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The Essence ef a Small Jown
Funeral Divector

By Jeff Nichols

He was awakened at 3:00 a.m. by the shrill ring of the telephone. Phones rang more
intrusively back in those days, especially in the middle of the night. Nevertheless, he
answered the call about a wreck on the highway.

Quickly he donned the uniform which consisted of his suit and tie, dark shoes and a
white shirt. With a brief comb through the hair, he rushed out the door to the funeral
home in the rain to get the ambulance, which was nothing more than a stripped down
hearse with a rotating red beacon on top.

Everyone in town knew the location well on the south highway out of town, at a
curve that is too sharp for fast driving, especially at night and in this rain. It was a
single car accident and the tree didn’t budge. With the help of the officers and by-
standers he loaded the barely breathing driver into the ambulance and rushed away to
the hospital nearby where he watched the futile efforts of the doctor to save the man.

Of course, he knew the driver well. He had coffee with him at the local café just
three days ago. Before sunrise, he would meet the town’s newest widow and father-
less child at the hospital and provide his best effort to console them and then prepare
the man’s remains for a funeral later in the week.

By noon he was off to the weekly meeting of the local civic club where he would
smile, catch up on local events and listen to loose jokes. The presentation today was
on irrigation for some village in some region of Africa. He feigned attentiveness as
his mind was still focused on the tragedy of the wreck and the widow and child. But
he rarely missed these weekly meetings and he always smiled and interacted with his
peers and never let them see what he really kept inside.

The next decade saw the drudgery of the ambulance finally leave the funeral home
and move on to the medical profession where it belonged.

Today he will direct the funeral of an 18-month-old child who died suddenly of a
respiratory illness. It was the first child for the young couple. He knew the parents
well, known them both since they were born. That’s the way it is in small towns, eve-
ryone knows everyone and most are related. This is a blessing when things are good
and life is in full bloom, but he knows too well how hard it is in times of sadness and
death. They were high school sweethearts, she was a cheerleader and he was a line-
backer. They married just after graduation and made a life for themselves in this
small town. He would stand by them through the ordeal of death, preparation for the
funeral and the services to bury their baby, ensuring they had everything he could pos-
sibly provide to get them through this week.

On Friday he would be at the football stadium, standing with his hand over his heart
for the national anthem, cheering on his son playing football, and respecting the band
at halftime. There would be a smile on his face and kind words and laughter with
friends but inside his thought kept drifting back to celebrating football and fall weath-
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Mortuary Muse

By Lowell

Is the compassionate care given by the hospice caregivers
being tarnished by hospice managements intrusion into the
space between the families they serve and the funeral profes-
sionals? Some funeral directors think so!!

A few years ago we contacted eight hospice organizations that
serve our area. We asked for their protocol regarding interac-
tions with funeral directors to secure funeral pricing for the fam-
ilies under hospice care. None responded with a written reply.
One called and said that their hospice workers are not to be in-
cluded in the process of making funeral arrangements. Yet
many funeral homes have reported incidents of hospice workers
calling to check on the price of a funeral home’s services. Near-
ly always ONE item—DIRECT Cremation with NO services!

I seem to recall that a few years back that NFDA announced
plans to improve relations with hospice organizations apparently
that effort faded away.

If hospice management is not taking an active role in their
client’s funeral arrangements perhaps the bond between caregiv-
er and the families becomes so strong that the caregiver just
wants to help make things easier for the client family. But why
is it almost always a request for the price of cremation without
services?

Cremation without services is certainly becoming the trend,

but is still only one option among many. A helpful caregiver should
or would remain neutral in their advisory capacity or unless their em-
ployer has some financial interest in some facet of the cremation in-
dustry.

The 21st century has changed the face of most industries including
death care and near death care. We used to think of hospice as a won-
derful free-standing edifice staffed by a compassionate staff and prob-
ably funded by charity, religious or benevolent interests. Unfortu-
nately their services simply weren’t available to the masses.

Now hospice services are widely available from what seems to be
an increasing number of not-for-profit organizations with or through
hospitals, nursing homes or perhaps other non-profits in the health
care industry. The ownership of these hospice local/regional non-
profits and their affiliation with hospitals and nursing homes seems a
little vague to the average observer, and even some of the families
they serve. Since they appear to operate on insurance and Medicare
funds— hope someone is watching the hen house in case the fox is
lurking nearby.

About the Author: Lowell Pugh has had funeral director and embalmer licenses in
Missouri and Texas and continues the operation of the family funeral home which
started in 1904. He is publisher of The Dead Beat which began in 1999. He can
be contacted at The Dead Beat address.
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As We Drive By We love to take pictures as we go by funeral homes and interesting places,
but we’d welcome pictures, if you send them to us.

Oltmann Funeral
Home
Washington, MO

Want to Reach the Hispanic Market
& Make Your Funeral Home More Profitable?

Salvador Perches, an internationally
recognized authority on Hispanic
funeral marketing and an American
Funeral Director of the Year recipient,
can help you to understand and
expand your business to reach this
growing market.

With Perches & Associates, you can choose:

M Personalized consultative services

M Translation via phone or internet to help make
arrangements with Hispanic clients

M Business and market plan development

M Promotional ideas and materials

Call us today at to discuss how we can work together

to make your business more profitable. Have you had an OPEN HOUSE, built 2a NEW ADDITION to your
funeral home, developed a new PROGRAM FOR GRIEVING
9 1 5 - 3 7 3 - 7 6 7 7 CLIENTS, RECEIVED AN HONOR from your community, have an

interesting HOBBY or DONE SOMETHING THAT WAS JUST
’ : : . L PLAIN FUN? If so, tell us about it. We want to tell your story (WE
Licensed funeral director in Texas, New Mexico and California LOVE PICTURES, TOO) call us 800-575-2611, fax us 417-537-4797 or

Specializing in Ship-Outs to Mexico

s.perches@grupoperches.com

e-mail us: editor@thedead-beat.com.
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Behind the Back Fence

By Lowell

“Creating a Newsletter for Families Read” was Joe Wei-
gel’s article in The Dead Beat-Volume 15 Issue 6. The
article had some great tips. If you missed it go to the
website and check it out.

About the same time we ran the newsletter article a
friend brought me a copy of the newsletter of one of the
large funeral homes in SW Missouri that mails it to clients
they have served. The newsletter had originally been
mailed to a family in Oklahoma. The newsletter was ba-
sically filled with aftercare content, coming events and
deaths of the past month. Importantly it was being
shared.

Even though we did not anticipate using The Dead Beat
as a funeral client message, most families would pick up
one or more copies and continue reading successive is-
sues.

Sometime back we started leaving 5 to 10 press overrun
copies in the waiting area of our town’s nationally ac-
claimed “Cooky’s Café.” We place two loose sheets in
each copy of the magazine. One sheet is about our funer-
al home and examples of services and prices that are
available and the other is a subscription form. We have-
n’t been doing this long enough to track, but The Dead
Beat is more popular than some travel brochures.

Recently my friend Charlie told me that ads he placed
on cablevision billed not by the TV airtime but rather by
the internet activity they generate. The cable company
knows how many hits the website had. They knew how
many read the whole ad and who went to the physical lo-
cation due to GPS tracking in certain specified areas. I’ve

BAXTER VAULT COMPANY
Baxter Springs, Kansas/Independence, Kansas
Phone 800-346-0547

“Serving The 4-State Area”
*Doric Burial Vaults
*Clark Steel Vaults
*Concrete Boxes

*Mausoleums
*Monuments/Markers
The finest tribute... the most trusted protection

ORIC

e Ll
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got to rethink our funeral home’s marketing strategies.
I was about to order some cardboard fans on a stick in
case a couple of our village’s churches reopened.

sk sk sk skeoskeosk sk skeosk skeskok sk

Since writing my comments about hospice workers
being involved in funeral arrangements another col-
league called.

One of his own family had passed. He said a hos-
pice worker had tried to share information about being
an organ donor, but the person was very misinformed
about the procedures that are involved and the prob-
lems of mortuary care that result.

skeoske sk skeoskosk skeskok skeosk

Has any kind of funeral service business closed in
your neighborhood lately? If so, perhaps you should
dial their former phone number and see what happens.

Friends had operated a funeral supply business in
our area for three generations. The business closed
some time ago, but the owner had continued repre-
senting another company and we continued listing the
phone number in The Dead Beat. I dialed the number
recently and was surprised by the AT&T recording.
The number was discontinued but at no extra charge
they would help me find a similar business. Press #1
for Dignity Memorials, press #2 for Parker Mortuary
or press #3 for 4state Cremation Society (owned by
Parker Mortuary). A couple of calls the next day and
the list had rotated with #1 Parker, #2 4states and #3
Dignity Memorials. I suppose I got someone in Hou-
ston when I punched in Dignity. The person informed
me that my closest Dignity firm was in Bentonville,
Arkansas, which is about one hundred miles away.
Later a Dignity person called, but I was out of the of-
fice. I wonder if AT&T solicits business for this ser-
vice?

About the Author:

Lowell Pugh has had funeral director and embalmer licenses in
Missouri and Texas and continues the operation of the family
funeral home which started in 1904. He is publisher of The
Dead Beat which began in 1999. He can be contacted at The
Dead Beat address and editor@thedead-beat.com
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I don’t know if you remember
from issue to issue what I wrote,
but I heard from a friend of mine
who also lost a daughter and it
was commenting on my last col-
umn about social media and lost
loved ones. She also had experi-
enced positive responses to ex-
pressed grief online.

I have since been sensitive to
what has been shared online in
relation to losing
loved ones. TI’ve
noticed that losing
pets is one thing
that people need to
share and the re-
sponses are very
supportive. Everyone seems to
relate to losing pets and acknowl-
edging them as members of the
family. Isn’t it remarkable how
sharing about our losses online
seems to help, especially with all
the love shown toward us in our
losses, even our pets? It seems
that brings out our memories of
similar losses. I hope this posi-

tive way of sharing is encouraged.
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On another note dealing with
funeral directing and the future....

So what’s the deal with Hos-
pice? I had an interesting situa-
tion today.

On Saturday I got contacted from
our answering service that some-
one was at my door wanting to do
a preneed. Regretfully I was out
of town but I contacted the person
and scheduled an appointment for
Monday at 10. Well, about quar-
ter to ten, my appointment

showed up. It was a son making a
preneed for his mother who had taken
a turn for the worse.

One of the first things he told me
was he had a check from Hospice for
$500 to put toward the funeral (made
out to our funeral home). After we
talked, he had decided upon a visita-
tion with body present, cremation fol-
lowing and memorial service at a later
day. We worked through the infor-
mation collection and then details of
the services.

I had just finished copying the pa-
perwork and his partner came in and
without words he knew his mother
had passed. I hugged him and sent
him on his way and I had all the pa-
perwork, including the check and told
him to let me know what’s happen-
ing.

After he left I got a call from a Hos-
pice worker to say she was on her
way to the deceased’s home. I let her
know that the son had been with me
when the death had happened. She
said she would call me after she had
completed the paperwork.

A short time passed and I got anoth-
er call. The hospice worker called
and said could I tear up the check be-
cause the family had decided to go
with another funeral home. She
asked me if I had a problem with that
or did she need to come pick it up. I
said no I would shred it and that was
it.

So I have no idea why they changed
their minds, but I wonder if that $500
was supposed to be for a direct cre-
mation and that was what Hospice
will pay for? Or you lose the money?
Or the family just changed their
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mind? Or what? It made me feel
like I had done something wrong,
but when you don’t know why,
you don’t know what to think.

I realize what good things that
Hospice does, but why the in-
volvement with the funerals, es-
pecially monetarily?  Who is
paying for Hospice? Any
thoughts or opinions would be
welcomed by me. I’'m not sure if
this situation is just the first of
many.

Additional info since I wrote this
column; I never found out what
funeral home or crematory han-
dled her arrangements. But sev-
eral days later, a newspaper obi-
tuary surfaced with information
on the individual and saying pri-
vate viewing was held per her
request. No funeral home was
mentioned. So the mystery goes
on as to what really happened
and why.

About the author: Joanne
| Howard is the editor of
.| The Dead Beat. She has
been a licensed funeral
director since 1992 with
Pugh Funeral Home in
Golden City, MO and also the aftercare
coordinator. Much of her writing in this
column is influenced by her loss of her
two daughters Laura at age 10 in 1997
and Amy at age 19 in 2003. Any com-
ments or questions can be directed to
417-537-4412, P.O. Box 145, Golden
City, MO 64748 or email: jthow-
ard53@yahoo.com
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Are Professional Associations

Headed Toward Obsolenscence?
By Professional Colleague

Before you read more, answer the yes (Y) or no (N)
questions below:

___1. Is the attendance at your association's functions
increasing?

___ 2. Did you attend your association's 2016 Conven-
tion?

__ 3. Is lack of time the reason you haven't run for of-
fice?

___ 4. Has your region planned for succession of leader-
ship, i.e., identified and groomed young directors to lead
your association in the future?

___ 5. Have you personally invited another funeral direc-
tor to attend an association-sponsored event in the last six
months?

If you've answered three or more questions with an 'N,'
read more.

Several ominous red flags have begun appearing before
now, but directors across the country say their convention
this year was poorly attended. Once-crowded regional
meetings are attracting less than a dozen members.
NFDA convention? I hear the same thing and that's worri-
some...principally that the funeral service profession may
be careening in this same direction.

What are obvious causes of this short-fall of interest
among directors? Officers of associations around the
country believe more directors aren't attending conven-
tions because people don't want to spend the money, take
time away from their families or cannot spare time away
from work.

If you don't believe this trend exists, just look back to
the 1950s -- when Masonic Lodges were turning away
men, when Dad's once-a-week lodge meetings were a
traditional part of a family's schedule, where everybody
who was anybody was a Shriner...and Shriner's Hospitals
were solely supported by monies from various Shrines,
not through TV ad donations.

Well, most of those lodges have faded away because
they became irrelevant. Fewer men are joining Masons
and many long-standing civic organizations are only at-
tracting members who want to drink with their buddies.

Many -- not all but many -- young directors say, other
than networking opportunities, conventions don't offer
much in the way of new information and skills they can
take back home and incorporate into their daily routines
immediately. Still others complain about conventions not
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offering enough family-centric activities.

One executive, speaking anonymously, said association
leadership is not strong enough or charismatic enough to
share and implement their vision with the group. "All of
our officers do a good job," the exec said, "but it's evident,
few are passionate enough about funeral service to be vi-
sionary. Maybe it's because we have such a small pool of
candidates running for office every year...or maybe being
an association officer doesn't offer enough ROI (return on
investment), i.e., personal growth and development."

So, is change possible among professional associations?

Maybe, but as we all know, change is difficult, even
painful...and unless execs and board members encourage
members to become first adapters to innovative approach-
es, efforts to remain relevant may be useless.

Consider the following recommendations. Whether asso-
ciations choose to act on them is yet another story:

1. Hold one-third to one-half of association board meet-
ings via conference calls. It costs board members time and
money to attend meetings and it costs the association mon-
ey to host them (when you count exec and office time,
food, refreshments, etc.)...much more than a reliable tele-
conferencing company would charge.

2. Committees don't function well because most don't
meet more than once a year...and most committees are
stuck in a rut, otherwise known as "comfort zone"; other-
wise known as "we've always done it this way." The result
is people volunteer to work on committees, year after year,
because they want to be involved (or is it they want to list
all their committee work on their resume?) In general,
most committees fail to make a tangible difference. With
more communications more often, committees could set
higher goals and get more done.

3. Sorry, Baby Boomers! Your peak years are waning
and across the country, the same trends are repeating.
Membership numbers are diminishing and if funeral ser-
vice professional associations are going to survive past
2020, these associations should be recruiting Millennials
and the board should be tweaking "we've always done it
this way" programs and traditions to acknowledge the
changing needs of the new generations of funeral directors
and take action to revamp existing offerings to remain rele-
vant.

4. Current and past association leadership will agree...too
much in the way of time away from work and travel is ex-
pected.

(Continued on page 21)

Vol. 16 Issue 2



The Dead Beat

I often find
myself think-
ing on the
past. 1 guess
being a histo-
rian can pro-
duce that side
effect. I often
find myself
wondering if
I have made

Urns

and

Quts

the right
choices in life, taken the right opportu-
nities, made every effort I can to treat
others fairly and compassionately. I
hope I have at least made a positive
difference in the life of my family and
friends.

A recent significant life changing
move to pursue professional endeavors
has brought many feelings and realiza-
tions to surface. Taking a new job,
moving to a new city, making changes
and taking chances in my own life...
Even with the downsides those things
often make me feel the need to pinch
myself to make sure I am not dreaming.

I remember as a young man wanting
to be a funeral director, with daily en-
couraging phone conversations with my
patient mentor Rene Ferrer, and being
inspired by the urn wielding manager of
the Undertaker, Paul Bearer, 1 tried
with all my might to pursue the dream
of a career in funeral service. It was
because of Paul Bearer that I first start-
ed to have an interest in cremation urns.
The particular urn he carried was
unique, and I wanted to find one just
like it. So I began the search — one that
would elude me for more than a decade
— but a search that would instill in my
memory the importance of cremation
memorialization, the make and model
of countless urn styles, the drive to
learn all I could about cremation and its
history.

Years later, I would learn more about
the history of cremation. I found it fas-
cinating that this was such a largely
ignored topic of the history of death
care practice. It would be even later that
I would be named the historian for the
country’s original professional crema-

tion organization, the Cremation As-
sociation of North America (CANA).
Most recently, I was oftered to be the
cremation historian for the National
Museum of Funeral History where
we are working on the world’s first
History of Cremation exhibit.

Just a few weeks ago, I was walk-
ing through the Funeral History mu-
seum with one of my longest-time
friends, Keith Kobayashi. Giving him
the tour I showed him where the up-
coming History of Cremation Exhibit
will be located, and where I remem-
ber the various exhibits being set up
when I was about 14 and my parents
took me for a visit. He asked me
something 1 had not considered.
“How does it feel, to know that as a
14 year old you had no idea that you
would one day be a part of this muse-
um?” It had not dawned on me until
then, but he was right. Some 23 years
prior, I walked through that very
space, though the exhibits have
changed and the space has grown
considerably, and longed to have a
place in funeral service.

To say that I am humbled at the
opportunities that have been present-
ed to me, with the encouragement of
Barbara Kemmis of CANA, Scott
MacKenzie, Nikki Nordeen, Gene-
vieve Keeney, and the legendary
Robert Boetticher, Sr., is the under-
statement of the century.

I have spoken at national events,
designed cremation urns, guided up
and coming funeral professionals in
their endeavors, written articles, pub-
lished a book, received distinguished
service awards, served on boards. 1
have been featured in the pages of
TIME magazine. I have the oppor-
tunity to influence the future of cre-
mation memorialization. And it all
started with a desire, and an urn.

Now before anyone calls me out for
bragging or for seeking adulation, I
want to affirm that is not the intent of
my writing. A couple of years ago, I
was honored to be invited by the
New England Cemetery Association
to speak at their annual meeting in
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Rhode Island. As I sat on the long
flight to Boston, my large frame hav-
ing been blessed with upgraded seat-
ing, I found myself sitting next to a
young man with whom I struck up a
conversation. He told me of his re-
cent graduation and his pursuance of
his Master’s degree in some scien-
tific field that I don’t understand. I
told him as I have told my own son
and the apprentices 1 have had the
opportunity to help serve families:
follow your dreams, strive to be the
very best at whatever you set out to
do. Learn all you can and become the
expert. Then someday, when you are
being flown to share that dream and
passion and knowledge with others,
you too can have the chance to in-
spire a person who is facing the great
wide world of possibility that they
can do great things.

I hope to instill and inspire in all
who read my words that, even with
rough patches in the road, even when
it seems overwhelming, even with
blood, sweat, tears, heartache; in the
midst of all of these things, success
and fulfillment are yours for the tak-
ing! You can do great things. You
can be somebody. You can make a
difference. You too can live your
dreams.

That’s my perspective...

Jason Ryan Engler is a
funeral director and
"The Cremation Histo-
rian" who serves as the
official historian for
the Cremation Associa-
tion of North America.
He is the Senior Cre-
mation Advisor to the National Muse-
um of Funeral History and serves as
Secretary/Treasurer of the Northwest
Arkansas Funeral Directors Associa-
tion. He is a frequent contributor to
deathcare publications and often
speaks about cremation and its history
to funeral, cemetery, and cremation
trade associations. He resides in Hou-
ston, Texas with his miniature dachs-
hund, Otto.
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More Than Memories
By Ken Doka

“When my wife died,” John, a
76-year-old  widower, reflected,
“people tried to console me by re-
minding me [ would always have my
memories of Beth. They were right
but I have so much more.” John
then described all the other ways that
he remained connected to his wife.
He could see pieces of her in his
children, grandchildren, and even
great-grandchildren, one of whom
was even named after her. Most im-
portantly, he could see some of Beth
in himself. He had picked up some
of her habits and, more importantly,
John recognized how they had mold-
ed each other in over 50 years of
marriage. He would not be the man
he had become were it not for Beth.

John realized a basic truth about
grief. We never lose the connection
with the people we love. Grief is not
like a cold. It is not a condition that
we get over—it is one we live with.
Grief is a journey.

Sometimes that has painful as-
pects. Even years after a loss, we
may experience surges of grief. For
Katrina, it was her wedding. Her
grandmother had died many years
before that event. But when Katrina
was a little girl, her grandmother
would talk about weddings, and how
proud she was that all of the women
in the family had worn her wedding
dress. At her own wedding, which
took place after her grandmother had
died; Katrina was flooded with
memories of beloved Nana while
walking down the aisle.

There is another aspect of the
continuing bond, one that can be
comforting even in the midst of
grief. We realize that even though
someone we love has died, some
bonds remain. We do have our
memories.

And we have more. We have
the legacies they leave us. Some-
times these legacies are physical.
As John looks at his progeny, he
sees his wife’s smile in one of his
grandkids, while other children or
grandchildren mirror other char-
acteristics such as Beth’s hair, or
certain gestures.

John also recognizes the lega-
cies left to him. He now makes a
list ~whenever he  shops—
something Beth always impressed
on him. And even more deeply,
he recognizes Beth’s effect on his
own identity.

He also recognized other con-
nections that bind him to Beth.
He occasionally dreams of her.
Sometimes, John feels he even
smells her perfume when he
walks into a room. A religious
man, John also believes that
someday they will be reunited.
So even though he misses her,
and deeply grieves her death, he
takes comfort in the bond they
retain.

We do continue our bonds.
The people we love remain in our
life—always. They become part
of us. We respect their legacies
in our lives as well as the memo-
ries we retain. Perhaps, like John,
we may have experiences where
we encounter them or beliefs that
reassure us. Love lasts longer
than life.
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This article was originally printed in
Journeys: A Newsletter to Help in
Bereavement, published by Hospice
Foundation of America. More infor-
mation about Journeys can be found
at www.hospicefoundation.org or by
calling  800-854-3402 and is
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published monthly by the Hospice
Foundation of America, 1710 Rhode
Island Ave, NW Suite 400, Washing-
ton, DC 20036. Annual subscription-
$25.00.

Kenneth J. Doka, Ph.D., is a

Professor of
Gerontology at the
College of New
Rochelle. Dr.
Doka’s books
include:
Disenfranchised

Grief; Living with Life Threatening
Illness; Living with Grief: After
Sudden Loss; Death and
Spirituality; Living With Grief:
When Illness is Prolonged; Living
with Grief: Who We Are, How We
Grieve; AIDS,Fear &  Society;
Aging and Developmental
Disabilities; and Children Mourning,
Mourning Children. In addition to
these books, he has published over 60
articles and chapters. Dr. Doka is the
associate editor of the journal Omega
and editor of Journeys, a newsletter of
the bereaved. Dr. Doka has served as a
consultant to medical, nursing, hospice
organizations, as well as businesses,
educational and social  service
agencies. As Senior Consultant to the
Hospice Foundation of America, he
assists in planning, and participates in
their annual Teleconference. In 1998,
the Association for Death Education
and Counseling honored him by
presenting him an Award for
Outstanding Contributions to the field
of death education. In March 1993, he
was elected President of the
Association for Death Education and
Counseling. Dr. Doka was elected in
1995 to the Board of the International
Work Group on Dying, Death and
Bereavement and elected Chair in
1997. Dr. Doka is an ordained
Lutheran Clergyman. (4nd a heck of a
nice guy— Editor & Publisher)
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Chuckles Comments

Editor Note: My apologies if anyone has been offended by jokes I really enjoy reading every Single page of “The Dead Beat.”
in this column Although I am not licensed in the funeral industry, I have been
Ugly Suit involved with it through my transportation company and as a

When the store manager returned from lunch, he funeral assistant for many years.

noticed his clerk’s hand was bandaged, but before Jeff Nichols, Paris, Texas

he could ask about the bandage, the clerk has some ! §
very good news for him. “Guess what, sir?” the et
clerk said. “I finally sold that terrible, ugly suit
we’ve had so long!” “Do you mean that repulsive
pink-and-blue double-breasted thing?!” the manag-

So today I read your article in the Dead Beat about social media.
You hit it on the head for me today... anniversary of Jessica’s
angel day. The words and remembrances from friends made me
smile today.....”

er asked. “That’s the one!” “That’s great!” the manager cried, “I A fri .
) . ’ iend of the editor
thought we’d never get rid of that monstrosity! That had to be the
ugliest suit we’ve ever had! But tell me, why is your hand band- | Feel free to share comments and thoughts to the editor at

aged?” “Oh,” the clerk replied, “after I sold the guy that suit, his editor@thedead-beat.com or mail to The Dead Beat, PO Box
seeing-eye dog bit me.”

skoskokok skosk skok ok ok ok
. |
Old is When
e  Your friend compliments you on your new alligator shoes Chuckles (Cont.)

and you’re barefoot.
®  You don’t care where you spouse goes, just as long as you Regis said, “The answer is ....absolutely correct! You are now a

don’t have to go along. millionaire.” Three days later, the contestant hosted a party for her
e A young babe catches your fancy and your pacemaker opens family and friends including the blonde who had helped her win the

the garage door. million dollars. “Jenny, I just do not know how to thank you!” said
e  “Getting a little action” means, “I don’t need to take any | the contestant. “How did you happen to know the right answer?”

fiber today.” “Oh, come on,” said the blonde. “Everybody knows that cuckoos
e You are cautioned to slow down by the doctor instead of the | don’t build nests. They live in clocks.”

pOhCe. st she sk sk sk sfesheskeoske sk skeskeosk

A new supermarket opened near my house. It has an automatic wa-
room! ter mister to keep the produce fresh. Just before it goes on you hear
Ot » . . the sound of distant thunder and the smell of fresh rain. When you

o Getting lucky” means you find your car in the parking lot. . . .

S e s e ek o o approach the milk cases, you hear cows mooing and experience the
scent of fresh hay. When you approach the egg case, you hear hens
cluck and cackle, and the air is filled with the pleasing aroma of
bacon and eggs frying. The veggie department features the smell of

fresh buttered corn. I don’t buy toilet paper there any more.
st sfe sfe sk sk ske sk skeoske sk skeskesk

e An “all nighter” means not getting up to go use the bath-

A contestant on “Who Wants to be a Millionaire?” had reached
the final plateau. If she answered the next question correctly, she
would win $1,000,000. If she answered incorrectly, she would
pocket only $32,000 milestone money. And as she suspected it
would be, the million-dollar question was no pushover. It was,
“Which of the following species of birds does not build its own
nest, but instead lays its eggs in the nests of other birds? Is it A)
the condor; B) the buzzard; C) the cuckoo; or D) the vulture?
The woman was on the spot. She did not know the answer. And
she was doubly on the spot because she had used up her 50/50
Lifeline and her Audience Poll Lifeline. All that remained was
her Phone-a-Friend! Lifeline. The woman hoped she would not
have to use it because.. Her friend was well... blonde. She had no
alternative. She called her friend and gave her the question and
the four choices. The blonde responded unhesitatingly: “That’s
easy. The answer is C: The cuckoo.” The contestant had to
make a decision and make it fast. She considered employing a
reverse strategy and giving Regis any answer except the one that
her friend had given her. And considering that her friend was a
blonde, that would seem to be the logical thing to do. On the
other hand—the blonde had responded with such confidence,

Lena was making a breakfast of fried eggs for Ole. Suddenly, Ole
burst into the kitchen yelling, “Careful. CARE-

FUL! Put in sum more vater! Yur cooking too
many at once! TOO MANY! Turn dem! TURN
DEM NOW! Dey’re going to STICK! Don’t burn
dem!” Lena stared hard at Ole and said, “Vhat da
heck is wrong vit you? You tink I don’t know how
to fry a couple eggs?” Ole calmly replied, “I yust vanted to show

you vhat it’s like vhen I’m driving and yur in da car!”
st sfesfe sk sk seskesiesk sk

Guinness Accident
Brenda O’Malley is home making dinner, as usual, when Tim Fin-
negan arrives at her door, “Brenda, may I come in?” he asks. “T’ve
somethin’ to tell ya.” “Of course you can come in, you’'re always
welcome, Tim. But where’s my husband?” “That’s what I’m here
to be tellin’ ya, Brenda. There was an accident down at the Guin-

. 2 (3 "7 . 6 2
such certitude, that the contestant could not help but be persuad- ness l’a’re‘\j\{ery. ) t B 03’ G;){d noil Cgl ©s dBSrlel:nda. . P(lieasde d(zjn t tell
ed. “I need an answer,” said Regis. Crossing her fingers, the }?e... ”Im;s. ’ Hren ha : ] (Elrd us anT. am}%ls Z?d a nh gone.
contestant said, “C: The Cuckoo.” “Is that your final answer?” m sorry. mally, she looked up at lim. ow did it happen,

(Continued on page 11)

asked Regis. “Yes, that is my final answer.” Two minutes later,
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Chuckles (Cont.)

Tim?” “It was terrible, Brenda. He fell into a vat of Guinness
Stout and drowned.” “Oh my dear Jesus! But you must tell me
true, Tim. Did he at least go quickly?” “Well, no Brenda... no
Fact is, he got out three times to pee.”

sk skeskoskosko sk skeskoskoskosk
Lena went to her doctor for her annual checkup. After checking
her over and running some tests, the doctor said, “Lena, I guess
you just have to realize you’re not getting any younger.” “I
don’t vant to get any younger,” retorted Lena. “I yust vant you
to fix me up so I get older!”

s sie sk sk sk sfeoskesk sk skeskesk

Hang Gliding
Here in Kentucky, you don’t see too many people hang-gliding.
Bubba decided to save up and get a hang-glider. He takes it to

the highest mountain, and after struggling to the top, he gets
ready to take flight. He takes off running and reaches the edge—

—into the wind he goes! Meanwhile, Maw
and Paw Hicks were sittin’ on the porch swing
talkin’ ‘bout the good ol days when Maw spots
the biggest bird she ever seen! “Look at the
size of that bird, Paw!” she exclaims. Paw
raises up, “Git my gun, Maw.” She runs into the house, brings
out his pump shotgun. He takes careful aim. BANG ... BANG

. BANG ... BANG! The monster size bird continues to sail
silently over the tree tops. “I think ya missed him, Paw,” she
says. “Yeah,” he replies, “ but at least he let go of Bubba!”

sfe st sk sk st sfeskeskeoske sk
The Phone

The place where I work decided to provide company-paid cell
phones to the “suits” upstairs. After negotiating a deal with a
cell phone company, we arranged for the phones to be sent to the
homes of the various VIP’s. The day after delivery, I received a
call from a partner screaming about how his cell phone didn’t
work. He said he charged it overnight just like the sheet said, but
in the morning, it wouldn’t power up. I asked EXACTLY what
he did with the phone when he got it. “I took it out, plugged the
charger into the wall and into the phone.” “Did you put the bat-
tery in the phone?” “Not the extra one.” “Sir, the phone only
came with one battery.” (Pause) “Oh, I think I figured out what’s
wrong with it.”

sk sk sk sk ok sksk skosk

DARLENE M. RUSSELL,
LICENSED FUNERAL DIRECTOR
PRE-NEED SALES DIRECTOR

(573) 821-6340

darusselll 3@hotmail.com
Home Office: Belleville, 11
866-775-6333

CEFL PRE-NEED

Professionals in Pre-Need Funding
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Small Ranch
A man owned a small ranch in Montana.

The Montana Work
Force Department claimed he was not paying proper wages to his
help and sent an agent out to interview him. “I need a list of your
employees and how much you pay them,” demanded the agent.
“Well,” replied the farmer, “there’s my farm hand who’s been with
me for 3 years. I pay him $200 a week plus free room and board.
The cook has been here for 18 months, and I pay her $150 per
week plus free room and board. Then there’s the half-wit. He
works about 18 hours every day and does about 90% of all the
work around here He makes about $10 per week, pays his own
room and board, and I buy him a bottle of bourbon every Saturday
night. He also sleeps with my wife occasionally.” “That’s the guy
I want to talk to......the half-wit,” says the agent. “That would be
me,” replied the Rancher.
st she sk skeoske sk seskeskeosk
Apples

The children were lined up in the cafeteria of a Catholic elementary
school for lunch. At the head of the table was a large pile of ap-
ples. The nun made a note, and posted on the apple tray: “Take
only ONE. God is watching.” Moving further along the lunch
line, at the other end of the table was a large pile of chocolate chip

cookies. A child had written a note, “Take all you want. God is
watching the apples.”
st she sk sk skeseskeskesk sk
35 Years

It was mailman George’s last day on the job after 35 years of deliv-
ering the mail through all kinds of weather. When he arrived at the
first house on his route, the whole family came out, roundly con-
gratulated him, and sent him on his way with a tiny gift envelope.
At the second house they present him with a box of fine cigars.

The folks at the third house handed him a selection of terrific fish-
ing lures. As the next house, he was met at the door by a strikingly
beautiful woman in a revealing negligee. She took him by the
hand, and led him up the stairs to the bedroom where she blew his
mind with the most passionate love he had ever experienced.

When he’d had enough, they went down stairs, where she fixed
him a giant breakfast. When he was truly satisfied, she poured him
a cup of steaming coffee. As she was pouring, he noticed a dollar
bill sticking out from under the cup’s bottom edge. “All this is just
too wonderful for words,” he said, “but what’s the dollar for?”
“Well,” she said, “last night, I told my husband that today would be
your last day, and that I wanted to do something special for you. I
asked him what to give you. He said, “Screw him. Give him a
dollar.” “Breakfast was my idea.”
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CLASSIFIED Directory of Funeral Homes, Funeral Plrectors and
Embalmers and Crematories

RATES : $1.00 per word, with minimum charge of
$20.00. All advertising in this department is payable COLORADO (Cont.)
in advance. If drawer number is requested please add
$8.00 to total. The identity of drawer numbers is
strictly confidential and cannot be divulged.

Any one needing a reconditioned Duo-

tronic Embalming Machine. Call e
Travis at Brian Simmon’s Springfield :

Mortuary Service, Springfield, Mis- 3700 QUEBEC ST #197 + DENVER, CO 80205
souri—417-869-2826 L s

KANSAS
]
Y.E.S.
‘ ARKANSAS ‘ YODER EMBALMING SERVICES, LLC

“OUR GOAL IS TO REPRESENT YOUR FIRM IN THE
PROFESSIONAL MANNER YOU DESIRE &
FAMILIES DESERVE”

Removal
Embalming 1801 W. MCCORMICK /
Rgfr:rgn:;g:" B WICHITA, KS 67213
TranRoration P TR (316) 264-6900 / (800) 225-7425

FAX (816) 264-6910

REMOVALS, EMBALMING, TRANSPORTATION,
SHIP OUTS & CREMATION SERVICES
(WITH ON-SITE CREMATORY) INDEPENDENTLY

Serving Fayetteville, Springdale, OWNED & OPERATED %
Rogers, Bentonville, Bella Vista *OVEHR 30 YRS EXPHERIENCE
And All Of Northwest Arkansas RICKEY D. YODER - o
Because Qualify FUNERAL DIRECTOR & EMBALMER
Service Matters
NW6@A Mortaary Service
479-957-6023 MISSOURI
‘ COLORADO ‘
24-Hour Mortuary Serving the
FIRST CALL & FUNERAL DIRECTOR'S SERVICE, Delivery Service Midwest

Bailey Transfer, Inc.

Bill Bailey Phone 816-252-5339
4308 S. Avon Dr. Fax 816-254-3295
Independence, MO 64055

g Rates
One m"f‘”":zw Removal $115.00 ( First 40 miles included)
your transpo - GANA certified, fully ;
trad is. bonded and insured $1.65.a loaded1 lgule thereaftel:
e P Long Distance $1.65 a loaded mile.
1849 S. Acoma St. Denver, CO 80223

Phone: 303.777.0190
Fax: 720.570.0681 * E-mail: firstcallofco@gmail.com
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Directory of Funeral Homes, Funeral Directors and Embalmers and Crematories (Cont.)

TEXAS

“Ensuring the highest quality and professionalism with
prompt service”

HARDIN

MORTUARY SERVICES

Graveside Services Embalming
National & International Shipping
Cremations  First Calls
Overland Service
William E. Hardin, Sr., Owner
Toll Free—1-866-533-9116
Phone (210) 533-9116
Fax (210)533-9335
4402 S. Flores St. San Antonio, TX 78214
EXCLUSIVE SERVICE TO FUNERAL
HOMES ONLY
NOT AFFILIATED WITH

* ON SITE CREMATION
* SHIP-OUT SERVICE
* TRANSPORTATION
* REMOVAL AND EMBALMING
* REFRIGERATION
Wfottaa‘u; & enzo«ato‘u; * EXPERIENCED LICENSED PERSO-
NELL

Serving the Dallas Fort Worth Area

Shipping From DFW and Love Field Airports

855-530-6900

972-530-6800 Fax 972-530-6812

“QUALITY SERVICE WITH PROFESSIONAL REPRESENTATION"
6804 Highway 78 Sachse, Texas 75048

Metro Mortuary Transport of Texas

Located in

| TEXAS (Cont)

Olinger ~ Saenz

Dotti Bierschwale
Owners
Office (210) 924-4137
Fax (210) 924-3299

1 (800) 247-4137

Ephraim Saenz

6614 S. Flores *
San Antonio, Texas 78214

Removals * Embalming* K
Gravesides *Cremations*
Transportation *

Known Shipper

Victorid R
Mortuary & Cremation Service

Attending The Funeral Services Professionals

| 1505 Ca Valliers gve.  361-5784646 ®.0. Box 7662 (77903)
\Victoria, TX77901  1-888-524-1646  Fax; 361-578-0228

'-EHE ONLY MORTUARY SERVICE IN VICTORIA

NATIONWIDE

“Succession Planning for the Funeral Industry”

FUNERAL HOME SALES / BUSINESS VALUATIONS / FINANCING AND LOANS|

Removals -0¢ Richard S. Lee , President
Trmlty, Texas 407-257-5024 Fax: 407-203-3905 Email: Leebros@aol.com
(East Texas)
& Just N of Houston
IF YOU WOULD LIKE TO ADVERTISE IN OUR DIRECTORY. [3
H  IT STARTS AT $25 PER ISSUE- 6 issues for $125. PROVIDE Q8
Transports 409-457-4849 N WHAT INFORMATION YOU WOULD LIKE DISPLAYED AND

SEND CHECK TO: The Dead Beat P.O. BOX 145, -

GOLDEN CITY, MO 64748-0145
or E-mail: Editor@thedead-beat.com
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‘§ .~ Death Notices of Fellow Funeral Service Colleagues ,.\%

‘ INDUSTRY PROFESSIONAL ‘

William D. “Bill” Backman, Jr., 85, of Auro-
ra, Indiana died on March 1, 2017. He was em-
ployed at Aurora Casket from 1948 until his
retirement in 1993. During this time, he served
as president from 1978-1993, CEO from 1983-
1996 and chairman of the board from 1989-
2002. He graduated from Wabash College in
1953 and later established the William D. Backman Sr. Schol-
arship. His services were conducted by Fitch-Denney Funeral

MISSOURI

John D. Wilson, 68, of Ash Grove passed |
| away June 2, 2017. He graduated with S5
honors from The Kentucky School of Mor-
tuary Science on August 29, 1970. Following
graduation, he returned to Springfield, Missouri
and began his professional career and completed
his 12 month apprenticeship with the Klingner
Mortuary. He served in the U.S. Army in 1971. John and wife
Carolyn purchased the Daniel Funeral Homes of Ash Grove
and Walnut Grove in April, 1973 and he served those commu-
nities for 44 years. His arrangements were under the direction
of Wilson-Griffin Funeral Home in Ash Grove.

Calvin W. Hunter, 87, of St. Charles, MO and Labelle, FL,
formerly of St. Ann, MO, died June 3, 2017. Funeral service
arrangements under direction of Schrader Funeral Home, Ball-

TEXAS

| Bill DeBerry, Sr., 84, of Denton, died on May
13, 2017. He went to work for J.B. Floyd at
Schmitz-Floyd-Hamlett Funeral Home. While
working for J.B. Floyd, he went to the Dallas
Institute of Mortuary Services and began his
lifelong career in Denton of over 59 years. He
worked for J.B. for many years and later for
Bob Schmitz at Jack Schmitz and Son Funeral Home. At the
time Bob retired, Bill went back to work for J.B. Floyd until
the fall of 1988 when Bill made a huge commitment to open
his own funeral home in Denton in 1990. In his 64 years in the
Funeral Service he dedicated himself to the families he served.
Bill DeBerry Funeral Directors handled his funeral services.
\ D Margaret Ann Garza, 31 of Round Rock,
BN passed away on May 30, 2017. She was a for-
‘ mer employee of Texas Service Life Ins. Co. of
% Austin. Her services were under the direction
¥ of Joe Jackson North Funeral and Cremation
Services in Laredo.

‘ TEXAS (Cont.) \

- B R. Davis Harper, 58, of Temple, died March
4,2017. He worked as a fourth general funer-
== al director at Harper-Talasek Funeral Home
before he and his partner Philip Scanio estab-
- lished Scanio-Harper Funeral Home in 1997.
\ - ‘ He graduated from the Dallas Institute of Mor-
tuary Science in 1979. His services were
handled by Scanio-Harper Funeral Home. :
Jose F. “Pepe” Hernandez, 94, of Ros- | =
enberg, passed away on May 17, 2017. =
He was a WWII veteran in the Pacific Thea-
tre. He then enrolled in the Landig School of
Mortuary Science in Houston and graduated
in 1947. After working some years in San
Antonio, he moved to Rosenberg in April
1950 and established Hernandez Funeral Home. He was li-
censed for 70 years and former owner of Hernandez Funeral
Home who handled the funeral arrangements. b
Mr. John Marvin Kennedy, 84, of|
Lufkin passed away on April 21, 2017./ =
Mr. Kennedy was a graduate of Dallas Institute
of Mortuary Science in 1952 and was a licensed
funeral director for 57 and a half years. He was
senior funeral director at Oakley-Metcalf Funer-
al Home for 35 years. He proudly served as a
Navy Corpsman from 1952 to 1954. He was a funeral director
with Oakley-Metcalf Funeral Home in Lufkin who directed
his funeral services.

1

If you know of a fellow funeral service
colleague that has died that we have not
included, please send the information and
picture if available (The Dead Beat, P.O.
Box 145, Golden City, MO 64748) or fax it
to us (417-537-4797) or E-Mail to Edi-
tor@thedead-beat.com

Denotes Veteran of
i, Military Service
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Scattering Cremains in a Natural Area

Native Grasses and
Flowers Reaching to
the Sky

For those with a love for
the natural landscape,
arrangements have been
made with the private fdrag
owners of  Golden

Prairie, a registered
natural landmark, to
scatter cremains on their
property. In addition to [
the  arrangements, a p@A
picture and GPS location [
of the actual site is [§
included. '

Memorialization for cremains scattered at any location
is available in our Garden of Remembrance, a
cremains burial and scattering garden with a
memorial cenotaph.

For information contact:
Pugh Funeral Home
400 Chestnut-

Some Interesting Latest Death Trends

An article about a Dutch Funeral Expo that took place
in Amsterdam’s historic central Westekerk church gave
some really interesting alternative. About 3,500 visitors
viewed new gadgets to help with the final farewell of a
loved one.

A hollow walking stick could contain cremains that
could be scattered at a touch of a button and would give
the GPS coordinates. There were funeral blocks that were
small plastic building blocks that would allow children to
make their own hearses with a coffin and a crematorium
with imitation flames at the back or a graveyard. These
could help children understand the funeral process.

Also shown was cultivating a vegetable patch on top of
the loved one’s grave. The veggies grow in self-
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Somewhat of a Side Note
By Lowell

Somewhat of a side note to my comments about using this
magazine as a public newsletter happened about three
months ago.

One afternoon we received a phone call from a gentleman
in Enid, Oklahoma. He explained that his wife was in a
nursing home and was terminally ill. He was requesting per-
mission to use Rev. Janice’s column in that current issue in
his wife’s funeral service. His minister had suggested that he
should first request permission from us.

Of course, Rev. Janice, Joanne and I were honored by the
request. The next morning when Joanne called him to in-
form him of Rev. Janice’s reply he told her his wife had just
passed.

A day earlier when he initially called I assumed he was a
funeral director or funeral home employee. 1 asked him
which funeral home he was with. Surprise! He was not em-
ployed by the profession.

He had gotten his copy of The Dead Beat out of the POST
OFFICE TRASH! He said he regularly went through the
trash looking for magazines to take to nursing homes and
shut-ins. We thought this was a really nice gesture on his
part and volunteered to put him on our mailing list. He indi-
cated that this was not the first time he had seen The Dead
Beat and he enjoyed reading it.

So as we have noticed in the past that many people besides
funeral personnel enjoy the magazine and it provides
knowledge and help to many individuals.

contained holders so there was not risk of contamination.
Numerous casket designs were offered including a shuffle-
board game and another shaped like a football boot. Also a
mail-order coffin was offered that could be assembled by the
family.

The idea of this expo was to show you how you could cele-
brate and say farewell to your life and death.

For more information, check out the article presented on
www.ctvnews.ca and search “Dutch Funeral Expo.”
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— READY FOR 2017 —

Eagle Coach Company

Cadillac Eagle Echelon Lincoln Eagle Icon
The Flagship of Eagle’s Product Offer- Setting A New Standard of Excellence in the

Federal Coach Company

Cadillac Federal Heritage Cadillac Federal XTS Renaissance
Unsurpassed Practicality and Elegance! Sophisticated Styling and World-Class Quali-

NOW IN STOCK

2016 Chrysler MK Coach First Call Van 2011 Cadillac Federal Limousines

2014 Lincoln Eagle Stratford Hearse 2011 Cadillac Echelon L Limousines

2013 Lincoln Eagle Icon Hearse 2011 Cadillac Eagle 24hr 65” Limousine
2011 Cadillac Eagle Echelon Hearse 2011 Cadillac S&S Limousine

2011 Cadillac S&S Imperial Hearse 2009 & 2008 - Cadillac Eagle Limousines
2009 Lincoln Eagle Kingsley Hearse 2009 & 2008 - Cadillac Superior Limousines

Miller & Sens Funeral Car Sales

Without quality, there is no value!

Dallas Denver Phoenix
www.hearseandlimo.com -« sales@hearseandlimo.com - 800-822-9586
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Some Interesting “QOops”

Classified ad: “An unexpected vacancy for a
knife-thrower’s assistant. Rehearsals start im-
mediately.”
Newspaper ad: “Extremely independent male,
17 years old. Needs to rent room. Call his
mother at....”
Advertisement: “Try our cough syrup. You
will never get any better.”
For Sale: Bull Dog. Will eat anything. Loves
small children.
Child to mother after school: “Our new teach-
er taught us all about fossils. Before she came
to class I didn’t know what a fossil looked
like.”
Child’s definition of syntax: “All the money
collected at church from sinners.”
Job seeker on application: “I have an obsession
for detail. I like to make sure I cross my i’s
and dot my t’s.”
A small town newspaper announcement:
“Gordie Jefferson celebrated his fifth birthday
with a party for eight little fiends.”
Elderly lady to a friend: “I will just die if no-
body comes to my funeral.”

From “Let There Be Laughter!”

Q7o

The Dead Beat

Austin, TX 78741

(800) 460-8332

fGTABllSHFD

% g_ﬁ Q& 1886

Cornflakes

There were two brothers, aged four and six. The six-year-old
says, “You know, it’s about time we started to swear.” The four-
year old says, “Okay.” The six-year-old says, “From now on I’ll
say ‘hell’ and you say ‘ass’” The four-year-old says “Okay.”

So they go downstairs and their mother says, “What would you
boys like for breakfast?”” The six-year-old says, “Oh, what the hell,
I’ll have corn flakes.” WHACK! The kid goes flying across the
room.

The mother turns to the four-year-old and asks “And what would
YOU like for breakfast? The four-year-old says, “ I don’t know,
but you can bet your ass, it’s not corn flakes.”

ON SITE CREMATION

SHIP-OUT SERVICE
TRANSPORTATION

REMOVAL AND EMBALMING
REFRIGERATION

EXPERIENCED LICENSED PERSONELL
FAMILY OWNED AND OPERATED

*® & & & 6 oo o

SHIPPING FROM DFW AND LOVE FIELD AIRPORTS

/-6§55-530-6900

972-530-6800 Fax 972-530-681712

Serving all of Dallas, Fort Worth, Garland, Mesquite, Irving, Grand Prairie, Arlington, Hurst, Euless,
Bedford, Rockwall, Rowlett, Denton, Grapevine, Southlake, Lewisville, Farmers Branch, Carrollton,

Plano, Allen, Frisco, McKinney and surrounding areas

“"QUALITY SERVICE WITH PROFESSIONAL REPRESENTATION"”
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As We Drive By We love to take pictures as we go by funeral homes and interesting places,

but we’d welcome pictures, if you send them to us.

Grieving Children

Q'Gwe the gifi of hope this holiday seaso

MAKE A DONATION TO THE NAGC IN MEMORY OR IN HONOR OF
SOMEONE WHO HAS IMPACTED YOUR LIFE

-~ A . "7 : 4 ~ Togethes, let's redefine the way our world understands and addresses
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You Deserve a
Smarter Website.

CFS builds completely custom websites loaded with
features and maintained with 24/7 support. And, we
do all this without charging you a dime — ever.

Find out how at runcfs.com/getsmart or call 888-881-6131.

'211’e75_g1g

FUNERAL MOME

=

* Customized Design

* Mobile Responsive

¢ Automatic SEO Included

* Obituary Tribute Walls and Video
* Funeral Fund Donations

No Commitments. No Contracts. No Costs. CFS
© Copyright 2017 Consolidated Funeral Services, Inc. All Rights Reserved. '
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The Answering Service in a Class of its Own

uneral Solutions

« Funeral Exclusive Trained Staff
« Award-Winning App
« Tools For Growth
- 30-day Free Trial

1-800-868-9950 myASD.com
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Professional Associations (Cont.) A C L AR
(Continued from page 7) DEGENE T
Rather than barring members from the leadership ex- RA ION

perience, change the rules. In fact, having officers pick —
three or four regional meetings per year to attend would AM D Nl
entice more leaders to run for office. In the not too dis- Foundation
tant past, there were several choices to vote on for each

office.

5. Back in the day, many directors were all too eager MACULAR.ORG + (888) MACULAR * Northampton, MA
to get time away from their families, go to convention, AMODF is a 501(c)(3) non-profi, publicly supported organization
see the old gang and spend too much time in bars. Mil-
lennials already spend more time than they want away
from their young families. Rearing kids has become a
shared and enjoyable task, not like the last century
where raising the family was regarded as woman's work.
Many have said, "Have conventions in towns that of-
fered family-centered attractions. Let us play all day and
have meetings in the evening.”

6. Millennials need information portability and acces-
sibility. Offer CE's in podcast form with online tests.
Presidential messages should be video-based and of-
fered through "Members Only" files on the associations
website. Use more text messaging, make more produc-
tive use of websites and ask for member suggestions to
improve communications every year.

7. If a mortuary colleges is within 150 miles of your
firm, include students in association board meetings. If
there's no college in your area, think about funding stu-
dents so they can attend meetings and/or conventions. It
will benefit an association's future to bring students into
active roles during school and provisional practice. This
not only provides networking with strong role models
but also encourages the student's valuable input and a
lifelong participation in their state's professional associ-
ation.

8. Offer discounted membership to new graduates who
go to work for firms or funeral directors under 40 years
of age who are not association members. Make it possi-
ble for these young directors to continue to take part in
association activities. The new directors' enthusiasm
may bring their non-member firm into the association as
active members.

9. Offer webinars that can be downloaded. These do
not necessarily need to be CEs, but -- instead -- an offer-
ing limited to members only that will be of value to their
daily duties.

10. Continue to elect leadership who are visionaries.
To survive, associations need leaders with a definite
vision for the association's future. Especially with older
associations, the founding members had one vision --
for a time that has come and gone. Today's leaders must

Saving sight through research and education

have a vision that aligns with the new century of funeral
service, the new generations and their attitudes toward
death as well as their individual needs after the loss of a
loved one.

11. Because more women are enrolling in mortuary
school and are becoming directors across the country, asso-
ciations need to accommodate and embrace women with
the same recognition their male counterparts have enjoyed
over the decades.

12. NFDA should lead the charge in this still rather
young century. For example, how many women have been
NFDA president? How many woman have gone through
the chairs. Are more women now serving on boards? Why
has NFDA not organized an LGBTQ group similar to the
Women's group? How many young leaders are setting
NFDA policy? Are young people -- mortuary school stu-
dents as well as young directors -- being given a voice on
the national level? How many young directors are being
invited to the Advocacy Summit every year? Why aren't
officers mentoring new leaders into committees and
boards?

Is your association stuck in the '80s or '90s? If it is, this is
a short-lived luxury. Don't let too many years pass before
your association has outlived its usefulness. By changing
with the times, by considering the needs of younger and
future directors, your professional association can remain a
vibrant and relevant organization for the ever-changing
funeral service profession, serving our nation's families.

Funeral service is evolving at a record-setting pace, com-
pared to funeral service in the '70s or '80s. Cremation rates
continue to climb. More firms are building pavilions or
community spaces. Funeral homes are offering cremation
services and many firms are excelling as event planners --
which, in most cases, create new income streams.

If this pace continues, professional associations are going
to have to keep up in order to stay relevant. Otherwise,
directors will invest themselves and their resources in local
business groups, leadership organizations and roundtables
that offer more tangible tools and experiences.
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From My Purview

“Why Do I Love Being a Funeral Minister”

By Reverend Janice Hoffman

Whenever I am asked what I do
for a living my response is [ am a
Funeral Minister. The next ques-
tion is usually, what does that
mean? It is a question I never tire
of answering. I never sought out
this profession. I truly believe it
chose me, either way I love what
I do.

I love meeting with each family,
especially when I am able to meet
the family in person. I love ask-
ing them questions about their
loved one and listening to their
answers. For one brief moment,
we bring their loved one back to
life as they recall funny stores
and share their memories with
me.

I love being witness to the de-
votion, adoration and uncondi-
tional love the family members
have for their loved one. I have
the opportunity to see firsthand
how much love is between a man
and wife. The surviving spouse
tells me of the undying love they
had for each other as they have
lived through the good times and
bad. I see first hand how close a
daughter was with her father or
how devoted a son was to his
dearly missed mother. Words on
paper can’t express what a privi-
lege it is to witness pure love.

I love writing their beloved’s
memorial service. [ want the sto-
ry of their life to have depth and
meaning, smiles mixed with
pride. I write their story and do
my best to put together a service

that truly honors and celebrates
that individual. ~Many family
members quickly forget what is
said at their loved one’s service.
Because of that I write their ser-
vice out verbatim and give the
immediate family a copy so they
can read it at a later date, as well
as share a copy with other family
members who many not have
been able to attend the service.

I love to officiate the service it-
self. For many years I have
taught meditation classes and spo-
ken professionally across the
county. This has worked out per-
fect for officiating memorial ser-
vices as many times I will lead the
guests on a guided visualization or
meditation. Hearing a soothing
voice is helpful, specially at such
a high moment of grief. A brief
moment for them to catch their
breath.

I love watching the guests watch
the video slide show of the loved
one. They laugh, they cry, they
reach to comfort each other with
love. When someone weeps, they
offer a hug. I love that for a brief
time we can all feel our feelings
without the fear of being judged
for feeling so much love or for
crying.

I love listening to guests share
their stories of times spent togeth-
er. They almost always chuckle
recalling a memory.  Whether
young or old, man, woman or
child, I love how articulate they
speak many times through their
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tears, reminding us all how very
precious life is.

There is one thing I don’t love
about officiating memorial ser-
vices and that is saying goodbye to
the family. We have bonded in a
very sacred way. What makes it
even harder is I know it is the for-
ever kind of goodbye.

I have the privilege to meet such
lovely family members. [ bond
with each one of them in a way I
treat holy and with honor. We
share a unique bond together and
they are forever in my prayers.
Yes, I love my job. Some may say
I am Funeral Minister, but I call it
being close to pure love. [ think it
is the best job in the world and I
wouldn’t trade it for anything.

About the Author:
Ordained in 1999 as a
non-denominational

Christian Minister,
Reverend Janice
Hoffman’s  ministry

has included facilitat-
ing a Course In Miracles, leading an Attitudi-
nal Healing support group, and hosting a guid-
ed meditation for a group that met weekly for
over 13 years. Rev. Hoffman’s work with
mortuaries and families began in 2008. After
the first funeral service Rev. Janice officiated,
she had a deep awareness that honoring the
life of a family’s loved one was where she
wanted to focus her ministry. Beginning with
meeting with the family for an intake, Janice
writes a custom service bringing comfort to
families in shock and grief. None of us are
promised tomorrow and bringing that aware-
ness to others, fosters appreciation for those in
our lives and the time we spend with them.
Contact her at Janice@janicehoffman.com or
303-604-2222.
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Planning for the (Eventual) Sale of Your Business

By Richard S. Lee

© Custom Alr Trays

The thought of selling your fu-
neral business is one that most
owners don’t like to think
about. Most owner’s feel that
there is no one else that can run
THEIR BUSINESS as well and
that no one else will treat
THEIR FAMILIES as they need
to be treated. The truth is that
every owner needs to have
some sort of succession plan in
place in case of a sudden life
changing event or once they
finally realize it’s time to retire.

There are some MUST-DO’S
for an owner today.

START PLANNING EARLY

A sale does not happen quick-

Him Jardy:

The ultimate
wingman.

Custom Air Trays:

Your victorious airtray supplier.

CusToM ¥
AIR TRAYS

1-800-992-1925

CustomAirTrays.com

ly and can take at least one year
or longer to complete. By plan-
ning early (at least 3 - 5 years be-
fore a projected retirement time),
an owner is able to work on any
issues that may be important to
them when a sale occurs. For in-
stance, being able to find that
right successor who will carry on
the business and/or using that
time to do some financial plan-
ning and structuring.

KNOW THE REALISTIC
VALUE OF YOUR BUSINESS

Having a business valuation per-
formed early on by an industry
expert will bring up any concerns
or issues that may affect the value
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of your business. Knowledge of
these issues gives you time to
make any necessary changes so
that your business value will be at
its highest at the time of a sale.
Also, being smart about tax plan-
ning and sale structure is very im-
portant and is key to a successful
transition.

More importantly, if you’re an
owner who plans on passing
down the business to your chil-
dren or other family member,
these must-do’s are just as im-
portant. You don’t want to turn
over a business that is having or
starting to have financial or oper-
ating struggles — especially if the
sale proceeds are going to help
fund your retirement.

A simple, well-prepared and
professional plan could be the
best investment you make in your
future.

Richard S. Lee is the
President of Lee & As-
sociates, a firm that rep-
| resents  funeral home
owners in the sale and
| transfer of their funeral
businesses. Since 1987,
they have been involved

in over 170 transactions
all over the United States. The scope of
their work also includes business valua-
tions, accounting solutions and general
consulting services. Richard is always
available for questions and may be
reached at 407-257-5024 or email him at
Leebros@aol.com
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Easy Tips for Keeping Families Engaged on your Website

By Joe Weigel

For many funeral homes, the website is the key
source of inbound leads. When families spend time
on your website, they are more educated, more en-
gaged and more likely to call when the need arises.
As a bonus, Google rewards sites that keep visitors
online with higher SEO rankings. One metric to
look at in determining visitor engagement is your
website's bounce rate, or the number of people
who leave your site after visiting only one page.
To determine your bounce rate, check out your
Google Analytics dashboard. If your families are
leaving after less than one minute, or your bounce
rate is higher than 50 percent, you need to increase
the time families are spending on your site.

Here are four tips for keeping visitors on your
website longer:

1. Make content "scannable." Most people read
only 25 percent of the words on a web page.
Therefore, it's important to design pages so they
are easy to read. Use attention-grabbing headlines
and subheads to move readers through your con-
tent. Keep paragraphs short and include bulleted
lists to break up large blocks of text. Bold or itali-
cize key words and phrases.

2. Add images and multimedia. Although con-
tent is king when it comes to marketing, visual
content is essential to website engagement. In a
world of shortened attention spans, compelling

images, videos and infographics can enhance con-
tent, increase engagement and boost your funeral
home’s reputation and awareness.

3. Use internal links. One way to keep visitors
moving through your site is to link them to related
pages via internal links. This can be done on key
website pages and blog posts and helps drive visitors
to important areas on your site. When using internal
links, be sure to make them easy to find with the
standard blue color and use keywords to provide
SEO value.

4. Add new content regularly. If your blog isn't
updated regularly or if other information is outdated,
families have no reason to return to your website.
Keep blogs frequent and regular, highlight news and
current events, and provide useful information that
will keep families coming back for more.

The more engaging your website is,
the longer families will stay. When
they spend more time on your site,
you'll increase your top of mind
awareness with families and your
community.

Joe Weigel is the owner of Weigel
Strategic Marketing, a communications firm focused on
the funeral profession that delivers expertise and results
across three interrelated marketing disciplines: strategy,
branding and communications.

Just Asking— Speaking of logical questions....

Why is the third hand on the watch called the second hand?

If a word is misspelled in the dictionary, how would we ever
know?

Why do tugboats push their barges?

Why do “slow down” and “slow up” mean the same thing?
Why do we say something is out of whack? What is a whack?
Why do “fat chance” and “slim chance” mean the same thing?
Why is it called “after dark” when it is really “after light?”
Why are “wise man” and “wise guy” opposites?

¥ *

* XK X X X ¥

Page 24 Vol

Why do “overlook™ and “oversee” mean opposite things?

Why is phonics not spelled the way it sounds?

How can you lose you life’s savings on something called secu-
rities?

Why do we wash bath towels? Aren’t we clean when we use
them?

Why is the time of day with the slowest traffic called rush hour?

Have you ever noticed that just one letter makes all the differ-
ence between here and there?
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Small Town Funeral Director (Cont.)

(Continued from page 1)
er in the very place where their love blossomed.

His own children would grow up in this small town, maybe
they would stay, maybe not. Would they want to follow their
father’s footsteps? He worried they would and his worry was
justified, in part, because he never really let them see the heart-
ache only a small town funeral director could know.

“She lived a full life,” that’s what the neighbors said. She was
married 56 years and stood by her husband’s side until his end 4
years ago. She worked extra shifts at the sewing factory to help
put their only son through school so he could take over the fami-
ly business. In later years she did what most seniors do in small
towns: work with children at church, volunteer at the hospital
and play bridge. The woman died peacefully in her sleep at age
87. Known to everyone else as the maker of the “best biscuits
within a hundred miles of here,” she was known to him as Ma-
ma. Of course the other men at the funeral home would take
care of preparation, arrangements and the service, but he would
struggle between being the grieving son and the funeral director.

Maybe his own yard needed some attention, maybe his person-
al car had an extra dent or two, maybe he would spend just a
little more than necessary on his kids or give away extra cash
where he saw a need. Perhaps he realized there are parts of life
more important than material things or money and that people
can be gone in an instant. A dented car or broken lawn mower

were better than death any day, therefore small annoyances
aren’t all that bad. He would spend more time in the outdoors,
hunting was his passion, for it was in the woods, fields and
marshes where he would find solace. He didn’t have to put on
the suit and smile, he could dress the way he wanted and not
talk to a soul, and surround himself with the tranquility and
beauty of nature.

sk sk sk sk sk sk sk sk sk sk st ske sk ske sk sk ske sk skeoske sk skeoske skeske sk steosko ket stk siokokokoskok skok

This story is loosely inspired by the life of Ed Lindeman, the
longtime, previous owner of Clarksville Funeral Home in
Clarksville, Texas. However, one could easily insert the name
of any small town funeral director and the similarities would
be apparent. Small town funeral directors are special people
and most folks don’t realize how important they are until their
own hour of need. They are truly the constants in our lives:
things that never change, are always where we expect them to
be, always function the same way, never fail us, unflinching in
their support and as reliable as the sunrise in our professional-
ism and security in knowing that our lost loved ones were in
good hands. He was a constant for us, an icon of our commu-
nity and a friend to all. I’m sure the same could be said about
countless funeral directors in innumerable small towns all
across America.
sk sk sfe st sk sk sk she sk sie sk sk sk sheoske st sk sk sk sfesle st sk sk ke she st sie sk sk ke sfeste sk skeoskeoske sfeskeoskoskeoskok skeskosk
Jeff Nichols is the owner of Nichols Transportation Service
based in Paris, Texas. www.nicholstransport.com

HANLEY COACH SALES

Hearses, Limousines and Lead Cars

CALL 1-800-424-9093 or 1-636-724-2500

Visit our website: hanleycoach.com

2010 Lincoln Coach . . M
2010 Cadillac Superior Coach Blk/Blk Ext/Blk Int.
2010 Lincoln S & S Coach Blk/Blk Ext/ BIk Int.
2008 Cadillac Eureka Coach (2) Dk Blue Ext/Dk Blue Int.
2006 Cadillac Federal Coach Blk/Blk Ext/Blue Int.
Siot}'if)::(g:)l:cch 2004 Cadillac-Federal Coach Blk/Blk Ext/Blk Int.
P 2001 Cadillac Superior Coach Blk/Blk Ext/Blue Int
2000 Cadillac M & M Coach Blk/Blk Ext/Blue Int.
Limousines
Authorized Dealer 2004 2003 Lincoln 65” 6-Dr Limousine Dk Blue/Dk Blue Ext
g::eﬂrl:f 2002 Cadillac M & M 47” 6-Dr Blk/Blk Ext/Blk Int
ﬁ @ Coach 2001 Cadillac M & M 47” 6-Dr Blk/Blk Ext/Blk Int
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“PDear Counselor....”
By Bill Stalter

Dear Counselor,

As an accommodation to our families, we have
a policy of purchasing burial spaces they own
in a local cemetery. This creates good PR
when the family choses cremation and no
longer needs the burial space. However, the
local cemetery is not honoring our request to
transfer the grave space to a new family.
What can we do to force the cemetery to hon-
or our transfer?

First, you will need to determine the nature of
families’ ownership interest in their grave spaces.
There is a common misconception that when a
person purchases a grave space they are purchas-
ing a small piece of real estate, and that they may
do anything they wish with that land. However,
most cemeteries only transfer the right to use the
grave space for the interment of remains of the
lot owner, and that right is exclusive to the per-
son named in the “deed”. It is also important to
read the grave space deed in conjunction with the
cemetery’s rules and regulations. It is very com-
mon for the cemetery to include rules that restrict
transfers of grave spaces, and to reject any trans-
fer that is not recorded on the cemetery’s lot
book.

cational purposes only.

Bill Stalter answers our questions for edu-
It is The Dead
Beat’s intent to give the reader general
information about legal issues, not to pro-
vide legal advice. If a reader needs legal
advice, he or she should hire an attorney.

Reading The Dead Beat should not be
used as a substitute for legal advice from an attorney.
When Bill provides legal advice he does so for Stalter
Legal Services in Overland Park, Kansas. Bill also pro-
vides consulting services through Preneed Resource Con-

sultants, which can be found

www.preneedresource.com.

at

We need some questions for the
“Dear Counselor....” column.
Please send your questions to

Bill’s e-mail or The Dead Beat’s

and we will get some answers in

future issues.
Email: wastal@swbell.net

The Preneed Resource Company

Helping funeral directors spend more time with families and less time with
regulatory reports and banks............

Providing administration, contracts, trust agreements, and compliance advice to fu-

neral homes, cemeteries and preneed fiduciaries in Illinois, Missouri, Nebraska,

Kansas, and Nevada.

1-800-449-0030 or WWW.PRENEEDRESOURCE.COM
Visit our founder’s blog at www.deathcarelaw.com.
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Funeral Service Foundation
Announces
Academic Scholarship

Brookfield, Wis. - Bill Wappner, chair of the Fu-
neral Service Foundation Board of Trustees, an-
nounced that the Foundation awarded this year's
first group of academic scholarship winners The
scholarships are part of the Foundation '45
Awards, which are designed to help funeral ser-
vice professionals and students unlock their po-
tential and take their careers to the next level.

In addition to the Career Development Awards
and academic scholarships, the Foundation '45
Awards also include NFDA's Meet the Mentors
program, and NFDA Professional Women's Con-
ference scholarships.

"The Foundation '45 Awards are central our
mission to support funeral service in building
meaning relationships with the families and the
communities it serves," said Wappner. "The
scholarships, awards and opportunities help funer-
al service professionals access a great education
throughout their career."

Since 1945, more than 6,000 funeral service
professionals have benefitted from the Founda-
tion's involvement in academic and continuing
education.

Academic Scholarship Recipients
Awarded twice a year, the Foundation offers up to
12 scholarships, ranging from $1,000-$2,500, to
full- and part-time students pursuing a degree in
mortuary science from ABFSE-accredited
schools. Available scholarships include the Foun-
dation '45 Academic Scholarship (new this year);
the Shipley Rose Buckner, Joseph E. Hagan and
Dennis Schoepp Memorial Scholarships; and the
Memorial Classic Scholarship. Scholarships are
awarded based on essays and videos submitted by
the applicants.

The current slate of scholarship recipients is:

* Dennis Schoepp Memorial Scholarship:
Mallory Jo Price, Batavia, Ohio (Cincinnati Col-
lege of Mortuary Science, Cincinnati)

* Foundation '45 Academic Scholarship:
Rayna J. Brophy, Joliet, Ill. (Worsham College of
Mortuary Science, Wheeling, I11.)

* Joseph E. Hagan Memorial Scholarship:
Karoline Davidson, Chandler, Ariz. (Chandler-
Gilbert Community College, Mesa, Ariz.)

UNITED HERITAGE

LIFE INSURANCE COMPANY
P.0. Box 7777 - Meridian, ID 83680
unitedheritage.com

UNITEDY:
HERITAGE

Insurance

« Interest/ Growth Credited Daily
» Single Premium/ Guaranteed Issue
* 3-, 5-, 10-Pay / Full Benefit

* 3-, 5-, 10-Pay / Graded Benefit

» Pay-Up Option (same as cash)

» Casket Protection Plan (any manufacturer)
» Death Away From Home Rider

* Applications submitted via the web

« Internet Verification of Policy Values

« Internet Claim Submission
NOTAVAILABLE INALL STATES

Call 1-800-657-6352 and let us help you
with your preneed insurance funding.

Memorial Classic Scholarships: Rosemary Brinza, Countryside, I11.
(Worsham College of Mortuary Science, Wheeling, Ill.); Clyde Williams,
Okolona, Miss. (East
Mississippi Community College, Scooba, Miss.)

* Shipley Rose Buckner Memorial Scholarship: Brittany Carrington,
Dallas (Dallas Institute of Funeral Service, Dallas)

"These six scholarship winners have strong records of achievement as evi-
denced by their thoughtful and focused submissions," said Wappner. "They
truly demonstrate a passion for the funeral service profession that sets them
apart from other candidates."

The Foundation will again accept academic scholarship applications from
September

1-November 30. Those interested may apply
online<http://www.funeralservicefoundation.org/your-gift-at-work/
foundation-45-awards/>

at FuneralServiceF oundation.org<http://
www.FuneralServiceFoundation.org>.

v ®

Products Corporation

' Lisa Barlow .
Inside Sales Manager

Ibarlow(@ vantageproducts.com

960 ALMON ROAD, COVINGTON, GA 30014
1-800-481-3303 FAX: 770-788-0361
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Ferncliff Dedicates Weekend to Fallen Soldiers and All Who Have Died

Springfield, OH, June 2, 2017 — During Memorial Day weekend,
Ferncliff Cemetery, Arboretum and Crematory paid tribute to
deceased military and all who have died. Ceremonies and activi-
ties brought together families, community members, military and
religious dignitaries as well as government officials.

During Sunday’s fifth annual Floating Lantern Ceremony, fami-
lies inscribed personal messages to
their deceased loved ones on candle
lanterns, and when night fell they
released them onto the pond on the |g
grounds of Ferncliff. Inspirational
words were shared by Mandy Sanders,
Associate Pastor of New Hope Church
in Springfield, and participants had
time to remember and reflect. Although families and friends were
acknowledging loved ones no longer with them, the atmosphere
was one of celebration. Refreshments were served and raffle priz-
es awarded including a TV and a girl’s and a boy’s bicycle.

A parade marked Memorial Day, followed by Clark County’s
Veterans’ Honor Service at the War Memorial on the grounds of
Ferncliff. The cemetery is the final resting place of more than

5,000 military, dating back to §g
1863, and has been a
longstanding  advocate of
veterans and host of the hon-
or service. Chaplin Jim
Stewart, Jon Stewart of the
Clark  County  Veterans
Council and  Springfield
mayor Warren Copeland addressed the crowd. H. Eugene
(Doak) Walker, Detachment 963 of the Marine Corps League,
posted and retired the Colors.

“Ferncliff is honored to pay tribute to fallen military service
men and women who sacrificed so much for our country,” re-
marked Stan Spitler, Ferncliff Superintendent.

The Superintendent also provided an update on Ferncliff’s
House of Reflections, scheduled to open later this summer. The
building, formerly the Superintendent’s House, circa 1890, is
being converted to accommodate 368 glass-fronted indoor nich-
es where family and friends of loved ones can privately reflect
in comfortable, updated, tranquil surroundings.

NASHIELDS

PROFESSIONAL VEHICLES

2016 Eagle Regency 48”
Raised Roof 6-Door Limo

2016 Eagle Kingsley Coach

850 Williams Drive | Marietta, GA 30066

.

2016 MK Lincoln Legacy Coach

Representing these major manufacturers ...

EAGLE
COACH COMPANY

PLATINUM
FUNERAL COACH

2016 Platinum Phoenix Coach
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PRODUCTS

www.myhearse.com - 800-334-2691
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l Providing The Finest Funeral Coaches Since 1969 |
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Apparently there's a third option between
burial and cremation.

Get a great deal from Fleet Fleet Systems Inc.

Systems in June these Located in Fremont, NE USA.

Vehicles are ready for you to Serving the Funeral Industry

Drive home today. Since 1985

=

2009 Federal Cadillac Hearse Cool Mist

Call today for a Price
Quote and Mileage on our
huge selection of cars .
You can also check us out »-

Fleet Systems Inc.
751 N. Lincoln Ave.
Fremont, NE 68025
on the Web or Facebook. = Phone (800)776-9444

Email

www.fleetprocars.com tracy@fleetprocars.com

-
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ClearVault is a unique urn vault designed
for various place settings as well as
protection from ground elements when
buried. ClearVault is lightweight for easy
transporting yet built to withstand a
minimum 5,000 pounds center-load.

ClearVault is available in two sizes to
accommodate most urns.

Vertical Horizontal
*Wx9"Dx12"H 12"W x12"D x 9"H

Contact your local Wilbert representative
for more information about this exclusive
product available only from Wilbert.
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Commemorating Life with Respect

Page 31 Vol. 16 Issue 2



The Dead Beat

The Dead Beat -The Caregivers Soapbox THE DEAD BEAT PRSRT STD
Volume: Sixteen Issue: Two H L PUGH & ASSOC CONSUL U.S. POSTAGE
Editor: Joanne Howard P O BOX 145 PAID
Publisher: Lowell Pugh and Joanne Howard GOLDEN CITY MO 64748-0145 Permit #298
The Dead Beat is published bi-monthly. Editorial and Rochester, NY
business offices are located at 400 Chestnut, Golden City,

MO 64748. Phone (800) 575-2611
Subscriptions:
Additional copies for U.S.A. are $24.00/ 1 year (6 issues).

For subscription, address changes, circulation,
advertising assistance, write, phone or fax

The Dead Beat
P.O. 145, Golden City, MO 64748
Toll Free (800) 575-2611 Fax (417) 537-4797
Email-editor@thedead-beat.com
Website: www.thedead-beat.com

MOONEY-KEEHLEY

AN EXTENSION OF YOUR IMAGE AND REPUTATION

ECONOMY BRANDI PRAYER CARDS
ACKNOWLEDGEMENT CARDS $50 PER PACKAGE

MOONEY-KEEHLEY AFFORDABLE

(gJD REGISTER BOOKS

22 Winston Place {
Rochester, New York 14607 |
(585) 271-1573
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