
March 12, 2018

© 2018 Kates-Boylston Publications   •   www.funeralserviceinsider.com   •   800-829-9145

There are often several hesita-
tions when it comes to preneed.
Many funeral home owners
don’t know where to begin to
implement an effective program
and often don’t see the value in
an active program when they
are focused on what they do
best: serving families at their
time of need. However, when
you look at the numbers, it’s
easy to see how and why
preneed has a place in your
funeral home. You just need to
find the right preneed program
that families really embrace, a
program that will gently speak
to families about the benefits
and importance of preplanning. 

Current industry trends
support the value of preneed
and can serve as a starting point
for embarking on a more active
program at your own funeral
home. If you are unsure about
whether or not your funeral
home could benefit from a more
active preneed program, here
are five numbers to know for
preneed success: 

1. Fifty

According to the National
Funeral Directors Association’s

2017 Cremation and Burial
Report, 50.2 percent of
Americans opted for cremation
in 2016 with 43.5 percent
opting for burial, demonstrating
the continuing shift toward
cremation in recent years. And
this shift is expected to continue
with a projected 78.8 percent
cremation rate by 2035. 

What does this mean for your
funeral home? With the
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Another Big Shakeup
At StoneMor Partners

Less than 10 months ago, R. Paul Grady
was named president and CEO of the
embattled StoneMor Partners in Trevose,
Pennsylvania. Now, he’s out.

The company announced his departure in
a news release, stating that Grady resigned
and that it wishes him well.

He’s being replaced as CEO on an interim
basis by board member Leo Pound. A search
for a permanent successor is underway.

Jim Ford, formerly chief customer officer
of Foundation Partners Group, senior vice
president of cremation services with the
Neptune Society in Plantation, Florida, and
a longtime SCI  executive, has joined
StoneMor as chief operating officer.

Ford will oversee operational aspects of
the partnership, including the sales and
customer service functions for the cemetery
and funeral home businesses.

“StoneMor’s scale affords it an exciting
opportunity within the death-care industry
and continued improvements to the organi-
zation, sales force and product portfolio will
ensure it is positioned to capture market
share and other growth opportunities that
will benefit customers, employees and
unitholders alike,” Ford says. “I am excited
to join StoneMor and look forward to
working with the entire team to introduce
new ideas that will help position us for
success in the years to come.”

Lindsay Bourgeois, director of commu-
nications and program development for
Preneed Funeral Program, works with
funeral homes across the United States
and Canada.

By Lindsay Bourgeois, Preneed Funeral Program
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cremation rate continuing to rise
year after year, one thing is certain:
whether due to religion, economics
or personal preference, more and
more Americans are finding value
in cremation, which means funeral
directors need to find ways to
adapt. 

Establishing a strong preneed
program is an effective way to
offset the rising cremation rates
while you still can. By securing
future business now, you can help
protect the long-term security of
your funeral home and bring in new
families, thus growing your call
volume. 

Additionally, preneed can help
you work with the cremation rate
by giving you the opportunity to
talk to families about the value of
having a meaningful service with a
cremation.  “Less than half of
Americans associate cremation with
a memorial service, and just 11.8
percent associate cremation with a
funeral that includes a viewing,”
notes the NFDA 2017 Cremation
and Burial Report. 

Through seminars, “lunch and
learn” programs, mail campaigns,
and other marketing tactics, you
can reach families and talk to them
about the benefits of a service if
they choose to be cremated. Such
educational programs paint you as a
valuable resource for families and
can help increase your preneed
volume.

2. Fifteen to 20

Okay, so this is a range and not a

specific number, but it represents
the average preneed to at-need ratio
of a funeral home not engaged in an
active preneed program. A funeral
home that relies on “walk-ins” for
their preneed strategy can expect to
see roughly 15 to 20 percent of its
at-need call volume in its preneed
books.

Families who walk in to your
funeral home checkbook in hand
ready to preplan are great to have in
the preneed books, but they
represent families you would have
served in the future anyway. A good
preneed program is about securing
future business ahead of time,
business that may or may not have
been yours. 

That’s why it is important to do
more than just wait for families to
come and see you. A good preneed
system allows you to go out into the
marketplace and speak to families
about preplanning. When you do
so, you will see an increase in that
ratio, which brings us to . . .

3. Forty to 50

When a funeral home engages in
an active preneed program, it can
expect to see its preneed to at-need
ratio increase to up to 40-50
percent. That is quite a difference
from simply relying on walk-in
business to fill your preneed books. 

What does it mean to engage in
an active preneed program? It
means going out into the
community to educate families
about the benefits of preplanning.
Whether through a direct mail
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campaign, a seminar program or a
combination of both, there are
various ways to reach families who
may be interested in planning
ahead.

You might think that going out
into the marketplace crosses a
threshold into aggressive sales
tactics that are seen by families as
being too pushy or overbearing, but
that does not have to be the case.
The right preneed system will
gently encourage families to let
your funeral home know they are
interested in prearranging. It gives
families an avenue for voicing their
interest and your funeral home an
outlet for reaching out and
following up. 

At PFP we implement systems
that subtly speak to families about
the benefits of preplanning and
allow them to essentially “raise
their hand” and let the funeral home
know that they are interested in
learning more. It’s not about
pushing the sale, and it’s not about
bothering families at inconvenient
times. It’s about educating families
about topics they often are already
thinking about. 

Additionally, your preneed to at-
need ratio can further increase the
more you tailor your approach.
When it comes to preplanning one’s
funeral, families often have distinct
reasons for doing so. Thus, why use
one blanketed approach when you
can speak to the different, specific
concerns of these various segments
of the market? You just need to
speak their language.

Whether it’s speaking to veterans
about securing their entitled
benefits or to married females
about how they can ensure their
family is taken care of, each group
can be addressed with the right
message as part of a tailored and
measured preneed program. This is
how PFP’s preneed systems
operate, and they have struck a
chord with families across the
country. Why? Because the
messaging is subtle, specific, and
informative.

It’s about finding out what kind
of people preplan, what their
reasons are for doing so, and then
reaching out to those segments of
the market to let them know how
preplanning can help them.

4. Forty

The average rate of return on at-
need surveys is 40 percent. This
demonstrates the importance of
measuring your efforts and
constantly staying abreast of your
families’ perception of your funeral
home and the services you provide. 

When sending these surveys, you
should include questions that gauge
families’ interests in preplanning,
because with a 40 percent response
rate, you will have families who let
you know they want to learn more
about preplanning. 

5. Two to Five

Of the 40 percent who return your
at-need survey, 2 to 5 percent will
express an interest in preplanning.
While that number may not seem

high, remember that each preneed
inquiry from an existing family is a
sign that you are doing something
right. Family loyalty should not be
overlooked as it will help
contribute to your long-term
security.

Moreover, what this statistic also
tells us is that you should not be
relying only on at-need surveys to
satisfy your preneed efforts. Only
when you take a strategic, proactive
approach to preneed will you see
your preneed volume significantly
increase.

At the end of the day, you need to
see the big picture to be successful.
Preneed focuses on long-term
growth because it helps bring in
new families to your funeral home
and secures future business.
Preneed may be a delayed reward
but in the long run, the reward is
bigger, and it comes in the form of
additional calls down the road,
increased family loyalty, and a
business that has multiplied and
grown in valuation. However, to
see those rewards, you need to stay
ahead of the preneed curve. 

Keep these numbers in mind as
you look at your business and
decide what your next move should
be. Is it a more active preneed
program? If so, look at these
numbers and do your research.
Examine the marketplace to
determine who the preplanners are
and why they want to preplan. Then
reach out to them and speak their
language. Educate them on the
services they are looking for so
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they can have a meaningful service
and a life well remembered. 

As a funeral director, you want to
make sure families are taken care
of. Preneed can help you do just
that. With an active, yet gentle,
preneed program at your funeral

home, you will sustain your earned
family loyalty, bring in more
families to your funeral home and
continue to serve the families in
your community the best way you
know how now and for years to
come. 

This article originally appeared in
the 2017 edition of “The Funeral
Director’s Guide to Statistics.” Visit
www.funeralserviceinsider.com,
click on the Store page and then
click on Guides to get your copy.
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Not all direct cremations are equal – and it’s
incredibly foolish for consumer advocate groups like
the Funeral Consumers Alliance and Consumer
Federation of America to suggest such a thing.

That is the gist of a report issued by Dead Ringers, a
data-based mystery phone shopping service that secret
shops funeral homes and cemeteries throughout North
America.

The report is in response to a January study that FCA
and CFA conducted on a joint basis.

A Dead Ringers survey found comparable results to
the study conducted by the consumer watchdog groups
– with 21 percent of Washington, D.C., funeral homes
posting funeral home prices online (as opposed to 27
percent found in the FCA/CFA study).

However, Dead Ringers also found that most funeral homes – 62 percent – disclose pricing over the phone
even if the caller does not specifically ask about price.

Dead Ringers recommends funeral homes post prices online to boost transparency, but the company thinks the
consumer watchdogs are seriously mistaken in suggesting that there should not be a wide variation in price when
it comes to direct cremation – responding to the consumer groups’ complaint of finding a direct cremation range
of $1,295 to $7,295 in their own study.

“If we were to call every hotel in Washington, D.C. ... and we asked for a standard queen-sized room –
wouldn’t we get a vast range of prices,” asks Poul Lemasters, a licensed funeral director, attorney and owner of
Lemasters Consulting, who co-founded Dead Ringers with his friend, Cole Imperi, creative director of Doth and
and adjunct faculty member at Mid-America College of Funeral Service. (Will Oldham is also a part owner.)

Poul Lemasters (left) and Cole Imperi, founders of the data-based
mystery phone shopping service Dead Ringers, are taking the Funeral
Consumers Alliance and Consumer Federation of America to task with
some of their own research and insights on funeral home pricing.

Dead Ringers Survey Takes Issue with Consumer Watchdog Groups
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Lemasters adds, “Wouldn’t we also expect and want hotels to have different prices for the same type of room due
to many different factors? It would be like comparing a queen-sized room in a 1-Star hotel to a queen-sized room
in a 4-Star hotel. There would absolutely be a price difference, a difference in service and quality – even though
every room would have a queen-sized bed within it.”

Dead Ringers also cites the Federal Trade Commission’s own language in explaining why direct cremation prices
can vary so widely. According to the FTC, the nondeclinable basic service fee is “The fee for the professional
services of the funeral director and staff that are added to the total cost of funeral arrangements. This basic services
fee can include a charge for the services performed in conducting the arrangements conference, planning the
funeral, securing the necessary permits, preparing the notices and coordinating the cemetery or crematory arrange-
ments. This fee also may include overhead that you have not allocated elsewhere.” (Dead Ringers notes that the
FTC allows the basic service fee to either be a nondeclinable fee or the fee for services and overhead can be
included in the price of the caskets. The company notes that most providers handle this under the first option –
listing their fee as a nondeclinable fee.)

“Why is the basic service fee important?” Lemasters asks. “Because, by definition, this fee includes all the costs
a funeral home incurs for such common things as getting paperwork filed, making arrangements, plus overhead. It
is not hard to imagine that the basic service fee could be, and typically is, different from business to business. And
it makes sense, as no business has the same overhead costs or employee costs for providing services.”

While the basic service fee is a critical point in understanding how direct cremation is represented, it’s not the
only factor. “We see a wide variance among funeral home basic service fees and direct cremation fees across the
United States, says Tyler Yamasaki, CEO of Parting, which includes a portal that reveals funeral home pricing.
When price shopping funeral homes, throughout the United States, “We also see a variance between funeral home
sizes, location, aesthetics, all of which explain why costs can be different,” Yamasaki says.

In its report, Dead Ringers goes on to note, “The basic service fee is also important because it serves as the
foundation for pricing direct cremation. When determining the price for direct cremation, a provider’s basic
service fee must be included. The funeral provider has the choice, per the FTC, to either include their entire basic
service fee, or if they believe the entire basic service fee is not appropriate, then the funeral provider can charge a
portion of their basic service fee. But this fee is determined based on the provider’s costs, which varies. Some
funeral homes are brand new facilities while some are old facilities, some have a handful of employees while
others had dozens, some are online providers while others have 10,000-plus square feet of physical space. All of
these items can affect the prices a funeral home may charge.”

Pricing is also not the only factor someone considers when making a purchase decision, Imperi adds. “It goes
back to the hotel analogy – some people choose a 1-Star room for the night while others might choose a 4-Star,”
she says. “Their reasons for doing so are all just as unique as the differences between the hotel room choices
themselves.”

Dead Ringers notes that its survey of funeral homes, which like the FCA/CFA study focused on firms in
Washington, D.C., showed a median price of $1,995 for direct cremation – with 56 percent of firms pricing
themselves at or below 10 percent of the median. There was a $6,550 range between the highest and lowest price,
with the highest-priced firm being just over seven times the lowest-priced funeral home. “The data shows that
approximately 50 percent of both funeral homes and hotels exist within a common median price. The data also
shows that there are high-priced and low-priced providers outside the median and average price. Finally, the data



shows that outliers (the high- and low-priced businesses) are comparably the same distance from the median,”
according to Dead Ringers’ report.

The bottom line is that services and products in any service category are very different – and consumers should
have the option and right to decide what they are willing to pay, according to Dead Ringers.

Not everyone agrees.

Josh Slocum, executive director of the Funeral Consumers Alliance, responded to the Dead Ringers report by
reiterating that there is no reason for such a wide price range for direct cremation.

“Direct cremation includes picking up the body from the place of death, completing and filing the paperwork,
getting the body to the crematory and returning the ashes to the family,” he says. “How would a direct cremation at
location A be so different from a direct cremation at location B that justifies a $3,000 price difference?” 

Slocum continues, “(Lemasters) doesn’t say. He asserts, repeatedly, that some funeral homes have nicer facilities
than others. That is true. But it does not explain his claim that these direct cremations are fundamentally different,
or provide a different service, than less expensive ones.”

Mentioning the basic services fee to explain the price variance does not show what, exactly, makes the expensive
direct cremation a different, better service, Slocum says. “It merely means the funeral home’s service fees are
higher. I’m not clear on how this is supposed to ‘explain’ why one direct cremation is ‘a better service’ than
another,” he says. 

It all seems like a lot of effort to distract from the plain fact that prices range so widely as to be nonsensical from
a consumer perspective, according to Slocum. “Hand-waving about locations and hotels doesn’t change that,” he
says.
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Terrybear Introduces Textured and Embossed Cremation Jewelry

Terrybear Urns & Memorials has announced the launch of its Textured and Embossed jewelry, according to a
news release.

The Textured collection features a rippled design that mimics the movement of water flowing over pebbles.
The collection is made with 316 stainless steel and is available in 14k gold-plated (bronze), stainless finish
(pewter) or slate.

The Embossed collection includes two designs, Tree and Dove, which feature either a dimensional tree or
three doves on a textured background. The pendants are made with 316 stainless steel and are available in 14k
gold-plated (bronze), stainless finish (pewter), or rose gold plated (rose).

The jewelry can hold a nominal amount of remains and include a threaded compartment for secure closure.
Each piece comes with a matching 19-inch chain and fill kit. For more information, call 888-588-8767 or visit
www.terrybear.com.
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Adam S. Guziejewski, the longtime deputy executive director of the
New Jersey State Funeral Directors Association, has left the associ-
ation.

Guziejewski, who spearheaded the association’s public and
government affairs as well as member relations initiatives during his 11
years with the association, has left to join Katz Government Affairs, a
professional lobbying firm in Trenton, New Jersey, as its senior director
of government affairs.

“Throughout my tenure with the state funeral directors, I’ve spent a
lot of time building strong relationships with many of New Jersey’s
decision makers, particularly in the legislature and executive branch,”
he says in a news release issued by Katz Government Affairs. “I also
feel that I’ve tried to be forthright, thoughtful and substantive when it comes to government affairs represen-
tation. Katz Government Affairs has a reputation for producing results while maintaining a high professional
standard. I am especially excited to bring my network and approach to such a well-regarded company with a
diverse clientele.”

The Forum, a digital resource published by the NJSFDA, praised Guziejewski for playing a critical role in
shepherding what it called “the most important piece of legislation to the funeral industry in over 50 years”
through the New Jersey General Assembly and the New jersey Senate. The Religious Cemeteries Act, which
prevents religious cemeteries from getting involved in funeral service, passed both houses Dec. 18, 2014.

“The NJSFDA, its members and staff are indebted to Adam’s work ethic and commitment to propelling our
association and funeral service to its present position in New Jersey,” The Forum states. “His work has certainly
helped contribute to our success into the future.”

The Forum also notes that Guziejewski served as the NJSFDA’s “Manager of the Day” team leader, developed
and delivered a successful series of continuing education courses and made countless other contributions.

“Thank you to my colleagues and all of the members of the NJSFDA for a wonderful 11 years,” Guziejewski
says in a post on LinkedIn. “I will miss working with you all.”

New Jersey State Funeral Directors Association Loses Key Employee

Adam S. Guziejewski

Join Cremation Innovators in Fabulous Las Vegas

Some of the profession’s top cremation innovators will be converging on Las Vegas on Sept. 28 for the
Cremation Innovations Summit. Learn who will be speaking at the event and sign up by visiting the
Conferences tab at www.funeralserviceinsider.com.



Park Lawn Corp. has announced that it has entered into a definitive agreement to acquire all of the outstanding
membership interests of CMS Mid-Atlantic for a purchase price of approximately $50 million, subject to
customary working capital adjustments. The purchase price will be funded from PLC’s existing credit facility,
according to a news release issued by Park Lawn.

CMS Mid Atlantic operates, manages and provides financial services for seven cemeteries, including six in New
Jersey and one in New York. Additionally, there is an agreement to purchase 78 acres of land in the Lafayette,
New Jersey, which is subject to several state regulatory and government approvals.

“CMS Mid-Atlantic’s assets in the metropolitan New Jersey/New York area, one of North America’s most ethni-
cally and culturally diverse markets, share many favorable characteristics with our platform in Toronto,” says
Andrew Clark, chairman & CEO of PLC. “This acquisition is enhanced by CMS Mid-Atlantic’s strong and
capable management team, who will further strengthen our operations in the U.S.”

“We look forward to working with Park Lawn, and believe it is the right partner to continue what we have built
at CMS Mid-Atlantic,” says Bernard “Buzzy” Stoecklein, current president of CMS Mid-Atlantic. “I believe Park
Lawn’s team-driven approach will ensure continuity in the short-term and maximize the opportunity for growth in
the long term.”

Completion of the acquisition, which is expected to occur this month, is subject to the satisfaction or waiver of
certain closing conditions, including, among other things, third-party consents and approvals.

In Other Park Lawn News ...

In a separate news release, Park Lawn announced that it has also bought Billingsley Funeral Home in
Huntsville, Ontario, for $1.7 million.

“The purchase of Billingsley Funeral Home further expands our presence in the Ontario market,” Clark says.
“We believe in working with strong and professional local staff and hope to further enhance the positive and
caring experience provided to the families we serve.”
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Join Cremation Innovators in North Carolina 

Some of death care’s top cremation innovators will be sharing success strategies at the Cremation
Innovations Summit, May 4, at the Sheraton Charlotte Airport Hotel in Charlotte, North Carolina.  

Enter Discount Code “INSIDER’ when you register online, and save $100. 

Visit www.katesboylston.com/summitnc to learn more.

Park Lawn’s Purchase of CMS Mid-Atlantic Reshapes N.J. and N.Y. Markets 



March 12, 2018

© 2018 Kates-Boylston Publications   •   www.funeralserviceinsider.com   •   800-829-9145

Three men who were hired by the owner of McChesney Funeral Home in
Moorestown, New Jersey, to run the business have been charged with stealing
more than $1.3 million of company funds over an eight-year period by diverting
the money into their personal bank accounts, according to a news release issued by
the Burlington County Prosecutor’s Office.

Raymond Zale, 60, and Ronald Zale, 58, both of Stratford, and Sean Zale, 32, of
Sicklerville  (all in New Jersey), were each charged on March 2 with two counts of
theft by deception (second degree).

Ronald and Sean Zale were processed and released by the Moorestown Township
Police Department. Raymond Zale was unable to be processed at that time due to a
medical condition. The case will next be presented to a Burlington County grand
jury to be considered for indictment.

The investigation revealed that the business arrangement between McChesney
Funeral Home and the Zales dates to the 1980s. Raymond and Ronald Zale, who
are brothers, were responsible for overseeing the operation of the funeral home,
and Sean, who is Raymond’s son, assisted with various tasks, such as driving.

The investigation revealed that from 2008 through 2016, nearly $2.35 million in
payments for services that should have gone to the McChesney Funeral Home
were diverted into accounts controlled by Raymond, Ronald and Sean Zale.

During that period, payments of just over $1 million were made from the Zale
accounts to McChesney Funeral Home in order to keep the business operational.
The result is a net diversion from the McChesney Funeral Home by Raymond,
Ronald and Sean Zale of $1,315,894.77. The investigation also confirmed that the
McChesney Funeral Home made payments totaling $775,518 to the Zales for their
services and expenses during that same period.

The investigation further revealed that funds given by two customers to
McChesney for prepaid funerals were deposited by Raymond Zale into his business
and personal accounts. New Jersey regulations governing the operation of funeral homes require that funds
paid for this purpose must be deposited into an interest-bearing trust account on behalf of the customer.

Questions about the management of McChesney Funeral Home began to surface when it ceased doing
business in 2016. It was during that year, the investigation revealed, that Raymond and Ronald Zale
neglected to file documents with the State Board of Mortuary Science of New Jersey to renew the
McChesney license, causing it to lapse and leading to the closure.

The Zale family also owns and operates Eugene Zale Funeral Home in Stratford; Eichel Funeral Home in
Pennsauken; and Middleton Stroble Zale Funeral Home in Somers Point, all in New Jersey.

Three Accused of Embezzling $1.3M from New Jersey Funeral Home
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Sean Zale

Ronald Zale

Raymond Zale
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The case is being prosecuted by Assistant Prosecutor Andrew McDonnell, supervisor of the BCPO
Financial Crimes Unit. The investigation was conducted by detectives from the Burlington County
Prosecutor’s Office and Moorestown Township Police Department. The lead investigators are BCPO
Detective Wayne J. Comegno and Moorestown Township Police Detective Donald Brauckmann.

FBI Is Taking a Deep Dive on Shuttered Funeral Home in Colorado
A couple of weeks ago, we reported that Colorado’s office of Funeral Home and Crematory Registration

had indefinitely suspended the license of Sunset Mesa Funeral Directors in Montrose, citing numerous viola-
tions, including multiple instances of families discovering that cremated remains returned to them were
allegedly not those of their loved ones.

That finding was made even more distressing because state inspectors also observed bags of dry concrete
and cement at the funeral home (at least one family determined cement was given to them instead of cremated
remains) and the fact that the funeral home also hosted  a separate business – Doner Services Inc. – that took
donated bodies and sold them to medical research or educational institutions.

Before the funeral home was closed, the FBI had confirmed that it had raided the business, and the FBI is
looking for more potential victims. 

The FBI is hosting a webpage with the headline “Seeking Victim Information in Sunset Mesa Funeral
Directors Investigation.” The page features a questionnaire introduced by the following language:

“The FBI is currently conducting an investigation into Sunset Mesa Funeral Directors and related
individuals and entities. Given the public response to this investigation, the FBI has developed this question-
naire to assist with the investigation process. The FBI will contact individuals that it believes may have
information relevant to this investigation. The FBI will be testing a select set of cremains (ashes) as deter-
mined by the investigation. The FBI Lab, or any other lab that may be used, likely cannot test for DNA to
determine if cremains are from a specific deceased individual (decedent). Testing will only determine whether
cremains are a foreign substance or from the cremation of a human. At this time, the FBI cannot commit to
testing all cremains that were received from the individuals in question. The FBI is working to find a testing
option for other cremains from the public. If you have questions regarding this questionnaire or resources for
victims, please email sunsetmesa@fbi.gov.”

The funeral home and body broker business are owned by Megan Hess, who in a written statement to the
Montrose Daily Press, wrote that news coverage on an FBI raid of her business sought to “tarnish” her
reputation. “Annual contact and previous inspections by the (Food and Drug Administration) ensures that the
(body broker) program is operating under their (FDA) professional guideline,” she wrote in her statement.
“No concerns or citations have ever been issued by the FDA,” the statement says.



Jake Johnson, president and CEO of Johnson Consulting Group, will be sharing his
wisdom on buying and selling funeral homes during a free webinar being hosted by
Kates-Boylston Publications.

The webinar will be held at 2 p.m. Eastern Time March 27.

Johnson is known as an innovator, change agent and thought leader. His success is
based on his unique ability to identify simple solutions to complex business problems
and communicate across all levels of the organization, instilling positive morale,
empowerment and employee ownership to drive service excellence. 

Visit www.katesboylston.com/webinars and scroll halfway down the page to sign up.

March 12, 2018
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Judge: Funeral Home Must Pay $15M after Threatening to Cremate Employee Alive

It’s never a good idea to threaten an employee with being cremated alive for revealing alleged fraud.

Just ask Abanks Mortuary and Crematory in Birmingham, Alabama, which a judge ruled must pay $15
million as a result of a whistleblower lawsuit filed by Barry Taul, according to an Associated Press report. Taul
can receive about $4 million and the government would receive the rest.

Taul received the threat after reporting an alleged scheme whereby the mortuary paid kickbacks to two
former officials with the Alabama Organ Center in a bid to earn referred business, The Associated Press
reported. The funeral home collected tissue for the organ center.

“This was one of the most horrifying cases I’ve seen involving intimidation and retaliation against a whistle-
blower,” Larry Golston, one of Taul’s attorneys, says in a statement. “My client was just trying to do the right
thing.”

Jed Nagel, owner of the mortuary, was acquitted of theft charges in 2016. Two former officials with the
Alabama Organ Center, however, pleaded guilty and were sentenced to prison in 2012, The Associated Press
reported.

Jake Johnson

Sincerely,

Thomas A. Parmalee, Editor
tparmalee@katesboylston.com
www.linkedin.com/in/thomasparmalee
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732-746-0203  • www.katesboylston.com/summitvegas

Nectar Ramirez

Don’t Let Your Profits
Go Up in Flames
Today, more people are getting cremated than buried, and “traditional” doesn’t
mean anything when it comes to funeral service. With that comes challenges
– but also opportunities.

At the Cremation Innovations Summit in Las Vegas, you’ll discover how to recognize
and respond to both.

Learn how to:

■ Leverage technology to reach more families that prefer cremation.
■ Become your community’s expert on alkaline hydrolysis.
■ Design meaningful and personalized services for cremation families.
■ Determine if it’s financially feasible to invest in a crematory project.
■ Communicate better with cremation information seekers.

The conference will also include mini-presentations from some of the most
innovative companies that are offering new products and services to help cremation
families honor loved ones.

Sept. 28 • Palms Casino Resort & Spa
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and SAVE

$100!
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REGISTRATION FEES
Cremation Innovations Summit

❑ Before July 31, 2018:
$495 per person

❑ After July 31, 2018:
$595 per person

3 WAYS TO ORDER
❑ Web:  www.katesboylston.com/summitvegas

❑ Call:  732-746-0203

❑ Mail: Cremation Innovations Summit
              3349 Highway 138,
              Building D, Suite B
              Wall, NJ 07719-9671

Tax ID Number: 26-3623792

Cancellations: If you are unable to attend, you
are welcome to send a substitute. Otherwise,
you can cancel in writing 10 business days prior
to the conference to get a full refund. After that
t ime, there is a $150 cancellation fee.
Registrants who do not cancel and do not attend
are liable for the full fee.

Registrant’s Information: (if registering more than one person, fill out name, title & email for each) 

1. NAME ______________________________________________ TITLE ________________________

     EMAIL __________________________________________________________________________

2. NAME ______________________________________________ TITLE ________________________

     EMAIL __________________________________________________________________________

3. NAME ______________________________________________ TITLE ________________________

     EMAIL __________________________________________________________________________

Company Information:

COMPANY __________________________________________________________________________

ADDRESS __________________________________________________________________________

CITY ________________________________________ STATE __________ ZIP ____________________

TELEPHONE ____________________________________FAX__________________________________

Method of Payment:

TOTAL PAYMENT $ ____________________

❑ Bill Me Later

❑ Check or money order enclosed

100% Money-Back Guarantee
Every Kates-Boylston conference comes with a 100% Money-Back Guarantee. If, after attending the conference, you don’t take home ideas
that you can put to work immediately, or if you’re not satisfied for any reason, we’ll refund your entire registration fee.

❑ Please Charge My: ❑        ❑          ❑ 

Card Number: ____________________________________

Expiration Date:   _____________________ Sec. Code: ______

Signature: ________________________________________

Reserve your place by registering online at www.katesboylston.com
If you have any questions or prefer to speak with customer service to register, please call 732-746-0203.
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