
could not only incinerate a dead body.
A certain Professor Brunetti made a big splash of
sorts at the Vienna Exposition in 1873 by presenting
his new furnace contraption. However these creative
inventors were still stymied by the age old challenge
of cremating a dead human body; namely generating
enough sustained heat to completely incinerate the
body. Interestingly furnaces that could melt iron had
been invented by this time and were being used, but
they were useless in the attempts to cremate a single
human being simply because while the individual
crematory furnaces seemed unable to generate enough
heat, the “blast” furnaces in the iron mills, if used,
would create so much heat as to literally vaporize the
dead human body and this was not an option.
However things began to look up for cremation
technology when the British inventor James Sharp
patented a gas oven in 1826. However the initial
operation of the new apparatus was unsuccessful. By
the 1870s the gas oven had been perfected, and gas
lights, gas ovens, gas heating sources were being used
in millions of homes across the globe.
Around this time there was growing support for
cremation in Germany and in England. In England none
other than the personal surgeon to Queen Victoria, Sir
Henry Thompson inspired the cremation movement
in his country. Sir Henry was concerned with the
deplorable conditions of the English churchyards, and
saw it as a genuine threat to public health. Sir Henry
even attended the Vienna Exposition and saw Professor
Brunetti’s invention and returned to England with a
cremation mission set in his mind. He wrote an article
in which he favored cremation, and quickly a debate
both written and spoken began between Sir Henry
and the Church of England (who of course was firmly
against cremation) and many in the public who also
held strong opinions for and against cremation.
In 1874 Sir Henry formed the Cremation Society of
England with a membership comprised mostly of free
thinkers, Unitarians, liberals and socialists and people
(the newspapers reported) without any professed
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religious conviction. By 1878 the Cremation Society
of England erected its first crematory in Woking and
used a furnace which clearly generated enough heat for
the required time to thoroughly cremate a dead human
body. However the growth of the Cremation Society of
England was slow going.
Now enter the eccentric yet highly creative and
infamous Dr. William Price of Wales. Dr. Price received
much fame and attention for his deep involvement
with a revival of the Druid religious movement in his
native country. Dr. Price today is recognized as one of
the most unusual people in Victorian Britain. For all
Dr. Price’s eccentricities and he had many; for instance
he would not wear socks because he thought them
unhygienic, and he wore a large fur hat on his head and
dressed in bright green coats covered with bright red
buttons, and he thought that he had been specifically
chosen by a Druid god to deliver the Welsh people from
bondage from Great Britain. Also Dr. Price did not
believe in marriage, as he proclaimed it as enslavement
of a woman, but he himself was interestingly married
twice.

before the child’s body had actually been burned. Dr.
Price was charged with the cremating of a dead body, as
the arresting police officers were convinced cremation
was a crime. However the police were not sure. At the
trial Dr. Price defended himself and declared that while
the law did not state that cremation was legal, it also did
not state that it was illegal.
The judge agreed and Dr. Price was freed, and he was
finally able to give his son a cremation which involved
Dr. Price’s own Druidic prayers. Dr. Price became
famous over this incident and set the precedent that
allowed cremation to eventually flourish in Great Britain.
In the United States Dr. Julius Lemoyne constructed
a crematory in Washington, Pennsylvania which was
constructed basically to cremate his own body upon his
death, not for the public’s use.

Regardless of politics, eccentricities, religious and
philosophical resistance, by the turn of the 20th century
cremation was again on the ascendency – as always
happens history was repeating itself, and this present
track of cremations ascendency still has not altered itself,
but kindly recall the last time cremation fell out of favor.
However it was Dr. Price’s stance on cremation That period lasted 1500 years. In our own time we have
that both got him into trouble, but also made him a only seen the acceptance of cremation in contemporary
cremation hero in Great Britain and changed the course life since the late 1800s - historically speaking just a tiny
of cremation in that country forever. Here is the story. piece of time only a little more than 100 years.
In 1883 Dr. Price had a son born who he named “Iesu
Grist” (Welsh for Jesus Christ). The young infant died It is time for our last transition in our gray area of history:
five months later and Dr. Price believing that burying Cultural nuances that fiddle with death attitudes.
a corpse polluted the earth decided to cremate his son. To Be Concluded Next Issue
When Dr. Price himself started the cremation pyre
many townspeople noticed the fire and when they found
out that Dr. Price was trying to cremate his own son
the crowd flew into a rage and had Dr. Price arrested
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Country Undertaking from A Mayor’s Point of View

by Danny Hutcheson, CFSP

Being a funeral director and being involved in public
service is not an uncommon occurrence. There are
many funeral directors across the country who serve
in elected office and on countless volunteer boards, not
to mention Church and other religious organizations.
Funeral directors for ages have offered themselves to
serve as coroners, city council members, mayors, state
legislators and volunteer rescue squad members, just
to name a few. What is uncommon is a phenomenon
that has occurred in the west Georgia area.
In a three county region located along the border of
Alabama west of Atlanta you will find four cities in
close proximity that have as their Mayor a funeral
director. In Polk, Haralson and Carroll Counties you
will find these unique funeral directors who have
chosen to run for mayor of their respective cities and
who serve quite honorably.
To be a Mayor of a small town is not an easy task at
times. Often times, the Mayor finds himself in a position
where he has to smooth over difficult situations. Small
towns are in many ways like a large family, everybody
knows everybody and sometimes they disagree. From
watching these men serve and studying their actions,
there are times, no doubt, that they could be nominated,
and rightfully so, for the Nobel Peace prize. Many
times the issues that cause the most commotion in a
small town are trivial at best, but to the person doing
the complaining, it is the issue of the century. Also,
Mayors of small towns find sometimes having to
decipher and decode what people really want or what
they are complaining about. As a wise man once said,
when someone complains to the authorities about his
neighbor’s dog, most of the time the dog is not the
problem.

Let’s take a closer look. In the city of Rockmart,
located in the eastern part of Polk County Steve Miller
serves as the Mayor. Steve operates the Alvis Miller
and Son Funeral Home on a daily basis, along with his
son Chris. Prior to funeral service, Steve was an EMT
with the Polk County Emergency Medical Service.
Steve is serving his first term as Mayor after serving for
many years as a city council member. Under Steve’s
watch, the city completed the new city hall complex
which was formerly the building that housed Rockmart
High School. When you meet Steve for the first time,
the best way to describe him is that he personifies what
it means to be a southern funeral director. His calm
demeanor no doubt also serves him well in his duties
as Mayor. Steve and his late father Alvis purchased the
funeral home in 1981.
In Buchanan, the county seat of Haralson County
Chase Croft serves as Mayor. After assisting with the
memorial service for Mayor Benjamin S. Biggers,
who died in office, Chase decided he wanted to run so
he could serve the people the this little west Georgia
hamlet that has been his home for most of his life and
in which he has deep roots. His grandfather served as a
council member and as Mayor Pro-Tem for many years.
As a side note, he serves as Mayor while his mother-inlaw, Patty Hutcheson, also a funeral director, serves on
the city council.
To the best of anyone’s knowledge, Chase is the
youngest person to ever be elected Mayor of Buchanan
and is perhaps one of the youngest persons to serve
as a Mayor in the state of Georgia. During the short
time he has served as Mayor, the city has completed
the new city park located behind city hall and the
Police Department has become the only accredited
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policy agency in Haralson County. Chase and his wife
Kathryn Hutcheson Croft (also a funeral director)
own Croft Funeral Home & Cremation Service in
Temple. He began his funeral service career and
served his apprenticeship under his father-in-law,
Danny Hutcheson at Hutcheson’s Memorial Chapel &
Crematory in Buchanan. He also serves as a Deputy
Coroner in Haralson County.
Moving down to Carroll County, Wayne Garner serves
as the Mayor of the county seat of Carrollton. While
Wayne is not a full time funeral director, he is still very
involved in funeral service and has been a licensed
funeral director since 1982. His work in a funeral home
began as a very young teenager working for J. Cowan
Whitely. During this time Wayne says he was fired and
then rehired several times for eating too much.

22

Wayne is the owner of The Garner Group which is a
public affairs firm that lobbies on behalf of various
clients with various state legislatures and with members
of Congress. For many years Wayne has been the go-to
guy for members of the Georgia legislature on matters
related to funeral service since he served seven terms
as a state senator and is known to virtually everyone
at the state capital. Wayne is what could be called an
agent provocatuer for his handywork at the local diner
for causing “trouble” among the regulars. Garner finds
it amusing to propagate a falsehood at the diner then
sit back and see what happens. Previously, Wayne
was the owner of Whitley-Garner Funeral Home
in Douglasville. He is associated with Hutcheson’s
Memorial Chapel & Crematory in Buchanan.
To the east of Carrollton in the city of Villa Rica J.
Collins serves the citizens as Mayor. J. is the proprietor

Steve Miller, Mayor in Rockmart, GA

J. Collins, Mayor in Villa Rica, GA

Wayne Garner Mayor in Carrollton, GA

Chase Croft Mayor in Buchanan, GA
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of J. Collins Funeral Home and Cremation Service. He is serving his third term in office and is seen as a very
progressive and as an innovative thinker. Most days at some point in time you can find J. walking along the streets
of Villa Rica between his town home and funeral home or at Doyle’s Store (the local gossip station and hang
out).
Like Chase in Buchanan, J.’s roots in politics run deep. His grandfather, Edwin Busbin, was a city council member
and is a licensed funeral director. J. began his funeral service career as a teenager working for the J. Hoyt Thomas
Funeral Home in Villa Rica then later for the Almon Funeral Home in Carrollton.
These four men have a lot in common. They love to serve, in whatever capacity. They have deep, very deep,
southern roots. Their ancestors have been in the areas they serve for generations, most of them since before the
War Between the States. To the southerner, that war is what those from above the Mason-Dixon Line mistakenly
call the Civil War. Those in the south have never seen anything particular civil about it.
Another commonality among these men is that they are sought out. I once heard someone say that the highest
compliment a funeral director could have is that of being sought out. It is through their work as funeral directors,
helping people, that prepares them in a very unique way to serve as the leaders, the Mayors of their respective
towns.
J. and Chase also share something in common. They both have had daughters born while serving as mayor. J.’s
daughter, Janie Jo is two and Chase’s daughter Kaylee is one. Both of these young ladies are no strangers to the
funeral home or city hall. Why would a funeral director want to be in politics, much less serve as Mayor. Perhaps
because funeral service is a labor of love. So is service to one’s town, one’s fellow citizens.
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Another Banner Year for the ICCFA Annual
Convention & Expo in San Antonia, Texas
The International Cemetery, Cremation and FuneralAssociation’s
Annual Convention & Exposition, April 8-11 in San Antonio,
Texas, drew 2,147 total attendees and 582 supplier booths. The
convention also attracted at least 371 first-time attendees.
The breakdown for the 2015 attendance numbers is as follows:
• Total cemetery, funeral home, crematory and allied business
representatives: 1,072
• 24 percent representing combination cemetery/funeral home operations
• 23 percent representing stand-alone cemeteries
• 31 percent representing stand-alone funeral homes
• 5 percent representing stand-alone pet loss providers
• 15 percent “other,” including insurance agents, school faculty, representatives of industry associations
• Spouse/guest registrations: 129
• Exhibitor and supplier registrations: 1,020
•

Attendees classified their positions as follows:
• Owners: 41 percent
• Managers: 47 percent
• Staff: 12 percent
• Final purchasing authority: 58 percent
• Make purchasing recommendations: 39 percent
• No purchasing authority: 3 percent

The convention hosted 136 international attendees representing 17 countries outside of the United States.
Attendees rated the event highly, with 84 percent indicating their overall convention experience was “excellent”
or “very good,” and 81 percent indicating they “definitely” or “probably” will attend the ICCFA 2016 Convention,
April 13-16, in New Orleans, Louisiana.
Among the comments:
“The format was much improved: later start for the annual meeting; moving the memorial service to the last day;
earlier start time on first day; more time with the exhibitors.” Frank Milles, StoneMor Partners, LP, Levittown,
Pennsylvania
“This was the first time I have the ICCFA Annual Convention. As an HR professional and proud cemeterian, I was
very impressed by the variety of products, people and was especially delighted by the various courses that covered
human resources.” Monica Brache-Hernandez, Inglewood Park Cemetery, Inglewood, California
“Great convention! ICCFA provides some of the best education in our industry. Thank you for your focus on
quality speakers.” Marla Noel, Fairhaven Memorial Park, Santa Ana, California
More than 87 percent of exhibitors rated their overall exposition experience as favorable. Asked about their plans
for the 2016 Convention & Exposition, 97 percent indicated they planned to exhibit.
24
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CCFA Elects New Leadership

The International Cemetery, Cremation and Funeral
Association elected new leadership during its 2015
Annual Convention & Exposition, April 8-11, in San
Antonio, Texas.
ICCFA Officers for 2015-2016:
• President: Darin B. Drabing, Forest Lawn
Memorial-Parks & Mortuaries, Glendale,
California
• President-Elect: Michael R. Uselton, CCFE,
Gibraltar Remembrance Services, Palmetto,
Florida
• Vice President, Education: Paul Goldstein,
Hillside Memorial Park and Mortuary, Los
Angeles, California
• Vice President, Membership & Marketing: Jay
Dodds, CFSP, Signature Group, Houston, Texas
• Vice President, Internal Affairs: Scott R. Sells,
CCFE, Service Corporation International, San
Jose, California
• Vice President, External Affairs: Christine Toson
Hentges, CCE, The Tribute Companies Inc.,
Hartland, Wisconsin
• Treasurer: Gary M. Freytag, CCFE, Spring Grove
Cemetery & Arboretum, Cincinnati, Ohio
• Secretary: Daniel L. Villa, Inglewood Park
Cemetery, Inglewood, California
Members elected to serve three-year terms on the
ICCFA Board of Directors:
• Richard O. Baldwin, Jr., CCE, Celebris Memorial
Services, Quebec, Canada;
• Christine Hunsaker, Hunsaker Partners, Atlanta,
Georgia;
• Christopher J. Keller, French FuneralsCremations, Albuquerque, New Mexico;
• Tim Lancaster, CCFE, Eternal Hills Memorial
Gardens & Funeral Home in Klamath Falls,
Oregon;
• Lee Longino, Service Corporation International,
Palm Harbor, Florida;
• Dyanne M. Matzkevich, Gethsemane Memorial
Gardens, Wake Forest, North Carolina;
• George H. Milley III, CCE, Forest Hills Cemetery,
Boston, Massachusetts
• Mitch Rose, CCFE, CCrE, Woodlawn Cemetery,
Bronx, New York.

Past presidents elected to serve a one-year term on
the Board are:
• Robert A. Gordon, Sr., CCE, CCFE, CSE, Eternal
Hills Memorial Gardens & Funeral Home in
Klamath Falls, Oregon
• Frederick W. Miller, CCE, Memorial Business
Systems, Brentwood, Tennessee
• Richard T. Sells, CCE, Johnson Consulting
Group, San Diego, California
The International Memorialization Supply Association
appointment to the Board is Frederick W. Miller, CCE,
Memorial Business Systems, Brentwood, Tennessee.
Presidential appointments to represent the ICCFA
on the Cemetery Consumer Service Council:
• Thomas P. Daly, CCE, CHS Consulting Group,
Westwood, Massachusetts
• Stephen Burrill, CCE, CCrE, Mount Hope
Cemetery, Bangor, Maine
Members of the 2015-2016 Executive Committee:
• ICCFA President Darin B. Drabing, Forest
Lawn Memorial-Parks & Mortuaries, Glendale,
California;
• ICCFA President-Elect Michael R. Uselton,
CCFE, Gibraltar Remembrance Services,
Palmetto, Florida
• ICCFA Immediate Past President I. Frederick
Lappin CCE, Knollwood Cemetery Corporation
and Sharon Memorial Park, Sharon,
Massachusetts;
• Paul Elvig, Everett, Washington (president’s
appointment)
• David Shipper, Futura Group, Ewing, New Jersey
(past presidents’ appointment)
• ICCFA Treasurer Gary M. Freytag, CCFE, Spring
Grove Cemetery & Arboretum, Cincinnati, Ohio
(ex-officio)
Founded in 1887, the International Cemetery, Cremation
and Funeral Association is the only international trade
association representing all segments of the cemetery,
cremation, funeral and memorialization profession. Its
membership is composed of more than 9,100 rooftop
locations and 20,000 professionals in the cemetery,
funeral home and crematory industries, as well as
supplier and related businesses worldwide.
Southern Funeral Director Magazine w August 2015 25

26

(L-R) David Shipper, Futura Group;
Irwin Shipper, CCE, Palm Beach
Gardens, FL and Fred Miller, CCE,
Memorial Business Systems

(L-R) Mark Milton, Live Oak Bank
and Dan Garrison, Service Corp
International

(L-R) Gerry Givnish, Life
Celebration; James Cummings,
Life Celebration and Dave Snyder,
Federated Funeral Directors of
America

(L-R) Tom Hughes, Triple H
Company and Jamie McDermott,
Legacy Touch

(L-R) Scott Jones, Service Casket
Company and Dave Hazelett,
Astral Industries

(L-R) Jim Starks, J. Starks
Consulting;
Alan
Creedy,
Succession Planning Associates
and Bill McQueen, Succession
Planning Associates
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850 Williams Drive

PreOwned

HEARSES

2012 Lincoln Eagle Icon

Marietta, GA 30066

www.myhearse.com
800-334-2697
LIMOS
(2) 2011 Cadillac Superior

Black/Black, 15k miles

Raised Roof, Black/White/Black, 35k miles

2012 Lincoln Eagle Icon

2010 Cadillac Eagle 6 Door

White/Black, 13k miles

Silver/Black, 19k miles

2010 Cadillac Eagle Ultimate

2008 Cadillac Superior 6 Door

Silver/Black, 24k miles

65k miles

2009 Cadillac Superior Statesman

2008 Cadillac S&S

Gray/Gray, 18.5k miles

Raised Roof, Blue/Blue, 37k miles

2009 Cadillac Eagle Kingsley
Silver/Blue, 31k miles.

In stock &
ready for delivery!

Providing The Finest Funeral Coaches Since 1969
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VINEYARD FINANCING
INDEPENDENT FUNERAL HOME
FINANCING AVAILABLE
Welcome To Vineyard Financing. Vineyard
Financing provides financing for the purchase
of funeral homes.
We work with individual funeral home buyers
and sellers in the following three capacities:
EMPLOYEE BUYOUTS
ACQUISITION FINANCING
CORPORATE DIVESTITURE FINANCING
For More Information Contact Gary Minter at
(404) 249-9582 or visit our website
www.vineyardfinancing.com
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industry News

Matthews International Announces Completion of Transaction to Acquire
Aurora Casket
Matthews International Corporation, Pittsburgh, PA
(NASDAQ:MATW) (“Matthews” or the “Company”)
completed its transaction to acquire Aurora Casket
Company (“Aurora”) from Kohlberg & Company on
Wednesday, August 19, 2015. Under the terms of the
transaction, Matthews purchased Aurora’s stock for
$214 million, subject to a working capital adjustment.
Matthews will integrate Aurora within its existing
Memorialization Segment, which is a leading total
solutions provider to the funeral and cemetery industries.
The combined funeral home operations will be branded
Matthews Aurora Funeral Solutions, bringing together
the best products, marketing programs, and services
from both companies, and offering its customers an
extensive casket selection, exemplary delivery service,
industry-leading marketing programs and continuity of
experienced sales support.
Steven D. Gackenbach will remain Group President
of Matthews Memorialization. Joseph C. Bartolacci,
President and Chief Executive Officer of Matthews,
stated, “This acquisition represents a major step in
Matthews’ strategic growth vision and in the growth
of our Memorialization business. It will build greater
value for our shareholders as we become an even
stronger competitor in the Memorialization market.”
Steven D. Gackenbach, Group President for Matthews
Memorialization, stated, “I am excited to welcome
Aurora’s customers and employees to the new Matthews
Aurora Funeral Solutions. While both companies were
strong independently, together we are better positioned
with stronger capabilities to serve our funeral home
customers. Matthews Aurora Funeral Solutions will
become the premier provider to the funeral home
industry. Essentially nothing will change for customers
immediately, and our number one priority will be to
ensure that our customers receive seamless service
throughout the integration. We are committed to
maintaining the exceptional product quality, experienced
sales support, excellent customer service and flexible
delivery for which both companies are known.”
Matthews International Corporation
Matthews International Corporation, headquartered
in Pittsburgh, Pennsylvania, is a provider principally
of brand solutions, memorialization products and
30
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industrial automation solutions. Brand solutions
include graphics imaging products and services, and
merchandising solutions. Memorialization products
consist primarily of bronze and granite memorials and
other memorialization products, caskets and cremation
equipment for the cemetery and funeral home industries.
Industrial automation solutions include marking products
and fulfillment systems. The Company’s products and
services include brand development, deployment and
management; printing plates and cylinders; pre-media
services and imaging services for consumer packaged
goods and retail customers; merchandising display
systems and marketing and design services; cast bronze
and granite memorials and other memorialization
products; caskets; cast and etched architectural
products, cremation equipment and cremation-related
products; mausoleums; marking and coding equipment
and consumables, and industrial automation products
and order fulfillment systems for identifying, tracking,
picking, and conveying various consumer and industrial
products. For more information, visit www.matw.com.
Michael Quinn, Aurora’s President and Chief Executive
Officer said, “The merger of Matthews and Aurora to
create Matthews Aurora Funeral Solutions is good for the
funeral service profession, good for Aurora customers
and good for the Aurora team. The combined business
will deliver even more business building solutions to
our funeral home customers, which will help grow and
improve their businesses. The combined team will do
more for the profession than either team could have
accomplished alone.”
About Aurora
Founded in 1890,Aurora Casket is a leading funeral service
supplier. The company operates five manufacturing
facilities in the U.S. and Canada, and provides a full
range of burial, cremation, memorial and technology
products to funeral home clients that help to celebrate
every life and create healing moments for families. For
more information, visit www.auroraadvantage.com.

When you weigh the options

YARBROUGH MORTUARY
SERVICES
The right choice
1-877-664-2802
Jackson, TN
REMOVAL, EMBALMING, OVERLAND TRANSPORTATION
Linda Yarbrough, Office Manager
Brandon Yarbrough, Licensed Funeral Director & Embalmer

Representing these major
manufacturers ...
Superior
Coaches

THE S&S
COACH COMPANY

P
2015 Eagle Echelon Coach

2015 Platinum Phoenix Coach

New & PreOwned
850 Williams Drive

Marietta, GA 30066

www.myhearse.com
2015 MK Lincoln Town Car Coach

800-334-2697

Platinum
Funeral Coach
MK

MK

COACH

K2
K2
Products

Providing The Finest Funeral Coaches Since 1969
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Wynn and Rhett McBrayer, Jones-Wynn Funeral Home in Villa Rica and
Douglasville, Georgia, are Living Proof of the Numerous of Generations that
Have Grown up Reading the Southern Funeral Director Magazine
In March of 1950, Clyde and Shirley Jones founded
Jones Funeral Home. Clyde and Shirley began their
husband and wife service to others by both of them
earning their funeral director license and Clyde also
earning his embalmers license. She was one of very
few female directors and in that time it was a very rare
position. By obtaining her license, Shirley, like other
females, made a statement as to the importance of
females in funeral service. Shirley’s vision was female
involvement in every aspect of funeral service. A belief
carried on by 2nd generation, Dana Jones Wynn, and
also third generation, Ellen Wynn McBrayer. The
Jones-Wynn family firmly believes that the female
touch is unique and valuable. The family tradition
continued in 1970 when Charles Wynn married Clyde
and Shirley’s only daughter, Dana Jones, to become
the second generation.
Now the Jones-Wynn Funeral Home is enjoying what
sometimes never happens, and that is the emergence
of the third generation with Ellen Wynn McBrayer and
her husband, Scott McBrayer. “As the third generation
we have found that family values and family traditions
are not new concepts. For us, caring for the families
of our community is a tradition in which we have
always believed. It is evident from the photos below
that the two young aspiring sons of Ellen and Scott
McBrayer are now destined to be the graduating “Class
of 2034!”

Find us in more places than just campus.
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ASD’s MobileFH™ Selected as a Finalist for 2015 NFDA Innovation Award
ASD is pleased to announce our patent-pending
MobileFH™ feature was recently selected as a finalist
for the 2015 NFDA Innovation Award. This prestigious
award is given annually to a funeral service vendor
whose product or service was introduced during the
previous year and represents creativity, innovation
and excellence. ASD received the Innovation Award
in 2012 for our smartphone app, ASD Mobile, and we
are honored to be selected as a finalist for this year’s
award.

A distinguished panel of judges selected MobileFH™
as one of the five finalists for the award. The winner
will be announced at the Opening General Session of
the 2015 NFDA International Convention & Expo in
October after the funeral service community has an
opportunity to cast their votes online.Your vote can
help ASD win the 2015 Innovation Award. Online
voting runs from now until September 21.

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

“Your Professional Mortuary Specialist Serving the Southeast”
24 Hour Service | Removals | Nationwide Transportation | Embalming | Ship Outs
32%R[/H[LQJWRQ6&(PDLO&URVVURDGV0RUWXDU\6HUYLFHV#JPDLOFRP
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MKJ Marketing Introduces Brand Equity &
Opportunity Market Research Product
MKJ Marketing is the leader in death care industry
marketing serving funeral homes, cemeteries and
death industry vendors in areas of Market Research,
Advertising, Internet Marketing and Training
Programs.
Just as with any professional business or service, whether
a hospital, doctor or attorney, a death care business’s
image within the community is its most important asset.
A brand is a promise a business makes to a customer;
a commitment to principles that the business stands
for. Building and maintaining a strong brand requires
constant monitoring and nurturing. And, on occasion,
a brand strategy needs to be refined or rejuvenated—or
even reset in an entirely new direction.
But how does a business owner or manager know when
it’s time to rebrand? That time usually comes during
one of the following circumstances:
• When it becomes apparent the consumer believes
the principles a business maintains are no longer
consistent with the customers priorities or
preferences.
• When an industry experiences significant change.
Although most funeral businesses have learned to
profit from cremation, the consumer still perceives
cremation as something new, which makes sense
since most families still have not personally
experienced a cremation service, which is why the
consumer looks to the funeral director for advice
and direction.
• A significant change in management or ownership
can cause the consumer to question a business’s
brand promise, particularly if a particular individual
has been closely identified with the business.
• When a business is attempting to expand, such
as building a new facility, or even more so when
acquiring another business. It’s important to know
whether the new community recognizes and
appreciates the firm’s brand.
34
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The funeral profession has become a dynamic
environment of change.
• Price competition has impacted how the consumer
considers death care.
• Ceremony has been the foundation of the traditional
funeral, but society does hold it in the same level of
importance.
• Traditionally, funeral businesses have held a close
affiliation with a particular religion or even a
particular church. Just as families have reevaluated
the role of church in their life, they have also
reevaluated their patronage to a funeral home.
• Funeral services and memorials incorporate more
technology
A funeral business’s greatest asset (or liability) is its
brand. It either increases the financial value of your
business through higher sales or it forces you to charge
less than the firms with greater brand value. In other
words, brand equity defines your business’s profitability
through:
• Market share
• Profit margins
• Economic growth potential
• Prestige for your firm and your family within the
community and market
• Your ability to recruit quality associates
• Return on investment in advertising and marketing
When it comes to hard products, competition is
often based on performance differences. Regarding
competition between professional services, whether
it be hospitals, attorneys, home health care or funeral
homes, it can be difficult to measure and compare
performance, which is why discounting in funeral
service is rampant.
The funeral firms most impacted by the price competition
are those with weaker brand equity. Funeral businesses

with greater brand equity may charge premiums that
cannot be solely explained in terms of technological
superiority and performance-related advantages. The
price premiums reflect the brand equity of a reputable
business.
According to Glenn Gould, “MKJ Marketing’s “Brand
Equity & Opportunity” research study develops a
specific definition of your target audience, which will
allow you to build lasting connections with them, not
based upon price, or location, but an emotional bond
that will withstand competitors’ challenges.
The “Brand Equity & Opportunity” research study
answers business questions that keep clients up at
night;
• How to get a better understanding of the consumers
in my community?
• Why do families select my firm, and why do they
select competitors?
• What information are funeral home shoppers really
seeking?
• What is my brand strategy?
• How do consumers position my firm compared to
my competitors?
• How can I elevate my advertising messaging and
communications?

Owners should invest in the Brand Audit research study
if their firm:
• Is the market leader
• Cremation rate is greater /lower than competitors
• Is losing volume
• Average sale is lower than competitors
• Is considering acquiring an existing firm
• Is considering building a new facility
Business success is not based upon call volume, but
what your business means to you and your family.
Funeral home owners invest their greatest resource in
their business; their time. Isn’t it worth the investment
to know you’re optimizing your life’s work?
MKJ Marketing has conducted over 800 research
studies in the death care industry. The MKJ marketing
consultants leverage their years of funeral industry
experience along with our full suite of research
products:
• Qualitative Research, Focus Groups & Test Panels
• Quantitative Consumer Attitude Studies
• Mixed method or hybrid research.
For additional information on MKJ market research
studies contact MKJ at 888-655-1566 or visit MKJ online at www.mkjmarketing.com.

No child should have to grieve alone.
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Gupton-Jones College Of Funeral Service Welcomes Antonio Wallace As President
BROADVIEW,
IL,
AUGUST 18, 2015
– Pierce Mortuary
Colleges is pleased to
announce the hiring of
Antonio C. Wallace as
President of GuptonJones
College
of
Funeral
Service,
Decatur, Georgia.
Wallace has over
twenty
years
of
experience in higher
education administration, in both the academic and
operations areas. His background includes curriculum
development, student management and support, staff
and faculty development, institutional effectiveness and
research, budget development and analysis, enrollment
management and student retention at the community
college and private for-profit college levels.
Wallace has served as a College Professor for
Healthcare, Education Consultant/Auditor, Director
of Education, Dean of Academic Affairs, Regional
Director of Education, and Vice President of
Operations. He has experience with both regionally and
nationally accredited schools and colleges. Wallace’s
prior experience was in healthcare where he had an
opportunity to serve in such capacities as Physician’s

Practice Manager, Operations Director, and Clinical
Lab Manager in civilian and military environments.
While working in the healthcare industry Wallace
was instrumental in providing guidance, training and
development for students who needed to complete
their externships in a medical facility.
Wallace earned his Masters of Education with
a concentration in Educational Organizational
Leadership from American Intercontinental University.
He also received a Bachelors of Science in Healthcare
Management and an Associates of Applied Science
in Medical Assisting both from Anthem College.
He is committed to lifelong learning and continuing
education.
“Everyone should have access to a quality education
and a chance to accomplish their goals,” said Wallace.
“However, along the way there will be bumps in the
road, hills to climb, barriers to pass and obstacles to
overcome. You must remain determined, dedicated,
and enthusiastic about the journey. Always remember
to stay the course, continue to focus on your goals
and ambitions, maintain a positive environment and
always do your best. The return on investment (ROI)
will definitely be well worth the journey.”
For more information on Gupton-Jones College of
Funeral Service, visit www.gupton-jones.edu.
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ANDOVER LOT MARKERS

SELLING your
FUNERAL HOME
or CEMETERY?

WHY IS ANDOVER NO.1?
HIGHEST QUALITY, LOWEST PRICE... GUARANTEED!
ALL MARKERS ARE CUSTOM MADE TO CUSTOMERS
SPECIFICATIONS

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

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

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

● Purchase
Expansion ● Working Capital
● Inventory ● Equipment

CONVENTIONAL or SBA LOANS

ALSO AVAILABLE IN:

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

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

SEE OUR COMPLETE PRODUCT LINE & PHOTO
GALLERY AT

DICK MATISE

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

www.andovermarker.com

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

634 BERKLEY STREET ● BERKLEY, MA 02779
ANDOVERMARKER@COMCAST.NET
TEL.: 508-822-3127
FAX: 508-824-5895
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August 2015 Ad Index
Ambulance and Coach Sales

23

www.amb-coach.com

Andover Lot Marker Company

37

www.andovermarker.com

ASD - Answering Service for Directors

33

www.myASD.com

Aurora Casket Company

7

www.auroraadvantage.com

Columbian Financial

29

www.cfglife.com

Crossroads Mortuary Services

33

(877) 855-7806

Eagle Coach Company

2

www.eaglecoachcompany.com

Frigid Fluid

11

www.frigidfluid.com

Funeral Service Foundation

14

www.funeralservicefoundation.org

FuneralCall

3

www.funeralcall.com

Hoyt Matise

37

www.matise.com

John A. Gupton College

17

www.guptoncollege.edu

Matthews International

39

ww.matw.com

Midwest Business Capital

13

www.midwestbusinesscapital.com

National Alliance for Grieving Children

35

www.nationalallianceforgrievingchildren.org

Ogeechee Technical College

32

www.ogeecheetech.edu

Olde South Casket

20

www.oldesouthcasket.com

Physicians Mutual/Outlook Group

40

www.advancedfundingsolutions.com

R&S Markers

37

www.rsmarkers.com

Security National Life

9

www.securitynationallife.com

Service Casket Company

4

www.servicecasketcompany.com

27, 31

www.myhearse.com

Ties For You

37

www.tiesforyou.com

Ward’s Transport Services

37

(912) 309-9295

Wilbert ESP

5

wilbert.hmsbox.com/esp/

Vineyard Financing

29

www.vineyardfinancing.com

Yarborough Mortuary Services

31

www.yarboroughmortuary.com

Shields Southeast Sales

38
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10
MILLION
10 MILLION

$
$

IN FINANCING AVAILABLE
IN FINANCING AVAILABLE
FOR CAPITAL INVESTMENT PROJECTS WITH MATTHEWS INTERNATIONAL
CREMATION GARDENS

//

MAUSOLEUMS

//

GLASS-FRONT NICHES

CREMATION GARDENS

//

MAUSOLEUMS

//

GLASS-FRONT NICHES

FOR CAPITAL INVESTMENT PROJECTS WITH MATTHEWS INTERNATIONAL

For additional information or to see if you qualify, contact:

Lisa Bijold / 412-439-5980 / lbijold@matw.com
For additional information or to see if you qualify, contact:

Lisa Bijold / 412-439-5980 / lbijold@matw.com

© 2015 Matthews Resources, Inc., all rights reserved. MATTHEWS® and MATTHEWS INTERNATIONAL® are registered trademarks of Matthews Resources, Inc.

CP-2091-2015

© 2015 Matthews Resources, Inc., all rights reserved. MATTHEWS® and MATTHEWS INTERNATIONAL® are registered trademarks of Matthews Resources, Inc.

CP-2091-2015
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Break through ...
to an all-new way
to earn more growth.

Introducing Cornerstone Index Advantage, a game changer in pre-need funding solutions
from the creators of Cornerstone I, II and Inﬂation Guard.
This unequaled equity-indexed product gives you the opportunity for more growth.
Starting day one.* With an equity-driven growth rate — and protection from market losses.
Cornerstone Index Advantage leverages our nearly 20 years of index annuity expertise to give you
a breakthrough option for your pre-need business. Again.
Available only through Physicians Mutual® and The Outlook Group.

Call The Outlook Group

to break new ground
with your pre-need business.
877.932.3239
AdvancedFundingSolutions.com

PM2823A

Two innovators. One exclusive pre-need program.

Underwritten by Physicians Life Insurance Company. Not available in all states. *If under age 91.

