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Meet Our Board Members
               Troy Hoerner, Superintendent

Troy is married to his beautiful wife Billie. They have two beautiful daughters; Danielle 
13 and Makenzie 8. Troy also has a son, Cody 28.

Working on the cemetery grounds, Troy is honored to care for the “forever home” of 
so many in his community. He’s proud of the many projects he’s been honored to be 
a part of. Such as creating a 60’ waterfall and historic monument for Sonora Dodd, 
founder of Father’s Day. Troy has helped to establish several other historic monu-
ments for many of Spokane’s founding fathers and for two Medal of Honor recipients.
 
 
 

Troy is a Grounds Superintendent for Fairmount Memorial Association in Spokane, WA 
Troy has been with Fairmount for 10 years and came from the construction industry where he spent 20+ 
years building custom homes, schools, hotels and other commercial structures. 

When he is not working, Troy loves to go camping and explore the great outdoors with his family. Troy is 
a passionate Seattle Seahawks fan and loves attending the games live. He is also an avid homebrewer

and enjoys traveling to the many breweries in the Northwest. 
Something most people don’t know about Troy? He was struck by 
lightning while working on a school rooftop in Davenport, WA
If Troy could give any advice to others in this profession, it would 
be to never take for granted the job we do and the impact we have 
on the lives of those we serve. We have the honor of caring for not 
just those that have passed from this life, but for guiding those left 
behind and helping them navigate through what may be the most 

difficult time of their lives.
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Is the Pet Business For You?
                                 By Jeff Harbeson

Reprinted from the December 2017 edition of ICCFA Magazine with permission of the ICCFA in Sterling, 
Virginia. Copyright © 2017. 

I am fascinated by the continued upsurge in the pet death-
care segment of our profession. Consumers not only have 
embraced offerings to memorialize their beloved compan-
ions, but also have hosted celebrations of life similar to 
those held for the loss of a human loved one. Pet deathcare 
providers are expanding their reach in large metro markets 
and small towns across the United States. Now everyone in 
America has the opportunity to honor their non-human loved 
ones. 

As anyone associated with our profession knows, we are 
experiencing shifts in consumer behavior that directly im-
pact our businesses. The exodus from burial to cremation 

as the leading choice of disposition after death has created challenges for providers both economically 
and from a service perspective. 

However, keep in mind that one constant will remain: When you lose someone you love, whether human 
or an animal, your emotional reaction to loss needs to be addressed. Remembrance of the life lived and 
memorialization are key components to addressing grief, and we need to continue to provide creative 
opportunities within our profession to meet this need. 

While preparing to write this article, I was reminded that history tells us that our non-human companions 
have been honored from way back. I once lived in Virginia near the small town of Lexington, which has 
two highly regarded institutions of higher education. Washington & Lee University and Virginia Military 
Institute are located next to each other, nestled in one of the most picturesque spots in America. Inter-
estingly, both colleges share an unusual commonality. Each is the memorialized resting place for a war 
horse. 

Washington & Lee has Traveller, the war horse of Gen. Robert E. Lee. Virginia Military Institute is the 
final resting place of Little Sorrel, the war horse of “Stonewall” Jackson. After the death of both horses, 
their remains were preserved and put on display for the public to admire. 
 
Talk about a visitation with viewing! Eventually, Traveller was interred just outside the chapel near the 
entrance of the Lee family crypt on the college grounds. Little Sorrel’s hide is still preserved, mounted 
over plaster, and is on display at VMI’s museum. The bones of Little Sorrel are interred on the parade 
grounds with a stone marker atop of which an apple can often be seen resting. 
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In recent years, we have witnessed more attention to the use of service animals in law enforcement 
and the military, as well as for individuals. Service animals are highly regarded and integrated into the 
work environment, forming close bonds with their human partners. When these animals die, especially 
in the line of duty, their sacrifice is honored. 

One example is police K-9 Kye, a 3-year-old German shepherd who worked for the Oklahoma City 
Police Department. After being fatally stabbed, Kye was laid to 
rest with full police honors. The ceremony included a service, 
casket and use of a hearse. 

Another excellent example is the 13-year-old canine veteran 
Iireland, a Belgian Malinois. She served two tours in Iraq and 
was dedicated to saving lives and protecting our troops. A pub-
lic memorial service was conducted at Camp Nelson National 
Cemetery in Nicholasville, Kentucky. 

Iireland’s service began with a processional let by a horse-drawn caisson carrying her flag-draped cas-
ket and concluded with a 21-gun salute for the dedicated hero. During the ceremony, the flag from the 
casket was presented to her military handler. 

Yes, we have leaped forward as a society, including in how we celebrate our pets’ lives and memorial-
ize them. I think this trend will continue to grow.
There are still different attitudes regarding the final disposition of a pet that are contrary to the direction 
the pet deathcare market is headed. I know people who scoff at the idea of a pet funeral, or cremation 
or memorialization. 

In fact, the “shade tree” cemetery (back yard) is probably the most prevalent final resting place for pets 
in America. Nevertheless, I think that this segment of the business offers us opportunities.
The number of pets in the United States eclipses the number of humans. Naturally, all living things 
eventually die. As we continue to struggle to address changing consumer attitudes toward service and 
final disposition, those of us who haven’t already done so should consider providing services for pets.

Why enter the pet market?
What are some advantages of being a provider of pet funeral, cremation and/or cemetery services?
First and foremost, the pet population is larger than the human population in the United States—ap-
proximately 400,000,000 pets versus 327,000,000 people. Along with this number, consider the lifes-
pan of pets versus that of humans. 
 
Dogs have an average lifespan of around 12 years and cats, about five years. Humans live for an aver-
age of 79 years. People average two pets during their lifetime, though it’s common for people to have 
many more. 

What these numbers add up to is the potential of a tremendous market for funeral and cemetery pro-
fessionals accustomed to helping people after a loss. Pets have become part of our families, so their 
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death causes grief, as would the death of any family member.
As a funeral service provider, offering services to pet owners provides you with an excellent marketing 
and service opportunity for you to engage new client families. 

An excellent example is Jodi Perkins Clock in Muskegon, Michigan. She not only offers pet funeral ser-

vices, but also writes a fantastic blog, “Ask Jodie,” where she offers insights about pet loss. She is also 
a licensed funeral director.
An increasing number of funeral homes across the United States are successfully offering pet deathcare 
services in their respective communities. Many create separate businesses to differentiate those pet ser-
vices from their existing funeral homes. It is estimated that more than 1,000 such businesses exist in the 
U.S. That might sound like a lot, but it’s a relatively small number in comparison to the number of funeral 
homes in the country. 

These pet facilities are very similar to human funeral homes and often come complete with arrangement 
rooms, visitation areas, product display rooms, onsite crematories and even embalming rooms. Many 
varieties of caskets, urns and keepsakes are available for pets. Though the idea of cemeteries creating 
sections allowing people to be interred with their pets is fairly new, pet sections or cemeteries dedicated 
exclusively to pets are not uncommon. 
Another consideration worth noting is that the pet funeral and cemetery business is subject to signifi-
cantly less regulatory oversight. Licensure for personnel is practically nonexistent, which makes recruit-
ing people to work in this area a much less daunting task than hiring funeral directors.

Will a pet business be profitable?
Now to the big question: Can a pet funeral home and crematory 
be profitable? For most businesses, the components of suc-
cess do not differ. Yes, I know that some claim the funeral and 
cemetery profession is unique, making the foundation for suc-
cess different. I agree that the services provided and the prod-
ucts sold are unique, but the basic tenets of running a success-
ful business remain constant.

Starting a pet funeral-cremation business requires research 
and due diligence, as does any other venture. Many busi-
nesses fail because their initiation is fueled by passion. Don’t 
get me wrong, having passion for your start-up is essential, but 

conducting market research is vital.
In the funeral business, I have seen many well-meaning and enthusiastic funeral directors passionate 
about “doing it better” start a new funeral home and fail because the market could not sustain another 
provider.

Creating a solid business plan to address every detail of concept, operations, funding, the market, mar-
keting initiatives, execution of the business and sustainable revenues is necessary so that entrepreneurs 
can “ferret” out and prepare themselves for the challenges they will face. 
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The biggest reason small and new businesses fail is lack of capital. Even if you have a great idea and 
well-thought-out plan, not having enough money to survive during the ramp-up of a new business is of-
ten fatal. If you are expanding an existing funeral home or cemetery, funding should not be substantially 
difficult.

Does location matter for a pet deathcare provider? We all know that in most cases it does for both 
funeral homes and cemeteries. Look for the answer in your market research. Some schools of thought 
suggest that funeral homes should not co-locate pet death care services but rather house them sepa-
rately. But as with any decision, you need to make a decision based on your market.

Finally, you need to understand the true overhead cost of running a pet deathcare business in order to 
decide on the retail prices to charge for your services. Unfortunately, the funeral profession is rife with 
misunderstanding about proper pricing, which continues to be one of the major challenges to long-term 
viability.

Setting your prices at $100 less than those of your competitor—whom you sometimes refer to as “an 
idiot”—is not a formula for success. Since I’m on my pricing soapbox, I’ll remind you that changing 
prices once a year simply because the casket company increased their cost to your firm is an equally 
poor management decision.

In closing, what is my opinion about whether a funeral home or cemetery should be a pet deathcare 
provider? If you have arrived at this point of the article you may surmise the answer is “yes.”
However, if your existing firm is not profitable, expanding into such a venture is most likely to fail. If 
you’re not successful in one business, opening a second one without addressing the reasons for your 
lack of success pretty much guarantees that both businesses will go to the dogs.

I’m passionate about the funeral and cemetery profession; throw me a bone (jeff@theforesightcompa-
nies.com) and let’s chat sometime—I’d love to listen to your thoughts.
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Key Employment Issues 2018
By ICCFA General Counsel Robert M. Fells, Esq., 

Reprinted from the December 2017 edition of ICCFA Magazine with permission of the ICCFA in 
Sterling, Virginia. Copyright © 2017.

ICCFA Labor Law Counsel Michael Pepperman is alerting our members to upcoming employment 
issues that will be the focus of attention by the Trump administration. Here are some of the issues 
that may affect cemetery and funeral service in the new year.

“Ambush” elections for workers to decide on unionization
In December 2014, the National Labor Relations Board (NLRB) finalized new election rules that 
reduced the time from the union’s filing of a union election petition until the date of a union elec-
tion to as little as 10 to 21 days (as compared with the current median time of 38 days), depending 
on whether the union waives its rights to receive an expanded list of employee contact information 
within 10 days before the election date. 
 
The rules now require the direction and scheduling of the election “as soon as possible.” These 
so-called “quickie” elections can make it more difficult for employers to effectively communicate with 
their employees prior to the election. Look for the Department of Labor (DOL) to address this prob-
lem.

Class action waivers
Some employers use arbitration agreements to prevent 
employees from bringing employment 
related claims in state and federal courts, requiring instead 
that claims be referred to binding arbitration. Arbitration 
clauses are generally permissible under the Federal Arbi-
tration Act (FAA). However, some arbitration clauses also 
require employees to give up their right to bring class ac-
tions, in effect requiring them to arbitrate their claims indi-
vidually.  These provisions (also referred to as “class action 
waivers”) have been scrutinized by both the NLRB and 
some federal courts. 

In a 2012 decision, the NLRB held that class action waivers violated the law, because they pre-
vented employees from exercising their rights to engage in “collective action” under the National 
Labor Relations Act. In the years following this decision, a split has developed in the United States 
Circuit Courts of Appeal, with some circuits agreeing with the NLRB, but others upholding class ac-
tion waivers under the FAA. Because of this split, some courts will enforce arbitration agreements 
with class action waivers, but the NLRB has continued to file unfair labor practice charges against 
employers who use these agreements. 

The U.S. Supreme Court has agreed to take up the issue of class action waivers during its 2018 
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session, which began on October 2, 2017. The court’s ruling is expected to provide clarity for employers 

regarding whether class action waivers are permissible.

During the Obama administration, the NLRB scrutinized employers who terminated employees for critical 
statements on social media platforms. The board held that such comments can be protected concerted 
activity under the National Labor Relations Act. 
 
The NLRB also frequently struck down employee handbook provisions that it viewed as overbroad, such 
as provisions preventing disrespectful comments online, or gossip or discourteousness in the workplace, 
on the grounds that such provisions could prevent employees from discussion the terms and conditions of 
their employment. The reconstituted NLRB under the Trump administration may now take another look at 
these cases, which have been criticized by employer groups as overly restrictive.

Overtime regulations
Finally, as reported in last month’s Washington Report, the ICCFA has submitted comments to the DOL 
concerning upcoming overtime regulations that would raise the annual salary threshold to exempt work-
ers from receiving overtime pay. The current threshold is $23,600 but the DOL during the Trump Admin-
istration sought to raise the amount to $47,476 annually. A federal court struck down the new salary level 

and the DOL is currently revisiting the issue to, hopefully, set a lower dollar amount.
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Total Return Trust Option
By Jim Letson, Chairman WA State Funeral Board 

On December 29, 2017 a new option for endowment care trustees became available in Washington State. 
Sometimes referred to as the Unitrust, or Total Return Trust, it presents an option for trust distribution that has 
been getting increased attention from regulatory authorities and cemetery operators across the country.

For many years cemetery endowment care trust laws have restricted distributions to actual earnings net of capi-
tal gains. While some cemetery authorities have adopted a growth and income investment strategy, many have 
adopted a more short-sighted income focused approach.  

It is not the intent of this article to delve into an in-depth review of the pressures that influence the daily opera-
tion of cemeteries. I’d rather assume the reader is all too familiar with the pressure to generate revenues, con-
tain increasing operating costs, and assure that the cemetery continues to function as a viable business. 

However, some are not faring so well in that fight. Revenue is shrinking, costs are increasing, and endowment 
care earnings aren’t growing at an acceptable rate.  At the same time, the stock  market over the last eight or 
nine years has seen tremendous growth in the value of equities, residential and commercial real estate assets 
have appreciated dramatically, and well managed endowment care funds are worth more on paper than ever 
before. 

The Total Return Trust may be an attractive option worth your serious consideration. You can be assured that 
the largest cemetery operators among us are already in the process of applying for this distribution method. 
They will be able to take up to 4% of the averaged total market value of their funds in the first year. That distri-
bution percentage can grow if your fund is well managed and the results of your investment strategy support 
taking a larger percentage.  The advantage of Total Return Trust Distribution is just as valuable to the small 
cemetery operator as to the large. 

They say the devil is in the details, and so it is here. There are terms and conditions to be understood in apply-
ing for Total Return Distribution. They aren’t onerous, and you’d be well advised to at least educate yourselves 
on the process. 

When did you last review your Endowment Care Trust documents? Do you have a formal investment strategy? 
Are your year-to-year distributions keeping up with the inflation of your maintenance costs? Is the true market 
value of your fund continuing to grow after taking your distributions?  These must all be examined and options 
considered if you want to see the viability of your cemetery maintained. 

Whether your fund is $100,000 or $10,000,000 in value, take a look at this new option and make a decision that 
works for you. 

As for me, I’ve already decided. Total Return Distribution makes sense. 

Jim Letson, Chairman
Washington State Funeral and Cemetery Board Owner, Restlawn Memorial Park

For additional information regarding the new rules, go to:
http://www.dol.wa.gov/business/funeralcemetery/fclawsrules.html

http://www.dol.wa.gov/business/funeralcemetery/fclawsrules.html 
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ICCFA Magazine
Featuring WCCFA’s President

Congratulations to our WCCFA member for being featured in January’s issue of ICCFA 
Magazine! Read more here.

https://iccfa.com/membership/magazine/
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Login to your ICCFA 
account to read more!

https://iccfa.com/membership/magazine/
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Mark Your Calendar
WCCFA’s 25th Annual Conference

Join Us March 21st, 2018!   
Our 25th annual spring conference focuses on “From The Inside Out: The Internal Customer”! This 
conference is designed to provide practical and timely education and information for members of the 
death care profession. 
 
Who Are YOUR Internal Customers?
• Internal Customers are the people who work for your organization and;
• They depend on you and the work you do in order to complete their own tasks
• Employees, team members, colleagues, etc...

Confirmed speakers are: 
Angela Hayes, Associated Industries 

“Identifying and Addressing Workplace Discrimination and Harrassment”

Cameron Axelson, LifeNet Health
“Compassion Fatigue: Reclaim the Joy of Caring”

 
Craig Nelson, Becks Tribute Center & Restlawn
 “Public Relations with the Internal Customer”                  

Sgt. Paul Fairbanks, Issaquah Police Department
“Workplace Safety: How Do You Keep Your Employees & Customers Safe?” 

Nick Newman, Business Development Representative, Horizon Distributors Inc.
“Modern Solutions for Increasing Efficiencies in Grounds Keeping”

 
Jim Letson & the Wells Fargo Advisors Karen Richards, Sandra Wheeler and Vickie Kozuck 

“Endowment Care Funds and Total Return Trusts”

Ben Utterback, Batesville Casket Company
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Hotel Suites:
Reserve early for your discounted rate of $169
Embassy Suites by Hilton Seattle Bellevue. 
Reference WCCFA 2018 or code X03 & call (425) 644-2500 OR click here 
to book online directly.

Deadline for the room block is February 28th! 

SAVE THE DATE 2018 ANNUAL FALL CONFERENCE 
 AUGUST 16TH - 17TH GREAT WOLFE LODGE

Registration:
WCCFA Members - $99
Non-Members - $159
Students - $50

Click here to register for your discounted rate today!

Exhibitor Registration Now Open! 
Registration includes (2) two representatives (all meals and sessions included), a 6’ table with 2 chairs 
and electricity for only $250! Additional representatives $75. 

Click here to secure your exhibitor table today!

Sponsorship Available: 
Get your company in front of our attendees! Sponsorships are limited secure yours today!

Includes: Your logo and recognition on our website, conference email communications, quarterly 
newsletter, on-site signage and agenda recognition.

Click here to secure your sponsorship today!

Thank You to our Conference Event Sponsors: 

https://www.monuments.com/
https://www.lifenethealth.org/
http://www.dignitymemorial.com/en-us/index.page
http://embassysuites.hilton.com/en/es/groups/personalized/S/SEABLES-X03-20180320/index.jhtml?WT.mc_id=POG
https://events.r20.constantcontact.com/register/eventReg?oeidk=a07eehu937y72860019&oseq=&c=&ch=
http://0011wSKgyfJyP6XTfcabiduxGSbOvXttBZeY1eBhFHuWbOQOmZrnhyU9AnIvQwzbil3lX19oGe2KQOJ637KZV1MS_3Oye_Dhny1ip2XlDBE1wq5biV1iklR3O2qimq2epPN6dlM1R36jRo2ky1BslqP
https://events.r20.constantcontact.com/register/eventReg?oeidk=a07eehucj5od47e065e&oseq=&c=&ch=
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Washington Cemetery, Cremation and Funeral Association 
5727 Baker Way, NW, Suite 200, Gig Harbor, WA  98332 

Toll Free: 1.877.460.5880   Fax:  253.265.3043 
Email: info@wccfa.us     Website: www.wccfa.us 

 

BOARD OF DIRECTORS 
2018 

 
President 
Holley Sowards 
Einans at Sunset 
915 By-Pass Highway 
Richland, WA 99352 
(509) 943-1114 
holley@einansatsunset.com 
Term Dates: 2017-2018 

Vice President 
Paul Friden 
Mountain View Funeral Home 
4100 Steilacoom Blvd SW 
Tacoma, WA 98499 
(253) 584-0252 
pfriden@moutainviewtacoma.com  
Term Dates: 2017 - 2018 

Secretary/Treasurer 
JC Barr 
Beck’s Funeral Home/Restlawn 
Memorial Park 
405 – 5th Ave. South 
Edmonds, WA 98020 
(425)771-1234  
jc@becksfuneralhome.com 
Term Dates: 2017-2018 
 

Past-President 
Scott Sheehan 
Evergreen Washelli 
11111 Ave N. 
Seattle, WA 98133 
(206) 834-1923 
Fax: (206) 834-1923 
ssheehan@washelli.com 
Term Dates: 2017-2018 

Director 
Hank Kerns 
Weeks' Haven of Rest, LLC  
8503 SR 16 W 
Gig Harbor, WA 98332  
(206) 390-9930 
Hank.kerns58@gmail.com 
Term Dates: 2017 - 2020 

Director 
Sandra Walker 
Hazen & Jaeger Funeral Home 
1306 North Monroe Street 
Spokane, WA 99201 
(509) 327-6666 
Sandra.walker@dignitymemorial.com 
Term Dates: 2016 - 2019 
 
 

Director 
Julie Adams 
Heritage Funeral Home & Crematory 
508 North Government Way 
Spokane, WA 99224 
(509) 838-8900 
jadams@heritagefunerals.com 
Term Dates: 2016 - 2019 

Director 
Craig Nelson 
Becks Tribute Center & Restlawn 
Mem. Park 
405 5th Ave. S. 
Edmonds, WA 98020 
(425) 771-1234 
craig@becksfuneralhome.com 
Term Dates: 2017-2020 
 

Director 
Troy Hoerner 
Fairmount Memorial Association 
PO Box 9797 
Spokane, WA 99209 
(509) 838-1405 
thoerner@fairmountmemorial.com 
Term Dates: 2017 - 2020 

Supplier Director 
Ben Utterback 
Batesville 
One Batesville Blvd., 
Batesville, In 47006 
Ben.Utterback@Batesville.com 
Term Dates: 2016 - 2018 
 

Legislative Committee Chair 
JC Barr 
Beck’s Funeral Home/Restlawn 
Memorial Park 
405 – 5th Ave. South 
Edmonds, WA 98020 
(425)771-1234  
jc@becksfuneralhome.com  

Executive Director 
Katie Bohocky 
5727 Baker Way NW, Suite 200 
Gig Harbor, WA 98332 
(253) 265-3042 
Fax: (253) 265-3043 
wccfa@aminc.org 
 
 

 



Interested in advertising in 
our quarterly newsletter? 
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WCCFA office at 
1-877-460-5880 

or email 
wccfa@aminc.org
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