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To all of our loyal members: 

 

I truly hope that everyone got 

to spend a peaceful holiday 

season with their loved ones 

and we all are ready to get 

back to doing what we love, 

protecting families. 2012 was 

an extremely busy and chal-

lenging year for cemeteries in 

our state and 2013 promises 

us more of the same. 

 

Your association has been 

hard at work on some new 

laws to help us all with zon-

ing, building permits, tree 

canopies and resale of inter-

ment rights as well as the 

planning of our annual sales 

seminar in April and our sum-

mer conference in July. 

 

Once again it is time to nomi-

nate the top 25 sales counsel-

ors in the state of Virginia. 

This event has grown year 

after year and our counselors 

really look forward to the 

sales training as well as the 

recognition by their peers. As 

we know they are the heart 

and soul of our industry and 

deserve to be respected and 

honored for everything they 

do to protect families every 

day. 

 

I ask that you please take the 

time to fill out the top coun-

selor form and submit it with 

the registration fee to Diane 

Munn no later than March 20, 

2013. If you have not been to 

the spring event I would en-

courage you to attend and see 

the value of the education 

that is offered, and the smiles 

on the faces of the counselors 

who receive these awards. 

 

The summer conference in 

July promises to be one of the 

best we have ever had. Wil-

liamsburg is a great place 

for families, offering every-

thing from Busch Gardens 

to Water Country USA to 

Colonial Williamsburg its 

self, as well as great golf 

and shopping at the outlet 

mall. 

 

As always I look forward to 

seeing each and every mem-

ber of our great association 

and I am truly thankful for 

all of you and your contin-

ued support of our great 

industry. Thank you from 

all of the families that we 

have helped and all that we 

will help. 

 

Joseph Morris 

President 

VCA 
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Legislative Update 
 

By: Michael H. Doherty, Esquire 

Spotlight Review 

   The 2013 session of the General 

Assembly is underway. There are 

three main cemetery bills that we are 

following at this time: 

 

• Resale Law – SB 1147 would ex-

pand the recently enacted “resale” 

law to remove from the 4 per year 

limitation resales of interment rights 

by churches to members of their con-

gregations or an immediate family 

member of such member. In other 

words, this would continue the exist-

ing practice of cemetery lot sales to 

church groups who sell to their mem-

bers. 

 

• Tree Canopy – HB 1547 would set 

by state law a 10% tree canopy re-

quirement for cemeteries. Currently, 

some localities are applying other 

laws (e.g., public facilities manual) to 

impose onerous (40%) tree canopy 

requirements. 

 

• GPL – HB 1563 would change the 

language of the general price list re-

quirements: (1) from shall be 

“offered” to shall be “provided”, and 

(2) to obtain a “written acknowledge-

ment of receipt” from the individuals 

inquiring in person about burial ar-

rangements or prices of property or 

services. 

 

The VCA’s Legislative Committee 

and Lobbyist are monitoring the 

status of these bills, and are in com-

munication with the Virginia Fu-

neral Directors Association regarding 

funeral bills they are work-

ing. 

 

If you have any questions or 

input on 2013 legislation, feel 

free to contact me at  

mikedoherty@att.net. 
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Why Would I Join the VCA? 
By: Don Green 

Could it be to increase my sales? 

 

Could it be if I increase my sales I would increase my profit and cash flow? 

 

The chance of this happening is much greater than winning the lottery. 

 

What does the VCA have to offer? 

1. The Spring Sales Seminar where you can hear from some of the best sales people in Virginia and ask ques-

tions 

2. The summer conferences where you can meet new people and discuss cemetery stories 

3. Meet new vendors and see what products you should be offering to be successful. The cemetery industry is 

becoming more and more challenging every year.  

 

Do not put off today and regret tomorrow that you did not join the VCA. Come join us and have a good time with 

friends with the same challenges. 

 

See you at the conference. We except cash, check, credit cards and old equipment or cemeteries (joke). 

 

Thanks, 

Don Green 

Membership Committee 
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Pruning:  February is a good month to 

do some pruning at your cemetery.  Cer-

tain plants need to be dormant pruned in 

order to look their best during the grow-

ing season.  The dormant season is also a 

good time to prune some plants because 

the plants dormancy allows pruning cuts 

to be made with minimal damage to the 

bark when the cuts are made.  Plants 

that can be pruned at this time of year 

include: 

Trees – Removal of lower limbs for 

height clearance for mowers 

and backhoes can be done at 

this time of year.  Trees that 

have been planted for at least 3 

years can have a few of the 

limbs removed if needed.  Do 

not make more than 2-3 cuts so 

the tree is not stressed.  This is 

also a good time to remove any 

dead branches. 

Shrubs – February is a great time to 

prune certain shrubs.  Ones 

that prefer being pruned at this 

time of year include: 

Roses are summer bloom-

ers and need the older 

canes cut out and the 

other branches cut 

back by 1/2 to 2/3. 

Glossy Abelia is another 

summer blooming 

shrub and needs about 

1/3 of the older 

branches removed and 

the remaining 

branches cut back by 

1/3 to1/2. 

Barberry are grown for 

their foliage, such as 

the purple-leaf varie-

ties and the evergreen 

species.  Cut these 

plants back by about 

½ to help force out 

new growth.  Lightly 

tip plants during the 

growing season. 

Euonymus are grown for 

their evergreen foliage 

or for their fall color, 

such as the Burning-

bush Euonymus.  

Plants can be thinned 

out by 1/4 to 1/3 to let 

some light in and keep 

plants opened up. 

 

Other tasks that can be done at this time 

of year includes : 
 

 

• Cutting back ornamental grasses that no 

longer are providing ornamental value, 

otherwise wait until March or early April.   

• Clean-up of Perennials should be done 

now before a lot of new growth starts.  Cut back 

the dead flowers and foliage of daylilies, black-

eyed Susan, hosta, ornamental grasses, liriope 

and any others that have dead foliage. 

Mulch can be applied now around trees, 

shrubs and perennials that need it.  Use 

either partially composted hardwood 

mulch or pine mulch and apply at a depth 

of 1-2 inches.  Remove any of the older 

mulch if it exceeds the 2 inch level so that 

a buildup of mulch does not occur. 

 

Check out equipment now so that it is 

ready for spring.  Sharpen pruners, 

shears and mower blades so that you 

are ready when they will be needed when 

growth starts.  Service mowers by 

greasing joints and changing spark plugs 

so that you can get them started when 

the grass starts to grow. 

Garden Tip for February 
 

By:  Mark Lucas 
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Sponsorship Registration Form 
Spring Sales Seminar 

 
Please mail payment and fax the completed form to the VCA office at 866-959-2671.   

 

_______________________________________________   _____________________________________________ 

                               Sponsoring Company     Address 

 

_____________________________________________________________________________________________  

  Contact Name   Phone #    Email 

 

 

Type of Sponsorship: 
______ Lunch Sponsor $750                  

  ______Break Sponsor $375 

 
 

Payment Information: ______   Check Enclosed          ______ Visa          ______ MasterCard          ______   Other           

 

Credit Card #:  __________________________________________  Expiration Date: _________________________ 

 

Name on Card: ________________________              Signature: __________________________________________   

 

 

Please remember all attendees must also complete a registration form 

You may include your sponsorship contribution with your registration packet 

 

 

Any questions, please feel free to call the VCA office at 804-675-7502 
 

Virginia Cemetery Association 

P.O. Box 74428 

N. Chesterfield, VA 23236 
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VCA Spring Sales Seminar  

REGISTRATION FORM 
 

 

 

 

 

 

 

 

 

 

 

 

Name of Cemetery:____________________________________________________________ 

 

Name:______________________________ Badge Name:_____________________________ 

 

Address:____________________________ City/State/Zip:____________________________ 

 

Phone:_________________   Fax:_________________ Email:_______________________ 

          
All registration forms must be accompanied by check or credit card information for the  

full amount due. 
 
 

Payment Information: ___Ck enclosed ___Visa ___MasterCard ___Other 
 

______________________________________________________________________ 
     Credit Card #       Expiration Date 
 
          _____________________________________________________________________ 
    Name on Card       Signature 
 

 
Please make check payable to VCA and return with the completed form to: 

 
Virginia Cemetery Association 

 P.O. Box 74428 
N. Chesterfield, Virginia 23236 

 
Phone: 804-675-7502 Fax: 866-959-2671 

Please complete the following form and return to the VCA office. 

One form per person; please make copies if needed. 

Registration:   Before April 1   After April 1 
 Member    $45     $65 

 Non-Member   $65     $85 

Regulation Training Class for the Compliance Agent 

 Member    $125     $150 

 Non VCA Member   $250     $300 
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Virginia Cemetery Association 
Top Sales Counselors of Virginia Awards 

 

 

ENTRY FORM 
(Please Print or Type) 

 

 

Cemetery Name: _______________________________________________ 

 

Address: ______________________________________________________ 

 

City, State, Zip: ________________________________________________ 

 

Phone Number: ________________      Fax: _________________________ 

 

Sales Manager/General Manager Name: _____________________________ 

 

Sales Manager/General Manager Signature: __________________________ 

 

 

Top Sales Nominee 
 

Name: _______________________________________________________ 

 

Sales Volume:  (Property and Merchandise Sales Only) 

 

 

At Need $__________   Pre-Need $ ___________ Total $ ______________ 
     

 
 

Note: No funeral sales, opening and closing (professional service fees), outside bronze installation, sales tax, or interest. 

 

 

Please fax or mail your submission to the VCA office 

P.O Box 74428 

N. Chesterfield, VA 23236 

Fax: 1-866-959-2671 
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Hilton Garden Inn 
Hilton Garden Inn 

1793 Richmond Road 

Charlottesville, VA 22911 

Phone: 434-979-4442 
Fax: 434-979-4418 

 

Room rates for the VCA Meeting are $115.00 per night for reservations made  
prior to April 12, 2013. 

 

Please make reservations directly with the hotel by requesting the group rate for the 

Virginia Cemetery Association or by the unique group code < VAC >. 



 

 

Annual Meeting Sponsorship Information & Form 
The Virginia Cemetery Association is looking for vendor partners for our annual summer conference to be held at the beautiful 

Williamsburg Lodge in Williamsburg, Virginia. In the tough sales market that we are all in today, what better way to reach out to 

a new customer base and stay in touch with your current clients than to have them all in one place at one time. If you are looking 

for opportunities to grow your customer base and show your new products to your established clients; this is the answer. Please 

join us for this educational and relaxing conference at a world class resort. Sponsorship Levels begin at $500.00 and go up to 

$2,500.00. This is smart marketing money that will produce results for your company. 

 

(Circle Sponsorship) 

President’s Reception Sponsor $2,500.00  

Booth 

30 minutes to speak 

Full page ad in Spotlight 

Full page article in Spotlight 

Listing with web address and email on VCA website 
 

Cremation Speaker Sponsor $2,500.00  

Booth 

30 minutes to speak 

Full page ad in Spotlight 

Full page article in Spotlight 

Listing with web address and email on VCA website 
 

Vendor $500.00  

Networking 

Vendor Event 

Hand Outs 

Display table 

 

 

  Sponsoring Company   Contact Name 

 

 

Phone #           Email 

 

Please remember all attendees must also complete a registration form 

 

Payment Information: ______   Check Enclosed          ______ Visa          ______ MasterCard          ______   Other           
 

Credit Card #:  __________________________________________  Expiration Date: _________________________ 
 

Name on Card: ________________________              Signature: __________________________________________   

Please mail completed form and payment to: VCA, PO Box 74428, N. Chesterfield, VA 23236 
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Annual Meeting: 

July 18 - 21, 2013 

Williamsburg Lodge 



 

 

Spotlight on Cemetery 

Forest Lawn Cemetery, Norfolk, VA 

Spotlight Review Page 10 

the cemetery’s community mausoleum, 

designed by Sidney Lovell, and erected in 

1919.  Mr. Lovell (1867-1938) was a native 

of Racine, WI and apprenticed with Colo-

nel James Wood, a recognized Chicago 

architect who specialized in theatre de-

sign.  Lovell designed and remodeled op-

era houses and East Indian style theatres 

for 18 years before taking on his life’s 

work beginning with the Rosehill Ceme-

tery mausoleum in Chicago in 1912.  He 

patented a mausoleum ventilation system 

in 1917 which was incorporated into the 

Forest Lawn community mausoleum de-

sign.  Lovell went on to design 43 of the 

“finest, largest, and most successful mau-

soleums” across 15 states until his death 

in 1938 at the age of 71.  The Forest Lawn 

Community Mausoleum is a fine example 

of Lovell’s work as its exterior façade and 

interior furnishings are constructed of high 

quality Alabama marble.  The interior fea-

tures ornately carved marble benches and 

a Frank Lloyd Wright skylight created by 

the Temple Art Glass Company in Chicago, 

IL.  The mausoleum entryway and interior 

family room gates are of bronze by the J.S. 

Heath Company also of Chicago, IL.  The 

mausoleum is one level with a spacious 

 Forest Lawn Cemetery was established in 

1906 as the last of eight municipal ceme-

teries owned and operated by the City of 

Norfolk, VA.  This 165-acre cemetery is the 

most modern of Norfolk’s cemeteries. It is 

organized into 66 sections with more than 

170,000 interments. The City purchased a 

tract of Norfolk County property from 

George S. Bunting to create the cemetery 

and there are several areas in Forest Lawn 

that bear historical significance. Prior to 

Mr. Bunting’s ownership, the land was 

owned for generations by the Langley 

family whose family burial ground was 

included in the purchase and remains a 

historical point of interest today with in-

terments dating back to the 1700s.  Forest 

Lawn also includes the Seaman’s Friend 

Society Lot and the US Army’s 111
th

 Field 

Artillery Battalion and 29
th

 Infantry Divi-

sion Memorial.  The Seaman’s Friend Soci-

ety Lot is the final resting place for hun-

dreds of foreign sailors who passed away 

at sea or upon arrival to our shores.  The 

Seaman’s Friend Society purchased the lot 

and paid for interment expenses to ensure 

that these brave men forever rested in a 

place of honor though they were very far 

from home.  The US Army’s 111
th

 Field 

Artillery Battalion and 29
th

 Infantry Divi-

sion Memorial was erected in honor of 

soldiers who gave their lives during World 

War II in such theatres as Normandy, 

Northern France, the Rhineland, and Cen-

tral Europe from 1944-1945.  It is the site 

of Veterans Day and Memorial Day Ser-

vices at Forest Lawn.   

  

Forest Lawn Cemetery is also a natural 

arboretum with more than 70 species of 

trees including crape myrtles, black walnut 

trees, dogwoods, live oaks, Chinese fringe 

trees, and a variety of holly and maple 

trees.  Horticultural tours are offered in 

the spring and fall.  Throughout the sea-

son, visitors can also find beautiful gar-

dens of annuals and perennials. 

  

The history and natural beauty at Forest 

Lawn is rivaled only by the Art Deco era 

memorial architecture, as exemplified by 

chapel in the central portion.  Four corri-

dors surround the chapel; these lead to 

five family rooms, 24 companion crypts, 

104 single crypts, and 150 colum-

baria.  Though the Community Mauso-

leum no longer has spaces for purchase, 

its architectural beauty stands testa-

ment to a time when no luxury was 

spared to honor the deceased. 

  

Forest Lawn Cemetery is maintained by 

three office personnel and ten mainte-

nance personnel.  During Fiscal Year 

2012, Forest Lawn sold 147 graves and 

nine ash niches, provided 538 funerals, 

and set 325 foundations.  Forest Lawn 

currently offers a variety of single and 

two grave lots. Ash columbaria are also 

available.  

  

Forest Lawn Cemetery supports the 

community by hosting public events and 

supporting local nonprofit organiza-

tions. Veterans Day, Memorial Day and 

Mother’s Day services are held at Forest 

Lawn. This past fall the cemetery hosted 

its first time trial bike race and historic 

scavenger hunt, appropriately titled 

Spokin’ Through History. The event was  
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 hosted in partnership with local non-

profit group, Bike Norfolk. This inaugural 

family event created awareness of the 

history and beauty of Forest Lawn while 

promoting healthy lifestyle 

choices.  Forest Lawn has an excellent 

relationship with the Girl Scouts of 

Camp Apasus, located next to the ceme-

tery, and with the Boy Scouts, who place 

flags on memorial lots to honor fallen 

heroes on several occasions throughout 

the year.  The cemetery is also home to 

fundraisers to support the Friends of 

Norfolk’s Historic Cemeteries, a non-

profit organization whose mission it is to 

preserve the cultural resources of Nor-

folk’s historic cemeteries. Norfolk Bu-

reau Manager of Cemeteries Ted Dudley 

states that “Forest Lawn Cemetery is a 

historical landmark for the City of Nor-

folk and a central part of the commu-

nity. With its vast size, many residents 

of the city have a friend, family mem-

ber, or loved one interred at Forest 

Lawn. Its location is adjacent to inter-

state 664, a major thoroughfare for 

travelers to Norfolk’s Naval Base and 

the Virginia Beach oceanfront. Its visibil-

ity from the interstate also attracts 

many guests to this outdoor museum.”  

Spotlight on Cemetery (Continued) 

For more information about For-

est Lawn Cemetery and/or other 

Norfolk municipal cemeteries, 

please visit http://

www.norfolk.gov/

cemeteries.  Individual cemetery 

brochures and/or a comprehen-

sive brochure about all eight Nor-

folk cemeteries can be requested 

via email to cemeter-

ies@norfolk.gov.   



 

 

Spotlight Review 

Spotlight on Supplier 

webCemeteries.com 

Looking for ways to leverage technology 

for your cemetery? webCemeteries.com 

offer’s unique cemetery technology solu-

tions, and can help you achieve new levels 

of customer service, operational efficiency, 

and online sales lead generation. 

 

webCemeteries.com is the creator of the 

industry’s first suite of mobile applica-

tions, including the Cemetery Mobile App, 

winner of the ICCFA KIP Award. These 

apps navigate to graves, create digital 

memorials, inventory trees, map graves, 

create work orders and more. 

 

Looking to computerize your records? web-

Cemeteries.com can come on-site to scan 

your paper documents, then work off-site 

to enter them into a web-based records 

management system. You can leverage 

this system to manage your records from 

anywhere with an internet connection, 

access your records from the field with 

your own mobile app, and publish a digital 

memorial page for each record on your 

website. 

  

Are your records already computerized? 

These tools also integrate with several 

other industry software programs, includ-

ing HMIS, MBS and Pontem. 

 

Not ready to computerize? You can still 

leverage technology without computerizing 

your old records. You can boost sales by 

offering digital memorial pages to any of 

your families, memorializing their memory 

on your website, and on your mobile appli-

cation with GPS navigation to the grave.  

You can also use your app to create self-

guided walking tours of famous people in 

the cemetery. 

 

webCemeteries.com is based out of south 

east Pennsylvania, and has been serving 

the cemetery industry for seven years. 

They can be reached at 

www.webCemeteries.com, or 800-653-

7049. 

Not claiming the accuracy of a scientific 

study or survey, it has been estimated 

that as many as 85% of cemeteries in 

America still keep their records on pa-

per, with no meaningful security 

backup. It is no secret that paper is an 

insecure material. Not having a handle 

on inventory or loosing paper records 

can lead to loss of profit and even expo-

sure to lawsuits. 

 

There are many ways to digitize paper 

records, and I am not going to pretend 

that there is a cookie cutter approach 

that should work for every cemetery. 

What I will do is share several different 

methods that our clients have used, out-

line the costs and benefits, and hopefully 

equip you to find the approach that best 

fits your organization. 

 

Let's begin by outlining some of the 

overarching benefits to digitizing your 

paper records. There are at least two 

worth noting: 

 

First, the security of your organiza-

tion's vital records. Most of us proba-

bly know a cemetery that has lost all or 

a portion of their paper records to some 

sort of natural disaster or avoidable 

accident. Having scanned copies of your 

paper records allows for a backup in the 

case of a catastrophe like this. Indexing 

the records, or transcribing all of the 

data into a records management system 

provides the additional benefits of in-

creased efficiency and control over your 

data. 

 

Second, the cost savings can be sig-

nificant from a number of perspectives. 

If your filing cabinets burned to the 

ground, your would certainly be spend-

ing significant dollars to re-coup the 

information that you lost. Fortunately, 

you can realize a savings on the invest-

ment you make to digitize your records 

without ever experiencing a traumatic 

event like this: 

 

Certainly the time that you save from an 

easily searchable database, and the 

identification of available spaces and 

prospective sales leads can translate 

into significant dollars. Often not consid-

ered, though, is the savings you can 

realize in your insurance premiums. 

When insurance companies determine 

your premium, they are determining the 

security risk of your organization. When 

you digitize your records, you are reduc-

ing your security risk. 

 

Does this really translate into savings? I 

checked into this with Dwight A. Wilson a 

partner at M.E. Wilson out of Tampa, FL. 

M.E. Wilson specializes in risk manage-

ment and insurance for multi-location 

cemetery organizations. 

 

When asked about how paper vs. digital 

records impact cemetery insurance pre-

miums, Wilson explains:  

 

“We have experienced Professional Liabil-

ity claims for Cemeteries that tend to 

have claims arising out of identification 

or location of mismanaged record keeping 

of existing sales which come to light at 

the time the family is at there time of 

need. This is a major issue with most 

insurance carriers on how the cemetery 

keeps these records to eliminate future 

claims.” 

 

Wilson goes on to say that, “To go 

through the process that includes map-

ping of a cemetery and digitally scanning 

records for easy access for there manage-

ment and sales staff to eliminate these 

types of claims puts that cemetery in my 

opinion and in the insurance company 

eyes “Best of Class” which can result in 

savings of insurance premium.” 

 

Additionally, your operating expenses 

can realize significant savings after 

your records are in the computer. Using 

management software, electronic map-

ping, cemetery mobile apps, online memo-

rial pages and other computer services 

can streamline your operations, enhance 

your customer service, and generate sig-

nificant new revenue streams. Once your 

records are in the computer, you can liter-

ally access them from anywhere using 

mobile technology to get GPS navigation 

to each grave, view your scanned docu-

ments, create work orders, sell property 

and more. 

 

Defining the scope of your project: 

 

If you make the decision to digitize your 

records, you need to define the scope of 

your project. Most cemeteries have redun-

dant referencing systems that allow staff 

to search for the same information by 

different fields (ie: lot cards, owner cards, 

deceased cards, etc). It is likely that one 

of these sets of records contains a broader  

Page 12 

Technology 
 

By: Nick Timpe 
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scope of information than the others, and 

you can save time and money by skipping 

the less comprehensive sets of records. 

 

Once you know which records you are 

digitizing, there are several ways to ap-

proach the project:  

 

In-House Digitization 

This option can have the lowest start-up 

cost, but unless you have access to high-

end technical equipment you can miss out 

on the time and cost savings offered by 

today's technology. Entering records in-

house generally means a commitment to 

either hire full time staff person(s) to 

enter records, or have existing staff fill 

their “down” time entering records. While 

this process may take many years, it can 

be the best option for some organizations, 

and ensures that the records are entered 

by someone who has internal knowledge 

of the organization. 

 

Contract Digitization 

New technology and companies specializ-

ing in digitizing cemetery records have 

driven down the cost of contracting this 

work out. When considering hiring a sup-

plier to digitize your records, there are a 

few things to consider: 

Technology Continued 

1) Your records should stay at your ceme-

tery – ie: the scanning should be done at 

your cemetery. I have talked with cemeter-

ies who shipped their records to a secure 

scanning facility, only to hear that the 

secure facility (and their records) burned 

to the ground. 

 

2) The transcription should be done in 

America, and done by people who under-

stand cemeteries. We have too many cli-

ents who outsourced their data entry over-

seas only to receive inaccurate data. You 

can spend more time and money cleaning 

up the data than you would have spent 

doing it right the first time. 

 

3) The service should be affordable. If you 

are scanning lot cards or interment cards 

(ie: index cards filed loosely in a drawer), 

your supplier should be able to scan tens of 

thousands of records each day for only 

hundreds of dollars each day. The data 

entry should be only pennies per field. If 

you get into scanning more complicated 

files (like lot folders) the costs will go up, 

but should still be reasonable. 

 

Contract / In-House Hybrid 

You can contract with a supplier to take  

advantage of today's cost-saving scanning 

and web-based technology and enable your 

staff to enter the records more efficiently. 

Having all of your records scanned and 

uploaded to a web-based data entry screen 

enables your staff to enter the records 

from anywhere using a secure internet 

connection, and avoid working with the 

cumbersome paper records themselves. 

They will view each scanned record in 

their web-browser and type the pertinent 

data into the corresponding fields. Once 

they save the record, the data will be in-

dexed in your database, and the next im-

age will appear on the screen. Multiple 

staff can enter records at the same time 

(from anywhere) using this type of system. 

 

Hopefully today's technology makes digi-

tizing your paper records seem like less of 

a daunting project. There is always a cost 

to a project like this, but with today's tech-

nology you can evaluate whether you pre-

fer to pay for the project with staff time, 

payroll and benefits, or with contracted 

labor, or with a hybrid of the two. Hope-

fully you can find a fit that will help you 

increase the security of your cemetery. 
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Sales are an acquired skill. I believe it is 

like a chess game. You can never master it, 

no matter how many years we apply these 

skills we are constantly learning new skills. 

One of the tasks that separate the success-

ful from the non-successful is the under-

standing of GOALS.  Let’s talk about the 

CHARACTERISTICS OF GOALS: 

GOALS MUST BE REALISTICLY 

BIG. In order for goals to be effec-

tive they need to be big. It takes a 

big goal to create the excitement 

necessary for accomplishment. 

They also must be reachable. The 

way you see life will largely deter-

mine what you get out of it. As the 

old adage goes “IT’S NOT HOW 

THINGS LOOK, BUT HOW YOU 

LOOK AT THINGS.” It’s not the 

occupation or profession that 

makes you succeed or fail it’s how 

you see yourself and your occupa-

tion. 

GOALS MUST BE LONG RANGE. 

Without long range goals (12 

months), you are likely to be over-

come by short range frustration. 

You will have obstacles, so it is one 

step at a time. You can compare it 

to winning the Super Bowl; it is 

one game at a time. 

GOALS MUST BE DAILY. If you ex-

pect to reach your goal you must 

work toward your objectives every 

day. This is where dedication, dis-

cipline, and determination come 

into play.  This is where the foun-

dation of your dream or goal be-

comes your destiny. 

GOALS MUST BE SPECIFIC.  The art 

of goal setting is to focus on one 

detailed specific objective, not gen-

eralities. An example would be 

that I want to make $100,000 this 

year.  Next, break it down by 

month, week,  and day. Then con-

vert the dollar amount into how 

much sales volume you need to 

reach your daily dollar amount. 

SETTING GOALS: 

WHERE ARE YOU? In order to know 

where you are going you need to 

know where you are. You do that 

by having a starting place, keeping 

records on what you do, and being 

brutally honest with yourself. By 

keeping records you establish your 

pattern. By establishing patterns  

 it’s easy to make improvements. 

You can do this by looking at 

daily activities on your calls, ap-

pointments, presentations, and 

referrals you give on a daily ba-

sis. DO NOT CHEAT YOUR-

SELF by not following your daily 

activities that you have set for 

yourself. It is NOT ALWAYS 

EASY. As athletes say NO PAIN, 

NO GAIN. 

You must commit to paper the things 

you want and expect. Write them 

down and list them in the order of 

importance. Many of your friends 

or family may not support you, 

because they don’t have or know 

how to set goals themselves, so 

you may want to want to share 

the paper or only show it to some-

one who is competitive also. It is 

kind of like having a training 

partner. Surround yourself with 

positive people, books and 

thoughts. Disconnect from the 

naysayers. 

You must list the obstacles that stand 

between you and your objectives. 

You can then formulate a plan to 

overcome them and set a time 

schedule. 

YOU MUST BELIEVE IN YOUR-

SELF, BE ABSOLUTELY CON-

VINCED YOU CAN REACH 

YOUR GOALS, AND VISUAL-

IZED YOURSELF AS ALREADY 

REACHING YOUR GOALS BE-

FORE YOU START. 

Don’t live other people’s dreams lives 

your own. Remember two simple 

words “I CAN.” Have faith in 

YOURSELF. Take the word “IF” 

out of your vocabulary: If the 

weather, if the economy, if the 

customer, if the manager, if what-

ever other social acceptable ex-

cuses you make have. Always 

keep your eye on the prize. Your 

destiny is in your hands and no 

one else’s. You can’t help yourself 

unless you cross the finish line. 

Once you have reached your goal 

then this will give you the CON-

FIDENCE to build and design 

anything you want. 

The Professional Salesperson 
 

By: Steve Gillespie 

To summarize the whole message 

in a nut shell, “THERE AIN’T NO 

FREE LUNCH.”  You must per-

form the daily task that is needed 

no matter what. It’s not going to 

be easy but the rewards are price-

less. 

 

 

“COME TO THE MARCH 

SALES SEMINAR” 

 DON’T MISS THE OPPOR-

TUNITIES OF LEARNING 

SOMETHING NEW AND 

GROW YOUR CAREER.  

 

MEET THE “TOP 10” SALES 

PEOPLE IN THE STATE 

 

MINGLE WITH THE  

SUPPLIERS 

 

DEVELOP FRIENDSHIP 

THAT CAN LAST A LIFE 

TIME. 

 

“BE THERE” 
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Fax: 757-201-3022 
Email: joseph.morris@sci-us.com 
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Angela Byrum (2013) 
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P.O. Box 980 
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P.O. Box 702 
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Jimmy Stuart 
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Ted Dudley (2014) 
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Phone: 757-441-2576 
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Jim Glass (2016) 
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Richmond, VA 23220 
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StoneMor Partners L.P. 
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James Lucas (2016) 
Memorial Gardens of New River Valley 
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Virginia Cemetery  

Association 
P.O. Box 74428 

N. Chesterfield, VA 23236 

Phone: 804-675-7502 

 

www.virginiacemeteryassociation.org 

 

 

 

 

 

 

 

 

 

 

Help us to serve you better! 

Established 1948 

 

 
We are on the 

Web 

SAVE THE DATE! 

 

Annual Meeting 
 

July 18-21, 2013 
 

Williamsburg Lodge 
Williamsburg, VA 

 

SAVE THE DATE! 

 

Sales Seminar 
 

April 26, 2013 
 

Hilton Garden Inn 
Charlottesville, VA 

 


