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President's Message

Hello All,

Hello to all of the faithful cemetery Operators,
Superintendents, Sextons, zAdministrators,
Family Service Advisors and any other support
staff involved with maintaining our nations
heritage and caring for our nations dead.

It has been a crazy couple of years and I finally

feel like we are seeing the light at the end of the tunnel. As for
our organization, staffing issues have loosened up as we are
now able to hire more laborers and superintendents. We've
also seen an increase in the number and quality of our Family
Service Advisors and Administrative new hires. Whew..... what
a wild ride it's been!!

We are still seeing severe issues with supply chain break
downs, granite deliveries, vault manufacturing etc. We have
taken the approach with families that "we have no idea when
your (product) is going to arrive or when we can get it installed.
We will do the very best we can based on weather, staffing and
burials to deliver (install) your families memorial".

| hope you can attend the Annual Convention and participate in
sharing ideas, learning new concepts, networking and even
having a little fun. It will be great to re-kindle some long time
relationships and build some new ones.

See you all soon!
Kirk Roberts

President
Ohio Cemetery Association

In this Issue
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Articles for Sales Managers &

Advisors 5
Update from Sedgwick 11
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Annual Convention Info

OCA ANNUAL CONVENTION

AUGUST 1-2-3 2022
EMBASSY SUITES HOTEL
2700 CORPORATE EXCHANGE DRIVE
COLUMBUS, OHIO

(Forms are available on the OCA website}

I
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“Since 2010, we have partnered with Eickhof Columbaria
on nine different columbarium projects. Eickhof has
helped us succeed in providing the families we serve,

with dignified and beautiful permanent placement
options for the urns of their loved ones.”

AMANDA THORESON
GENERAL MANAGER OF ROSELAWN CEMETERY

Eh= . The Fountain Columbaria
Serve your families with help from
Roselawn Cemetery

a trusted cemetery partner. St. Paul, MN
Contact us today.

eickhofcolumbaria.com [ossuarium
info@eickhofcolumbaria.com

800-253-0457
© 2022 PATENTED WWW EICKHOFCOLUMBARIA.COM [PATENTS E I C K H O F :
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RING RING

MARKETING

.......
-------
.......
-------
.......
.......
L ) o
........

RRM's Bullseye Method
for Cemeteries

A tried-and-true strategy that always hits the mark ... ...

for more at-need and preneed business. ~ seeeee e

--------

--------

--------

--------

--------

--------

........

--------

Just scan the OR code or visit:
bit.ly/rrm-bullseye
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Articles For Sales Managers & Advisors

Info

Gary O’Sullivan Company

For the Leader —

Creating a culture and a discipline of getting things done in an organization is a critical
factor for success in today’s fast paced and competitive marketplace. Execution, the art of
getting things done, is only accomplished when leadership understands how to implement

and promote a culture that is one of effectiveness.

This month we will get a better understanding of the art of getting things
done from Larry Bossidy and Ram Charan co-authors of the book,
Execution. We will look at what they call the missing link.

For the Sales Team —

Perhaps one of the most difficult challenges sales professionals deal with is that of
rejection. One of the sales manager’s biggest challenges, is to consistently be *selling’
their team on the basic principle that the greater the rejection the greater the reward.

This moth we will give you some ideas to help you make that sale one more time.

PLUS -
We have added as a reminder and for your convenience our *Half-Time-Review.” This a

an excellent time to get your team focused on where they are, where they want to be, and
what they need to do to get there by December 31.

Quote for the month:
“Knowing is not enough, we must do.”

-(zoethe
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Articles For Sales Managers & Advisors continued from page 3.

EXECUTION

“Execution, the missing link between

aspiration and results.”
Larry Bossidy and Rarn Charan

“Execution is a systematic process of rigorously discussing the hows and what’s,
questioning, tenaciously following through, and ensuring accountability.”

It is the role and responsibility of the leadership in a company to ensure they create a
culture of execution. A culture that says, this is the way we do things around here, how
we get things done. Closing the gap between desired outcome and the actual results is not
easy, neither is it magical or impossible.

It requires a relentless focus by the leadership to set the strategy, insure they have the
right people in the right place, assign accountability, and follow up. [t is the leader’s role
to see that things get done, not to do things.

Four things that should be considered in trying to close the gap between desired outcome
and actual results:

Strategy — When setting a strategy be sure to take in account the people you have to
accomplish the task and your current operational realities.

People — People should be chosen and promoted in light of your strategies and
operational plans.

Accountability — Keeping accurate, yet simple, notes of the desired results, actions plans,
timeframes, and who is responsible, is vital to keeping objectives moving forward.
Having regularly schedule meetings to review the progress, discuss obstacles, and
reaffirming the goal should keep the individual or team members focused.

Future planning — Should include the personal development of your current staff. It
should also include identifying new talent needs and a plan for recruitment.

A key point to remember when it comes to getting things done, it takes the right people.
Companies should keep a keen focus on their effectiveness in getting and keeping quality
people. It is the one thing you do that you have an enormous amount of control over.

“An organization's human beings are its most reliable resource for generating excellent
results year after year. Their judgments, experiences, and capabilities make the
difference between success and failure.”

Execution, Larry Bossidy and Ram Charan

OCA Journal Page 6
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Articles For Sales Managers & Advisors continued from page 4.

Rejection

The sales professional who experiences the most rejection-
Makes the most sales

Rejection is a fundamental part of the direct sales process. In a sales position where there
is little rejection, there is also little opportunity. Understanding the correlation between
rejection and opportunity is the beginning of developing a healthily perspective in dealing
with rejection.

Remembering that successful people don’t like dealing with rejection any more than
failures do. They just like failing less and they have developed an attitude that helps them

deal with the rejection they face. They understand that the sales professional that
experiences the most rejection, makes the most money.

Seven attitudes to help you manage rejection:

Don’t take the rejection personally, they are not rejecting you.
Rejection is due to not understanding the value of your offer.

The more committed you are to your purpose, the stronger your resistance will be to the
rejection you encounter.

When you get rejection don’t be reactive — be proactive in your response and thinking.

When you have clearly defined your goals, the less negative effect rejection will have on
you.

If you don’t learn to overcome and deal with rejection it will hinder your ability to be of
service to the people you meet.

Rejection doesn’t mean *No'; it generally means, “I need to know more.”

“I never see rejection as rejection, but only as a learning experience. I
never see rejection as rejection, but only as the negative feedback I need to

change course in my direction.”
Tommy Hopkins

OCA Journal Page 7
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Articles For Sales Managers & Advisors continued from page 5.

HALF-TIME

GOAL REVIEW

On January 1, you set your goals and ohjectives for 2022, The end of June will bring us to the
halfway point in our year. Now is the time to review so that you will know exactly what you need to
do to be on target for meeting your ohjectives for 2022,

Goal Review

My goal for 2022 is $

As of my volume is $

{June 301" T should be at 50% of my annual goal )

The difference is $

That will require a monthly volume of $
for July 1* through December 31%,

(The difference divided by 6, months remaining in 2022)
My current average sales is $

The number of sales [ will need
to produce each month is

(Divide the volume needed by your average sale)

My current closing % is Yo

The number of presentations I need
to make each month is

(Multiply the closing percentage Limes

the number of sales you need, example if
your closing percentage S0% and you needed
six sales month, 2 X 6= 12).

Take this personal half-time quiz-

Have I done my best so far this year? Have | maintained a clear focus? Have | measured
my results on a weekly basis? Am I convinced that numbers are my friends? Do 1 truly
desire to reach the goal 1 have set? Am | committed to excellence? Will | make the
personal commitment to reach my goal by December 31, 20227

OCA Journal Page 8



() Jerry Pate Company
[:ENT“PE}IW fl Jerry Pate Company

Harper ATM72

Hours: New
Description: Pre Tier 4 f A safer solution to mowing slopes, the ATM
721Ckeepsthe operatorand the engine upright on hills up to 34
degrees. The two halves of the 72 inch deck float independently for
a quality cut in ditches and rough terrain. This superior technology
balances greater comfort and control, decreasing rallover risk.

Special Price: 538,600 {Price includes delivery)
Current M5RP is; 558,356 plus Destination ONI-Y 2 AVAILABI-EI

Workman HDX with ProPass 200 Truck setup

Hours: Less than 5 hours

Description: Vehicle mounted broadcast style
topdresser delivers extremely accurate spread
patterns from ultra-light dustings to ultra-heawy
aeration hole Tilling applications without any
guesswaork.

Special Price: $43,000 plus destination
ONLY 1 AVAILABLE!

Salsco Electric Greens Roller Salsco..-
Model #9074 with the Trojan battery pack i
Hours: New
Description: The Electric Greens Roller, QC is the result of years of testing
and product improvement. Each roll is driven with its own heavy duty gear
bow and electric motor. There is easy access to all electrical components with
a self-diagnostic controller. The speed isvariable, upto11.9 Miles Per Hour.

Special Price: 517,571 plus destination ONLY 1 AVAILABLE!
Current MSRP is 519,000 plus destination

Jerty Pate ATLANTA BIRMINGHAM PENSACOLA SERVING:
800-282-4792 800-348-9015  850-479-4553 ALABAMA - ARKANSAS
compqny FLORIDA - GEORGIA

INDIAMNA - KENTUCKY

':EM“%M CINCINNATI CLEVELAND COLUMBUS TOLEDO  Zhlsafia- MCHiGAM
513-185-1800  11&-292-8911 &614-771-9995 419-865-7400

OHID - PEMMSYLVARLA
f Jarry Pate Company TEMMESSEE - WEST WIRGIMIA

www.JerryPate.com +» www.CenturyEquip.com
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i

Full set ups

lent frames & tops
FGraveside grass
FChairs & chair covers
FDevice stands &
drapes

FDevice straps

FRoller bars

Holland

SUPPLY 1N

P 0 800 8818
/ [}
2 1] .‘_;.
A
Leading supplier to the Cemetery, Funeral Home,
Vault, & Cremation industry
ou! 0 @ phone ca 300 3819
-Probes At Holland Supply, our #1 priority is
-Lot markers customer service.
-Urn vaults
-Cremation containers We strive to:
-Cremation rollers -Give you the best experience
-1.D. Discs -Offer the highest quality products at the
-& Much more best price possible
-Offer a complete line of products to
choose from

Looking forward to
seeing everyone at the
OCA convention in

Columbus!
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Sedgwick Update: Safety in the office

The office setting sure has changed over the past few years. Many of us are returning to the
office full-time, others are working from home and some of us are working a hybrid schedule.
No matter what our work schedule is we need to stay diligent about the office dangers lurking
around the corner. Just because we were gone doesn’t mean the dangers are gone. Let’s
review some of these hazards in the office setting.

Good Housekeeping is one of the keys to a safe office workplace. When you return to the office
look for some of these potential dangers and be sure to report them.

+ Keep walkways and hallways free of clutter, such as boxes and cords.

+ If you see damaged flooring or carpet, report it immediately.Use a stepstool - not a chair - to
reach items.

+ Be sure to close drawers to prevent people from walking into them.

+ When carrying material make sure it doesn’t block your view.

+ When closing drawers, be sure to use the handle to prevent pinching fingers.

Always be aware of doors opening, walking around corners, and passing by cubicles.

When stacking material, be sure the heavier items are stacked on the bottom.

Wet floors, especially on tile, can be a serious slip hazard.

Fire safety is important to all employees. Review some of these fire hazards found in the office
setting.

+ Check cords and electrical equipment (coffee makers, toasters, microwaves, space heaters,
etc.) for damage.

+ Review your Fire Prevention Plan (FPP) and Emergency Action Plan (EAP) and the employee
reporting procedure in the event of an emergency. (Don’t forget to re-familiarize yourself with
other office policies).

+ Do not block exit routes, fire extinguishers or electrical panels.

+ Do not allow trash to accumulate as this can add to fire.

LEAVING A LEGACY

Complete Memorial Solutions for Serving Families
and Building Your Business

CEMETERY MASTER PLANS

L "‘-v.t
C TRUCTION PLANNING ‘ ‘!‘ oy

@ COLDSPRING’

To learn more about the memorial products we offer,
visit coldspringusa.com/memorial
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Sedgwick Update continued from page 7.

Working safely at our desk or cubicle will help in reducing or eliminating potential ergonomic
injuries. When working at your workstation remember these work practices.

+ Use adjustable equipment, such as desk, chairs, and monitors.

When sitting, be sure to keep your feet on the floor. Do not let them dangle over the floor.
Ensure the monitor is correct distance for your vision.

Be sure to take periodic breaks to give your body a rest.

Place your keyboard and mouse correctly on your desk to prevent neck and shoulder pain.
If typing from a document, use a document holder instead of looking down.

If you have a new ergonomically safe workstation, understand how to use it.

When sitting in your chair be sure not to lean too far forward or too far back.

There are many stretching exercises that you can perform throughout the day.

No one office setting is the same so be sure to identify the hazards at your location. Consider
creating a checklist and schedule a periodic walkthrough to identify any safety issues.
Remember Office safety is everyone’s responsibility and should be incorporated into your daily
work practices.

For more information, please contact Sedgwick’s Andy Sawan at 330.819.4728 or
andrew.sawan@sedgwick.com.

MQuaDOC 40

LAKE & POND MANAGEMENT

* YEARS *
pecalising in:

e & Wesd Coriro 0N THE WATER
* Lake Studies

* Metal Craft Dock Systems

* Fish Stocking Programs _/-
* Floating Fountains & Aeration

« Enjoy your lake or pond...THIS YEA

FREE ON-SITE

CONSULTATIONS
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Firm Profile

McGill Smith Punshon, Inc. (MSP) is a multi-discipline design firm composed of experienced architects,
engineers, landscape architects, planners, and surveyors. Collaboration between these disciplines, along
with a commitment to client communication and project planning, has given MSP an impressive level

of success for over 165 years. MSP is a certified Small Business Enterprise (SBE). MSP is not owned or
partially owned by any other organization or individuals.

Sustainable Design

MSP is committed to designing facilities that meet or exceed sustainable design principles.
LEED certification for projects is sought where appropriate.

Office Location Primary Contact Person
3700 Park 42 Drive, Suite 190B, Jose Castrejon AlLsA LEED AP

Cincinnati, Ohio 45241 President

p 513759.0004 | www.mspdesign.com 513759.3224 | jcastrejon@mspdesign.com

Company History

The present
organization of
MecGill Smith
McGill & Smith is Punshon, Inc. (MSP)
founded, primarily is formed through
focusing on the merger of McGill
public works and & Smith, Inc. and the
land development Thomas B. Punshon
engineering. Engineering Company.
1ese  EECTHEN 19705
The Thomas B. McGill & Smith adds MSP is a diversified
Punshon Engineering additional services consulting firm
Company is in the fields of providing
founded as one of architecture, planning, architectural design,
the original urban and landscape civil engineering,
land planners in the architecture. landscape
Cincinnati region. architecture planning,

and surveying
services to public
educational, private,
institutional, and
non-profit sectors.

M5P

DESIGNE“

McGill Smith Punshon
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Belfast
Boston
San Francisco

. Syd
Serving Better e
+1 857 301-7810

www.plotbox.io

More time
for what

The cloud-based deathcare management solution designed for
Cemeteries, Crematories and Funeral Homes. Everything you need
in one place, giving you more time to focus on what matters most.

To find out about our range of packages or to book a demo, email:
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@
LCOAQ

tomorrow. together.

Preplanning products designed to help your
cemetery become a full-service planning center to
your families for all things related to final expenses.

Giving your families peace of mind while earning
your cemetery a donation from LCBA.

Stop at our booth to see Matt Barr and ask him
how LCBA can help your cemetery get started!

Life Insurance with a Conscience Since 1890.°

800-234-5222 | www.lcbalife.org
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cims

Cemetery
management

made simple.

CIMS helps 1,000+ cemeteries streamline record-keeping and
simplify everyday tasks with easy-to-use management software.

Book your free demo at cimscemeterysoftware.com

> 8 ¢

Protect records for Link your cemetery Access important
the next generation of records to a digital cemetery information
cemetery managers. map of your grounds. anytime, anywhere

with internet.
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Sedgwick Update: Safety Council
enrollment deadline approaching

Thousands of Ohio employers benefit from the education, resource sharing and premium
savings which result from actively participating in their local safety council monthly meetings.

BWC Safety Councils can help you:

+ Learn techniques for increasing safety, health, and wellness in your workplace.

* Network and share best practices with other employers in your community.

+ Identify resources to assist you in your accident prevention efforts.

+ Access risk management information and strategies to reduce your worker’'s compensation
costs

Safety Councils will be meeting in person again beginning in July 2022. Enrollment into a Safety
Council program in your region can provide additional savings to your organization. It is
designed to be an incentive program that enables employers to receive a rebate of 2% of their
annual workers’ compensation premium through program participation.

For public employers, the rebate is on the 2021 rate year premium. For private employers, the
rebate is on the 2022 rate year premium. The deadline to enroll in the Safety Council rebate is
July 31, 2022.

For more information on the program including the participation requirements, go to
SafetyCouncilMtgFactsheet.pdf (ohio.gov). To locate the nearest Safety Council to your
organization, go to Safety council locations | Bureau of Workers' Compensation (ohio.gov).

If you have any questions regarding premium installments or the true-up process, contact our
Sedgwick program manager, Rejeana Woolum-Napier, at (614)359-2403.

RSALEM COLUMBUS WAREHOUSE

‘STO N E S 4849 GROVEPORT ROAD - OBETZ OHIO 43207

m(j granite company PHONE: 866834 1219  EMAIL:INFO@SALEMSTONES.COM

MONUMENTS . MAUSOLEUMS . CREMATIDN . BENCHES

MONUMENTS Y CREMATION MAUSOLEUMS &

+ Largest inventory of a wide variety of monuments * In-stock community granite columbaria * In-stock single and two crypt granite mausoleums
» Engraving proofs for your from 12 to 112 niches * Design and delivery of custom
customer within 48 hours * Avariety of in-stock personal granite walk-in granite mausoleums
« Delivery of in-stock engraved monuments columbaria from 2 to 12 niches « Call for a variety of private estate needs.
within 30 days after design approval * We can custom design columbaria based on Please contact our experts for any questions
your cemetery or cremation garden needs.
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Wilbert can help you design a project utilizing existing space in a
building, integrating with your outside grounds, or developing
something entirely new.

Contact us today to find out our turnkey

C?fﬁ‘;u% TU RN ER approach can provide you unique products

Al WAl and services that allow you to reach out to
Scott Lay Col: 416-303.5331 serve cremation in your community.

fales ard Warket ng hange- Cfica: 415-663-9000
sley@hnmevaull.anm

2121 Tracy Rd, Minlhwaknd, OH 42619
e turnernvault.cem
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Welcome
New Members!

REGULAR MEMBERSHIP

Tim McCarthy
ASBURY CEMETERY ASSOCIATION
4737 Winchester Pike
Columbus, OH 43232

(614) 670-1175 Phone
tim mecarthyThreezelinechio-net

SUPPLIER MEMBERSHIP

Kevin Schlabach

RING RING MARKETING
7318 West Post Road #210
Las Vegas, NV 89114
(408) 982-6096 Phone
(602) 525-4970 Ce

QTN gma eling.com

A wornan came to our funeral home asking for help finding a family member’s burial site.

It took a few minutes to look up the information and even longer to walk to and locate the actual plot.
The woman, now tired and winded, scolded — “you know, this would be a whole lot easier if you just
put them in alphabetical order.”

Courtesy of: Reader's Digest (202003)
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IHE Founded in 1985, The Tribute Companies offer a unique selection of products and services
y focused on the enhancement of cemeteries and funeral homes to better serve their
T 1{ I B U T E communities. Today, the company is recognized by the State of Wisconsin as a Woman-
T“ COMPANIES Owned Business.

- Tribute offers cemetery management, consuling and markeling services.

» Sales and Marketing
» Operations
« Administration

» Tribute owns and manages four prominent cemeteries throughout Wisconsin,

* Fort Howard Mermorial Park - Green Bay
* The Gardens of StoneBank - Hartland

* Finelawn Memoarial Park - Milwaukee

* Restlawn Memaorial Park - Wausau

- AlA & NCARB Credentials alow design in almost any state.

* Master Planning * Section Development and Layout
* Chapel and Garden Mausoleums * Columbarium and Cremation Gardens
« Administralion and Maintenance Facilities * Construction Documents

» Rendering and Markeling Materials

- Tribute manufactures, delivers and installs quality concrete praducts.

* Mausoleum Crypts * Columbarium MNiches
* Lawn Crypts + Outer Burial Containers
« Cemetery Accessories

- Tribute can assist you from the idea stage through completion of construction

* [nstallation

* General Confracting
* Support

Four Generations of Caring for Generations to Come

The Tribute Companies
1352 Cottonwood Avenue:
Hartland, WI 53029

www. tributeinc.com | 262.367.9991 | mail@tributeinc.com
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Ohio Cemetery Association
Centerville Office

219 Webbshaw Drive

Centerville, Ohio 45458

(937) 885-0283 (Phone)
jburrowes@cemeterydata.com

www.ohiocemeteryassociation.com

oY
CEMETERY |22
ASSOCIATION |~

The Thin Niche Line:

From unusable areas to immediate inventory:

turning blank walls into elegant cremation space.
Can be placed indoor or outdoor

4" DEEP

| = G

Learn more:
www.thinniches.com
Toll Free Phone: +1 (877)-290-6703

North America

A Lot Of
Memorialization
Options In A
Compact Space

Introducing Matthews
Memories In Bronze™ Space
Saver Merchandising System
with slide-out touchscreen

(L MATTHEWS 0

Designed tao:

* Generate more sales - increased
average sale price by 23%"

* Simplifies the selection process

= Streamline selling strategy
and pricing

« New! More compact size
88" h x 33"w x 24°d""

* Based on test market resuits
“* 56" wide with touchscreen open
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