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Death is of course a time of sadness,
for we mourn the earthly loss of our
loved ones. However, as a people of
faith, we also know that death is a
time of joy, for we cannot be fully
reunited with God until we pass from
this world. Our faith teaches us that in
death, life is changed, not ended. The
funeral Rites of the Church reinforce
the message of God’s love for us, a
love that conquers all things destroy-
ing even death itself. (CF. Order of
Christian Funerals #2-7)

The Church insistently recom-
mends that the bodies of the
deceased be buried in cemeteries or
other sacred places.

In burying the bodies of the faithful,
the Church confirms her faith in the
resurrection of the body, and intends
to show the great dignity of the
human body as an integral part of the
human person whose body forms part
of their identity. Burial in a Catholic
cemetery or other sacred place ade-
quately corresponds to the piety and
respect owed to the faithfully depart-
ed, whose body, through the sacra-
ment of Baptism, became a temple of
the Holy Spirit. The burial of the dead
is so important to the Church, that it
is one of the Seven Corporal Works of
Mercy. 

The earliest Christian churches and
shrines were all built upon the graves
of the saints and martyrs. 

It is this reverence for the burial of the
Christian dead that compels us to
examine the way we treat the cremat-
ed remains of our loved ones today.

The ashes of the faithful must be laid
to rest in a sacred place, that is, in a
cemetery or, in certain cases, in a
church (if properly authorized), or in
an area designated as sacred by the
Church for the purpose of
interring/entombing the faithfully
departed.

The Book of Ecclesiastes teaches us
that there is a time and a place for
everything. Catholic Cemeteries are
designed to provide a sacred place to
honor those who have gone before us.
In honoring our deceased loved ones,
we not only remember the special way
that they have touched our hearts, but
more importantly we remember the
way God was able to touch their
hearts. It is not enough to remember
the good our loved ones have done,
we must also entrust their body and
souls into God’s merciful goodness.
The sacred ground of a Catholic
Cemetery reminds us, that while we
may not be perfect, we are perfectly
loved by God who is all good and all
loving.

The conservation of the ashes of the
faithfully departed may not be kept at
home.

The family home is certainly a place
where the love of God dwells, howev-
er the sacred ground of a cemetery is
perpetual. It is not enough for us to
simply have a personal relationship
with Jesus as our savior. Our faith is a
communal faith; we rely upon the
prayers of others. Interment in a
Catholic Cemetery assures of the
prayers of others until that day when

we are together again in God’s
Kingdom. We cannot simply rely
upon ourselves; we need the commun-
ion of the saints and the communion
of the faithful to lead us to God’s pres-
ence. If you have cremated remains at
home, please do not hesitate to con-
tact a representative of Catholic
Cemeteries. 

Our staff will be most helpful and 
compassionate.

The cremated remains of the faithful
must stay together and may not be
divided among family members or
scattered in nature.

Our faith teaches us the importance of
the sanctity of the body. Keeping cre-
mated remains intact is a sign of
respect for the physical body that was
so important in life. 

The separation of cremated remains
may have a short-term benefit for the
bereaved, but it is not consistent with
our faith. We believe that the body is
a gift from God, a temple where the
Holy Spirit dwells. To be consistent in
this belief the body should be treated
with the dignity and respect that can
only come with proper burial.

Our cemetery staff is on hand to assist
anyone with questions regarding situ-
ations in which a division of cremated
remains, or the scattering of cremated
remains, has already taken place. 

We do offer a variety of memorializa-
tion options for families choosing a
sacred place even in the absence of
intact cremated remains or the
absence of any remains at all.

It is not permitted that the ashes of the
faithful be preserved in mementos,
pieces of jewelry or in any other
objects. While these gestures may
have appeared to have great senti-
ment, they are contrary to the under-
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standing of Christian burial. All of
these mementos may be buried in a
Catholic Cemetery.

ANSWERS TO YOUR 
QUESTIONS . . .

Why are they changing the
Rules on Cremation?

The rules that govern cremation after
death for the Catholic Church are
actually not changing! Since 1963,
the Church has allowed cremation
and since the early 1997 it has
allowed a funeral liturgy in the pres-
ence of cremated remains. Even with
these options, the Church has always
stressed the importance of burying
the remains of the faithful, either the
body or the cremated remains.

In recent times, the practice of 
cremation has notably increased in
many countries. Simultaneously, new
and sometimes puzzling ideas con-
trary to the Church’s vision of
Christian burial have redirected the
focus of Christian death (for exam-
ple, cremated remains being used to
make jewelry or other mementos).

Thus, the Congregation for the
Doctrine of the Faith has deemed
timely the publication of a new
Instruction, with the intention of
underlining, or re-emphasizing the
doctrinal and pastoral reasons for
the preference of the burial of the
remains of the faithful and to set out
norms for the conservation of 
cremated remains.

Is the prohibition of scatter-
ing ashes or keeping them in
the home new?

No. These are not new prohibitions.
What the Instruction is emphasizing
is the Church’s ancient tradition of
preferring that the bodies of the
deceased be buried. Noting that
there are reasons one might choose
to be cremated, the Church holds to
that tradition of burying remains,
because of what we believe about the
Resurrection – that one day, Christ
will return in glory and our bodies
and souls will be reunited but will be
remade on that last day, sharing the
Glory of the Risen Christ.

Because of this, it is inconsistent with
this belief to scatter the cremated
remains of our deceased (into the air,
on the ground, or in bodies of water)
or to divide them, or to keep them in
homes.

What should be done with
the cremated remains of a
deceased loved one?

The Instruction notes that “when,
for legitimate motives, cremation of
the body has been chosen, the ashes
of the faithful must be laid to rest in
a sacred place, that is, in a cemetery
or, in certain cases, in a church or an
area, which has been set aside for
this purpose … From the earliest
times, Christians have desired that
the faithful departed become the
objects of the Christian community’s
prayers and remembrance. 

Their tombs have become places of
prayer, remembrance and reflection. 

The faithful departed remain part of
the Church that believes “in the com-
munion of all the faithful of Christ,
those who are pilgrims on earth, the
dead who are being purified, and the
blessed in heaven, all together form-
ing one Church.”     Z
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There are many challenges that our Catholic Cemeteries
face today. Rising labor costs, increasing cremation rates
and soaring Health Insurance costs are just a few. We
know our costs continue to increase, but what about our
revenues? Are your revenues increasing to offset these cost
increases? How do we increase revenues? Should we be
advertising more? It all seems so complicated at times, but
it really doesn’t have to be!

At-need business is At-Need business. We can do our best
to educate the public, promote our brand and be top of
mind, but for the most part, at-need business is somewhat
out of our control. 

The part of our business that we can control and grow is
on the Pre-Need side! Developing a sustainable Pre-Need
sales and marketing plan can ensure the health of your
business for generations to come, and, it is actually the
best way to increase your At-Need business, too. It does-
n’t have to be that complicated either. It can be as easy as
the Five Ws: Who, What, Where, When and Why! Focus
on the Five Ws, and your families, your cemetery and your
employees will all be winners!

OK, Just Who Are Our Marketing Prospects?

Let’s start with WHO ... Who do we market to? We can
break this down into four main buckets of prospects.

Bucket #1-Potential buyers: these are active leads, i.e.,
families that have already inquired or confirmed that they
are considering purchasing. I know this seems basic, but I
am not sure every Catholic Cemetery Program can pro-
duce a database of their potential customers. Being able to
direct mail these families is imperative and is as easy as set-
ting up an Excel file, or it can be as extensive as using a
dynamic CRM system. 

Bucket #2-Parish lists: these are the people in the pews. I
realize not everyone has access to this information, but it
is worth going after. These lists are good, but they can be
outdated. Parish lists can be mass marketed, but they also
need to be individually prospected. Once interest is
shown, then move them into Bucket #1. 

We also recently began to target our Parishes with a mod-
ification to our Parish Outreach Program. We wanted to
streamline and simplify it. We now call it the Parish
“Meet-N-Greet” – during which our Memorial Planning

Advisors can introduce themselves and briefly explain the
OCF and benefits of Pre-Need Planning. We keep it very
simple and light. It has been a great source of pre-qualified
leads. We also offer a nice gift to the Pastor for participa-
tion, but that really isn’t necessary. 

Bucket #3-Data Mining: even by using Bucket #1 and #2,
getting our message in front of enough ideal pre-planning
prospects can still be a challenge.  

One of the ways to ensure a successful marketing plan is
to use data mining and identify likely buyers based on
Customer Profiling. There are a variety of powerful tools
available that can help you identify your ideal prospects.
In the marketing universe, searching for “look alike” cus-
tomers is commonly referred to as “data mining.”

Customer Profiling is the single best tool to start with
when data mining. This technology allows you to analyze
your existing customers, creating a matrix of all their
demographic characteristics. Most profiles are based on
over 10,000 individual demographics, but once compiled,
they will give you a clear understanding of who your fam-
ilies are, how much money they make, where they live,
how long they have lived there and more. 

Once you understand who your purchasers are, it is much
easier to find more families with similar demographic
characteristics. There are several national data compilers,
some better than others, that are in the business of selling
this information.  

Bucket #4–Past owners/next-of-kin: for some of us, based
on our budgets, this may be our only source of leads to
start. But as we contact them, and seek referrals, which
many call the “Reload Program,” those interested
prospects move into Bucket #1. We also use this list for
our Aftercare Mailer “Keep Remembrance Alive.” and a
Memorial Planning Advisor courtesy follow-up call.

Next we come to WHAT? What are we trying to sell? I
remember when I first started in cemetery sales, someone
asked me what I sold, and I said, “I sell crypts, graves and
niches!” They said, “Really? What you sell is holes in the
ground or in the wall?” “No” – they said. “You sell pro-
tection and peace of mind! You sell heritage and faith in
the Resurrection!” We always need to make sure we
remember this.

We All Win With the Five Ws 
of Cemetery Sales & Marketing
— by the CCC Marketing & PR Committee/Joseph Heckel, CCCE & Keith Kennedy

continued on page 14
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Appearances and Price Points

Of course, the appearance of our cemeteries and buildings
also means a lot. And, it is imperative that we create and
offer our families the products that they want to buy.
People want choices. Do you offer them that? Are there
different price points that make sense? ... Good, Better,
Best, for example. 

Look at your products. Are they priced right? And, what
are you going to say about them? An effective Call-to-
Action is a critical component of a successful Pre-Need
marketing initiative. To address this factor, one must
understand the relationship these families have with their
cemetery. The average Catholic today has very limited
interaction with their cemetery. Most families have no idea
that they can Pre-Plan, or that there are many options
available to them. So, understanding that fact starts to
form the foundation of your Call-to-Action.  

Educating your families about their options is a great
foundation for your Marketing Communications. Once
they are educated, you can start to change your messages
to include special financial incentives, special payment
plans, special new “available inventory,” or upcoming
price increases. Your options are only limited as to what
you can imagine. 

We have to create a feeling of urgency and provide our
Pre-Need Counselors with a direct message to help move
the families in a positive direction. The easiest way to
excite your Catholic families is to create direct messages
and marketing programs that excite your Sales
Counselors! The enthusiasm rubs off.   

WHERE? We have become firm believers that Pre-
Planning Open Houses are critical for many reasons:  

• They give the family a firm date to put on the calendar.

• It lets them have an opportunity to stop by without an 
appointment. Studies show this to be preferred by the 
“I’ll do it my way” Baby Boomers! 

• Pre-Planning Open Houses allow you to tie your 
financial offer to an event.  

• And most importantly, it allows your sales counselors to
walk families through your properties, discuss what is
important to them, and start a meaningful conversation
regarding their Pre-Planning needs. 

Pre-Planning Open House events have grown to be a crit-
ical component to Fall & Spring initiatives. Open Houses
have helped generate millions in pre-need sales revenue for
our many Catholic Cemetery Programs.

WHEN? This is a critical question that can have a pro-
found impact on the success of your Pre-Need marketing
efforts!  The simple answer to “When? is to avoid holi-
days, specifically school holidays. Many of your prospec-
tive families have families of their own. Children and
grandchildren represent a major consumer of time and
resources for the average family, so trying to avoid the
times that they are needed the most is important for your
Pre-Need marketing schedule.  

A key component to maximizing your Fall and Spring
sales is to schedule a Pre-Planning Open House at your
location. Most cemetery programs that are utilizing “Pre-
Need Open Houses”  follow a standard schedule of Spring
(mid-March to early June) and again in the Fall
(September through early November).

Why Should You Market 
Your Death Care Business?

The Final W is the question WHY? Why should you mar-
ket your business? Many cemeteries, especially Catholic
Cemeteries, might never have had to invest their time or
resources in Pre-Need marketing in the past. Many of us
had a captive audience. Our families never questioned
whether they would choose a Catholic cemetery. The only
question was when they would choose a Catholic ceme-
tery. But as we know, times have changed. 

Today, the Catholic cemetery has become an option, not a
necessity. Simply stated, there are many options available
to our Catholic families. And, with a lack of education on
the topic, one of those options could be direct cremation
with scattering of the cremated remains. This, then, takes
us out of the picture altogether. (Think Blockbuster!) The
traditional Order of Christian Funerals (OCF) is no longer
a guarantee. The rise of cremation and costs of whole
body memorialization have created challenges that did not
exist in previous years. 

Who, What, Where, When and Why! Keep it simple and
start here, and you could be well on your way to a 
successful Pre-Need Sales Program!     Z

The Five W’s of Cemetery Sales, continued
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Rev. Ralph J. Argentino, 
MA, MA Th., MS Ed., CCCE

MY FAMILY:ONLY CHILD - a bigextended Italian family!

MY FAVORITES:

SONG - On My Own by Patti LaBel
le

BOOK - the Bible

FOOD - that’s easy, a
nything Italian

PLACES - Brooklyn, NY
 & Orlando, FL

HOW I GOT INVOLVED 
IN THE CEMETERY 
MINISTRY: 
When my Bishop appointed me
Director of Catholic Cemeteries in
our Diocese of St. Petersburg, FL
in 2011.

A REALLY GREAT EVENING FOR ME:
Cooking a super Italian meal -  antipas-
to, pasta dish, chicken with sweet 
vinegar, peppers and broccoli, salad,
espresso and dessert (chocolate 
decadent cake and gelato ice cream).

g Advisor of Calvary Cemetery
g Catholic Cemeteries

Diocese of St. Petersburg
g Director, Eastern U.S. 

and Eastern Canada - 
CCC Board of Directors

THE BEST TIME
OF MY LIFE:
My trip to Rome and
the Holy Land.


