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President's Message

Hello All,

It’'s been another crazy Ohio winter and spring
so far. Warm days in the north over winter and
snow now expected again after a day in the
70’s.

| don’t know about you, but our employment
challenges have continued throughout 2021 and
into 2022. Massive increases in wages and shortages of
available laborers. We have also seen shortages in vault
supplies, granite distribution, equipment parts, casket deliveries
etc. Thankfully, we have found that most families are
understanding and realize that these shortages and supply
chain situations are completely out of our control. Anyone
working in any industry is being affected.

Having said that, we are excited and looking forward to the
upcoming spring / summer season. The grass is greening, trees
are budding and perennials are sprouting (that may not be the
right terminology, but I’'m not a horticulturalist.... Lol). We are
finally seeing an uptick in hiring and | think we are going to be
ready by Memorial Day, fingers crossed.

We have some great news legislatively in Ohio. Senate bills
199 and 224 have gone our way on both fronts through the
Ohio Senate and are hoping to have the samezze results in the
House. We will keep you posted.

As you will read later, we are working on the 2022 Annual
Convention in August and will have more information moving
forward. If you haven’t already done so, please respond to the
survey sent out concerning content for future programming.
Any suggestions you have will be greatly appreciated

In the meantime, good luck this spring and Memorial Day.
Stay safe and | can’t wait to see you all in August.

Kirk Roberts
President
Ohio Cemetery Association
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Spotlight On Supplier Phoenix Service
Group

i
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Phoenix Service Group
ArTisT [IRON WoRKS Superior Aluminum Products
Vista Pro ArchitecturalRailingAMERISTARFence Products

Phoenix Service Group is a turn key provider of Decorative and Ornamental
metal products in Aluminum, Stainless Steel, Brass and Iron with over 75 years
providing quality superior service. We offer a product line of pre manufactured
fence and handrail, we also offer a full fabricating shop and provide professional
installation. We are here to provide you with customer focused service while
providing premium valved-added services, from design to drawings to
assembly, Pre-designed and assembled railing systems built to exact
specifications of your project, greatly shorting installation time, Projects
delivered directly to your project vis factory trucks.

Terry Lawhon
M: 513-667-7846
tjlawhon(@outlook.com

www,.phoenixservicegroup.net
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Sedgwick Update: Complacency in the
Workplace

The term complacency, doing the same task for so long without incident that you assume
nothing will ever happen, can become a challenge in any workplace. Complacency can affect
anyone at any age regardless of their experience but there are ways to spot complacency
among yourself and your employees. All too often employees do not realize how complacent
they actually have become until they have a near miss or close call; such events tend to
jumpstart hearts and refocus proper attention, at least for a little while, to the importance of
tasks at hand.

Many times, employees are unaware of complacency and as they work through their daily job
functions, they lose sight of hazards that may exist. Some may feel they are not affected by
complacency but just letting your guard down for short time can be dangerous. One way to
combat complacency is to be an engaged worker. Engaged workers are those that always work
in the moment staying aware of the surroundings.

Let’s take an example of a person who performs a daily safety inspection before operation. This
daily routine occurs for months even years without incident. Then the employee decides to skip
the inspection. Then another time and soon inspections are being done less frequently and then
something happens. Perhaps the employee doing the inspection gets injured or one of their
fellow workers. Either way the results can be terrifying.

Usually the best person to spot complacency is the employee themselves, but complacency can
mean they don’t see the dangers right in front of them. To stay safe, teach employees how to
identify complacency for themselves. This may include situations such as:

+ Dissatisfaction with work and/or lack of motivation
* Missing steps in work processes
* Frequent near-misses or incidents

Since it can be difficult to recognize these signs for each employee, teach them to spot them in
their co-workers. The more they learn how to recognize these signs, the easier it may be to
identify them in other situations. When looking at signs of complacency from your employees
keep an eye out for the following situations:

+ Changes in attitude
* Noticeable increase or decrease in communication
* Tardiness for meetings or shifts

As we mentioned earlier, getting employees engaged is a key point in getting out of the rut of
complacency. There are some steps to focus on that will help.

* By consciously focusing on the task will lead to setting them up for success.

* It is key to recognize and dismiss distractions when they come up.

* When approaching tasks look for improvements in the routine. Always be on the lookout for
continual improvement.

* If possible, consider changing some elements of the work schedule for the day; the change
could help them focus and keep them from falling into “cruise control” mode.

Identifying and addressing complacency is a team effort. Not only is it key for employees but the
employer can assist by looking at opportunities to change things up. Some suggestions to
consider for employers can include:

+ Sharing the Mission— Remind employees of the company’s purpose and goals so they
maintain a connection to the larger missions and emphasize that their behaviors have an
impact.
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Sedgwick Update continued from page 3.

+ Avoid Routines—Repetition can be related to complacency, if possible, change up some of the
tasks required to add variety to an employee’s job.

* Encourage Observation - Have employees briefly stop work and observe the actions of other
as they work, observing others raises one’s own awareness as well as the awareness of their
co-workers

* Correct Poor Performance— Mentoring programs and coaching help employees identify and
change troubled practices and potential problems.

- Safety Talks — Make safety talks part of a daily routine and get employees involved.

+ Share Knowledge — Have employees identify and share the steps they perform to complete a
job. Having another set of eyes may help improve the process.

Complacency can be a dangerous thing, and everyone is susceptible. It can lead to
underperformance, low client satisfaction, workplace accidents and low morale. But with team
effort and employee engagement, complacency doesn’t have to run the workplace.

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

LEAVING A LEGACY

Complete Memorial Solutions for Serving Families
and Building Your Business

o

~
CEMETERY
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@ COLDSPRING’

To learn more about the memorial products we offer,
visit coldspringusa.com/memorial
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Sedgwick Update: Private Employer Rates

Sedgwick is pleased to announce the 2022 private employer workers’ compensation premium
rates have been approved by the Ohio Bureau of Workers’ Compensation (BWC) Board of
Directors.

At the February Board of Directors meeting, BWC approved an overall statewide loss cost
(base rate) reduction of 10% for private employer. This reduction becomes effective July 1,
2022 and is expected to decrease paid premiums by nearly $106 million in the next fiscal year
and follows a similar reduction for public employers (counties, cities, schools, and others) that
went into effect Jan 1st, 2022.

At the March BWC Board meeting, individual loss costs were approved for all 504 private
employer manual class codes currently used by private employers in Ohio. Private Employer
loss costs by class code are developed to provide the necessary overall statewide income
through employer level premiums to cover the claims costs of injuries and occupational
diseases to injured workers and their survivors that happen during the policy year. While the
overall change is an average reduction of 10%, this is composed of multiple sources including
the impact of an employers’ experience modifiers, certain rebates, credits, programs and rating
plans.

Private employers can expect to see these rate changes reflected on their premium billing sent
by BWC later this spring. For more information, contact our Sedgwick program manager,
Rejeana Woolum-Napier at 614-359-2403 or rejeana.woolum-napier@sedgwick.com.

MQuaDOC 40

LAKE & POND MANAGEMENT * YEARS *

pecalising in:
T aigce & Weed Conirol 0N THE WATER
* Lake Studies T
* 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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Welcome
New Members!

REGULAR MEMBERSHIP

Scott Yarman
DIOCESE OF STEUBENVILLE - MT. CALVARY CEMETERY
P. 0. Box 969
Steubenville, OH 43952

(740) 282-3631 Phone
gyarmsnTdiosteub.org BEmail

FSUPPLIER MEMBERSHIP

Terry Lawhon
PHOENIX SERVICE GROUP

ARTIST RON WORKS Superior Aluminum Products
Vista Pro Architectural Railing AMERISTAR Fence Products

(513) 667-7846 Mobile

I walk down the street. There is a deep hole in the sidewalk. | fall in. | am lost... | am helpless. It isn't
my fault. It takes forever to find a way out.

| walk down the same street. There is a deep hole in the sidewalk. | pretend | don't see it. | fall in
again. | can't believe | am in the same place. But, it isn't my fault. It still takes me a long time to get

out,

I walk down the same street. There is a deep hole in the sidewalk. | see it is there. | still fall in. It's a
habit. My eyes are open. | know where | am. It is my fault. | get out immediately.

| walk doewn the same street. There is a deep hole in the sidewalk. | walk around it.

| walk down another street.

Fortia Nelson Submnitted by Jim Roth, Forest Hill Cemetery
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RSALEM COLUMBUS WAREHOUSE

‘STO N ES 4849 GROVEPORT ROAD - OBETZ OHIO 43207
m PHONE: 866 834 1219 EMAIL:INFO@SALEMSTONES.COM

MONUMENTS e MAUSOLEUMS . CREMATION . BENCHES

R -

HENSON |
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MONUMENTS < 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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CONGRATULATIONS

on your
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MARK FUNKE, CCE, COO

VICE PRESIDENT OF CEMETERY OPERATIONS
SPRING GROVE CEMETERY AND ARBORETUM

Z4SPRING GROVE

Cemeteries- Funeral Homes - Cremation
WWW.Springgrove.org

Celebrating the dedication you've shown on the way fo this achievement.
You've earned every bit of the success you're enjoying.
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Articles For Sales Managers & Advisors
Article From: Info

Gary O’Sullivan Company o403

Can you believe it? One forth of 2003 is over! It's a good time to stop and ask curselves a
few good questions? Are we on track with our volume goals? With our personal goal?
With our improvement goals?

This month we have a couple of ideas to help you move forward. The goal of any
individual in an organization is to get things done. In this months edition we are going to
look at some ways to help our leaders and sales professionals be more etfective.

For the Leader —

Results! That's the role a leader has. The ability to get things done and
getting them done within the context of the culture of the organization is
critical to the success of the organization.

Often times there is a big gap between what people intend to and what
actually gets done. This month we will look at a formula and a process for
helping leaders get things done.

For the Selling Professional -

Keeping motivated and staying on track as a sales professional requires maintaining the
right attitude about what we do, why we do it, and what it takes to get it done.

This month we will look at five coneepts that will help sales protessionals keep their
focus. Remember it is right thought that brings about right action: and it is right action
that brings about right results.



Articles For Sales Managers & Advisors continued from page 8.

Getting Things Done

A leader’s role in a company is about getting things done, driving change, and obtaining
results. Yet many times there is a big gap between what one intends to do and what gets
done.

Getting things done requires a process, a process that is understood and acted on. As
ancient wisdom tells us, “Knowing is not enough — we must de.” Leaders are measured in
a large part by what they get done and having a process by which to accomplish
objectives is essential.

When it come to deciding on a task, project, or needed change that you want to drive,
here is a simple process to help you — gef it done.

« What — Clearly define the objective to be accomplished.

* Who — Ensue vou have the right people with the right skills assigned
to the objective.

+ How — Cleary define and communicate how the objective is to be
accomplish.

* When - Have defined timeframes for monitoring and feedback of the
process. Set a date of accomplishment,

This is a simple process that works. 1t is important that you have a process, a
way, of getting things done. Thinking the process through, what do we want
done., who do [ assign it to, and do they have the skills required? Do [ have
the objective clearly defined so the person or persons involved will know
exactly what is expected of them? How will | communicate it initially and
what methods will | use to keep the objective in front of them? What
milestones need to be put in place to ensure we stay on track and that we
finish on time?

Al these are questions if asked, answered, and acted on will help vou -

Get Things Done!



Articles For Sales Managers & Advisors continued from page 9.

Stayving Focused

Thinking about the right things helps vour salcs cfforts stav consistent.

All sales professionals have their ups and downs. They have their highs and lows. For a
top pertorming protessional, the goal is to keep the highs and lows as short a cyele as
short as possible.

Many times a negative mindset can have a harmiful effect on a person’s sales efforts.
Keeping focused on the right things can have a positive eftect on achieving consistent
sales pertormance.

Here are five things to remember to help you stay focused-

Remember the basics —

Many times we stop doing the fundamentals of the sales process. It is important to try
new things and keep pace with the changing marketplace. Yet, it is just as important to
not forget the tundamentals.

By staying eftective at prospecting. asking questions. managing your time, making
eftective presentations. obtaining referrals. and the other basics that makes your business
work, you remain focused.

Remember your success —

It is important to remember your sales success. Think about the best day, week, or month
you have ever had. What were the elements that made those times successful?
Remembering them not only will be of great encouragement to you, but it will alse
remind you ot what you did to make those times a success.

Remember the sericusness of our service —

It is a strong personal motivator for you to remember why you do what you do. You have
news to good to keep. Remember the families you have serviced and how grateful they
were at their time of need, because of your helped them previously.

Feed your mind —
As you ride around in your car listen to positive, motivation. and instructional tapes or
CD’s. Just as your body requires the right tood to functions praperly. so does your mind.

Be realistic

There are things you can contrel and things you can’t. Being realistic and honest with
yourselt is important in evaluating your goals, efforts, and results.

Be realistic and take personal responsibility for the things you can and should de. And
then do them every day!



OCA ANNUAL CONVENTION

AUGUST 1-2-3, 2022

GOLF - MONDAY , AUGUST 1, 2022 AT THE GLENROSS GOLF
CLUB, 231 CLUB HOUSE DR.-DELAWARE, OH

ENMBASSY SUITES

2700 CORPORATE EXCHANGE DRIVE -
COLUMBUS, OHIO

MORE DETAILS WILL BE AVAILABLE SHORTLY
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October

THURSDAY, OCTOBER 6, 2022

FALL MAINTENACE FIELD DAY - PIQUA, OH

Mote from Jim Roth, Superintendent -Forest Hill Cemetery & Arboretum
We are back again for another great field day.

Put this date onyour calendar...you will be glad you did. Try out some new equipment, meet
with representatives from many different companies as well as attend several sessions with
great speakers. Let the OCA office know of anything you want to see or hear about on that
day. More information will follow regarding the agenda and registration. Be sure to invite
any of your cemeterian friends.
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Centerville Office
219 Webbshaw Drive
Centerville, Ohio 45458

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

www.ohiocemeteryassociation.com

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
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Learn more:
www.thinniches.com
Toll Free Phone: +1 (877)-290-6703
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A Lot Of
Memorialization
Options In A
Compact Space

matthews

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

Designed tao:

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

MATTHEWS

= 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 results
** 56" wide with touchscreen open
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