
February 18, 2019

© 2019 Kates-Boylston Publications   •   www.funeralserviceinsider.com   •   800-829-9145

These are tough days for
business owners.

The labor market continues to
strengthen and national
unemployment is at a historic
low, which seems great … until
you realize that there are more
jobs than we have qualified
people. 

This is especially true for
death care, which needs to get
better at promoting the benefits
of entering the profession, says
Joe Flores, director of talent
acquisition at Service
Corporation International,
which employs about 24,000
full- and part-time associates in
the United States, Canada and
Puerto Rico.

SCI is seeking to do its part to
spread the word with a new
video produced by US Careers
Online, which creates targeted
videos to help recruit
individuals into specific profes-
sions.

When you visit the US
Careers Online website, you’ll
find SCI’s video, “Licensed
Funeral Director,” as well as a
video gallery highlighting
numerous other professions.

“We have made plenty of
videos over the years … but one
of the reasons we are so proud
of this one is it is on a site
where people will naturally go
to when they are looking for a
career,” Flores says. “If you go
to the US Careers site, you will
find 15 plus professions you can
work in.”

Jim Babson, founder of the
site, says while videos highlight
various professions, most
emphasize “the trades,” which
can usually be pursued without
an expensive, four-year
education. “There has been a
lack of messaging about these
various trades that you can get
into,” he says. “That is why our
videos are so important.”

The videos also have a built-
in audience as US Careers
Online is linked with the North
Carolina Department of Public
Instruction, which oversees the
state’s public school system;
and the North Carolina
Community College System, a
statewide network of 58 public
community colleges. 

The collaboration with the
Department of Instruction
reflects “an effort to expand

SCI Touts Benefits of Working in Death Care, 
Hopes More Firms Will Start Conversations 

Johnson Consulting Group
Promotes Lori Salberg

Johnson Consulting
Group has announced
Lori Salberg as director
of business devel-
opment, with a focus on
technology, accounting
and business consulting
solutions.

Salberg joined Johnson
Consulting Group in December 2017 as a
senior business development consultant.

“We continue to build a sales team
with the specific purpose of providing
the best tools and services for our
growing list of funeral homes and
cemeteries,” says President and CEO
Jake Johnson. “Lori adds to our
incredible team with experience in
technology, business consulting, and
accounting. She has a great entrepre-
neurial spirit that will help take us to new
heights. I am very excited for the future
with her in this role.” 

Salberg has 17 years of experience in
various leadership roles including
managing large combo funeral home and
cemetery operations. She got her start in
the profession as a family service
counselor for the Catholic Cemeteries in
San Jose, California. 

To contact Salberg, write her at
lsalberg@johnsonconsulting.com.

Lori Salberg
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knowledge to our youth statewide
in our public school system for the
purpose of expanding information
about careers in our workforce”
and the collaboration with the
community colleges “allows the
community college to share the
knowledge of the course/subject
with viewers to determine if this
may be a path of interest in the
workforce they want to pursue,”
Babson says.

“Funding for the videos are 100
percent paid for by the
business/industry and organi-
zation,” Babson explains. “The
education facilities reap the
benefits for the viewers to learn
from the video material being
produced.”

The collaborations were a built-
in selling point for SCI, which
would love to have a video like the
one it made with US Careers
Online in every single state, Flores
says. But he adds that SCI is not
aware of any other state depart-
ments of education that are
teaming up with entities like US
Careers Online. “I am hoping some
of the schools eventually see this
video and think, ‘Maybe we can
advertise differently to tell folks
that it is not that difficult to enter
this profession,’ ” Flores says.

The video starts off highlighting
Ryan Bumgarner, a general
manager for SCI’s Dignity
Memorial Network in North
Carolina, who grew up in the
industry before joining SCI and
moving up the ranks.

“I think for someone to be
successful in our industry, you
must be compassionate, you must
be organized, and you must be a
team player because everything we
do day in and day out cannot be
done by one person – it takes
everyone from the person
answering the phone to each level
to make everything happen for our
families,” Bumgarner says.

Bumgarner notes that someone
might spend six months planning a
wedding, but when planning a
celebration of life, you typically
only have a few days to get every-
thing in order.

Alexandra Kozak, a North
Carolina funeral director with the
Dignity Memorial Network,
explains that she first became inter-
ested in funeral service as a
freshman in college majoring in
business when her grandfather
died. The reason she joined the
profession is to help people move
forward with their lives, she says.
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Watch SCI’s Video

There are a variety of career videos at the US Careers Website.
Learn more at www.uscareersonline.com.

Visit the video gallery at www.uscareersonline.com/video-gallery
and click on “licensed funeral director” to view SCI’s video.

http://uscareersonline.com/video-gallery
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Hall Edwards, another North
Carolina  funeral director with the
Dignity Memorial Network, shares
that he was touched when he had a
death in his family and the funeral
director – who had served several
generations of his family – returned
home from vacation so he could
handle the arrangements. “It really
just showed me the true compassion
and sacrifices that funeral directors
make, and it really inspired me with
how good he was to us. I felt like if
I could help someone even half as
much as he helped us, then I’d be
doing something really nice,” he
says.

John Hernandez, a sales manager
with the Dignity Memorial
Network in North Carolina, got his
start in the profession in high
school when he needed extra
money and began working at a
friend’s funeral home on a part-time
basis. He liked it, went to mortuary
school, and has served in a variety
of roles as he’s moved up the ranks.
“As a sales manager, I have the
opportunity to help people that I am
responsible for to make them
successful to reach their final goals
that they would like to have to
make a living,” he says.

Kelly Osborne, a funeral director
and preneed family counselor with
the Dignity Memorial Network in
North Carolina, shares that she was
a second-grade teacher for a year
before realizing it was not for her.
She ended up living with friends
above a funeral home and became
fascinated with its day-to-day activ-
ities. From there, it was off to
mortuary school.

Osborne explains that because of
SCI’s size, it has staff that
specialize in certain areas: “Front of
the house” staff meet families and
oversee funerals, “back of the
house” staff do preparation work
and removals and preplanning staff
help families prior to the time of
need.

Laura Osborne, a cemetery and
family service counselor with the
Dignity Memorial Network in
North Carolina, notes she is
enrolled at Fayetteville Technical
Community College in Fayetteville,
North Carolina. “I am able to take
all of my classes online,” she says.
“I do not have to physically travel
to Fayetteville, even though it is not
far away, which is a big bonus. I am
still able to have a full-time job, go
to school and have a life.”

Asked how he got into death care,
Flores says his story is similar to
some of those featured in the video,
“I stumbled into it,” he says. “l was
very happy with my previous
company and thought I would retire
there, but someone made me aware
of SCI – and I submitted my appli-
cation. I spoke to the individuals
involved in the profession, and I
was hooked.” 

He adds, “My story is no different
than most. If you talk to the
majority of people in the
profession, whether they work at
SCI or any other company … as I
network with them, I always ask,
‘What brought you here?’ And a lot
of them say they were at a service
and so moved and comforted by
that process that they wanted to do

the same for others. That is a very
common story. And sometimes,
they were referred to this industry
and thought it was scary, but the
more they got into it, they realized
it was not scary at all and that it is
very fulfilling.”

The Employment Problem

In some ways, it is a good
problem to have: The
unemployment rate has fallen to 4
percent as of January 2019,
according to data from the National
Conference of State Legislatures.
The last time there has been such a
sustained period of low
unemployment was in the 1960s,
Flores says.

“This is true not just in our
industry but in the general
economy. As our baby boomers
retire, and our economy continues
to demand labor, there are simply
not enough workers entering the
workforce to replace those workers
exiting the labor market,” he says.

As a result, businesses are
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Joe Flores, director of talent acquisition at
SCI, is confident that once more people know
how they can serve others in death care,
more will decide to join the profession.
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competing for scarce labor, which
means death care needs to do a
better job promoting itself as a
possible profession, Flores says. 

“I have seen with folks that are in
this industry – not necessarily at
SCI but when it comes to licensed
professionals – that they typically
have five to eight applicants per
position. The reason that is relevant
is because in most other industries,
there is an average application flow
of 20 to 25 applicants per position.
So, we probably have a third of the
number of applicants as we should –
and I imagine this is true for anyone
in the funeral industry.”

Recruiting in the cemetery
profession and in funeral service are
equally difficult, Flores says. “Our
approach is this: We advertise and
sometimes reach out to people in a
position as caretaker – whether they
are a teacher or in health care or in
an industry that lends itself to
serving others … that is who we
target,” he says.

“We advertise quite a bit, so folks
come in through our SCI.jobs career
website, but our approach has
always been, ‘Let me tell you about
the positions we think might be
good for you … where would you
like to go?’ We like to position it as,
‘Here are the opportunities you
have to serve. Where do you feel
most comfortable?’ Or, ‘Here are
our job descriptions. Which one
speaks to you the most?’” Flores
says. “We try to make it a conver-
sation about their career
aspirations.”

The purpose with the video was to
reach individuals who may not
consider the funeral industry as a
potential career opportunity, Flores
says. “We want to educate our
communities to let them know
about the wonderful benefits at SCI,
but more importantly turn them on
to our industry and our profession.
We want to show them there are
jobs out there that they are not
thinking about,” Flores says.

Flores adds, “We love serving our
communities and helping people in
their time of need. We believe it is a
very fulfilling profession – much
like teaching or being a health care
provider.” But the fact remains that
the profession needs to do a better

job spreading the word about how
people can serve their communities
while also enjoying a rewarding
career, he says.

Asked why recruiting people to
enter the death-care profession is so
tough, Flores says, “I don’t think
there is any one thing. The primary
reason is I am not sure folks know
this profession exists. What I mean
by that is … think of a teacher:
Everyone goes to school. And
although everyone faces the
hardship of losing a loved one at
some point, they generally don’t
think about the profession in that
moment.”

Going to the dentist, visiting a
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Licensure Laws and Recruiting

While there are a multitude of factors that make recruiting in the
death-care profession difficult, the licensing laws – and how they vary –
do not help, says Joe Flores, director of talent acquisition at SCI.

“Each state and their board have a right to make their own rules
around the qualifications for positions, and we respect that – but from a
recruiting standpoint, it does make it difficult because it narrows the
candidate field significantly,” Flores says. “Some require multiple
designations just to hire people.” 

He adds, “As an industry – not as SCI – I just feel we have to come
together and seek a balance between compliance and the shortage of
licensed professionals.”

Flores emphasizes that he realizes regulations and compliance are
important, but the profession also needs to encourage new entrants.
“The bigger picture is can we get more folks engaged and at least
thinking about the profession and increasing our numbers?” he says.

He adds, “If we can get our message out, I believe the number of
candidates will increase significantly. I believe if we tell people that this
is a wonderful profession, most will listen.” 
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doctor’s office or meeting with an
attorney lends itself to thinking
about those careers, but most people
do not give death care a thought
unless they have just lost a loved
one – and even then, they are
usually focused on helping their
family through a difficult time,
Flores says.

“Speaking for myself, I know
when I have gone to funerals that I
am not thinking of anything except
my family in that moment – and I
imagine that is the same for all of
us. But when I was in school, I
thought, ‘How great would it be to
be a teacher’ or if I was in front of a
doctor, I would think, ‘How great
would it be to be a doctor,’ ” Flores
says.

“Part of this is education and
putting the word out,” Flores says.
“The second factor is we have an
aging demographic in this industry.

And the third factor is that every
state has its own regulations and
requirements, and folks do not
always know what is required to do
what we do,” Flores says.

One of the video’s primary
messages is that anyone can enter
death care – as long as they have a
passion for helping families and
serving the community, Flores says.
“Whether it is a student or a person
thinking about a second career, our
message is anyone can do this,” he
says.  “It does require a little
schooling and education, but if you
have a drive, there are opportunities
in the profession.” He adds, “Of
course, the video is branded SCI,
but we want folks in the profession.
It doesn’t have to be with SCI.”

Asked how SCI chose who would
be featured in the video, Flores says
he just reached out to the location
leader closest to US Careers Online

and made sure it was OK for them
to visit. “This allowed us to get a
random sampling of whoever was in
the building,” Flores says.

Flores is pleased with the end
result. “For me, the video exceeded
expectations. It is seven minutes,
which is very long for this kind of
video – but it’s very hard to tell our
story in two minutes,” he says.

He adds, “The reality is that the
industry is hurting for people, and it
is not the easiest profession to
advertise. There is not an easy way
to tell our story.  I would encourage
other organizations dedicated to
funeral service – whether they are
one or two locations or a larger
company – to get the message out.”

Visit www.sci.jobs to learn more
about working at SCI.

Tukios Names Director of Marketing

Tukios, an automated memorial video software application company,  has hired
Michaella Lawson to lead its marketing team. 

Lawson brings over 15 years of marketing and leadership experience to Tukios,
having founded and operated her own clothing manufacturing company.   

“We are so excited to welcome Michaella, as she brings a wealth of experience
to this important leadership position,” says Curtis Funk, founder and CEO of
Tukios. “She’ll be a vital part of reaching new audiences and strengthening
connections with our existing clients and partners in the funeral industry.”

As director of marketing of Tukios, Lawson will develop clear, actionable
marketing plans for new and existing products. 

For more information on Tukios, visit www.tukios.com.

Michaella Lawson

http://www.sci.jobs
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Five Quick Tips for Documenting Employee Issues
By SESCO Management Consultants

We routinely receive calls from employers who want to terminate an employee (or have been sued for doing
so) but do not have a good paper trail to support their decision. Without documentation, the terminated employee
inevitably claims that he or she was never warned and had no idea there was any problem with performance and,
thus, the termination must be discrimination based on a protected class. Without sufficient documentation, termi-
nation decisions are more difficult to explain, result in factual disputes that prevent early dismissal of a
subsequent charge or lawsuit and typically cost more to defend. However, this is one of the easiest issues for
employers to address. Here are five quick tips to navigating this issue.

Don’t be afraid to document. Many supervisors believe that documenting an issue will upset the employee,
ruin a working relationship and create conflict that they would rather avoid. While that may be true, by failing to
document issues, supervisors are not protecting themselves or the company. Seasoned human resource profes-
sionals will reject a supervisor’s request to terminate an employee for a chronic issue if there is no
documentation.

Don’t sugar coat. The worst mistake an employer can make is to give undeserved, or even false, written praise
or a positive review to avoid confrontation. If an employee is not performing well, don’t dance around the issue
in a performance review or other documentation.

It’s OK to document a verbal discussion. Just because an action may not warrant a written warning or is the
first incident doesn’t mean it isn’t worthy of documentation.

Relate back. When documenting an employment issue, refer back to prior warnings or discussions whether
those warnings or discussions were documented or not. This is an easy way to correct the lack of documentation
of an initial incident and to show the number of steps taken to address the situation.

Use human resources. Human resources can help you word a written warning or counseling notation and
avoid unnecessary mistakes. HR not only can provide guidance but will then also be in the loop on the employee
issue and won’t be surprised when you later request more stringent action against the employee.

SESCO Management Consultants is a management and HR consulting firm that serves the funeral profession
and other industries. Get more guidance at www.sescomgt.com.
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Join Danny Funchess on a Free Webinar on Working with Hospice

An important deciding factor for families when it comes to their loved one’s end-of-life plans might be
knowing that a funeral home has a strong relationship and communication with a hospice center.

Join Danny Funchess, director of funeral operations at Citadel Management,  on a free webinar, “How to
Build Relationships with Hospice” at 2 p.m. ET, Feb. 19. Visit https://tinyurl.com/y7bsubll to sign up.

http://www.sescomgt.com
https://tinyurl.com/y7bsubll


The Latest Headlines from Throughout the World of Funeral Service

It’s been another busy week or two for funeral service. Here are some of the latest headlines you may have
missed ...

Matthews Memorialization Enhances Cremation Product Lines

Matthews Memorialization, a part of Matthews International Corporation, has announced the launch of a
refreshed and enhanced suite of cremation products featuring more personalization options designed to meet the
preferences of families choosing cremation. 

The upgraded Matthews product line, featured in a new I’ll Remember You cremation products catalog, includes
the Personal Expressions line of memorial jewelry and urns, which has already been well received by funeral
homes and cemeteries across the country.

The Personal Expressions jewelry line offers families the ability to design a piece of memorial jewelry that
includes the fingerprint, photograph or handwriting of a loved one, and is available in different shapes, sizes and
metal types. Personal Expressions My Life Urns offer families a personalized wrapped wooden veneer urn
featuring photographs of a loved one’s hobbies, passions or most memorable family moments. For a truly custom
urn, Matthews also offers Personal Expressions Custom 3D Printed Urns, which bring a photograph to life as an
urn that’s truly representative of a loved one’s life and personality. 

Matthews will continue to offer its highly popular Honoring the Veteran line of urns featuring military and public
service uniform fabric, and its line of cast bronze urns, which are produced using hand-crafted methods in keeping
with Old World traditions of bronze casting and are popular for cemetery interment in niches or ground burial. As
part of the new product launch, Matthews has also expanded its line of keepsakes to offer a broader selection to
families wishing to purchase multiple matching mementos. 

Matthews’ new I’ll Remember You cremation products catalog is available now and can be found at
matthewsaurora.com – or customers may request one from their Matthews Memorialization sales consultants or
customer service representatives: Matthews Aurora Funeral Solutions Customer Service – 800-457-1111; Matthews
Cemetery Products Customer Solutions – 888-838-8890.

Take Funeral Service Insider’s Compensation Survey

Funeral Service Insider’s annual compensation survey is now open. Every year, funeral service professionals
eagerly look forward to the results of the survey, which is open to funeral home owners.

The confidential survey serves as a resource to determine how funeral homes are paying their staff, whether
salaries are going up or down, how funeral homes are compensating employees beyond salary and much more. The
confidential survey is one of Funeral Service Insider’s most popular issues. Results are coupled with insights from
top experts to help funeral homes determine how to pay and motivate employees to ensure the business succeeds.

Visit https://www.surveymonkey.com/r/funeralcomp to take the survey.
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https://www.surveymonkey.com/r/funeralcomp
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Batesville Announces Educational Webinar Series

Batesville, a leading provider of comprehensive solutions to licensed funeral homes, has released the
company’s quarterly 2019 Education Series schedule. Started in 2014, the program is designed to give busy
funeral professionals the opportunity to enhance their knowledge on key topics, learn about the latest research
and consumer trends, and explore new solutions by participating in free webinars. 

The Education Series schedule and topics are below. Each webinar includes a 30-minute presentation
followed by an interactive question-and-answer session.

• 8 Consumer Truths about Technology in Funeral Service
Presented by Bob Sheridan, director, technology product management & development, Batesville
Tuesday, Feb. 19, 1 p.m. (EST)

• Five Levels of Leadership: Proven Steps to Maximize Your Potential
Presented by Nectar Ramirez, director of customer training, Batesville
Tuesday, May 14, 1 p.m. (EDT)

• Simple Strategies to Elevate Your Brand and Create Value for Consumers
Presented by Walker Posey, managing director, Posey Funeral Directors
Tuesday, Aug. 27, 1 p.m. (EDT)

• Using Mobile Technologies to Create Better Family Experiences 
Presented by Rob Shane, Director, Technology Solutions
Tuesday, Nov. 12, 1 p.m. (EST)

In addition to the Education Series, Batesville experts conduct monthly webinars to share insights and best
practices on different products and technology solutions. The company also hosts continuing education events
at its company headquarters several times each year as well as national and state conventions. All events are
free of charge to funeral professionals. 

For a complete listing and descriptions of all education events, or to register for a webinar, go to
www.Batesville.com/Webinars.
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Sincerely,

Thomas A. Parmalee, Editor
tparmalee@kbpublications.com
www.linkedin.com/in/thomasparmalee

http://www.batesville.com/Webinars
www.linkedin.com/in/thomasparmalee
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May 3 at the Sheraton Charlotte Airport Hotel

How many times has a cremation family come to you and done nothing to honor and remember their loved one
– other than perhaps buying an urn and setting it somewhere special?

Many of these families are now hurting ... and in some cases, it’s your fault.

They chose cremation not because it was quick and easy – they (or their loved one) simply didn’t like the idea
of burial in a casket – or maybe they just preferred the flexibility that cremation offered. 

But as soon as the receptionist who answered the phone at the funeral home heard the word “cremation,” they
were steered to simple. When a funeral director got involved, it was too late – or even if it wasn’t – they still
weren’t informed about all their options.

The funeral home operators and consultants who’ll speak at the Cremation Innovations Summit, May 3, at the
Sheraton Charlotte Airport Hotel, are tired of hearing about cremation families who’ve been shortchanged. They
strongly believe that every family – including the ones that prefer cremation – should be given every opportunity
to celebrate their loved ones.

When you come to the Cremation Innovations Summit, you’ll learn how to:
• Navigate the approval process to open a crematory.
• Design a rock-solid cremation authorization form that protects your interests.
• Boost family satisfaction and company revenue by offering celebrant services.
• Serve more families by honoring their pets.
• Craft powerful calls to action to collect email addresses and get phone calls.

Serve More Families that Prefer Cremation



Visit www.katesboylston.com/events to learn more about all our events

It doesn’t matter if you have one location handling fewer than 100 calls per year, five locations handling 300
calls each or if you work for a publicly traded firm with hundreds of rooftops: The Cremation Innovations
Summit will give you the tools and strategies you need to communicate with cremation families in new ways –
and it’s worth the investment. 

For only $595 per person – $495 per person if you sign up by March 15 – you’ll get a full kit of tools to serve
more cremation families and sell more products and services. Even if you only get two more cremation calls or
persuade a handful of direct cremation families to do something more meaningful to honor a loved one, you’ll make
back your investment. But we’re betting you’ll do much, much better than break even.

Here is a sneak preview of what you’ll learn at the summit ...

• Boost family satisfaction with celebrants.

Matt Bailey, a certified celebrant trainer and the owner of numerous Connecticut funeral homes, will explore
how celebrants can make a huge difference when it comes to serving cremation families.

• Determine if it makes sense to invest in a crematory project.

Christine Toson Hentges, president of The Tribute Companies, will explore whether it makes sense for you to
invest in building a crematory, install an additional cremator or continue working with a third party – as well as
how to respond to common community objections.

• Avoid and respond to lawsuits.

Christopher Farmer, founder of The Farmer Firm, will provide step-by-step guidance on implementing proce-
dures that will minimize your chances of being sued – and what moves to make if you’re taken to court.

• Use technology to maximize cremation profits.

Welton Hong, founder of Ring Ring Marketing, will explore how funeral homes can leverage technology to get
more website visitors, and more importantly, how to turn those visitors into customers.

• Serve every member of the family.

Coleen Ellis, a pet loss pioneer, will reveal how serving every member of the family – even the four-legged ones –
can boost goodwill and revenue.

Sincerely,

Thomas Parmalee
Summit Chair
tparmalee@kbpublications.com
Phone: 732-746-0201

P.S. – Remember you’ll save $100 off each of your registrations when you sign up by March 15!

A Special Offer

Earn Up to
6  CEUs
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Welton Hong
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Hentges

Coleen Ellis
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Chris Farmer

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 Charlotte, North Carolina, you’ll discover how to recognize and respond to both. 

Learn how to:

• Navigate the approval process to open a crematory.

• Design a rock-solid cremation authorization form that protects your interests.

• Boost family satisfaction and company revenue by offering celebrant services.

• Serve more families by honoring their pets.

• Craft powerful calls to action to collect email addresses and get phone calls.

The conference will include keynote speakers as well as mini-presentations from some
of the most innovative companies offering new products and services to help
cremation families honor their loved ones.

CREMATION
INNOVATIONS

SUMMIT
CHARLOTTE, NC

May 3 • Sheraton Charlotte Airport Hotel



REGISTRATION FEES
Cremation Innovations Summit

q Before March 15, 2019:
$495 per person

q After March 15, 2019:
$595 per person

3 WAYS TO ORDER
q Web:  www.kates-boylston.com/summitnc

q Call:  732-746-0201

q 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 $ ____________________

q Bill Me Later

q 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.

CREMATION
INNOVATIONS

SUMMIT
CHARLOTTE, NC

q Please Charge My: q        q          q 

Card Number: ____________________________________

Expiration Date:   _____________________ Sec. Code: ______

Signature: ________________________________________

Reserve your place by registering online at www.kates-boylston.com/summitnc
If you have any questions or prefer to speak with customer service to register, please call 732-746-0201.




