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and it’s so easy to use!”
- Ellen McBrayer
Jones Wynn
Funeral Homes
& Crematory

888-239-0351 | www.funeralcall.com
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For over 65 years, Doric has been producing quality burial vaults made from components proudly
manufactured in America. Along with exceptional service, Doric Vaults are warrantied and meet or
exceed the standards set by the National Concrete Burial Vault Association for quality and strength.
Available in Double Wall, TripleWall and Quad Wall Protection, Doric offers products for the
preferred level of protection families choose at their time of need. For additional information
or a dealer nearest you, call or visit our website at

800-457-0671 www.doric-vault.com

Superior

Quad Wall Protection
The Olympian exterior features a Solid Bronze
or Stainless Steel shell. 5000 psi concrete is
adhered to a high-impact ABS poly-ribbed liner.
Matching metal inner liner and carapace
adds additional strength and beauty.
.
®

Doric Products
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“Guest” Notes from the Editor by NFDA President, Randy Anderson
It’s hard to believe that another year has passed and it’s time
for the funeral service profession to come together for the
NFDA International Convention & Expo. My wife Kim and
I are looking forward to seeing everyone when we gather in
just a few short weeks, October 9 through 12 in the city of
Baltimore.
As a former school teacher, I know how valuable ongoing
education can be – regardless of whether you need CE to
maintain licensure. In ordinary times, education is critical, but it’s taken on even greater importance given rapidly
evolving consumer needs and shifting business challenges
in our post-COVID world. The progressive education we
need to build growing businesses that serve families and
communities can only be found at the NFDA Convention.
More than 30 engaging education sessions will cover technical skills, business management, the value of ceremony,
cremation, marketing and community outreach. We also
have three inspiring and enlightening keynote speakers and
four incredible preconvention seminars.
The NFDA Convention also features the world’s largest funeral expo. Please take time to meet with our vendor partners and discover the new and innovative products, services
and technologies that will help you exceed the expectation
of your families.
But, it’s not all business! NFDA will help you have fun with
your fellow funeral directors while enjoying “Charm City.”

From our 1980s-themed Welcome Party to our closing celebration at the world renown National Aquarium, you’re
sure to leave Baltimore with many fond memories and new
friends.
Baltimore is writing a new chapter in its history, fueled by
cultural tastemakers and creative entrepreneurs. Today’s
Baltimore is a vibrant community that honors the past while
keeping a keen eye on the future. In Charm City, you can
see the largest public collection of Matisse in the world (for
free!), sip a stout (or the exclusive Baltimore Blonde beer)
in the only Guinness brewery in America, and visit Fort
McHenry, which inspired our national anthem.
The NFDA Convention is always our profession’s “must-attend” event of the year and 2022 is no exception. I hope to
see you in Baltimore in just a few short weeks … and if you
see me or Kim, be sure to say hello.

Options for Memorialization
Celebrate Spirituality, Family, Passion, Life with a Treasured Tribute

Create a Treasured Tribute
1. Choose a photo
2. Choose a Wilbert Legacy Print
64
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Contact your rep to learn about
®

Scan QR Code.

Your Partner in Profitability

Todd is Your Resource to Make
a QUICK Buck
Meet Todd Baran. He supervises the Tecstone Operations and Production Department. Todd and his
team of trained professionals are here to make a customer’s dream quickly come to life.
Whether it’s helping create a unique, hand-crafted memorial using laser etching or a timeless elegant
monument using sandblasting, Todd and his team of stone artisans create one of a kind, distinctive
tributes to a family’s loved one swiftly and skillfully.
He is one of the many associates at Tecstone whose goal is to help your families create custom
memorials. And like every member of the Tecstone team, he is your partner in profitability.

1-800-562-0777 | TECSTONEGRANITE.COM
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NFDA in Baltimore &
the Inner Harbor

8
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So Much to
Explore in
Baltimore!
Discover Annapolis
Sunday, October 9, 12 – 4:30 p.m.
$70.00* (A minimum of 20 participants is required for this tour.)
Travel to Maryland’s capital, the beautifully preserved city of
Annapolis. This colonial-era city is chock-full of remarkable
history, including the nation’s oldest state capitol building
in continuous legislative use. Annapolis is also home to the
United States Naval Academy (USNA) and your walking tour
of “The Yard” will include a visit to the breathtaking Chapel and
the Crypt of John Paul Jones. Following your walking tour,
you’ll have free time for continued sightseeing and shopping.
* Includes motor coach, guide service, USNA walking tour, and
Maryland State House visit (ID required). Tour time: 4.5 hours

Baltimore: Star-Spangled City
Monday, October 10, 1 – 4 p.m.
$55.00* (A minimum of 20 participants is required for this tour.)
Discover why the British chose to attack Baltimore during the
War of 1812 and the unusual circumstances that led to the
birth of our national anthem. This guided bus tour includes
stops at Fort McHenry National Monument and Historic Shrine,
as well as Federal Hill Park. Guests will also learn about other
significant Baltimore sites and landmarks.
* Includes motor coach, professional guide service, and
admission to Fort McHenry. Tour time: 3 hours

Note: All tours depart from the Baltimore Convention
Center. Rates do not include Eventbrite service charges
or guide gratuity.

6
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Fell’s Point Ghost Tour
Monday, October 10, 7 – 9:30 p.m.
$55.00* (A minimum of 20 participants is required for this tour.)
Fell’s Point is one of Baltimore’s oldest neighborhoods, and
the spirits of the countless individuals that have called this
waterfront community home since the 18th century are still
very much alive. Your “ghost guide” will lead you on a spooky
walking tour down centuries-old streets and share stories of
haunts from the American Revolution to the Roaring Twenties.
* Includes motor coach, guide service, and Fell’s Point Ghost
Tour. Tour time: 2.5 hours

Nevermore Baltimore!
Tuesday, October 11, 12:30 – 3:30 p.m.
$60.00* (A minimum of 20 participants is required for this tour.)
Edgar Allen Poe fans will revel in the chance to first visit his
modest West Baltimore home, where a penniless, unknown
college dropout became a professional writer, before
embarking on a city tour that retraces the final days and hours
of one of the world’s greatest literary icons. The experience
culminates with a visit to Poe’s grave, where guests will be
invited to pay their respects and hear a reading of his work.
* Includes motor coach, guide service, and admission to Poe
House. Tour time: 3 hours

My Goodness, My Guinness!
Wednesday, October 12, 12 – 3 p.m.
$65.00* (A minimum of 20 participants is required for this tour.)
Visit the only Guinness Brewery in the United States, located
just minutes from downtown Baltimore. In addition to being
the home of Guinness Blonde, this brewery also serves as a
laboratory for a variety of new recipes and flavor combinations.
Your guided tour will conclude with a tasting, allowing you to
sample products not available anywhere else.
* Includes motor coach, guide service, guided brewery tour
and tasting. Tour time: 3 hours

nfda.org/convention
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Southern Funeral Director Magazine w September 2022

7

La Scala Ristorante Italiano
Little Italy: 1012 Eastern Avenue
La Scala has thrived for more than 25 years
with its authentic Old World Italian dishes. You
can count on long-simmered sauces, housemade pasta, impeccable meats and seafood,
and traditional desserts. Executive chef-owner
Nino Germano cruises through the dining
room nightly, checking on new and familiar
diners. Savor the crisp calamari, Bolognese
with spinach fettuccine, and shrimp scampi in
a buttery, garlicky sauce. Enjoy the chocolatehazelnut cannoli at the end of the night to seal
the deal. lascaladining.com

Cindy Lou’s Fish House

Charm City
Cuisine
In Baltimore, they take food very seriously.
Their restaurants have received recognition from
OpenTable, Food & Wine, Zagat and more, and
multiple city chefs have been nominated for the
James Beard Award. And don’t forget about the
beloved family businesses, food-market vendors
(some of whom have been in business for more
than 100 years!), and service workers – the
beating hearts behind Baltimore’s food scene.
It’s no wonder, then, that Charm City is home to
some of the best cocktails, vegetarian spots and,
of course, seafood in the nation, plus some eats
you can’t find anywhere else. Hungry yet? Here
are just a few places to consider:

8
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Harbor Point: 1215 Wills Street
Cindy Lou’s is a haven for fans of elevated
comfort food, and its relaxed décor (think
cushiony banquettes and a flickering fireplace
in the center of the dining room) fits right
in with the theme. The Southern-focused
menu – hearkening back to co-owners Tony
Foreman and Cindy Wolf’s first Baltimore
restaurant, Savannah, in Fell’s Point – features
soul-soothing standouts, such as a cornmealcrusted chicken-fried steak, and a fried
chicken plate smothered in thyme gravy.
cindylousfishhouse.com

Foraged
Station North: 1709 N. Charles Street
Here, every plate feels like a gift of the
season. A simple tomato dish with goat
cheese, watermelon, basil, and wineberry
vinaigrette is summer on a plate, while the
duck breast with squash puree and fennel
expresses every element of fall. The chef’s
love affair with mushrooms remains intact, so
look for plenty of wildly creative fungi-forward
dishes, too. foragedeatery.com

Thames Street Oyster House
Fell’s Point: 1728 Thames Street
This veteran fine-dining seafood spot is nestled
among the historic waterfront buildings in Fell’s
Point. At Thames Street, you’ll find a kitchen
absolutely dedicated to flavor and freshness.
Begin your experience with the raw bar, where
you’ll find a rotating selection of the country’s
finest shellfish, including raw clams. The main
menu features succulent small plates, such as
a shrimp ceviche that packs the zing of citrus
and the heat of Central American chiles, as
well as creamy clam chowder. The crab cake is
100% Maryland blue crab, while plump gnocchi
finished in Madeira-lobster sauce provide a
decadent bed for the slow-roasted monkfish.
thamesstreetoysterhouse.com
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At
Glance
At aa Glance

registration required
* Additional
only
Additional registration
required
** ByByinvitation
*
invitation only

(Subject to change)

**

(Subject to change)

Friday, October 7
1 – 6 p.m.

Celebrant Training* (Day 1)

Saturday, October 8

4 – 5 p.m.

All-Star Recognition Ceremony

5 – 6:30 p.m.

Funeral Service Foundation
Donor Appreciation Reception**

Tuesday, October 11

7 – 10:30 a.m.

Dover Orientation*

7 a.m. – 4:30 p.m.

Volunteer Opportunity:
Habitat for Humanity*

7:30 a.m. – 5 p.m.

Registration

8 a.m. – 4 p.m.

NFDA Cremation
Certification Program*

8 a.m. – 4:30 p.m.

NFDA Arranger Training*

8 a.m. – 5 p.m.

Celebrant Training* (Day 2)

10 a.m. – 1:30 p.m.

Dover Orientation*

12 – 5 p.m.

NFDA Central

Sunday, October 9
8 a.m. – 12 p.m.

Celebrant Training* (Day 3)

8 a.m. – 5 p.m.

Registration

8 a.m. – 5 p.m.

NFDA Central

8:30 a.m. – 12:30 p.m.

Extreme Restoration Case
Solutions: “What to Do and Use”*

9 a.m. – 3 p.m.

Funeral Service Foundation
Golf Classic*

11:30 a.m. – 3:30 p.m.

Workshops

5 – 5:30 p.m.

First-time Attendee Reception**

5:30 – 7:30 p.m.

Welcome Party

7:30 a.m. – 5 p.m.

Registration

7:30 a.m. – 5:30 p.m.

NFDA Central

8:30 – 9:30 a.m.

General Session: Special
Engagement

9:45 – 10:45 a.m.

Workshops

11 a.m. – 12 p.m.

Service of Remembrance

12 – 5 p.m.

NFDA Expo

12:30 – 2 p.m.

Conversation Cafés

4:30 – 5 p.m.

Installation of 2022-23 NFDA
President & Board of Directors

5 – 5:30 p.m.

NFDA Board of Directors
Installation Reception

5:30 – 6:30 p.m.

Heritage Club Reception**

5:30 – 7:30 p.m.

Funeral Directors Under 40 Party*

Wednesday, October 12
7:30 a.m. – 2 p.m.

Registration

7:30 a.m. – 2 p.m.

NFDA Central

8 – 9:30 a.m.

Workshops

9 a.m. – 12 p.m.

NFDA Expo

12:15 – 1:30 p.m.

Closing Session

6:30 – 9 p.m.

Closing Party*

Monday, October 10
“Think Pink” Day for Breast
Cancer Awareness

12

Today is Breast Cancer Awareness Day at the 2022 NFDA
International Convention & Expo. Show your support by wearing
pink!

The Baltimore Conference
at Your Fingertips!

7 a.m. – 5 p.m.

Registration

7 a.m. – 5:30 p.m.

NFDA Central

7:30 – 9:30 a.m.

Workshops

9:45 – 11:45 a.m.

Opening Session

12 – 5 p.m.

NFDA Expo

Get the new NFDA App! This is the best tool
for the 2022 International Convention & Expo.
The NFDA App, available from your favorite App
Store, gives you access to the convention’s
daily schedule, speaker information, maps, and
more. Instructions will be shared with registrants
following the launch of the app in September.

12:15 p.m.

NFDA Expo Ribbon-cutting
Photo Opp.
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Opening Session

Keynote
Speakers

Stories That Stick: The Irresistible Power of
Strategic Storytelling

Monday, October 10, 9:45 – 11:45 a.m.
Kindra Hall, Award-winning Author and Storytelling Expert
Hall will reveal the psychology behind strategic storytelling and
demonstrate how to fully take advantage of it. Leaders at all levels are
desperately trying to capture attention and resonate with consumers who
expect more. Is there a secret weapon? Yes. The answer is strategic
storytelling.
Kindra’s approach to storytelling is razor-sharp and immediately actionable.
Using her blueprint for effective storytelling, you’ll leave empowered and
equipped to captivate customers and build better relationships, or blow up
your brand by leveraging the irresistible power of your stories.
Sponsored by

Special Engagement

The Way Forward: Mastering Life’s Toughest Battles and
Discovering Your Purpose
Tuesday, October 11, 8:30 – 9:30 a.m.
Sergeant Dakota Meyer, U.S. Marine Corps Veteran and Medal of Honor
Recipient

Kindra Hall

Dakota Meyer

Following an attack on his comrades in Ganjgal, Afghanistan, Medal of
Honor recipient Dakota Meyer showed the ultimate level of courage and
determination by entering the “killing zone” and saving the lives of many
Afghan and American troops. Meyer draws from his military memoirs
and lessons learned in his post-military experiences to lead a candid
conversation on what it takes to survive, thrive, and tackle your biggest
obstacles — whether in combat or in everyday life. As he reveals to
audiences, the first step in moving forward is to learn from the past, but
not let it define who you are or what you’re capable of in the present or
the future. Outlining the importance of purpose and actionable steps each
person can take to discover their own, Meyer reveals the way forward
when it comes to putting life’s toughest battles into perspective, defining
what matters most, and creating legacies.

Closing Session

Embrace Your Thoughts, Elevate Your Life
Wednesday, October 12, 12:15 – 1:30 p.m.
John O’Leary, Author, Motivational Speaker, “Live Inspired” Podcast Host
It’s harder than ever to be a funeral director today. You work longer hours,
and the job is more demanding, which can lead to burn out and stress
beyond imagination. Some days, it’s easy to feel like the cards are stacked
against you, but you can be empowered by your circumstances and
overcome them.

John O’Leary

John O’Leary knows a thing or two about overcoming unimaginable
circumstances. As a child, he was burned on 100% of his body and
was given less than a 1% chance to live. He could have given up, but he
focused on having a positive perspective. John will share how thoughts
are powerful and can change your life. How would your life change for the
better if you focused on uplifting your thoughts? Get ready to be moved to
elevate your life!
Sponsored by

12
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Saturday, October 8
Professional Skills

NFDA Arranger Training
Melissa Posey Loose, NFDA
training and development
manager

Preconvention
Seminars
Friday, October 7
Saturday, October 8
Sunday, October 9
Business Operations, Customer Service,
Professional Skills

Certified Celebrant Training
Glenda Stansbury and Matt Bailey,
InSight Institute
Brought to you by InSight Institute and hosted by
NFDA
Registration: Friday, 12:30 p.m.
Seminar Day 1: Friday, 1 – 6 p.m.
Seminar Day 2: Saturday, 8 a.m. – 5 p.m.
Seminar Day 3: Sunday, 8 a.m. – 12 p.m.
Set your firm apart from the competition and offer
more to the families you serve! As families’ wishes
continue to evolve, it is more important than ever to offer a variety
of services that meet their needs and exceed their expectations.
Fewer families incorporate religious rites into memorial services
now so how can you fill that gap? Many funeral homes look
to celebrants and find it most economical to train their staff to
accommodate this growing demand for customized services. A
certified celebrant works with a funeral director to provide a funeral
service, memorial service or tribute that is personalized to reflect
the personality and life of the deceased. (17 CE hours through
InSight Institute)
$865 for NFDA members or eligible non-funeral directors; $995
for nonmember funeral directors; fee includes light meals and
refreshments

Registration: 7:30 – 8 a.m.
Seminar: 8 a.m. – 4:30 p.m.
Learn how to deliver attentive service before,
during, and after the arrangement conference
through NFDA’s own creative five-step process.
This high-energy, interactive program provides
those meeting with families the tools to
convey the value of the funeral and to design
memorable life-honoring events. Through
a combination of small- and large-group
discussions, problem-solving and creative
collaboration, attendees will leave with fresh
approaches for meeting families’ needs
both inside and outside of the arrangement
conference room. (Up to 8 CE hours)
$495 for NFDA members and qualifying
nonmembers; $625 for nonmember funeral
directors; $160 for mortuary students; fee
includes refreshments and lunch
Compliance and Legal, Cremation

NFDA Cremation
Certification Program
Mike Nicodemus, NFDA vice
president, cremation services
Registration: 7:30 – 8 a.m.
Seminar: 8 a.m. – 4 p.m.
Whether you currently own or operate a
crematory, are thinking of opening one, or want
to evaluate a third-party crematory, this training
is essential for your success. NFDA’s Cremation
Certification Program covers best practices for
safe, proper and ethical crematory operations;
sets the standard for excellence, compliance
and integrity in cremation services; and
provides the information you require to address
potential cremation liability issues. NFDA
offers the only cremation certification program
specifically created to protect funeral directors
and the families they serve. Seminar and test
based on NFDA Cremation Standards for
Funeral Service Professionals manual. CE and
certification require passing the online Cremation
Certification Test. (7 CE Hours)
$525 for NFDA members and qualifying
nonmembers; $675 for nonmember funeral
directors; $160 for mortuary students; fee
includes refreshments and lunch

14
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Preconvention
Seminars
Sunday, October 9
Technical Skills

Extreme Restoration Case Solutions:
“What to Do and Use”
Karl Wenzel, CFSP, founder, Canadian School of
Advanced PREP; Glyn Tallon, CFSP, instructor,
Canadian School of Advanced PREP
Seminar: 8:30 a.m. – 12:30 p.m.
Instructors will illustrate step-by-step techniques to
make viewing possible when faced with the worst
cases imaginable. Discover how to chemically treat
and restore various levels of decomposed and
traumatized individuals. Expand your knowledge
and comfort level to tackle the most difficult cases. Chemical
selection and techniques will be discussed. See and learn what
new products and techniques are in the prep room. We’ll examine
conditions such as edema, jaundice, cancer and severe emaciation
and discuss how to solve these modern-day dilemmas in the
preparation room.
$180 for NFDA members before September 20, $205 after
September 20; $255 for nonmember funeral directors by
September 20, $280 after September 20; $90 for mortuary
students

#NFDARaven
Once upon a humid summer
I was bored and near to
slumber
Hoping that I’d find adventure,
education, and much more
Then I rose with great intention,
“I’ll go,” said I, “to the
convention!”
To meet with friends and ease
my tension strolling ’round the
expo floor
When suddenly a raven lit
upon the chair where I did sit
He spoke to me a single word
before retreating through the
door
Only this, and nothing more –
Quoth the raven, “Baltimore!”

16

nfda.org/convention

Southern Funeral Director Magazine w September 2022 15

Workshops

Sunday, October 9
11:30 a.m. – 12:30 p.m.
1 CE Hour

Professional Development

Preneed

Antonio Green, funeral director,
James H. Cole Home for Funerals

Boost Preneed Sales
With a “Before I Die”
Festival
Gail Rubin, The Doyenne of
Death, A Good Goodbye:
Funeral Planning for Those
Who Don’t Plan to Die
Customer Service

Online Deathcare:
Evolving Consumer
Expectations
Lee Senderov, chief marketing
and digital officer, Foundation
Partners Group; Luke Frieberg,
president, eFuneral; Sally
Camm, director of digital
engagement, Astound
Commerce; Scott Ankerholz,
vice president of marketing,
Foundation Partners Group
Professional Development

Death in Color:
Understanding Black
American Funeral
Culture
Vanessa Misoon, apprentice
Business Operations

New Sustainable
Disposition Options
Ed Gazvoda, president,
Fireless Cremation

18
16

Understanding the
Millennial Professional

1:15 – 2:15 p.m.
1 CE Hour
Professional Development

Ethical Issues: Where
Do I Draw the Line?
Jeff Zealley, associate
professor, Salt Lake
Community College
Business Operations

Design Inspiration for
Funerals
Karen Bussen, founder/CEO,
Farewelling
Grief and Bereavement

Grief, Humor and Healing

2:30 – 3:30 p.m.
1 CE Hour
Compliance and Legal

Navigating OSHA:
Upside Potential and
Downside Risk
Mark Harrison, president,
Certified Safety Training
Business Operations

Distracted Driving –
What is Important to
You?
Stewart Van Duzer, first vice
president – director of special
projects, Federated Insurance
Sponsored by
Business Operations

The Price is Right: How
to Compete on Service

Joseph Thomas, CFSP, funeral
director, Shackelford Funeral
Directors

Danielle Burmeister,
director of marketing
and communications,
Homesteaders Life Company

Cremation

Technology

Creating Meaningful
Cremation Rituals
Alexandra Jo, content
manager, Parting Stone
Technical Skills

Embalming: Let’s Do
Better
Dana Goodell, director of
sales, The Embalmers Supply
Company

nfda.org/convention
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Livestreaming 2.0
Bruce Likly, president and
co-founder, TribuCast
Compliance and Legal

From Legislative to
Legal
Chris Farmer, NFDA General
Counsel and Lesley Witter,
NFDA Sr. VP of Advocacy

Workshops

Monday, October 10
7:30 – 8:30 a.m.
1 CE Hour

7:30 – 9:30 a.m.
2 CE Hours

Technology

Grief and Bereavement

What the Heck
Should I Do With All
This Tech?!

Suicide Death and
Risk in a
Post-COVID World

Zack Garbow, co-founder,
Funeral Innovations

Sara Murphy, Ph.D.,
certified thanatologist,
lecturer of thanatology,
University of Rhode Island
Technical

Dover Port Mortuary
Full Body Wrap
Demonstration
Danielle Wilk, mortuary
specialist, Air Force
Mortuary Affairs Operations
Business Operations,
Customer Service

Cracking the Code
to What Customers
Crave
Georganne Bender and
Richard Kizer, partners,
Kizer & Bender Speaking!

Could This Year’s “Innovation Award”
Winner Benefit Your Business?
Innovation Award
2022

20

Every year, NFDA grants its “Innovation Award” to the supplier that introduces
the best new product/service since last year’s convention. During Monday’s
Opening Session, we’ll announce this year’s top three finalists and present the
winner with NFDA’s “Innovation Award.”

nfda.org/convention
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Workshops

Tuesday, October 11
9:45 – 10:45 a.m.
1 CE Hour
Compliance and Legal

Funeral Rule Compliance and
Update on the FTC Rule Review
Chris Farmer, NFDA general counsel;
Melissa Dickey, FTC Funeral Rule
coordinator

Business Operations

Recruitment & Retention Strategies
for Funeral Homes

Annette March-Grier, RN, CFSP, co-founder
and president of Roberta’s House
Grief and Bereavement

Compliance and Legal

Standing for Something Larger
Than Yourself

When Words Aren’t Enough
Michele Neff Hernandez, founder/CEO,
Soaring Spirits International
Business Operations

Closing the Deal: Growth by
Acquisition
Jeff Smith, owner, Smith North Little Rock
Funeral Home
Technical Skills

Caring for Donors
Kelly Romanowski, partner support liaison,
LifeSource; Melinda Van Waus, partner
support liaison, LifeSource
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12:30 – 2 p.m.
1.5 CE Hours

Jay Dietz, vice president of operations, Vertin
Group; Todd Harra, vice president, McCrery &
Harra Funeral Homes; Matt Bailey, president,
Bailey Family Funeral Homes; Jamie Hasty,
senior vice president, SESCO Management
Consultants

Grief and Bereavement

22

Conversation Cafés
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The Defense Never Rests
Chris Farmer, NFDA general counsel; Mike
Nicodemus, NFDA vice president, cremation
services; Michael Sharkey, attorney,
Cousineau, Van Bergen, McNee & Malone,
P.A.

Workshops

Wednesday, October 12
8 – 9 a.m.
1 CE Hour
Customer Service

Crossing and Closing the
Experience-Perception Gap
Melissa Posey Loose, NFDA training and
development manager
Cremation

Five Keys to Cremation Success
Mike Nicodemus, NFDA vice president,
cremation services

C

M

Y

CM

MY

CY

Compliance and Legal

The EPA and How the NFDA
Formaldehyde Exposure Study
Will Impact the Future of Funeral
Service

CMY

K

Lesley Witter, NFDA senior vice president,
advocacy; Jzyk Ennis, Ph.D., Jefferson
State University; Marisa Kreider, Ph.D.,
Cardno ChemRisk
Grief and Bereavement

How Can I Help?
Sherrie Dunlevy, founder, Graduating Grief

8 – 9:30 a.m.
1.5 CE Hour
Technical Skills

Family Assisted Dress
Experience
Monica Torres, owner, NXT Generation
Mortuary Support

24
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22nd Annual Funeral Service Foundation
Golf Classic

Sunday, October 9, 9 a.m. – 3 p.m. Shotgun start (scramble format)
Motorcoach departs from the Hilton Baltimore Inner Harbor at 7 a.m.
Whiskey Creek Golf Course, Ijamsville, Maryland
Now in its twenty-second year, the Funeral Service Foundation’s golf outing has raised more than $1.5 million in support
of its mission to invest in people and programs that strengthen funeral service and lift up grieving communities.
Gather a foursome* of friends, colleagues and clients for the annual Funeral Service Foundation Golf Classic. This year’s
event takes place at the world-class Whiskey Creek Golf Club, located 45 minutes from downtown Baltimore.
Both the bold and the cautious golfer will find a route on this honest – yet dramatic – course, designed by J. Michael
Poellot and Ernie Els. Each hole challenges a player’s shot-making ability and offers risks and rewards.
Strategic and creative shots will fare best on this dynamic course, which features several elevated tees, a fairway forking
around the stone ruins of an old farmhouse, and a free-flowing creek. Dramatic views of the Catoctin Mountains and an
all-around spectacular setting make Whiskey Creek’s beauty and play unforgettable.
The registration fee is $325 per golfer and includes transportation; greens fees and cart; breakfast, lunch, and drinks;
and on-course games and contests. Club rental is also available for an additional fee. We will once again offer a
limited number of complimentary single-player registrations to licensed funeral directors, subject to availability. Visit
FuneralServiceFoundation.org/Golf to register and learn about sponsorship opportunities.
*No foursome? No problem! We can match you with a team of fellow funeral service professionals.

About the Funeral Service Foundation: The
Foundation awards a variety of academic and
professional development scholarships, offers
professional and community resources, and
makes grants to organizations that advance its
mission of investing in people and programs to
strengthen funeral service and lift up grieving
communities. Visit NFDA Central to learn how
the Foundation offers support for every stage of
your career, and how you can make a gift that will
impact the profession.

nfda.org/convention
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Special
Events
Dover Port Mortuary Orientation
Saturday, October 8

Group #1 bus leaves the convention center at 7a.m. with
orientation beginning at 9 a.m. at Dover. Group #2 bus
leaves the convention center at 10 a.m. with orientation
beginning at 12 p.m. at Dover. Orientations are 90
minutes.
Dover Air Force Base (AFB) is located in the “First
State” at the center of the Delmarva-Delaware,
Maryland and Virginia - Peninsula. Dover AFB is home
to the Department of Defense’s largest aerial port and
approximately 11,000 Airmen and joint service members,
civilians and families. Air Force Mortuary Affairs
Operations is charged with fulfilling the nation’s sacred
commitment of ensuring dignity, honor and respect to
the fallen and care, service and support to their families.
Join us for an on-site, guided experience exploring our
nation’s one-of-a-kind Dover Port Mortuary.
Dress: Casual
Price: $40 bus fare

Welcome Party

Sunday, October 9, 5:30 – 7:30 p.m.
Take a trip to the world of leg warmers, neon, and totally
awesome music. Get ready to flashdance in Charm City
with an evening of laughter, friendship and refreshments.
Enjoy live music by 80’s cover band The Reagan Years,
plus appetizers, a cash bar and mingling with friends, old
and new.
Dress: Casual
Price per person: Free

All-Star Recognition Ceremony
Monday, October 10, 4 – 5 p.m.

Celebrate the shining stars of funeral service as NFDA
recognizes funeral homes that earned the 2022 NFDA
Pursuit of Excellence Award and NFDA’s Green Funeral
Practice Certificate. We’ll also honor those individuals
who earned certification through NFDA’s Cremation
Certification program; new NFDA Certified Preplanning
Consultants; Funeral Service Foundation scholarship and
award recipients; 2022-23 National Emerging Leaders
Program participants; and APFSP Certified Funeral
Service Practitioners.
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Service of Remembrance
Military Heritage: Reflection of
Service and Sacrifice
Tuesday, October 11, 11 a.m. – 12 p.m.

Every day, our service members selflessly put their lives
on the line to keep us safe and protect our freedom. The
primary mission of Air Force Mortuary Affairs Operations
is to fulfill the nation’s sacred commitment of ensuring
dignity, honor and respect to the fallen and care, service
and support to their families. Join us in exploring the
customs associated with honoring the lives of our fallen
and honoring the memory of funeral service family
members who died this year.

The Raven’s Rave Axe-throwing
Event: Funeral Directors Under
40 Party
Tuesday, October 11, 5:30 – 7:30 p.m.
Kraken Axes, 26 Market Place

We throw a party by throwing axes! After a day at the
convention center, you’ll definitely want to join your
under-40 colleagues to socialize and unwind. Enjoy a
private arena and dedicated team of axe coaches to teach
you and your colleagues the ropes safely! Ticket price
includes two drink tickets, heavy hors d’oeuvres, and an
axe-throwing lesson by Kraken Axes’ coaches. Once you’ve
gotten the hang of it, step into the arena and test your axethrowing skills. Who will end up as the AXE MASTER?
Dress: Casual
Price per person: $60

Closing Party

Wednesday, October 12, 6:30 – 9 p.m.
National Aquarium, 501 E. Pratt Street

Ranked as one of the nation’s top three aquariums,
the National Aquarium offers awe-inspiring and awardwinning exhibits that are sure to wow you. Located in
Baltimore’s Inner Harbor, you can take in views of the
harbor while exploring the aquarium.
Dress: Casual
Price: $100 per adult; $50 per youth (12 and under).
Fee includes hosted bar, dinner and access to the
aquarium.

nfda.org/convention
Southern Funeral Director Magazine w September 2022 21

Thank You to Last Year’s

NFDA International Convention
& Expo Sponsors!
Black Diamond

Platinum

Gold

Silver

Titanium

Bronze

Roosevelt

Investments

Be a 2022 Sponsor
Visit suppliers.nfda.org or email Anthony Kaniuk at akaniuk@nfda.org
or Lorri Wagner at lwagner@nfda.org for more information.
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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 today and learn more.

Chad Fondriest

614-205-7600
Senior VP – Commercial Lender
cfondriest@umwsb.com

LOAN PROGRAMS

LOAN TERMS

Goodwill/Business
Real Estate Loans
Funeral Home Acquisitions
Funeral Home Refinancing

Up to 90% Financing
Up to 25 Year Terms
Seller Carry Permitted

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

NFDA 2022 | OCTOBER 9-12

BALTIMORE, MARYLAND | BOOTH 822

Set sail with us in Booth 822
to learn new ways to connect
with your families and communities.

Seas the day and have some fun
along the way!
www.messengerstationery.com/nfda-2022
Promo Code:
9236

Three Ways to Supercharge Your Funeral Home with
Technology
by Andy Buckman

One of the bright spots to life on the road in the funeral
profession undoubtedly is the sheer amount of exposure I’ve been able to receive from a variety of individuals across the country. Not only do you get the opportunity to meet some amazing people, but many times
you get to hear some of the most interesting stories
from across the profession. Among the most popular
and common phrases I hear is, “The funeral industry is
slow to change.,” to which I both agree and disagree.
I agree in the sense that we all know a couple friends
who have that same 1970’s vintage shag carpet who
just refuse to let it go, so this article may not exactly be
for them. Let me send another warning if you are still
plugging in a phoneline to send a fax… this is probably
not going to be the best resource for you. Now for all
of you who do have an interest in advancing your business using technology but are not sure where to start,
allow this to be a crash course guide in what I believe
to be three critical areas to supercharge your business.
Area 1. Customer Relationship Management
“CRM” or Funeral Home Software
When people think about what industries require the
highest level of customer satisfaction, they often think
about restaurants (Was the service good?), healthcare
(Did they like their doctor?), automotive, insurance
or retail. However, there is no doubt in my mind the
funeral industry should be right at the top, because if
anyone has a bad experience on a service you are never
seeing another of their family members. Which is why
I am so amazed at how many funeral homes still do
not use or underutilize software to make the customer
experience better.
A customer relationship management or CRM system
is designed to help your business improve customer satisfaction, increase sales, provide data analytics,
automate reporting, increase operational efficiencies,
store files, run marketing campaigns, and much more.
When used properly it is the backbone to making your
customers more satisfied with your service, help your
staff become more efficient on the day to day, and drive
26
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more leads to your funeral home.
As of 2022 the top 10 most popular CRM platforms in
the US are:
1.
2.
3.
4.
5.
6.
7.
8.
9.
10.

Salesforce
Microsoft Dynamics
Zoho
Monday.com
Sugar
Oracle
SAP
Adobe
Zendesk
HubSpot

Source (Ascendix 2022) https://ascendixtech.com/
top-crm-software-companies/
A properly designed CRM will allow administrators to
create rules where a single action can trigger several
other automations streamlining efficiencies for your
entire team. At our company we have built hundreds of
rules and custom functions across multiple platforms
that allow us to maintain the highest level of service
and offer the best experience for the customer. Most
current CRM platforms have per user pricing models
and are relatively inexpensive and easy to layout. I
strongly emphasize that whatever product you choose
be cloud based so you can securely store large amounts
of data and pull up information from any device, anywhere, any time. Another benefit to this model is all
the CRM companies listed above are going to continue to innovate so you will always have the latest and
greatest technology. Finally, they allow for direct plugins with hundreds of other applications that can better
your business.
Industry Specific CRM or Software
It is very important that I point out that not all funeral
homes require the horsepower some of these CRM’s
above offer. There is a lot of upfront work required to

set up and customize the platform, which is the major
drawback if time is of the essence. There are around
a dozen or so current funeral home software products
that many of you have probably seen in magazines or
tradeshows. The benefit of choosing one of these providers is they have already built in a lot of the functionality specifically needed for the funeral profession.
Several key questions to research or ask when going
with one of these providers include:
•
•
•
•
•

What functionality do they offer that is going to
make your firm more efficient?
Is this company going to be around for the long
haul?
Storage: Is the platform cloud based / accessible of
multiple devices?
Pricing structure
Possible Integrations: Will this company integrate with other vendors/suppliers/platforms you
currently work to make your life easier?

I highlighted integrations in bold as I personally believe this to be one of the most important. We live in
a world of convenience and you being the customer should own and control where and how your data
flows. If your CRM / funeral software company is not willing to integrate and share data with other
services you prefer I would suggest you look elsewhere. Imagine
your accounting team uses QuickBooks but your daily CRM / Funeral Software provider won’t integrate with QuickBooks because
it sells and offers an accounting
program of its own and wants to
profit from it. Failure to integrate
and create competition is a major
red flag and results in highly inferior and quickly dated products.

Area 2. Project Management
“You should set goals beyond your reach, so you always have something to live for.” – Ted Turner.
A business without goals is not going to be very successful in the long run. When I visit funeral homes,
they all have goals whether they realize it or not. I ask
one simple question and the goal reveals itself - “How
many calls do you all do?” And the funeral director responds, “Well we have done “X” number of calls year
to date but did “X,” last year and are looking to beat
that this year.”
How can you improve on making these goals become a
reality? Well one place to start is by utilizing a project
management software and communication platform.
Trello, Asana, Slack, and Monday.com are among the
most popular project management / workflow platforms out today. They are all based around the Japanese principle of Kanban meaning signboard with the
idea to create a workflow from a project’s inception all
the way through completion. Imagine the Henry Ford

Here is a great link to some of the
best funeral specific software providers in the industry.
https://www.capterra.com/funeral-home-software/
*Comparison based on top 10
CRM’s & 10 Popular Funeral Specific Software Platforms
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assembly line or a white board with sticky notes on
it but in digital form where you can move the project
from start to finish.
Example: Trello Board (Nave.com, 2022)

Benefits you will receive from using a project management application:
Layout Structure: Organized and structured layouts.
The layout of these applications allow for a seamless
workflow between tasks to keep projects moving along
swiftly in an organized fashion.
Task Management: Ability to assign tasks with due
dates to team members individually or as a group. You
will be able to manage what your entire team is working on and quickly find where any snags are happening.
Full Visibility: The entire team will be able to track
projects and progress every step of the way. Imagine
hiring a new employee and they can get up to speed
without sending a single email by simply looking
down the project boards.
Calendar Integrations: Assign due dates that flow onto
any third-party calendar (outlook, google, apple).
Visual Tools: Ability to upload images or files to make
the project easy to understand and easy to edit/critique
along the process.
Mobile Friendly: Tasks and updates can be viewed and
received via multiple devices so there is no overlooking something or forgetting a task.
Area 3. Marketing Management & Websites
Now that we have you all covered with your everyday
software to service customers and your project man28
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agement application to get projects done efficiently,
the last area we are going to cover is marketing management and websites. Having a successful marketing
strategy involves more than just popping out a free
website from Wix.com and expecting the customers to
flood in. It involves a multi-pronged approach so that
you can reach the consumer in a variety of fashions
including social media, websites, direct mailers, social
functions, referrals, and much more. If you thought
sections one and two of this article ties together nicely
then more good news because so does section three.
All the technology mentioned can and should be intertwined regardless of which products you choose.
Some of the most popular marketing tools in the industry today that can be worked into your marketing management plan should include a social media software,
email marketing software, and of course your website:
Social Media Software: Below are some popular social
media software options designed to help you streamline your social media campaigns through a single digital platform. Meaning all your content for Facebook,
Instagram, LinkedIn, TikTok, YouTube, and Pinterest
can be managed through one of these programs. In addition, many of these programs can easily be integrated
into your CRM/funeral software, project management
platform, and accounting applications.

FAST. EASY. CHAT.
Receive live notifications and connect with our team on insurance assignment
claim questions through your mobile device at 415.949.CHAT.

The FASTEST communication platform in the industry.

Scan and save us
as a contact to start
chatting with our
team today!

P. 415.949.2428 | www.expressfuneralfunding.com
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Email Marketing Software: Allows you to design email
campaigns, upload contacts, schedule campaigns, create landing pages for lead generation, view campaign
analytics and more. A couple of popular options in the
space include:

example image to get a better understanding of what I
am talking about here.

There is only one customer data source to pull from
so a little diversity with website providers is unquestionably a good thing. Consolidation has swarmed the
funeral website industry so I encourage you to spend a
little time researching.
Websites: For this article I will not be diving into what
makes the best website fit for your particular business.
I do however have two takeaways I want you to understand when searching for a website company in order
help your business blossom.
1. One Size Does Not Fit All: Similar to the CRM discussion above not every website provider is going to
be the best fit for every funeral home. I am a firm believer that some funeral homes benefit the most from
the free model system with flower orders offsetting
the cost and others absolutely need a full custom build
for their brand. The important driver should always be
based on the analytical data for your target market by
setting up a cost analysis to see which option keeps
you the most profitable. Also keep in mind that free
does not always mean most profitable when it comes
to your specific business.
2. Diversity is Important for SEO: Research your competition in your demographic area and scroll to the bottom of the page and see who all your competitors are
using. Next write down the providers for each of your
competitors and see if these companies are owned by
the same parent company. If you are in a small, populated area and a single company provides all the
websites plus SEO, then how can you possibly be
benefiting over your competitor across town? See the
30
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Final Thoughts:
I encourage anyone who is interested in incorporating
more technology into their business to be patient and
do the research based on your specific needs. Start with
a daily software management / CRM system and train
your staff so this becomes common practice. Do not
try and take on too much and set yourself some realistic timelines to implement the new technology. Finally, ask for help from an expert when integrating these
platforms. There are thousands of independent consultants who can integrate all the systems you desire into
one well-oiled machine.
Andy Buckman serves as executive
vice president of sales & marketing
for Express Funeral Funding, the
FASTEST. EASIEST., ® funeral funding company in the industry. Buckman joined Express Funeral Funding
in 2012 with demonstrated success in
the finance industry. Buckman has developed invaluable claim resolution
knowledge utilizing state of the art
technology to provide funeral homes
with the fastest and most accurate assignment funding in
the industry. He holds a Bachelor of Applied Science, Business Administration and Management from Grand Canyon
University, along with years of account management with
Equian, LLC, a leading platform for cost containment solutions in the healthcare industry.
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years together

Tim Reed,

Physicians Mutual

Visit us at NFDA booth 1618 | October 9-12, 2022
Ten years ago, with the insurance expertise and financial strength built over more
than a century, the Physicians Mutual family entered the preneed market.
We listened. We learned. And we created products to help funeral home owners grow
their business and serve their families.
Please stop by our booth for a glass of champagne and to learn about our latest
innovation, the InTrust Preneed product suite.
We’re excited about the future and know the best is yet to come.
The Physicians Mutual team and I look forward to seeing you in Baltimore!

10th preneed

anniversary in

120th Physicians Mutual family
birthday for the

Underwritten by Physicians Life Insurance Company, a member of the Physicians Mutual family.
Preneed program not available in all states.
PM3396
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Improving Celebration of Life Service Opportunities:
Leveraging Proven Strategies from the Hospitality Industry
By Bill Williams

Digital transformation has become somewhat of an
overused term these days, but deathcare professionals
cannot dismiss the important role that new technology
will play in serving families in the future. Funeral directors are leaving money on the table if they are not
leveraging today’s digital tools to offer families customized, modern end-of-life celebrations.
Unfortunately, and this is an all-too-common refrain,
our industry has been slow to harness the power of
new technology. One key finding from the Foresight
Companies’ 2022 “Funeral and Cemetery Consumer
Behavior Study” sums it up: “Consumers expect the
(deathcare) profession to behave like other industries;
offering technologies that make shopping, paying and
participating possible without leaving the comfort of
their home.”
Traditional services, while still a mainstay of our industry, will lessen over time. More families in your
community will be holding services at a wide range of
entertainment and hospitality venues, such as wineries,
breweries, country clubs and resort hotels, to name just
a few. And those families will be turning to the owners
of those venues to help them plan remembrance services.
The travel and hospitality industry recognized that
technology-savvy consumers are comfortable using a
wide array of digital tools to make managing their lives
easier. Nearly 80% of the U.S. population purchases
goods and services online – and nearly all business in
the travel and hospitality industry is conducted online.
The coronavirus pandemic fundamentally changed how
consumers view traditional funeral services and how
they integrate technology into their daily lives. With
the number of funerals returning (or have returned) to
pre-pandemic levels, deathcare professionals have a
unique opportunity to strengthen their competitiveness
and position their funeral homes to increase revenue
by doing the following:
32
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•
•

Offering families vision-setting, non-traditional
end of life celebrations
Boost pre-need trust income by incorporating those
services in contracts

Families are searching for celebration of life options
Our industry is truly unique because of the experience,
dedication and commitment of our professionals who
are always there for our customers during one of the
most emotional times of their lives. We truly are an
invaluable resource to help families heal and gain closure.
Nonetheless, we need to offer more than a traditional
funeral, which we all know tends to be a solemn experience and focus on remembrance – and include standard services, such as a visitation, a funeral ceremony
and burial or cremation. An increasing number of consumers, however, are looking for more choices and not
funerals like the ones our parents attended.
Research from the Foresight Companies backs that up.
It found that 59% of respondents in its 2022 “Funeral
and Cemetery Consumer Behavior Study” survey said
they are “looking at alternative venues where they can
celebrate, searching primarily for a more relaxed atmosphere.”
That should not be surprising. After all, many people
in your community who will buy funeral services in
the future likely have spent hours online meticulously
planning vacations, including reviewing resort amenities and entertainment options. They are also the same
ones who have downloaded dining apps so they can
buy customized meals and have them delivered to their
doorstep.
Here are just a few examples of the kinds of celebration of life services consumers are choosing:
•

The family of a long-time resident of Key West,
Fla., held a ceremony at a local bar

•
•

The family of a devoted skier had a service at the
top of the decedent’s favorite ski run
The family of a bowling enthusiast had, you guessed
it, a celebration of life at his favorite bowling alley

Offering families ways to incorporate non-traditional
services can be intimidating. That is because it involves
upgrading the funeral home’s website (and billing system) to provide lists of options. That, in turn, means
consumers must make more decisions – funeral directors may think that consumers will suffer information
overload and go straight to the lowest price package.
Yet take a minute to think about how well the travel
and hospitality industry has integrated digital technology to plan, book and pay for family vacations. Using a smartphone, tablet, laptop or desktop computer,
consumers can take a virtual tour of a resort, including
360-degree views of rooms where they will be staying
and the facility’s amenities. They can choose from a
wide variety of entertainment options and packages to
create a customized plan that meets their needs.
But it is exactly those comprehensive vacation packages that provide additional revenue. Research by travel
giant Expedia Group found that average daily hotel
room rates for package stays generate 30% more revenue than standalone stays.
By expanding options, funeral homes can help families
turn their celebration of life vision into reality by using
their website to:
•
•
•

Engage and educate consumers
Increase top-of-mind awareness about the funeral
home’s services
Provide families with a positive online experience,
which could lead to increased sales

There is also another important benefit of providing
more online options: The traffic on your website will
begin to yield a treasure trove of invaluable consumer
behavior data. For example, you will be able to:
• Find out exactly what visitors are looking for
• Communicate directly with visitors who leave contact information
• Test and monitor the results of new product offerings
• Increase the number of marketing leads, which will
help improve the probability of closing more pre-

need and at-need business
Celebration of life services can enhance pre-need sales
We believe an enhanced focus on helping families
visualize and plan alternative end of life celebrations
can have a positive effect on pre-need sales, including
pre-need trust contracts, which generally account for
between 20% and 40% of a funeral home’s total revenue. And that revenue is increasing, based on recent
financial results of the industry’s largest companies.
Remember (and this is an important point): It is okay
to sell a $1,995 direct cremation as long as a $9,000+
service is part of the package a family purchases.
By integrating your website with preneed administration technology, you can make it easy for families to
purchase the kind of customized celebration of life services they are seeking. The technology can:
•
•
•

Compile a draft contract (based on selections
made) that can be presented to the customer at any
time during the purchase process
Families can select “buy now” to purchase the contract
The contract is executed after acceptance of a credit card payment

Now is the time for the deathcare industry to take its
new technology game up a notch. The families in your
communities are looking for something different. The
increasing variety of digital tools available will help
you create new value for your families, reduce the risk
of losing business to competitors – and position your
funeral home for long-term success.
Bill Williams is president
and CEO of Funeral Services Inc. and serves on the
FSI Board of Directors as
vice chairman. He joined
FSI in 2001 as vice president. He was named president in 2003. Under his
leadership, FSI has expanded to offer services in more
than two dozen states across
the country.
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NFDA Members Elect Officers to Serve on Board of Directors
Jack Mitchell to lead NFDA as 2022-2023 President
Brookfield, Wis. – In the first contested officer election since
2018, eligible voting members of the National Funeral Directors
Association (NFDA) elected the following individuals to serve
as officers on the Board of Directors: President-elect Douglas R.
“Dutch” Nie II; Treasurer Christopher Payne Robinson; and Secretary Daniel J. Ford.
The officers will serve one-year terms of office that begin on October 13, immediately following the 2022 NFDA
International Convention & Expo in Baltimore, Maryland.
From August 1-14, 1,404 votes were cast by eligible voting members. Votes were cast online through a secure
balloting system run by YesElections. Winners of the officer elections are determined by a plurality vote. The
results were:
•
•
•
•
•
•
•
•
•

Election for President-elect – Douglas R. “Dutch” Nie II, CFSP, CCO
Nathan Morris, Morris Family Services & Haley McGinnis Funeral Home & Crematory, Owensboro, Kentucky: 21.3% (297Votes)
Douglas R. “Dutch” Nie II, CFSP, CCO, Nie Family Funeral Home & Cremation Services, Ann Arbor, Michigan: 78.7% (1,098 Votes)
Election for Treasurer – Christopher Payne Robinson, CFSP, CCO
Larnique L. Mickens, Heritage Mortuary Inc., Las Vegas, Nevada: 28.0% (389 Votes)
Christopher Payne Robinson, CFSP, CCO, Robinson Funeral Home, Easley, South Carolina: 72.0% (1,002
Votes)
Election for Secretary – Daniel J. Ford, CFSP, CCSP
Linda Allan Earl, CFSP, Allan & Ciuferi Funeral Home, Collinsville, Illinois: 45.0% (625 Votes)
Daniel J. Ford, CFSP, CCSP, Alderson-Ford Funeral Home, Cheshire, Connecticut: 55.0% (763 Votes)

The 2022-23 NFDA Board of Directors will be led by John O. “Jack” Mitchell IV, CFSP, CCSP, who will step up
from his current president-elect role to the serve as the 2022-23 NFDA President.
Immediate Past President - Randall P. “Randy” Anderson, CFSP, CCO. Current NFDA President Randall P. “Randy” Anderson, CFSP, CCO, will continue his service on the Board with a one-year term as immediate past president that commences at the end of the 2022 NFDA Convention.

Bobby Steven Spann and Brad Walker Elected 2022-24
At-large Representatives to NFDA Board of Directors
Also continuing their service on the Board of Directors are 2021-23 At-large Representatives Chris Christian,
CFSP, CCO, and Beatrice Lewanduski-Lecesse. They will be joined by Bobby Steven Spann, CFSP and Brad
Walker, CFSP, CPC, CCO, who were elected in July by state association representatives to serve as the 2022-24
at-large representatives.
Information about the individuals elected to serve on the Board of Directors can be found on the NFDA website,
www.nfda.org/elections.
34

Southern Funeral Director Magazine w September 2022

Also continuing their service on the Board of Directors are 2021-23 At-large Representatives Chris Christian,
CFSP, CCO, and Beatrice Lewanduski-Lecesse. They will be joined by Bobby Steven Spann, CFSP and Brad
Walker, CFSP, CPC, CCO, who were elected in July by state association representatives to serve as the 2022-24
at-large representatives. Information about the individuals elected to serve on the Board of Directors can be found
on the NFDA website, www.nfda.org/elections.
Proposed Bylaws Changes
Along with electing officers to serve on the Board of Directors, qualified association members were also responsible for voting on proposed technical changes to the NFDA Bylaws. Bylaws changes require a two-thirds affirmative vote to pass. The proposed changes passed with 93.2% of the votes (1308) cast in favor of the modifications.
The proposed changes were intended to make NFDA elections even more fair:
• Leadership Development Committee – proposed technical update to Article X. B: A member of the Leadership Development Committee cannot serve as a state’s State Association Representative while also serving on
the Leadership Development Committee.
• Rationale: Leadership Development Committee members have access to more information on each candidate
than the average member. This presents an advantage for few states and is not equitable and fair for all states.
• State Association Representative – proposed technical update to Article IX. E: The State Association Representative cannot be a current At-large Representative board candidate or be a current member of the Leadership Development Committee.
• Rationale: State Association Representatives are the voting representatives from each state who cast a ballot
on behalf of their state for the at-large representatives on the NFDA Board of Directors. The State Association
Representative, at-large representative candidates and members of the Leadership Development Committee
should all be separate individuals. This allows for a more open and fair election.

LET SNL SHOW YOU A BETTER WAY

Open the Door
to Success
Step through the threshold into an
active preneed sales program backed by
higher and reliable product growth.
Protect your Funeral Home and its
future, find out how our innovative
approach is your better way.
To learn more visit
PreneedSuccess.com
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NFDA Honors Funeral Homes for Excellence in Service to
Families and Communities
The National Funeral Directors Association (NFDA)
congratulates the funeral businesses that earned a 2022
Pursuit of Excellence Award. This award is presented
by NFDA annually to firms that have demonstrated a
commitment to raising the bar on funeral service excellence by adhering to strict ethical and professional
standards and providing outstanding service to families and communities.
“Every year, I am astounded by the extraordinary
ways in which our members are providing meaningful
support to grieving families and communities,” said
NFDA Director of Public Relations Jessica Koth, who
manages the Pursuit of Excellence Award program.
“The Pursuit of Excellence Task Force was captivated
by this year’s entries and very much enjoyed reviewing each and every one. The task force applauds all
of our honorees for their hard work and dedication to
providing a superior level of service to families and
communities. We are proud to have these firms as part
of our NFDA family.”
The 2022 Pursuit of Excellence Award honorees will
be formally recognized by the association at the AllStar Recognition Ceremony on Monday, October 10
during the NFDA International Convention & Expo
(October 9-12 in Baltimore, Maryland).
To earn a NFDA Pursuit of Excellence Award, a funeral home must demonstrate proficiency in key areas of
funeral service, including compliance with state and
federal regulations; staff participation in ongoing education and professional development; offering outstanding programs and resources to bereaved families;
maintaining an active level of involvement in the community; active participation in and service to the funeral service profession; and promoting funeral home
services through a variety of marketing, advertising
and public relations programs. Participants are also required to adhere to a Pledge of Ethical Practices.
Information about the NFDA Pursuit of Excellence
program can be found by visiting www.nfda.org/pursuitofexcellence. Registration and application materi36
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als for 2023 will be available in mid-October 2023.
Richard Myers Pinnacle Award
NFDA is pleased to confer the Richard Myers Pinnacle
Award on Holman-Howe Funeral Homes in Lebanon,
Missouri, for the annual study group organized by the
firm’s staff.
As part of their Pursuit of Excellence entry, funeral
homes must submit an essay describing the development and execution of a program or service that had
a positive impact on those served. To recognize funeral homes that develop an extraordinary program or
service, as described in their essay, that far surpasses the definition of funeral service excellence, NFDA
established the Richard Myers Pinnacle Award. This
award is conferred at the discretion of the Pursuit of
Excellence Task Force and only when it encounters a
remarkable example of excellence in the profession.
The award is named in honor of the founder of the Pursuit of Excellence Award NFDA Past President Richard Myers of Utah.
The Holman-Howe study group is comprised of a wide
range of funeral professionals who are not satisfied
with the status quo and want to grow, learn and evolve
to be better than their competitors. Attendees hail from
16 states and range in age from their 20s to their 80s.
The goal of the group is to not only provide information
by the leaders of the profession nationally but to establish personal relationships within the group that lead to
year-round networking opportunities with like-minded
professionals. Holman-Howe Funeral Homes is only
the third funeral home to be honored since the Richard
Myers Pinnacle Award was established in 2018. Previous winners include Spicer-Mullikin Funeral Homes
& Crematory in New Castle, Delaware (2018), and
Arrington Funeral Directors in Jackson, Tennessee
(2021).
Best of the Best Award Recipients
All Pursuit of Excellence applicants submitted an essay describing the development and execution of a

program or service that had a positive impact on the
families they serve or their community, qualifying
them for the Best of the Best Award, which recognizes
the most novel and innovative programs and services
in the profession.
Essays are judged on the uniqueness of the idea on a
national and international level, quality of implementation, benefit to those served, benefit to the funeral
home and how easily the idea could be replicated or
modified by another funeral home. After a thorough
review, the Pursuit of Excellence Task Force selected three funeral homes to receive the Best of the Best
Award:
• J. García López Casa Prim, Mexico City, Mexico
• Return Home, Auburn, Washington
• Waitt Funeral Home & Cremation Service and
Company, Morganville, New Jersey
As they reviewed the essays to select the Best of the
Best honorees, the Pursuit of Excellence Task Force
noted a number of programs and services that were
very well-executed and yielded positive results for
the community served by the funeral home. The Task
Force recognized these funeral homes with a Certificate of Honorable Mention:
• Arnett and Steele Funeral Home, Inc., Pineville,
Kentucky
• Arrington Funeral Directors & Crematory, Jackson, Tennessee
• Bailey Family Funeral Homes and Company, Wallingford, Connecticut
• Chambers and James Funeral, Pet and Cremation
Services, LLC, and Company, Wellsburg, West
Virginia
• Christopher Mitchell Funeral Homes, Inc., and
Company, Albion, New York
• Copeland Funeral Service, Inc., Beaufort, South
Carolina
• Cozean Memorial Chapel & Crematory, Farmington, Missouri
• Hughes Family Tribute Center, Dallas, Texas
• Jones-Wynn Funeral Homes & Crematory, and
Company, Villa Rica, Georgia
• Morris-Baker Funeral Home and Cremation Services, Johnson City, Tennessee
• Oliverie Funeral Home and Company, Manchester,
New Jersey
• Posey Funeral Directors, North Augusta, South
Carolina

•
•
•
•
•

Pray Funeral Home, Inc., Charlotte, Michigan
Reeves & Baskerville Funeral Homes and Company, Coal City, Illinois
Smith Family Funeral Homes and Company, North
Little Rock, Arkansas
Twiford Funeral Home, LLC, and Company, Elizabeth City, North Carolina
Weeks’ Funeral Home, and Company, Buckley,
Washington

NFDA Hall of Excellence Inductees
NFDA-member funeral homes are inducted into the
Hall of Excellence upon receiving their 10th Pursuit
of Excellence Award. In recognition of their consistent
display of professional and ethical excellence, three
funeral homes have been inducted into the NFDA Hall
of Excellence in 2022:
• C.R. Lyons & Sons Funeral Directors, Danvers,
Massachusetts
• Heath Funeral Chapel & Crematory, Lakeland,
Florida
• Morrissett Funeral & Cremation Service, North
Chesterfield, Virginia
Several funeral homes have achieved milestones in
their participation in the Pursuit of Excellence Award
program in 2022. NFDA salutes the following funeral
homes for their ongoing commitment to excellence:
15th Pursuit of Excellence Award
Thomas McAfee Funeral Homes, Greenville, South
Carolina, and Company
20th Pursuit of Excellence Award
Cozean Memorial Chapel & Crematory, Farmington,
Missouri
Jones-Wynn Funeral Homes & Crematory, Villa Rica,
Georgia, and Company
Joseph Vertin & Sons Funeral Home, Breckenridge,
Minnesota, and Company
Kerrville Funeral Home, Kerrville, Texas, and Company
25th Pursuit of Excellence Award
Carmon Community Funeral Homes, Windsor, Connecticut, and Company
35th Pursuit of Excellence Award
Twiford Funeral Home, LLC, Elizabeth City, North
Carolina, and Company
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Amb&Coach Sales
Amb&Coach
Service Since 1964

Ellis Galyon
615-481-8021

Randy Garner
479-459-3641
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INDUSTRY NEWS
The Memorial Classic Reaches One Million Dollars in All-Time Donations After
2022’s Event
Scottsdale, Arizona – The Memorial Classic’s annual golf event brought
in a total of $210,000 in donations for
the 2022 year. This number officially
brought their grand total of donations to
over one million dollars of giving back
to the funeral profession over the past
40 years.
The Memorial Classic took place April
24th- 26th in Las Vegas, Nevada. Each
year the profession’s finest fly out from
across the country to participate in this
two day golf event. This year’s event
had 107 participants. It’s organized by
Tom Johnson, Jake Johnson, Kim Price,
Bill Cutter, and the JCG team in efforts
to give back to educating the next generation of funeral service.
The donations from this event go directly to the Funeral Service Foundation’s Academic Scholarships
as well as ICCFA’s Funeral Trust Foundation. These
donations serve to provide educational opportunities,
scholarships, supplies and more for those entering or
furthering their education in funeral service.
Jim Price, Chairman of the ICCFA Educational Foundation stated, “We are very grateful for all of the support The Memorial Classic provides us. Without it, we
would not be able to make education accessible to our
profession’s future leaders.”
“The Funeral Service Foundation is grateful for the
continued generosity of Johnson Consulting Group,
Tom Johnson, Jake Johnson, and all those who support
the Foundation via Memorial Classic,” said Foundation Executive Director Lee Wiensch, CAE, CFRE.
“Our Memorial Classic Academic Scholarship winners regularly say, ‘Thank you for believing in me.’ We
know they will be professional trailblazers, just like
those who are remembered each year at the Memorial
Classic.”
40
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Tom Johnson, Founder of Johnson Consulting Group,
started this event 40 years ago to get friends from the
profession together for a few days over golf. Now it’s
one of the most successful fundraising events in the
profession year after year.
“It’s great to see how a group of people passionate
about the future of the profession can make a difference,” says Tom, “We are always grateful for the attendees and their generosity.”
Jake Johnson, CEO of Johnson Consulting Group, has
watched this event grow from day one into something
everyone looks forward to each year.

“It’s a huge milestone for the event to reach one million dollars in donations,” says Jake, “I am proud of
everyone involved who has made this happen year after year.”
About the Funeral Service Foundation – FuneralServiceFoundation.org
Since 1945, the Funeral Service Foundation has served
as the profession’s philanthropic voice. As the charitable arm of the National Funeral Directors Association since 1997, the Foundation receives operational
support from NFDA and donors across the profession
to help advance its mission to support funeral service
in building meaningful relationships with the families
and the communities it serves.

who answer the call of service. The ICCFA Educational Foundation is a tax-exempt 501(c)(3) charity.
About Johnson Consulting Group
Johnson Consulting Group is committed to providing intelligent business solutions that address succession, operational, financial, and customer service
needs within funeral homes and cemeteries. JCG has
been creating personalized partnerships and growing
revenue with funeral and cemetery business owners,
managers, and staff for over two decades with solutions including succession planning services, financial
management & accounting services, and professional
funeral & cemetery consulting. For more information,
visit www.johnsonconsulting.com to learn more.

About the ICCFA Educational Foundation
The ICCFA Educational Foundation, founded in 2005,
seeks to make education accessible to the future leaders of the deathcare profession. It does this by awarding scholarships to the educational programs of the
International Cemetery, Cremation and Funeral Association, as well as advancing initiatives designed
to promote the profession and support the individuals
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INDUSTRY NEWS
Strategic Funeral Resources Introduces Innovative AVA Software: Artificial Intelligence
(AI) Technology Created Specifically for Online Funeral Arrangements
Barrie, ON - Strategic Funeral Resources, the consulting
company that helps funeral homes innovate and transform,
has recently introduced its Automated Virtual Arranger
(AVA) software. The AVA process takes the best types of
human interactions – engaging, warm and emotional connections – and combines them with revolutionary Artificial
Intelligence (AI) technology to create a lifelike, interactive
experience with a digital personal assistant; think Alexa or
Siri for funeral planning.
“The AVA digital avatar presents families with funeral options in an easy-to-understand format and helps them understand the whole process before they ever need to speak with
a funeral director or visit the funeral home.,” said Curt Fitzsimmons, President of Strategic Funeral Resources. “It’s
important to understand that AVA is designed to enhance
the arrangement experience, not to replace the face-to-face
interaction with funeral directors.”
AVA comes to life with one click on a funeral home’s website. The lifelike virtual personal assistant leads families
through a self-guided journey that covers everything from
cremation and burials to caskets, urns, service offerings,
and pricing. While some funeral homes shy away from
technology believing it will impact foot traffic to their facilities, the opposite can actually occur. AVA puts families at
ease. They are better informed and therefore feel they are
making better decisions.
“Our software helps funeral homes generate what we like
to call ‘educated’ leads. Families now arrive at the funeral
home enlightened about the services and products they want
and are speaking ‘funeral’,” added Fitzsimmons. “I strongly
believe the more information a family has before making a
decision, the better value that decision will be when they
come to make their final arrangements. It’s a win-win for
both the family and the funeral home.”
Before the pandemic began impacting in-person meetings,
technology has altered how families shop – whether for
clothes, cars, homes, or funeral-related items. While a portion of the population still wants to make pre-need or atneed arrangements inside a funeral home, a growing subset
prefers to browse the options from the convenience of the
home, the office, or even the hospital.
“AVA guides the family through a complete funeral service
from start to finish based on what the family selects,” says
42
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Funeral homes can
choose to customize the avatar used to
deliver the message.
Instead of showing a
generic avatar, AVA
can look – and sound
– like the funeral home
owner or any member
of the staff.

Fitzsimmons. “If the family wants, they can even pay and
sign contracts online – they never have to enter the funeral
home. Of course, this is not our preferred method of contact, but as funeral home owners, we need to be ready to
meet their demands.”
While a standard script for funeral homes is provided, many
funeral homes choose to customize both the content and the
avatar being used to deliver the message. Instead of using
a generic computer-generated avatar, AVA can look – and
sound – like the funeral home owner or any member of the
staff. The program can run in multiple ethnicities and languages to eliminate cultural barriers, and the software is not
just limited to arrangements. It can also be used to market
new products and services, run contests, or even train staff.
“I believe online arrangements are a very important option
for families,” emphasizes Fitzsimmons. “Some people will
always prefer to go into a funeral home, but many people
out there today are looking for different ways to arrange a
funeral – whether at-need or pre-need. This viable, easyto-use, informational software allows them to do just that.”
To learn more about AVA, the automated virtual arranger,
please visit strategicfuneralresources.com or contact Strategic Funeral Resources at 647-207-2878.
About Strategic Funeral Resources: Strategic Funeral Resources is a boutique funeral solution firm that provides outstanding, customized client service and solutions, just like
your funeral home or cemetery. Over the years, the firm has
provided a wide range of services for burial or cremation
opportunities, both tactical and strategic. Strategic Funeral
Resources’ arrangement office focus has helped their funeral home clients to build their businesses profitably while
implementing new ideas and concepts for the future.
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Cherokee
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“C&J is a valuable partner in
helping not only our cash flow,
but they also allow our team
to focus on families while they
handle the time-consuming
assignment details.”
David Lee Hernández Jr.
Principal at Jersey Memorial Group

Amp up your
revenue per call
by 31%.
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Everyday we are committed to amping
up the profits and overall success of each
one of our clients. While you know us for
insurance assignment, we’re here to provide
you with insights and programs that many
of our client partners have used to help their
firms reduce accounts receivables, increase
cash flow and maybe best of all, help increase
their revenue per call up to 30%! Everything
we do is driven by our passion to be a trusted
partner to the many thriving funeral homes
we serve. But don’t just take our word for it.
Listen to what our partners have to say and
then call or visit us online to learn more.
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Difference?
Our expert sales team delivers the most
up-to-date, relevant solutions to help
your business grow and succeed. From
I’ll Remember You®, our industry-leading
cremation program, to Compass™,
our proprietary business analysis
tool; from our digital merchandising
solutions to our innovative Professional
Development curriculum, your Matthews
Aurora Funeral Service Consultant has
a comprehensive toolkit to help you and
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today’s families.
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