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Meet Our Board Members
John C. Barr

Presently the General Manager of NW Preferred Funeral Services that includes Becks Tribute Center and Restlawn Memorial Park in Edmonds, and the Common Sense Cremation
companies in Everett and Woodinville. I have a Mortuary Science Degree from Southern Illinois University and Bachelors
in Business Administration from the University of Washington.
Since 1990 I have been involved in the operations of several
funeral homes and cemeteries in the Seattle area with NW
Preferred Funeral Services, Service Corporation International
and Uniservice Corporation.
For several years I have served on the board of the then
Washington Interment Association and now WCCFA and past
president (twice!). I continue to be involved with the association
because I firmly believe that a strong association is necessary
for the interests of the profession and the consumer in Washington State. I think it is critical that we succeed in the present
by understanding the past and changing for the future. If I have
any advice, it is to stay engaged with your colleagues, associates, and vendors through your association. Be a participant in what is going on and not simply
a spectator. If you don’t, you will forever be reacting to the change that others put on you instead
of participating in the shape of your future.
John C. (J.C.) Barr
General Manager
Beck’s Tribute Center/Restlawn Memorial Park
405 5th Avenue South
Edmonds, WA 98020
425-771-1234~Fax 425-672-6757
www.becksfuneralhome.com
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Using Engagement Marketing
to Attract New Customers
By Dale Filhaber dale@datamangroup.com

Reprinted from the March-April 2018 issue of ICCFA Magazine with permission of the ICCFA in Sterling, Virginia.

Marketing people want to create relationships; salespeople just want to close the sale.
Consumers have so many more choices than ever before. There is tremendous competition in
the death-care market, and many cemeteries and funeral homes offer similar options. People
shop online to get the best price and expect you to match it. The end result of all this is that it gets
harder and harder to close that sale based simply on features and price.
To move past this, today’s marketing needs to build relationships that override basic features and
price.
In the old days, we called that building rapport. Nowadays, we call it building engagement.
Unlike traditional approaches to marketing where you specifically target prospects with a direct
response offer to convert the sale, engagement marketing allows your audience and potential
customers to interact with you, to shape how they would like to communicate and develop a relationship with you.
The overriding concept is that people will buy from you because they trust you. And, when you are
selling an expensive product like pre-need funeral and cemetery products and services, trust is
one of the key motivators of the transaction.
So, how do they learn to trust you? Through engagement marketing. With engagement marketing,
you are creating trust by driving your interested audience toward these goals:
• Encouraging a dialogue with individuals to help them to make an educated purchase decision.
An educated, engaged customer is likely to become your loyal customer.
• Cultivating individuals as advocates of your thought leadership and market image. You want
to develop a cadre of advocates who will recommend your funeral home or cemetery to their
network of friends and business colleagues.
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Engagement marketing tips
Here are the 10 easy tips on engagement marketing to attract customers and build their trust:
1. Develop an engagement plan.
To be successful, you need to start with a clear strategy, plan and approach for your engagement
marketing. Your plan will have to include how you will reach out to your audience, which media you
will use and how you will respond and interact with your engaged participants.
2. Integrate your plan with your marketing mix. All aspects of your marketing communications need to
blend together seamlessly, which is why creating a comprehensive engagement plan is so important.
Every outreach in your arsenal needs to include a “call to action” for engagement.
Use direct mail, email, social media and even telemarketing, where it’s appropriate, for your outreach. Try to move your audience from one marketing channel to another to increase engagement.
For more, go to https://www.datamangroup.com/top-5-ways-maximize-engagement-across-directmail-email-telemarketing-social-media/.
3. Focus on content and relationships. Your audience needs to feel you are providing them with
information and a service level they can’t get from anyone else. That’s why they are hanging on your
every word. Building genuine relationships by providing great content that is important to each individual is the best way of achieving the two key goals of engagement marketing: creating loyalty and
being the expert people turn to for information.
4. Become a thought leader. Expand your reach by becoming a guest blogger or commentator on
other sites. Consider writing articles for the local newspaper or speaking about death-care planning
at the local Chamber of Commerce.
Many death-care professionals speak at community houses of worship; some facilitate grief counseling programs offsite. These actions give you more credibility and opportunity for additional interactions.
5. Grow your list. Use permission-based techniques to encourage subscriptions to your own email list
so you can reach out to customers and prospects via email, phone or direct mail. For more information, go to https://www.datamangroup.com/lists-for-funeral-homes-and-chapels/.
Ways to do this may include holding a contest (example: contest to name a memory garden), setting
up subscription registration or using a lead magnet to drive interest. Then, add look-alikes to your list,
using rented prospect lists for both mail and electronic marketing.
6. Invite people to interact with your blog. Establish a culture and enthusiasm for engagement by encouraging your audience to contribute with comments and suggestions to your blog posts. This helps
them connect with you even further, and their comments get broadcast to their network, which further
increases your reach with their connected communities.
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7. Conduct surveys and polls. Run surveys from time to time to give your customers and prospects
opportunities to tell you what they think. An example might be asking how people feel about alkaline
hydrolysis. This is another way to initiate engagement and to learn from and about your listening
community. Use surveys or web polls to start the dialogue that is relevant to the individual.
8. Engage with social networking. If your goal is to attract consumers, try Facebook and Instagram.
Most funeral homes are already participating in some kind of interaction on social media. If you’re
looking for a younger consumer segment, consider Snapchat. For B2B, use LinkedIn.
Remember, in social networking, you are not hard-selling, you are engaging with people in their own
interest areas. Your goal is to post interesting content that people will share with their own networks.
9. Market on social sites. Marketing on social networking sites is not the same as networking and
posting puppy pictures. This is your opportunity to boost your outreach to look-alike audiences and
start the engagement process on the social media sites using sponsored posts and ads.
10. Ask for testimonials after the sale. Encourage customers to give you great reviews on your products and services and share those reviews with their networks.Remember, once you have an interested community engaging with you, make sure you keep the lines of communication going. This way
you can learn and adjust your strategy to ensure your engagement marketing will deliver bottom-line
results to your business by increasing your customer base and repeat sales from your engaged customers. First, make them trust you. Then they will buy from you.
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Why Should I Be An Active
Member of WCCFA?
Often times we hear the frustrated voice of a professional ask the question “Why should I be a member
of WCCFA?” or “What do I get out of my membership?” We have heard those of you and we wish to
let you know you are not a lonely voice in the wilderness!
There are many reasons for WCCFA membership and they really depend on a few simple factors. Reasons for membership and the benefits of same vary depending on whether you are a funeral professional, cemetery professional, and cremation specialist or vender representative.
First, there are some commonalities in all categories. Membership provides to all members access to
a variety of educational programs covering a wide variety of topics. These are held at both spring and
fall conferences as well as at various locations throughout the year and the state. We all understand
and agree that there are a host of networking opportunities. Having the ability to reach out to fellow
members who hold a vast amount of experience is an invaluable asset. Our quarterly newsletter is also
an important tool to keep in touch with all that is relevant in our respective professions as well as upcoming events and programs WCCFA sponsors. A very important aspect of memberships is our very
involved legislative team. Our team is always on top of legislative activity in the state and nationally,
often ahead of the curve allowing us to have a large impact on protecting our interests in Olympia and
beyond. These are just the most important parts of what membership provides regardless of category.
Additionally, funeral and cemetery professionals have access to a wide array of information and programming when they become members. Our vast network through our association with ICCFA provides
the funeral professional access to an extensive database. Conference videos are available as well
as access to information from members across the country and the world. Recourses are available to
members as a benefit of membership free of charge or at a nominal fee in some cases. Just about any
topic is available as a resource to you and it is always up to date and relevant to the changing times we
find ourselves in. The ability of associates of member firms to take advantage of these resources only
add to their professionalism and enhanced service to those we serve.
For our cremationist members we offer training and access to the growing trends with families who
choose cremation as their form of disposition. Our vender members can provide cremationists with the
ever growing options available to cremation families.
Likewise, our vender members have access to the membership to communicate the items they can
provide. Unlike other organizations in the industry, WCCFA affords the vendor members the opportunity
to reach out to all market segments, not just funeral directors.
As you can see, WCCFA stands above all other organizations when it comes to member benefits. But
just being a member firm will not allow you to reap these benefits. You need to allow all your associates
to participate in these benefits. When you do that the rewards of membership multiply.
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Latest News
Dear WCCFA Members,
Great news. HB 2253 Disposition of a Minor Child did not go to the House of Representatives floor for
a vote! What this means is that for now the bill is dead. We believe that this is the last we have seen of
it this year. However, there is a chance that it could be attached to another bill before session is over.
We will be keeping an eye on that to make sure it doesn’t happen.
The bill was introduced in the Judiciary committee and made it through after 2 amendments. It made
it through despite our live hearing testimony, multiple emails and personal contacts with House Representatives in our member districts. Then it went to the House Rules committee and we again reached
out to several Representatives but it still pushed through. We do believe that while it did make it
through the committees, it would not have passed in a vote on the floor
Some years are very quiet on the legislative front and others are a little crazy. This one was a little
crazy. Great work for all who chose to participate and have an impact on the laws that affect our profession. When we turn out together, it makes a difference.
From,
Holley Sowards
WCCFA President
and
J.C. Barr
Legislative Chair
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2018 Sponsorship Opportunities
Take advantage of this opportunity to have your company
recognized throughout the year!

__________________________________________________________________________________________

$1,250! $2,500 Platinum Package
$3,400 Value!
-Company Logo linked to your website on Home page as 2018 Platinum Sponsor
-Company Logo on all remaining 2018 Communications as Platinum Sponsor
-Annual CEU Education Social Sponsorship
-2018 Membership Directory Advertisement
-2018 Annual Membership Dues
-Business Card Ad in quarterly Newsletters for remainder of 2018
-Your company as the subject of a feature article in one quarterly newsletter
$900! $1,800 Gold Package
$2,500 Value!
-Company Logo linked to your website on Conferences page as 2018 Gold Sponsor
-Company Logo on all remaining 2018 Communications as Gold Sponsor
-2018 Membership Directory Advertisement
-2018 Annual Membership Dues
-Business Card Ad in quarterly Newsletters for remainder of 2018
-Your company as the subject of a feature article in one quarterly newsletter

$750! $1,500 Silver Package
$2,000 Value!
-Company Logo linked to your website on Membership Page as 2018 Silver Sponsor
-Company Logo on all remaining 2018 Communications as Silver Sponsor
-2018 Annual Membership Dues
-Company Logo in Quarterly Newsletter for remainder of 2018

$550! $1,100 Bronze Package
$1,650 Value!
-Company logo linked to your website on Calendar Page as 2018 Bronze Sponsor
-Company Logo on all remaining 2018 Communications as Bronze Sponsor
-Annual CEU Education Social Sponsorship
-Company Logo in quarterly Newsletter for remainder of 2018

WCCFA Website Sponsorships
There are a limited number of 2018 WCCFA website sponsorships available. The cost of
sponsorship depends on the webpage sponsored and is subject to availability. Your logo
will be linked to your website.
-Home page $500 $250
-Conference, Membership and Calendar Pages each $400 $200
-News, Gallery, Employment and Contact Pages each $300 $150

*Don’t want a sponsorship package?
Pick one of the amenities above and call us for individual item pricing.
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Announcements & Events
Thank You to Everyone that Attended our 25th Annual Spring Conference!
“From The Inside Out: The Internal Customer” March 21st, 2018!.

Click here for the Agenda.
Click here for the Speaker Bio’s.
Click here for the final Attendee List.

Thank you to our Event Sponsors:

Thank you to our Morning Break Sponsors:

Thank you to our Afternoon Break Sponsor:
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June 5th 2018 Social Education Hours
Tue, Jun 5, 2018 5:30 PM Fri, Jun 8, 2018 7:30 PM
Mark your calendars and plan on joining your fellow WCCFA members at these Social Education
Hours!
Dates and Locations:
Tuesday, June 5th from 5:30pm - 7:30pm. This will be hosted by Beck's Funeral Home/Restlawn
Memorial Park - 405 5th Ave South Edmonds, WA 98020.
Wednesday, June 6th from 5:30pm - 7:30pm. This will be hosted by Einans at Sunset - 915 ByPass Highway Richland, WA 99352.
Thursday, June 7th from 5:50pm - 7:40pm. This will be hosted by Heritage Funeral Home & Crematory - 508 North Government Way Spokane, WA 99224.
More details to come!
Please plan on attending one or all three!

2018 Annual Fall Conference August 16-17 2018
Thu, Aug 16, 2018 7:30 AM Fri, Aug 17, 2018 1:00 PM
WCCFA & WSFDA Annual Fall Conference!
Mark your calendar and plan on joining us on Thursday, August 16 - Friday, August 17, 2018!
GOLF! We will be holding a golf tournament on Wednesday, August 15th at 10:00am.
Please join us at the Tumwater Valley Golf Course - 4611 Tumwater Valley Dr SE, Tumwater, WA
98501.
Conference Location and Accommodations: Great Wolf Lodge
20500 Old Highway 99 SW, Centralia, WA 98531.
Click here for directions.
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Interested in advertising in
our quarterly newsletter?
Please call the
WCCFA office at
1-877-460-5880
or email
wccfa@aminc.org

